
“I just don't want to go back to that 
kind of corporate life. But I had no 

idea how to pull this off.” 
 

B2B Biz Launcher 2.0 helps mid-career professional launch a 
successful B2B writing business  

 
 

Ed: Steve, thanks so much for taking the time to talk with me today about your 
experience and the B2B Biz Launcher 2.0 Program. It's just great to have you 
here. 
 

Steve: Absolutely. Thanks for the opportunity. I'm glad to do it. 
 

Ed: Just so people have some background and some context, tell us a bit about what 
you do as a business writer. What kind of writing do you like to focus on? What 
sort of clients and so forth? 
 

Steve: Absolutely. I'm really focused, I would call myself new to freelancing even 
though I have an experience from days of journalism school and getting into 
magazine journalism and moving to communications and all of that. It's just, 
when you've done something, you've done it. But it doesn't mean that you 
necessarily knew what you were doing or did it well. Certainly, B2B 
freelancing is a different kind of animal, but I focus on insurance, healthcare 
and nonprofit providers and the industries that serve them. 
 

 Because, over the course of my career—I'm sort of in mid-career now—but, of 
course, in my career I have worked in all those capacities. I thought, "Why not 
start with what you know?" I mean, it makes a lot of sense, and that's something 
that you certainly emphasized when we were getting started with the program. 
That's where I focus my effort. 
 

 Most recent experience, I was, I filled an interim corporate role at a fairly large 
senior care facility, something I had worked into from having been a board 
member, went to interim staff, and now I'm still contracting as part of a 
transition to a new entity that's going to take the organization over the turn of 
the year. Before that, I was in life insurance, a marketing executive, and prior to 
that I had some executive and day-to-day work experience in the nonprofit 
world, in the healthcare industry as part of that as well. So it just made a lot of 
sense, made a good fit. 



  
 

 

 

 Page 2 of 7 
 

 
 Those were really, when we started doing our warm email prospecting, there 

was a lot of lead-up to getting to that point and getting us prepared, but when 
we started doing that, I found that, of course, it really helped me get an early 
first footing sort of feeling. At least, if I was uncertain of the process, I was sure 
of the market that I was looking at because I had been in it before. So that's 
where I focus my effort. 
 

Ed: Makes sense. Yeah. You just leveraged your experience and your knowledge 
and background.  
 

Steve: That's not to say I don't have a little fun. I mean, I'm throwing things out there 
as well for the things that I really think I might enjoy working, markets I might 
enjoy working with. To have still some sort of at least tangential relationship, if 
not growing direct relationship, with these markets. I think I'm so early in the 
process that it's, mine niche is still just settling out. It's going to take a while, 
and that's something that you emphasized as well. Just get started. Find where 
you think a solid footing is and start walking up that mountain. That's what I've 
done. 
 

 Along the way, I've also, one example of that would be, for instance, wearable 
technology. I mean, it's a huge and sort of rapidly growing field, and it's 
certainly going to affect insurance and healthcare. I had a little fun throwing 
some things out there and had conversations. Haven't converted a contract yet, 
but it's coming. I can feel it. Kind of fun as well. 
 

Ed: When you first came across this coaching program, where were you in your 
writing business and what challenges were you facing? 
 

Steve: Yeah. As I said, I started out in magazine journalism and went into 
communications and had done, and in insurance and healthcare and nonprofit. 
I'd done a lot of what I would consider B2B writing, but I'd done it as an 
employee in different sorts of capacities; just hadn't thought of content 
marketing, hadn't thought of copywriting. It wasn't something that was a focus 
or I knew could be a directed skill or something that I even, honestly, I didn't 
really, I wasn't sure I really believed you could make a living out of that. 
 

 It became evident to me, though, that B2B, in looking at freelancing, that B2B 
was probably the best place for me because it's kind of the world I was used to 
being in. I came across the Biz Launcher, the B2B Biz Launcher, through 
AWAI. I had been to some of their programs. In fact, I saw you in 2014 there, 
and you're right. Their programs are not focused on B2B as much. It's really 
more business-to-consumer. 
 

 So I found myself thinking about it after that and thinking, and, of course, I 
didn't get started with you until the end of 2015. I looked at the financial 
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copywriting market, and it just, I couldn't, it wasn't in my nature to do that kind 
of thing. I didn't feel that that was something I could develop a lot of interest in. 
I realized I just needed a niche. I needed some way to do it, but I had no idea 
how to pull this off. I had, I needed sort of a mentor kind of relationship, and 
that's what I was looking for. 
 

 Having seen some of your background, looked into some of your background 
and then having listened to some of your podcasts and gotten value out of that, I 
looked into, on your site and looked more closely to this program. It was 
interviews like this, like the one that you're doing with me that actually 
convinced me. That was what got me to pull the trigger, because I saw that, 
AWAI does a great job of giving you resources, but there's a lot of hype to it as 
well, and they're selling the next program. They've got a lot of great content, 
but you're kind of awash in the content. 
 

