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Hello everyone. This is Steve Clark, and I want to welcome you to another Inner Circle 
Coaching Call. Today we’re going to be discussing how to double your personal productivity 
and live a stress-free life. So without any further ado, let's jump into the call. Today's call is all 
about improving personal productivity and avoiding procrastination. And we're going to go 
through this; I'm going to give you some tips, and I'm going to give you some strategies and I'm 
also going to give you some exercises that you can do on your own that would help you improve 
your personal productivity as much as 10 times over what you're doing right now. And in doing 
so, it will help you avoid procrastination, which is a big killer that most folks seem to suffer from 
quite a bit.  

So let's start with this. Let's start with the whole idea of productivity and talk a few minutes 
about that. If you want to know what productivity is, I guess everybody has their own definition 
of productivity. But essentially, the way I like to think about productivity is that we're actually 
getting the results that we want to get in our life and if we're getting the results that we want to 
get in our life then we can be said to be productive. If we're not getting the results, then 
obviously we're not being productive as we go through life. So productivity is simply getting the 
result you want. If you get the result you want, then you're productive. If you don't get the result 
you want, then you're not productive. So when you define productivity this way, it keeps you 
from confusing being busy with being productive. And that's a key point. I think everybody on 
this call and most of the people that I deal with are very busy. They are busy, busy, busy, but that 
doesn't mean necessarily that they are productive. And we want to be sure that when we are 
doing things, we should always be asking ourselves, are we doing something that is sort of busy 
work or are we doing something that is actually going to lead to productivity? 

The 80/20 principle says that 80% of the things, the activities that you and I engage in on a daily 
basis are at best marginally productive if not a complete waste of time. That may be a hard pill to 
swallow, but it is absolutely true. A study done by Columbia University of over 2000 
Metropolitan Life Insurance agents that were studied over a period of time determined that on an 
average, those 2000 insurance agents were only productive about 90 minutes out of an eight hour 
day. So that is pretty close to about 20%. And you can track it, if you want to find out how 
productive you are and how much time you are wasting on trivial kinds of things that really don't 
end up putting money in your pocket, and exercise that I would encourage you to do is to take a 
legal pad and in the left-hand margin put down whatever time you go to work. Say it is 8 o'clock. 
Right in the left-hand margin 8:00 to 8:15. And then underneath that in the next line, put 8:15 to 
8:30 and continue that process down to the end of the day whenever you stop working. And take 
five sheets of paper and do that with five sheets of paper. And put those five sheets of paper on a 
clipboard and carry that clipboard with you everywhere you go for five working days. And every 
15 minutes, at the end of that 15 minute time period, on that line, on that single line, write down 
a one-sentence or three or four word description of what you just did for the last 15 minutes. Do 
it in real time, don't wait until the end of the day to do it. You will never remember what you did 
by the end of the day. But keep a running log, if you will, to create a baseline so that you can go 
back and review how you are currently spending your time. It will amaze you if you are 
ruthlessly self-honest with what you are doing with your time. When you review it, at the end of 



each day, it will amaze you how much time you are spending doing things that don't result in 
productivity. 

I had someone do this recently and he said to me that after a day and a half of him doing that, 
and first of all, he said the first time you suggested I do that I blew it off. He said, the second 
time I thought, well, maybe it makes sense. And he said, I went ahead and started doing that and 
as a result of doing that process he said it only took me about a day and a half until I figured out 
you were absolutely right, that I was wasting most of my time during the day. Now this is a guy 
that made $900,000 in commission as a salesperson a few years ago. Now he has had a little dip 
in his income, he's only making about $700,000 now, you know, because as we all know 
business is a bit tougher than it was a few years ago. So he wants to get back to that $900,000 
level, and so he realized that he has to get more effective with what he does with his time. 

As you do that, you will develop a baseline. And if you manage people, I would encourage you 
to have them do this very same exercise, and then you sit down with them at the end of those five 
days. Well, first of all, you need to supervise them to make sure they are doing it daily and have 
them turn the sheet and to you each day. And then at the end of those five days you sit down with 
them and go over it and ask them how much of the time do they think they were productive and 
go through line item by line item what they did, and help them understand whether or not that 
was a productive use of time or not. So to summarize again here about this 80/20 concept, I 
promise you that if you do this you will find somewhere around 80% of your day is spent doing 
marginally productive kinds of things. That means six of your eight hours a day is not very 
productive. So if you want to become more productive, then all you have got to do is steal one or 
two hours out of that six hours and convert that one or two hours of non-productivity into 
productivity and you can double your effectiveness, double your sales, and double your income, 
etc. If not do it by a whole lot more than that.  

