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CEI 041: Hugh Culver on Discipline and Productivity  

 

Megan 
Dougherty 

Hey there and welcome to episode number 41 of Connect, Engage, 
Inspire; the Firepole Marketing podcast with Danny Iny, creator of 
Firepole Marketing and bestselling author of Engagement from Scratch.  

Online entrepreneurs like you tune in to this podcast every week to learn 
how to build an engaged audience that connects with their humanity and 
drives their business to success.  

For today’s episode, Danny caught up with Hugh Culver, a man who built 
a multimillion dollar business, walked away from it to start another one 
and is now on his third reboot to show the business world how to get 
dramatically more from their time and energy.  

Let’s get on with the show. 

Danny Iny Hi there! I’m Danny Iny and I’m here today with Hugh Culver. Hugh, I 
want to start with a quick intro to our listeners because you’ve got a really 
interesting story leading up to the work that you’re doing today. Can we 
take a couple of minutes for you to share your story?  

Hugh Culver Sure. Yeah. Thanks, Danny. First of all, I just want to say thanks. I’m a big 
fan of your work and your podcast. So for me, it’s a real pleasure to be in 
this call.  

So I came out of the adventure-travel industry of all places. I came from a 
large family. My oldest brother started white-water rafting back when it 
was brand new thing in the early ‘70s.  

And so, I cut my teeth in business at the back of a raft and building rafts 
and taking people on this kind of exotic, wild adventure tours. And then 
that led into a different partnership after my brother and I sold our 
company and I started taking people to Antarctica.  

So we leap right into a huge space, which was completely unoccupied 
which is private tours on the Antarctic continent. And so now, I was 
dealing in, like, quite literally, millions of dollars per sale, and flying 
around the world. And this is after really learning about tourism in a pair 
of cut-off shorts on a river, and now, I was flying around the world and 
carving these big deals and buying airplanes that I’d never seen before. So 
that was really exciting and very successful.  

And then, I left the tourism industry. I sold that company; I left the 
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tourism industry and went to graduate school. And I thought after all 
these— 

Danny Iny Hang on, hang on. Hang on. I’ve got to ask here. You’ve got this business 
where you’re doing million dollar deals. You’re buying airplanes remotely. 
You’re flying up – why did you sell that and like, go to business school?  

Hugh Culver Yeah, such a good question. You know, at that point, I’d been in tourism 
about 18 years. We had the Antarctic Company for three years and I was 
running with — I had three partners but I was the lead GM partner and 
the money guy. And I just felt at that point that this company needed 
someone who is much of an administrative “dot the I’s, cross the T’s” type 
guy.  

Danny Iny I get it. It wasn’t fun anymore.  

Hugh Culver Yeah. And it wasn’t about the risk actually, surprisingly. We ran a very 
smart operation. We had four airplanes. We had 35 staff. About two-
thirds of those were seasonal. We were very successful and profitable but I 
just decided this wasn’t for me anymore.  

Danny Iny Alright, so go on. So you’ve sold the business. You’ve gone to business 
school.  

Hugh Culver So I came out of business school, I thought, well, I’ll better a consultant. 
So I started doing market research and strategy planning. I became a 
facilitator and then a trainer. And then, one day, I got a phone call to go 
work with a group of executives—these very high-level executives. It’s 
actually with our telephone company in the west. And we went and spent 
three days with them and then I just fell in love with the idea of doing 
intense retreats.  

So I did that for a number of years. Both of the, sort of, the corporate 
boardroom and hotels and also in the wilderness. And then that led me 
into creating my own training programs. And initially, I focused on—I did 
the classic mistake, Danny. I did everything. If you phone me up and said, 
“We have a team that needs help with stress management.” I would have 
said, “I’m your guy.” And then I would stay up all night long and make up 
some handouts about stress management.  

