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These are the signs. 

Ever get the feeling that you need to make a change in your business? Your pipeline has dried 

up, your prospective clients’ needs have changed, or something just feels “off”? 

Companies have entire teams dedicated to strategy and innovation. They hold quarterly 

planning meetings and build roadmaps when they sense that they need to change direction. 

Solopreneurs have to do this work themselves (often in between everything else they need to 

do to keep their business running). No one taps you on the shoulder and tells you it’s time to 

evolve your business. You have to recognize the signals and act on them—before your business 

starts to struggle.  

How to recognize the signals 

According to the Bureau of Labor Statistics, roughly half of all businesses don’t survive past five 

years. Survival goes beyond a solid start and finding your niche. You’ve got to continue to adapt 

even after you’re well-established. 



When I worked in a corporate job, I saw firsthand what a lack of innovation could do. 

Eventually, a company can become irrelevant. I knew when I started my solo business that I’d 

always have to be on the lookout for signs that my industry was changing—and figure out how 

to change with it.  

The signs might be slow-moving or easy to overlook. They might also come crashing down on 

you (can we say AI?). 

A few signals worth paying attention to: 

• Your client inquiries have shifted. People are asking for things you don’t currently offer. 

• Your revenue and pipeline are flat or declining, despite consistent effort. 

• A technology or market shift is changing how your industry works. 

One of the advantages of being a solopreneur is that you can react quickly. You don’t need 

committee approval to reimagine how you run your business. But speed is only an advantage if 

you’re moving in the right direction. 

It can be really time-consuming, not to mention risky, to pivot your business. The skill you need 

to develop is knowing the difference between a signal worth acting on and noise you can 

ignore.  

When adaptation makes sense 

Adaptation tends to make sense when you’ve noticed a pattern over time. Don’t pivot after a 

single bad month (though it might be tempting). Instead, you’re looking for ongoing, persistent 

shifts that tell you something needs to be adjusted in your business.  

If clients are consistently asking for adjacent services you could realistically offer, that’s a 

decision you have to make. If a new tool or technology could fundamentally change your 

efficiency or output, that’s worth exploring. Sometimes the opportunity isn’t about what you do, 

but who you do it for: reaching a different audience (either broader or more niche) with your 

existing expertise. 

For example, in part of my business, I create a lot of educational resources for solopreneurs. 

I’ve realized that people’s appetite for self-paced courses has waned. As a result, I’ve moved to 

more live trainings and cohorts to reach the same audience in a new way.  

When it doesn’t 

Not every signal warrants a response. A client’s change in strategy or a slow quarter might 

simply be a normal fluctuation, not a trend.  

If a pivot would mean abandoning expertise you’ve spent years building, pause first. And if the 

change requires a financial investment you can’t justify, the timing might not be right (even if 

the direction is).  



Solopreneurs can fall into a trap of constant reinvention if they’re not careful. I’m guilty of this 

because I love trying new things. The freedom to change directions without waiting for 

someone else’s permission doesn’t necessarily mean you should change direction.  

Chasing every new idea or market trend is exhausting. Plus, it can dilute what makes your 

business valuable in the first place. You’ve got to know your business and ideal customers well 

enough to know that a pivot makes sense.  

Evolving without starting over 

Pivoting doesn’t mean scrapping everything. For most solopreneurs, it’s about incremental shifts 

instead of a complete reinvention.  

You might add a new service that complements what you already do, or shift your target client 

by moving upmarket or into a different industry. Incorporating a new tool or workflow can 

change how you deliver work without changing the work itself. And creating a new revenue 

stream alongside client work (products, courses, DFY offers) builds more financial resilience in 

your business.  

Innovation is a series of choices you’ll make over and over. You choose to adapt to the world 

around you. The solopreneurs who build businesses that last are the ones who actively evaluate 

what’s working, what’s shifting, and what needs to change. What feels comfortable today can 

change quickly, and you’ve got to know how to respond. 

 


