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Your job as the leader

Set the 
Vision

Build the 
Team

Secure 
Cash/Fuel





•Virtual Lunch in Greece
•French Quarter Fest
•Virtual Vacation on a 5-
Masted Sailing Ship
•Alaska Summer Cruise Get 
Together
•Virtual Birthday Bash
•CEO Update & Connect 
with Compassion

https://singlelife.today/

https://singlelife.today/






▪ Restaurant/Coffee 
Shop/Cowork Space

▪ Richardson, TX 

▪ Selling a weekly family 
meal subscription

▪ For every 4 subscriptions 
sold, giving away 1 
subscription to someone 
in need in the community



Verne Harnish

After 9/11

•Called and offered all of his customers who could stay 
on board a discount to prepay for a year.

•Offered a bonus: VIP status for the life of their 
membership



“The storm has enveloped Everest – you can’t see further 

than what’s in front of your nose -- so the only thing to do 

is put one foot in front of the other and keep moving, up or 

down – but keep moving. Energy is like water; it will 

stagnate and go bad if not moving.

Make stuff happen – one hour at a time. What is the one 

thing I can accomplish next, take a break, then next – one 

hour at a time – 8 to 10 things today (we filed for 

immediate emergency funds, just shot a video, next 

writing this email). Piece together positive wins and shut 

off the negative news. DON’T WATCH IT!

The daily huddle is critical (consider twice per 

day). Decide the one positive priority each team member 

needs to accomplish yet today or tomorrow – strangely, 

focus is calming. Then keep moving, one step at a time.”

Wise Counsel 
from

VerneHarnish
Scaling Up





•3D printed Honey Hives  
•Northern Rivers, NSW, Australia
•$600 price point
• Pre-sold $12M in 30 days



Residential Painter
• Collected many ‘before and after’ photos over the years.
• With extra time on his hands, he is cleaning up his online presence.
• He started connecting with past customers to get permission to post 

their home on his website and social pages.
• Made an offer for 25% off a future painting project to be completed 

this year if they pre-paid or put money down.



If a Landlord Can Do It...

Halifax Landlord, Ron Lovett got creative:

➢ Reached out to his tenants with resources to stay 
healthy when the crisis started.

➢ Provided help and guidance in applying for 
unemployment benefits when tenants were laid 
off.

➢ Challenged his tenants to a virtual lip-sync battle 
with a cash prize. He received over 350 entries! He 
saw a 3.6% improvement in collections over the 
previous month.



Events & Services Online



•Do some of those projects you were going to do ‘someday’
• Improve your website
• Gather customer testimonials/reviews
• Ask for referrals
• Clean up/organize your inbox and/or your office

•Create new products/services or greatly improve current customer 
experience
•Establish new (or renew old) Bus. Dev relationships
•Crosstrain your team members
•Outsource some repeatable tasks (Virtual Assistant)
•Write that book you were going to write

Extra Down Time?



The best leaders 
build the best businesses, 

and the best businesses win.

Parting Thought



30 Minutes to Talk

If you need a thought partner… just someone to sound 
some things out with

If you want help preparing for an important leadership 
moment/conversation

Grab time on my calendar here: http://bit.ly/callwithbrett
or you can email me at brett@GrowWithElite.com

http://bit.ly/callwithbrett


Helping with Your Current Reality

Recorded Calls/Resources: http://growwithelite.com/covid

Managing Cash
•What to do When Cash is Tight
•SBA Loan Information Session
•Crisis Cash Flow Management
•Generate Cash w/New Sales

Leading People
•Leading People Through Challenging Times
•Essential Ingredients for Leading Remote Teams
•Creative Ways to Engage EEs, Prospects & Customers
•Engaging in Uncertainty

http://bit.ly/callwithbrett

http://growwithelite.com/covid
http://bit.ly/callwithbrett

