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How Goal Setting Can Actually Cause You Harm 
 
Steve: This being a new year and everybody obviously comes into a new year with plans and 
things that they want to do, so let’s talk about what is it that needs to be in place for you to have 
a really good year. And without getting off into a whole bunch of goal setting stuff, which I think 
can be counterproductive, I really have kind of come to a realization that goal setting really 
doesn’t work as typically has been taught. Setting goals can be very counterproductive. It creates 
a lot of stress in people’s lives and anybody who has ever tried to set goals and has not been very 
successful at setting goals have been very disappointed and have become averse to goal setting, 
again the way that we typically think about goal setting, and I think there is a great harm done. In 
fact there is a whole series of things. If you want to go on Google and Google the phrase “why 
goal setting is detrimental to your success” you can find a number of articles that have been 
written in various publications, Forbes being one, Psychology Today being one, you can find 
plenty of evidence that all the stuff that we were previously taught about goal setting is actually 
counterproductive to our success for any number of reasons. And I think the biggest one is that it 
produces within us these expectations that when the expectations are not really met then we are 
very disappointed and as a result of that start to have all kinds of negative feelings and it just 
kind of spirals down from there. If goal setting is detrimental, that really is not something that we 
want to be doing as traditionally taught. We have to take a look at how do we change and how do 
we do things differently? Because it is still a matter of making sure that we want to achieve 
certain kinds of things. 
 
I am going to give you some ideas here about how you can go about improving performance 
without necessarily getting in this whole idea of goal setting. Let me pause for a second here and 
open this up with you guys for a second, and you guys kind of tell me a little bit about your 
experience about goal setting. The good the bad and the ugly of goal setting that you have 
previously done. Katherine, do you want to share with us a little bit about your experience with 
goal setting and what’s worked and what hasn’t worked? Successes and failures? 
Katherine: Okay. Well, I have to have a disclaimer here. People pay me to help them set goals. 
So I am listening intently to what you have to say. But my experience setting a goal without 
creating the action steps that go along with it and really being devoted to those little day by day 
action steps, you will never make it to the goal. So that of course is where the mini-goals, I 
guess, or the little action steps, is where you really can see your failures. If my goal is lose 
weight, I’ve got to break that down and every day be aware of how many calories I am taking in. 
Or one day a week, no sweets. Or something like that. I’ve got to have some kind of concrete, 
otherwise I’ll just get to the end of the year and say, well, I had that goal but I didn’t change my 
behavior, therefore I didn’t make the goal. So that is like a personal thing, when I help people 
with their goals it is just to give them a place so they know where they want to go. And then as 
they do things on the journey, so to speak, to sort of gauge each decision you make against where 
it is you really want to go. That is what I try to help people with and that is what I have become 
keenly aware of, that you have to really break those goals down into small steps and pay 
attention to those steps every day. 
 
Steve: Okay. Well I would certainly agree with you about the implementation. I mean it most 
definite that nothing is going to happen until we do certain kinds of behaviors. Now there is a 
concept known as behavioral congruence, and what that concept means is that if you want to 



achieve a certain outcome, whatever that outcome happens to be, if you want to achieve that 
outcome then you certainly have to do the things that are required to achieve that outcome. For 
instance: If you want to lose weight, it’s a no-brainer that you have to expend more calories than 
you take in. You have to have a negative caloric balance there, that’s the only way to lose 
weight. If you take in more calories than you burn, then you are going to gain weight. It doesn’t 
matter how much a person may desire or believe or want to achieve that objective, it’s not going 
to occur unless they do the behavior. So whatever objective or outcome someone wants, then 
they must do the behavior.  
 
