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Introduction

Do you have a goal, but not the all skills, resources or energy to do it?

Do you:
• Wake up in the middle of the night feeling overwhelmed, 

worrying about which action to take next?
• Have bad experiences with people not doing what they promise?
• Want to find other people to do the work you don’t want to, or 

can’t do, but it seems too complicated?

You don’t need to wear all the hats and do it all yourself!

We know that a big trap for many entrepreneurs is thinking they need 
to do everything themselves, especially when first starting out. One of 
the first things we tell them is that running a successful business requires more than just a good 
idea or a talent. Many skills are needed, and one person trying to do it all can feel overwhelmed.

A growing number of entrepreneurs want to maintain independence while working with others . 
The 3 Solutions and Tools in this Report will help you on your way to collaborating effectively with 
others to:

• share the load
• give you more income
• increase your free time 
• add stimulating professional input 

Utilize the information and tools in this report to have an even larger positive impact for your 
clients, community, and the world. Follow the steps presented as you find, filter, nurture and 
maintain your perfect project partners and create win-win results you all care about.
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SOLUTION # 1 
Know Yourself and Your Business

Know Yourself
The first place to start is right where you are. In order to know what tasks 
you want someone else to take on, you have to know what you love doing 
the most, what you are talented and skilled at doing, or what you are 
willing to learn how to do better. In addition, it’s important to take an 
inventory of not only what you want to do and what you want someone 
else do, but what is the current reality and situation in your business.

• What’s important to you: what are your values, dreams, and vision 
for your business?

• What are your talents, strengths, expertise?
• Be honest about your business today. Is there something 

important that you have been neglecting or avoiding?

EXERCISE #1—Know Yourself. Make a three-column list with the headings “What I Love to Do”, 
“What I’m OK with Doing”, “What I Want Others to Do”. Now fill in the columns. Be spontaneous—
don’t overthink this. Are there any surprises? This exercise will also help you to be clear about what 
value you would bring to someone else.

What I Love  I’m OK With Doing Want Others To Do

1.

2.

3.

1.

2.

3.

1.

2.

3.

There are many instruments and assessments which allow you to inventory 
your own and other’s strengths, and even compare them. Included in this 
Entrepreneur's Collaboration TOOLBOX is the free RichardStep Strengths and 
Weaknesses Aptitude Test where you can determine what your strengths are, 
plus a description of all 34 strength/talent themes originally developed by 
Marcus Buckingham and Donald O. Clifton www.strengthsfinder.com ; 
http://www.tmbc.com. 
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Know Your Business
As an entrepreneur, it is your responsibility to make sure everything that needs to get done in your 
business gets done. It is NOT your responsibility to DO everything. In the start-up mode you may 
be the only one who knows enough to do most of the essential tasks, however as your business 
expands you will benefit from what others can offer. Entrepreneurs are, by nature, independent 
and often will hesitate to get the assistance they need to grow their business and have a balanced 
life.

As you think about your own strengths, and what activities you do well and believe are a productive 
use of your time, also think about what is going well, and what needs improvement. 

EXERCISE #2—Know Your Business. Use the following chart to begin identifying your business 
picture.

What’s Going Well in My Business What Needs Improvement

1.

2.

3.

1.

2.

3.

Use the BUSINESS ASSESSMENT TOOL in the Entrepreneur’s Collaboration 
TOOLBOX to identify the priority areas where you would like someone else’s 
time or expertise. Rather than hiring employees or paying contract labor, use 
those categories as a guide to identify areas where mutually beneficial 
relationships can help you. The reward for finding competent people you trust 
to do the things you don’t want to do is that you will have more time and 
energy to do what you are best at, to try new things, and to have a balanced 
life. 
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SOLUTION #2 
Be in a Collaborative State of Mind
and Take Charge of Your Thinking

Be in a Collaborative State of Mind
Understanding how your brain works to help or hinder 
collaboration is fundamental to finding and nurturing win-win 
business relationships. Recent scientific discoveries give us clues 
about how to access a collaborative state of mind.

