
CATCHING THE WAVE

WORKSHEET

W H A T  I S  T H E  R E S U L T  Y O U  W A N T  T O  A C H I E V E ?  B E  S P E C I F I C .

W H A T  S T R A T E G Y  W I L L  Y O U  U S E ?

W H A T  A C T I O N  S T E P S  W I L L  Y O U  T A K E  A N D  B Y  W H E N ?

C O P Y R I G H T  ©  M I K E  S T A V E R  /  T H E  S T A V E R  G R O U P

Increase the number of closed sales by 20%

Increase time with personal connections by 50%

Virtual connection

In person meetings

Video

Film two videos per week with value add content designed to help and not to 
sell

Write 5 notes per day to my data base

Schedule meetings with friendly “prospects” to reconnect



W H A T  A R E  T H E  S P E C I F I C  S T E P S  Y O U  N E E D  T O  T A K E  N O W  T O  G E T  Y O U

R E A D Y  F O R  T H E N  ( W H E N  T H E Y  T A K E  T H E  R E S T R I C T I O N S  A W A Y ) ?

W H A T  R E S O U R C E S  D O  Y O U  C U R R E N T L Y  H A V E  T H A T  Y O U  C O U L D  P R E P A R E

T O  U S E  I N  T H E  R E C O V E R Y ?

C O P Y R I G H T  ©  M I K E  S T A V E R  /  T H E  S T A V E R  G R O U P

N O W

W H A T  A R E  T H E  F I R S T  T H R E E  T H I N G S  Y O U  W I L L  D O  A S  Y O U  S E E  T H E

R E S T R I C T I O N S  L O O S E N ?

H O W  W I L L  Y O U  E X E C U T E  Y O U R  S T R A T E G Y ?  ( I N  P E R S O N ?  V I R T U A L L Y ?  S O M E

C O M B I N A T I O N ? )

T H E N

Order personalized notes

Outline video content

Make a list of “prospects” to meet with

I have an phone with good video quality

I have a good pen

I have access to great content and help for prospects and customers

Produce a welcome back video from the lake sharing information on reentry

Schedule a lunch with a close friend

Sit down with my team to put dates and specific goals to our action items

Video first

Virtually (email, text)

In person with those comfortable



W H A T  D O  Y O U  K N O W  A B O U T  Y O U R  “ A U D I E N C E ”  ( C U S T O M E R S ,

C L I E N T S ,  F A M I L Y  E T C )  T H A T  W I L L  H E L P  Y O U  B E  S E N S I T I V E  T O  T H E I R

C I R C U M S T A N C E S ?

W H A T  W I L L  Y O U  D O  T O  B U I L D  M O M E N T U M ?

C O P Y R I G H T  ©  M I K E  S T A V E R  /  T H E  S T A V E R  G R O U P

A F T E R T H E N

W H O  I S  Y O U R  S U P P O R T  S Y S T E M ?  T H E S E  A R E  T H E  P E O P L E  T H A T  W I L L

S U P P O R T  Y O U ,  S T A N D  W I T H  Y O U  A N D  E N C O U R A G E  Y O U .

H O W  W I L L  Y O U  C E L E B R A T E  A S  Y O U  W I N ?

It varies but my customers indicate they want to “talk” and get together. We
are already talking so I think they will be OK with meeting for the most
part.

My family has a lot of pent up desire to get together

I will be consistent in getting things done quickly

I will literally put my action items on my schedule and create urgency there

My assistant

My partner (significant other)

My friend Joanne

Massage

A trip with my friends when I hit the first milestone




