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Chris Deardorff was a member of the Side Hustle Nation Inner Circle Mastermind Group 
last fall, and he works a day job in product marketing in Colorado.  

He has taken his marketing agency from 0 to 7 regular clients in 6-8 months, and more 
importantly his revenue has soared from nothing to $30k since joining the mastermind 
group. You can find out more about his services at themarketcompass.com 

 

http://www.sidehustlenation.com/chris
http://www.themarketcompass.com/


Deciding What You Have to Offer that Someone Will Pay For 

One of the first things you need to do while deciding to start a business is to figure out 
what you can do that someone else will pay you for.  

After working in corporate America for over 10 years Chris knew he wanted to take the 
jump into entrepreneurship. Chris was always passionate about startups and marketing 
and had a lot experience working for product marketing and product management 
companies so it was a natural transition. 

Entrepreneurship is often described as being able to spot a gap in a market and find a 
way to fill it. Chris noticed that local companies were focusing on the engineering and 
production of products, but neglecting the product marketing. 

What is Product Marketing? 

Product marketing is different than corporate or brand marketing. As the name 
suggests, product marketing focuses on marketing a product or portfolio of products. 
Typically, this includes the following methods of raising awareness of the product: 

 Content development 

 Blogging 

 Honing in on the message of the product 

 Video creation 

 Creating infographics   

The next step is to get the product and all of the content in front of the target audience 
to increase sales. 

Finding and Landing Clients 

Chris is looking to land more clients and grow his business. He focuses mainly on 
startups, usually finding companies coming out of accelerator programs. He finds 
working startups and newer businesses more interesting and conducive to his own 
business. 

Boomtown.com is one of the tech-startup accelerator sites that publically list their 
portfolio of clients. Chris is also a volunteer at Boomtown, offering his time and some of 
the resources he has to new businesses. 

Chris looks through these companies and does his own research to see which 
companies he wants to reach out to. He then connects with the founders or CEOs 
through LinkedIn and arranges either a warm introduction in person or over the phone if 
they have previously met, or a cold introduction through an email. 

The purpose of making contact is to introduce himself and his business, find out what 
product marketing they are currently doing, and see what he can do for them. Chris has 
a 25-30% response rate using this process, which he sees as a decent percentage. 

http://www.boomtownaccelerator.com/


He has also learned that to make a successful partnership with clients he needs to 
make it as easy as possible to do business with them. To facilitate this, Chris has put 
together some pre-built packages of his services, laid out the buyers-journey in different 
stages and offers Silver, Gold, and Platinum packages based on the value and level of 
service his client wants. 

Pricing Services 

Chris starts his clients off with a 2-page marketing plan. This keeps it simple in-line with 
his objective to make it easy to do business. This 2-page plan outlines strategies, 
objectives, metrics and goals - everything you need to get started with a product 
marketing plan. He has priced this at $650. 

He then offers 4, 8, and 12-week marketing plans, or a service on retainer. Most clients 
sign up for the 4 or 8-week plans at first, then extend their plan when they see their 
strategies are in place and how the service is working out. 

Balancing a Side Hustle with a Full-Time Job 

The services Chris offers are split 50/50 between long-term strategies and day-to-day 
tasks. Like most side hustles, Chris was doing all the legwork himself at first, but there 
comes a point where this becomes too much to manage while working a full-time job. 

Chris started outsourcing tasks by using Upwork.com and blocks off timeslots for 
himself where he can focus on his business. He has put aside around 30 minutes each 
morning, lunch-breaks at his day job, 4 hours on Saturday, and 2-4 hours on Sundays. 
This adds up to around 10-15 hours a week, which isn’t a lot of time considering he is 
turning over around $5k a month lately. 

The Future and Further Growth 

Chris has hit a ceiling on the amount of work he can handle and is looking to hire more 
help. He is in the process of hiring a social media specialist and outsourcing more tasks 
as he takes on more clients. 

He is also more than half way through a book he is working on. The book is going to be 
a step-by-step product marketing guide for startups. He plans to self-publish this on the 
Amazon Kindle platform when it’s finished, and although it’s not likely to make him rich 
it’s a great authority building asset. 

As far as turning this side hustle into a full-time business, Chris has some goals that he 
wants to reach, such as having 5 regular monthly clients to replace his current income 
and 6 months of capital saved up. With the extra time he would have he could expand 
his business to a wider geographic area and really start to scale up. 

Chris’ #1 Tip for Side Hustle Nation: 

‘’Make is easy for customers to do business with you.” 



More Info: 

 http://www.sidehustlenation.com/chris 

 http://www.themarketcompass.com 

Until next time! 

-Nick 

http://www.sidehustlenation.com/chris
http://www.themarketcompass.com/

