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Editor-in-chief, www.AbsoluteWrite.com
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Joan Stewart, The Publicity Hound
www.PublicityHound.com

“Presenting a smorgasbord of information on how to snag new writing clients, squelch your
marketing fears, supercharge your networking plan and further sharpen your professional image,
Bowerman offers a tried-and-true recipe for freelance success!”      

Bev Walton-Porter, Editor/Publisher, Scribe & Quill
www.scribequill.com
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“Peter Bowerman’s books have what other “how-to-write-for-a-living books” sadly lack—practical,
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Cameron Foote, Author 
The Business Side of Creativity

Editor, Creative Business newsletter—www.creativebusiness.com

“I’m a huge fan of The Well-Fed Writer. That’s why I’m back for seconds! I love the way Bowerman
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more and better clients.”

Steve Slaunwhite, Copywriter & Author, 
Start & Run a Copywriting Business 
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Kelly James-Enger, Author 
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www.kellyjamesenger.com
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markets.” 

Paul and Sarah Edwards, Authors (16 books) 
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Lucy V. Parker, Author
How to Start a Home-Based Writing Business
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Marisa D’Vari, Author 
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Katie Yeakle, Executive Director
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Luke Sullivan, Author
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essential resource for newbies and pros to be successful and profitable as freelance writers.” 

Brian Konradt, Freelancer & Founder 
www.FreelanceWriting.com

“Delightful, engaging, humorous and filled with inspiring success stories from readers of 
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Run Your Home Business Without Letting it Overrun You



Fanove Publishing—Atlanta, Georgia
2005

Peter Bowerman

A Second Helping of “How-To” For 
Any Writer Dreaming of Great Bucks 

and Exceptional Quality of Life

The Well-Fed Writer:

Back for
Seconds



Dedication

To my contributors. 
Without you, this book would never have happened.



ix

Introduction  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .xvii
New Questions, New Answers 
Lots Of Ways To Be a “Well-Fed Writer” 
Hate Marketing? You’ll Love This Book! 
Like a Pot Luck: Many Dishes, Many Writers 
A Looser, Richer, Juicier Book 

Chapter One 
The Mean Menacing Marketing (and Sales) Monster  . . . . . .1

Take a Deep Breath and Relax 
Marketing: What It Is and What It Isn’t 
You’re In Control of More Than Enough To Succeed 
The Game Is Already In Progress; Just Learn Your Lines 
It’s Not Hard To Stand Out, Because Few Do! 
Sales: Bad Experiences, Bad Associations 
B2B And B2C: The Differences
Meet a Need, Make a Sale 
Lessons From a Former “Love Merchant” 
Make It Easy For Them To Say Yes 
8 Sales Tips For NON-Salespeople (From CEO of Sales Training Firm)
Real Sales: A Single-Bullet Assassination Story 
11 All-Stars’ Sales Stories: Not What You’d Expect 
Basic Sales Techniques (That Don’t Involve Selling Your Soul…) 

Chapter Two 
Into the Mind Of The Marketer . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .27

We Can Make It Easy, Or We Can Make It Hard...
Why Write Anything? (Think Like A 10-Year-Old) 
Tune Into WIFM (What’s In It For Me?) 
Sales & Marketing Cornerstones: Learn And Earn 
Who’s the Audience? (Still the First Question) 
Features vs. Benefits (Stop Talking About Yourself...) 
It’s Not Just Business, It’s Human Nature 
Thoughts Of Resumes, Releases, Books, Drill Bits and…Love
The USP (Every Company Has One ...) 
Discovery Questionnaires Boost Credibility, Reduce Anxiety 
Are You Branded? – The Basics of Standing Out

Table of Contents



Chapter Three 
Web Sites = Working Smarter  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .43

