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EPISODE 28: WHAT TO DO
IF YOU GOT STUCK IN BUSINESS
with Marina Barayeva
MarkeCng for CreaCves Show
at IntNetworkPlus.com
Announcer:
Turn your hobby and freelance work into a proﬁtable business! Make your markeAng easier
by applying the strategies of experienced entrepreneurs and have more Ame to do the work
you love. You are listening to the MarkeAng for CreaAves show with your host Marina
Barayeva.
Marina Barayeva:
Hi everyone. This is Marina Barayeva. Welcome to another episode of MarkeAng for
CreaAves show. In this episode, we gonna talk about what to do if you got stuck in business.
Let's say you are working somehow already, but do you feel like you want to get more out of
business. Do you want to get my clients? Do you want to have more sales? Do you want to
have more Ame out or business? What is that that's missing?
Let's analyze your business, take a look at it and write down every stage of your sale. If you
are in the service business, then your main points will be something like:
1. MarkeAng.
Where it's reaching out, people who can become your potenAal client.
2. ConsultaAon.
When you talk to people, when they reach you, and then you oﬀer your service, or if you're
in the product business, you describe your product.
3. Providing the product or service to people.
4. Sales.
5. Follow-ups, having new sales with the same client or geYng a referral client.
So, we've got ﬁve steps now. When you adjust them to your business, there can be some
extra stages.
If I would do it for the photography business, then it will be:
1. MarkeAng.
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When we reach out people, we ﬁnd new people and talk to them, and we get them involved
in what we do.
2. ConsultaAon.
When you explain about your service in that case about photography, and then you invite
them to the photo shoot.
3. Photoshoot.
4. Post producAon.
It's what we've done a\er the photo shoot, how we prepare the products.
5. Providing the product or service.
So, in my case is going to be the product, the ﬁnal product I give them.
6. Sale.
7. Follow-ups, having new sales with the same clients or geYng referral clients.
In this example, I added two steps, which are the parts of the whole sales process, photo
shoot and pass producAon. You may have yours.
Now, write them down and for each step right from 0 to 10, how you saAsﬁed with that part
of your sales process. Where 0 is not saAsﬁed at all and 10 if you're very happy with what
you have there
Look at what we've got and see how much is not enough for geYng 10 to each step. For
example, if for markeAng you put seven, then you have 3 more to 10. If for the consultaAon
you put 5, then you need 5 more to get to 10.
When you ﬁnished with this, for each step, write down at least this number of reasons of
why do you think it's not 10 yet.
The same thing, if your markeAng is 7, what are at least 3 more things that you think are
missing there. Or if your consultaAon is 5, what are the other 5 things which are missing?
With this exercise, we tried to ﬁnd the problems which we have there. We look at where you
got stuck.
Now let's look at the typical problems that people face in business. If we go from the ﬁrst
one, to the last one, the ﬁrst is going to be markeAng. The best way to look at this, it starts
with your clients.
We talked about the diﬀerent clients or wriAng ideal clients, an avatar in previous episodes.
But it's really the foundaAon of your markeAng. Let's think what's missing there?
Do you think you have enough clients or you think you want to have more?
Do you a+ract the right clients or you just serve everyone?
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Are they people who you want to work with?
Do they pay you what you ask and what you would like to get paid and how easy do you get
new clients?
You can answer all of those quesAons for yourself, or you can write what missing in your
case. What is missed when you serve your clients?
Then pick the parAcular audience who you want to market to and try to narrow it down as
much as you can. Let's say I can sell photography to women from 25 to 45 years old, but a
woman in her 25 has diﬀerent needs, style, and spends her Ame in diﬀerent places than a 45
years old woman.
I would split this age range into two categories, 25 to 35 and 35 to 45. Why? Because when I
do that, I can write similar characterisAc of what each of these group of people wants and
then if I will think about markeAng, I will see how to reach those people. I will think:
What do they want?
What do they need?
What businesses work with those types of women?
Who can I partner with?
Which media I can reach, whether it's online media or it's a print publicaAon?
So, you can do. If you narrow down your avatar, it can be one, two, it can be several, but
once you know that person, try to stay away from 'I can sell my product, or I can oﬀer my
services to everyone.' Just describe who is that 'everyone.'
Even if you think about your service, for example, if I will say, I do headshot photography,
this is my service, who are those people who I can reach?
If you don't want to narrow down it by the ages, try to think about what other qualiAes you
can summarize to market to people.