Danny Iny Arrive there all sleep deprived, deliver a training on stress management.  
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Hugh Culver I know. Totally inauthentic. Exactly right. And then I came to realize that 
— actually, what happened was I, again, was very successful. And at that 
point, I had two fulltime staff and I had six contract trainers and three 
coaches and we were signing – all of our contracts were like six-figure 
contracts. And that took me to about three years from now and then I had 
this, kind of, I wouldn’t say it was meltdown, but I had this epiphany that 
I just didn’t like this anymore.  

And I was just constantly doing all-nighters and red-eye flights to go and 
give a keynote and stand up in front of people and talk all about health 
and work-life balance when I felt terrible.  

So what happened was I gave up my office lease and I moved to an office, 
which is about one-third the size. I went from for a whole year with no 
staff. And that’s three years ago when I rebuilt my business and my life 
actually. And in that year, I wrote and publish my first book which is now 
a national bestseller. It’s done very well for me. I cut back my keynotes to 
45, which was one-half of what I was doing before. I was doing 90 
keynotes a year, doubled my net income, which was a wonderful treat. I 
went on four amazing adventures with my family; two with my girls, 
separately and then two with family together.  

And what else? Also, I trained for and I won the world’s longest endurance 
race that year with a partner. So that was an amazing year and it just 
completely opened my eyes to what I think we should talk about in this 
call, which is what entrepreneurs often come up against.  

Danny Iny Well, I’m very interested in hearing that. But you’ve done all this really 
cool, really interesting stuff and it’s important to kind of underline it. I 
mean, it’s like you went from disaster and implosion to failure to 
disintegration. That you built a successful business, you sold it, built 
another successful business, decide it wasn’t working the way you want or 
doing what you wanted to do, so you kind of rebooted the whole thing, 
fixed it, made it twice as profitable, and then you said, “You know, I think 
there’s something here and what I’ve learned along the way that I’m going 
to take this and share this with a lot of other people and create, basically, a 
third successful business.” Am I getting this right?  

Hugh Culver Yeah. Actually, that’s brilliant. That’s a great way of describing it.  
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Danny Iny So I want to hear about, before we get to this third thing that you’re 
working on, and that’s your focus and certainly your passion today, I want 
to hear a little more about the path that led you there because we learn 
from our successes and from our mistakes. So can you share, for each of 
the first two businesses that you built up, made very successful and then 
sold, fixed, improved before moving on to the next thing, can you share 
one thing that you did really well and one thing that you learned not to do 
again?  

Hugh Culver Sure. Yeah, that’s a great question. So I would say what I did very well in 
the preceding businesses, the original business, you know the Antarctica 
one and later on the training consulting one, I think what I did really well 
is I’m a really good starter. So I can get quite inspired. I can get other 
people excited, and I can get people to ramp up. So I learned that that’s a 
skill that I innately have.  

What I did not do well is I started to believe my own story. And so, what I 
mean by that is, as I got more excited and animated about an idea, I stop 
looking at whether or not it’s even a good idea. And so with the Antarctic 
Company, to me, this is an amazing dream come true to have newspapers 
all over the world writing about you, to have these celebrities coming 
down to go on trips with you and to go yourself was pretty incredible. And 
at the same time, what I stopped looking at was what lifestyle it had given 
me and I was just run ragged. I was in probably, Southern Chile where we 
operated from. I was probably there six times a year. I was in Europe a 
couple of times a year, like, I had no life so I stopped looking at that.  

In the training/consulting company, what happened was I repeated the 
same thing. I did the same thing. But because it was a different company, 
I actually didn’t recognize it. I just got really, really busy. I got so 
enraptured with my company and with our success that I stopped looking 
at whether or not I was actually – it wasn’t so much about having fun but 
whether or not this was actually serving me. And so, other than making 
lots of money, it wasn’t really serving me.  
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Danny Iny So what safeguards are you building in to make sure it doesn’t happen 
again because you built this phenomenal success that in the end was not 
serving you because you kind of bought in to the hype of how exciting it 
was to see every good stories in the newspaper. You got rid of it, built a 
whole new business that, again, because of all the success wasn’t serving 
you. And now, you fixed it, turned it around and now you’re starting a 
third business. What safeguards are you putting place to make sure that 
this does serve you and this doesn’t create another set of, kind of, lifestyle 
realities that aren’t what you’re looking for?  