Collaborative relationships require the use of the prefrontal 
cortex (PFC), the part of your brain responsible for choice, 
foresight, and emotional balance. It’s often called our higher 
brain because it is more recently evolved, and it has the ability 
to consider the whole system when considering options or making decisions.

Another part of the brain, which is more primitive, is known as the amygdala. It acts like a switching 
station, constantly evaluating incoming signals for possible danger. It can trigger reactions to either 
a real, or an imagined, danger. Those reactions are what are commonly referred to as the “fight, 
flight or flee” response.

Do not attempt a collaborative conversation if you, or the other person, is in reaction to 
something that has occurred and are not coming from the higher brain centers. How do you know? 
Your body will give you clues. The chart below shows what happens to someone’s heartbeat, and 
their ability to think rationally, when they are triggered into a “fight, flight or flee” cycle.
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What you can do to manage the physical reactions of fight, flight or flee:

• Take deep breaths
• Move the parts of your body that feel tense or stressed 
• Become aware, and take charge of, the self-talk that frightens or worries you 

EXERCISE #1—Read the Your Collaborative Brain article in the Entrepreneur’s 
Collaboration TOOLBOX to help you notice when fight, flight or flee behaviors 
are present. Being aware when those behaviors are present will to alert you to 
what the trigger thoughts might be. . 

Take Charge of Your Thinking
By taking charge of the thoughts that trigger an Amygdala reaction, you will be able to more clearly 
see win-win possibilities. Hundreds of words flow through our minds each minute. Most don’t stick, 
but some do. The ones that stick can influence our emotions and therefore the actions we take. If 
your thoughts include an element of real or perceived danger, the amygdala part of the brain can 
trigger a protective or territorial reaction. It’s important to notice when this occurs because that is 
not the state of mind for having a collaborative conversation with a potential mutually beneficial 
business relationship. 

We are constantly listening to self-talk in our heads. Some days you may feel great and think you 
can do anything. Those thoughts can be powerful contributors to your success. At other times you 
might have self-doubt or worrisome thoughts, or even think your business doesn’t have a chance of 
being successful. Those can block you from seeing the possibilities and moving forward. You need 
to develop strong mental habits that support the results you want in your life.

EXERCISE #2—Use the Self-Talk Journal in the Entrepreneur’s Collaboration 
TOOLBOX to develop healthy mental habits. If you notice you are feeling 
challenged, or are having a difficult time seeing the potential for win-win 
business relationships to move your business and your goals forward, identify 
what thoughts may be stopping you, and try consciously replacing them with 
more positive affirming thoughts. 
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SOLUTION #3 
Reach Out and Touch Someone...

Begin the Conversation 

For many of us, being an entrepreneur means spending many hours at 
home or in our “car” office. It can be challenging to consider reaching out 
to others and creating an opportunity to build trust. Maybe you’ve had 
bad experiences with having employees, people not doing what they 
promised, or time wasted discussing possibilities that never went 
anywhere.

Reach Out and Touch Someone
Once you are clear about what you have to offer others (your personal strengths as well as those of 
your business), what you are looking for in other strategic business relationships, and have begun 
to keep track of and “weed out” your limiting self-talk, it time to create your contact list.

These are not the days of the rugged individual, but people who want to make a difference working 
together to help each other be successful. We hear a lot about joint venture and affiliate marketing 
as the new superhighway to more clients and making money while we sleep. We know it’s not as 
easy as it sounds. Successful business today is about building strategic revenue-sharing 
relationships with others that foster creativity, innovation, self-leadership, and support.

One of the cornerstones of collaboration and one of biggest issues that emerges between people, 
in business or otherwise, is TRUST:

• “Can I count on this person I just met?”
• “Can they really do what they say they can?”
• “Do they care about me?” 
• “Are they sincere?” 

