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Most programs for entrepreneurs focus on “what you 
should do” to be successful. While there is a great deal 
of value in such programs, they fail to address the 
other important part of the success equation: “who 
you are.” The courses included in this curriculum 
address both what to do and who to be to achieve the 
success you are seeking. 
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Do+Be Associates 
Many factors contribute to business success. Knowing and addressing—or even setting—industry 
trends; building and sustaining healthy client relationships; business planning; strong leadership; and 
effective management each has a role to play. All too often, what is overlooked is that every aspect of 
success is dependent on two inter-connected human elements: what you do, and who you are. Two 
leaders can convey the same message with very different results. Two employees with the identical 
training and experience can interact with the same client with radically different outcomes.  

It is not just what you do, it is also who you are as you are doing it, that makes the difference. That is 
why the partnership of Tony Carnesi and Brian Gorman is so powerful.  

Tony is about what you need to do, and Brian is about who you need to be, to grow your business. 
Theirs is a combined value proposition. 

Tony Carnesi is a CPA, a TAB (The Alternative Board) certified facilitator and a former CFO. He works 
closely with businesses/advisors to implement sound business management practices in order to 
support controlled growth along with increased and sustained profitability.  He has served clients from 
Ricola, Inc. to local NY businesses.  Tony is a member of the American Institute of Certified Public 
Accountants and has appeared on Fox Business News and Good Day New York; he has been featured in 
the New York Times and Crain’s New York. 

Brian Gorman is an International Coach Federation (ICF) certified professional coach and change 
management guru. He brings five decades of change experience and study into every coaching 
conversation. He has served clients as large as Merck Manufacturing, as well as startups and individual 
leaders. Brian taps into the core of the matter, helping each person maximize their professional and 
personal potential. Brian works both one-on-one and with teams.  

Sure – you can find a good coach. And, you can find a good business consultant. But how many can 
provide a one-stop shop where the advice given to the business is completely in sync with the advice 
given to the person? Together, Tony and Brian help leaders take their business not just to the next level, 
but to where they want it to be. 

Maximize Your Impact: Focus on Both Doing and Being 
 

DO 
Tony Carnesi 
Tony@Do-BeAssociates.com   
917.716.5913 

 
For more information: info@Do-
BeAssociates.com  

BE 
Brian Gorman 
Brian@Do-BeAssociates.com 
917.653.5198 

 
Visit our website: www.Do-BeAssociates.com  
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Overview 
 

Do-Be Associate workshops and webinars are based on the premise that most business owners want 
more. We are here to help you maximize the value you get from your business; the income you seek to 
earn; and your quality of life both in and outside of the business. Each workshop and webinar is 
designed to be highly interactive, and to provide participants with value that they can bring back to the 
workplace. While these sessions can be approached as an integrated series, each is facilitated in a way 
that allows it to be value-added on its own. While each one is focused on business owners, in some 
cases both the businesses themselves and their owners will be well-served by including other members 
of the senior team in the session. Unless otherwise indicated, webinars are 50 minutes and workshops 
are 90 minutes. 

Vision, Mission, Strategy 
I feel like I am trapped by my business! 
How do I set myself free? 

In our experience, business owners who 
have a clear and compelling personal vision 
are much more likely to achieve the 
success they are striving for than those 
who approach their business as a way to 
make a living. In this workshop, 
participants are invited to re-visit and 
update their personal and business visions, 
if they exist…or to begin the process of 

creating them. They examine the reasons their visions are important to them, and how achieving them 
will make them feel. (Success is driven not just by head, but by head, heart and gut.) They identify goals 
on the path to achieving their visions, and celebrations for achieving the goals. Participants are asked to 
identify the inner and outer challenges to achieving their vision, including both those that are in their 
control and those that are outside of it. Finally, they look at who they will need to be in order to 
overcome the obstacles and achieve their vision.  

 

What’s Your Strategic Plan?  
What are my specific business goals for the next twelve months? Those who aim at nothing have an 
unusual sense of accuracy.  

All too often, business owners – at best – set annual goals for the business. There is no strategy to 
achieving those goals; nor is there any thought given to a longer time frame. The result is, at best, a 
business that subsists from year to year, but that fails to live up to its potential. Decisions are poorly 
thought through; for example, a new sales person may be added in order to grow revenue without 
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giving thought to how the business will meet increased client demand. In this workshop, business 
owners will learn the fundamentals of strategic planning, and begin to apply them to the development 
of a plan that will move them toward fulfillment of their vision.   