Investing is another example. If someone wants to achieve significant financial accumulation of 
money, then they must put aside a portion of every dollar they get their hands on. And put it into 
some sort of investment account. If they insist on spending every dollar they ever get, plus every 
dollar they can borrow, then they will never achieve any degree of financial accumulation. We 
all know that. Those are kind of no-brainers. So I agree with you, Katherine, about doing the 
implementation or doing the mini-goals, as you call it, or the behaviors. And I think we’re not 
too far apart on this discussion here. But let me give you a couple of reasons about maybe why 
the traditional goal setting doesn’t work. And I’m going to circle back to this. We’ll kind of go 
round and round here for a little bit, but it will all make sense by the time we’re finished with 
this. Let’s pretend that I say I want to make a million dollars this year, and that’s my goal. It can 
be $100,000, it could be a million, it could be $20,000, it doesn’t matter what the number is. 
Let’s say that that is my goal and I set a goal as a salesperson to make $100,000 and I am excited 
about it, I am committed to it, I really really want to make $100,000. All of my focus becomes 
on making the $100,000. The focus is not on doing the work that needs to be done and taking 
pleasure in doing that work and enjoying the work that is necessary to be done. The work 
becomes a chore, it becomes a means to an end, it becomes a grind, it becomes a pain that I’ve 
got to make so many calls, I’ve got to talk to so many people, I’ve got to go to so many 
meetings, etc., etc., etc. and I’m doing all of that as a means to an end. I’m not doing it because 
I’ve fallen in love with doing the activity. So Jessica and Katherine, does that make sense to you 
about where the focus is? 
 
Katherine: Yeah, that makes a lot of sense.  
 
Steve: Okay. All right. Jessica, did that make sense to you as well? 
 
Jessica: It did, yes. 
 
Steve: Okay. All right. Say I have set this goal as $100,000. That goal can be very constraining. 
And I’ll give you a personal example of this. I set a goal many years ago to run a marathon in 
less than three hours and five minutes. And my whole focus was on the attainment of that goal. 
Now I achieved that goal. I ran a three hour and four minute and twenty seven second marathon. 
I never ran another marathon after that, period, because the whole focus was on hitting the goal. 
It wasn’t on taking pleasure in running. I ran because I was doing it to attain a goal, not because I 
liked running. Now I’ve continued to exercise my whole life but once I hit that goal I never reset 
another goal. Same thing can happen with an income level if someone sets it as an income level. 
So goals can be constraining in the sense of locking us into a particular outcome. Let’s go back 
to the $100,000 a year income. If a salesperson sets a goal to make $100,000, let’s suppose they 



do that in the first six months of the year. Fortune smiles upon them and they actually achieve 
that in the first six months of the year. What happens is they hit their goal and invariably, 
although you would think they would do differently, the rest of the year they will coast. 
Whereas, had they refocused and taken pleasure on doing the work that was involved and letting 
the outcome take care of itself, they very well could have hit the $100,000 and continued to do 
the activity and do the work because they enjoyed doing the work. And they could have very 
well made significantly more than $100,000. But because the $100,000 was the focus, once they 
hit the $100,000 they basically quit. So goals can become constraining in that sense.  
The other thing goals do, these are artificial goals, these are outcome-based goals, okay. And 
when I’m talking about goals, I’m talking about outcome-based things. Things like make 
$100,000, like lose 20 lbs, like run a marathon in three hours and five minutes. The other thing 
that goals like that do, and I call these outcome-based goals, is they put tremendous pressure on 
us to achieve. And that pressure is very stressful and it is not usually good stress, it is usually 
negative stress. We get behind schedule. We have a bad January or we have a bad first quarter 
and now we’re behind the 8-ball and we set this audacious goal to make $100,000 a year and we 
get to the end of the first quarter and we’re not even close to being on schedule, on target. That 
creates all kinds of pressure and it is negative pressure. And then what happens is we no longer 
take pleasure in what we’re doing, it’s no longer fun, we’re no longer happy and it becomes, if 
we’re not careful, a negative spiral down from there. So outcome-based goals do put a lot of 
pressure on us. Now some people can live with pressure better than others but, quite honestly, 
the human body and mind is not designed to thrive under pressure. That is not how we are put 
together. Pressure does all kinds of negative stuff to us psychologically and physiologically. 
The other things having outcome-based goals do is when we fail, and we always fail, when we 
set artificial outcome-based goals we will fail more often than not. And then when that happens, 
it’s very discouraging and we are very bummed out. And we start wondering, am I doing the 
right thing? Should I be doing something else? What’s wrong with me? Etc., etc., etc. It just 
takes a significant toll on our self-image when we fail. And we will fail. It doesn’t matter what 
goal you set, if you continue to set goals and they are outcome-based goals, there will be a 
certain amount of failure that goes with that. And the other thing it does is it takes our focus 
completely into the future. In other words, we are living in the future, we are always looking for 
what is next, what is next, what is next, instead of taking enjoyment in the present and what we 
are doing right now. In other words, we miss the moment. We make a sale today that gets us 
closer to $100,000 and we can’t even enjoy doing that today because we are thinking, okay, I’ve 
got $99,000 more dollars to make, so we’re totally focused on the future and we’re not enjoying 
what we’re actually doing today. So those are some real constraints and real negatives to 
outcome-based goals.  
 
