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Russ Perry is the founder of DeisgnPickle.com, a graphic design business offering an 
unlimited service for a low monthly rate ($370/mo at press time). 

He launched the business in January 2015, and has already grown it to more than 
$400k in monthly recurring revenue. 

Where the Idea for Design Pickle Came From 

Russ previously had a creative agency but started to hate where his business was 
going. He said it looked good on paper, and from the outside, but personally he was 
falling apart. 

“I felt like I was in a prison of my own creation,” Russ said. He was depressed, hated 
the clients, the work, and knew he had to close it down for the sake of his own well-
being. 

He started working as a freelancer and by late 2014 his number of clients was 
increasing. He found himself in a similar position, needing help and considering taking 
on staff to help. 

Russ created some systems and automated processes to help manage his workload, of 
which formed the foundations for Design Pickle. It was in November 2014 when he read 
The 7 Day Startup by Dan Norris that he realized, “This is my business. He has the 
same thing!” 

Dan Norris had a similar background, going from an agency he wasn’t enjoying to 
starting WP Curve, a WordPress support company that offered monthly plans to 
maintain WordPress sites. 

In January 2015, with a couple of freelancers handling the actual design tasks, Russ 
launched Design Pickle. (“I kinda sucked at design” he said.)  

Within six months he was able to unload all his freelance clients and go all-in with 
Design Pickle. 

Landing the First Customers and Marketing Strategies 

Russ had some interesting and successful marketing strategies. He spoke at random 
local events, and even stood dressed in a pickle costume handing out pickles at an 
Infusionsoft conference in 2015. 

From a branding and marketing standpoint, Russ said this was “massively successful; it 
was a mad rush for the pickles.”  

His first customer was a friend with a physical therapy clinic. They were using their 
receptionist for their promotions and design work. Russ was able to offer them a 
dedicated, professional designer at a fraction of the cost of employing one. 

http://www.sidehustlenation.com/designpickle
http://amzn.to/2gZEmxV


He went on to secure 15 more clients in the first month. He said these mostly came 
from guest blogging and “spamming” emails to every marketing contact he could find.  

“The price point was so instrumental to our success,” Russ said. Charging a rate much 
higher than a typical SAAS product gave him revenue to work with as soon as he had a 
few clients. He started investing in Facebook ads and sponsorships to attract more 
clients. 

As of now Russ said that about 60% of new clients are organic, 30% are from paid ads, 
mostly Facebook, and the rest are from trade events and conferences. 

From Three Pricing Plans to One Simple Monthly Plan 

At first, Design Pickle had 3 different pricing tiers, but quickly shifted to a simple singly 
monthly plan for unlimited designs.  

Russ said he was trying to protect himself from customers abusing the system, but the 
different price levels were generating a lot of sales questions about the differences 
between the plans, and he felt like he had created the different plans for no reason. 

Russ said they had enough data by the time he decided to switch to one price to know 
how much to charge, settling on $370 per month. He found the sales part easy, saying 
that most of his clients had paid for design work before and knew how much they were 
willing to pay and this price was reasonable. 

Hiring Best Practices and Management Layers 

Russ has recruited a full-time team in the Philippines to handle the graphic design work. 
Technically they are contractors, but he calls them part of the family and communicates 
daily with them over Slack. 

It’s something he is very passionate about, “We want to be the best employer in the 
Philippines for graphic design, so we actually pay three times the average salary,” Russ 
said. The company also covers healthcare reimbursements and other perks. 

He recruits mostly via word-of-mouth, and holds a big event once a year in Manila. The 
reason Russ gave for having such a commitment to his team is because having a happy 
team means happy clients, and happy clients mean they stay with Design Pickle for 
longer, and the longer the stay the more recurring revenue the company makes. 

There are three core principles Russ operates by, Mission, Vision, and Values. By this 
he means: 

Mission – To be the most helpful, creative company in the world. 

Vision – To change lives through creativity. 

Values – Friendly, smart working, service, and truth. 



He has a team of around 100 in the Philippines now, with roughly 80 designers and 
20managers. 

There is also a team of four support staff based in the US. This helps cover different 
time zones and gives a clear line of communication to clients based in the US. 

Building Systems as Demand Grows 

Design Pickle is now handling between 800-900 graphic design jobs a day. They have 
built their own custom software to help automate some of the processes and handle the 
order load. 

And in true Hustler’s Path (freelance to agency to product) fashion, Russ is spinning off 
a new company to sell this software to other creative companies. You can find it at 
JarHQ.com. 

Reducing Churn and Increasing Lifetime Client Value 

I asked Russ if he’d found anything particularly effective at reducing customer churn or 
improving his customer lifetime values. 

“It’s finding the right clients on the front-end in the first place,” Russ said. Graphic 
design is a subjective business, some clients will be really happy with a particular 
design or a designer, while another client may hate it. 

Every cancellation triggers an email that Russ reads himself. He replies and sees if 
there is something he can do to resolve any issues the client may have had and keep 
them on. 

If you’re interested in learning more about Russ and his business practices, he’s got a 
book coming out this fall entitled, The Sober Entrepreneur. 

You can add yourself to the mailing list so you’re notified when it’s released and 
download the first chapter for free here. 

Russ’ #1 Tip for Side Hustle Nation: 

“Pricing: If you’re not charging enough you won’t succeed. Double or triple your pricing; 
cash flow is the elixir of life.” 

More Info: 

 https://designpickle.com/ 
 http://www.sidehustlenation.com/248 

 
Until next time! 

-Nick 
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