EXERCISE #1—The bullet points above are a simple version of the four 
assessments of TRUST by Charles Feltman. Charles is a master at putting 
TRUST into perspective and has created a practical way to decide if someone 
earns that high level gift of being someone you can trust. See the Passing the 
Trust Test for Collaboration tool in the Entrepreneur’s Collaboration TOOLBOX 
and take the assessment. How did you do?
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Begin the Conversation
Successful collaboration is an art and science. It requires “process-people” skills such as: 

• how to facilitate an effective and productive meeting
• how to bring out the best in others
• how to ask the right questions so you don’t waste time with people who are not a good fit 

for you
• how to engage others so they are as aligned and committed as you are

In addition, awareness assessments such as the following can be very valuable as you start to 
engage others as strategic business relationships: 

• knowing my personal strengths and gifts 
• knowing my work traits or style 
• how I work best with others that blend or enhance their gifts
• what is my “trust” score or how trustable am I and how trustable are you? 

This can seem daunting at times! I know what you’re thinking: “I’m too busy to do all this other 
stuff—I don’t have time!!” It’s easier to just “bite the bullet and do it myself!” “It will cost too 
much.” We’re here to tell you that is not true—yes, it takes more time up front, but in the long run 
it will get easier. 

• Begin to create your a list of potential relationships. Use the list you created in Solution 1 
above. Be clear about what you want and need, and what you are willing and able to offer 
to others. 

• Believe your “perfect partners” are out there – the world is your network. 
• Be transparent.
• Communicate clearly, share your heart’s desire. 

EXERCISE # 2—Decide who are your potential strategic business relationships 
and plan your conversations. Use the Six Step Recipe for Co-Creative 
Conversations tool we have included in the Entrepreneur’s Collaboration 
TOOLBOX. This will help you to organize and begin to plan your conversations 
with your potential win-win business relationships.
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Entrepreneur'sEntrepreneur's  CollaborationCollaboration

TOOLBOXTOOLBOX
We have assembled the Entrepreneur's Collaboration TOOLBOX to help you sharpen your skills and 
find what you need to maximize your strategic business relationships. We have brought our best 
practices and techniques together with other experts in the field to provide you with valuable 
learnable ideas and techniques to support you as you reach out to others to find, filter, nurture and 
maintain successful win-win business relationships.
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TOOLS FOR SOLUTION #1

• Finding My Strengths
• Business Assessment Tool

Finding My Strengths
Below are summarized descriptions of the 34 strength/talent themes originally developed by 
Donald O. Clifton and Marcus Buckingham (www.strengthsfinder.com; http://www.tmbc.com). 
Talents are people's naturally recurring patterns of thought, feeling, or behavior that can be 
productively applied. The more dominant a theme is in a person, the greater the theme's impact on 
that person's behavior and performance. 

Here is the link to a free test to help you find your strengths http://richardstep.com/richardstep-
strengths-finder-rssf/ . There are 106 questions to answer and you will be given your top five 
strengths. Knowing your strengths can help you identify what you are best at and what would be 
better to have others help you with. 
 

These are the 34 Strength Themes with descriptions

Achiever®
People strong in the Achiever theme have a great deal of stamina and work hard. They take great 
satisfaction from being busy and productive.

Activator®
People strong in the Activator theme can make things happen by turning thoughts into action. They 
are often impatient.

Adaptability®
People strong in the Adaptability theme prefer to “go with the flow.” They tend to be “now” people 
who take things as they come and discover the future one day at a time.

Analytical®
People strong in the Analytical theme search for reasons and causes. They have the ability to think 
about all the factors that might affect a situation.

ArrangerTM
People strong in the Arranger theme can organize, but they also have a flexibility that complements 
this ability. They like to figure out how all of the pieces and resources can be arranged for maximum 
productivity.

