
Control in Your Business 
(And a Lesson from Frozen)

Introduction:

Welcome to the School of Sellers podcast, a teacher business show that is short on time but big on action. Full-time, part-time,

or just getting started? No matter where you are in your teacher seller journey, there’s something here for everyone, making

your online teacher business feel doable every step of the way. Here’s your host, Erin Waters.

Erin Waters:

Hello there and welcome to episode 39 of the School of Sellers podcast. This is part 2 of our Beginning of 2021 series where

we are talking about ways that we can get ahead of our business in the new year. Because last year threw everyone for a

gigantic loop. I think that is safe to say. So while that was proof that we can’t really see the future, we control the future, there

are some things that we can do that will save us time and energy and so much more in the long run. So the overall theme for

today’s show is all about controlling what we can and learning how to adjust things that we can’t. So I have to just share a little

story. It was probably like two weeks into the beginning of the pandemic last year. And I don’t know about you guys, but we had

about 5,000 movie nights last year because that was one of the only things that we could do to feel normal, one of the only

things we could do to distract ourselves. And I just love a good movie night. So I was watching Frozen for like the thousandth

time with my two year old at the time, and even though I had seen it a million times, when Olaf said that we should control what

we can. It’s when he pops up and says, “This is controlling things that we can control.” It actually brought me to tears at the

moment because at the time, I felt so out of control and I felt like I wasn’t sure what was going to happen with my business.

And I was so worried and so anxious and just this simple little animated snowman really switched the way that I thought about

my business at the time. And it made me think a lot about the way that we approach our business even in normal times. Right?

Let’s say we’re not even in a pandemic. These are still tips that you can take with you through every single year and every single

season of your business that will hopefully save you a ton of time.

Now when our business is concerned and life in general, there are three basic types of events. Right? There are things that we

directly and definitely control. At the very base, these are our thoughts and actions. There are things that we kind of control,

when we’re given information about changes coming our way or if we assess the year for opportunities and threats that are

coming our way. But then we have things that we have absolutely zero control over, and these are outside circumstances caused

by someone or something else that we have absolutely zero control over. So it’s really important to know how to go about

preparing ourselves and our business so that we can address these three categories. Right? Things we can control, things we

kind of control, and things we can’t control. So whether it’s something like making a mindset shift or something more tangible

like steps you can take for physical preparedness in your business, we’ve got you covered in this episode today.

© E R I N  W A T E R S  |  S C H O O L  O F  S E L L E R S  |  W W W . S C H O O L O F S E L L E R S > C O M



First of all, and this is probably the one that I’m most passionate about, the things that we definitely control. Things that we control

in our business outright are who we are to our business and our role in the business. This obviously ties in with what we say, what

we do, what we decide, and what we decide regarding our business. We control ourselves. I tell this to my six year old all the time.

You are the only one in control of your body and your mind, and I’m the only one in control of my business which is controlled by

my body and mind. So any in my business or growth from the inside starts with me. Now as sellers, it can be really easy to write

this off and say, well, I know my role in the business, I know what I do every day, I don’t really need to examine this. But the thing is

that a lot of us tend to lose our identity as a seller throughout the years. And it’s kind of a cycle when you think about it. The reasons

that we get into this business don’t always stick with us, and sometimes we lose sight of our way and way we’re doing this. So we

should all commit to entering into the new year knowing exactly what our role is with our business. And even though focus is on

getting ahead of our business this year, this mindset shift that I’m about to tell you is going to help you get ahead of your business

in the long term, perhaps even for years and years and years to come.

Now in last week’s episode, I talked about knowing the ways that we work best, knowing when you do your best creative work, what

time of day it’s best for you to do those mindless tasks and so on. But at your business’s very foundation, what are you actually

meant to be doing? I’m not asking you what’s on your to-do list today. What are you meant to be doing? Why did you start your

business? As sellers, one of the main reasons we get bogged down in our business and we fall behind is because we start attaching

our worth to things that we aren’t meant to do. We weren’t born to be businesspeople. We weren’t meant to be entrepreneurs. We

started this because we have a creative passion and drive, and we are actually the visionaries of our business. Okay? A visionary is

someone who is the idea machine who has those creative epiphanies and can think up your next best-selling product in the five

minutes that it takes them to drive down the block or to take a shower. Right? We are constantly thinking, planning. We love

creating. You know what we don’t love? All of that business stuff. And I think it’s safe to say that most of us start our business as

visionaries because our natural desire and interests are what propelled us to actually spend enough time to start these businesses.

But then over the years, we start to lose sight of that identity because we are all of a sudden learning about all of these other

business type things that we had no ideal about and we have no interest in. But there’s a pressure to get it all done and to do it all,

and we are finding less and less time to create. I’m not telling you this to make you feel bad or to make you feel guilty if you’ve lost

sight of that creative spirit. But knowing that your role that you were meant to fill in your business is the visionary and the creative

lead makes it easier to understand why we tend to fall behind in this business. Because we don’t want to do any of that other stuff.

