
MOVING PAST “STUCK” IN BUSINESS  
Presented by Alex Estes of Prairie Letter Shop

Four Places You Get Stuck In Business: 

1) You are stuck before you have even started. 
2) You are stuck because you aren’t an expert. 
3) Comparison or competition has you stuck. 
4) Your business is growing, but now you’re stuck in the “What now”? 

1) STUCK BEFORE YOU’VE 
GOTTEN STARTED

2) YOU AREN’T AN 
EXPERT

3) COMPARISON AND 
COMPETITION

4) “NOW WHAT?” PHASE

This might look like: - You worry if you are ready to put 
yourself out there (both personally 
and in terms of business)

- You don’t want to get started until 
you have a presentable logo or 
website and a solid product/service 
offering

- You’re overwhelmed with everything 
you need to do to get start 

- You aren’t formally trained
- You aren’t yet offering a 

“perfect” service or product
- You rely on others to do some 

of the things you wish you 
could do in your business 

- You see someone else do what 
you want to do

- You compare your beginning 
point to someone else’s mid 
point

- You see someone else being 
successful at your idea

- You wonder if your market is 
too saturated; if there’s room 
for you

- You have made significant 
investments in your business 
and wonder if it’s worth making 
more 

- You feel pressure to do better 
than you have 

- You feel pressure to come up 
with new ideas 

- You are not sure what the next 
year looks like, let alone the 
next 5 

In what ways can you 
identify with this stuck 
place?

What fear/self-doubt/lies 
are present in this place?
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SOLUTIONS FOR EACH STAGE: 
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1) STUCK BEFORE YOU’VE 
GOTTEN STARTED

2) YOU AREN’T AN EXPERT 3) COMPARISON AND 
COMPETITION

4) “NOW WHAT?” PHASE

POTENTIAL 
SOLUTIONS

- Live by this mantra: “Done is 
better than perfect.”

- Follow the checklist for getting 
started (page 4 of this packet)

- Share your ideas/progress with 
your personal social media 
outlets. Let natural engagement 
happen. You’ll never know who 
will come out of the woodwork to 
support you!

- Genuinely work on yourself. If 
there are measures you can take 
to increase your own personal 
confidence, do them. Ex: exercise 
routine, counseling, faith-based 
activities, etc. Get REAL support 
with your insecurities and work 
through them so that they are 
healed before they become 
entangled with your business.

- Make a list of what you need to 
do to get started, but set aside 
one hour per day to make small 
progress on the first steps. 

- Don’t be afraid to ask people to 
support you! Choose one person 
who could possibly support your 
products/services and email 
them, expecting nothing in return. 

- Live by this mantra: “Now that I 
don't have to be perfect, I can be 
good.”

- Make a list of all the things you 
want to be better at, and write until 
you can write no longer. Then, 
circle the top three things you want 
to get better at, and start there.

- Instead of focusing on what you 
DON’T know, focus on what you 
DO know. 

- Spend additional time tweaking 
your practice. (Ex: Add 1-2 hrs of 
practice or rehearsal time.)

- Invest in education (in-person, 
online training, and more)

- Brainstorm a list of the ways in 
which your lack of expertise 
makes you a better salesperson, 
saleswoman, teacher, marketer, 
etc. 

- What are the unique attributes that 
make you special personally that 
carry over to your brand? When 
people feel like they know you, 
they will support you over 
someone a stranger, even if the 
stranger’s product is “better.” 
Share who you are and build trust 
with your audience.

- Live by this mantra: “I can love the 
people already in my corner.”

- Focus on the people who already 
support you, and love them well. 
Start a postcard campaign to thank 
your loyal supporters. Less than $1 
for each card + postage!

- Start with the desire to build genuine 
friendships with people. Ask industry 
friends to lunch or coffee and vow to 
save business talk for last. 

- Write an Instagram post or blog post 
featuring the other person’s work, 
praising her for what she does well. 
Expect nothing in return. 

- Think of one person who you 
compare yourself to. Write an email 
or note of appreciation to that person 
and share what you think they do 
well, expecting nothing in return. 

- Is there someone you genuinely 
admire and want to learn from (not 
copy)? Send that person an email 
and ask if he/she offers paid 
coaching calls so you can learn from 
them while honoring their time and 
expertise.

