


In a time of international uncertainty people are looking for the helpers. Citizens are looking to 
government and business leaders for hope and help. People are looking to one another for direction 
and assistance. Uncharted territory comes without guidance. That is where we are right now. We 
at Innovations sat down to discuss the state of the world. We wanted to answer one question for 
ourselves: How can we be the helper? What do businesses need right now that we could possibly 
provide? Out of this meeting we developed this document.

This document is our attempt to help you reframe your mindset in the midst of this tumult. We 
are here to help you pivot away from the negativity that pervades our every thought process and 
toward the process of becoming a helper and a dreamer.

Let’s start with a very simple & practical checklist for a business’s Coronavirus reaction. Remember 
that everyone is anxious right now and the more information you can provide, the more comfort 
you can provide.

How to communicate these items:  

 Look at what others are saying. Is it all the 
 same? How? Be different. Don’t be as guarded. 
 Connect to your people.

 Avoid deeply negative terminology in these 
 documents and discussions.

 Be honest but hopeful in your statements.

 Do not be afraid to be emotional and 
 sincere. People are not soothed by business  
 talk when anxious about the future.

 Be bold. Businesses have a tendency to get 
 small and conservative when insecurity 
 bears down. Take big swings. Be radically 
 transparent.

 Be conversational.
 Letting down your guard and being yourself 
 will be greatly appreciated.

Communicate your reaction to the COVID-19 
outbreak to your customers and staff:

 Include how operations will change:

 Include how operations will stay the same:

 Communicate what they need to do to 
 respond to those changes:

 
“When I was 

a boy and I would 
see scary things in the 

news, my mother would 
say to me, ‘Look for the 

helpers. You will always 
find people who are 

  helping.’ ”

- Fred Rogers



Now that you’ve responded, you can start to be proactive on what’s next. The following two pages are 
worksheets to help you become a helper for your customers and your employees. It will help you keep 
dreaming as you face tough decisions over the coming weeks.

Use this worksheet to organize your resources and your community’s needs. People are looking to you for 
help right now. Use this process to determine how best you might be able to do that.

Pivot to Helping

 • If you are a plumber you might have linked 
  the fear “I need plumbing repair but I am social 
  distancing and don’t want to invite a repair 
  person into my house” with your ability to 
  make instructional material about how to  
  deal with common plumbing issues until  
  people are more open to having strangers in 
  their home again.

 • Maybe you just want to produce something  
  entertaining and less informative. People 
  need that right now as well. Your skill doesn’t 
  have to solve a problem. People have time to  
  learn new things right now. You could show 
	 	 them	how	to	arrange	flowers,	make	the	perfect 
  martini, or play blackjack. Share yourself 
  with your customers and staff right now.

Here are some examples to help you along.

 • If	you	are	a	financial	adviser	you	might	have 
  linked the fear “how will I pay my bills” with 
  your knowledge of loan deferments. Now 
	 	 consider	writing	 or	 filming	 something	 that 
  those people could use as a guideline to 
  soothing their fear.

 • If you are a chef you might have linked the 
  fear “I don’t know how to cook fresh produce”  
  with your ability to cook delicious produce.  
  You could write a recipe or make a video of  
  how to do that. You might also ask people 
  to tag you in a post with a list of ingredients 
  on social media so that you can suggest dishes 
  they could prepare with them. You can liter- 
  ally use your knowledge to help people feed 
  their families.

Now list concrete ways you might use your skills to soothe these fears for your customers.

List the skills that are associated with your 
business and hobbies (ex. Cooking, Financial 
Advising, Gardening, Home Repair. etc.)

List some of the fears and anxieties your 
customers and community are experiencing 
right now.



Adopt the mentality right now that you are going to survive this and even emerge with a clearer vision 
and purpose for your business. Business owners rarely have the time to commit to focusing on the future 
because the present requires so much attention and effort. As a wise man once said “if you are working 
in your business, you aren’t working on your business”. So, now is the time to work on your business. It’s 
time to dream about the future that your business absolutely positively will have. 

This worksheet is designed to guide you through the process of dreaming and planning for the future of 
your business.

Dream for Your Business

  What were those goals?

  List some of those goals you have achieved.

Think back to when you first started running your 
business...

  Describe the passion you felt at that time.

What do you want people to say about your 
business?

  Create the ideal review of your business.

What business resources have you been meaning 
to tap into but haven’t had time?

  Describe the drive to complete the goals you 
  set out for the business.

  Are there videos that you’ve been meaning to 
  watch?

  Have you been interested in an online course 
  for a long time?

Your employees give so much to your business. 
Is there an employee that really overachieves?

  What opportunity would you love to provide 
  them with?

  Is there a book that you’ve been meaning to 
  read?

  How would you love to reward them for their 
  commitment?

  What can you and your team do to make that 
  review a reality for your customers?

Are there any skills you would like to add to your 
business?

Do you dream of expanding?

  To where?
  What would you add?
  What would that look like?

Is there any other business or entrepreneur you 
would love to partner with either on a project 
or a permanent basis?

  Who is it?
  What would you do together?



Hey Business Leader, 

People across the nation, the world really, are frozen. I’ll admit, I was for about 48 hours. It’s 
natural in uncertain and fearful times to tighten up and close ourselves off. But, that’s not 
what we all need right now. My team needs me to be a leader. And your team and customers 
need you to be too. 

Right now is an opportunity for you to show up for your family, show up for your customers 
and show up for your employees in ways that you never have before. If you do, people will 
remember. 

The other day our team sat together (6 feet between all of us!) and started thinking through 
some of these very questions we’re asking you to think through. The main concern? Not the 
virus, but this question: How do we get people to keep dreaming and reaching their goals?

As creatives, dreaming is what we love to do. It’s desperately needed while people sit at home 
without a job or with the threat of losing theirs very soon. 

Help your customers dream of the day they can use your services again. Help your employees 
dream with you, too. As things slow down, now is a great time to reevaluate your business and 
ask your team for ideas. You might be surprised at just how forward thinking some of them 
are. Giving them a taste of your drive and purpose will feed them in ways that money never 
will. 

Don’t freeze. Instead, dream and think bigger than you have before. Business leader to 
business leader, I’m here for you if you want to chat. 

Todd Duff

CEO | Innovations Branding House 

(270) 442-2400 todd@innovationsbrandinghouse.com

innovationsbrandinghouse.com