I want to go back to give you guys a chance to chime in. Does any of this resonate with you 
about your previous experience in terms of having set outcome-based goals in the past and 
having experienced any of these things I just mentioned? Can you relate to any of that? 
Katherine? 
 
Katherine: I was just thinking about when I used to publish an annual directory and it was so 
much work to sell all the ads, and then you had to print the directory and get it out, and hand it 
out, and then immediately had to turn around and start back selling ads for the next directory so 
you would have enough money to pay for it. How depressing it was because you never had a 



chance to stop. I used to teach elementary school and at least you got to stop at the end of the 
year, and I don’t care how badly you messed up with one group of second graders, you stopped, 
you had an end and you could relax and then start over fresh for the next year. So I don’t know if 
that is what you’re getting at, but that is sort of, to me, the difference between my teaching 
experience and my business experience. You never can stop in businesses, like you’re talking 
about your goals, let’s say you made the $100,000 by December 31st, well January 1 you’ve got 
to start all over again with another whole set of goals. There’s no real break. 
 
Steve: Yeah, and if you make $100,000, let’s say you hit the goal of $100,000. Then what 
happens the next year? Do you go back to setting a goal of doing $75,000 or do you increase the 
goal to do more than $100,000? 
 
Katherine: Well, if you’ve got anybody supervising you, they want you to increase it. You know, 
you’ve raised your expenses, so now you’ve got to increase it. 
 
Steve: Yeah, so now you knocked yourself out to do $100,000 and that wasn’t good enough. It’s 
like, okay, but what is next? And then we put more pressure on ourselves to do more. It is a 
never-ending spiral. In other words, we can never take pleasure in having achieved anything. It is 
always, that wasn’t quite good enough. You can do better. And we put this pressure on our self, 
whether someone else puts it on us or we put it on our self, you are right. Jessica, I’m interested 
to hear from you. Can you relate to any of these things that I just mentioned a minute ago in 
terms of your previous experience about setting outcome-based goals? 
 
Jessica: Yeah, I can. I mean when you first asked if any of this resonates, I would say this 
resonates with me more than any other goals conversation that I’ve had because for me, 
personally, and I know you know this from my pre-hire survey and assessments and all of that, 
but I’m not super money motivated, I’m very much… I was a Reggio Emilia teacher, I’m very 
much focused on the process, and so I think that companywide you have to say outcome-goals, 
but when I cycled for myself, they are often process-based. It’s learning a new skill, making sure 
that I find balance and making sure that I’m applying what I know instead of having huge 
outcome goals. And it’s funny, Steve, because we have a call this afternoon and I was going to 
talk to you more about being focused on outcome-goals like that because, for me, I really do feel, 
yes, of course I want to get more goals clients in our program because we’re going to make X 
amount of dollars, but I really, genuinely want to get more goals people in our program because I 
feel like that is more people that we’re helping at that level. 
 
Steve: Sure. 
 
