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M ON TH L Y  Q U O T E S  

   It’s Time To Take Action! 
 

Enough of making resolutions! It’s time to TAKE MASSIVE IMMEDIATE ACTION and the time to start is NOW! 
 
It seems that most people start the year with big plans that are full of hope, and yet somehow, 12 months later, most of 
their plans are not worth the paper they are written on - if they ever get around to writing them down at all. 
 
After twenty years of training, coaching and consulting small business owners, sales professionals, coaches, consultants, and profes-
sional service providers, it has become obvious to me why the mass of humanity accomplishes so little. 
 
Oh sure, these success minded folks may actually read books, go to seminars, listen to audio programs, engage in coaching pro-
grams, attend Mastermind meetings, develop some great ideas and even share these ideas with others.  
 
But, when it comes right down to it, none of this matters if they don’t TAKE MASSIVE ACTION AND IMPLEMENT. 
 
The #1 Key to success is: TAKING MASSIVE IMMEDIATE ACTION!  
 
Recently, I had a conversation with a friend who is in sales. It was clear that this friend would benefit greatly from hiring a coach. 
Together, we even found a coach with significant experience and great references in his field. I was excited for my friend as I knew 
that this decision could change his life and career in very positive way. However, he told me that he was going to hold off pulling the 
trigger, give it some additional thought, and wait until he was more comfortable with the decision. OUCH!  
 
Listen, I know that doing something different is not always easy, but there comes a point when you must TAKE ACTION. 
 
What action have you taken to make 2016 your best year ever? You have taken some action haven’t you? If not, make the commit-
ment to TAKE ACTION before you receive the next issue of this newsletter. Join a Mastermind group, start a blog, write a book, 
hire a coach, join a local business group in your town, join a local leads group, enroll in a class.  
 
My father use to say, “For God’s sake son do something even if it is wrong.” I have found that to be sage advice.  
For it is in the act of doing that we learn and grow. 
 
Happy New Year! 

Steve 
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“As long as a man stands in his own way, every-
thing seems to be in his way” 
 
   ~Ralph Waldo Emerson 
 
 
“ Whether you think you can or can’t, you’re right.” 
 
   ~Henry Ford 
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 "Why Effective  Advice Is Ignored" 

Today, my CPA visited for her quarterly review of my books. Like many CPAs, she provides business consulting 
in addition to traditional accounting services. Her clients, like mine, are primarily small business owners, entre-
preneurs, and solo practitioners. 

I always enjoy talking with her and picking her brain about what she sees going on in the local economy with 
small businesses. I find her insight and assessments of the local marketplace to be insightful and very accurate. 
Today, as we were talking, I asked her what her biggest frustration with existing clients was. Without hesitation, 
she told me her biggest frustration was being asked for her advice and opinions and having her advice rejected, 
ignored and not acted on. 

I asked her why she thought that occurred. Her response was that she felt the business owners and entrepreneurs 
that she had as clients allowed their ego get in the way of taking advice from someone whose assessment of their 
business was in conflict with their own. In other words, they found it hard to take advice from someone whose 
opinion differed from their own. She went on to say that she did not really think they wanted advice, but what 
they really wanted when they ask her for advice was reassurance from her that what they were thinking and doing 
was the right thing. 

Her experience mirrors my own. I have found that when people pay me large sums of money for my training, 
coaching or consulting, they really don't want my advice. What they really want is some sort of affirmation that 
they are wise and wonderful. They may tell me that they want me to shoot straight with them and that they would 
like for me to provide some measure of accountability for them to do what they need to do to grow their busi-
nesses. But, I have found that what they say they want and what they really want are horses of a different color. 
This mental state is usually characterized by defending and justifying their position or saying something like, 
“yes but my business is different”. 

Unfortunately, I can relate to that attitude and mindset because I used to feel the same way. For many years, as 
Frank Sinatra sang," I did it my way" and thought incorrectly that I was the sharpest pencil in the box. I found it 
very difficult to humble myself and take advice from others. This personal need to be right cost me many millions 
of dollars in lost income. It was stupid and very shortsighted. 

As I analyzed why I did that and was ruthlessly honest with myself about my motivation for doing so, I realized 
that my inability to take advice from others, and to humble myself, and admit that I wasn't as smart as I thought I 
was stemmed from a basic lack of emotional security masquerading as an inflated ego. 

When I came to this unmistakable conclusion and confessed my shortcomings, a great burden was lifted and I 
was able to not only accept and listen to advice from others, but I sought out the advice and opinions of others 
that I trusted. And oh yes, my income shot through the roof 
 
Steve 
 
** If the daily grind is wearing you down and stealing your peace and joy, and you 

are ready to accept the fact that you don’t have all the answers and are truly ready 
to make some monumental changes in attitude and behavior that will give you the 
peace of mind that comes from having the financial freedom to live life on your own 
terms call me at 850-710-3215 to find out how we can help you. The call is free and 
so is the advice. 

 

 
 

 
 



              Jake’s Chronicles… 
 

 
 
 
 
 
 
 

          
 
 
Happy New Year Friends!  
 
It does not seem possible, but we have been together another full year. Time  
does zip along when you are enjoying life and it does seem to drag when 
things aren't going so well.  There were times when I thought that this year 
would never end. Then there were moments when I wondered where it had 
gone.  
 
It really isn't like me to complain about time or anything else for that matter, 
but it certainly is a common topic of conversation for most of you two legged 
critters. I do listen a lot you know. I hear y'all saying things like " I did not 
have time to do that " or " where does the time go” or " I wish I had time to 
do that ".  
 