Hugh Culver Yeah, it’s brilliant. No, that’s a great question. I think that probably the 
most important safeguards is that I’ve actually got goals that include me. 
So in the past – and I’m a business guy. I’ve gone to graduate school in 
business, and so, of course, I’ve got goals for the company but I forgot to 
put goals in for myself. And what would happen is that I would just make 
lots of excuses for what the company was requiring of me.  

So now, I have goals for myself. So I have goals in terms of time off. I have 
goals in terms of travel. I have goals in terms of health and fitness. And I 
guess, the other big distinction, Danny is that I made a commitment three 
years ago to not break my promises.  

I mean, here’s a really simple one. So today is a yoga day. So this week, 
three days is yoga. And so, when my mat shows up at the office, when I 
bring it to the office, that’s a commitment. And as small as it might be, it’s 
really important that at 11:45, I pick it up and walk across to the studio 
and I do my yoga class. And if I don’t, of course, it’s not that big a deal but 
it actually is a big deal because what’s happening is that subconsciously, 
I’m cutting away at my discipline. And so, I’m becoming weaker as 
someone who keeps promises and prides himself in keeping promises.  

Of course, I don’t need another yoga class necessarily—I mean, of course, 
we probably all do, but I can get by without that one but it’s more 
important that I keep a promise. And that’s, I think, the difference.  
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Danny Iny I really like that. In a previous life, I used to teach martial arts. I used to 
tell my students that you wake up in the morning and you decide, “Am I 
going to go for a run to get myself in shape?” And you commit to doing 
that everyday. Every morning, your question is not “Am I going to go for a 
run today? Your question is, “Am I the kind of person who goes for a run 
the way he committed to do?” 

And that has huge ramifications to the future of training, to the future of 
your business, the future of everything you want to do. And it’s a small 
thing in some ways but it’s not a small thing. And we were talking, before 
we started recording this conversation, you were telling me this is a busy 
day for you. You’re coming off of the end of a lunch; you’re doing three 
webinars today, you’re following up with clients. You got all this stuff 
that’s going on.  

I mean, this is exactly the kind of day that would tempt you to say, “You 
know what? I’m not going to yoga class today. I have too much to do. I’ll 
just pick it up next week.” And now, as we’re recording this after 11:45, did 
you go to yoga?  
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Hugh Culver Oh, I did. Absolutely, yeah. I know I did. In 2013, last year, I missed one 
day. So one day—and I can still remember it. But one day, I brought all my 
stuff to the office and I did not go. So that’s how important it is to me. And 
the same thing applies to all the other things.  

So if tell my wife I’m making dinner tonight, which I love to do now. I’ve 
learned that that’s a really an important gift I can give my family. And 
thank goodness one of my daughters gave me actual cooking books. When 
I tell my wife I’m going to make dinner, I have to make dinner. If I slip up 
on that, even though I have a great excuse, it cuts into our relationship but 
also into our discipline.  

And I think that my next book should be about discipline. I just think that 
it’s one of those things that is so often overlooked because we think that 
either the world is conspiring against us and so we don’t actually have a 
choice or we think it’s not that big a deal. And it actually is a big deal.  

I can’t remember who it was but there was an ex-Olympic athlete and he 
said that there’s only two times that you have to train for the Olympics; 
you just have to train two times. And he says, “Those times are when you 
want to and when you don’t want to.” And I think it’s to your example of 
going for a run or me going to yoga or whatever it is. I believe, as 
entrepreneurs in particular, we need to build that discipline muscle. And 
in particular, we need to be careful about the fact that we also become—
that muscle becomes fatigued.  

