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After over 40 days of rain at the 

start of this year, I’ll be honest, it 

felt like Spring was never going to 

arrive, but it’s finally here!  

 

This time of year always brings that 

fresh-start energy. The windows are 

open. The light hits differently, and 

suddenly the clutter you ignored all 

winter feels obvious.  

 

But here’s the question most 

business owners forget to ask: when 

was the last time you spring-cleaned 

your operations? 

 

Not your branding. Not your 

revenue goals. Not your PR and 

marketing strategy. 

 

Your systems. Your files. Your 

processes.  

 

The behind-the-scenes engine that 

actually determines whether Q2 

feels smooth and scalable or chaotic 

and duct-taped together.  

 

Because here’s the truth: Q2 is 

where growth tends to accelerate. 

Budgets open up. Buyers re-engage. 

Momentum builds, and high-growth 

potential is real.  

 

But growth doesn’t break messy 

businesses. It exposes them.  

 

The duplicated Google Docs. The 

“final_FINAL_v3” file names. The 

onboarding process that lives half in 

your head and half in Slack.  

 

The manual tasks you’ve been 

meaning to automate for six months. 

Spring is your opportunity to reset 

the foundation before acceleration 

that hits.  
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For many business owners, Q1 

feels rather uncomfortable.  

The festivities are over, clients are 

cautious, pipelines feel thinner, 

enquiries slow down, and revenue 

dips. From this point, the internal 

narrative usually begins with: 

“Have we lost momentum?” 

“Is something wrong?” 

“Did we peak last year?” 

Slow seasons don't just affect your 

cash flow. They can also affect your 

confidence, even when you’re 

expecting them.  

But here's the shift that can change 

everything: a quieter month isn't 

about a failing business; it's just a 

natural rhythm. Not every season is 

designed for acceleration, and that's 

OK. 

Slow doesn’t mean stagnant 

We are conditioned to believe that 

growth should be constant, month-

on-month, quarter-on-quarter, 

always climbing.  

But the truth is that most healthy 

businesses will operate in cycles. 

Busy periods. Delivery phases. 

Strategic pauses. Rebuilding 

pipelines. Refining systems. 

Q1 in particular often brings with it 

a lot of hesitation from clients 

reviewing budgets, resetting 

priorities, or waiting for their own 

clarity. That's no reflection of your 

value; it's simply timing. 

When you choose to interpret a 

seasonal slowdown as personal 

failure, you then create unnecessary 

pressure. When you can recognise it 

as a part of the cycle, you regain 

control. 

The difference here is mindset. 

Reframe the narrative 

Instead of asking, “Why is this 

happening to us?”  

ask, “What is this quarter giving us?” 

Slower months can actually offer 

you assets that busy months never 

do, such as space to review your 

pricing, strengthening marketing 

foundations, having the capacity to 

improve systems, an opportunity to 

reconnect with existing clients, and 

simply having the mental room to 
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In 

this issue of The Business Brief, we’re 

diving into how to clean up your 

systems, streamline your processes 

and organise your operational 

backbone so you’re not just hoping 

for a big Q2, you’re structurally 

prepared for it.  

 

We’ll be looking at why increased 

revenue isn’t always the goal, how to 

effectively use time blocking in high-

shift workflows and most 

importantly how to stay mentally 

strong following revenue dips.  

 

It’s time to clear the clutter and build 

for scale. Your future business will 

thank you for it.  

 

Wayne 
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Making peace with slow seasons 



 

 

think strategically. 

When you’re fully booked you are 

generally reactive. When things 

quieten down, and you actually get a 

minute to yourself, you can be 

proactive.  

The businesses that use slower 

seasons well often outperform later 

in the year because they have 

prepared at a time when most 

businesses are panicking. 

 

Guard against the comparison 

trap 

Q1 can also magnify comparison 

quite significantly. You see your 

competitors announcing new wins, 

posting their new launches, and 

sharing optimistic forecasts.  

This then makes your steady, quieter 

period feel like evidence of you being 

behind. But let's be real here: social 

media rarely reflects the full picture. 

You're seeing curated highlights, not 

balance sheets. 

Comparison can distort your 

perspective. It turns normal 

seasonality into perceived 

inadequacy. So instead of scanning 

outward, try looking inward.  

Compare this Q1 to your previous 

ones and identify patterns. Is this 

truly different or is it simply 

familiar? Quite often the data tells a 

calmer story than your thoughts do. 

Strengthen mental discipline 

during revenue dips 

Slower revenue doesn't just test 

your strategy; it also tests your 

emotional resilience. Here are some 

practical ways for you to protect 

your mindset: 

1. Separate facts from fear 

Look at actual numbers, not 

assumptions. What does the pipeline 

really show? What contracts are 

pending? What historical patterns 

exist? Fear thrives in vagueness, but 

clarity reduces it. 

