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Solo Flyer is the e-zine for those "flying solo" in their own business - Solopreneurs. Whether
you've been in business for several years or haven't yet taken the plunge, you will find resources,
strategies, new ideas, support, and ways to connect in every issue.

Fly solo, but don't go it alone!
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1. GAINED TWO, LOST ONE, BUT WHO'S COUNTING...?
Two Steps Forward, One Step Back?

You got two new clients this month - great! You also lost one client this week - ugh! Two steps
forward, one step back, right? Not really, although it sure feels that way! As your business grows,
you will begin to attract new (and usually more well-suited) clients. You will also begin to outgrow
prior clients and they will move on. It's all part of the natural evolution of a growing business.

Clients Come and Go

Clients will always come and go. If you have twenty clients, losing one probably doesn't feel that
bad. On the other hand, it really stings when you have five clients and lose one. Same loss,
bigger impact. The loss of one client in and of itself isn't the problem.

Are You Measuring Your Worth by Your Client Count?

Losing a client hurts most when you are already worried about money or your capabilities. The
problem comes up when you NEED your clients. If you need your clients to pay the bills or to
prove that you're good at what you do, you are setting yourself up for a roller-coaster ride as your
business goes through its natural ebs and flows.

Why are They Going?
If you are uncertain why a client is leaving, ask. You've probably noticed that larger companies do

that all the time. They know it's just as valuable (probably more so) to know why someone is no
longer interested in your services as it is to know why the client chose you in first place.



There's a Lesson in Here Somewhere...

As a Solopreneur, you are your product. Getting feedback about why a client has decided to
move on is essential. If it turns out that it's something you want to work on, then do so if you are
ready.

I've often said self-employment is the best personal development program you can "buy". But
don't use a client's feedback to beat yourself up. First, that doesn't help, and second, others'
feelings are more about them than you. If it's helpful feedback, use it. If not, move on.

You May Be Outgrowing Your Clients

Each new client you attract is a reflection of how you've grown. Stop for a moment and think
about your first few clients. Compare that to the clients you are attracting today. You'll find that
you are attracting clients who are more ideal for you as you and your business evolve.

What about the clients that move on? Ask yourself, "was this my ideal client?" Most Solopreneurs
find that clients who aren't a good fit naturally move on. This opens the door for more appropriate
clients for you.

Who's Next?!

Clients will come and go. If you and your business are continually growing, you should be excited
that clients are moving on to leave room for your ideal clients. As they say, "when one door
closes, another opens". Let go, give it time and be sure to leave the door unlocked!

Know someone who might enjoy this newsletter? Please pass it along! Anyone can subscribe to
this free monthly ezine by sending a blank email to: subscribe@solopreneurzone.com

2. PUTTING THIS IDEA TO USE! (and win free coaching!)

I'd love to hear how you've applied this idea to your business. If reading this article got you
thinking about your business differently or has helped you create a plan for the inevitable
business fluctuations | want to know!

Simply send me a quick email by August 18 and tell me how you are going to put this idea to use
(just a few sentences will do). Your name will then be entered in a drawing and one name will be
drawn on August 19 to receive a free 30-minute Business Strategy Session with me!

How's that for a reason to put a little thought into this concept?!

3. JOIN IN ON OUR FIRST VIRTUAL WATER-COOLER COMMUNITY CALL!

A Sneak Preview version of The Solopreneur Zone website is up and new content and programs
are being added weekly! The first program | am rolling out is our FREE monthly Virtual Water-
Cooler teleconference calls.

When you work alone, you don't get an opportunity to chat casually with others around the water
cooler, so | thought I'd create a virtual one!



What will we talk about? Ongoing, we'll address the topics in my newsletters, trade questions and
ideas, and have guest experts. For the Sneak Preview, we'll also talk about what you'd like to see
and discuss during these calls.

The call is next Wednesday, August 6 at 2pm ET. The bridge number is 407-318-2762. No
need to register, just call in!

Here's a link to the Virtual Water-Cooler page on the website with the dates for the next three
monthly calls http://www.solopreneurzone.com/WaterCooler.htm

4. GREAT RESOURCES

Secrets of Self-Employment: surviving and thriving on the ups and downs of being your own
boss. Paul and Sarah Edwards. This book is near and dear to my heart because the authors
discuss more than just how-to's. They address all those questions, fears and frustrations you
experience as you create your new business. This book is only $11.17 at Amazon! Click here to
read about and purchase the

book http://www.amazon.com/exec/obidos/ASIN/0874778379/thesolopreneu-20/102-0111333-
2646543
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Fly Solo, but don't go it alone!

~ ~ Subscribe to my free bi-monthly business-building newsletter for Solopreneurs, Solo Flyer, by
sending a blank email to subscribe@solopreneurzone.com ~ ~