Belief®
People strong in the Belief theme have certain core values that are unchanging. Out of these values 
emerges a defined purpose for their life.

Command®
People strong in the Command theme have presence. They can take control of a situation and make 
decisions.

Communication®
People strong in the Communication theme generally find it easy to put their thoughts into words. 
They are good conversationalists and presenters.
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Competition®
People strong in the Competition theme measure their progress against the performance of others. 
They strive to win first place and revel in contests.

Connectedness®
People strong in the Connectedness theme have faith in the links between all things. They believe 
there are few coincidences and that almost every event has a reason.

Consistency®
People strong in the Fairness theme are keenly aware of the need to treat people the same. They 
try to treat everyone in the world fairly by setting up clear rules and adhering to them.

Context®
People strong in the Context theme enjoy thinking about the past. They understand the present by 
researching its history.

Deliberative®
People strong in the Deliberative theme are best described by the serious care they take in making 
decisions or choices. They anticipate the obstacles.

Developer®
People strong in the Developer theme recognize and cultivate the potential in others. They spot the 
signs of each small improvement and derive satisfaction from these improvements.

DisciplineTM
People strong in the Discipline theme enjoy routine and structure. Their world is best described by 
the order they create.

Fairness TM / EmpathyTM
People strong in the Empathy theme can sense the feelings of other people by imagining 
themselves in others’ lives or others’ situations.

FocusTM
People strong in the Focus theme can take a direction, follow through, and make the corrections 
necessary to stay on track. They prioritize, then act.

Futuristic®
People strong in the Futuristic theme are inspired by the future and what could be. They inspire 
others with their visions of the future.

Harmony®
People strong in the Harmony theme look for consensus. They don’t enjoy conflict; rather, they 
seek areas of agreement.

Ideation®
People strong in the Ideation theme are fascinated by ideas. They are able to find connections 
between seemingly disparate phenomena.

Inclusiveness® / Includer®
People strong in the Inclusiveness theme are accepting of others. They show awareness of those 
who feel left out, and make an effort to include them.

Individualization®
People strong in the Individualization theme are intrigued with the unique qualities of each person. 
They have a gift for figuring out how people who are different can work together productively.
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Input®
People strong in the Input theme have a craving to know more. Often they like to collect and 
archive all kinds of information.

Intellection®
People strong in the Intellection theme are characterized by their intellectual activity. They are 
introspective and appreciate intellectual discussions.

Learner®
People strong in the Learner theme have a great desire to learn and want to continuously improve. 
In particular, the process of learning, rather than the outcome, excites them.

Maximizer®
People strong in the Maximizer theme focus on strengths as a way to stimulate personal and group 
excellence. They seek to transform something strong into something superb.

Positivity®
People strong in the Positivity theme have an enthusiasm that is contagious. They are upbeat and 
can get others excited about what they are going to do.

Relator®
People who are strong in the Relator theme enjoy close relationships with others. They find deep 
satisfaction in working hard with friends to achieve a goal.

Responsibility®
People strong in the Responsibility theme take psychological ownership of what they say they will 
do. They are committed to stable values such as honesty and loyalty.

Restorative®
People strong in the Restorative theme are adept at dealing with problems. They are good at 
figuring out what is wrong and resolving it.

Self-Assurance®
People strong in the Self-assurance theme feel confident in their ability to manage their own lives. 
They possess an inner compass that gives them confidence that their decisions are right.

Significance®
People strong in the Significance theme want to be very important in the eyes of others. They are 
independent and want to be recognized.

StrategicTM
People strong in the Strategic theme create alternative ways to proceed. Faced with any given 
scenario, they can quickly spot the relevant patterns and issues.

Woo®
People strong in the Woo theme love the challenge of meeting new people and winning them over. 
They derive satisfaction from breaking the ice and making a connection with another person.
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Business Assessment Tool
As you review the following list of what your business may need, note which tasks you are 
competent in and are willing to do, and which areas could benefit from the expertise of others.

