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Victor Hugo once said: “Nothing is stronger than an idea whose time
has come.”
Well now is the time for ideas, my friends.
The Coronavirus has devastated countless businesses and entire
industries. Business owners across the world are scrambling to adapt
and survive.
They need ideas. They need ideas for new products, for new sales
messages, for new marketing campaigns, for revenue streams…
But there’s one huge problem:
When you’re worried about how you’re going to pay your employees
and keep the lights on…
When customers aren’t walking through the door...
When you’re in fight or flight mode and you’re just trying to survive
one more day…
It’s HARD to be creative. Creativity is the opposite of fear.
But here’s the great news: you can solve this problem. You can be The
Idea Guy/Gal. You can bring fresh new ideas to your clients that will
help them survive and thrive.
And while they’re in a state of fear, you can come with calm,
reassurance, and hope. Your ideas can be the lifeline they cling to that
guides them out of the crisis.
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In the following pages we’ve collected 13 ideas that small business
owners across the country are currently using to adapt and even grow.
You can use these ideas for yourself and for your clients.
So if your business has been hit by the Coronavirus, or if your clients
have been hit, feel free to use these.
Don’t forget to be proactive. Don’t wait for things to go back to
normal. Test these ideas in your own business. Offer them to your
clients. Pitch them to prospects.
Momentum begets more momentum, so take these strategies and run
with them.
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Right now everyone is desperate for guidance and reassurance.
They’re not sure who to listen to, and they want positive information to
latch onto. This strategy allows you to fill that need.

The strategy:
Clearview Chiropractic has been doing Facebook Lives every day
where they interview their patients. Whereas most interview content is
with experts who are teaching something, these interviews are with
patients.
The beauty is that they’ll ask questions that other patients at home are
wondering. “How do I stay well while I’m at home? What are exercises I
can do without coming to the clinic? What if I need professional
help?”
By talking to a real customer, it helps answer the questions and calm
the anxieties of people at home. So in a vicarious way, it makes people
feel listened to and understood.
It’s a genius idea for the clinic as well. It allows them to keep the lines
of communication open with their current clients, create content so
new clients can discover them, and generate goodwill for once things
get back to normal.
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How you can use this for yourself:
In your digital agency, your clients also have tons of questions and
anxieties right now. Whatever niche you serve- whether it’s
veterinarians, dentists, lawyers, therapists, trainers, or anything elsethey’re all asking themselves, “How can I generate revenue if I have to
close my office? If I’m an essential service, how do I let my clients know
I’m still open? What are alternative services I can provide if my clients
are spending less money?”
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Pick a handful of your clients and invite them to do a Facebook Live
interview with you. Let them ask you these questions, and give your
best answers.
Rather than just filming yourself giving this advice, doing it in the form
of an interview will resonate with your audience. They’ll realize they’re
not alone and that other business owners are going through the same
things.

How you can use this for your clients:
Not only is this a great way to interact with your own clients and put
content in front of new prospects, but it’s also a great idea to market to
your clients as a new service.
Your current clients need to be producing more content as well, but
most of them have a lot of questions: “How do I do a Facebook live?
What about lighting and audio? What if I’m not comfortable on
camera? What questions should I ask?”
You can pitch this idea to them and provide consulting, or if they’re
local clients you can even go to their office in-person and help run the
interviews.
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We’re all bombarded with negative news all day long. Consumers are
hungry for positive stories. And business owners are hungry for fresh
ideas. They know that some businesses are coming up with fresh ideas
to generate revenue, but most people are having a hard time being
creative when the situation is so dire.
You can solve both of these problems.

