
Case Study: New Freelance Writer Lands Four 
Clients and Plenty of Repeat Business After 
Implementing the Ideas and Strategies in B2B 
Biz Launcher 
 

 

ED:  Thanks for agreeing to talk to me and sharing a little bit about your story. 

It’s great to have you here. 

 

ADRIA: Sure.  

 

ED: So one of the things that I’m really interested in is how—you’re out there 

basically cold prospecting. You’re approaching cold leads with warm 

emails. And it really took a while to kind of get your first client. Tell us a 

little bit about, first, I guess yourself and like how you came into this 

business, and then tell me a little bit about the effort that you’re putting 

into warm email prospecting.  

 

ADRIA: Okay. Well, I’m actually a chiropractor to begin with, and I retired from 

chiropractic just a few years ago. And I actually decided at that time to 

start looking into the copywriting, hopefully into the medical space and I 

never could really get started. There was always something that I put up as 

a barrier which is why I wanted to take what you were offering and to get 

started and be held accountable.  

 

 I'm targeting the medical and chiropractic area right now, and it did take 

quite a lot to get started. I did do the warm emails. I didn’t have anyone 

that I knew to get me get started or anything. I didn’t have any contacts 

that I could use personally. But I started with the warm emails and it took 

171 emails before I got my first client. 
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ED: Wow. Now so 171 emails and, I mean, were some people replying, “Oh 

yeah, I don’t have anything right now.”  

 

ADRIA: Yeah. 

 

ED: Were you getting any kind of response? 

 

ADRIA: Yeah, I got some responses. A lot of, “Well, we only use in-house 

writers.” I got a number of those. And then I got some of, “Well, we don’t 

have anything on the books right now. We’ll get back to you maybe in six 

months.” And then I got a few of, “Just don’t know,” and, “Maybe later”. 

And so then it was 171 emails before I got my first, “Can we talk.”  

 

ED: So tell us about what kind of company was that? What kind of client? 

 

ADRIA: It’s a medical billing and EHR, electronic health records, company. And it 

started out, they just were looking for someone to do blog posts. They 

have a few freelance writers that they use and they like to alternate 

between writers. And so it had been just blog posts about one to two times 

a month, and just recently they called me with a much bigger project. 

 

ED: Oh, super. So it started out your first project was maybe a couple of post a 

month and then it’s expanded from there? 

 

ADRIA: Right. And they have since recommended me to another company as well.  

 

ED: Oh, wow. So did that one turn into a client? 

 

ADRIA: Yes. 
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ED: Oh, good for you. Good for you. 

 

ADRIA: Yeah, it turned out very well.  

 

ED: So once you landed that client, right, and you started getting busy, did you 

completely stop prospecting? What did you do there? 

 

ADRIA: No, absolutely not, no. I was still sending at least 50 to 70 warm emails a 

week and it took, I think, it two about two more weeks, about 100 to 120 

more emails to get my next client. 

 

ED: Okay. 

 

ADRIA: And that client also it’s starting out small. It’s blog posts at the moment. 

We’re doing weekly blog posts. But he wants me at the end of the year, 

we’re going to take the blog posts and turn it into a book. 

 

ED: Oh, super. So, yeah, you did something I don’t see a lot of people do once 

they get that first client, especially if they’ve tried that hard. It’s almost 

like they just want to rest. 

 

ADRIA: Right. 

 

ED: And, I don’t blame them, but you … 

 

ADRIA: I was scared to rest. 

 

ED: Yeah, you’re scared, right. You knew that’s not good.  

 

ADRIA: Yeah, I just wanted to keep going. I was scared to rest. I didn’t want to be 

back in the same position with no clients again. 
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ED: So what’s your workload right now? I mean are booked solid? Do you still 

have time to prospect? 

 

ADRIA: I still have time to prospect. I’m still prospecting. It’s limited more down 

to about three days a week right now of prospecting. And then I do part 

days on the others just as the writing. I have currently three clients and a 

fourth one in the works. 

 

ED: That’s fantastic. So all either as a direct or indirect result of this effort. 

 

ADRIA: Oh, yes, definitely.  

 

ED: Now you have something you can talk about. Before it’s just what was on 

your website, right? 

 

ADRIA: Right. 

 

ED: Of course, you have your experience in the medical industry. But in terms 

of your track record, that was it. You didn’t really have anything you 

could talk about in terms of writing for clients. So how are you leveraging 

these "wins" in your warm emails? 

 

ADRIA: As soon as I got the first client, she didn’t want the blog post for like two 

weeks but I turned them around and got them to her in two days. And so in 

that way she actually went ahead and posted them. And so then I was able 

to, in my next warm emails to new prospects, I included a link to those 

blogs so that I would say, “Look at my most current work.” And so that 

seemed to make a difference.  
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ED: Yeah, yeah. So how’s your confidence level now as opposed to when you 

started? 

 

ADRIA: Oh, it’s much higher. I feel that this is something I can really do and I feel 

confident when I’m talking to clients now too, being able to handle the 

work and advise them. And it’s not worrying me so much when I don’t get 

a response in one email. I’ve realized not to take it personally. 