A priority for 
me to do

Would like someone 
else to do

• Administrative: 

• Database management ▢ ▢

• Email management ▢ ▢

• Bookkeeping, accounting ▢ ▢

• Strategic: 

• Big picture planning ▢ ▢

• Clear vision ▢ ▢

• Business plan ▢ ▢

• Marketing and Outreach: 

• What’s the best way to get my message out -- 
Referrals, e-commerce, traditional advertising, 
email newsletter

▢ ▢

• Branding strategy ▢ ▢

• Logo and design of materials ▢ ▢

• Copywriting ▢ ▢

• Blogging ▢ ▢

• Newsletter writing ▢ ▢

• Newsletter distribution ▢ ▢

• Strategies for identifying and reaching 
potential customers 

▢ ▢

• Technology: 

• Website creation ▢ ▢

• Website maintainance ▢ ▢

• Search Engine Optimization (SEO) ▢ ▢

• Teleseminar or webinar logistics ▢ ▢

Continued...
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A priority for 
me to do

Would like someone 
else to do

• Sales and Customer Service: 

• Contacting prospects ▢ ▢

• Proposals ▢ ▢

• Handling complaints ▢ ▢

• Product fulfillment ▢ ▢

• Merchant accounts ▢ ▢

After you list all the activities that need attention, evaluate each in terms of priority for: 

1. How urgent, essential or important
2. Timing
3. Something you are strong in, or only you can do it vs. someone else

Just stopping to think through the importance, timing, and logical accountability will give you more 
clarity on your next steps, the ability to create a strategic plan and will help you as you proceed 
with finding strategic win-win alliances to accomplish your business needs.

© 2012, Paula Vigneault and Delia Horwitz Page 13

http://www.CollaborationSoup.com/


CollaborationSoup.com

TOOLS FOR SOLUTION #2

• Your Collaborative Brain 
• Self-Talk Journal

Your Collaborative Brain
Use the following chart to better understand when you, or the person you are in conversation with, 
is in the part of the brain that can more easily see win-win possibilities. Discovering win-win 
possibilities is almost impossible if the conversation drifts to the left side of the chart. If you find 
that happening, surface what thoughts might be triggering reactive behaviors. Talk about your 
concerns so you can move on. 

View from the Amygdala View from the Prefrontal Cortex (PFC)

Tells us if we are safe or not Sees the whole picture

Automatically triggers survival thinking and 
behaviors

Makes possible a wide variety of thinking, 
feeling, and behavior options

Alters your behavior to protect you and look 
out for your own interests

Makes choices to balance what you want with 
what others want

Focuses on self-preservation, saying and 
doing things without thinking about the 
effect on others

Notices and cares about the impact of your 
behavior on others

Triggers blame, judgment, defensiveness, 
hostility

Opens you to empathy and compassion

Uses information to calculate and analyze Helps you tune into your intuition and insight

Protects your current "safe" position Helps your ability to imagine a different 
future

Triggers automatic "fight or flight" responses Monitors your fearful thoughts and helps 
maintain emotion balance
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Self-Talk Journal
"Your words become your actions, Your actions become your habits, Your habits become your 
values, Your values become your destiny." ― Mahatma Gandhi 

Below are some of the common thoughts our entrepreneurial clients have expressed to us over the 
years. Be honest and admit if some of these thoughts are affecting your belief in yourself or 
affecting the actions you allow yourself to take. Become really good at listening to the thoughts you 
most commonly think that may be negatively impacting your business behaviors, and therefore 
your results. Develop the habit of looking at those thoughts head on, surfacing them into your 
awareness so you can replace them with thoughts that more accurately reflect the direction you 
want to proceed.

Do any of these sound familiar? Add any that you become aware of.

Self-Limiting Thoughts
▢ “This will never be successful.”

▢ “No one can do this but me.”

▢ “I wish it were possible to get help, but it would be too expensive.”

