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Foreword - A Letter from Kayla 

 

Dear reader, 

Thank you so much for signing up to be a part of my community! I can’t thank you 
enough for letting me invade your space with my message! 

I never dreamed I’d be sitting here writing a “how to” book, but here I am. 

At the time that I made my transition from employee to boss,  there wasn’t a guide out 
there to help me along the way. Instead, I had to figure things out for myself. This isn’t 
always a bad thing, but I will admit that it was time consuming to learn everything on my 
own. 

Luckily for you, you’ll be able to follow me on my journey in these pages, and hopefully, 
avoid some of my biggest mistakes.  

This guide will help you get your business started off right so you can become your own 
boss in no time! 

Sincerely, 

Kayla  



Chapter One: My Story 

 
 
As a child, I didn’t know that I wanted to be an entrepreneur, but looking back with my 
20/20 vision now, I can see that I’ve always had an entrepreneurial spirit and skill set. 
 
As a teenager, I was a hard worker. I strived to get good grades, and I gave every 
activity my all. I was involved in numerous activities, which required me to have time 
management and organization skills. I also developed leadership qualities, and I had a 
leadership role in nearly everything I participated it. I enjoyed fulfilling those roles and 
helping to guide others. 
 
I was also the type of person who looked  towards the future. For example, I knew I 
needed to use my time in high school efficiently so I could get accepted to a good 
college and earn scholarships.(My time management paid off and I earned over $7,000 
in scholarships for my first year alone!) 
 
In college, I continued to fill many leadership roles in the classroom and in 
extracurricular activities. I also worked multiple jobs and learned early on about the art 
of the “side hustle”. Multiple commitments meant I had to manage my time very 

http://shoeaholicnomore.com/think-you-dont-have-enough-time-for-a-side-hustle/


effectively. 
 
After college, I landed a decent job, but I seemed to hit a slump. After only a few 
months, I realized that I wasn’t growing as a person or an employee. I didn’t enjoy my 
job as it didn’t allow me to be creative, solve problems, or be a leader. I was constantly 
thinking “There has got to be more to life than this”. 
 
After a particularly bad financial time in my life, I decided to start a blog to help me have 
a creative outlet and to hopefully help me change my life for the better. At the time, I 
had no idea how far my little blog would take me. 
 
Suddenly I had something to look forward to after work. I re-awakened my love for 
writing and expressing myself and it helped me feel better than I had felt in quite a 
while. 
 
I had been blogging for my own site for about seven months when I was approached 
about doing some freelance writing for another site. I had networked with fellow blogger 
friends who were already freelancing to see if they knew of anyone looking to hire a 
writer, and my inquiring had finally paid off. 
 
At the time, I thought I would just work a little here and there to make some extra 
money. Once I started, I found myself wanting to work on my own business at home, 
but unfortunately, I wasn’t in a financial position to quit my 9-5 right away.  
 
Over the next 12 months, I worked hard, learned a lot, and made some mistakes as I 
grew my business. In July 2015, almost 1 year to the day after I started freelancing 
online, I was finally able to quit my day job to run my business.  
 
Now that I’m my own boss, I’ve been able to use the skills and strengths I developed 
and used as a teenager- leadership, organization, time management, problem-solving, 
and forward thinking. I know I’ll never have to worry about being bored with my work 
another day in my life.  
 
In the following chapters, I will show you my specific steps that I implemented in my 
business building, so you can be your own boss too! 
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Chapter Two : Why Do You Want To Be An 
Entrepreneur?  

 

 
 
Before you really get started on the road toward becoming your own boss, you need to 
sit back and put some thought into why you really want to be an entrepreneur. 
 
Even though I love being the boss and running my own business, I do think it’s 
important to recognize that it’s not as easy as some people think. In the last year of 
running my business full-time, I’ve put in more time and emotional effort than ever 
before in my life. 
 
Of course, part of the desire to be the boss may be to have more flexibility in your 
schedule, as well as the ability to set your own salary. I will admit that those are great 
perks. 
 
