SECOND WAVE ADVISORS
Talent Tool
Three client-ready emails for business owner conversations
EMAIL 1
Your Talents Do Not Retire When You Sell
Subject: What will you carry forward from the business?
Selling your business may change your title, responsibilities, and daily routine. It does not erase the abilities, judgment, relationships, and experience you developed while building it.
Yet many owners struggle to recognize how those talents can remain useful outside the company. Skills that felt natural inside the business may be difficult to name because you have used them for so long. You may see yourself as simply doing what needed to be done, while others recognize leadership, creativity, empathy, courage, or an unusual ability to solve complex problems.
Your next season does not require you to recreate your former role. It invites you to consider which parts of that role gave you energy and how those abilities might create value in a new setting.
What have you learned over the years that could still be useful to your family, community, another leader, or a cause you care about? Take your time with the question. The most meaningful answers may not come immediately.
If you would find it helpful, I would be glad to help you identify the talents you want to carry into your Second Wave Life. Reply to this email, and we can schedule a comfortable time to begin.
Advisor note: Personalize the greeting, closing, and proposed meeting method before sending.


EMAIL 2
Sometimes Other People See Your Talents More Clearly
Subject: What do others find uniquely valuable in you?
Business owners are often better at recognizing the strengths of their employees than naming their own. When a capability comes naturally, it is easy to underestimate how distinctive or valuable it may be.
That is why feedback from people who know you well can be so helpful. Family members, colleagues, customers, and trusted advisors have observed how you respond under pressure, connect with people, make decisions, and move ideas forward. They may see talents that you have never thought to name.
Asking for this perspective can feel uncomfortable. You are not looking for compliments or trying to build a résumé. You are gathering clues about the qualities others value in you and how those qualities might serve a meaningful purpose after you leave the business.
Consider asking two or three people: What do you believe I do unusually well? When have you seen me create the most value for others? Their answers may confirm what you know or reveal something unexpected.
If you are open to it, I would welcome the opportunity to help you make sense of that feedback and translate it into possibilities for what comes next. Reply to this email, and we will find a convenient time to talk.
Advisor note: Personalize the greeting, closing, and proposed meeting method before sending.


EMAIL 3
Where Your Talents and Your People Meet
Subject: Who could benefit from what you do best?
Knowing your talents is important, but purpose is rarely found by keeping those talents to yourself. It often emerges where what you do well intersects with people, communities, or causes that genuinely matter to you.
Your experience might be applied through mentoring, board service, philanthropy, faith-based work, community leadership, a new venture, or even a healthy form of competition. The right answer is personal. It should reflect both your abilities and the kind of contribution that gives you energy.
The Talent-Tribe Match offers a practical way to explore this. Begin with the people and purposes you care about most. Then ask which of your talents could help create the result you want for them and what specific action would put that talent to work.
You may discover several appealing options, which creates another difficult task: deciding how much of your energy each deserves. Not every opportunity should receive equal weight, and choosing one may require saying no to another.
Where could one of your strongest talents meet a meaningful need right now? I would be glad to help you work through that question and build a focused Talent Plan. Reply to this email, and let us schedule a conversation.
Advisor note: Personalize the greeting, closing, and proposed meeting method before sending.
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