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Overview 

Being clutch can be learned The author interviewed
many people who were clutch in their chosen 
endeavors. This book discusses 5 specific 
commonalities amongst such people: focus, discipline, 
adaptability, presence, and fear & desire. It also 
discusses 3 specific reasons why people choke: 
accountability, overthinking, and overconfidence. 
Through a slew of examples from business, sports, and 
the military, the author shows us how anybody can 
learn to be consistently clutch. 

“All the pressure was right there, but I wasn’t going
to think about it … Pressure is perceived. If I don’t

put added pressure on myself, I’ll be fine.” 

Introduction 

Most associate clutch  with a triumphant sports 
moment, but these often contain an element of luck, and 
being clutch is certainly not being lucky. Clutch, 
simply put, is the ability to do what you normally do, 
but under immense pressure. Transferring skills from a 
relaxed atmosphere to a tenser one is undoubtedly not 
easy, for if it were, everyone would be clutch. 

The author distrusts the idea that your mind is a mental 
edge to be sharpened.  He interviewed enough clutch 
athletes to know that their minds were not always their 
greatest assets.  He also interviewed some very smart, 
interesting people who were doing less than they were 
capable of. He then found people who specifically 
excelled under pressure, and interviewed them. 

The 5 key traits that make people clutch (discussed in 
Part 1) are: (1) focus, (2) discipline, (3) adaptability, (4) 
presence, and (5) fear & desire. The 3 traits which make 
people choke (discussed in Part 2) are: (1) an inability 
to accept responsibility when something goes wrong, 
(2) overthinking and (3) overconfidence. Part 3 
discusses how people can be clutch when they are not 
in high-pressure situations. 

Part I. Why People Are Clutch 

Chapter 1. 
David Boies is a clutch lawyer who worked on 
monumental cases like the S Department of Justice s
antitrust case against Microsoft. Boies has a successful 
career-long strategy: he makes all trials into morality 
plays. Focusing on the morality of a trial is how Boies 
focuses himself and the jurors.  It keeps him from 
focusing too much on the arcane details which could 
detract from his primary argument. 

Focus is the foundation of a clutch performance, as it is 
the basis upon which all other traits of pressure-
performers are built. Yet many people confuse focus 
with concentration. Boise focused the members of the 
jury by stating that if they had bank statements, then 
surely a company should also have extensive records. 
That was his morality-play focus, which is different 
from simple mental concentration. 

In addition, the hard work that Boies put in before the 
trial gave him the confidence to succeed under 
immense pressure. Boies read every single document 
associated with the trial, which freed his mind to focus 
on the story he wanted to tell. Boies is a firm believer 
that a person s focus can continually become sharper 
via more preparation. There was a lot of pressure on the 
case with $4.2 billion at stake, but once the trial got 
underway, Boies simply focused on the witnesses, the 
rebuttal, and the documents. 

Chapter 2.  
The Department of Justice and the Internal Revenue 
Service were investigating BS s offshore business
Branson, a former UBS banker turned informant, was 
telling the government about secret Swiss accounts that 
U.S. citizens had set up to shield money from taxes. The 
firm s banking license was literally hanging on what he 
had to say. Instead of Branson hiding behind how new 
he was, he accepted full responsibility for the Swiss 
accounts under investigation. 


