
Why Waiting to Feel Ready Is
Costing You Money! 



If your business is still under $100,000 a year, you don’t have the luxury of waiting for

confidence, perfect timing, or a “ready” feeling. You have bills, pressure, and a

responsibility to turn what you started into something that pays you consistently. Yet one

of the most common patterns I see at this revenue level is not a lack of talent or

intelligence. It’s hesitation disguised as preparation. You keep telling yourself you’re

getting ready to launch, ready to raise your prices, ready to hire, ready to post more, ready

to sell, ready to reach out, ready to build partnerships. Meanwhile, the market keeps

moving, competitors keep calling your customers, and the money you could be earning is

left on the table.

I’m going to say it directly: “I’m not ready yet” is often a polite way of saying,

“I don’t want

to risk being judged.

” And that single habit, repeated for months, becomes expensive. Not

emotionally expensive. Financially expensive. It costs you revenue, momentum, skill

development, and market position. Most importantly, it costs you time, and time is the one

thing your business can’t borrow back.

The core truth you need to accept is simple. Clarity is not something you think your way

into. Clarity is something you act your way into. You don’t get confidence and then take

action. You take action and then confidence shows up as a byproduct of repetition,

feedback, and proof. If you’re waiting to feel ready, you’ve reversed the order. And

reversing the order keeps you small.
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At the under-$100K stage, your business doesn’t need more contemplation. It needs more

execution. It needs a higher volume of revenue-producing action, and it needs you to make

bold decisions faster than you feel comfortable making them. That’s not recklessness.

That’s leadership. The owners who break through the survival phase are the owners who

stop treating readiness as a requirement and start treating action as the requirement.

Readiness is a feeling. Revenue is a result. Results come from behaviors, not emotions.

Let’s be honest about what “waiting to feel ready” looks like in real life. It looks like

spending weeks rewriting your offer instead of selling it. It looks like polishing a website

instead of picking up the phone. It looks like consuming content, taking notes, and

building “systems,” while the calendar stays empty of prospect conversations. It looks like

being busy but not getting paid. It looks like running in circles to avoid stepping into the

arena.

And the arena is where the money is. The arena is uncomfortable. It’s where you present

your offer and someone says no. It’s where you quote a price and you feel your stomach

tighten. It’s where you follow up and worry you’re bothering people. It’s where you promote

yourself and fear you’ll look desperate. That discomfort is not a sign you shouldn’t do it.

That discomfort is the admission fee for growth.

The most dangerous part of waiting is that it feels responsible. Preparation can feel like

professionalism. Planning can feel like strategy. But under $100K, too much planning

without action is not strategy. It’s procrastination with a business vocabulary. Your

situation requires urgency with discipline. If you don’t build consistent cash flow, your

business becomes a stress machine, not a freedom machine.
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Here’s the business reasoning behind why action creates clarity. Markets are not

classrooms. You cannot learn your way to certainty in isolation because your customers

are not inside your head. They are outside, making decisions based on their own needs,

timing, and psychology. The only way to find out what they will pay for, what they respond

to, what they ignore, and what they value is to engage the market repeatedly. That

engagement is action: outreach, offers, sales conversations, follow-up, content that leads

to conversations, and direct asks. Each interaction gives you feedback. Feedback gives

you adjustment. Adjustment gives you improvement. Improvement gives you traction.

Traction gives you clarity. If you remove action, you remove the feedback loop, and without

a feedback loop you can’t refine anything. You just guess.

This is why so many small business owners get stuck in “building mode” for years. They

keep trying to perfect something before the market validates it. They want certainty before

exposure. They want confidence before selling. They want a guarantee before risk. But

business does not pay for caution. It pays for value delivered, communicated clearly, and

repeated with intensity.

You also need to understand how readiness becomes a trap because it’s tied to identity. If

you’ve tied your self-worth to being competent, polished, and respected, then the idea of

being a beginner again feels threatening. Selling more boldly, promoting more

aggressively, raising prices, or trying a new channel will put you back in a beginner

position. You might stumble. You might not have the perfect words. You might not get

results immediately. And if your ego can’t tolerate that, you will stay in the comfort zone

and call it “waiting.”

But comfort zones are expensive. They cost you growth. They cost you skill. They cost you

the right to scale.

Why Waiting to Feel Ready Is
Costing You Money! 