▢ “This is getting too big for me, but I just don’t want to deal with other people.”

▢ “I should be able to figure this out.”

▢ “Something is wrong with me, or I would be able to get the important stuff done.”

▢ “It’s impossible to do what I need to do to run a successful business.”

▢ “I’m not cut out to be an entrepreneur.”

▢ “I don’t have what it takes to be in business for myself.”

Helpful Thoughts
Formulate some alternative phrases that you can use to displace, or override, your limiting 
thoughts. It is important that these replacement thoughts are true enough to be believable, even if 
you have some doubt about them. Over time, with focused and repetitive practice, your new 
thoughts will feel more comfortable and will direct your new, more successful behaviors.

• “It will be worth investing my time if I find people to help me long term.” 
• “I just KNOW there is someone who would LOVE to help me!”
• “It will add a lot to my business to have other people who are skilled at doing what I don’t 

want to do.”

• ‘It will be fun to have colleagues to talk and work with.”

• “I’ll be able to use my time more wisely doing what I’m best at as I find others to do what is 
more difficult for me.”
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Keeping track of what you say to yourself that is helpful, and the thoughts that tend to limit you, 
will be helpful. See if there are any patterns or similarities. Recognize that they are just the 
thoughts you are having in the moment. If you believe them to be true, they will impact how you 
behave, and that will influence your results.

My Limiting Words and Phrases My Helpful Replacement Words and Phrases
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TOOLS FOR SOLUTION #3

• Passing the Trust Test for Collaboration 
• Six Step Recipe for Collaborative Conversations

from Collaboration Soup by Paula Vigneault and Delia Horwitz 

Passing the Trust Test for Collaboration
Are you at the point where you’ve realized to achieve your vision or business’s full potential you 
need to reach out and find others to collaborate with? If so, you are probably also wondering how 
to identify people you can safely and successfully work with, people you can trust.

Understanding the Four Assessments of Trust helps you recognize the behaviors that build or 
damage trust so you can make wise choices in trusting others, and be seen as consistently 
trustworthy by them. It will also help you work through trust issues that may come up before they 
become major roadblocks to collaboration.

Can I Trust These People?
To trust is to take a risk - there is no getting around it. In fact, one definition of trust is choosing to  
risk making something you value vulnerable to another person’s actions . But it is a risk we have to 
take, over and over, in order to get anything done that takes more than one person. The ability to 
wisely choose who you trust, with what, under what circumstances can make an enormous 
difference in your success and well being in business and in life. 

Can These People Trust Me?
If you are asking others to co-create something with you, they will need to feel they can trust you as 
much as you need to be able to trust them. Being trustworthy means you consistently behave in 
ways other people see as trustable. Knowing how other people assess your behavior will help you 
be as trustworthy for them as you want them to be for you.

Four Assessments of Trust
When we assess trustworthiness we are actually assessing in four different domains of trust.

SINCERITY “You mean what you say, say what you mean, and act accordingly.” Sincerity is 
the assessment that you are honest, that you say what you mean and mean what you say; 
that your actions consistently align with what you say; that you can be believed and taken 
seriously.

RELIABILITY “I can count on you to deliver what you promise.” Reliability is the assessment 
that you meet the commitments you make; that you keep your promises. It includes 
telling others when you realize you can’t keep a promise you’ve made.

COMPETENCE “You know what you can do, and when to ask for help.” Competence is the 
assessment that you have the capacity, skill, knowledge, experience, and resources to do a 
particular task, job or activity. This includes being able to acknowledge your limitations 
and ask for help when you need it.
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CARE “We’re in this together.” Care is the assessment that you have the others’ interests 
in mind as well as your own when you make decisions and take actions. In collaborative 
business relationships, it means that you can be trusted to care about your shared mutual 
interests as much as they do.

Using the Four Assessments of Trust
Here is a simple exercise you can try using the Four Assessments of Trust.