- Ask the people closest to you to 
share the 1-2 things they think you 
excel at. Use this list to brainstorm 
what makes you different than 
others. 

- Get super precise about your offerings. Know 
how long every service, product, or offering 
takes you, how much it costs, and the profit 
margins associated with each. Know where to 
focus your marketing efforts and decide what 
to cut, if anything.

- Obsess over the client experience. It’s not 
enough that your client loves what you do. 
Clients must love how they FEEL working with 
you.

- When in doubt, narrow your niche. 
- Consider passive income streams.
- Consider outsourcing tasks to assistants, VAs, 

and independent contractors.
- Establish and maintain a consistent blog 

presence.
- Invest in an elevated branding/web presence 

that fits where you want to go in your 
business.

- Invest in conferences that go beyond your 
particular industry so that you can learn from 
the best of others outside of your industry. 
Make the mental leaps. 

- Write a list of 5 crazy goals that you want to 
tackle (bonus points for ones that seem really 
far-off). Work backwards from each goal. If 
you can’t see a world in which you're ready to 
speak at a conference, be a sponsor. If you're 
not booking at your top package, create  
samples of the work you dream to create.

- Diligently maintain relationships with people 
(send thank you notes, be supportive on 
social media, holiday gifts, etc.)

Choose two 
solutions that 
you can 
implement 
right away.

http://prairielettershop.com


BREAKING  DOWN YOUR SOLUTIONS: 

SOLUTION #1 SOLUTION #2 SOLUTION #3

What is the solution?

What information do I need to gather to 
work towards this solution? 

Who can I contact for help with this? 
Do I know his/her email address? 
Will this support cost anything? 
What is the deadline for contacting this 
person? 

What is the FIRST thing I need to do to 
take action on this solution? By when?

What are the SUBSEQUENT 
ACTIONS I need to take on this 
solution? By when?

What other resources are at my disposal 
to work towards this solution?

What are the fear/doubt triggers that I 
need to overcome to make progress? 
What do I tell myself when I start to 
experience roadblocks?

If this falls flat, here’s what I’ll do instead; 
here’s how I could possibly change my 
approach. 
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GETTING STARTED WHEN YOU'RE BRAND NEW 

Here is a quick checklist to help you through some of the most important actions for getting started in business. 
Please note that some of these are more pressing for particular industries; please also note that this not an exhaustive list. 

 

Create a simple website (even a 
Squarespace cover page with 
your basic contact information is 
helpful and only $8/month)

Take simple professional 
headshot

Attend a local entrepreneurship 
networking/mastermind groups 
(Rising Tide Society, Creative Chics, 
Savvy Communities)

Selling a product or service: Decide what you 
offer and why. Do not stress too much about 
the specifics and details at first; significant 
experience is required to know exactly what 
you offer and why.

Create a simple logo Create a folder for receipts 
from all business-related 
expenses

Look into online courses and resources 
for support (DSE’s “On the Road to 
Full Time,” Think Creative Collective’s 
Biz Chic, Lauren Hooker’s Freelance 
Academy, etc.)

Research pricing in your industry. Be fair; do 
not make the mistake of undercutting 
everyone’s pricing to get sales. 

Create an email address for your 
business 

If you’re not ready to start 
using QuickBooks or 
Freshbooks, start an Excel 
spreadsheet with your expenses 
and revenue

Immerse yourself in business learning 
through free Podcasts (My Creative 
Empire, Being Boss, Pat Flynn, She 
Creates Business, Influence Net)

Email folks and offer to share your product, 
service, or expertise for free (e.g., shadowing 
as an assistant, styled shoots, Guest blogging, 
Product testing, etc.)

Buy your domain; claim social 
media accounts with your 
business name

Attend a seminar in your 
area /online on the process for 
formally establishing your 
business (LLC, EIN number, 
etc.)

Share about your business on personal 
social media accounts. Let your 
existing networks know who you are 
and what you do

Save 30% for taxes (Average; varies by 
state)

Connect domain to website or 
Etsy/storefront/etc.

Once you have your formal 
business documents, create a 
business banking account to 
keep all funds separate

Build relationships with other creatives 
in your area, especially creatives who 
are at your same level in business 
(getting started, already started, etc.) 

Set up Facebook business page and start to 
ask friends to spread the word; experiment 
with easy paid Facebook marketing ($5-10 
or less to start)
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