We just want to create. And then we feel bad for doing the stuff that we never really set out to do in the first place. So just knowing

you are the visionary helps a lot, making that simple mindset shift makes us feel less guilt for hating the business stuff. But what

can we actually do with this knowledge? Once we have solidified the idea that yes, I am the visionary, I shouldn’t feel guilty about

not doing all the business stuff. How can you reserve your energy for the role that you were actually made for? How can you find as

much time as possible to be the visionary of your business and not spend every single day doing the little annoying business tasks?

Now the easy and obvious answer here is to hire anything and everything out. Wouldn’t that be nice? Or at least to hire some out.

Right? And if you do have a VA, I think you should make your focus the things that you least want to do or manage and train them

to do the business-y things that steal the most of your time and the ones that steal the most of your joy. These are usually the

things that we are already hiring out for, but now might be a good time to kind of re-look at what you’re having your VA do and

make sure that you are getting the creative tasks and your VA is helping you with more of those behind-the-scenes boring tasks that

you just were not made for. With that being said, obviously, the purpose of this episode isn’t just to tell you to hire someone. That

would be the easy way out. That is not helpful advice because we probably already know that that’s maybe the end game for

business. We’re shooting for that. But a lot of us, to be honest, are years and years away from being able to hire help for our

business. And that’s okay. That is totally part of the TPT seller journey. I don’t know us I don’t know a single person in real life in the

TPT world who has started their TPT business and within the first year or two was already hiring out. That is definitely something

that comes as you grow your business over time.
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So what you can deal is to prepare yourself to work in a way that helps you to get the messy stuff over with for a while so that you

can for yourself up for creating. The best way to get this done rather than hiring out is to start batching your work so that you can

get all of your undesirable business stuff done in one giant session rather than having yourself strung along by this annoying to-do

list day after day after day. In the Finishing Framework course that we are getting ready to launch on February 1st, we have a large

focus on the batching and the efficiency that happens in your business when you are able to create everything, all of those non-

visionary task, things like scheduling social media posts, doing SEO research for your blog, the actual writing of a blog and the

maintaining of a blog, those things can be done in a large quantity so that you have then weeks or even months to spend creating.

It sounds like a dream, but it is a dream that can actually come true. And in two weeks I believe, I will have people who have gone

through the Finishing Framework here on the show to share with you the transformation that their business has undergone. But you

don’t even have to wait to hear from them because I’m telling you firsthand that the day I discovered batching was the day that my

business was able to pivot in a very, very, very big way. So if you are someone who would love to hire but you just can’t swing it, I

encourage you to try batching all of those tasks that you really just don’t enjoy doing but that you know where necessary and seeing

how it feels to have all of those moments and days and weeks, hopefully months freed up so that you can focus your time and

energy on creating.

And while you’re at it, another way that you can get ahead of your business is to start keeping track of the way you do things now so

that when you do hire someone and you are ready to make that move in your business, you can easily train someone to do the

things that you are already doing. A lot of times, the roadblocks to hiring are usually in the costs involved or if you’re like me, the

huge pile of training and videos and tutorials and everything that needs to be put into place in order to hire someone. You can

actually get ahead of that now even if it’s going to be years before you hire. Start keeping track of your processes, your work flows.

It doesn’t have to be fancy. But every time you do a crucial step in your business or a recurring task, jot down the steps in Google

Doc, link to any sites, leave your username and password, link to any videos, and before long, you will have a user manual of sorts

why are you have all of your standard operating procedures that you can hand off to someone when you are ready. It’s going to save

you a lot of time, and it’s going to be very useful information they have in the meantime. All right. So those are things that would me

we won hundred percent can control, our mindset. And that’s not a shift that’s going to happen overnight. You’re going to have to

really ruminate on this and really think about the way that you are going to shift back to your role as a visionary so that your

business is focused in the direction that it was meant to be focused in.

Next we have things that we can kind of control. These are again mostly outside factors, and these are either maybe pieces of

information that are given to us regarding upcoming changes. I’m thinking about hearing from TPT that we’ll have VA login access or

pixel tracking. Or these might be more theoretical things that you are anticipating in your business. First, it’s helpful to identify and

opportunities in your business. And this can usually be done by month. If you just take a look at the calendar and common events

and themes that occur throughout the year in your business and in your personal life, you can kind of get an idea of what’s maybe

going to happen based on past events. So for example, an opportunity in your business could be that every back-to-school sell you

make a ton of money. So that’s a huge opportunity. You know it’s going to happen, you know the sale’s going to happen. You can’t

predict how much money you’re going to make, but you can definitely have that on your radar as something that you are going to

focus on this year in terms of the timing of your Facebook ads, maybe you’re trying to get a new product time out ahead of that

back-to-school sell, whatever.
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Now on the flipside, a threat would be something that’s going to negatively impact your business, but that’s not something you can

necessarily anticipate. Right? Because we don’t have a crystal ball. But there are things that we can kind of expect and prepare

ourselves for now. For example, if our pandemic continues the way it has been, virtual learning will continue and teachers won’t be

buying as many materials from my store that have printable or physical pieces that are shared in the classrooms. So for me, I need

to kind of keep that in mind and make it a just-in-case plan of how I’m going to pivot away some may be releasing Facebook ads for

those products and instead focusing more on my digital product lines. That’s a very basic example. But when we talk about threats

and opportunities, these are educated guesses. Right? We can’t predict the future. Just educated guesses.