The strategy:
This insurance agent is making Facebook posts every day highlighting
businesses in his town that are still open. He’s helping promote COVID
discounts, new services, or just raising awareness for great businesses
that are still helping their customers.
The great part about this strategy is the network effect. The posts aren’t
salesy at all. They’re not trying to pitch their own services. It’s all about
shining the spotlight on other businesses. But since it makes other
people look good, there’s a high chance that those businesses will
share these posts with their audience. And since these are positive
messages that show local businesses doing cool things, it’s exactly the
kind of messaging that people are going to resonate with.
Then as these posts get seen and shared by more people, guess what
happens… It creates a web, and all of the strands lead back to the
middle: the business that has been spreading the goodwill.
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How you can use this for yourself:
Block out a few minutes each morning to research your town. Read
your local newspaper. Search local hashtags on social media. Even call
local businesses and ask if they have any news you can share.
Start compiling stories, and every day make a post that shines your
“spotlight” on someone that could use a boost. And remember: don’t
be self promotional at all. The goal is to lift up other people, and in the
end the rising tide will lift all ships.

How you can use this for your clients:
Most of your clients would probably love to do this idea as well, but
maybe they’re not as internet savvy and they don’t know how to
research these stories. Or maybe they’re so busy putting out fires that
they don’t have time to do the research.
You can pitch them the idea, and then do all of the work of researching
the businesses and writing the posts. Then send them a Google doc to
copy and paste, or you can even use your scheduling software (we use
Post Planner) to publish for them.
This would be a fantastic “Hook Service” to get your foot in the door
and then pitch “Social Posting” once the crisis is over.
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Our hospitals and medical facilities across the country are full of
heroes. Doctors and nurses are working around the clock, at risk to
themselves and often without the person protective equipment they
need. You’ve probably seen a few social media posts thanking them,
but not nearly enough.
There are also countless other people who deserve our gratitude as
well. The grocery store cashiers who expose themselves to countless
people every day so that we have food to eat. The truck drivers who
keep our shelves stocked. The police officers who keep us safe.
These people, and countless others, all deserve a giant “thank you.”

The strategy:
This restaurant is providing discounts for all employees of local
hospitals and medical facilities. It’s a fantastic way to give back and
support the people who are supporting us.
But it also does something even deeper: it gives people a reason to be
positive and hopeful. Seeing stories of people caring for others shows
us that even though the Coronavirus has caused so much fear and
uncertainty, it’s also bringing out the best in humanity.
And no matter where you live, there are stories like this in your town as
well.
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How you can use this for yourself:
Whatever your services are, consider offering a discount for “essential
businesses.” Or if your clients aren’t essential businesses, now might
be the perfect time to adapt your services to new industries that need
your help.

How you can use this for your clients:
Chances are your clients, just like the rest of us, don’t realize just how
many people are working hard to get us through this crisis. Sure they
think of the doctors and nurses, but have they considered the cashiers,
the truck drivers, the police officers, and the countless others?
You can do this brainwork for them. Pitch them the idea, and then tell
them you’ve already thought of 10, 20, or 50 categories. You can
create posts that they can publish offering discounts for these
categories.
Not only will they love the opportunity to give back to their
communities, but it’s also a great excuse to spread some positivity and
gratitude. Their audiences will think, “Oh yeah, I never thought about
how helpful cashiers are being right now. I’m super thankful for them!”
It’s just another little ray to brighten people’s day. Who wouldn’t want
to be a part of that?
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Businesses are scrambling to create new income streams. But it’s not
only business owners who are concerned. Consumers are also worried
about keeping their neighbors employed, making sure that their
favorite restaurants and stores are still open when the quarantine is
lifted.

The strategy:
One local movie theater owner came up with a genius idea. They’re
offering curbside pickup for popcorn sales. For people looking to
break up the monotony of “sheltering in place,” the theater will sell a
package so you can do your own movie night at home.
What’s even better is that he’s being 100% transparent about his
motivation. The Coronavirus has completely killed his business, and he
wants to make enough money to pay his employees.
So by being honest he’s creating a win-win for everyone involved: he’s
helping people stuck at home create a fun experience in the form of a
movie night, he’s giving people a way to support his workers, and he’s
keeping his staff employed.
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How you can use this for yourself:
If your business has been hit by the Coronavirus, ask yourself how you
can put a new spin on your existing services. Then approach your
customers and get transparent. Explain that times are tough, but you
have a solution for everyone to get through it together. Then offer your
new service, a discount, or a special promotion.
The businesses who are ignoring the pandemic and just pushing their
sales extra hard come across as tone deaf. It’s blatantly obvious that
they’re in desperation mode. But the ones who are being honest and
pulling back the curtain- they’re creating massive amounts of goodwill.
People want to support great businesses
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How you can use this for your clients:
Businesses in your town need to do the exact same thing: they need to
think of creative ways to repackage their services and create new
revenue streams. But even more importantly, they need help with how
to communicate this to the public. How do they tell a story that
consumers want to rally behind? How can they speak transparently yet
confidently if they’re struggling?
These are things you can help with. You can approach businesses with
outside-the-box ideas for generating revenue. And you can help them
write their copy and craft their messages in a way that resonates with
customers.
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You’ve no doubt heard stories of shortages. Hospitals are running out
of masks. Medical professionals are running out of gloves. Grocery
stores are out of toilet paper.
Here’s a way you can help solve the problem and build goodwill at the
same time.