And so, you know, this is why we snack in the evening and watch too 
much Netflix, it’s because we make poor choices as it becomes fatigued. So 
we need to be aware of the fact that it is a muscle. I think you need to 
develop it and build it. It’s kind of fun to take that on as a challenge is to 
make little promises and then keep them. And then secondly, we need to 
be aware of the fact that also as a muscle that gets fatigued, we will be 
likely to make bad choices as the day progresses.  
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Danny Iny I really like that. I really like also you scrolling back a little earlier in this 
conversation, you started this by setting personal goals, setting goals for 
what you want to achieve and that’s what’s driving the discipline. The 
discipline is about achieving those goals. And I think that’s so important 
because I think discipline is a concept that is largely very misunderstood. I 
mean, this is, again, drawing on my martial arts but I feel like a lot of 
people think discipline is about kind of having that force of will to just 
force yourself to do stuff that you don’t want to do. And that’s not true.  

Discipline is about having the presence of mind to choose the things that 
you want instead of the things that you happen to feel like in the moment. 
And coming back to those goals is so important because that’s what allows 
you to have that discipline in the first place. That’s great.  

Hugh Culver Yeah, it’s good. One of my favorite quotes is from a 17th Century 
playwright John Dryden, he says, “First, we make our habits, then our 
habits make us.”  

Danny Iny I love it.  

Hugh Culver And I think that the same applies to our discipline. So once we start to 
create these habits, it actually forms the kind of person that I have 
become. And so, I think for a lot of listeners, you know one thing to start 
looking at is—so what habits have you created? Because you can create 
them, what habits have you developed this year 2014 that are actually 
going to mold, not only your success but also the kind of person that you 
show up to be.  

So being on time or arriving early, being apologetic, being complimentary, 
spending more time asking great questions as opposed to talking about 
yourself—like what are these habits? Because those actually are going to 
have probably more influence over time than whether or not you land a 
sale.  

Danny Iny And spinning that to be forward-looking, I mean, as we’re recording this, 
we’re towards the end of March in 2014, what habits are you going to 
build over the course of the rest of year?  

Hugh Culver So for me?  

Danny Iny Actually, that’s a great question. I was thinking for them but yes— 

Hugh Culver Yup, I got a long list.  
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Danny Iny But yes, I want to hear about you. What are the habits that, given 
everything that you’ve achieved, given the fact that you do have so much 
discipline, you have achieved such a great balance, what are the habits 
that you’re working on building between now and the end of the year? 
That’s a great question.  

Hugh Culver Okay, alright! Well, there’s a couple of them. Some of them are—maybe, 
they seem, I don’t know, silly or minor but some of them are probably 
more major. So one of them has to do with, again, this goes back to our 
discipline gets weaker over time, is to not eat after 9 o’clock at night.  

Now, it’s not a big deal but I know that our body does not respond well to 
that. And if you want to have a regular habit for sleeping and getting up 
and all that other good stuff, that’s just a simple thing. But I also think it’s 
just for me an interesting challenge because I love snacking after 9 o’clock. 
Partially because I’m getting sleepy and snacking helps to keep me awake 
but I never feel good in the morning. So that’s fun, one simple thing.  

Another thing is to – be in the habit of reading one book every week. So 
I’m a fairly slow reader, so I’m learning how to read faster and I love 
consuming content. I especially love it in book form. I don’t mind the 
Kindle but I love it in book form as well. So one— 

Danny Iny Like just to hold paper, like dead trees.  

Hugh Culver Yeah, exactly. And so, I typically use Evernote to keep a list and I always 
have a list of books that I want to read. And then I just, like this weekend, 
I think I ordered another eight books. And I just ordered these books and 
then they come and I just work through them in that way. So what’s 
another habit I’m working on?  