So, let's talk a minute or two about what is productive and what is not productive. Now, if you 
were to look at how you spend your time and I want you to visualize a pyramid. And I want you 
to visualize a pyramid with a horizontal line that is broken up into this pyramid and has four 
pieces to it. At the very top of the pyramid would be the high lifetime value type things that you 
would do that are really important. It might be things like taking on an exercise program and 
continually exercising. You know, you put a lot of value on that, it's very important to exercise 
and maintain your body. It could be building relationships with a spouse or children. It could be 
reading for personal growth and development. It could be any number of things that you would 
do that would have a high lifetime value. In other words, these things pay dividends over your 
entire life. Right under that would be things you do that have high dollar value. When you do 
these things, they have high pay off for you. An example of that would be meeting face-to-face 
with a prospect in a selling situation in which they have an opportunity to give you money. 
That’s a high-dollar value when you meet with a prospect that has the ability to give you a 
significant sum of money. Another example of that might be working on a marketing plan that 
creates a lead generation for you that starts to bring in significant amounts of leads. But it would 
be things that you do on a daily basis that have a very high pay off for you. 



Now at the bottom of this pyramid would be the low dollar value things. These would be things 
that don’t make you a whole lot of money and, quite frankly, when you analyze where you spend 
your time, you will find that you spend a lot of time down here. Low dollar value activities 
would be: 

• constantly checking emails 

• responding to emails 

• wondering around the office shooting the breeze with people 

• endless meetings 

• worthless meetings that take place 

• dealing with prospects and clients that don’t give you a whole lot of money and yet  

            spending time with these people who are low-quality prospects 

• wasting time with tire kickers 

• surfing the internet 

• constantly responding to text messages on a cell phone 

It could be any number of things like that. There are a whole bunch of those things that if we are 
not careful they are habits that we engage in that really are low dollar value. They have very little 
dollar value to us. They really, when you look at them, they don’t make us a whole lot of money. 
Now some emails are important, some meetings are important, obviously, but most meetings and 
most emails, if you use the 80/20, and if you subscribe to 80/20, you will find that about 80% of 
the emails you get are basically worthless. There is no need to pay attention to them, they don’t 
mean a whole lot but yet if we spend a lot of time with those things, even reading those things, 
then we are using our time, it is either a waste of time or marginally productive. And then, at the 
bottom of the pyramid would be things that have zero value or they are negative. A zero value 
activity would be watching a lot of television. The average American watches 27 hours of 
television a week. Now I am not anti-television, but I think television has its place and if our 
habit is to turn on the television every night after supper and sit there and watch television until it 
is time to go to bed, then we are engaging in a lot of activity that could be used in a lot better 
way. We could take that very same time and we could use it to work on sales copy and marketing 
materials. We could use it to listen to self-development programs, audios or videos, we could 
read, we could do any number of things other than sit and watch the boob tube. That’s just an 
example of one. There are tons of other zero value or negative value things that we do. 

One of the negative value things would be hanging out with people who are whiners in 
complainers. People who are going nowhere. Certainly hanging out with people like that is not 
going to do you any good, and it’s not going to get you where you want to go, and it really is a 
waste of time. So the purpose of you doing that 15 minute exercise that I mentioned a minute ago 
is for you to get a handle on where you are spending your time. You can’t very well do anything 
about improving your personal productivity until you have a true read on what you are already 



doing. Then and only then will it become obvious to you what you need to be doing in terms of 
changing and getting rid of some of these low value things that you do and replacing those with 
things that are of high value or they have high lifetime value or high dollar value. So that would 
be an exercise that I really want to encourage you to do. 

Let me pause here for just a second and give you a chance to comment or ask a question. If you 
have a question or having comment, I will be glad to take it at this point.  