 

ED: Yeah. 

 

ADRIA: And to just keep going because, like you said, it’s kind of law of averages, 

you just keep pushing through and eventually it’s going to work. 

 

ED: Yeah, yeah, it does. I think once you get the first one it becomes a little 

easier in terms—but you’re right. It’s hard at first when you’re not getting 

much.  

 

ADRIA: Right, yes. My confidence would go up and down as the days would go 

through. If I got responses saying, “Maybe in six months,” that felt better 

than getting no response or a negative, “No, we don’t need you,” response. 

So if you got all negative response within one day with, “No thanks,” and 

then so you’d have to just keep going the next day and say, “Well, today 

will be better.” 

 

ED: So one of the things that I hear a lot from people who are starting out with 

warm email prospecting, especially if they’ve just launched their business 

like you did is, “Man, how long should I spend on this because it seems 

like these emails are taking me a long time to craft. By the time I find a 

company and then I dig into what they’re doing and research them, I 

mean, it could be an hour or two per company.” How has your efficiency 

improved over time? 
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ADRIA: Yeah, I did that about the first week, the same thing that you’re describing 

and it was terrible. And I thought, “I’m never going to make it through 

this.” What I ended up doing after talking to you, I realized I was spending 

way too much time researching each company and trying to write just the 

perfect email to each one and it was too much. I was never going to 

contact enough people. And so I went ahead and I laid out what type of 

companies I was targeting, whether it was going to be a chiropractic 

company or a medical billing company or a pharmaceutical company, 

etcetera, and I made a template of an email for each one. 

 

 And then basically I just go in and tweak it just a little bit. And so now my 

emails are much, much more efficient. So whereas before I could spend an 

hour trying to get one email right, now I’ll send quite a few per hour.        

 

ED: Yeah, while still being very personalized, it sounds. 

 

ADRIA: Right. And so they are targeted, so I have them labeled which emails go to 

which companies and everything.  

 

ED: Yeah, that’s fantastic. But that’s what I’ve seen other people do, by the 

way. I think it’s just natural tendency. You get the hang of it. And then 

you do where you can kind of "templatize" and we can get away with 

doing that and then where you actually need to be very personal or 

specific. 

 

ADRIA: Exactly.  

 

ED: So where do you go from here? You know, now you’ve got four clients, 

you got your confidence up. What’s your plan to kind of get to the next 

step? 
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ADRIA: Well, I’m continuing the emails and I’m already working into second 

contact, starting into second contact now for previous emails. And actually 

I’ve gotten a few positive responses on second contact of possible meet 

times so I think that’s good. Just moving from there and I’m asking for 

referrals from other clients now and that seems to be helping. And I’m 

asking for more work from the current clients.  

 

ED: And is that working with some of them? 

 

ADRIA: Yes. The very first client that was just blog posts, that’s now turned that 

into—they just gave me yesterday, they want me to take a webinar and 

turn it into a 12 to 16 page guide and do three articles around it too to 

drive traffic. And she said that after it’s done I’ll have at least three more 

before the end of the year, projects just like that too. 

 

ED: That’s super. Good for you. It’s easier to get more work from existing 

clients than it is to find new ones.  

 

ADRIA: Right. 

 

ED: You’re still not stopping that effort even with new clients which I think is 

healthy. Fantastic. Now, one last question for you. I’m not trying to set 

this up. I want you to be really honest. 

 

ADRIA: Sure. 

 

ED: Let’s say if you were to talk to somebody who’s on the fence—pretty 

much where you were a few months ago. They want to get this business 

launched, they’ve tried a lot of things, nothing’s worked. They’re kind of 

overwhelmed. They don’t even know what to do next. And they’re 
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looking at the B2B Biz Launcher training/coaching program ... but they’re 

on the fence. What would you tell them? 

 

ADRIA: Oh, I would not hesitate to do it again. It was the best decision I ever 

made. No matter how much money I spent on all the other copywriting 

programs or going to seminars and stuff, you have to still be at home and 

do the program and motivate yourself. And when you get home from the 

seminar, your motivation is gone the next day, at least for me.  

 

 Whereas this was an every-week accountable program. It walked you 

through. By the time it’s done your website is up. You have everything 

guided and I wouldn’t have started without it, honestly. And I really 

appreciate you so much, Ed, because you really got me started.  

 

ED: Oh, that’s fantastic. To me, it’s just great to hear these stories because 

you’re the one doing the work. All I can do is guide you, shortcut the path, 

show you the fastest, most efficient way of doing, most effective way, but 

you have to have the discipline and the drive to get it done and you 

definitely have that. So this is I think a great combination of both of those, 

so kudos to you. 

 

ADRIA: Well, anybody that is even thinking about taking it really should because I 

don’t see any other way to get started because unless you just have perfect 

discipline, doing it by yourself is so hard. 

 

Tired of doing it all on your own? Ready to finally get your B2B 

writing/copywriting business off the ground quickly and safely? Check 

out B2B Biz Launcher before all spots are gone: 

www.b2blauncher.com/program 