Jessica: And so it is kind of a nice turn just to resonate so much with that, at what you’re saying. 
But I can’t imagine like our company not having those big outcome-based goals. And so I guess 
is there a difference in that, in your opinion? 
 
Steve: Well, you know, I don’t think ultimately there is a difference between an individual and a 
company. And a lot of people don’t realize this, but Google does not set company goals for 
revenue. They don’t do that. 
 



Jessica: What do they set? 
 
Steve: They have to set some form of something they submit to the SCC. They don’t set 
corporate goals because in their opinion it decreases their agility and the ability to respond to 
whatever the market is doing. So what they do is they just focus on doing what they do the best 
that they can do, with everybody committed to personal excellence, and whatever results that 
brings them is whatever results it brings them. But it doesn’t hamstring them in the fact that they 
can go in a different direction at any time based upon what the opportunity may be in front of 
them. Again, this is counterintuitive, it goes against everything that has traditionally been taught, 
but what we’re finding is that what has been traditionally been taught, and it is still taught in the 
corporate world, there would be a lot of corporate folks, business people and salespeople and 
sales managers and everybody else in business, I’m sure that there would be an overwhelming 
rejection of this concept that I’m talking about right here because people have been so engrained 
that they need to set these outcome-based goals. And regardless of what this teaching might do, 
they would still reject that because it is just so far out of what they believe to be true. But for 
long-term sustainability, I think everybody can agree that it makes sense people to engage in 
work that they enjoy and that they wake up every morning that they are passionate about doing 
and they are fully engaged in and they go about trying to do it the absolute best they can because 
what they are doing is something they really really enjoy doing. And when people really enjoy 
doing something and are fully engaged in it, then they tend to do it very well. And when they 
tend to do it very well, it tends to produce positive results, which all translate to the bottom line. 
Now we have to throw in a caveat there that when we are talking about businesses we have to 
define what those activities are that are going to produce revenue for the company. In other 
words, just because we enjoy doing something and are good at it does not necessarily mean that 
is what we need to be doing, because what we enjoy doing may not be what produces revenue 
for the company. So what we have to do is we have to identify what are those things that produce 
revenue either for us personally or for the company, what are those activities that results in 
people giving us money? And then we have to, once we define what those things are, decide if 
we are passionate about doing those things from a business standpoint. If we are and we go about 
fully applying ourselves to doing those activities, then we will produce results. On the other 
hand, if we define activities that are revenue producing but as individuals we don’t enjoy doing 
those and don’t want to do them, but yet begrudgingly do them because that is what is required, 
then we are not going to be very good at it, we are not going to be very happy and we are not 
going to produce much revenue for ourselves or our company. So we have to really look at that 
and decide is what I am passionate about doing actually going to make me money? And if 
somebody is passionate about playing golf and that is what they are real passionate about doing, 
but they are not good enough to be on the PGA tour, they can play an awful lot of golf but they 
are not going to make any money playing golf. So if they are really good at it and get on the 
PGA tour, and they are really passionate about it, then maybe they have a chance to make money 
at it. But they are not if they are not very good at it. 
 
I think selling is the same way. There are certain behaviors that need to be executed that produce 
revenue. Basic kinds of things. We’ve to prospect, we’ve have to be talking to people, we’ve got 
to be going through the sales process with people, we’ve got to be able to close sales, and all of 
those things are things that produce results. If we don’t enjoy those things, and we do them 
because that’s what we’re supposed to do, then we may do them but we’re not going to be very 



good at them because we don’t really enjoy doing them and the results aren’t going to be there 
and before long we’re going to be looking for something else to do because we really didn’t like 
doing sales anyway. Does that make sense, Jessica? 
 
Jessica: Yes, that makes sense. 
 
Steve: Katherine, does that make sense to you? 
 
Katherine: Yeah, it does. You have to enjoy or change businesses if what it takes to be successful 
in this line of work or this job, you don’t enjoy it, then you need to find something else. 
 