One of the things that Steven Covey talks about in the Seven Habits of Highly Effective People, 
which I encourage you to read if you haven’t, is that when you look at your day, that you plan 
your day and start your day by doing the most important things, what he calls the big rocks. And 
an analogy he drew is he demonstrated this to a group of people. He took an aquarium and he 
had some big rocks and then he had some small rocks and that he had some pebbles and then he 
had some sand. And what he did is he demonstrated that if he put in the sand first and then the 
little rocks and then the bigger rocks, by the time he did all of that he was unable to put the big 
rocks in on top of all of that. He ran out of room in the aquarium to put the bigger rocks. So what 
he did is he reversed that and put the big rocks in first. And then he put in the smaller rocks and 
then he put in the little pebbles. And the little pebbles fell down between the cracks in the big 
rocks and the little rocks. And they lodged in those crevices and then he took the sand that was 
left that he had and he poured the sand into the aquarium. And what happened is the sand found 
its way to every place that the big rocks, the little rocks and the pebbles weren’t in the sand filled 
in all the crevices and he was able to get everything into the aquarium. And the lesson there is 
start with the big rocks first. Now what are the big rocks? The big rocks are the most important 
things that you need to get done every day. There are only two or three big things that are going 
to produce the biggest results for you on a daily basis. And if you want to become more 
productive, the thing to do is figure out what are the two or three most important high payoff 
activities that you can do today. Start with those things and begin to do those things first rather 
than coming in first thing and starting with the low pay off things or the little rocks. An example 
of that would be coming in and checking email first thing in the morning and getting hung up on 
email and responding to email and before you know it is 11 o’clock and you haven’t done a 
whole lot. Now how do you know that you are not doing this? That you are basically not starting 
with the big rocks? Here is how you know that you are being busy but not productive: you get to 
the end of the day and you are absolutely worn out and you say to yourself on the way home, I 
was very busy today but I did not get very much accomplished. Now you probably have had that 
conversation with yourself. We all do. The trick is to be aware of that and not fall into that habit 
of doing those things so that you have a lot of those kinds of days where you feel like, boy, I was 
really busy today but I just didn’t accomplish a whole lot. The day is going to come and go, 
whether you accomplish a lot or not. So the thing you want to do is you want to start paying 
attention to what you are doing and be real clear about what needs to get done.  

Now if you want to be more productive, one of the reasons most people aren’t more productive is 
they are not real clear, in other words, they don’t have a crystal-clear vision of the handful of 
activities that really bring them the highest return. The thing that they are not real clear about 
what it is that brings them the greatest profit. And because of that, they are unable to organize 



their days or weeks around those things and so what they end up doing is they end up responding 
to whatever comes at them. They end up responding to someone else’s agenda or someone else’s 
request and as a result of that they are completely not in control of their time and the life and 
they just end up having their strings pulled and being yanked on two and fro I all kinds of people 
and really not being focused on what they need to be doing in order to become more productive. 

The real key there is being clear about what you need to do on a daily basis, what are those 
things that really will make you that much more productive? So let me ask you this question, this 
is something you may want to write down. In fact, I would encourage you to write this down 
right now. Here is a question: what are the three most productive things that I need to do today? 
What are the three things that I will do that would result in the biggest payoff for me or that 
would give me the biggest bang for my buck? Another way of saying that: what three things can 
I do today that will give me the most profit? Now that’s a question to ask yourself every single 
day. Because if you start off your day and you don’t know what those two or three things are that 
will give you the most return on your investment of that time, if you don’t know what those two 
or three things are, you will, by default, be in a reactive mode and you will be responding to what 
other people request you to do. And I promise you what other people want you to do is not going 
to be nearly as productive as those two or three things that you can identify. 

Now, let’s talk about how you can become 10 times more productive, and we are going to get to 
in a minute how to cure procrastination. The whole concept of productivity is extremely 
powerful. And we don’t really want to focus on getting 10% more productive or 20% more 
productive. That really doesn’t have a lot of appeal to most people. What we want to talk about is 
we want to talk about becoming 10 times more productive or 100 times more productive or 1000 
times more productive. And you may find it hard to believe that you can become 100% more 
productive or even 1000 times more productive, but I promise you, you can certainly become 10 
times more productive than you currently are. So let’s talk about how you go about doing that. If 
you look at the normal working day, most people are productive maybe two hours out of eight 
and the other six, they are marginally productive. One of the ways to become 10 times more 
effective is to look at those six hours and figure out what you can stop doing and take the time to 
do more of the things that will make you more productive. If you take 20% of that time and you 
add that to what you are already doing, and you are focused on the three things daily that you can 
do that would give you the most bang for your buck, then when you do those and you add a little 
more time to what you are already doing, you add another hour or two to the two hours that you 
are productive, the accumulative effect of doing both of those will quite often result in not being 
twice as effective but in many cases it will be 10 times more productive. So you can become 10 
times more productive when you are doing you are very highest payoff activities and you are 
doing them, by the way, in uninterrupted blocks of time. 