Marketing Simplified, Credibility Enhanced 
The Point: Instant Access To Your Samples 
What Yours Should Include (Less Is More...) 
(Don’t) Show Them the Money 
Understand Your Audience and Stand Out 
Using Web sites To Direct Your Business 
Top 10 To-Dos for Web site Creation 
The $75 DIY Web site: No Catch, No Kidding 
Third-Party Testimonials: FAR More Than Meets the Eye 
Dozens of Commercial Writers Show Off Their Sites 

Chapter Four 
“Let Me Clarify...”  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .51

Common Myths, Preconceived Notions and FAQ’s 
How Good a Writer Do You Have To Be? 
Business Names, Business Plans and Business Cards 
Commercial Writer? Copywriter? Business Writer? 
The Portfolio: Yes, You Need More Than a Few Poems 
Is a Batman Binder Okay for a Portfolio? (No Comment) 
It’ll Be Easier For Some and That’s Life, Sweetheart
Do I Need Ad Agency Experience To Succeed? (Nope) 
No Sales Experience, No Problem (You Worry Too Much) 
Journalists/Academics: “Commercial” = The Dark Side, Right? 
On-Line Job Sites: Way To Go OR a Waste of Time?
$75 An Hour? Me? I’m Not Worthy! 
Undisciplined Slobs, Rejoice! There Is Hope… 
How Much For That Brochure in the Window? 
Is It Still Doable In Six Months? Yes, and... 
Conflict Of Interest: A Big Hairy Deal? 
What Rights Do I Retain as a Commercial Writer?
Think Like a Businessperson, NOT a Writer   

Chapter Five 
Now Entering The Cold-Calling Zone  . . . . . . . . . . . . . . . . . . . . .75

No, Cold Calling Isn’t the ONLY Way... 
Aluminum Siding, Anyone? 

The Well-Fed Writer: Back for Secondsx



You Might Be an Annoying Telemarketer If…
You Care + They Don’t = Phone Phobia 
Why Is It So Hard at First? (Surprising Answer...)
Get This and You’ll Remove Most of the Anxiety
A Cool Cat vs. a 2:00 P.M. Desperado 
Turning Voice Mails into Productive Feelers 
Lessons From a Door-To-Door Book Salesman 
Common Cold-Calling Concerns, Straight Answers 
“Everyone I Call Already Has a Freelancer.” Oh, Yeah?
The Critical Importance of Critical Mass 

Chapter Six 
Touching Your Market—By Direct Mail, E-mail and Fax  . . . 93

Direct Mail: Proven Strategy and Resources 
DM Tips From Industry Pro: Avoid Common Mistakes
DM Postcard Houses: Fast, Easy, High Quality, Economical 
FREE DM & Cheap DM Seminars Through the USPS 
A Novel (and Highly Effective) Direct Mail Approach 
The ABCs of E-mail Marketing 
How a Florida Writer Made E-mail Her Marketing Centerpiece
Brit Blasts 800 Prospects, Qualifies/Quantifies Market 
Just the Fax, Ma’am: Atlanta FLCW Strikes Gold 

Chapter Seven 
Dining Off The Beaten Path  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .115

The Not-For-Profits: Where, Why, Who and How Much 
Corporate Roads Less Traveled 
Back To School: Landing Work With Universities 
The BIG Small-Medium-Sized Market 
60 Writing Avenues You Probably Never Thought Of
Jobs Through Expos, Seminars, Coaches & More 
Writing Work From Events and News Stories 

Chapter Eight 
Eating Well in Smaller Markets & Rural Areas  . . . . . . . . . . .131

FYI, Good Advice for ANY Writer in ANY Setting 
The Basics of Smaller Market Business-Building 
Prospecting Everywhere: The Best of All Worlds 

xiTable of Contents



Gulf Coast Gumption: African-American Woman Flourishes in Florida
Heartland Harvest: Iowa Woman Makes It Happen 
Canada Can-Do: Northern Neighbor Shares Success Tips 
Tennessee Tenacity: Southern Woman Leaves No Stone Unturned 