Steve: Yeah, see most people do what they do because it makes them money. That’s why they’re 
so miserable. That’s why there are so many miserable people in this world. In fact most people, I 
don’t know exactly what the numbers are, but it is like 70% plus of everybody who works in 
America hates what they do. They don’t enjoy it at all. They just do it because it makes them 
money. That’s a hell of a way to live. You know, life is too short to go through life spending 40 
hours a week doing something that you’re not really excited about. But yet people do it all the 
time. You can meet them all the time, people you meet, just next time you’re out talking with 
people just take a little informal poll on your own and ask yourself, are these people in love with 
what they do? Do they love their job or their business or are they doing it because they got bills 
to pay and they’ve got to make money in order to pay the bills? And the answer to that is most 
people are doing it because they’ve got bills to pay, not because they love doing it. So anyway, if 
this whole idea about these artificial goals don’t make sense and really putting pressure on 
ourselves to do, how do we frame that? Because ultimately, every business, every profession, 
everything requires certain behaviors in order to produce an outcome. I want to go back to 
running that marathon for me. There was no way I was gonna run a marathon in under three 
hours and five minutes without consistently running five days a week and averaging 35 or 40 
miles a week and doing that for the better part of a year. Because the previous year I’d run the 
same marathon in three hours and thirty minutes. And it was the Atlanta Peach Bowl Marathon. 
Well, I ran that first marathon in three hours and thirty minutes and I set a goal to run the same 
marathon 52 weeks later in under three hours and five minutes. And then what I did is I 
committed myself to consistently running, and there may have been one or two weeks during that 
52 weeks that I didn’t run at least 35 miles a week. But for an entire year, five days a week on 
average, I went out and ran seven to 10 miles and on Saturday I’d run 10 to 15. And I did that 
behavior for an entire year. Now, had I not done that behavior there is no way that I would have 
achieved that same kind of outcome. In order to sustain that level of activity, someone has to fall 
in love with running itself. The activity of running. Because there is no way you can sustain that 
sort of level of activity over that long a period of time without enjoying the process. And the 
same thing with what you guys are doing, the same thing with what I am doing.  
If we’re going to be successful and hit whatever outcomes we would like to hit, we have to 
reframe our focus. And instead of focusing on the outcome, we have to focus on the process. 
And in order to do that, we change our way of thinking. We start looking at setting up processes 
and systems that allow us to consistently do the behaviors or the activities that are necessary for 
the success. And again, for a salesperson, Katherine, I put you in that category, too. 
 
Katherine: Uh hum. That’s what I am. 



Steve: If we want to grow our income, then we have to focus on doing the activities, and not 
focus on the results of those activities because we really haven’t no control over the results of 
our activities. Here is what I mean by that: I can pick up the phone and call someone in an 
attempt to sell them something. I have 100% control of that. Right, Jessica? 
 
Jessica: Correct. Yes. 
 
Steve: Okay. I have 100% control over picking up the phone and making an outbound call. Now 
beyond that, I have no control of what happens when I pick up the phone. I pick up the phone, I 
make an outbound dial. I have no control over whether or not they are even there when I call. I 
have no control over whether or not I get them on the phone, whether or not they have any 
interest in what I am selling. I have no control over whether or not they have any problems that I 
can help them with. I have no control over whether or not they have any commitment to deal 
with their issues. I have no control over whether or not they have any money and are willing to 
invest it with me. I have no control over any of those things. The only thing I have control over is 
picking up the phone and calling somebody or getting in my car and going across town and 
seeing… 
 
Jessica: And what you say. 
 
Steve: I’m sorry? 
 
Jessica: You have control over what you say if they do answer. 
Steve: If they do answer, I do have control over what I say when they answer. But I have no 
control over whether or not they ultimately decide to buy. I am not that good that I can get 
people to buy stuff from me who don’t want to buy. Now I can influence… 
 
Katherine: I thought you could! 
 
