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[Kate Northrup:] Hello, Origin™ Empresses!

Today we are talking about the 80/20 Rule, which is also known as the Pareto Principle. And, it is 

the idea that everything in the universe magically comes down to 80/20.

So, here’s what I am talking about: 80% of your results are going to come from 20% of your 

actions. 20% of your results are going to come from your 80% of your actions. And there is a 

download exercise that goes along with this video, and you can find it right below this video, 

and what I want you to do is go through this video with me, watch it and then do the exercise.

I, actually, as I was practicing this, did the exercise this morning, and I was completely blown 

away because this exercise walks you through exactly a very quick and easy process to figure 

out what are the 20% of your activities in your business that lead to 80% of your results? And 

I did the exercise this morning, and I actually had a huge aha! as well around what I need to be 

doing more of in my business. So, I’ll get to that in a second, it’s like a little teaser.

20% of your activities are going to lead to 80% of your business results, 20% of your customers 

in your business are going to lead to 80% of your headaches, and 20% of your customers or 

your clients are going to be responsible for 80% of your revenue. Now, if you’re going to your 

backend systems and actually figure this out, you are going to find that this is true. You might 

actually come out more like 90/10 or 65/35 or 70/30, but it is going to be--probably not 65/35, 

that’s a big split--but maybe 70/30. But 80/20 is about the math that comes out about 20% of 

X is going to be responsible for 80% of Y in your business. So, 20% of your customers are going 

to give you 80% of your revenue. 20% of your activities are going to lead to 80% of your results. 

20% of your customers are going to lead to 80% of your headaches. And so, when you can really 

harness Pareto’s Principle, this is like the pivot point of doing less to have more because all you 

need to do is take the time to identify the 20% so that you can then spend more of your time 

and energy of your 20%.

So, more time doing the 20% -- the activities that lead to the 80% of the results, more time 

nurturing the 20% of your customers and clientele who would result in 80% of your revenue 

and more time thinking of ways to serve them. And then also how can you spend less time and 

energy on the 20% of customers who’ll lead to 80% of your headaches? How can you kind of 

like work that kind of customer out of your business? And then I’m sure it applies in other ways-- 

that like 20% of your activities from a fitness perspective probably lead to 80% of your results, 

but we’re going to really stick to business today because that’s my expertise when it comes to 

the 80/20 Rule.
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So, for me, I used to be a misguided missile in my business. I would sit down at my computer-- 

and this is when I was living in New York City. I lived in a studio apartment, you know: my bed, 

my couch, my dining room table, my desk-- my dining room table was my desk! It was all in 

one area, so I would sit down at my desk/dining room table, which was next to my bed, in the 

morning and I would feel totally lost in terms of what I was supposed to be doing with my 

time. I had no focus. I had no sense of priorities, none of my projects were really laid out in 

any particular way. And I would just use my inbox as my to-do list, and by the end of the day, 

I hadn’t done any of the things that I wanted to do. I actually had more emails than I started 

with because as you respond to email, you just get responses in return, and then you have more 

things you need to respond to, so that wasn’t working and I felt like I never was getting traction. 

So that happened for a long time. When I got pregnant, I suddenly was so tired that I wasn’t 

really able to do any extra things, and in order for our business to survive and continue to thrive, 

which it did, I had to hone in on: what are those 20% of the activities that lead to 80% of the 

results? So what absolutely has to happen in our business in order for those results to happen? 

And then I really literally let the rest go. And it was phenomenal to see what happened with that.

So here’s what I want you to do—and this is laid out in the PDF that accompanies this video-

-I want you to lay out a list of your biggest wins, like the biggest successes in your business. 

It could be getting a book deal, it could be having a sold-out workshop, it could be that you 

launched a product, the course that you were really wanting to watch, it could be opening the 

door to your store, it could be, you know, having your first 6-figure year, it could be getting 

interviewed on some sort of a media outlet that you’re really excited about. Whatever the big 

wins are for you. I made my list and one of them was actually speaking at the Reveal Conference. 