Now I’m going to use two things you can anticipate this year as concrete examples. And those are the VA access login that we are

going to be receiving some TPT this year and also, the opportunity to track pixels from the website. And let me briefly explain what

this means for you as a seller. For a Facebook pixel, we are going to be able to, if we have a Facebook business account, we are

going to be able to connect our pixel to our TPT page, on the TPT platform. And then we will be able to target buyers with ads

based on whether they added something to their wish list, whether they added something to the cart, whether they purchased a

certain item. So that’s going to give us a ton of power to reach our customers that we don’t have currently. So for example,

something we can do now to get ahead of that change is to make sure we have a pixel installed. Perhaps we want to start seeking

out training in Facebook ads. I highly recommend Tracy Morgan. Her website is TracyByDesign.co, and she has done a lot of work

with the Facebook ads specifically with the TPT crowd. So if you were looking to kind of beef up your Facebook mileage, now would

be a great time to get ahead and be ready when that ball drops, hopefully sometime this Spring.

And also, start to make a game plan with what you will do once we have this tracking ability. How are you going to use this ability to

your advantage? This is really an unmissable opportunity in my opinion. I think that if you were not getting ahead of this pixel game

now, then you’re going to regret it when it happens and you start seeing people that are targeting their audiences and just getting all

of this traffic. You will wish that you would’ve started sooner. So if don’t have a pixel, get one. If you don’t know Tracy, contact her.

You won’t regret it, I promise.

All righty. The other thing that we can definitely anticipate this year is the VA login access for TPT. So for a long time, this was a

common roadblock to hiring someone to help with our TPT business because we didn’t want to just handover our username and

password, and we certainly didn’t want anyone else to be able to access our financial information. Well, TPT is in the process of

answering our prayers finally, and hopefully in the second half of this year, we are going to be able to let our VA’s log into our TPT

account without sharing that information and without having them see our financial data. So this is also going to be huge, and this

is also something you can get ahead now, as in today, like right this minute. This is actually something that I am going through right

now with my own VA’s, and my focus is going to be on training them to write product descriptions. I recommend creating templates

for them now so that way you can everything set up and ready to go. Teach them how to create product previews. Again, I

recommend creating thumbnail images and again, you guessed it, templates for these as well. And think about ways that you can

teach them how to list a product now even though they don’t have access. So something as simple as recording yourself, doing a

screen recording of you listing a product. Have them start tagging your resources with standards. You can give them a checklist, and

then they can transfer that information once they have login access. You can train them how to batch create things for you. I mean

the list is just endless. Start thinking now about how you can prepare your VA’s for that access, and you’ll be able to hit the ground

running once they’re able to do that.
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Last but not least, there are those unfortunate things that we have no control over. And I’m not going to harp on these because

these are truly the surprises in life whether they’re good or bad ones, there really isn’t much you can do to prepare for the absolute

unknown in your life or your business. Right? Because these could be any number of things. Obviously, we learned with the

pandemic that was a huge unknown and something completely out of our control. Illness, any mental health challenges you might

have. I know that dictates a lot of my work and productivity throughout the year. Anything going on with your family, your life in

general. So some of the things you can do to prepare for these unknown changes are creating a batch of emails, creating a batch of

blog posts or social media posts that can serve kind of as like your emergency subplans, but they’re actually your emergency

business plans. These are something that you can create for those days or weeks when you just feel like taking a break. It doesn’t

have to be in the case of an emergency. But you want to have something in place for when you either can’t do the work or don’t

want to do the work. It’s also a good idea to make someone else that you trust obviously the admin of your pages like Facebook and

Instagram. And consider this across as many platforms as possible. Because the other day—I mean it sounds morbid—but my

husband was like, what would I do if something happened to you? I don’t even know how to log into your TPT account. Like we

need to fix this. So it’s something that’s been on our radar for a really long time. But again, if this year taught us anything, it’s really

smart to prepare for the unknown changes even if it’s a little hard to put our finger on what exactly we might need to do.

All right. Well, I hope that your year is filled with all of the things you think are going to happen, and I really hope that any surprises

you have this year are good ones. But just in case, we’ve got you covered. If you listened to this episode today, please let us know

on social media. You can tag us on Instagram. We are @School.of.Sellers, and let us know you’re listening and I would love for you

to share what you are doing now to prepare for changes in your business this year. All right. I will see you next week where we will

continue with part 3 about ways that you can get ahead of your business in 2021. Thanks for listening, friends. I’ll talk to you next

week.
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