If I would oﬀer the headshot photography that can be a business portrait for execuAve or
this can be the headshot for actors. Those are two diﬀerent groups of people.
They spend their Ame in diﬀerent places. They read diﬀerent media. They need even
diﬀerent headshots.
So, you can do with your service or your products.
Then, once you know that, you know where to market to them, and you may think about the
ways how you can reach this audience.
If you go to number two. Number two was the consultaAon. You know who you want to
work with or if you want to get more clients where you can reach them and you meet your
clients, or somehow you deliver your message in you a+ract the right people.
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Now they either call you, send you email, message you. This is where you're actually going
to sell. When they reach you out, you need to ask as many quesAons as you can so they can
tell you what they want and when you start listening to that, you can adjust your service or
your product and oﬀer exactly what they're looking.
On this stage, the more eﬀort you put into consulAng the person, the be+er chance that you
will sell or sell more than that person plan.
When you work in business for some Ame, you will realize that 90% of people ask the same
quesAons. It's not going to be a lot. That can be diﬀerent variaAons of quesAons, but the
main point is going to be the same. So, for your business parAcularly, you can do it even for
each category of the audience which you narrowed down in the ﬁrst step.
Write down all the quesAons your audience, your clients ask you. Believe me, it won't be too
much.
When you write them down, answer the quesAons, answer them on the paper and then try
to pracAce that. You need to memorize the answer because someAmes you lose the sale just
because you don't feel comfortable in that or you just cannot answer right away, so the best
way, write it down and then pracAce.
You can just go by yourself or get a friend and just have the conversaAon. Someone will ask
you a quesAon, and you answer. You can play the role play with your friends, pretending that
they're your clients and they will ask diﬀerent quesAons, so you will have a variety of opAons
to pracAce how you will answer.
Then when you answer, you can even do a recording and then look at yourself from the side
and see if you like how you answer the quesAons and will the person who you talk to really
believe you or you need to change something there.
Once you know these quesAons, once you memorize the answers, there is a good exercise
from Brian Tracy, that he wrote it in his book The Art of Closing the Sale.
So the exercise was he oﬀered to talk and oﬀer your service or product to hundred people
within a certain period of Ame. When you know your oﬀer, you can just go to networking
events, you're going to go outside, you can pracAce it everywhere.
Your main idea, your main goal is just pracAce oﬀering, answering the quesAons, trying to
sell, but not the sale itself. Once you focus on providing value to people and trying to help,
instead of focusing on the sale itself like 'I need to sell,' 'I need to sell,' 'I need to sell no
ma+er what.' It changes the game.
Here is the main point, if you're struggling with money, cover your back with another work.
Otherwise you are ready to sell yourself very low. Because what happened? If you need
money, another person will feel your insecurity. They may ask you about the discount or
extra services, and more likely you give it and then you won't be saAsﬁed with a sale.
PracAce a speech with everyone you can reach, and it does it ma+er if this person is not
truly audience. Your task here is just to pracAce and be as conﬁdent as you can when your
consult your potenAal clients already.
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Then the third step. Talking about providing the product or service, for some businesses it's
your actual work. So if you're not truly saAsﬁed, if there is not 10 yet, write down what you
don't like there.
In my example, I also had a photo shoot and post-producAon. In this part I would think
about how you can provide people more experience bringing more value, save Ame for
yourself.
If I would think about what's missing, for example, post producAons take me a lot of Ame, or
I need to do a photo shoot in diﬀerent locaAons, which again, I need to go all over the city. I
don't want that. So I will write it down, and then I'll think how I can improve this point.
If you, for example, selling your art, you're an arAst and what you can do to give people
more experience, whether it's going to be a package for your art or you could even do it
within the consultaAon. You can show the picture inside of the...
You can do a collage when you have your art in the room, under the sofa, or on the wall,
wherever, so people can really see and then they will imagine how it's gonna look in their
apartment or their houses.
Also, when you think about providing your product or service to other people think if you
would like to have it for yourself, would you like it? Would you leave it as it is now or would
you improve it somehow?
Because you also go to diﬀerent places. You experience diﬀerent work or diﬀerent services,
and you can compare your product and your service to others.
Would you buy your service? If not, why? Or if you would improve something, what would
you improve there?
Then, the fourth step is gonna be a sale.
Well, it can be on the stage of the consultaAon at the end of the consultaAon, but it can be
a\er delivering a product or service.
If you're not saAsﬁed with your sale, there can be diﬀerent things. If you don't have enough
clients, you might have not enough money. If you don't have enough clients, you need to go
back to markeAng and look at what's missing there.