Let’s see. I’ve got all sorts — I mean, I don’t drink coffee, I don’t drink 
alcohol, so anyways, there’s lots. And then oh, around work, a big one is 
mono-tasking. So a big one for me is to really just work on one task at a 
time. And I know this sounds really a bit hackneyed but to me it’s really 
important.  

I found that using different writing instruments, it makes a difference to 
my energy. So for example, I’m doing all my writing right now in pages on 
a Mac but I also use—what’s this other one, Danny? You would know the 
name of it.  

Danny Iny Probably Scrivener, OmmWriter or something.  
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Hugh Culver Yeah. I think it’s called Simplenote.  

Danny Iny Yeah, it’s like OmmWriter, same idea.  

Hugh Culver Like that. And so I’m getting into the habit of using those tools as opposed 
to more complicated looking tools like Word and that sort of thing. And 
then the other thing that I do is turn on a little bit music and I only work 
on that project until it’s completed as a rough draft.  

Danny Iny I heard you talking on John Lee Dumas’s podcast about focus@will. 
That’s the music still?  

Hugh Culver Yeah, I loved that. focus@will, everybody should check it out. It’s spelt 
just the way it sounds; focusatwill.com. It’s free to start and you can just 
use like eight or nine different— 

Danny Iny Yeah. It’s practically free even if you pay for it.  

Hugh Culver It is. Yeah, even if you pay for it, I think it’s free like $5 a month or 
something. But it’s beautiful. It’s music designed to play at the same beat 
as a beta brainwave, which is our thinking brainwave. So it’s really 
attractive.  

Danny Iny Yeah. And I was super skeptical but I tried it, didn’t actually work for me. 
So go figure. It might actually be worth a shot.  

But Hugh, we’ve gone on this long and fascinating tangent but I want to 
come back to – you know, you talked about what you learned from your 
successes and from your own common failures but from areas where you 
could have done better you won’t repeat.  

Hugh Culver Sure.  

Danny Iny But you started with the things that you did well throughout your career, 
with all of your businesses is starting. You’re really strong at starting. And 
this is something that we were chatting about a little bit before we hit the 
record button. Talk about that. What does that mean to be good at 
starting and why is that something that’s so many entrepreneurs struggle 
with.  
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Hugh Culver Sure. So the whole idea of starting is to look for a gap whether it is 
something that you want to do in your life or with your family or it’s in 
business to notice a gap and then to take the first steps to actually try it 
out. So I think for a lot of people, they see an opportunity and they think 
about it and that’s about as far as it goes. Or what they do is the opposite 
extreme is they see an opportunity and they jump in full force with both 
feet and they haven’t actually done any research.  

And what I like to do is to approach a project with a really disciplined 
point of view but also to be ready to back out. So for example, my 
background is launching major, big multi-national, multi-million dollar 
projects in the outdoor world. And now, as I work with entrepreneurs who 
want to become speakers or seminar leaders or authors or online 
marketers, what I help them to do is to understand how to have—I guess, I 
could call it a smart start—so they avoid the mistake, throwing everything 
into a project that’s completely untested where they haven’t actually asked 
anybody. But at the same time, where they can actually get some 
momentum and start to see and test their ideas.  

Danny Iny And so, what prevents entrepreneurs usually from getting that 
momentum? 

Hugh Culver I think one of the big problems that people have right now, and I call it the 
age of distraction is to try to do too much at once. And so, for example, let 
suppose someone wants to create an online program. So that’s very 
attractive or they want to complete a book. Well, that’s really valuable, 
and each one of those projects is going to become much, much bigger as 
they dig into them.  

You know, Danny, you’ve written a book, you’ve created online courses, so 
you this really well.  

Danny Iny Well, I’m actually trying to write two more, so I’m exactly in the problem 
that I think you’re about to describe. So go on.  
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Hugh Culver Well, it’s great. Well, it’s this crazy door that you open and suddenly you 
realize, “Oh my goodness! Writing a book isn’t just about writing. I know 
have to think about whether do I self-publish and publish and getting 
editors and then getting content editors, etcetera.” 

