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The Perry Marshall Marketing Letter 
Excerpt From Volume 3, Issue 5 

 
 

How To Leave Your Job and Start a 
Business - with No Business Plan 

 
 I did not have a business plan when I drove out of that rainy parking lot on the day I left my job.  
But I did have a picture of where I was going in my head.  And I had a notepad of possible strategies, 
plans and backup plans.  My notepad consisted of the following ideas: 
 
o Write bylined articles for magazine editors, and keep my own stream of publicity going 
o Place lead generation ads in the industry trade magazines, telling my story of growing sales and 

getting publicity 
o Work the industry trade shows 
o Finish my Ethernet book and get it published.  (I did publish it about six months later.  Even though 

the book itself had nothing to do with marketing whatsoever, it marked me as an industry expert and 
did play an important role in securing new business.) 

o Develop an information product, something to teach B2B companies how to generate sales leads 
o Ghost write bylined magazine articles for other companies, and charge them a fraction of what 

equivalent ad space would cost 
o Use my former network of reps and distributors to find out about freelance opportunities I could 

pursue 
o Get freelance part-time marketing communications assignments with a couple of companies who are 

too small to hire a full time guy 
o Pursue a possible opportunity to create a new industry portal with my friend Heather Angus 
o Take a job working at home as someone’s Midwest Regional Sales Manager, with a stipulation that I 

can also do side projects.  
o Give talks at trade shows and industry events 
o Do marketing for my friend Dave’s rep firm with some kind of success-based commission plan 

 
That’s more or less what my list looked like.  Bottom line, I reasoned, if I’m any good at 

marketing at all, I should at least be able to market myself and get some project work. 
 

Backup Backup Backup Plans 
 
 Let’s see, that’s twelve items.  One plan and eleven backup plans.  That’s a good strategy, plans 
with backup plans and backup backup plans.  Especially when executed simultaneously.  Most of them 
complementary to one another too.  You can’t help but strike gold somewhere, right?   
 

Turns out most of that list was unnecessary.  What I didn’t anticipate was that as soon as I left, my 
phone started ringing, calls from friends in the industry who were shocked to hear I’d left.  Most of them 
were invitations to interview for a job. 
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 I would say, “My back’s not against the wall, I’m taking my time and considering my options… 
how about if we do a consulting project instead?  That way we can get to know each other and it’s not 
risky for either one of us.” 
 
 That worked.  But there was one thing that made it work, as I shall explain. There was a very, very 
finite number of those phone calls, maybe half a dozen.  What mattered is that a couple of them hit 
paydirt.  Let me back up and explain why. 
 

How I Got Into the Magazine Article Writing Business – and How It Made me Slightly Famous 
 
 There’s an old song by Tears For Fears, it goes This is the working hour, we are paid by those who 
learn by our mistakes.  To me, that song is about learning on somebody else’s dime.  Which is exactly 
what was so great about that job.  El Presidente Mike Justice was willing to let me try things and learn, 
just so long as they worked most of the time, and as long as they didn’t cost too much money.  As I’ve 
often said, I was never given more than $2,000 to $3,000 to invest in any marketing campaign, and it had 
to come back with friends attached within 90 days. 
 
 And despite all my grumblings about the trials and tribulations (there were many, believe me) it 
was a golden opportunity for a guy in his late 20’s to hone his chops.  A crucible with a happy ending.  
Mike and I have had our disagreements about many things, but I’m always happy to see him when I go to 
a trade show or whatever; we always have friendly conversations.  He’ll always know I played a critical 
role in building a company he sold, and I’ll always know he played a key role in pointing me in a 
successful direction. 
 

El Presidente: Agony over writing magazine articles 
 
 Early on Mike worked with a marketing consultant named John Fox.  (John’s now author of an 
excellent book called The Marketing Playbook) and John found an opportunity to write a technology 
article in some chemical engineering magazine – a 4-5 page spread that was a rundown of all the 
technologies in the XYZ category etc etc., bylined by our tiny company.  John told Mike: You never turn 
down an opportunity like that. 
 
 Mike and John slaved over the article for weeks.  Mike had to provide most of the content, and for 
him this was brutal.  Mike doesn’t enjoy writing all that much, and one day in his office after the article 
was finished, he said, “Never again!”  And then, very offhandedly, he said, “You know Perry, if you ever 
want to do this instead of me, I’ll be happy to pay ya.” 
 
 “Really?” 
 
 “Sure.” 
 
 Hmmm… well this other friend of mine, Heather Angus, was a magazine editor and she’d been 
prodding me to write her an article.  I’d just never gotten around to it, never had quite good enough of a 
reason to do so.  I was a very busy guy, after all. 
 