 When you get a feeling of where you might like to start, how the heck do you 
do this, and particularly, if you have had sort of zero experience with people 
who have actually made a living at it? So I needed to connect with real people 
and needed that sort of real experience. 
 

 Boy, just, there were people who were also in mid-career. I think you had a 
really good spectrum. I was blown away by the number of testimonials and 
interviews that you had up, and from all walks. Early on in career, early on in 
life to later in life and later in career, and everything in between, and all sorts of 
different interests and markets. I found pieces of commonality in each, and I 
thought, "This feels like the right thing." That's when I pulled the trigger and 
decided to enroll in the program. 
 

Ed: That's awesome. Yeah. It's, this wasn't, this is a process that took some time. It 
sounds like you did your research. You already had the writing background. 
You knew how to do the stuff, but what I'm hearing is it was really, "How do I 
get this thing kick-started?" 
 

Steve: Right. I was standing on a sort of precipice because I was thinking, I left 
insurance marketing through 2008 downsizing, so I had that experience. Then I 
went into my next experience knowing, "This is going to be an interim role." In 
fact, it's the contracting piece, and it was going to be the end of this year, and I 
thought, but we're in a position we're fortunate enough to be able to make some 
changes and look at opportunity. 
 

 I thought, "I just don't want to go back to that kind of corporate life. I don't 
want to do that." How can I make the transition? I understand that anything 
that, I've been around long enough to know that while something can sound 
really great and like a wonderful big promise, anything of value takes a lot of 
effort and a lot of hours. You're not going to kick up on a beach and be, and 
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make this career work; find people and find your market and have work coming 
out your ears. That's just not going to happen. 
 

 In the testimonials, I found people saying that that was the reality and that they 
did feel like they got what they needed to get going. It was a process, but "I'm 
on this end of the process" - some of them. "I'm on this end of the process, and 
it's been well worth it." It just had that ring of reality to me. 
 

Ed: Yeah. I appreciate that, because I think a lot of people get the impression that 
there are clients lining up waiting for people to kind of come out- 
 

Steve: Yes. 
 

Ed: … and they're ready to hand you assignments. This is no different from other, 
any other business. It requires a lot of work, a lot of dedication. You're going to 
get obstacles. 
 

Steve: Yeah. I think a lot of us, and I gathered from others who were in the course and 
just, that a lot of us are, we're very high engagement with other people. While 
we're working alone, we love people. It's one of the reasons that we are getting 
information from them and reassembling that information and putting it out to 
the world is because that's part of what we enjoy. 
 

 There's a certain, there can be a certain kind of challenge in that in itself, but to 
have that, to have people say, "Yeah, that's a challenge, but here's how you can 
connect into community. Here's the kinds of resources that, for those who 
understand the reality of what you're doing here, can make that work. Here's 
how you can develop, sort of build your own lifestyle out of this." 
 

Ed: Great. Let's talk about how this has helped you, because it's been a few months, 
right, since the program ended? I'm curious as to what you've gotten out of it 
and, specifically, if you can speak to any tangible results that you've gotten so 
far from implementing these strategies and just doing this work. 
 

Steve: Yeah. Absolutely. Right out of the gate, it gave me just more confidence getting 
going as a nonspecific but important thing. And what gave me increased 
confidence as we started reaching out to clients was the fact that I knew you'd 
had a lot of experience with this because it was proving that at every juncture, 
the perfect resources showed up. The perfect kind of advice showed up. When, 
I even encountered a client who was overseas, and you were able to say, "Hey, 
I've done that kind of work, and here's how it went, and here's some things to 
look out for. Here's some things that are, you'll want to approach them with." It 
was like that for me and for everyone. There was not a situation you hadn't 
heard of or hadn't addressed yourself and been able to make some helpful 
commentary to all of us on, and we all learned from each other that way. 
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 I was about 80 to 100 warm emails into the process, and boom. I remember one 
day I had a call from, I thought, "What is this number? I keep getting spam on 
my cell phone." Turns out it was a guy from a multi-national insurance firm, 
and he wanted me to, he wanted to see some work from me. I worked up a 
sample for him. I didn't even have the sample, but I had the confidence to say, 
"Look. I know kind of what this guy wants. I've been in that world. I know, I'm 
just going to put something together." I popped this thing together overnight, I 
think, and sent it to him. He said, "That's great. Let's give this a shot." So I 
picked up some work from him. 
 

 Then a healthcare company contacted me. I was out visiting someone, and my 
phone rings, and it's a woman who is wanting to change up her case studies and 
newsletter content for the year. She works with a software package that helps 
people determine, healthcare institutions determine their product needs and to 
actually order those products, sort of medical device-like industry. Ended up 
getting work from her. 
 