The strategy:
This dentist office isn’t able to see non-critical cases, so until things get
back to normal, they’re donating their personal protective equipment
to local hospitals. By sharing it on Facebook they’re showing their
commitment to the community, and also encouraging other people to
think of ways they can join the fight.
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How you can use this for yourself:
The fact that you’re reading this means you’re probably a digital
agency owner or a local business owner. So chances are you don’t
have a huge stash of masks or ventilators just sitting in your closet.
There are still ways you can donate though. Maybe you have cleaning
supplies and disinfectant. Maybe you have a truck and you can deliver
donations for charities. Or maybe you can donate your time and
expertise: ask local nonprofits if you can post stories on social media
about the great work people are doing.

How you can use this for your clients:
If you work with dentists, veterinarians, chiropractors, physical trainers,
or many other industries, they probably have lots of supplies that are
in need with hospitals and other medical professionals. But they’re
probably worried that if they make a Facebook post sharing their
donation, people are going to say, “You’re only doing it so you can put
it on Facebook! Why wouldn’t you just make the donation and keep
quiet about it?!”
You can help with this. Offer to write social media posts in a way that
doesn’t sound self-promotional. Do it in a way that encourages others
to get involved as well.
Or use your own social profiles to show the donations your clients are
making so they don’t have to post it themselves (although they can
repost it on their feed and it will look more natural). Or you can go to
local newspapers and community pages and offer to compile these
stories for them.
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Aside from the fear of the Coronavirus itself, there is just so much
uncertainty right now. We don’t know when things will get back to
normal. We don’t know what the effects are going to be. There are a
million questions.
In the midst of this uncertainty, you can build goodwill and rapport
with people by providing clarity and guidance. Here’s an example...

The strategy:
This dentist is doing a great job of communicating new policies to
patients. They’ve designed a system where people wait in their cars
rather than in the lobby to reduce exposure to people.
This does several things: It lets people know they’re still open for
business. It puts people’s fears to rest. And it lets people know they’re
being proactive about health and safety and that people can come to
the clinic without worrying about being exposed to the Coronavirus.
And on a subconscious level, it gives people a small dose of
reassurance. All day long people are bombarded with uncertainty, but
this is a little message that says, “We have things under control. We’ve
taken all the precautions, and we have your back.” People appreciate
the confidence and leadership
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How you can use this for yourself:
Whatever your business is, you’ve probably made some changes
recently. If it’s for the benefit of your clients, make sure you
communicate these things. Calm their fears by explaining how you’re
being proactive to protect them. But even if your changes don’t
directly impact clients, pull back the curtain and share all the ways
you’re adapting. People will appreciate seeing someone who is calm
and collected in these crazy times.

How you can use this for your clients:
Your clients have undoubtedly made changes, but many business
owners are scrambling right now and haven’t thought to communicate
these things on social media. Reach out to your clients and tell them
you have ideas for how they can keep the lines of communication
open with their customers.
Ask them what changes people need to know about. Ask them what
the top 10 most common questions are they’ve been getting lately.
Then turn these into posts or videos they can share across their social
platforms.
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In the best of times, people love acknowledgement and appreciation.
A little public recognition or a heartfelt “thank you” go a long way. And
in these stressful times, these things are more impactful than ever. With
a little creativity, you can leverage this in your business.

