
Your Business Doesn’t Need
More Ideas, It Needs More

Action!



There is a quiet crisis happening inside small businesses across the world right now, and

almost no one wants to talk about it. It is not a lack of capital. It is not a shortage of

opportunity. It is not the economy, the algorithm, or the competition. The crisis is this: too

many small business owners are addicted to ideas and allergic to execution.

If your business is generating less than one hundred thousand dollars in annual revenue, I

want you to read these next words very carefully, because they may be the most expensive

truth you ever accept. You do not have a creativity problem. You have an action problem.

And until you face that fact directly, no new strategy, no new course, no new podcast, and

no new mentor will move the needle on your bank account.

I have watched this pattern repeat for years. A small business owner sits down at their

desk and decides today is the day. They open three browser tabs of inspiration. They write

a list of fifteen new offers they could launch. They redesign their logo for the fourth time.

They draft an elegant business plan that will never see a customer. By the end of the week,

they have produced more documents than dollars, more ideas than invoices. They mistake

motion for progress and planning for performance. And then they wonder why nothing is

changing.

Let me say this plainly. At your stage, creativity is not your competitive advantage.

Execution is. The market does not pay you for what you thought about. The market pays

you for what you delivered, sold, shipped, and followed up on this week. When you are

under one hundred thousand a year, your business is not suffering from a lack of brilliance.

It is suffering from a lack of relentless, repeatable action performed at a volume most

people are simply unwilling to commit to.
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This is where the real shift begins. The owners who break out of the survival phase are not

the ones with the smartest ideas. They are the ones who take massive action on average

ideas. They make ten times the number of calls. They send ten times the number of

proposals. They show up ten times more visibly than their competitors. They reach out to

people other owners are too proud or too scared to reach out to. They post when they do

not feel like posting. They follow up when the silence feels uncomfortable. They ask for the

sale when the moment feels awkward. They do this not because they are reckless, but

because they understand a fundamental law of early-stage business: volume forgives

imperfection.

You will never know if your offer is right until you have presented it to enough people. You

will never know if your pricing is correct until you have negotiated it in real conversations.

You will never know if your marketing works until you have published consistently for long

enough to earn a signal. Yet most small business owners pull the plug on a strategy after a

week, sometimes after a single attempt. They mistake hesitation for strategy and call it

patience. It is not patience. It is fear dressed up in professional clothing.

Now, let me be direct with you about ownership, because this is the part most people

quietly resist. Your revenue is your responsibility. Not the economy’s. Not your spouse’s.

Not your assistant’s. Not the algorithm’s. Yours. The moment you accept full accountability

for every dollar that does and does not enter your business, something powerful happens.

You stop waiting. You stop hoping. You start hunting. You realize that the result you are

getting is the exact mathematical output of the actions you have been taking, and if you

want a different output, you must change the input. There is no other equation. There is no

shortcut hiding behind a new idea.
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This is why I tell every owner I work with that the goal at this stage is not refinement. It is

repetition. Refinement is what you earn the right to do once you have proof that something

works, and you cannot get that proof without volume. You cannot A-B test a marketing

message you have only sent once. You cannot improve a sales pitch you have only

delivered three times. You cannot scale a service you have only sold to your cousin. The

early years of any serious business are built on a brutal but liberating principle: do the

unglamorous thing, do it badly at first, and do it often enough to become great by accident.

Then there is the question of scale, and I want you to think bigger than feels comfortable,

because comfort is what kept you under six figures in the first place. If your only goal is

one hundred thousand in revenue, you are setting a target that does not even cover the

true cost of building a real business with real systems, real margins, and real freedom. Set

goals that scare your current self. Plan for revenue numbers you do not yet know how to

achieve. Then reverse engineer the actions required to get there, and execute on those

actions every single day, regardless of how you feel. Discipline is not the enemy of

creativity. Discipline is the price of relevance. You do not rise to your dreams. You fall to the

level of your daily habits, and your daily habits are either compounding into momentum or

compounding into mediocrity. There is no neutral.

I also want to say something about the noise around you. The internet will tell you that

your problem is your mindset, your morning routine, your funnel, your niche, your branding,

your photography, your bio, your color palette. Most of these are distractions sold to you by

people who profit from your indecision. Your problem is almost always simpler and far less

flattering: you are not doing enough. You are not asking enough. You are not following up

enough. You are not visible enough. You are not selling enough. Fix that, and you will find

that nine out of ten of the other so-called problems quietly solve themselves
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So here is your challenge. Stop adding. Start executing. Take the offer you already have,

the one you keep tweaking, and put it in front of one hundred qualified people this week.

Send the proposal you have been polishing for a month. Make the call you have been

avoiding. Raise your prices to the level a real business commands. Stop hiding behind the

elegance of an idea and start producing the inelegant, undeniable evidence of work done

in the real world. Your business is not waiting for the perfect plan. It is waiting for you to

show up at a level you have never shown up at before.

The painful truth is also the freeing one. You already have what you need. The idea is

enough. The strategy is enough. The skill is enough. What is missing is the volume, the

courage, and the consistency. Add those, and your business will look unrecognizable in

twelve months. Refuse to add them, and you will be having this same conversation with

yourself next year, with the same revenue, the same excuses, and one less year on the

clock.

Decide today which version of yourself shows up tomorrow morning. Then act like that

decision is irreversible. Because in business, it always is.

Olivier GIRAUDO
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