And so, I think that one of the challenges is that people try to do too 
much. And so, I remember when I interviewed Jay Baer from Convince & 
Convert, well, he wrote his bestselling—New York Times bestselling 
book—Utility, by simply going to—I think it’s in Virginia. He went to his 
local library every day for something like, I don’t know, 21 days, let’s say, 
and that’s all he did.  

So he took the lion share of his day, parked himself in a library and all he 
did was work on his book. And I think it was something like 40 phone 
calls he had to make. In other words, there were 40 people that he used to 
interview as examples in Utility, and that was it.  

And I thought, well, what a brilliant strategy. He’s basically secluded 
himself away from all sorts of distractions. I don’t even know if he had 
internet access, and all he did was work on one topic. And the end result, 
in a couple of months, he’s off to the publishers with a New York Times 
bestseller.  

Now, I’m not saying everybody can do that but what I think is attractive 
about that is that he gets the thing done and it may be that, sure, he could 
have spent three more months on it but I’m not sure it would have 
become 50% better.  

And so the whole idea is to start saying, “Well, if I’m going to get in to this 
project, first of all, how do I actually test out my idea? But secondly, how 
the heck am I ever going to get it finished without this thing ruling my 
life?” 
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Danny Iny I really like that. I mean, it’s something that I try to teach certainly 
between the lines and sometimes explicitly when we’re teaching 
entrepreneurs is the methodology taught in Randy Komisar’s Getting to 
Plan B, which is a fantastic book. And then it takes your new business 
idea. It breaks it down into a bunch of components of your business 
model and says, “Underlying all these components, you’ve got 
assumptions.” 

And so, your business start, your strong start is kind of about identifying 
what are those assumptions and what can I do to validate or disprove 
those assumptions as quickly as possible. And I’m hearing, like, that’s 
exactly what you’re describing. It’s like get out there and get some real 
hard validation or if you’re not getting it then know that you’re not getting 
it and pivot accordingly.  

Hugh Culver Hmm, that’s really good. Here’s an assumption, I think that – for people 
to try on, and that is that the assumption is that you have all the time in 
the world. And I actually think that what entrepreneurs have as a bit of a 
problem is that they think that they have lots of time to get this done. And 
I think that urgency is a fantastic device for getting us to focus and to 
work from a calendar as opposed to putting stuff down when you feel like 
it.  

People that research procrastination say that typically what people do is 
they underestimate how long something will take to get done and they 
overestimate how much time they actually have. They also, overvalue how 
they think they have to feel in order to take action. So in other words, they 
thinks, well, when I’m feeling inspired or when I’m feeling better.  

I think for entrepreneurs, a little urgency makes a huge difference. Is to 
say, “Okay. Well, I need three months to finish this but to finish it in two 
months.” And it’s not to say we’re going to do crummy work or if we’re 
going haphazard about this. But it’s to have some urgency when you wake 
up in the morning so that you actually focus as opposed to going over and 
checking your Facebook at the same time.”  

Danny Iny Yeah, absolutely. I mean, Parkinson’s Law combined with having all the 
time in the world really wreaks havoc with your ability to get anything 
done.  
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Hugh Culver Absolutely. And I come from a background where the ship leaves on a 
certain day, like, that flight has taken off, the ship is leaving so we don’t 
have a choice. And so, of course, it becomes uncomfortable at some point 
when you’re rushing around a little bit. But you get it done, like, you’re on 
that boat, you’re on that plane, whatever.  

And I think that when people go to their home office or wherever they are 
checking in, that a little urgency makes a big difference.  

Often, I joke with my audiences about the day before a vacation, and how 
it changes their whole attitude. It changes their way of being. It changes 
their decision making. And even though, it’s maybe a little bit rushed and 
maybe they don’t want to do that everyday, they’re pretty proud and 
happy with what they got done because there was some urgency.  