So what that means is if you just spend 20% of your time doing your highest value work, just 
that alone will help you double your productivity. So the key there is focusing on those high pay 
off activities and knowing what those are and then scheduling your time, literally, blocking them 
out and putting them in a calendar and doing those on a consistent basis. Now everybody has 
interruptions and you have interruptions from people, you has interruptions from the phone 



ringing, you have interruptions from voicemail, interruptions from email, one of the things that I 
am going to suggest you is that you set aside 30 minutes in the morning and 30 minutes in the 
afternoon to deal with emails and voicemails and those kinds of things. And you set up systems 
and processes so that you insulate yourself that people cannot just reach out and interrupt you 
when you are in the middle of something that is one of those three height payoff activities that 
you need to get done each day. The key to that is leading employees and vendors and suppliers 
and customers, letting people know what your schedule is and letting them know that you are 
only available at certain times. Now you can do that with auto responders, you can certainly do it 
when you have conversations with folks. In an office environment you can do it and you can say 
to folks, I’m available from 10 to 10:30. If you have issues or you need to talk with me about 
this, that or the other, my free time to deal with that is from 10 to 10:30, but from 8 to 10, I am 
working on my deal and I don’t want to be interrupted. I need that focused time. And whatever 
the issue is, I’m available from 10 to 10:30 to come interrupt me and do anything that you need 
to talk with me about. And also, you can use that time to check your voicemail and your email 
and deal with those things, knowing that you’ve got 30 minutes to do it and you do it quickly and 
you get done with it and you filter out the 80% of those things that you really don’t need to 
address and delete them, get rid of them and only focus on those few things that really do make a 
difference. Because ultimately, whether you accept it or believe it or not, it’s just like the law of 
gravity – you don’t have to believe in it, it doesn’t matter whether you believe it or not but if you 
don’t believe in gravity and you walk up to a four-story building and you jump off that four-story 
building, even if you don’t believe in gravity, about the time you have reached the second floor 
you now believe in gravity. Same thing with what I’m talking about here. You can believe that 
you are more productive than you are but the reality is you are not productive more than about 
20% of the time. And if you can accept the fact that 80% of what you do is marginally 
productive, it becomes very easy then to start getting rid of some of that stuff and quit doing 
those kinds of things. 

Now the problem with that, which makes it so difficult, is that those nonproductive things have 
really become habits. They become habits in her life. We have done them for years and years and 
years and we are on autopilot and we have just gotten accustomed to doing those things without 
rhyme or reason. Just like brushing our teeth. We’ve gotten accustomed to doing it. It’s a habit 
we do without even thinking about it. You know, there are some habits that are good, like 
brushing her teeth that we don’t have to think about. That’s a good habit, that’s a good 
subconscious automatic habit. Well, there are a bunch of habits that we do that aren’t so good for 
us. And we need to analyze those and pay attention and get rid of those things and break those 
patterns if we are going to be more productive. If we don’t, then more of the same just gets us 
more of the same. So another key to productivity were being more productive is this whole thing 
of the multitasking. It has been proven over and over again that the human mind cannot 
concentrate on more than one thing at one time. It is impossible. We can switch back and forth. 
We go back and forth between doing things. That’s called task switching, which also is 
ineffective. The most effective thing to do with your time to get things done and to be more 
productive is to focus on one thing that you are going to do and you are going to give it your full 
attention. It may be for 15 minutes, it may be for 30 minutes, and what you do is you set your 
timer, literally you have a timer on your desk. I have one of these wind up timers that you see in 



