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Title: 
 

  What Difference Do We Make? 
Steps That Drive Sustainable Success 

 
 
Objectives: 
 
1. Participants will apply the steps necessary to close the gap between intention 

and execution 
2. Participants will evaluate their own internal obstacles to sustainable success 

and how to immediately change them 
3. Participants will create a specific plan like none they have created before for 

transforming their thinking and in turn their businesses 
4. Participants will learn and eliminate the 3 reasons individuals and businesses 

fail to thrive. 
5. Participants will understand and apply the power of incrementalism by 

discovering their high gain activities and how that will quickly improve their 
results 

 
Outline 
 

I. Discovery of the reasons for the gap between intent and execution 
a. Exercise: excuses and their impact 
b. Partner work : what’s the biggest challenge 
c. Why this is a cycle that limits results 

II. The enemy and friend  of sustainable success  
a. Comfort is the enemy 
b. Energy is your friend….forget time, focus on energy 

 
III. Exercise 



 

a. The 10 things people do to mess up their businesses  
b. Partners on which ones could change over night 

IV. Why airplanes fly and why that should matter to you 
a. Lift 
b. Drag 

V. Exercise  
a. Building our most lethal competition 
b. The battle plan for our most lethal competition 

VI. The three reasons nothing changes in a bureau 
VII. The six step  process 

a. Accept 
b. Take Action  
c. Take Responsibility 
d. Acknowledge Progress 
e. Commit to these habits 
f. Kindle your leadership 
  

 
 
 
 
 
 
 
 
 
Workshop Structure and Teaching Methods 
 
The structure is highly interactive with a bias toward group interaction. I believe 
that most learning happens when people are asked big questions and challenged to 
think rather than simply consume what a facilitator has to say. 
 



 

With that in mind the day is structured like this 
 
Set up 
Learning  
Experience 
Debrief 
 
I will be alternating between insight and application as the group moves deeper 
into uncovering the hidden psychological and behavioral patterns that limit them. 
Once that occurs a deep and challenging  dive into the way their bureaus  currently 
do business and how they may be unaware of the risks and dangers. Once insight is 
gained is falls flat without application. EVERY segment has significant applicable 
exercises in partnerships, groups and as individuals that will lead to immediate 
improvement in their performance and the performance of their companies. 
 
 
 
Summary Statement 
 
The Speaker Bureau business is challenged with a changing marketplace much like 
the meetings industry in general is. There is constant pressure from clients to 
deliver the best speaker, facilitator etc at the best price and value all while dealing 
with the egos, idiosyncrasies, and challenges of speakers  that mostly believe they 
are THE best. But through all that noise the owners and staff of bureaus must find a 
space and energy to meaningfully develop their companies. The plight of the 
bureau in a world that is increasingly driven through numerous competitive 
channels forces the opportunity for bureau owners and staff to reevaluate what 
they are in the business of doing. While it is important to understand values, vision, 
strategic plans etc to my mind a bureaus relevance is largely based on leaders 
getting clear about what the core of the business must be going forward and then 
relentlessly eliminate the noise and distractions that go with it. That’s my intent in 



 

the master class. Turn down the noise, turn up the focus on what matters and ask 
the tough questions. 
 
 
Video and Bio 
 
http://www.mikestaver.com/speaker/ 
 
 
Previous experience 
 
I have facilitated hundreds of live workshop intensives around the kinds of issues 
bureaus face.  Whether it’s a real estate company trying to bridge the gap between 
buyer needs and the agents that represent them or helping mediators understand 
how to get needs met on both sides of the table.  
 
This kind of thing is what I have been doing for 20 years. 
 
Here are some clients. You can choose a category and look 
 
  http://www.mikestaver.com/clients/ 
 
 
AV and Room 
 
http://mikestaver.com/wp-content/uploads/2014/02/AV-and-Room-
Setup.pdf 
 
 
 

http://mikestaver.com/wp-content/uploads/2014/02/AV-and-Room