If you sell not too much as you want, this is a problem of the consultaAon. Probably you
didn't talk, you didn't explain enough, you didn't educate a client enough so they would be
ready for your price or to buy more.
If you feel that you have enough clients and you educated them well enough, but sAll at the
end of the day, you want to have more money, raise your prices then. And when you raise
your prices, you either deliver more service, or you be+er consult them, you explain them
more, or you change your audience. You go to other clients who will respect your work,
respect your service, and they will pay accordingly. They will pay what you want to charge
them.
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One of the key points when you sell something is listening to the person. O\en people will
tell you what they want, what they need and you need to listen and refer that to them. And
when people are thinking, when people didn't say, 'No, I don't want to buy it' or 'I want to
buy it, but this is not the price,' while they're thinking, shut up and wait.
This is the thing when a lot of people lose the sale. Because when someone is thinking and
you think that probably they think about the price or they're not saAsﬁed with something,
you start giving them other opAons and soluAons. Of course, they will want to have a
discount or to have some extra stuﬀ, but probably they are just thinking about how are they
going to pay or when they are going to pay or where they will put your art.
So don't think about what other person think. Just listen to them and wait for their
decisions.
When they know 'No, it's too expensive,' then you can start oﬀering something or negoAate
the price or either give them the extra service, but All a person says you, yes or no, just wait
and let people think about it.
Number ﬁve. Follow-ups, geYng referral clients, geYng more sales with this client, all of
these go a\er the sale.
You delivered your product, you provided your service, you got your sale and what's next?
One thing which I recommend you to do is to get a tesAmonial. You can use it on your
website. You can use it on your social media. You can use it as a reference and show other
people how your experience looks like, what people think about what they say about you.
Then you can ask people directly if they know anyone who would be interested in your
service or who you also can oﬀer your product. If they know someone you can ask about the
introducAon. If not, that's okay.
It's also good to follow up from Ame to Ame. You can send the Birthday or Christmas
greeAngs. In this case, you are a mind about yourself and people will appreciate that. That
you remember about them either.
It's going to be a li+le reminder 'Here I am, here's my business. Do you sAll remember about
me?' But in a nice way like 'Okay, here's a Christmas. Merry Christmas to you, to your family
and how's your daughter going? When last Ame she has done a photo shoot? Maybe we can
update her pictures?'
Why not? You can get an extra sale. So in this part, let's write down what is it from 0 to 10.
Do you get referral clients? Do you get tesAmonials from clients? Do you get more work
from the same client? If no, write down everything and then think how you can improve this
experience, what value you can bring to people a\er you deliver your service? So you can
get more sales from them, either from referrals or from them directly.
When you ﬁnished with all of these ﬁve steps or if you added some extra steps to this, like
when you wrote down everything, what's missing for each stage of your sales process, then
you see the problem and you need to look for the soluAon to that.
When you wrote down everything, what's missing at each stage of your sales process, now
your turn to write down what you can do to improve this exact missing part.
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When you start working on this, on the improving these parts, then I would suggest you
start with something which you can ﬁx right away, or you can improve right away. Then, in
that case, you will raise your standards, your value, your service, you improve diﬀerent parts
of your business very fast.
What is the biggest part you're missing? What is your weakest part? Is it markeAng? Is that
consultaAon? Is that sale? Then put more eﬀort to that to master that.
If for example you got stuck in consultaAon. Then pracAce more, write down those quesAons
and pracAce with your friends.
If you get stuck with markeAng, then look for the ways where your audience hangs out and
how you can reach more people.
If you don't have clients then your markeAng sucks and then you need to do something with
that.
I would recommend you to go through these ﬁve steps every half of the year so you can look
at your business and look at what's missing and then what you can improve, how you can
bring your business to the next level.
That's all for today. If you have any quesAons, you can reach me anyAme to
marina@intnetworkplus.com. Thank you so much for listening. And I'll see you next Ame.
Announcer:
Thank you so much for joining us today. If you are new to the show be sure to subscribe. And
for more markeAng Aps go to the IntNetworkPlus.com where you’ll ﬁnd the answers on the
ho+est topics about how to grow your business. You were listening to MarkeAng for
CreaAves show. See you next Ame.
Resources from this interview:
•
•
•

Learn more about Marina Barayeva on intnetworkplus.com and marinabarayeva.com
If you want to increase your sales read the book The Art of Closing the Sale
Follow Marina on Instagram, Twi+er, Facebook, LinkedIn
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