 But suddenly I had a reason. 
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 “Would you pay me $500?” 
 
 “Heck yeah, I’d pay you $500 to spare me from that torture.” 
 
 We had ourselves a deal.  So I wrote it.  (It’s still on my website in the articles section, it’s called 
Industrial Ethernet: The Death Knell of Fieldbus? and people in that industry would know that most of 
my predictions six years ago came true.) Mike paid me the $500. 
 

Major Publicity for $500 Per Article 
 
 Back then I wasn’t in the groove of writing, and it would usually take an hour or two just to bang 
out the first couple of paragraphs.  Hard work.  But all told, the $500 per article was pretty respectable 
money and I started to supplement my sales commission with that.  It became a slack adjuster in my 
personal finances.  $500 per article became $500 every month or two.  For a guy making 75 grand a year, 
that’s an extra 5K or so.  Not bad. 
 
 The company grew, and we hired three new sales guys.  I went from being National Sales 
Manager and chief cook and bottle washer to being Inside Sales Manager (taking all the incoming phone 
calls and supporting the regional sales guys) and being Marketing Manager. 
 
 The Marketing Manger part of my job was to ramp up the stuff I’d already been doing – direct 
mail, DeviceNet Boot Camp, generating leads on our website, and – especially – writing tons of magazine 
articles and sending out press releases.  Getting as much free publicity for our tiny company as humanly 
possible. 
 
 “So How Do You Write Dozens Of Magazine Articles if They’re All About The Same 
Thing?” 
 
 It doesn’t take genius to recognize that industrial networking is a pretty narrow, and possibly dull, 
topic.  How do you write dozens and dozens of magazine articles about that? 
 
 Like this: 

Peas porridge hot, 
Peas porridge cold, 
Peas porridge in the pot 
Nine days old.  
Some like it hot, 
Some like it cold, 
Some like it in the pot 
Nine days old. 

 
 If all you’ve got is Peas Porridge, then you serve it up in every imaginable way possible.  You 
serve it with bread.  You serve it with pudding.  You serve it with spinach salad and raspberry vinaigrette 
salad dressing.  You serve it in great big giant bowls.  You serve it in little teacups.  You serve it with 
pasta.  You serve an Atkins Diet version with buttered steak and bacon with cashews on top. 
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 So I go to this trade show, National Manufacturing Week.  My mission is to book articles with 
every editor of every trade magazine that I possibly can.  A trade show is a great place to do that.  You 
show them some you’ve written for other editors, you ask them about your editorial calendar, and you 
come up with a hook that resonates with their particular audience. 
 
 Between walking the show and holding a small press conference, I booked something like 20 or 
30 magazine articles with over a dozen different editors.  It averaged out to two or three a month.  For the 
remainder of the year, you could not pick up an industrial trade magazine and not find us somewhere. 
 
 Our tiny company was starting to be the mouse that roared.  We were all over the place.  In a few 
instances, we got on the front cover. 
 
 Oh, and here’s the kicker: My name was on most of those articles.  I was the author.  Which made 
me the expert, as far as all these magazines and editors were concerned. 
 
 I’d get phone calls from my friends: “Is this the world-famous Perry?”  That was always good for 
a chuckle, but the fact was, in my teeny tiny corner of the world, I was becoming well known.  ISA, the 
largest publisher in that industry, approached me about writing a book on Industrial Ethernet, which was 
one of the hottest topics in the business.  I knew I’d never make much money from the book (I think I’ve 
made maybe five grand from the whole thing and it was a TON of work) but it was the very first book out 
on the subject.  It pays to be first. 
 

The Power of Celebrity – Even a Little Tiny Bit of It 
 
 The fact that I had a tiny but legitimate amount of celebrity attached to my name (credibility 
would be a better word, actually) made me a safe bet by default instead of an unknown quantity, which is 
what most consultants and job applicants are.  The ‘obvious expert’ as they say. 
 
 But here’s the more important thing: I had relationships with all these trade magazine editors.  I 
could write and place articles of completely different topics too, and I figured out a formula for doing that.  
(My Marketing System In A Box, www.perrymarshall.com/inabox.htm describes how this game is 
played, in exhaustive detail.)  When I left the company, those relationships came with me.  They didn’t 
care about my company, what mattered to them is I knew what they want from a contributor.  Two of 
those magazines, IPPT and Sensors Magazine, put me on their editorial advisory board.   

 
Watch out, because at the beginning of the year I’m releasing a course for Renaissance Club 

members on how to give yourself Celebrity Power.  