Steve: No, no. I can influence their decision. So that would be arrogant of me to think that I’m 
that good. No one is that good. No one is that good to get people to do something they don’t 
want to do. Now we may sell real hard and pressure people and then those people cancel or quit 
the next day type thing. To some degree, you have a little bit of an ability to do that but that is 
not a prescription for long-term success in selling, trying to close hard and pin people down, to 
pressure them into buying. First of all, it creates an adversarial relationship and the sales person 
hates it, the prospect hates it. So ultimately we do have a significant amount of influence over 
whether or not they buy, but ultimately we have no influence over whether or not they have any 
money. If they have no money, Jessica, if someone that you call does not have $10,000 for 
Platinum, if they don’t have that money there is no amount of sales skill that is going to cause 
them to have that money. Right? 
 
Jessica: Correct. 
 
Steve: But here is typically what happens: because we had this expectation that we were going to 
call them and get them to sign up for our program, and our entire focus was on the outcome of 
getting them to sign up, when they don’t sign up we are bummed out. 



Jessica: Right.  
 
Steve: Instead of feeling good about the fact that, hey, we made the call, we did what we could 
do, which was to make the outbound call, and the way I would say it is we should, if we are 
going to set goals, we should set goals that are activity-based rather than results based. Because 
we control the activity, we don’t control the results. So if my goal is to make 35 outbound phone 
calls today, I have 100% control over that. So I make those phone calls. Now if I don’t make a 
sale, I still feel good about what I did because I did my part. If I didn’t make any sales am I 
disappointed? Yeah. Am I destroyed? No. Because I did my part. Because I know there are going 
to be days when I make those calls that nobody buys. And I also know that if I do it again 
tomorrow, that I might just find somebody that buys a $40,000 program because that has 
happened to me, too. So my focus then becomes on doing the behavior. Doing the activity. 
Doing it the best that I can. Now, that’s not to say that I do not debrief myself and analyze what 
I’m doing when I’m on the phone. Looking at the words that I say, the questions that I ask, you 
know, basically looking at my selling skills and looking at what I can do to improve the results 
that I get from making those calls. Now just the fact that I did not make the sale doesn’t excuse 
me from analyzing my own selling skills. I need to be doing that, too. However, again, long-term 
sustainability in business has to focus on taking pleasure and feeling good about doing the 
activity as opposed to totally focusing on the goals exclusively. Because if we totally focus on 
the goals, we set ourselves for almost inevitable failure. So the system and the process then 
becomes, okay, how do we go about doing those activities? What are the activities that you need 
to do to grow your business and grow your sales, what are those things? And then sitting down 
and putting together processes and systems that will allow you to consistently execute those 
behaviors and activities. So in my case, I block out that golden hour that I am going to make 
those outbound calls, and I am going to make those calls and I am going to call until I make my 
35 calls and I’m going to do it the best I can. And then when I’m done with my 35 calls, I’m 
going to analyze kind of what I did, kind of debrief myself, and then I’m going to go onto the 
next thing on my plate, whether I made any sales or not. 
 
Now here is the other side of that: I don’t get too disappointed when I don’t make a sale and I 
really don’t get too excited when I make a sale. I just don’t get too excited one way or the other, 
because I know it is all going to even out. Some days I’m going to be fortunate, not lucky 
because I did the activity, but some days I’m going to get more than I probably deserve because 
I’m just gonna have good fortune smile upon me. Some days I’m going to do a really great job 
on my part but I get nothing for it in terms of results. But, I’m not going to get emotional. I’m 
going to try and maintain an emotional neutrality throughout the whole process because that’s 
the only thing that allows me to make calls day in and day out. But if I focus on the results of the 
calls, I’m going to be a yo yo. Some days when I make a sale, I’m going to be sky high. The next 
day I don’t make a sale, I’m going to be bummed out. And that is no way to live. Does that make 
sense? 
 
Katherine: Uh hum. 
 
Jessica: Yes. 
 



Steve: Okay. Katherine, when you’re talking with folks about goals, I think this whole 
conversation makes a lot of sense, to be talking to people about that as opposed to the outcome-
based goals that people have tried before and my experience has been any time I start talking 
about goal setting with people, their eyes glaze over and they’re like, been there, done that, that 
does not work. And I think it is because we’re on the right track but we’re just kind of off a little 
bit in terms of the way we’re trying to present it. So I think we redefine what this whole thing is 
all about. So what are your guys’ thoughts about all of this now? 
 