The strategy:
This food truck parked in front of their local hospital and provided free
meals to the whole staff. The local newspaper wrote an article about it,
the chamber of commerce got involved, and the story was shared a
ton of times on social media. People love knowing they live in a
community where people step up to take care of each other!
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How you can use this for yourself:
You probably don’t have a food truck, but there are still many ways
you can use this idea for yourself. Buy gift cards from restaurants and
deliver them to your local hospital. Make a donation to a popular
lunch spot and say, “The first X orders for doctors and nurses are free
of charge.” Or go to a coffee shop, donut shop, or caterer and put
together a platter you can drop off at a medical office. Get creative
and think about how you can say thanks for the hard work so many
people are doing.

How you can use this for your clients:
Just like the “Donating To The Cause” strategy, local business owners
would love to do things like this but they’re worried about looking like
they’re doing it just for the PR. Once again, you can help provide the
ideas, but also the communication. You can help them tell the story in
a way that doesn’t sound selfish. Or you can work with other
organizations to share the story so that the business doesn’t have to
do it themselves.
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Many people are starting to go a little stir crazy. They’re trying to figure
out how to save their businesses, but they’re also trying to save their
sanity. This fantastic idea helps people in their businesses while giving
them some much-needed social interaction at the same time.

The strategy:
This local Chamber of Commerce usually hosts a “First Friday Coffee”
event. Members get together for coffee in a different business each
week to network and hear educational talks.
Now that they can’t gather in person, the Chamber has come up with a
genius idea: they prepay for coffee at several coffee shops, members
can pick up a free cup, then they go back to their homes or offices and
join a conference call where they discuss the Coronavirus Aid Relief
and Economic Security Act.
Everyone wins: members get free coffee, they still get to learn
important info and be involved with a social event, and local
businesses get foot traffic.
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How you can use this for yourself:
Think about how you can use this in your business. Team up with a
coffee shop or restaurant, pay for a certain number of coffees, and
then anyone who gets a free cup can join a Zoom call where you teach
something helpful for business owners in your industry. It could even
be as simple as doing a Facebook live and inviting everyone to drink a
cup of tea at the same time. Get creative and think of ways to add a
social component to an otherwise solitary activity.

How you can use this for your clients:
If you don’t have an audience or email list do this for yourself, help
your clients do it. Approach chiropractors in your town and pitch the
idea of a “Chiro Coffee Club.” Approach massage therapists and pitch
a “Mocha And Massage Monday.”
Then you can help bring together all of the moving pieces. You can
get a coffee shop on board, you can help organize the teaching
content, and you can help run the technology- whether it be Zoom or
Facebook Live or anything else.
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It’s heartwarming seeing small businesses step up and find creative
ways to help their communities. People at home don’t just want to
watch though. They want to be involved, and they want to feel like
they’re contributing as well. It’s difficult though while still social
distancing and not exposing yourself to too many people. This is a
fantastic idea that gives people at home a safe way to participate.

The strategy:
Even though this chiropractor isn’t seeing patients right now, he wants
to keep talking to his clients. He also wants to support his community.
His solution for doing both is great. Every day he’s doing a Facebook
Live where he’s providing value to his audience and interacting with
his followers. He has also bought 20 gift cards from local stores, and
every day people can nominate families that could use help buying
groceries. Like many of the ideas we’ve shared so far it’s a win-win-win.
He’s helping families while also promoting local stores, all while
keeping his own business top-of-mind and building goodwill. This idea
goes on step further though and lets people participate in the
process.
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How you can use this for yourself:
Ask yourself what are topics you can talk about on a Facebook Live
that your followers and prospects would love to learn. Then think of
local businesses where you can buy gift cards and donate to people in
need.
If you don’t have a large audience, reach out to organizations and
invite them to send their followers to your Facebook Live where they
can make nominations. Instead of promoting your business, you can
say, “I’m going to be giving away these gift cards anyways, if you know
people in need I’d love to help them.” It’s such an easier way for
people to get involved with your business.

