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The Disruption-Proof

Framework

Pillar 1:
Resilience
& Strategy

(Mindsets &
Master Plans)

----------------------------------------

Pillar 4:
Brand &
Positioning
3 (Owning the Market)

Pillar 2:

' Workspace

........................................

Pillar 5:
Revenue &
Outreach

A (The Art of the Sale)

The Remote

(Designing the Engine)

Pillar 3:
Building
Capacity

(Teams & Delegation)

Pillar 6:
Sustainable
Growth

A (Community & Finances)




Pillar 1: Resilience & Strategy

Disaster Proof
Bootstrap and insulate risk.

f\/ Secure Insurance @

®
‘/ Seek External Support
(grants, SBA loans) %’

v/ Leverage the Bartering System @

Data-Driven Planning
Begin daily with a to-do list.

Business planning requires
analyzing situations,
researching data, and making
fact-based conclusions.
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Now is Permanent

Accept the r

Operate with the mlndset that your
current remote/home business

environment is %
permanent. ——
—o0 ] ‘

Strategy over Plans

Beware of change blindness. Rigid
plans fail when industries change.
Strategy is about unders-
tanding your fundamental
purpose and the core
problems you solve.
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Pillar 2: The Remote Workspace Engine

| Level the Playing Field

There are no more
departments. Adopt tech
that helps you function, not

Get & Stay Organized

Establish a strict daily
routine and consolidate
everything into a single

tech designed to impress calendar system.
competitors.
Combine Old & New Design for Success

Don’t miss hidden
opportunities. Dig back
into the files and re-
evaluate discarded
ideas.

Design your space for
maximum personal
performance and to project
professionalism for visiting
virtual clients.




Pillar 3: Capacity & Delegation

Manage the
Remote
Landscape

Keep a watchful eye on
competitors. Determine if
their solutions should be
pursued or safely ignored.

Build an
External Team

You must build alliances.
These include:

e Family & Friends

e Suppliers

e Sub-contractors

e Local Government, and
Industry Associations.

Limit Your Hats: Know what you
are good at, and delegate the rest.

It is impossible to take a hands-on
approach to every task.




Pillar 4: Brand & Market Positioning

Digital Presence

The Linkedin Checkup

Update photos, «
certifications,
degrees, and «
specializations. «

Project a positive, highly
professional image relying
on detail and creativity,
substituting for elegant
storefronts.

The Alternative

N

Create a clear Unique
Selling Proposition (USP).
Why choose you?

Refine your approach to

grow with economic cycles.

Sometimes a recession
opens doors if you become
the viable alternative.

Reverse Prospecting

~ 0@
C e
et X @
Become the known

expert. d
Tap into reverse
prospecting—instead

of chasing clients,
people seek you out

for your expertise,
generating organic
referrals.
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Pillar 5: Revenue & The Art of the Sale

Small businesses cannot rely on long-term,
repeated exposure. Stop wasting money on
brand awareness campaigns that will
bankrupt you before they work. Evaluate
what immediately works.

Every medium used must sell the benefits
of owning your product, differentiating you
from competitors.

Finely tune your skills to orchestrate win-win
situations, building long-term, profitable
relationships.

The Bottom Line: Al marketing and promotional activities are
Ask for the Sale completely worthless unless you execute this
final step. Ask for the sale.



Pillar 5 (Cont.): Relentless Outreach

Shameless
Self-Promoter

Do not wait to be discovered. If
no one knows who you are or

what you sell, they can't buy.
Self-promotion is your most
underutilized marketing tool—
use it without becoming
obnoxious.

Follow-Up
Constantly

Make follow-through your
mantra. Consistent contact
turns prospects into
customers, increases buying
frequency, and strengthens
bonds with suppliers.




Pillar 6: Sustainable Growth

Inward Growth

Invest in Yourself

Outward Growth

Get Involved

Support the ecosystem Education is an ongoing process.
that supports you. Top entrepreneurs buy books, |
Support the ecosystem reports, anc? industry publications. =
that supports you. Attend seminars and workshops even if

you've already mastered the subject.

Pitch in at local charities,
food banks, and politics.

Manage Money Wisely

Balance the two aspects of
management:

Income (money exchanged for
goods/services) vs.

Expenses (inventory, supplies,
wages).

Join associations designed
to improve the local
community.




The Lagniappe: Work-Life Balance

T ake
time off.

— Establish a regular schedule.

- Take time to stretch and take
lunch breaks.

- Schedule real days off and
vacations.
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The Disruption Survival Matrix

Dimension Traditional Business The Disrupted Business

e llm Siloed Departments ‘ 24k Tech-Leveled Fields @y
EhsElaying Ee'c E:{l & Big Budgets O«/‘ & Bootstrapping Agility
® Rigid Plans & @ Adaptable Strategy
Ml Change Blindness 6 | > & Core Purpose
Doing it All & 2 ,%\ Strategic Delegation
e Workioad Wearing Every Hat o > i & External Teams @

Selling Features & Fi .. Selling Benefits & ©
Khe Sale Waiting for Discovery ' | > (3 Shameless Self-Promotion

Elaborate Offices . T Highly Optimized Home g
& Storefronts [ > Office Command Centers f%

The Real Estate




Next Steps & Resources

J %
Dr. Danette O'Neal 2, g F
; ‘”‘4, y W o
w7 Info@danetteonealrealtors.com | --
“* info@danetteonealpublishing.com

'

5 Web: DanetteONeal.com

" THE ovEﬁmsHT
'ENTREPRENEUR

EARLESS 8=DAY GUIDE TO ™
| CHING OUR BUSINESS

To more information about Leadership Gevelopment and
Approved C. E. courses go to http://danetteoneal.com/courses
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