a kitchen that people use. It’s a white one, it’s a windup thing and it’s got 60 Minutes on it, I 
literally set a timer when I am working on a project and say I am writing something, I give 
myself say an hour to do that writing. I whined that timer up and it is right in front of me and it is 
going to, tick, tick, tick, it is creating a sense of urgency with me but it also reminds me that I 
need to stay totally focused on that while I am engaged in that project. Then, that is all I am 
doing. I do not do anything else. I shut down all the other programs on the computer. I let the 
phone go to voicemail. If it is too much of a nuisance, I just unplug the phone and it goes to 
voicemail. I don’t even hear it ring. I got my cell phone either on silent or turned off. I just make 
myself unavailable so that the only thing in front of me is that project. Now I do the same thing 
when I make phone calls. I make outbound sales calls like you guys. When I devote my power to 
my outbound phone calls, I’ve got my list of people in front of me with the names. And I am 
dialing for dollars and I am banging the phone and that is all I am doing for that hour. I don’t do 
anything else. Because I know that is a high pay off activity for me as is writing a sales letter or a 
number of other things that I need to do to grow my business. And then I will do that for an hour, 
or I will actually do it for 55 minutes, and then at the end of that 55 minutes I’m done and I can 
get up. I stretch a little bit. I go get a cup of coffee. I completely disengaged from my business. I 
might walk outside, walk around the pool for a minute. I might play with the dog for a minute. 
But I give myself five minutes to unwind from that hour. And then I jump right back in and I do 
it for another hour. Now I do that two hours in the morning and two hours in the day. I only work 
about four hours a day. Now I am sitting at my desk about eight hours a day, but I am only really 
working about four hours a day. The other four hours is busy work stuff. 

I’m still wasting are doing marginally productive stuff for half my time. 50% of my time is still 
marginally productive. But I’ve gotten better and I’ve gone from being productive 20 or 25% of 
my time to being productive percent of my time, and that has resulted in not being just twice as 
productive, because I have gotten more clearly focused on the things that I need to do that are 
really important. So between going from 20 or 25% productivity to 50% productivity, and then 
doing the high pay off things, it’s made a huge difference in my business and I can still sit at my 
computer and sit at my desk for four hours during the day even if I am not doing things that are 
highly productive. And I can still be more productive than I have ever been. You will never be 
100% productive; it’s not possible; things are going to happen. The key is, you just want to go 
from being 20% effective to 40% effective or 50% effective and if you will do that, it will make 
a huge difference. It will literally at least double your income. The other thing that you want to 
use is you want to begin to use a calendar. Now, if you want to know sort of how to go about 
doing this, I am going to give you a formula, if you will, and this formula is called 60/60/30. And 
here is how it works: once you have identified your top two or three things that you need to get 
done each day, you schedule those things on your calendar. Now, I would suggest you schedule 
the most important things that you need to get done daily very first thing in the morning. Because 
that is when you have the most energy, that is when you are usually at your best. The later in the 
day that we are engaged in work, the more our brain is fried. If we are dealing with stuff for five 
or six hours in a day, by the time we get to the afternoon we are still there. Our physical body 
might still be at work but our mind in many cases is pretty much shot. And the thing that we are 
going to at that time focus in on something really important and work on something, we are 



probably fooling ourselves. The key to high productivity do the most important thing that you are 
going to do today, do it early in the morning. 

There is a reason these phone calls don’t start until 10:30 central time. It is because from 8 to 10, 
I had been doing really important stuff. And then I take a break from 10 to 10:30 and then I get 
on this phone call. Because of this phone call is not the most important thing that I have to do 
today. It’s important but is not the most important thing. There are some things that are more 
important that had to get done between eight and 10. Like prospecting. Like writing a sales letter. 
Like developing some new product that I have. So those are really important things and one of 
the things that I would say to you guys that the two most important things that you can work on 
in your business that would give you the highest pay off would be to work on your marketing 
and work on your product development. Now if you are not in the product development business, 
if you sell a product that someone else manufactures, then you don’t have to worry about the 
product. Then the most important thing you can do with your time is work on your marketing. 
Now your marketing may be making outbound phone calls, but nonetheless it is a marketing 
activity. So do your marketing activity if that is the most important thing that you need to get 
done today, get it done today.  