2. Focus on leading indicators 

Revenue is a lagging indicator. 

Instead, track actions you control, 

such as conversations started, 

proposals sent, marketing activity 

completed, and networking 

attended. Momentum in these areas 

often precedes financial results. 

3. Keep your weekly structure  

When workload drops, it’s tempting 

to drift, leading to late starts, 

reactive days, and scattered focus. 

This is why you need to maintain 

structure, protect your working 

hours, and schedule strategic 

projects because routine stabilises 

mood. 

4. Invest in relationships 

Use quieter periods to strengthen 

client relationships without an 

agenda. Check in. Offer value. 

Reconnect. Strong relationships 

smooth future revenue volatility. 

5. Protect your personal energy 

Financial dips can quietly erode 

confidence. Prioritise your sleep, 

exercise, and time away from 

screens. A regulated nervous system 

makes better decisions than an 

anxious one. Remember: Slow 

seasons aren’t empty. They’re 

preparatory. 

Make peace, not panic 

Every business will undoubtedly 

have peaks and troughs, but the goal 

is not to eliminate them, it's to 

navigate them calmly. Peace within 

the slower months comes from 

understanding that they are 

temporary, purposeful, and quite 

often necessary.  

You didn't start your business from 

constant adrenaline; you started it 

for autonomy, sustainability, and 

long-term overall reward. 

So, if Q1 felt quieter, try not to label 

it as failure, label it as a phase. 

Take it as time to stabilise your 

mindset, strengthen your 

foundations, and trust the cycle.  

Healthy businesses aren't built on 

perpetual urgency. They're built 

on resilience, and resilience is 

often forged in the quieter 
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Proven strategies to help you achieve financial freedom... 

Making peace with slow seasons 
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Have a question ? Call  our office on 01476 862 172 

From hustle to healthy profit:  

Why increased revenue isn’t always the goal 

There are many numbers that 

business owners will obsess over, 

but one that we know all too well 

is revenue.  

We constantly view it as the headline 

figure. The one that sounds 

impressive when you're at 

networking events. The one that 

makes for confident posts about 

doubling turnover and hitting your 

best month ever. 

But here's the uncomfortable truth. 

Revenue without profit is just busy. 

If you can see that your turnover is 

climbing but your stress, overheads, 

and working hours are climbing 

even faster, you haven't built 

growth, you've built pressure.  

If you want to see the shift from 

hustle to healthy profit, it starts with 

understanding one thing: more sales 

do not automatically mean more 

success. 

Revenue is vanity. Margin is 

sanity. 

This may sound barbaric, but it's 

entirely possible to increase your 

revenue and actually take home less 

money. 

How? Discounting to win, under-

pricing to stay competitive, adding 

services that generate turnover with 

thin margins, hiring too quickly, or 

perhaps taking on clients that drain 

time and energy with minimal 

return. 

If £100,000 in revenue leaves you 

with £30,000 profit, and £150,000 

still leaves you with £30,000 after 

hiring and added costs, was the extra 

£50,000 worth the pressure? 

Your gross margin shows you how 

efficiently you delivered your 

product or service, whereas net 

margins reveal what's left once the 

dust has settled.  Healthy businesses 

protect both. 

Unsure where you stand currently? 

Try reviewing your margins by 

product service line or even client 

segment. Identify which of these 

areas genuinely generate a profit 

and which of them are simply 

generating activity. The answers 

may surprise you. 

Not all growth is good growth 

Gross can be very seductive because 

it feels like progression, but scaling 

something inefficient just magnifies 

the problem. Having more clients 

means more delivery. More delivery 

means needing more support. More 

support means you need more 

systems, more management, and 

more money.  

If the original pricing wasn't strong 

enough, all you've done is scale a 

weak model.  

When it comes to sustainable 

growth, ask yourself: Can we 

increase profit without 

proportionately increasing 

complexity? 

Sometimes that can mean increasing 

prices instead of chasing volume, 

streamlining your services instead of 

expanding them, improving your 

operational efficiency before hiring 

any new starters, and most 

importantly, saying no to low-

margin opportunities. 

Healthy growth will protect your 

capacity. Growth through hustle 

consumes it. 

The hidden cost of hustle 

It’s crucial that you don’t neglect 

your personal margins.  

If you are having late nights, 

constantly firefighting, if you're 

riddled with cash flow anxiety, and 

you're always chasing the next sale 



 

 

so that you can cover last month's 

commitments, this isn't success, its 

survival dressed up as ambition. 