Danny Iny Hugh, how does this tie in to your new project, the Time Freedom 
Formula?  
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Hugh Culver Sure, thanks for asking. So I think that we are in a new era. There’s no 
question that people are more accessible than ever before. They say now 
that the average smartphone user has extended their workday by 72 
minutes.  

So we have all sorts of ways that people can get a hold of us. We also have 
all sorts of ways to be distracted. And I think the challenge now as 
entrepreneurs is that we need to use new strategies.  

So the old strategy was I showed up with a list, I start to work my way 
through the list, I cross thing off and hopefully, I got most of it done 
before I went home. And what I’m hearing from people and my experience 
has been also is that by midday, the list is longer than when I started.  

And part of that is we invent stuff ourselves but part of is just because 
we’re so accessible that there’s a lot more stuff to do. So what I’m 
interested in doing is helping people to create what I call time freedom. 
And time freedom doesn’t mean necessarily feet up, I’m doing nothing 
sitting in a lawn chair. 

But time freedom means I have the choice to work on what I want to work 
on. And having that choice not only is very healthy for us in terms of 
having control over our time and our life. But it’s also very effective in 
terms of working on the right stuff.  

And so, a couple of disciplines that really help people is, first of all is I 
think that most people need to join what I call the morning club. And the 
morning club is what you do before the rest of the world wakes up.  

Danny Iny I love that. I’ll just interject there.  

Hugh Culver Yeah.  

Danny Iny My grandfather was an entrepreneur and he passed away when I was 
young so I don’t remember a lot. But I do remember him saying once—I 
was in the room when he said, “Your workday ends when your first 
employee shows up at work.” 

Hugh Culver Wow! 

Danny Iny And that stuck. I was, like, must have been 10 years old but like that stuck 
with me. And that is so true. I mean, I love my team. My team is great but 
that is so true.  
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Hugh Culver That is great. So I’ve started this years and years ago. And it’s because I’m 
an early riser anyways, but what I wasn’t was disciplined around my 
morning. And so, I started to create a system and the system is that when 
I get up, which is at 5 am, I have two hours of complete bliss where all I do 
is write. And I intentionally stay off my email. I stay off social media and I 
just write.  

And usually, I’m finishing a blog or I’m working on a podcast or lately, it’s 
been proposals. So I’ll take the draft that I created the day before and I’ll 
finish off a proposal for a keynote client or I’m putting together the 
package for them for their promotion.  

And that to me is beautiful time because then by 7 am, I feel like a hero. I 
feel like, “Whoa!” There’s no other time of the day when I could be that 
focused on a single task.  

Then, at 7 am, I’m up, I’m gone, and I do it exactly at 7 am, so I don’t have 
any slippage there. And I usually take my dog and we head out. So we’re 
gone for 45 minutes. Then I come back and then it’s family time and then 
I head off and I’m usually at my office just after nine. 

So the Morning Club, the idea there is to work on something that you 
would typically procrastinate about and/or something that requires 
extreme focus. And I’m hearing over and over again now from successful 
authors and other entrepreneurs that this is the same discipline that they 
used because they recognize that after a certain point in the morning, the 
sun is up, people are around, it’s just so easy to get distracted. So that’s 
one thing I would encourage everybody to do.  

Danny Iny I think that is fantastic. And I’m going to give that a shot. But let me put 
this to everyone who’s listening to this. We’re recording this towards the 
end of March, if I actually manage to publish a book by the end of July, 
there is a good chance that Hugh is responsible. 

Hugh Culver Nice. Nice, nice.  

Danny Iny So I’m going to give this a try because I’m not making the progress I want 
to make on this book and maybe this will do it.  

Hugh Culver Yeah, it’s really good. And a little trick is to just turn the internet off.  