For goodness sake, we all have the same amount of time in a day...twenty -
four hours, one thousand, four hundred and forty minutes, or eighty six thou-
sand, four hundred seconds. 
 
Now, you may be asking yourself, " how does Jake the Wonder Dog know 
that"? I must gently remind you that I know things. I listen. I observe. I learn.  
 
Do not despair. This is a brand new, shiny year just waiting to be used to its 
upmost potential. Last year's mistakes are just that ..last year's. Mistakes are 
simply missed steps. Learn from them. Mark your path more carefully and 
move forward.  
 
We advanced canine creatures use a complicated method of " smell phones" 
to interpret our trails. It can be taught by careful observation. I am not sug-
gesting that you " lift your legs at every corner”.  You are not limber enough 
to do that, but you can observe, adapt and learn.  
 
Please understand me. I am not boasting about canine wisdom, my feline 
brother is every bit as skilled. I am simply suggesting that there is much to be 
learned from those around you, if you are open to the opportunities.  
 
Steve, may have some valid suggestions about the power of association with 
like minded people. I try to share my observations with him and I must admit 
that he is a very able student. That is a key element. Be willing to learn. Ac-
cept instruction. Move forward despite your limitations. ..or rather through 
them.  
 
Stick with me, dear ones. We have a wonderful new year to explore together. 
I foresee many meaty bones to chew on in our futures.  
 
Your wise but tolerant friend, Jake   
  
 
 

What Our Raving Fans  
Say About Us 

  
On a private consulting call, 
Steve told me something so 
straightforward and shocking   
that I couldn’t sleep well for 
4 nights. 
 
It was just what I needed and 
woke me up. The next year our 
company had it’s best year 
ever. 
 
Tim Murphy, CEO  
Murphy Industrial. Houston, TX 
 
The Master Mind group has been extremely 
valuable to my business.  This group with their 
insight and feedback has helped me get past big 
and small road blocks that were holding me back 
from expanding my business.   
 
Building systems in my business has allowed me 
to double my business from last year and it is 
only half way through the year.  This would not 
have happened without the focus and account-
ability that comes from a group like this.  Hav-
ing  big picture focus and accountability has al-
lowed me to work on my business to grow it ex-
ponentially instead of always working in my busi-
ness. 
 
Justin Struble  
Wealth CAPS, 
Moss Point, Mississippi 
 
May I take this opportunity to say how much I 
have gained from your teachings.  A year ago, 
you gave me the CD on Cultivating an Abundant 
Mentality.  
 
You said to listen to it every day for 15 days.  I did 
that, and more. 
  
Charles Allen 
Chef, Raft Guide and Attorney at Law  
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HOLIDAY HUMOR 

 
I made one resolution many years ago 
and I have stuck to it. I   resolved to no 
longer make resolutions!  The following 
are some alternative affirmations for a 
new year.  I know the power of affirm-
ing my truth, over and over, everyday!  

While these may not suit everyone's taste, here are some "possible" 
affirmations to consider: 

1. As I let go of my feelings of guilt, I am in touch with my        
inner sociopath. 

2. I assume full responsibility for my actions, except the ones  
    that are someone else's fault.  
                                                          
3. In some cultures what I do would be considered normal. 

4. My intuition nearly makes up for my lack of wisdom and 
judgment. 

5. I need not suffer in silence while I can still moan, whimper,   
and complain. 

6. When someone hurts me, I know that forgiveness is cheaper  
than a lawsuit, but not nearly as rewarding 

 
7.  I will strive to live each day as if it were my 50th birthday. 

8. I honor and express all facets of my being, regardless of state  
and local laws. 

9. Today I will gladly share my experience and advice, for 
    there are no sweeter words than "I told you so!" 
 
10. A scapegoat is almost as good as a solution. 

11. Just for today, I will not sit in my living room all day in my   
      underwear. Instead, I will move my computer into the bed 
      room. 
 
12. I will no longer waste my time reliving the past; I will waste 
      it worrying about the future! 
  
13. Before I criticize a man, I walk a mile in his shoes. That  

way, if he gets angry, he's a mile away and barefoot. 

 

Steve Clark’s  
Profitable Persuasion Newsletter 
PO Box 5848 . Navarre . FL 32566 

Life Lessons: The Importance of Setting Priorities    
 
A professor of philosophy stood silently before his 
class, waiting for students to take their seats. 
When they were ready, he wordlessly took an 
empty mayonnaise jar from his desk and filled it 
to the top with 2” diameter rocks. When he was 
done he asked the students whether the jar was 
full. They replied that, indeed, it was full. 
 
Next the professor took a box of small pebbles and 
poured them into the jar, shaking the jar so that 
the pebbles fell into the open areas between the 
larger rocks. The students smiled. When the pro-
fessor asked the students again if the jar was full, 
they agreed that it was. 
 
Next, the professor poured in a box of sand which 
naturally filled up all the spaces in the jar between 
the rocks and the pebbles. He then began to ex-
plain the purpose of the exercise. 
 
Holding up the jar, he said, “This is your life. The 
rocks represent all the important things, like fam-
ily, relationships, your health, whatever is so im-
portant that were it lost, you would be devastated, 
nearly destroyed. 
 
“The pebbles represent the other things that mat-
ter but are important to a lesser extent, like your 
job, a car or a house. They matter on a smaller 
scale. 
 
“The sand represents everything else. Were you to 
place the sand in the jar first, there would be no 
room at all for the rocks. It is the same with your 
life. If you spend all your energy and your time on 
the small stuff, you won’t have room for the things 
in life that matter. 
 
“So set your priorities. Be mindful of what are the 
rocks. And remember that the rest is just sand. 