If you find that your business 

requires you to operate at 110% 

capacity to simply maintain revenue, 

then your model needs attention. 

Profitability is never just about 

money in the bank; it's also about 

creating some breathing space. 

When your margins improve, 

pressure reduces. You gain space to 

make better decisions instead of 

constantly making reactive ones. 

Focus on levers that improve 

profit, not just turnover 

If we're shifting the focus away from 

revenue growth, what should we 

focus on? 

1.Pricing discipline 

A small, controlled price increase, or 

simply holding firm instead of 

discounting, can improve profit 

more effectively than chasing 

additional low-margin sales. 

2.Cost-control 

Audit recurring expenses. Negotiate 

supplier contracts. Remove tools 

that don’t serve you. Protecting your 

current margin is as important as 

generating sales. 

3.Client quality  

Not all customers are equal. 

Prioritise those who value what you 

do, pay on time, and generate repeat 

or referral business. Sometimes, 

fewer, better clients create stronger 

profits. 

4.Operational efficiency  

Tighten processes, reduce 

duplication, and automate where 

appropriate. Improving delivery 

efficiency increases your margin 

without increasing workload. 

5.Retention over acquisition 

Keeping an existing customer is 

significantly cheaper than acquiring 

a new one. Strong retention 

improves lifetime value and 

stabilises cash flow. 

Each of these levers strengthens 

profit without demanding constant 

hustle. 

Redefining “more”  

Many business owners think “more” 

means more revenue, more clients, 

and more team members, but at 

some point, that “more” should start 

meaning stronger. Stronger margins, 

stronger cash reserves, stronger 

systems, and stronger work-life 

boundaries.  

A smaller, highly profitable business 

can often be healthier and much 

more enjoyable than a large, 

demanding, and fragile one. 

The goal here is not to shrink your 

ambition. It’s to direct it wisely. 

Sustainable businesses aren't built 

on constant acceleration; they're 

built on solid foundations, 

discipline, and a clear 

understanding of what creates 

wealth. 

So, before you chase your next 

revenue milestone, stop for a 

moment and ask yourself this. Is this 

growth improving profits, or is it 

just increasing pressure? 

Make the move from hustling to 

healthy, protect your margins, 

and build for sustainability. Allow 

your profits to be a measure of 

success, not just turnover. 
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Proven strategies to help you achieve time freedom... 

From hustle to healthy profit:  

Why increased revenue isn’t always the goal 
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Want help sleeping at night? Call  our office on 01476 862 172 

Time blocking 2.0:  

Modern approaches for high-shift workflows 

Time blocking has been around 

for years with colour-coded 

calendars, neatly divided hours, 

deep morning concentration, and 

meetings tightly scheduled for 

the afternoon.  

And this all sounds like a very 

tightly run ship until reality 

happens. 

A client calls unexpectedly, a 

supplier misses a deadline, you 

have a team member that's in need 

of your support, and then suddenly 

the day that you carefully planned 

at 7:00 am looks absolutely nothing 

like the one you're living by 11:30 

am.  

Traditional time blocking assumes 

that your day is predictable, but as 

most business owners know, 

predictability in business isn't 

always a guarantee.  

Instead, you often find high-shift 

workflows with constant contact 

switching, reactive decision making, 

and competing priorities. 

So, if rigid time blocking hasn't been 

working for you, it may be that you 

need a more flexible system, and 

this is where time blocking 2.0 

comes in. 

 

 

Dynamic time blocking: Planning 

by energy, not just hours 

Dynamic time blocking shifts the 

focus from having fixed tasks at 

fixed times to categories of work 

matched to your energy levels.  

Instead of planning to write your 

proposal between 9:00 and 10:00 

and then follow up on emails 

between 10:00 and 11:00, you 

define your blocks slightly 

differently.  

For example, your defined blocks 

could be a deep focus block, an 

admin block, a client block, and then 

a strategy block.  

You then assign tasks in real-time 

based on what needs your attention 

and how much mental bandwidth 

you currently have. 

If you hit a mid-morning crisis and 

this wipes out your deep focus 

block, you don't abandon it, you 

simply move it, leaving the block 

protected but still flexible.  

This approach works because it 

mirrors how businesses actually 

operate.  

You're still intentional and 

protecting time but you're not 

pretending the day doesn't move or 

shift.  

If you think you'd benefit from this, 

start by creating three to four 

recurring block types in your 

calendar and simply treat them as 

movable containers. 

Rolling blocks: Protecting the 

work that matters 

One of the main reasons that time 

blocking fails is over-commitment. 

You stacked your day far too tightly, 

and when one task overruns, 

everything else collapses.  

This domino effect can be avoided 

by using rolling blocks. 

