


Jim Cathcart – Who do You Know? – Action Steps
1) List 4 “High Value” relationships, whether business or personal, and answer the questions for each. 

High Value Relationship #1: _______________________________________________

What do I want? ____________________________________________________________________________________________________________________________________________________________________
What do they want? ____________________________________________________________________________________________________________________________________________________________________
How can I help them get what they want? ____________________________________________________________________________________________________________________________________________________________________
High Value Relationship #2: ___________________________________________________________

What do I want? ____________________________________________________________________________________________________________________________________________________________________
What do they want? ____________________________________________________________________________________________________________________________________________________________________
How can I help them get what they want? ____________________________________________________________________________________________________________________________________________________________________





High Value Relationship #3: _______________________________________________

What do I want? ____________________________________________________________________________________________________________________________________________________________________
What do they want? ____________________________________________________________________________________________________________________________________________________________________
How can I help them get what they want? ____________________________________________________________________________________________________________________________________________________________________
High Value Relationship #4: ___________________________________________________________

What do I want? ____________________________________________________________________________________________________________________________________________________________________
What do they want? ____________________________________________________________________________________________________________________________________________________________________
How can I help them get what they want? ____________________________________________________________________________________________________________________________________________________________________
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