Danny Iny Yeah.  
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Hugh Culver So, if you’re on Wi-Fi, just turn the Wi-Fi off. And so, the trick I use is 
when I’m writing, there’s a temptation to go and look up a reference or 
check the spelling, and I just put a little hashtag in there and then come 
back to it later. And in that way, I’m not distracted because as soon as I go 
on to my web browser and Google, I’ve gone.  

The other discipline that is a really great one to start doing is to batch. 
And batching is an old strategy but it’s even more important now and 
that’s where you take similar tasks and you do them all at once. And email 
is a great example.  

Email is highly addictive. It’s like – if someone said it’s similar to, like, a 
one-arm band in Vegas because you keep checking, checking, checking 
and then suddenly, you get a good one and you go, “Oh, good thing I 
checked.” And so, then you forget the other 20 that you checked that were 
not so helpful.  

And the other thing about email is that even though you’re maybe only 
scanning your inbox, you’re thinking about each one of those emails.  

Danny Iny Yeah, it’s incredibly draining.  
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Hugh Culver Oh my goodness! So you’re getting all these mental clutter. And so the 
trick is to pick times of day — and I like to do it at what I call my low times 
of the day. So based on our circadian rhythm, we have typically two 
chunks of time when we have higher energy. And for most people that I’ve 
surveyed, it’s right around up to 9 and 10:30 in the morning and then 
shortly after lunch.  

And so, I protect those chunks of time. My email is done of those chunks 
of time. So for example, when I first arrive, I might spend maybe 5, 10 
minutes on email max. And all I’m looking for is critical email; so clients 
that have gotten back to me or vendors or contacts. And that’s what I 
check. And everything else I absolutely leave.  

And then at around 10:30, I’ll spend 20 minutes on email. And then that’s 
how I progress through the day is I will periodically go, work on it for 
quite a bit of time, like, 15-20 minutes and then I will stop and I’ll go on.  

So they did a study at MIT and they found that when people batch their 
emails, not only were they happier and more productive but there was 
absolutely no loss of productivity in terms of relationship building or 
anything like that. And the rule they use was a minimum of 15 minutes.  

So you scan your inbox. You have a quick look and you go, “No way, 
there’s not that much, I’ve only got, like, 10 new ones.” Okay, so you have 
to leave it, you have to leave it until you have enough. And I find that in a 
typical day, I can probably get by with maybe five times that I check my 
email. 

And I’m also finding that the less that I check my email, the more 
productive I become.   

Danny Iny Hugh, this has been phenomenally valuable. There’s a ton of food for 
thought. I mean, there’s a ton of practical, implementable stuff here, like, 
I’m going to be applying a handful of strategies that you’ve got shared. So 
usually, I ask people to talk about someone is so impressed with what 
they’ve heard, how are they going to be implement it. But this whole call 
has been implementable so we don’t need that illustration. We don’t need 
to make that leap.  

So we’re going to wrap this up because we are over time. But before we do, 
where can people find you?  
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Hugh Culver Well, thanks for that. Thanks, Danny. So the best way to find me is to go 
to thetimefreedomformula.com. So thetimefreedomformula.com, and 
then you’ll it all about and my program and learn all about their son.  

Danny Iny Awesome. Thank you so much for taking the time to come on the show 
and for sharing your insights and your experience and you’re example 
with your listeners and with me. This has been valuable for me.  

Hugh Culver Thanks, Danny. I appreciate. Hey, I’m going to be looking forward to 
seeing your book.  

Danny Iny Awesome. Fingers crossed, really soon.  

Hugh Culver Okay, good.  

Megan 
Dougherty 

Thank you for tuning in. You were just listening to Connect, Engage, 
Inspire, the Firepole Marketing podcast. If you enjoyed the show, we’d 
very much appreciate a rating and review here on iTunes and make sure 
to head over to firepolemarketing.com where you can get free access to 
top rated marketing books, dozens of special reports on engagement and 
audience building, access to expert Q&A with Danny and a whole lot 
more.  

And of course, stay tuned for upcoming episodes on marketing, 
engagement, and successful online business.  

 


