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Perry Marshall is a laid off engineer who turned to online business over a decade and a 

half ago. 

Long before Kindle spurred the self-publishing boom, Perry made a name for himself 

with The Ultimate Guide to Google AdWords. Another of his titles, 80/20 Sales and 

Marketing, is a personal favorite. 

http://www.sidehustlenation.com/275
https://www.perrymarshall.com/
https://www.amazon.com/Ultimate-Guide-Google-AdWords-Million/dp/1599186128/ref=asap_bc?ie=UTF8
https://www.amazon.com/80-20-Sales-Marketing-Definitive/dp/1599185059/ref=asap_bc?ie=UTF8
https://www.amazon.com/80-20-Sales-Marketing-Definitive/dp/1599185059/ref=asap_bc?ie=UTF8


(You can get 80/20 Sales and Marketing for just $0.01 + shipping on 

PerryMarshall.com, which of course will enter you into his email list and you’ll get to 

witness the expert copywriting and upsell offers on the backend.) 

The Tactical Triangle: Traffic, Conversions, Economics 

Perry uses a concept he calls The Tactical Triangle as a way to double, triple, and 

exponentially grow businesses by playing with three specific levers inside the triangle. 

 

The Tactical Triangle consists of Traffic, Conversion, and Economics. 

Traffic 

“Most people start by defining the traffic problem the wrong way,” Perry said. People are 

too focused on finding ways to save money on generating as much traffic as they can. 

Perry said you should be asking yourself how much it would cost to get ALL the good 

traffic in your market. That means finding the most desirable 20% of customers that 

spend 80% of the money and focusing on buying that traffic. 

The Star Principle says that 95% of the profits in a market is made by the companies 

who are number 1 in a growing market. If you can’t be number 1 in the market you’re in, 

carve off a slice of the market where no one is number 1 and take that position. 

Once you’re number 1 in a market Perry said it’s much easier to maintain that position 

than being the person chasing the top spot. 



Perry shared a couple of examples. First, when he started out his entrepreneurial 

journey he worked as an Amway distributor. But said he wasn’t successful because he 

was “just another Amway distributor.” 

He didn’t find a unique selling proposition to be the only person selling a certain product 

or specializing in a specific area to capture part of the market. 

Later on, he worked for several years as the only direct marketing consultant in the 

automation industry for companies selling factory equipment. As the only person in the 

market doing this specific role he had much more success and earned a decent living 

doing this. 

What can you be the “only” of? 

Conversion 

Looking for the 80/20 levers in the conversions part of The Tactical Triangle, Perry 

referred to his 80/20 Survey. 

To carry out this research you need to put up a survey with 3 questions: 

1. What caused you to go looking for X today? Or, What are the biggest questions 

you have about X right now? 

2. How hard has it been for you to solve this problem? (Add radio buttons with not 

hard, sort of hard, and very hard as the options) 

3. What would it mean to you personally if you could solve this problem? 

You can host a survey online easily using Survey Monkey (I usually just use Google 

Forms) and drive traffic through Facebook ads, Google, your email list, or any other 

sources of traffic you use. 

Export all the answers into a spreadsheet. Keep all the answers where “Very hard” was 

selected. You don’t need the answers where people stated the problem was not hard to 

solve; they are not going to be buyers. 

Then Perry said to sort the answers by length. Keep all the longest answers as these 

are the people looking for the solution to their problems the hardest. This process 

narrows down the people that are your “Star market.” 

With this information you can create a product or service specifically to target the 

problems highlighted in the answers of your target audience. Perry said you’ll also get 

some decent copy from some of the answers you can use in your marketing info too. 

Perry has surveys like this set up after his opt-in on his site. He collects data on an on-

going basis and looks for changes in the market as well as using for info to sell to his 

audience. 

 

 

https://www.surveymonkey.com/


Adding a Power Guarantee 

Perry gave an example of adding a power guarantee to a product to increase 

conversions and sales. 

He had a friend who started a biotech company making pharmaceutical values that are 

used in the tanks that produce medicines. 

A difficult industry to break into, it’s not the kind of product many companies will change 

for the sake of change as people’s health is on the line. 

His friend made a power guarantee to the companies that his company would always 

ship the valves on time, they would always be the right parts, and there would be no 

defects or other interruptions in their operations. 

If anything was wrong with the product or service at all, he would pay for a competitor’s 

valve and have it installed for them. 

This would be a $40k hit, and his valves were selling for $4k each. So, it’s a costly 

guarantee, but an attractive prospect for the customers which turned into conversions. 

He ended up having to replace 4 a year at a cost of $160k. But this guarantee was the 

reason he secured 90% of the market share in 15 years and was able to take the hit. 

Power guarantees are rare in B2B marketing, so it’s something that can separate you 

from your competitors. “If you won’t guarantee it, why not?” Perry said. 

Economics 

The 80/20 rule says that 20% of your customers are willing to spend 4x the money, and 

20% of those are willing to spend 4x more, and so on. To take advantage of this you 

need to have upsell products or services available in your business. 

We saw an example of this on episode 227 of the Side Hustle Show with Colin Jones 

and his card counting online business. Colin had a $3 app, a $300 membership, and a 

$3k live workshop as his tier of offers (approximate pricing; subject to change). 

Perry has a similar pricing structure, with eBooks, courses, roundtables, and other 

products. Perry said he recently had a customer start with a $9.99 eBook and go on to 

purchase a roundtable membership for $24k a year. 

Perry also said that 21.6% who go through his funnel buys something else. This rings 

true to the 80/20 rule, and proves with the right sales funnel and upsell products or 

services you can increase your revenue exponentially.  

Perry’s #1 Tip for Side Hustle Nation: 

“Good marketing can’t fix bad economics.” 

More Info: 

https://www.sidehustlenation.com/card-counting-turned-online-business/


• https://perrymarshall.com/ 
• http://www.sidehustlenation.com/275 

 
Until next time! 

-Nick 
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