How you can use this for your clients:
While this isn’t a complicated idea, there are a lot of unknowns for
someone who hasn’t done this before. “What should we talk about?
How do we run a Facebook live? What businesses should we buy gift
cards from? How do we deliver the cards?”
You can pitch this idea to your clients, or to local businesses you want
to connect with, and take care of all these questions for them.
Organize the topics, buy the gift cards, and even come to their
business and be their “producer” to help run the Facebook Live.
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People are cooped up at home, looking for ways to pass the time.
Here’s a great idea to encourage people to use their time productively,
while also helping them find out about your business.

The strategy:
Fender is offering free online guitar classes. They’re not coming out
and saying, “Here’s a discount on guitars! Please buy stuff from us!”
Instead they’re saying, “You’ve probably always wished you had more
time to practice guitar. Well now you do! So we’re here for you, and we
want to help you excel.”
It’s a great way to build goodwill because they’re presenting it
completely in a giving way. They’re just trying to support their
followers. And then after people have gotten better at playing guitar
and they’re ready to graduate to a better guitar, what brand do you
think they’re going to look at first?
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How you can use this for yourself:
Think about what you have to teach. It doesn’t have to be something
huge. It doesn’t have to be complicated or comprehensive. Just think
of one little tip or trick. Or take a larger thing and break it down into 5
or 10 individual steps, then each step can become its own teaching
video.
Consider even teaching something separate from your business. If
you’re a digital agency owner, marketing is a great subject to teach.
But what if you have a hobby or interest you excel in? Maybe you
could teach a card trick, or a golf tip, or even a joke. Just give your
clients a way to learn from you, because that helps build rapport. If
they have a stronger skill or a new ability thanks to you, that will draw
them closer to you.

How you can use this for your clients:
Your clients have countless things they can teach, but many will
probably struggle to identify those things. You can interview them,
and put yourself in the shoes of their customers. Ask questions: “How
do you do that? Can you explain that in more detail. Did you skip a
step, how do I do XYZ?”
By doing this you can help unpack the knowledge that your client
doesn’t even realize they have. Then you can help present this
knowledge to their customers.
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As often as we encourage our clients to teach their expertise, we
always get pushback. People tell us all the time, “But don’t feel
comfortable teaching! I feel weird being on camera!” I disagree- you
CAN teach- but here’s a great idea that makes it comfortable to get
started.

The strategy:
This chiropractor is doing Facebook Lives, but not to give chiropractic
tips. She’s talking about how she is struggling with feeling isolated and
disconnected. And she’s sharing tips for how she’s coping, like using
apps to stay connected with her friends and family.
Her videos are super powerful because it feels more like a friend
talking with us and getting vulnerable, rather than our chiropractor
giving us health tips. There’s no doubt her clients feel closer and more
connected to her, and they’re feeling reassured that they’re not the
only ones feeling the emotions they’re wrestling with.
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How you can use this for yourself:
If you want to start creating more content and communicating more
with your audience, but you’re not sure what to talk about, do the
same thing. Just turn on the camera and start talking about what
you’re feeling. If you’re feeling anxious or isolated, get it off your chest.
If you’ve been trying to battle these emotions, share what’s working
and what’s not.
Don’t forget that you’re not “just” a business owner. You’re a person,
and your clients want to connect with a real person. Let your guard
down and give them the opportunity to connect with you.

How you can use this for your clients:
Your clients need to have the same epiphany: it’s ok for them to
portray themselves as a real person instead of just a business owner.
Many of your clients will say, “I’m a chiropractor/veterinarian/dentist/
therapist/etc... why would someone care what I have to say about
XYZ?” You can encourage them that people are actually hungrier than
ever to connect with people who are real and raw.
You could even do a Facebook Live with your clients where you
interview them and make it easy for them to open up and share.
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A lot of times all it takes is one small tweak to add an element of fun
and excitement to an otherwise mundane idea. Here’s an example that
instantly caught our attention...

