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Calm the Waters 
 

Max Bolka is a motivational speaker and a coach to financial advisors.  Early in an 
economic downturn, he sent an email with a simple message:  your clients are terrified; 
what are you doing for them?  And he offered them a guide that he produced to help them 
host seminars for their clients about what’s going on in the markets and what to do about 
it.  Best line:  “Right now, the amateur is focused on how unhappy Clients are (because 
they didn't do a good job of managing Client expectations). The professional is also 
focused on how unhappy the amateur's Clients are, and is giving bear market seminars to 
draw them in by the dozens.  Which one are you?” 

Strategic Coach founder Dan Sullivan coaches 3500 entrepreneurs, who get very nervous 
when the economy gets loony.    So he wrote “The Scary Times Success Manual” (free 
download) about how to transform your fear into strategy and progress. 

Most of your customers are scared, and the whales are most scared of all.  What are you 
doing for them?  Here are some opportunities: 

1. Say “thank you.”  Don’t wait until Thanksgiving or Christmas.  Celebrate your 
whales now, and let them know how much you appreciate their business.  
Celebrate with your whales [even if they are not buying now]. 
 

2. Make something complex simple.   Do a webinar or seminar, a newsletter or a 
pamphlet that applies your “insider knowledge” to your whales’ business or life.   
For Max Bolka, it was how to reassure frightened investors.   For Dan Sullivan, it 
was how an entrepreneur can overcome fear.  For a marketing firm—how to 
understand Twitter or Squidoo.  For a technology firm—what’s the next 
generation of phones or video conferencing.  For a manufacturer—what’s new in 
quality assurance.  What could it be for you? 
 

3. Think strategy.  Customer relationships that began strategically tend to become 
more tactical over time as your new product or service is integrated into the 
customer’s business and new decisions move to the top of mind.  Today your 
whales buyers’ table, management team, division heads and department directors 
are suffering from across-the-board budget cuts , layoffs, hiring freezes, and 
frightened employees.  You can be a confident confidante who offers a different 
perspective.  Make a call, lend an ear, make an introduction. Bring a new 
perspective.  Everyone’s selling “solutions” these days; now’s the time to over-
deliver on your promise. 
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4. Predict the future.  Not with a crystal ball, but with your superior understanding of 
one slice of the economy or history or consumer behavior or technology or 
business or whatever it is that you understand in abundance.   We are surrounded 
by bad news which generates more bad happenings which generate even more bad 
news.  Your customers are not immune .  So it’s a good environment in which to 
practice optimism—at least you have less static on the “positive prediction” 
channel.   Paint a rosy picture for your whales about something that’s going to 
have a positive impact on them personally or in their business. 
 

5. Team Up.  Can you help your customers reach their customers?  Maybe by 
yourself you can’t, but with a strategic ally you could.   Can you partner with your 
local university, an economic development group, an incubator, a nonprofit to 
sponsor “useful information” or “good news” for your customers’ customers? 
 

6. Volunteer.  Membership associations and nonprofits are hurting.  It’s a good time 
to increase your efforts of support.  More outreach will not only help those 
organizations and strengthen the community, but it will help you and your 
employees to feel good and think good thoughts.  Do a workshop.  Make a 
presentation.  Give some in-kind product or service.  Take the lead on a charitable 
endeavor and invite your customers to join in. 
 

7. Engage your team.  Maybe your creative energy is not at its peak today.  But you 
don’t have to do this alone!  Host a brown bag lunch, a company meeting, a 
conference call, an email exchange.  Ask everyone in your company to think 
about how you can help your customers or clients handle this economic 
whirlwind. 

As Max Bolka said, the amateurs are sick of their clients’ complaints and tired of being 
blamed.  But the professionals are busy offering new value, cementing customer 
relationships, and getting new customers. 

You know that whales are afraid.  When the economy is down, they are more afraid than 
usual.  Be the one who calms their waters. 

 

Barbara Weaver Smith 