I do have a more flexible schedule so I can help my friends and family when they need 
me. That also means that I have to make up that time by working evenings or weekends 
to get things done. Also, there is no paid time off for vacations, so if you want to have a 
vacation, you’ll have to work extra hours before taking time off.  
 



Almost every entrepreneur hopes to grow their business enough that they can take time 
to step away and live life without having to worry about if things are getting 
accomplished while they are away. This is when you can truly say you’ve become the 
boss. 
 
Although my business still relies heavily on me to accomplish many tasks, I’ve taken 
strides to build a team that can function with little direction. 
 
But let’s not get ahead of ourselves - this is about you becoming the boss of you first.  
 
Why do you want to be an entrepreneur? Are you prepared to make some sacrifices to 
grow your business? 
 
If you were able to answer these questions, it is time for you to read the next chapter to 
help you get started on becoming your own boss! 
 
  



Chapter Three: 3 Simple Steps To Start Your 
Business 

 
 
Before you can be the boss, you have to start your business. Before that, you may be 
“bossy” but you aren’t really a boss. :) 
 
If you’re ready to be the boss, here are the 3 steps you need to follow to start your 
business. 
 

Step 1: Make it Known That You Are Open for Business 
 
You have to make it known that you are open for business. 
 
One of my greatest fears when I first started blogging and freelancing was that my 
friends and family would find out about it and ridicule me. 
 
Eventually, I had to get over it. After I decided to make my business more legitimate by 
no longer being anonymous, my income and success grew much faster. 

http://shoeaholicnomore.com/hi-my-name-is-facts-about-me/


 
So, step 1 = make it known that you are in business. You can do this in many different 
ways. 
 
One way would be to simply let your friends and family know on social media that you 
are starting a business. Many people advertise their businesses on social media at first. 
In fact, you may be friends with some people who are involved in multi-level marketing 
businesses, like Tupperware, Avon, Thirty-One, and more, who use their social media 
channels to advertise their business all the time. 
 
I’m not suggesting that you be like them (because it can get rather annoying if that’s all 
you post), but use some of that fearlessness to get the word out that you are open for 
business. 
 
If you are still hesitant to tell people you know in real life about your business, that’s ok! 
I totally understand and respect that you may not be to that point yet. You can still make 
it known that you are open for business. 
 
One way to do this is by adding a “hire me” or “work with me” page to a website you 
have already started. My “hire me” page on my site is still one of the top ways people 
find out about the services I offer in my business. 
 
You can also network and express to your online friends or colleagues that you want to 
freelance. I did this when I decided I wanted to try freelancing, and that lead to my first 
freelancing job, which helped jump start my business. 
 

Step 2: Get Your Foot in the Door and Build a Portfolio 
There are very mixed feelings out there about whether or not you should ever work for 
free or low pay when you first start your business. 
 
Personally, I saw great success by working for free and low pay when I started my 
business. 
 
After adding my “hire me” page to my website and making it known that I was open for 
business, I began hunting down opportunities to showcase my work and build a 
portfolio. 
 
I guest posted for free on many different blogs and websites in my niche. This allowed 
me to get my name out there to their audience because every guest post allowed me to 
have a biography and a link back to my website. I would make sure to state that I was a 
freelancer for hire and my link would point back to my hire me page. 
 
After these posts were published, I also linked back to them from my hire me page as 

http://shoeaholicnomore.com/hire-me/


examples of my work. You don’t have to state to potential new clients that you did this 
work for free. You can just show them that you’ve been published on X, Y, and Z 
websites. 
 
Your business may not be focused on freelance writing, but you can still use a similar 
tactic to showcase your work. 
 
The key to working for free and low pay to build your portfolio is to not get stuck at that 
level. Don’t continue to work for free after you get your first client, even if the pay from 
your first client is lower than what you’d like. 
 