The strategy:
Like most bookstores, Fabled Bookshop in Waco, Texas relies mostly
on foot traffic and in-person sales. It’s hard for them to compete
against Amazon for online sales. But they’ve found a way to take their
sales online, and suddenly their distance sales are skyrocketing.
They have a survey people can fill out on their website, then they send
a “Quarantine Survival Pack” in the mail, full of books and other
goodies. Suddenly their product transforms from a book they can get
anywhere, to a one-of-a-kind experience they can only find at Fabled
Bookshop.
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How you can use this for yourself:
Think about how you can package your products and services in a
new way. It doesn’t have to be a brand new offering. It can be as
simple as presenting your existing services with an exciting twist.
Create a fun name for a promotion. Bundle a few existing things as a
package. The point is, make it entertaining for people to get on board
and do business with you.

How you can use this for your clients:
This idea is a great opportunity for you to bring your brainpower to
your clients. Many business owners will say, “I love the concept, but I
can’t think of any good ideas for my industry.” You can put together
5/10/20 ideas for them. Then help them bring one to life.
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Even if you’re not an outgoing person, most of us are used to seeing
people throughout the day: driving in traffic, shopping at the grocery
store, waiting in line at the bank… And then suddenly to not see
anyone while you’re cooped up at home, it feels very isolating. This
idea isn’t just a great business idea, but it helps people feel connected
to their communities.

The strategy:
We saw a photographer that mostly does pictures of newborn babies.
Obviously his business has been hit incredibly hard, but his response is
genius. He’s doing “Family & Home Portraits.” Families stand on the
front porch and he takes beautiful photographs of them with the
home. Even if we didn’t have the Coronavirus, how many people
would want a beautiful portrait of their family with the place they live?
Most people, right?!
And this way he’s forced to stand far away from the family anyways.
Talk about turning a negative into a positive! This is an amazing
example of “The obstacle is the way.”

39

40

How you can use this for yourself:
Team up with a local photographer and offer “Family & Home
Portraits” for your town or neighborhood. Do the photos for free, then
set up a page where people can download their photos. Include a link
or some information where people can learn more about your
services.
Even if you don’t use the photography idea exactly, take the message
to heart: the obstacle can be “the way.” Think outside the box and you
can actually turn the negatives of the Coronavirus into massive
opportunity for your business.

How you can use this for your clients:
Do the exact same idea for your clients, and do it specifically for
neighborhoods in one or two mile radius around their business. You
could offer this as a “productized service.” For a flat fee, you’ll find the
photographer, you’ll contact neighbors and manage the photoshoot,
you’ll build the webpage, and everything else.
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I hope you’ve found at least a few ideas you’re excited to use in your
business.
But I have a confession to make: there’s a deeper takeaway I want you
to get from this ebook.
At the end of the day, entrepreneurship isn’t about making money. It
isn’t just about business.
Really entrepreneurship is about solving problems. It’s about seeing
solutions when everyone else sees only problems. It’s about seeing a
vision for a brighter future when everyone else sees only a gloomy
present. And it’s about creating products and organizations that make
the world a better place.
I don’t think it’s an exaggeration at all to say that entrepreneurs are
superheroes.
And the fact that you’re here right now means that you’re one of us.
And right now the world needs heroes more than ever.
I know it’s tough. I know you might be scared and struggling. But we
need you.
Now is the time to rise up, to lead, and to let your light shine to your
clients and your community. You can do it and we’re here to help.
So good luck supporting the people around you, and if we can
support you we’re here to help. Just reach out.
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Dr. Ben Adkins got his start in internet marketing to grow his
chiropractic business. His impressive results quickly drew the attention
of other chiropractors, and he started consulting
and teaching his methods. One day he looked up and realized he had
a digital marketing agency that was making more money than his
chiropractic clinic.
In the years since then, Ben has thrown himself into digital marketing,
and has founded several online businesses that teach entrepreneurs
and small companies how to leverage the internet to grow. He has a
special place in his heart for agency owners though, since that was the
vehicle that first allowed him to freedom and financial independence
for his family.
Now Ben is dedicated to helping agency owners do the same thing
with their businesses- overcome the obstacles that plague most
agencies, and tap into the massive opportunities in today's digital
landscape to create freedom and fulfillment for themselves.
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