Rather than assigning a task to a 

single fixed slot, assign it to the next 

available qualifying block within a 

defined window.  

For example, “Complete Q1 review 

within the next 3 deep focus 

blocks.”  

Now you've done this, the task rolls 

forward until it's completed. Now, 

rather than panicking when 



 

 

Tuesday's 10 am slot disappears, 

rolling blocks create continuity 

without rigidity.  

They also remove the guilt spiral 

that happens when you miss a task.  

Remember you didn't fail. The block 

simply rolled, and the system 

absorbed the disruption.  

At the end of each day, have a look 

at unfinished tasks and deliberately 

roll them onto the next suitable 

block, never leaving them floating 

on a to-do list with no home. 

Anti-procrastination stacking 

If we’re honest with ourselves, the 

real issue is rarely a lack of time; it's 

avoidance.  

There will be tasks that you delay 

not because you can't do them, but 

because they’re uncomfortable 

things like pricing updates, tricky 

emails, and strategic decisions that 

you can't quite get your head 

around.  

With anti-procrastination stacking, 

you are powering one avoided task 

with a momentum task inside the 

same block. 

For example, you could spend 20 

minutes clearing out your inbox and 

immediately follow that by 30 

minutes drafting a dreaded 

proposal.  

This way, you're leveraging the 

psychological momentum of 

starting, and once you're already in 

motion, the resistance often drops. 

Another version is micro-start 

stacking, where you commit to just 

10 minutes of the avoided task at 

the start of a block.  

Often, you can actually continue to 

do it because it was just the ‘getting 

started’ part that was in your way.  

The goal here isn't tricking yourself, 

it's simply to reduce the emotional 

friction that keeps important work 

until later. 

Start each week by identifying one 

task that you’ve been avoiding and 

assign that task to the first 10 to 20 

minutes of a block, stacking it with 

something that’s easier to start with 

immediately after. 

 

Flexibility without chaos 

Time blocking 2.0 isn’t about 

squeezing more into your day; it's 

about creating structure that bends 

instead of breaking.  

Dynamic blocks protect your 

energy, rolling blocks protect your 

priorities, and anti-procrastination 

stacking protects your momentum.  

Together, they allow you to operate 

strategically even when you're 

having one of those unpredictable 

days. 

You didn't build a business to 

spend it firefighting your own 

calendar. Upgrade your methods, 

maintain your focus, and let your 

calendar support you, not stress 

you.  
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Proven strategies to help you achieve mind freedom... 

Time blocking 2.0:  

Modern approaches for high-shift workflows 
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Have a question? Call  our office on 01476 862 172 

 

ESP Business Solutions 

87b Westgate, Grantham, NG31 6LE 

01476 862172  sayhello@espbiz.co.uk      

espbiz.co.uk 

Sharpening the saw... 

Sound familiar?  

You started your business to gain 

more freedom, yet somehow 

you've ended up working longer 

hours than ever, involved in 

every decision, and unable to 

switch off even at the weekend.  

If that's you, SYSTEMology might 

just be the book you've been 

waiting for. 

Written by Australian entrepreneur 

David Jenyns, SYSTEMology sets out 

to solve one of the most common 

problems facing owner-managed 

businesses — the fact that 

everything depends on you.  

Jenyns knows this challenge 

personally.  

After building a successful digital 

agency, he found himself the single 

biggest bottleneck in his own 

company.  

His solution?  

A straightforward, seven-step 

framework to gradually remove 

yourself from the day-to-day 

running of your business, without 

everything falling apart. 

What makes this book stand out is 

how refreshingly practical it is. 

There's no corporate jargon, no 

complicated theory, and no 

assumption that you have a large 

team or a big budget.  

Jenyns breaks the process down 

into manageable stages —  

Define, Assign, Extract, Organise, 

Integrate, Scale, and Optimise  

— and walks you through each one 

clearly, with real-world case studies 

that make the advice feel genuinely 

achievable. 

One of the most reassuring ideas in 

the book is that you don't need to 

document hundreds of processes to 

make a real difference.  

Jenyns introduces his "Critical 

Client Flow" concept, which helps 

you identify the small number of 

systems that actually move the 

needle in your business — think 

lead generation, sales, and service 

delivery.  

Start there, he says, and the rest will 

follow. 

Perhaps the biggest myth this book 

busts is that you're the one who 

needs to create all the systems. 

Jenyns makes a compelling case that 

your team members —  

the people actually doing the work  

— are far better placed to document 

the processes than you are. 

If you've read The E-Myth Revisited 

and loved the idea but weren't quite 

sure where to start,  

SYSTEMology gives you the 

practical roadmap to actually get it 

done.  

Highly recommended. 