Chapter Nine 
Full-Time Dream, Part-Time Reality . . . . . . . . . . . . . . . . . . . . . . . . . .145

The Fundamentals of Part-Time Business-Building 
How To Build The Biz When You’re a “9-5, M-F” Employee
Kansas City Multi-Tasker Keeps All the Plates Spinning 
Single Mom Dynamo: From Journalism to Copywriting 
Commercial Freelancer in Cyprus Offers Killer Transition Tips

Chapter Ten 
Networking  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .157

Why Haven’t You Called Your Friends for Work? 
Keeping the Radar Up (Politely) Over Chips and Dip 
Crafting Elevator Speeches and Verbal Taglines 
The Curious Psychology of Self-Employment 
Getting the Most From Your Chamber of Commerce 
A SERIOUS Networking Organization (Check It Out...) 
Starting Your Own Writers Group: A Primer
AND Taking the Idea to New Heights of Collaboration 

Chapter Eleven 
It’s NOT The Economy, Stupid!  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .169

A Tale Of Physics Class and the Power Of Homework 
Whatever You Believe Is the Case, You’re Right 
The Power Of the Diversified Portfolio
What We Can Learn From Technical Writers 
The Usual Suspects Not Delivering? Find New Ones ... 
NOT Will It Work? But Will YOU Work It?

Chapter Twelve 
Write Better, Earn More  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .175

Ten Tips To Instantly Improve Your Writing 
Write Like You Talk 
Lose the Weak Words and Tone 

The Well-Fed Writer: Back for Secondsxii



Give Your Audience Credit 
Make Every Word Pull Its Weight 
Make Your Writing Disappear 
Cadence Is Everything
Start in the Middle 
$50 Words Cheapen Writing
Be a Storyteller 
Focus On the Reading, Not the Writing 
The Writers Self-Check List 
Writing for the Web: A Primer From a Boston FLCW

Chapter Thirteen 
From Small Dreams to Cruise Ship Talks  . . . . . . . . . . . . . . . . . . .191

Golden Wisdom From a True Possibility Thinker 
Self-Esteem Is Earned, NOT Bestowed 
It’s Okay To NOT Know Your Final Destination 
The Ultimate Power of Step One 

Appendix A 
TWFW: The Well-Abridged Edition  . . . . . . . . . . . . . . . . . . . . . . . . . 197

A Lean, Clean Encapsulation of The Well-Fed Writer 

Appendix B 
Well-Fed Writer Success Profiles  . . . . . . . . . . . . . . . . . . . . . . . . . 209

From Book Club Editor to Thriving High-Tech Scribe In Crashing Economy
Recent College Grad Carves Unique Research Niche 
Waco, Texas Ex-Journalist Transitions Successfully
Santa Fe Ex-High-Tech Reporter Specializes in Case Studies    
Wisconsin Writer Carves Niche in Death Care (Without College Degree)
Rhode Island Ex-Salesperson At-Home Mom Gets It All Done 
Chicago Ex-Agency Copywriter Hits Six Figures for 15 Years Running
Ex-Magazine Refugee in Philly Perseveres & Finds Her Rhythm   
Seattle Ex-Ad Agency Exec Stays Open, Thrives in Poor Local Economy
Massachusetts Ex-Journalist/PR Pro Networks & Cold Calls to Build Biz
Big Apple Dweller Writes Copy/Screenplays/Comedy, Thrives Financially 
Married Writer Duo Choose Small Town Life & Low-Maintenance Clients 

xiiiTable of Contents



Appendix C 
A Selected Case Study  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .241

ABC Security

Appendix D 
Well-Fed Business Startup . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .247

Business Structures

Taxes

Retirement 

Health Insurance 

Business Liability Insurance 

Appendix E 
Writing & Marketing Resources  . . . . . . . . . . . . . . . . . . . . . . . . . . . .263 

Writing/Marketing Books

Reference Books

Writing/Marketing Web Sites 

Online Copywriting Resources

Writing/Marketing E-Newsletters 

Writers Groups (Regional/National)

Well-Fed Chat Rooms

At-Home-Mom Web Sites 

Appendix F 
The Well-Fed Self-Publisher  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .273

My Self-Publishing Saga (A Taste of the Upcoming Book) 

Index  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .279

The Well-Fed Writer: Back for Secondsxiv



xvii

Table of ContentsIntroduction

There’s no scarcity of opportunity to make a living at what you love. There is only
a scarcity of resolve to make it happen.