Like when I looked back, it kind of--the last ten years of business or seven years, let’s say, since 

I launched my website in 2010--when I looked back on the last 7 years of business, for me 

that’s how long I’ve been in this business. What are some of the highlights? What are some of 

those moments that I’m like, “Yeah! That was awesome.” So, I listed those out. First, for me, it’s 

publishing Money: A Love Story. It was launching Origin™ and having all of you here together. It 

was being on The Today Show. It was speaking at Wanderlust. There were some of these events, 

which I’ve done a couple of times but specifically the Wanderlust Awe event this past fall. So, 

they were in today’s highlights that I really could think back to.

Then step 2 is to go through and write out the list of activities that you do on a daily basis in 

your business. It could be answering emails, it could be editorial planning, it could be writing 

blogs, it could be shooting videos, like creating content in some other way, it could be nurturing 
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your audience via social media or a Facebook group, something like that, it could be speaking 

at events, attending events, going to workshops, creating workshops, doing group coaching, 

working with clients one on one, designing websites. I don’t know what you do, but make a 

list of basically all the business activities that you can think of that you do on a daily, weekly, 

monthly, annual basis and make that list. Again, this is all on the PDF so you don’t have to 

remember this.

Then Step 3 is to actually connect the dots. Between the big wins and the list of activities, which 

activities actually resulted in these big wins? So, I’ll just kind of give you a spoiler alert. For me 

it was like I wrote it all down. I actually, [laugh] write it right here, I’ll going to go ahead and tell 

you. It was attending an event that I felt just for some reason called to attend, resulted in so 

many of my big wins. Just showing up at a conference that I--or workshop--that I just saw and I 

felt like, “Gosh, I’ve got to be there” or connecting with people I felt really called to connect with.

So I mean that I spent, I will say, I spent six years living in New York City, and a lot of that 

time was what you’d call networking, and at the time--this is a huge realization for me that I 

actually had from doing this exercise that I created for you--at the time, I really judged myself 

because I spent so much time going to events, going on coffee dates, meeting new people--

specifically new women--and nurturing the connection I already had. I spent a lot of time on 

that and spent a lot of money, too, because I went to a lot of workshops. And I judged myself 

so much. I thought I was wasting time because it didn’t look like I was doing business…it looked 

like I was socializing. I was really energized by it and I loved it, but I judged myself. I thought 

I was cheating or kind of being--I can’t think of the word right now, but I kind of felt like I was 

playing hooky from doing business. But when I go back and I look at the biggest wins in my 

business so far, in our business so far--publishing my book, being on the Today Show, getting 

these speaking opportunities, having these cool opportunities to partner with people like Marie 

Forleo on the B-School launch--things like these, they can all be traced back to the activities 

of attending events that I felt called to attend and nurturing connections with people I felt 

really truly connected with. It was such a beautiful re-frame for me of all that time that I sort of 

on some level was still judging myself for spending networking and connecting. That actually, 

those activities are my 20%, those are my 20% that had led to 80% of the results that we’ve 

had and continue to do so. It’s for me--I am a connector, I am a Gemini-moon, I just freaking 

love connecting with people, and that’s why I created a membership, that’s why we are all here 

together.
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So that was really a great awareness for me, and then the other thing that I noticed was I’m not 

doing that much of that these days in life because I’m in this different season of life. I moved 

to Maine, you know, it’s just a smaller community, and I’ve stopped going to events as much 

because I had a baby. But what was so cool in going through here is I’ve had a feeling, this desire 

bubble up to really more consciously go to some more events, and I was feeling like, “God, 

you know, it’s a lot of time away from Penelope or Mike or whatever,” it’s just that socializing 

is a waste of time. But it was so cool to do this exercise because I realized, “No! that’s my 20% 

and even though it doesn’t look like I’m working and it looks like I’m socializing and having fun, 

that actually leads to 80% of my result in business!” Because these relationships have been 

everything, and it’s not that I am doing it strategically. For example, I got to speak at Meggan 

