
A New Career - My Story
My story begins way back in late 2001; I was working for an American 
telecommunications company enjoying life as Asia-Pacific Regional Operations 
Manager. Travelling around the region was part of my job, it was a great opportunity 
and I was flying high, great salary, car allowance and with all the corporate 
trimmings!  

Then 9/11 came along and changed everything in more ways than one. The 
organization, over the next 3 months downsized dramatically and began to 
outsource a lot of work my division was doing, so the writing was on the wall to find 
me a new job.  

It was surreal, there I was one moment in a superb role, at the pinnacle of my 
career, and next I found myself without a job for the first time in my life!  That was 
my wake up call, sure I tried initially to get back in the corporate arena because that 
was all I knew, and I felt safe and secure in that monthly pay check environment.  
 
Eventually after a number of rejections in my job search, I spoke with a good friend 
of mine who was in fact a recruitment consultant. He confided in me and kindly said  
“John you’re just too old”. I had in fact just turned 50; my friend had been at my 
50th birthday party, so there I was thinking how do I now find a new career at my 
age?  

This was my Wake Up call!    

It was then that I decided I wanted to start my own business as a business 
consultant or whatever that term meant!. After 18 years or so in senior management 
positions in corporate Australia, it was time to put to good use all the skills, 
knowledge, information I had stored away in the ol “grey matter”, and everything 
else that I had accumulated along the way!  

It was time to do some serious thinking and planning for this great adventure! 
Starting a business was something that had been lingering in the back of my mind 
for more than a few years.To facilitate this process I needed to get away and do 
some serious thinking about what I was about to embark on. 

So I decided to go camping and fishing down to 90-mile beach in Victoria, about 4 
hours east from where I live in Melbourne. This trip was only supposed to be 4-5 
days and ended up being 4-weeks! I had a beautiful dog at that time (a black and 
white border collie called Bazza) so I put him, the camping gear and the fishing 
gear, notebook and pens in my 4WD (SUV) and I took off!  



This was the first 4-week break I had ever had in my working life! But of course I 
wasn’t actually working because I had lost my job! Now many people react 
differently in these situations, some people who have just lost their job are 
overwhelmed by different feelings and emotions, feeling rejected and not wanted, 
all of these can affect people in these situations sometimes.  

There is an old saying “it doesn't matter what happens to you, it’s how you react to 
it that matters”. This was true in my situation, I saw this as an opportunity that had 
been handed to me and I was going to grab it with both hands! Sure I had initial 
concerns about the money coming in, but I had enough to tide me over while I got 
things going.  

Anyway back to the camping and fishing! Over the 4-weeks I was away, and during 
the long days fishing, my mind was going a million miles an hour, and I was coming 
up with a zillion ideas that I could begin to introduce to help kick-start this whole 
concept. I would spend the nights around the camp fire (with Bazza my dog) sitting 
down and writing down in my notebook all the things that I had mulled over in my 
head during the day.  

These were all the services I could offer in my business to my clients (when I 
eventually got them!). Then I would bounce these ideas off Bazza (after a few beers 
and the odd glass of wine) and he would agree whole heartily, woff woff! 

Before too long I had an A4 spiral notebook full of ideas, and the makings of a draft 
business plan. This included how I was going to structure my business, market my 
business and some basic financial forecasts and cash-flow forecasts based on my 
projected expenses. Don’t get me wrong this was a broad-brush outline of the 
business nothing more. I planned to smooth it all out once I returned to base.  

One thing I did describe in detail was my initial product offering, or to be more 
precise what were the initial services I could offer and to whom. I must say this was 
a great way to crystallize my thinking and this was the catalyst for my initial income 
stream!  

What I did was this … 

I took my A4 spiral binder notebook and turned to landscape and drew up several 
columns and rows as below with all the people I knew in business today in the 
industries I was familiar with. These were all the people I had worked for, and 
worked with, staff that used to report to me, ex-customers, ex-competitors (now 
friendly), ex-suppliers, you get the picture.  

The list was a lot longer that the example I have below, but this is just to explain the 
process I went through, all these names are fictitious by the way! 



Then what I did is (as you can see I from the above list), I began to check off beside 
all the names (in the far left column) the service (along the other columns) that I 
could offer them based on my knowledge of each of these prospects. Remember I 
knew each of these people (so I guess you could call them ‘warm’ prospects! This 
process was of course done starting with a blank sheet of A4 paper, and is 
replicated above in Excel format, which is the best way to finally produce it. 

The services indicated above are only examples but some of these I did actually 
use regularly. For example I had used ACT as a CRM package for several years (in 
previous managerial roles) and I became proficient in its use, and this expertise got 
me my first break which was also a lucrative assignment! 

The sales, customer service and account management training I knew like the back 
of my hand having attended enough training sessions myself in my corporate days. 
Also in my senior management roles I was responsible for areas such as these, so I 
knew how these areas should operate successfully as this used to be my job! 

The Excel and Power Point training I could do because these packages came with 
the territory and I knew I was very good at both of these also. 

So once I returned home from my camping and fishing trip I then set about getting 
all the registrations and required paperwork in order to comply to with Federal, 
State laws, and all the requirements for Taxation etc. 

After all the setting up was complete and found myself the proud owner of a small 
consulting business, YES I did find me a new career! I then started sales 
prospecting furiously to all the names on my list, similar to the above example. 
One-by-one I began to call them, and because they knew me well, I got meetings 
with most of them! 

Sure I got some knock-backs or rejections whatever you want to call them, but I 
was persistent and over time I got more and more referrals and assignments and 
gradually my income exceeded my expenses, and before I knew it I had a profitable 
consulting business! 



I hope this sets the framework for how you too can start a business, based on your 
previous skills, knowledge, and experience.

p.s. I have since written an eBook entitled - 'How to Find More Customers', which is 
largely based around my story written here. As a thank you for reading ‘my story’ 
you can download your Free copy of this eBook here.

Also why not sign-up for my mailing list at UMACS Business World for great tips, 
ideas, information, downloads and resources to help you kick-start your business!

https://john-duffield-ffsp.squarespace.com/s/HowtoFindMoreCustomers-APracticalGuidetoSalesProspectingforSmallBusinessV15.pdf
https://john-duffield-ffsp.squarespace.com/s/HowtoFindMoreCustomers-APracticalGuidetoSalesProspectingforSmallBusinessV15.pdf
https://www.umacsbusiness.world/mailing-list
https://www.umacsbusiness.world/mailing-list