Wayne Dyer

Welcome back. A lot has happened in the four years since The Well-Fed
Writer came out. Little did I know what I’d unleash. In that time, most
importantly, I’ve learned that there are a lot of roads to well-fed writing.
And that’s the key. I’ve never been interested in ways to simply eke out a
living as a freelance writer. You can find that anywhere.

My ongoing goal is to show that you can be a writer for a living and pay
all your bills, buy a house, amply fund a retirement account and take a
few nice vacations a year. And in the process, have a quality of life most
of the world can only imagine—one where you call the shots, determine
your schedule and live life on your terms. 

And all that’s possible because you’re earning more. In Well-Fed World,
you won’t find lists of new markets paying five cents a word. Or the latest
online job site where you can bid with dozens of other writers fighting
over The Amazing Shrinking Fee (Watch It Get Smaller Before Your Very
Eyes!). My approach has always been to give you the tools and ideas you
need to make a handsome full-time living as a commercial writer.  

By definition, my experience was limited: big city location, sales back-
ground, full-time startup (and by cold calling), a generalist, etc. Over the
past few years, however, I’ve heard from thousands of people with vastly
different stories, circumstances, strategies, backgrounds and geographic
settings. Many had questions I couldn’t answer:

How can I build this in a remote area or small town? 

Given that I work 9 to 5, Monday through Friday, how can I make the
transition to this part-time? 

Have you used e-mail marketing to build a business and if so, how 
does it work? 

What other arenas of commercial writing are there besides the ones in
your book?  

Is cold calling the only way to build the business? 



Different Situations, Different Answers
To these inquiries, I could offer a reasonably educated opinion, but in
most cases, not much more than that. But then, to the rescue, came writers
from all over with answers—or evolving answers—to these questions and
many more. 

In May 2002, I launched THE WELL-FED E-PUB, my monthly e-zine,
which accelerated the process of sharing new ideas, often told through
some pretty cool and inspirational success stories.  When I had enough
good stories, I decided to write another book. 

An All-Star Parade
You’ll find dozens of accounts and reflections from well-fed writers of
every description. There’s the guy—married, children, active in his church
and community—who built a nicely profitable side business in Kansas
City in less than six months, doing it very part-time while continuing to
hold down a full-time job. 

There’s the ex-publishing company employee, who moved to Austin,
Texas, not knowing a soul and in the midst of a high-tech recession.
Surrounded by armies of gloomy out-of-work technical writers, she began
cold calling on September 11, 2001. In six months, she’d doubled her past
income, doing mostly high-tech work—a subject she knew nothing about
when she started.

You’ll meet a 29 year-old African-American woman, who moved from
Philadelphia back home to small market—and predominantly white—Ft.
Myers, Florida. With a combination of aggressive marketing, resourceful
ingenuity and an unbeatably optimistic attitude, she’s got lessons for folks
twice her age. 

You’ll hear from a single mom in California who gradually made the
transition from journalism to commercial writing, leaving behind a ton of
stress, a long commute, guilt over endless daycare and a far lower quality
of life. 

Many Paths, Common Goal
You’ll hear from people building the business in small towns and rural
areas. Doing it part-time. Working in interesting niches. Like the woman
in Santa Fe who focuses exclusively on company case studies. Or the guy
who serves the death care industry, writing for funeral homes across the
country. Or the gentleman who works primarily with school districts. And
so many more.
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They all have one thing in common: they’re quietly exploding the stereo-
type of the starving writer and making handsome livings with their words
in this vast and profitable zone between poverty and seven-figure novel
advances. And their accounts are filled with great ideas for anyone,
anywhere, in any situation.