Back when I started this business 18 years ago, my most important thing each day was making 
35 outbound cold calls. That was my most important thing. Now it’s also the thing I hated to do 
the most. I still hate it. Fortunately I don’t have to do it but if that is what you need to do or you 
have salespeople that need to do that, then you make them do that early. Because of the longer 
they put it off in the day and procrastinate, the less likely they are to do it. There is something 
called the law of diminishing intent. And here is what that law says: the longer you put 
something off, the less likely you are to ever do it. The law of diminishing intent. So take the 
first thing that you need to do in the morning, schedule that out in your calendar, take your 
calendar and block out your first 60 minutes of the morning, whatever that happens to be. And 
then take another 60 minutes and block that out as well. So now you have got to 60 minute 
blocks of time and you are going to work in blocks. It may mean that in the first block in the 
morning, the first 60 minute block, you are going to do project a, and in the second 60 minutes 
you are going to do project b. And in each of those 60 minute increments, you get a timer, just 
like I mentioned a minute ago, and you put it on your desk and you wind it up for 55 minutes. Or 
you can wind it up for an hour and at the 55-minute mark, wherever you are in the project, 
whether you are finished or not, you stop. That’s it. Many times I will be in the middle of writing 
a series of emails or some marketing stuff and at the 55 minute mark I save it and put it in a 
folder and I’m done, because it’s time to go to the next project. So at that 55-minute mark, I’ll 
stop, then I’ll get up and I’ll take a five minute break. Then I will come back and start on project 
b in the next 60 minutes. And I’ll do the same thing. I’ll work for 55 minutes real hard and then 
I’ll take a break. And then, after those first two 60 minutes, I give myself a 30 minute break. And 
I don’t work for that 30 minutes. I may take 30 minutes and I may walk around the block for 30 
minutes, because I have totally zoned in and focused really hard for what amounts to two hours 
now. I need a break. My mind needs a break. Because I’ve been focused like a laser and quite 
honestly at that point I’m pretty well, my brain is kind of mush. So I’ll go away and I’ll 
rejuvenate myself. I give myself a break and then I’ll come back and usually at that time I’ve 



eaten an apple, or I’ve had a snack or something like that that’s given me a little bit of blood 
sugar because doing these projects the brain consumes a huge amount of energy. So usually as 
part of this, I’ll eat a little snack, eat a little something, and if I’m starting at 8:00 in the morning, 
by that time it’s 10:30 after I’ve taken my rejuvenation break and then from 10:30 till around 
noon I’ll do this other stuff I need to do – like check emails, like respond, you know, I’m just 
playing catch up then for about that hour and a half.  

And then I will have something to eat for lunch and that takes me around to about 1 o’clock and 
then about 1 o’clock I am back into my 60/60/30 thing again. So then from about 1 o’clock to 3 
o’clock, I’ve got two blocks of time, 1 o’clock to 2 o’clock and 2 o’clock to 3 o’clock that I have 
blocked out for more project work. And I go back into the zone and then I do that from 1 to 2 
and 2 to 3 and then it three I take a break and truth be told I am done about three. I focused in 
two hours in the morning and I focused in two hours in the afternoon really quality work and by 
then I don’t have anything else to give. I’m done. Now I may still sit around, I may have a 
coaching call or I may have something else that I’m doing, but it is not something that requires a 
lot of mental activity because my mind he well shot at that time because I have given it four hard 
hours. And I promise you, if you focus in for four hours, there is probably not a whole lot left 
mentally for you to be able to do because the brain is pretty much maxed out at that point. So 
that is how you would schedule your time. 

Now that 60/60/30 solution is a huge key. How are you going to cure procrastination, because it 
this is a great idea. But the real key to creating a happy and successful and satisfying life is 
learning to get the results you want, rather than the results other people may want you to have. 
So, the way to do that is to create new habits. Everything you do, 95% of everything you do 
today is a result of a habit that you have developed over time. Maybe a good habit, maybe a bad 
habit. If we believe in 80/20, we will have to look at our habits and say, when we analyze our 
habits, probably 80% of our habits are either detrimental to us or marginally helpful. Only about 
20% of our habits are really quality habits that have high payoff. So, if we’re going to be more 
productive, we must create new habits. We typically think and feel and do the same thing day 
after day after day. We might do them in a little bit different order, but we’re basically doing the 
same stuff every day in habitual patterns and combinations. So what is a habit? A habit, and this 
is worth writing down, habits are the internal paths of least resistance. Let me repeat that again. 
Habits are the internal paths of least resistance. Now why is that? It is because it takes no 
brainpower, it takes no thought for us to engage in a habit. Once a habit has been accomplished 
we no longer have to think about doing it. In the beginning, we have to think about doing it. 
Brushing our teeth is an example. Another example of a habit is if you ever learned to drive a 
manual transmission, in the beginning you had to focus really intently on how to do that. But 
after a while you got really good at it and it was a habit that you developed. And you no longer 
really have to think about it. Driving a car is the same way. You can’t remember probably back 
when you were first learning to drive and just how incredibly mentally taxing it was to learn how 
to drive and pay attention. Now you don’t have to pay attention at all. You can drive and never 
even have thought about it and go from point A to point B without even remembering how to get 
there or what you did. So habits are the same way. 