4



Massive action is not about being loud. It’s about being consistent at a level most people

won’t maintain. It’s about increasing volume on the right activities until the math works. If

you make five outreach attempts a week, you can tell yourself you’re trying. But the

numbers will not reward you. If you make fifty outreach attempts a week, your business

begins to generate data. Your pipeline starts to breathe. Conversations multiply.

Objections become familiar. Your offer gets sharper because the market forces you to

sharpen it. You stop guessing because you have evidence. That’s clarity. And it comes

from action.

Bold decision-making works the same way. Many owners under $100K delay decisions

because they want to be sure. They want to know the outcome before they commit. They

want to see the full path. But in business, you rarely see the full path from the start. You

see the next step. Leadership is taking the next step anyway. The owners who scale are

the ones who decide faster on high-impact actions: calling the prospect, publishing the

offer, launching the promotion, raising the price, creating the partnership, and asking for

the referral. They treat uncertainty as normal. They don’t wait for the fog to disappear. They

drive through the fog.

Accountability is what makes this real. If you are under $100K, you have to stop talking

about what you “plan” to do and start measuring what you actually did. The market is

already measuring you. Your bank balance is measuring you. Your pipeline is measuring

you. Your results are measuring you. The question is whether you are willing to measure

yourself honestly.
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A practical way to do this is to separate your work into two categories. One category is

revenue-producing action: sales conversations, outreach, follow-up, proposals, closing,

upselling, referral requests, partnerships, and direct marketing that leads to conversations.

The other category is support activity: administration, organizing, designing, tweaking,

researching, and polishing. Support activity has value, but it must never replace revenue-

producing action during your best hours. If your day ends and you did not move revenue

forward, you did not have a productive day. You had an active day. That difference is the

gap between survival and growth.

Now let’s bring this down to what you can execute immediately, because ideas without

execution are just entertainment. If you want to stop waiting to feel ready, you need a

discipline that forces action regardless of mood. That discipline starts with a non-

negotiable daily standard. You decide in advance how many revenue actions you will

complete each day, and you complete them before anything else. Not after emails, not

after “quick tasks,” not after you feel inspired. First. Because if you wait until later, later

becomes never.

Revenue actions can be simple, but they must be real. They must involve contact with the

market. It could be direct outreach to potential clients, reactivation messages to past

clients, follow-up on open conversations, asking for a referral, or presenting a clear offer in

public and inviting direct messages. The format doesn’t matter as much as the

commitment to volume and consistency. Under $100K, you are not running a brand. You

are building a pipeline.

You also need to accept that your first iterations will not be perfect. Perfection is a delay

tactic. The goal is not perfection. The goal is feedback and improvement. When you

publish a clear offer and someone ignores it, that’s feedback. When someone asks a

question, that’s feedback. When someone says the price is too high, that’s feedback. When

someone buys quickly, that’s feedback. Each piece of feedback makes you sharper. This is

how you build skill. Skill is what creates confidence. Not the other way around.
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Scaling thinking means you start operating like your future revenue depends on your daily

actions, because it does. It means you stop treating “small” as an excuse for hesitation.

Small is exactly why you must act. When revenue is low, every day matters more, not less.

You can’t afford to hide. You can’t afford to wait. You can’t afford to be unclear. You need

to be visible, direct, and consistent, even if you feel imperfect.

One more point that matters: waiting to feel ready creates a hidden cost in your

relationships. The longer you wait, the more you start apologizing for your own ambition.

You hesitate to follow up. You hesitate to make the ask. You hesitate to show up

consistently. Over time, prospects forget you. Past clients drift. Opportunities go cold. Not

because people are mean, but because attention is a moving target. The business world

rewards speed and consistency. Your competition is not always smarter or better.

Sometimes they are simply more willing to move.

The decisive conclusion is this: readiness is not a requirement for action. Action is the

requirement for readiness. If you want to earn more, you need to behave like a revenue

generator, not a professional preparer. You need to place more bets, make more offers,

have more conversations, and follow up with more discipline than you currently do. You

need to take ownership of the fact that no one is coming to hand you clarity. Clarity is

earned through contact with the market.

If you’re serious about moving past the survival phase, stop asking, “How do I feel?” and

start asking, “What did I execute today that produces revenue?” Your feelings will change

after your behaviors change. Your confidence will rise after your actions prove you can

handle the work. And your clarity will show up after the market responds to you.

The only question left is whether you’re willing to stop waiting and start moving. Because

the cost of waiting isn’t theoretical. It’s measurable. It’s in your revenue.

Olivier GIRAUDO
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