Watterson’s Reveal event, which led to me publishing Money: A Love Story, which led to being 

on the Today Show which led to a lot of other amazing things. I didn’t go to Meggan’s first 

Reveal event thinking to myself, “Oh I’m going to meet this woman and then she’s going to ask 

me to speak,” and I wasn’t--I wasn’t trying to get anything. I just honestly resonated so deeply 

with Meggan, and it felt like we were sisters from a past life. And so I just--we just--built to a 

genuine friendship and then it led to all these beautiful things.

So it’s really being--it’s really, you know, listening to our hearts and feeling called to do these 

things, not necessarily knowing what it’s for but trusting that there’s a beautiful outcome, 

whether for business or otherwise. So the other things that I found were really important for me 

and my business are [cough]--excuse me!--nurturing my community, being with you. So writing 

my blogs, being on social media, really like being in connection. So those are--and the podcast. 

So those would be three: social media, my blog, and the podcast. So creating content, being 

in engagement on a regular basis with my community, and that is definitely a 20% activity that 

leads to 80% of our results.

And then the other was creating content and speaking at events. Yeah, that’s pretty much it. For 

me it is attending events and nurturing relationships. Attending events where I’ll meet people 

and then nurturing those relationships, connecting with my community through writing my blog, 

social media, and the podcast, working on content, whether speaking or just working on it at 

home and then delivering it in some way. Those were just-- really are--the three things. So for me 

I realized, “Wow! 20% of my--I mean 80% of my results are coming from these 20%!” And here’s 

the great news: I love doing all those things, and none of them really feel like I’m working in the 

traditional sense because none of them feel hard. They all feel easy and they all feel energizing. 

Sometimes creating content doesn’t feel easy, like I wouldn’t call writing my book easy. But it 



5 | HOW TO | THE 80/20 RULE © NORTHRUPWATTS, LLC |  KATENORTHRUP.COM

feels satisfying in a sweet way where you are doing something challenging but it doesn’t feel like 

a slog, like it’s not like, “Oh my God, I hate this!”

So then you want to connect the dots. And then of course if there are any activities from your 

list, if there are any activities that led to the big wins that you hadn’t listed, that you hadn’t 

thought of on your daily activity list, add those and then connect the dots and then say, “Okay 

what one or two activities for my business led to these big wins?” And then you just want to pick 

the top maybe 3 to 5 activities that led to the big wins and write those down--this is all in the 

PDF--and those are your 20%! That’s it!

And then you want to take that list and get it tattooed on your forehead [laugh] or in your inner 

arm or at least put it on your post-it note on your work space. Or I would recommend typing 

it up, printing it up, laminating it, framing it, doing whatever you need to do so you’ll have a 

constant reminder of: “These were my 20%.” And these become your filter so every week when 

you are planning your week out, you want to block time out for your 20% because that’s the 

things that--those are the things that are going to move the needle forward in your business. I 

guarantee you, most of the 80% of the activities you are doing don’t need to be done, because 

they are not actually resulting in anything. Like meetings, like say, you know, doing the things 

that you kind of like say yes to because you feel that. But there’s a lot of things that we do that 

really don’t need to be done.

So I would like you to download the PDF below, do the exercise, and I’m so curious to hear your 

insight because for me, this is actually a really eye-opening exercise. I’ve kind of done a lot of 

things like this, but I created this exercise because it seemed really logical. It was huge for me, 

so I hope it’s going to be huge for you. Let me know in the Facebook--follow the link below 

this video, let me know what are your insights, what are your 20% activities, and how are you 

going to make more space for those things so you can really move the needle forward without 

necessarily needing to work more hours or put in more effort. In fact, what you will find is the 

more you focus on the 20% activities, the fewer hours you need to work and the more results 

you get for less effort. So I can’t wait to hear! Thank you so much for tuning in, and I will see you 

next time. Bye.

[end]