Just because you’re a fearless cold caller doesn’t mean there’s nothing
worth reading in the cold-calling chapter. Just because you built or can
build your business full-time doesn’t mean you should skip the chapter on
part-time start-up. Just because you’re building the business in a major
metro doesn’t mean the chapter on small town/remote area startup won’t
hold any value for you. Trust me, the part-timers and smaller market/rural
area folks are tough, smart and resourceful. 

Much More Marketing
And speaking of cold calling, I’m offering up dramatically expanded
marketing and cold calling chapters. If your many e-mails are any
indication, you creative types just fear and loathe sales and marketing.
Well, we’ll demystify (and declaw) the whole marketing process. Cold
calling may never make it onto your My Favorite Things list, but I’m
guessing it won’t be quite so dark and scary anymore. We’ll cover some
cornerstone principles of sales, which for many of you will prove to be
revelations and gateways to more effective marketing of your own and
your clients’ businesses.

We’ll look at direct mail, e-mail prospecting, fax marketing and creating
Web sites. We’ll explore starting, building and running a writers group,
while maximizing its potential. I’ve even got a chapter called, “Let Me
Clarify…” where I set the record straight on a variety of questions, myths
and preconceptions about this business.

The Well-Fed Writer Revisited
I’ve devoted Appendix A to summarizing The Well-Fed Writer. This will
serve as a quick review for most of you. For those who never got around
to reading the first book, it’ll get you up to speed, so read it first. Appendix
B serves up a dozen profiles of successful commercial freelancers of all
descriptions, backgrounds, specialties and circumstances. Appendix C
delivers a detailed case study of a one particular project, and in response
to many requests, Appendix D covers business structures, taxes, investing
and insurance for the self-employed. 
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Appendix E offers a tasty array of writing resources and in Appendix F, 
I discuss another arena of “well-fed writing” near and dear to my heart:
self-publishing. You’ll hear a bit about my successful journey as a preface
for my next effort, The Well-Fed Self-Publisher, due in the 2005/2006
timeframe. 

My books are, at best, a few chapters in the big juicy story of “well-fed”
writing. While this book will reveal even more new, different and exciting
writing directions, I want you to keep asking, What other writing oppor-
tunities might be right under my nose? Like the first book, this one doesn’t
have all the answers. But, I think it’s got a lot of good ideas. We writers
like good ideas—especially ones that can make us a lot of money. 

A Looser Structure
Think of this book as one big potluck dinner party—and you know how
potlucks are. Some dishes are meatier than others. Maybe there are two or
three pasta salads. Some dishes are “quick prep,” others more involved.
But, put it all together and you won’t leave hungry.

Compared to its predecessor, Back for Seconds is much looser. And because
it’s full of information that fleshes out and supports the overarching processes
and systems laid out in the first book, it’s less structured and less sequential.
But, in many ways, it’s a much richer and juicier book precisely because
there are so many more voices chiming in. You’ll realize that there are no
hard and fast rules about how to approach the business, just a lot of
different strategies worth exploring.   

Okay, since marketing and sales are such foreign and frightening concepts
to many, I think that’s a wonderful place to start. So, grab a plate and let’s
dig in… 

•     •     •
Note: Throughout the book, you’ll see several abbreviated references:

TWFW: The Well-Fed Writer 

FLCW: Freelance Commercial Writer (how I refer to those in our field)

E-PUB: THE WELL-FED-E-PUB (my monthly e-zine)
(Subscribe at www.wellfedwriter.com, then “Free Ezine Signup”)
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- How Can My Mentoring Service Serve You? 
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- Thanks To, and a Plug For My Devoted E-Pub Editor  
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