Each time you get a client after that, try to raise your rates a little bit higher so you don’t 
get stuck working at a low rate of pay for what feels like forever. 
 

A Note About Using Job Boards: 
I know many people have used or have thought about using job boards to help them 
start their businesses. In my experience, job boards generally offer very low paying 
work because of high competition. They also give you less control and little opportunity 
to raise your rates. Isn’t that control the whole reason why you want to be the boss? 
 

Step 3: Join a Group of Like-Minded People 
There are Facebook Groups and Mastermind Groups out there for nearly every topic, 
including every facet of entrepreneurship. 
 
Join several and see what they are like. There are definitely ones that are more 
supportive and helpful than others. You don’t want to end up in a group where you don’t 
feel supported or welcome, or one where people are constantly self-promoting. (Hello 
annoying!) 
 
Find one or two good ones to help you have people to network with, connect with, and 
ask questions. 
 
The few groups I am a part of have helped me land new clients via recommendations 
and referrals, and they’ve also provided support when I’ve had questions, or even when 
I’ve had tough days and want to vent. 
 
Now that you’ve read this chapter, drop everything you are doing and go complete 
these steps! Once you’ve done that, you’ll be open for business! 
  



Chapter Four: How to Continue Growing Your 
Business 

 
 
Once you’ve secured your first client (or two), you might be wondering how to scale 
your business up from there. It’s likely that you’ll need more than one or two clients in 
order to take your business full-time. So how do you do that? 
 

Referrals 
The easiest way I’ve found to grow my business is through word of mouth and referrals. 
 
You already know you want to provide your best work to your clients, but try to take it a 
step further. The more value you place on making your clients happy, the more likely 
they’ll be to recommend you to friends or colleagues. 
 
Provide a little extra here and there as you can on the projects you are hired to do. Try 
to be friendly, courteous, and timely in your responses. I try to respond to my clients’ 
emails within 24 hours at the most (unless it’s a weekend, holiday, or I’m on a 
much-needed vacation). I also provide my clients with notice before taking a day off that 
I’d normally be working. This alerts them to the fact that I won’t be as quick to respond 
to their needs while I’m away from the office. 
 

http://shoeaholicnomore.com/profitable-business-virtual-assistant/
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A Word of Caution: 
While I truly believe providing good service to my clients has helped me grow my 
business significantly, there is a fine line you need to follow. 
 
Remember, you are the boss and they are the client. Don’t ask for time off. Instead, tell 
them when you are taking time off. If you have to, provide your clients with the hours 
you typically work and on what days so they don’t expect you to be available 24/7. 
 
There’s also a lot to be said about making it clear to your clients how you prefer to 
communicate. Do you prefer email, text, phone, etc.? Tell them which you prefer. If they 
wish to talk on a call instead of your preferred method of email, have them make an 
appointment. I make it clear that unscheduled calls from my clients are not ok unless it 
is truly an emergency. 
 

Ask for More Business 
Aside from hoping for referrals, you can also ask for them. Remind your clients that you 
are hoping to grow your business so you’d appreciate their referrals. You can also ask 
your existing clients for more work. 
 
For example, I will casually mention things that I notice my client has stopped doing that 
they used to. I’ll ask if they need assistance managing that portion of their business to 
free up that time for them to do other things. They generally say yes! 
 
Growing your business with referrals is great because you don’t have to spend time 
marketing yourself outside of performing your client work. Instead, you’ll have people 
coming to you. 
 

Offer Services Casually 
Another method you can use to grow your business is what I call stealth mode. If you 
follow people online and you notice them constantly saying they are “busy”, 
“overworked”, or something similar, reach out to them and casually offer your services. 
This method has resulted in more than one of my long-term clients. 
 

Networking 
Networking is another great way to continue growing your business. Now that you’ve 
put it out there that you are open for business (as mentioned in chapter 3), you can 
remind people that you are still available for work every now and then. Tweet about it, 

http://shoeaholicnomore.com/my-work-from-home-rules/
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put it out on your Facebook page, or ask about job openings in your Facebook Groups 
or Mastermind Groups (if permitted). Don’t be shy about asking for work - it’s not the 
same as asking for a handout! 
 