Any habit we develop is the same sort of way. So where is the place where you can invest your 
energy to get the biggest return? The answer is in creating new habits. And specifically habits 
that bring you the highest payoff return and produces more successful results for you. The way to 
accelerate yourself in life is to create habits that are more productive for you and in the 
beginning when you try to create a new habit you need a lot of energy to create a new habit. 
Anybody that has ever tried to create a new habit knows that it takes willpower. Let’s say that 
you want to go exercise. You decide that you’re going to engage in an exercise program and 
you’re going to create this habit that you exercise five times a week. Well, you decide to do that 
and you begin to do that and it takes an awful lot of willpower every day to go out and engage in 
exercise. And in the beginning, you’re kind of excited about it and you do it and you do it for a 
few days and you do it for four or five, six, seven, eight days and you have gotten pretty good. 
You’ve been pretty consistent. And then somewhere around day 10 there begins to be a lot of 
resistance. Now Eben Pagan calls this habit gravity, and it is just like the space shuttle trying to 
leave earth’s atmosphere. It takes an awful lot of energy to get up into orbit, but once it gets into 
orbit it doesn’t take a whole lot to keep it going around the earth. So it is predictable. So anytime 
you start a new habit, usually somewhere around day 10 there begins to be great resistance, even 
resentment, and there is a great tendency for gravity to pull you back down to zero and undo the 
habit and if you’re going to actually implement that new habit you have to do like the space 
shuttle does, you have to reach what is called escape velocity, which means you get past that 
resistance point and it doesn’t really matter what the habit is, it’s very predictable, it’s the same 
thing. 

So somewhere around day 10 you’re going to experience that and if you don’t have something in 
place that is going to carry you past that point, you will revert back to not doing that habit and 
that is where most people quit. Most people abandon new habits. It doesn’t matter what 
happened it is: eating, exercising, reading a book, going for a walk, it really doesn’t matter what 
the habit is. Most habits are abandoned and aborted by round day 17. And the reason for that is 
because people haven’t created structure. And they haven’t created an environment or a support 
system that would allow them to continue until the habit becomes an automatic thing, and that 
generally happens around day 30. So the real critical point is somewhere around day 15, 17, 
people who had good intentions quit the habit, they quit doing it and they go back to doing what 
they are normally doing. So the first 10 days you are full of optimism and in the next 10 days, 
days 10 to 20, there is strong resistance and day 20 to thirty is acclamation and once you reach 
around day 30 then it becomes the new you; it becomes something that you do on a daily basis.  

Now here is the key: if you miss doing it any time during that first 30 day period of time, then 
you have to start all over at day one again because what happens is you have broken a habit. 
Now, if you want to create new habits, this is a formula for doing that. So you have got to set 
these new habits up and schedule them. There is a rule that says what gets scheduled gets done. 
If you write it down in your calendar, and there is something magic about writing it on paper as 
opposed to electronic. It is more powerful to put it on paper then it is electronic. The key to 
developing a new habit is scheduling it in writing at a specific time that you are going to go do it. 
For me, I exercise in the afternoon around 4 o’clock and it is scheduled. I have it scheduled in 
my calendar. It is a recurring event. I’ve been doing it now since 1972, 42 years. I have been 



doing this habit for 42 years so I really don’t have to write it down anymore. But I still have it in 
my calendar to do every day. And in the month of January, I exercise 20 times, which is my goal 
to do it five times a week. Even though I have subconsciously ingrained this is part of my DNA, 
I still find myself writing it down. But any habit that you want to create, if it is going to become 
a habit that takes root and becomes part of you and you do it subconsciously, then you have to 
schedule it. And make your environment such that it is supportive of you being able to do it. It 
might mean changing your schedule. It might mean meeting with a group. It might mean going 
to the gym, any number of things where you have a supportive environment. If you fail to do 
that, then you probably won’t be very successful at creating a new habit. So the whole thing is, 
do it now. Don’t deviate. Start today and do it now. So I would encourage you to do that exercise 
at the 15 minute increments, find out what your productive patterns of behaviors are, i.e. habits, 
get a handle on what your productive habits are and get a handle on what your nonproductive 
habits are. And then look to replace your nonproductive habits with more productive habits. And 
if you will do that, you will be at least twice as effective as you are, if not 10 times more 
effective than you are. 

 

 

Covey, S. R. (1989). Seven Habits of Highly Effective People. Simon amp; Schuster Adult 
Publishing Group. 