Think of someone you trust. Ask yourself: “What does this person do or not do that I assess him or 
her as trustworthy?” Write down everything that comes to mind.

Read over the Four Assessments of Trust above. Note which assessment each of the actions or 
behaviors you’ve written down belongs under. For example, you may have written something like, 
“When he says he’ll do something I can count on him doing it.” That would be an example of 
Reliability. Or, “She lives by the values she talks about.” That would fit under Sincerity. Can you see 
how each of the four assessments has certain behaviors that support it?

Now think of someone you don’t trust but sometimes have to interact or work with. Ask yourself: 
“What does this person do or not do that I do not assess him or her as trustworthy?” Write down 
each thing this person has done. Can you identify which of the four assessment domains each 
action fits under? Do you think this person is knowingly untrustworthy, or simply unaware that you 
see his/her behavior as untrustable? Do you ever do any of these same things? How might your 
understanding of the Assessments of Trust change how you judge and interact with this person?

 
Charles Feltman coaches leaders and teams at all levels in organizations. 
For over 25 years he has been helping people build, maintain, and restore 
trust in the workplace. He is the author of The Thin Book of Trust: An  
Essential Primer for Building Trust at Work.

Charles Feltman can be reached at charles@insightcoaching.com. You can 
learn more about The Thin Book of Trust and other tools for building 
trust on the Insight Coaching website:   www.insightcoaching.com  . You can 
purchase the book at   http://Amazon.com  . 
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Six Step Recipe for Collaborative Conversations* 
*Excerpted from the COLLABORATION SOUP book by Delia Horwitz and Paula Vigneault

The recipe for Collaboration Soup has six steps. In each step, we give you directions that contain 
practical ideas and information for use in creating your own collaborative conversations with 
potential mutually beneficial business relationships. You can follow these directions precisely, adapt 
them, use parts, or be inspired to cook your own unique dish.

Attitude is everything. We all know that food tastes better when made with care, so bring your 
good will, acceptance, and creativity with you to the collaboration kitchen. Your thoughts and 
behaviors are like the spices and herbs that turn an ordinary conversation into a delicious gourmet 
experience with productive results. We encourage you to be playful and curious, open and flexible, 
expecting the unexpected at every turn. 

STEP 1. Ready to Go. It all begins with identifying your potential win-win business relationships.

• Who will you invite?

• Set time & location.

STEP 2. Engage Your Potential Partner. This involves inviting him or her to a convenient location.

• Think about and plan what questions you will ask to identify possible win-win opportunities

• Do you need to bring any business info to share?

STEP 3. Cook the Conversation. This is where you will both determine if you have shared values 
and needs or skills that you both can benefit from sharing. This can be a brainstorming session to 
see if your ideas can blend and create a whole greater than the sum of your parts.

• Be transparent and create safety. 

o Be honest about what you need and what you have to offer.

o Describe expectations of what might be done with their information.

• Clarify potential roles & responsibilities.

STEP 4. Integrate Before Moving On. Identify your common themes and celebrate wherever you 
are in your conversation together.

• Identify common themes, summarize, and keep a record.

• Celebrate.

STEP 5. Plan the Action. Discuss possible next steps and create a plan to implement the outcome of 
your conversation.

• Establish a framework for action plan, e.g. who, when, what, how, why.

• Confirm next steps, accountability and follow-up. 
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STEP 6. End and Clean Up. The details are wrapped up.

• Summarize what was gained, learned, or accomplished.
• Determine next meeting time and place if there will be one.

You will get the best results by using all six steps. However, it is important to respond to the 
changing needs for your conversation, so be flexible, spontaneous, and creative—and enjoy the 
adventure.

We hope this report has given you valuable tools, motivation, and ideas for your next steps.  Don't 
wait, just go for it. 

We are available to help as your collaboration coaches. Give us a call - who knows, maybe we're 
one of your mutually beneficial business relationships. 
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