 

Is Your Foundation Solid? 
I constantly feel unstable. What do I need to strengthen the foundation of my business?  

Growing a business on a foundation that is less than solid is a recipe for disaster. In this workshop, 
business owners take a hard look at the existing foundation of their business, both internally and 
externally. Internally, they will evaluate such elements as culture, organization design, human resources 
practices, employee performance, and how the work really gets done. Their external assessment will 
include such things as market performance, awareness of market trends, competitive analysis, and 
meeting market demand vs. creating new markets.  

 

Anchors: Letting Go and Holding On 
My business is solidly anchored. Now, what do I 
need to let go of – or change – in order to move 
forward? 

Whether they are intentionally developed or not, 
every business has a set of anchors that help to 
keep it relatively stable. These may include external 
anchors such as product/service offerings, brand, 
and reputation; and, there are likely internal 
anchors such as culture, compensation plans, and 
the way in which the work gets done. This 
workshop – for owners who want to make a 
substantive change in their business – introduces 
them to anchor thinking. They are guided through a 
process of inventorying their existing anchors, and 
identifying which ones need to be held onto, and which ones need to be either modified or let go. Each 
owner also looks at any new anchors that will be needed. Finally, they will be asked to identify at least 
one “sea anchor1” that will help keep them personally facing into the turbulence of the change they are 
undertaking, as well as one or more “sea anchors” that will serve the same purpose for their employees.  

 

                                                           
1 Sea anchors are used by ships in open water during turbulent storms. They are devices that float under the water, 
and keep the ship’s bow facing into the waves to avoid capsizing.  
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Marketing Essentials 
Who is my ideal client? If I help them achieve their vision, they 
will help me achieve mine.  

Marketing is essential to business growth. This workshop takes 
business owners through the essentials of marketing. Each 
essential is briefly introduced. Participants then identify their 
strengths in understanding and applying the essential, as well 
as their areas for further development in understanding and 
application; they also rate themselves as Red, Yellow, or Green 
on the essential. Once all of the essentials have been 

addressed, they develop a 90-day marketing plan that identifies both what they will do, and who they 
have to be in order to achieve their three-month marketing goals. In addition, they identify one essential 
that they commit to strengthening over the next 90 days. Examples of marketing essentials include: Who 
is my ideal client? What are the challenges and the pains of my ideal client that my business is uniquely 
positioned to address? and How do I attract new prospects that match my ideal client profile? (4 hours) 

 

Making Marketing Work for You  
What distinguishes me from my competition? My unique gifts should be front and center when I am 
marketing.  

Drawing from Marketing Essentials, this workshop begins with an inward look at the business owner’s 
purpose, mission, skills, talents, and knowledge. Attention is then focused externally on identifying the 
ideal client to fit with the owner is bringing to the table; understanding the ultimate results that clients 
are seeking and the solutions the owner is offering; attracting new prospects; building relationships; and 
client retention. Participants leave the workshop having begun creating a 90-day plan for building their 
own marketing skills while strengthening their marketing performance.  

 

Business by the Numbers 
I know that I should pay more attention to the 
numbers. Which ones are essential to help steer my 
business toward my goals?  

Some business owners never look at financial 
reports. Many don’t have budgets at all, or don’t 
track budget to actual. Others get page upon page 
upon page of financial reports, but have no idea 
how to find meaning in everything they are seeing. 
Yet budgets are how plans are operationalized, and 
financial reports are the scorecards for tracking 
progress (or the lack of it). When well thought out and accurately presented, they provide the 
information needed to make informed business decisions. This workshop will focus on the importance of 
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running a business by the numbers, and how to determine what numbers are important for the 
business. (recommend that the finance lead attend with the business owner)  

 

Leading Your Business 
Am I being the leader my business – and my 
employees – need? I can’t truly lead when I am 
immersed in fire-fighting all the time.  

There is a big difference between running a 
business and leading it; all too often, business 
owners focus on the former. This workshop will 
address what it means to lead a business; how 
employees look at them as leaders, or not; and 

critical – even fatal – mistakes that will undermine their success as leaders.  