For me, attending one conference or event each year for networking has done wonders 
for my business. I always find new clients and learn a lot to improve my business too. If 
you can afford to, attend a conference or two in your niche and try to find new clients. 
Instead of focusing on attending sessions at a conference, use your time to network. It 
may seem silly to pay for a conference ticket and attend very few (if any) sessions, but I 
bet your ticket will be paid for with future earnings by the time you leave if you secure 
new clients or leads while you are there. 
 
If you do these things consistently, you’ll be surprised how quickly your business will 
grow. In the next chapter, we will talk about stepping up your game and becoming your 
own boss, so keep reading if you are ready to take that leap!  
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Chapter Five: Step It Up and Be the Boss! 
 

 
 
Now that your business is growing and you are raising your rates with new clients so 
you aren’t stuck at the low rates you were earning in the beginning, all that’s left is to 
keep on keepin’ on! 
 
Continue growing your business by either adding new clients or asking for more money 
for your work with current clients. Do this until you feel comfortable quitting your current 
occupation to be your own boss. 
 
Before you take the leap, don’t forget to consider the expenses you’ll be responsible for 
as a freelancer that you didn’t have to pay for when you were an employee. You’ll have 
to pay for self-employment taxes, invoicing fees, health insurance, and retirement 
benefits just to name a few. 
 
You also need to remember that you don’t have paid time off for vacations or sick days. 
 
Even with these things, I’ve found the life of being my own boss is worth these small 
sacrifices. 
 



Final Tips to Help You Step it Up and Be Your Own Boss 
 

❏ Raise your rates with current clients on a regular basis as your skills increase. 
Until someone says “no”, your rates aren’t high enough. 

 
❏ It’s ok to replace lower-paying clients with new, higher-paying clients. It’s not 

personal, it’s business. 
 

❏ Let go of your scarcity mindset. You don’t have to say “yes” to everything that 
comes your way. There will always be more work. 

 
❏ Collaborate, don’t compete. You’ll have more good karma that way. Plus, you 

never know when fellow freelancers will recommend you for a job they pass up. 
You should do the same too as you outgrow clients’ budgets or find work that 
doesn’t appeal to you. 

 
❏ Make time for your passion projects. It’s amazing how much better you’ll feel 

when you work on your own stuff for a few minutes everyday instead of just your 
client’s projects. 

 
❏ Being creative can be exhausting. Afternoon naps and coffee may become your 

best friends. 
 

❏ It’s ok to take a sick day when you need one. Clients are humans too and if you 
don’t make a habit of it, they’ll usually be understanding. 

 
❏ Don’t forget to take care of yourself. Your business can’t run without the boss 

(you!). 
 
  

http://shoeaholicnomore.com/learning-to-say-no/
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Bonus: Easy to Follow Checklist to Get Your 
Business Started Today! 

 

Start Your Business: 

❏ Announce that you are open for business on social media 
❏ Create a “Hire Me” page to showcase your services  
❏ Build a portfolio 
❏ Strategically do work for free or low pay only to get your name out there 
❏ Avoid Job Boards 
❏ Join helpful Facebook Groups or Mastermind Groups 

Continue Growing Your Business: 

❏ Go above and beyond great customer service to get referrals 
❏ Remember to set boundaries with clients - you are the boss! 
❏ Ask for referrals 
❏ Ask current clients for more business 



❏ Use “stealth mode” by casually offering services to those who may need them 
❏ Network and ask for work on social media 
❏ Attend conferences to network and gain new clients 

Step it Up and Be the Boss: 

❏ Raise rates regularly 
❏ Replace low-paying clients with higher-paying clients 
❏ Let go of the scarcity mindset 
❏ Collaborate, don’t compete 
❏ Make time for passion projects 
❏ Prioritize self-care 
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