 I've had two or three more like that, and then, of course, the one that I 
mentioned that was overseas. That was a very interesting interview and sort of 
back and forth process before I converted it to a contract. But again, I had 
confidence, even down to, gosh, I remember, Ed, when you, the first one I was 
sending something to. I thought, "I don't know what to tell them what the fee's 
going to be. I have no idea what that is." 
 

 I'm going, I'm thinking I'm going to try to piece this together, and the next 
message that came through from you is, "Hey. Attached is my fee agreement." 
It was, "and my fee schedule, and here's how you use these, and here's how you 
might want to adjust it for where you are in the game." I did that and popped 
that right out, and it worked beautifully. It really put me in a context of a 
professional conversation that I thought 24 hours earlier, "Wow. I've sort of 
caught the fire truck. Now what am I going to do?" 
 

Ed: That's wonderful. It sounds like a lot of it was in terms of the confidence you 
needed to go about this and make sure you were following the right plan and 
road map, and then the right prospecting approach to actually land some clients. 
 

Steve: Right. Exactly. That's not to say, it's, for me, marketing is still, I'm so early in 
the game that marketing is still a daily thing. In fact, I think you and I were 
talking before on this call about travel. I had some untoward travel, and that put 
me back a bit, because you can't just, it's nice to think, "Hey, I can work from 
anywhere." 
 

 In a sense, you sort of can, but you, I don't find that to be true in the sense of 
really kicking out. You need dedicated space, dedicated time, dedicated think 
space to be able to put out good product and get response to it. I expect that that 
will diminish somewhat in the next year or maybe two, but I do expect that to 
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be a, having been given a picture of reality, I do expect that to be sort of my 
reality for some time moving forward until the niche settles out, but I don't feel 
daunted by that, because of this experience really. 
 

 It's also one of the reasons that I chose to enter your Getting Better Clients 
Academy, because I thought, "This has been such a great value." It's not even, 
there's no question that I've gotten way more value out of it than the dollar that I 
put into it. I mean, there's no question to me about that. So I thought, "I bet it's 
going to be the same with that academy," and sure enough, the chance to ask 
you a question every month, and there's always new resources showing up. 
That's now helping me sort of reformulate my marketing ideas and get 
reinvigorated if I start to lag. 
 

Ed: That's wonderful. I'm glad you looked at this as an investment, because that's 
what it should be. You want to get a return on your investment, but you also 
recognize that part of the investment is not just financial. You actually have to 
do the work. So I appreciate the fact you've learned, you're asking questions, 
but you're applying. Because this is not going to happen on its own. 
 

 That leads me to my last question, Steve. Obviously, the people listening to this 
or considering the program, I know you don't really, you can't pretend to 
understand where everyone might be in their journey or their specific situation. 
If somebody's on the fence about enrolling in the program and they're serious, 
they're serious about getting their business off the ground, making this happen, 
making this a reality, what would you tell them? 
 

Steve: I would tell them, "Make the commitment." I mean, honestly, as I've said, the 
cost is so minimal for the return. It just, everything that was promised was 
delivered and more. Even down to your flexibility and the flexibility of being 
able to adjust. 
 

 We were trying submitting questions, and you were answering them through 
the Facebook portal. Then, you got a sense that, "Well, maybe we need to do 
this a little bit differently, and how about we do a call where we can sort of all 
hear each other and I can answer it directly?" You put a poll out, and we 
answered, and you responded to that. It was great, and it was really nice to look 
forward to that point of contact and to get, it actually made us, it made me focus 
on what other people were asking and get more out of that. 
 

 Huge things like that. They don't seem so huge at the moment, but then, once 
you experience them, you realize, "This is really, this is becoming a tailored 
sort of experience." Really, really appreciated that. It's very, no hype, very solid 
advice. Just huge and very pointedly useful resources. You're willing to give 
more than sometimes maybe should for your own good. You'll give out more 
resource. When you do see a need, you fill it. 
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 I also, I don't want it to be lost either that I was specifically impressed because, 
and honestly, I got a lot of wind out of this along the way and realized why 
when I heard one of your last podcasts. But with just the spirit in which the 
program is done. It's nuts and bolts all the way, for sure. The way that you 
conduct it makes it really evident why you're good at it and why your clients 
like you. 
 

 I think that's something to emulate, sort of the spirit and attitude and gratitude 
that you take into your daily life. That really comes through to people, and it 
does not diminish the business aspect of it at all. It's sort of this very, I find very 
kind of intentional thinking and living is extremely important. You speak to that 
as well, and I appreciated that immensely. 
 

Ed: Wow. Well, thank you, Steve. I just, that just made my day right there. I think 
I'm going to stop working right now and go grab a beer. I really appreciate that. 
It's been a pleasure having you in the program, and again, thank you so much 
for sharing your experience with others. I know when I'm on the other side, I 
want to hear from people who have gone through it. I want to get a real and 
honest look into what they experienced, and I really feel you've given us that. 
So thank you again. 
 

Steve: Great. Absolutely. Super excited to do it. Thank you. 
 

 