 

Management and Delegation 
I feel like I am working for my employees. How do I turn this around so that they are working for me 
again? 

More often than not, when we meet with business owners, two of their major concerns are that their 
managers don’t know how to manage, and as a result they are assuming the responsibilities of the 
managers. In this workshop, they will learn what they should expect of their managers, how to 
communicate those expectations, and how to hold managers accountable for meeting them. They will 
also learn what it means to delegate, and when and how to go about doing so.  

 

Tough Conversations 
How do I have that really tough conversation with him? I have to stop stalling and get things back on 
track!  

It is inevitable…there are times when a business owner has to have tough conversations. Yet all too 
often, the owner will do everything possible to avoid, delay, and/or “soften” the talk. This workshop 
focuses on clearly establishing and communicating boundaries and expectations, and on preparing for 
and having the tough conversations that are required when lines are crossed and/or expectations are 
not met.  
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The Millennial Workforce 
I’m not going to change the millennials. How do I learn to work 
with them? 

Unless a business owner is a millennial, it is likely that they are 
frustrated by the work habits, expectations, and “attitude” that 
comes with a millennial workforce. In this workshop, owners 
will develop an understanding of millennials, as well as how to 
lead, manage, and harvest their potential. 

 

The Gig Economy 
Not everyone has to be an employee. How can I effectively work with contractors to support the growth 
and success of my business?  

“The workforce is changing. Since 2000, 1099s have gone up by 22%, while the traditional W-2 forms 
have stagnated. Between 2003 and 2013, all industry sectors experienced growth in non-employer 
businesses. 24% of Americans report earning money from the digital ‘platform economy’ in the past 
year. 54% of older adults don’t want to work full time any more. 53 million Americans – 34% of the US 
work force – are working as freelancers. The gig workforce is adding $715 billion annually to the 
economy through their freelance work. More than one third of Millennials are independent workers. 
More people than ever are choosing to freelance, up to 55 million this year, or 35% of the US 
workforce.” (Source: Jobble.com)  This workshop looks at the challenges and the opportunities that the 
gig economy raises for business owners.  

 

All in the Family 
How do we run the business, and still enjoy our holidays 
together? Love doesn’t conquer all when it comes to 
business.  

Family-owned businesses bring with them their own 
unique set of challenges. Family dynamics from outside 
the workplace often carry into the office. The dynamics of 
multiple generations, in-laws stepping into leadership 
positions, and other circumstances often dilute the 

potential for longer-term success. This workshop will delve into the more common situations that 
family-owned businesses encounter; explore ways to reduce the potential of such situations arising; and 
will cover approaches for addressing them when they do. 
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Your Most Important Customer 
How do I plan to transition out of my business? 
Figure that one out, and I will know who my most 
important customer will be.  

This workshop is for every business owner who 
plans on having their business pass into other 
hands at any time in the future. Unless they plan 
on closing the doors, the most important 
customer will be the one who buys the business. Yet all too often, business owners never think about 
what that means until it is too late. For example, they may pride themselves on knowing every 
customer, meaning that they themselves are the primary value of the business; or, they may be failing 
to re-invest adequately in the business. In this workshop, owners will learn the key elements of 
maximizing the value of their business, and what is required for them to successfully exit.  

 

Re+Surge: Bring Your Business to the Next Level 
It’s time to take this to the next level. Where do I start?  

This workshop guides participants through a high-level review of their personal vision and how well their 
business is serving them in achieving it. They look at what they have been doing, and who they have 
been being, that is contributing to their success…and what they are doing and who they are being that 
are obstacles. Finally, they identify one thing that they need to change about what they are doing that 
will make a substantive difference moving forward, and the one thing that they need to change about 
who they are being in order to accomplish that. The Breakthrough workshop can be framed as a year-
end review and year-ahead planning session. It can also be presented as a quarterly review/planning 
workshop.  

 

Making Networking Work 
Networking is like dating for business. How do I create 
the relationships that will lead to business success?  

There is no shortage of networking opportunities in the 
New York metropolitan area. From membership groups 
such as BNI to “pay-as-you-go” events like Network 
After Work, business owners could spend every 
weekday morning and evening networking. Yet most 
people who network end up with stacks of business 
cards (possibly added to a data base), and little else. In 
this workshop, business owners will learn the skills 

needed to make network a successful business development tool.  
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