
 

10 ways to transform from 
freelancer to a solopreneur 

Turn your series of freelance gigs into a 
sustainable business 

While you may have started as a freelancer, you don’t have to stay that way 
forever. It’s not too late to make the leap to solopreneur and all that means 
for your business — and your life. Review this checklist for areas of 
weakness that have you in a holding pattern as a freelancer, rather than 
transitioning to a solopreneur. If you focus on one for each month, you’ll 
make the transition within the year which means more flexibility, freedom 
and less pain the problems clients which translates to more happiness.  

Here are 10 things that will help you make the transition from freelancer to 
solopreneur.  

1) Define your services  

Action:   
Think about the three things you do the most for clients. Pick one that is in 
demand and that you enjoy doing. Think about the results of these clients — 
these are the benefits. Review each engagement, write down what you did 
step-by-step — this is your framework. Create tiers of packages by level of 
service or effort required and put them on your website. Stop taking work 
that falls outside your articulated services.   



 

2) Learn to sell to strangers 

Action:   
Update your internet home — your website. Most freelancers lose their best 
leads by having a crappy website that’s hard to navigate or out of date. Start 
with an audit of your site, noting broken links, areas of confusion and places 
you lose your audience. Google analytics can help. If it’s hard to be 
objective, get an outside perspective. Make sure your home page is clear 
and inviting, the services page outlines how you can help and your about 
page answers objections. Then make sure it’s easy for your visitors to find 
all the information they need. 

3) Focus on helping others  

Action:   
Let go of those bad examples of marketing that haunt you. Focus on 
providing value to a group of people you know you can help. Offer to answer 
questions on Twitter or write a helpful article on something where folks often 
get stuck. Make promoting your work feel natural by understanding your 
strengths. There are plenty of ways to share your knowledge with others. 
For example, you don’t have to become a public speaker or attend 
networking events if you prefer one-on-one interactions to big crowds.   

4) Designate business building time  

Action: Schedule time for your business every week. This is most powerful 
when it’s the same time every week. It gets you into a routine and your 
clients grow accustomed to it. Make this time inviolate. Never let a client 
interrupt designated business building time. Set priorities focused on high 
value tasks like creating products, writing helpful articles or learning new 
skills. Ideally, you should be spending 20-30% of your week building your 
business. If you aren’t doing much right now, start with 2-3 hours a week, 
eventually working your way up to 1 hour a week.   



 

5) Develop processes and systems  

Action: Identify business tasks you do over and over like invoicing or 
onboarding. Create a repeatable process, automating whatever you can. For 
example, you might move all your clients to a first of the month billing cycle 
and send invoices all at once rather than throughout the month. For 
onboarding new clients, create internal checklists and welcome packets for 
each service you offer so rather than scrambling, you’re ready for them.  

6) Outline your values and boundaries 

Action:   
Rather than figuring out where your boundaries after they’re violated, 
outline them before it happens. Remember times of frustration in the past 
year, writing them down to find patterns. Use these patterns to create 
boundaries. Your boundaries might include: working hours, turn around 
time, payment terms, rescheduling meetings, etc. Write them down and 
communicate them with existing clients. Then, educate new prospects about 
them through your website and during the initial onboarding phase of work.   

7) Eliminate sabotage mindset, embrace power beliefs  

Action:   
Identify negative mindsets that hold you back. Do you worry that others will 
see you as an evil marketer if you promote your self? Do you doubt your 
skills, concerned that you don’t have enough expertise? Often it’s the 
repetitive negative thought that goes over and over in your head. To find 
your power beliefs, think about a time when you go through a difficult 
situation. What was the turning point in your mind? If you’re having a hard 
time finding sabotage mindsets or power beliefs, ask a couple of people who 
know you well. They’ll be able to point them out quickly. Once you have 
them, keep a look out for sabotage mindsets — indicators are when things 
get very hard or when you stop taking action. Call on your power beliefs to 
counteract.   



 

8) Develop resilience  

Action:   
Accept that the feast or famine beast will come for you too. Don’t take it as 
a sign of failure or be crushed when it happens. Rather than being crushed 
when it happens, build resilience to help you ride out the fluctuations. 
Review your income for the past year, noting the slow periods. Make a plan. 
Step up your promotional efforts in advance of those months. Set aside a 
fund during booming months, knowing you may dip into it during lean times. 
Finally, learn to trust yourself to figure it out rather than letting the stress 
take over your life.   

9) Find support  

Action:   
You don’t have the expertise to do everything it takes to run your business. 
And, you don’t need to. Identify tasks you don’t enjoy or have the required 
expertise (ahem, accounting and taxes). Hire a virtual assistant, bookkeeper, 
etc. for identified tasks. If you need to level up your knowledge in essential 
areas like marketing or business processes, get support by finding 
mastermind groups. Your mentors don’t have to be live — create your own 
resource library of essential books, blogs and videos so you can learn on 
your own schedule. If you need more support, accountability or expertise, 
hire a business coach.   

10) Learn to trust yourself  

Action:   
When you work for yourself you’re likely to feel like you don’t know what 
you’re doing most of the time. Don’t let this stop you. Try something new 
every week. Taking risks is the very best way to build trust in yourself as a 
business owner. Continue taking action even when you fail — and you will. 
Failure is just feedback. You’ll learn from your mistakes and you’ll learn to 
trust yourself.   



 

 
About Suzan 
Hi I’m Suzan. I’m the founder of Bet On 
Yourself. I’ve learned so much in 12 years 
working for myself. I help freelancers like you 
transform your work into a robust business 
without sacrificing who you are or what’s 
most important to you. I teach you how to 
create a business strategy, sell to strangers, 
develop a steady pipeline of ideal customers, 
and provide you with a framework for    

decision making.  

My #1 mission is to unshackle you from freelancing and build a sustainable 
business. 

Learn more at www.betonyourself.com 
  

 