Katherine: I was just thinking about the goals that I try to help people set, that they would be 
measurable and sometimes the goal that they really need, because my consulting is personal, it’s 
not all numbers and all that, is a feeling of satisfaction with their business. They’re enjoying 
running their business. And that is hard to measure. But it seems like it is what you’re talking 
about here. If I help somebody and we set a money goal, that maybe some element of the 
statement of the goal needs to be with satisfaction or enjoy the process of whatever. By this date, 
we will have X dollars on a regular basis and enjoy the process or something to that effect. 
 
Steve: Yeah, I think you have to put the results or the income as sort of a byproduct of the 
activity. Now if you are focused on the activity, you are monitoring your results, you know, all 
of this doesn’t take away from the fact that you want to keep score and monitor what is going on 
and see what kind of results you’re getting. You have to do all that sort of stuff, that doesn’t take 
away from any of that. 
 
Katherine: So maybe it is more like we will conduct our activities of our business in such a way 
that we will get this result.  
 
Steve: Yeah, that is the beauty of keeping score, is because if we keep score and we know the 
activities that we’re doing and we know how many of the activities we’re doing and then we 
look at our results, we can look at our activities and say, okay, these activities may not be 
producing the results that I want. So I don’t want to accept the results I’m getting, I want to get 
better results. So then I need to look at the activities I’m doing and say, am I doing the right 
activities? Are there other activities that I can be doing that are more productive, that would lend 
themselves to me being more successful in terms of results? Are there activities that I am doing 
that I can do better? But it goes back to looking at the activities because it is the outcome of our 
activities. But we do go back to activities. We don’t necessarily change the results that we want, 
but we go back to focusing on the activities. The whole thing here is we focus on the activities, 
we don’t focus on the end result. Now that doesn’t mean that we don’t have an end result, but it 
doesn’t become the all-consuming thing that we focus on. And, again, a couple of examples is if 
you go back to the marathon running, my goal was to run five days a week and to run 35 miles a 
week. That’s pretty simple – run five days a week, average seven miles per day, and the only 
thing I have to think about today is what time of the day am I going to go run seven miles? When 
am I going to run seven miles today? And I am going to do it today and tomorrow and every day 
and I just look at my calendar and I put in there seven miles and I put in that I am going to run 
for an hour and a half from four to five thirty or whatever. And I would go do that every day and 
I would focus on doing the activity. The same thing with losing weight. The problem people 
have with losing weight is they focus on the weight instead of focusing on exercising more and 
eating less. So if somebody wants to lose weight and they’re not exercising, if they just keep 



eating the same thing they’re eating right now but they go walk 30 minutes a day every day for a 
year or five days a week for a year, they will be pleasantly surprised when they lose 10 or 15 
pounds. But that is exactly what will happen if somebody goes to do that, because if you walk 30 
minutes a day, you’re probably going to burn 150 to 200 calories maybe a day. Five days a week, 
if you burn 200 calories a day, five days a week, that’s a thousand calories. One pound equals 
3500 calories, so a thousand calories a week, if they walk 30 minutes, five times a week, that’s a 
thousand calories, if they do it for a whole month that is 4000 calories, that is one pound. And 
they do it for 12 months, that is 12 pounds. They didn’t set a goal to lose 12 pounds, they just set 
a goal that they were going to walk 30 minutes a day, five times a week. And lo and behold, at 
the end of the year they lost 12 pounds if they don’t change anything else. So that is the kind of 
thing I’m talking about.  
 
Take pleasure in doing the activity. Fall in love with the activity that you’re doing and if you 
can’t fall in love with the activity you’re doing, and you’re doing an activity that you hate, then 
the best thing you can hope for is moderate success. So what is your big takeaway today, guys? 
Jessica, what is your big takeaway from today? 
 
Jessica: I think exactly that, just really focusing on the process and making sure it is what you 
enjoy. I really appreciate what you said. I think I beat myself up sometime about if I don’t make 
the sale or my person’s conversion instead of going, okay, well, the other day I had two sales and 
it all comes out in the wash there. So I think that would be the biggest one is all I can do is make 
my 35 calls. Or whatever. 
 
Steve: And constantly looking to get better at making the calls.  
 
Jessica: Yeah, record them and work on those.  
 
Steve: Yeah. That’s the only thing that anybody can expect you can do, including yourself. Now 
if you’re not making the calls, then that is a different issue. But you are making the calls. 
Katherine, what’s your big takeaway from today? 
 
Katherine: I’m thinking about it for myself and my clients at the same time, is to decide what the 
activities are that I enjoy that will produce the results I want in my business and then create a 
system to make those happen. And I certainly do not enjoy making phone calls. Plus people 
don’t answer their phones. So I don’t know that that is going to be one of my activities, but I do 
enjoy and have gotten good results from simply going to networking events in the community. 
And I’ve gotten lax on doing those things. So to really see those as an integral part of my 
business, rather than just something extra that I’m doing. But I’ve been selling, and I didn’t 
know it at first when I got in business that I was in sales, but I’ve been in sales a long time and 
you absolutely cannot make people give you money any faster than they’re going to give you 
money. You just cannot force that process in my experience. Even if they’ve said yes, sometime 
you can’t even collect the money from them in your timeframe, it is all their timeframe. 
 
Steve: Yeah. People buy on their own schedule. They buy on their schedule, not ours.  
 



Katherine: They don’t think about you every minute of the day. And when you pick up the phone 
and call them, you’re interrupting another complete train of thought. 
 
Steve: Absolutely. Yeah. 
 
Katherine: So it requires an awful lot of patience. 
 
Steve: It does. And I would encourage both of you to look at trying to come up with two or three 
or four different kinds of activities that you can do, that you enjoy doing, because it is going to 
take more than just one kind of activity to produce the results. So see if you can’t come up with a 
couple of, three anyway, that you can enjoy doing consistently. That doesn’t have to be every 
day. But that at least weekly that you’re doing more than just making calls, although that may be 
the big chunk of it. But see if you can come up with three different activities that you can do 
weekly that you actually enjoy doing that will produce results for you.  
I will leave you with this thought: just because you don’t enjoy doing something today, doesn’t 
mean that if you do it you won’t fall in love with it. So you may not enjoy making calls. 
 
Katherine, but if you did it and you did it for a while, chances are you would come to like it more 
than you do now. It just kind of happens that way. The whole idea about people waiting until 
they find what their passionate about before they start doing anything, that is a false concept. 
Passion comes from doing things. People actually become passionate when they engage in 
something. So if you don’t like running, start running. And several months after you start 
running you will find that, hey, I’m kind of getting into this. I’m kind of liking this more and 
more. Be aware that what you think you might not enjoy right now would not be something you 
wouldn’t enjoy if you started doing it. 
 
Katherine: One thing about the calls is I have a tendency to make the calls when I’m trying to 
reach some kind of a deadline. I need one more person to sign up to get the prize, or whatever, 
and if I were making the calls just to make the calls to connect with people instead of focusing 
on the deadline, it would be following what you’re talking about. It would be doing it because I 
can control the activity. I am calling just to check in with you. I’m not calling because I want to 
win this prize and I need two more sales. 
 
Steve: Yeah, and that always comes across. 
 
Katherine: And then I’m discouraged when nobody, out of all those people that I called, were 
interested in buying right then. 
 
Steve: Yeah. Well, and again, it always comes across when they know when we’re under 
pressure. They somehow sense it and they can tell. So you’re absolutely right. The best time to 
try and sell something is when you don’t need to make a sale. The worst time when you 
absolutely need to make a sale. All right, guys, well I hope this was helpful and we’ll do this 
again soon.  

 


