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M ON TH L Y  Q U O T E S  

         THE MYTH OF 10,000 HOURS OF PRACTICE 
 
Malcolm Gladwel writes in his book, Outliers: The Story of Success, that 10,000 hours of practice is necessary to 
achieve expert or world class proficiency in any skill.  

Even though his thesis is flawed and not entirely accurate, it held the number one best seller position on The New York 
Times list for eleven consecutive weeks – just goes to show how myths can be created by using good marketing. 

The main theme throughout Outliers is the “10,000-hour rule” which says that to reach expert status you need 10,000 
hours of study or practice to achieve this level. 

The “10,000 hour rule” is based on the research of psychologist Anders Ericsson of Florida State University, but according to Ericsson as 
documented in a new book “Focus: The Driver of Excellence”, by Daniel Goleman, it turns out that there is a big piece missing in Glad-
well’s book. 

In fact, it seems Gladwell got it wrong. 

In his book Goleman writes that Ericsson says, “You don’t get the benefits from mechanical repetition, but by adjusting your execution over 
and over to get closer to your goal.” Ericsson said that the secret to success is “deliberate practice” where you are guided by a mentor or 
coach that takes you through “well-designed training.” 

In other words, deliberate, focused practice with feedback from a mentor or coach is more important than the number of hours spent 
practicing as Gladwell states. 

For example, if someone wants to improve his baseball swing, hitting the ball off a tee with the wrong mechanics over and over isn’t going 
to improve his batting average and make him the strongest hitter on the team. This seems logical, after all how can he become better if he’s 
practicing the wrong thing? 

But, if he has an expert batting coach who can identify what he’s doing wrong, who then gives him a plan of what he needs to concentrate 
on, and continues evaluating him, adjusting as necessary, then he can improve. 

If you continue practicing without feedback or evaluation, what tends to happen is “expensive experience.” 

The only way to get a return-on-investment from “expensive experience” is to extract the “principle” by which you can make future deci-
sions and prevent the same outcomes. 

 In the book, Psycho-Cybernetics, Dr. Maltz says you need “corrective feedback” because no one and nothing ever goes on a perfectly                     
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“If you are the smartest person in the  
room, then you are in the wrong room.” 

 
 ~Richard Tirendi 

 
“The trouble with talking too fast is you may  
say something you haven't thought of yet.” 

  
 ~Anne Landers 
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Living With an Entrepreneur 
 
This has been such a personally satisfying month for me as I have pondered what  to write. When I first 
started to organize my thoughts about our personal twenty year adventure, it occurred to me that writ‐
ing this was for me . My belief  was that it would be wonderful if my ramblings benefited others but 
that my relationship with Steve and my concept of self would benefit more.  
 
That has certainly proved to be true, but the serendipity for me is that it appears that perhaps my 
words have resonated with others also. Thank you Mike Southcott for graciously sharing your and Bar‐
bara's experiences with me. Barbara is a woman of great intelligence who earned an honors degree in 
micro biology from Cornell. She gave up a promising career to help Mike build his profitable insurance 
agency.  
 
Why? In Barbara's words, " I did not understand what Mike was doing, but Mike believed in himself and 
I believed in Mike." Do you realized how powerful that is ? It is that sort of teamwork that actually 
makes a business thrive . It is as Zig Ziglar says, the home court advantage. It cannot be underesti‐
mated .  
 
This past week, I had the joy of hearing a similar story from a local client, Candys Hess of Intuitive Con‐
sulting. Candys is just beginning her business after working in the corporate world. Her secret weapon 
is her supportive husband and his conviction that her business will succeed. He is a nurse and willingly 
accepts extra shifts so that she can place their preschool aged children in daycare and be able to con‐
centrate on building her business. This is doing  whatever it takes without regrets or whining.  
 
In a conversation with Candys, she made a statement that I vowed to steal. She said that she suffered 
from "entrepreneurial insomnia". She wakes at two am, not from anxiety, but because her mind is spin‐
ning with exciting ideas. She then went on to say that it was "the best sleep that she had ever lost." You 
cannot teach this enthusiastic commitment; you can only celebrate it.  
 
Now, here is where these two stories illustrate that we entrepreneurs are making a difference in the 
world. I recently had lunch with a dear friend who has just retired from a government career. She intro‐
duced me to an incredible new restaurant and it's owner, who visited with us as we waited for our 
food. He and I immediately began an animated conversation about business, about his goals, his ideal 
customer, and his philosophy. We connected. I told him Candys' comment about entrepreneurial in‐
somnia and his face lit up like  a Christmas tree. He had found his tribe.  
 
I cannot remember all that we talked about, but we spoke the same language. Later, my friend told me 
how much our conversation meant to her as she attempts  to understand her son in law's business and 
her daughter's role in it. She said that just listening gave her insight. We have a mission, my friends, to 
share our stories not just to encourage and strengthen each other but to enlighten others that there is 
a better way of living and doing business.  
  
Please keep sharing your stories not only with me, but with your clients and prospects as well. Storytel‐
ling is such a powerful method of communication. The world is in desperate need of good news and we 
have more than enough to share. The more we believe in ourselves, the more others will believe in us.  
  
To your success, 
                   Charleen Clark 
 

 



                 Jake’s Chronicles… 
 

 
 
 
 
 
 
 
          

 
 
Hello dear friends,  
 
Summer time is rapidly approaching. The weather is what Steve and Charleen 
refer to as " two showers a day" time. Sometimes, I worry about them. They 
do manage to get quite dirty and smelly easily. I personally do not object to 
Steve's fishy smell, especially when he shares tidbits with me as he cleans his 
catch and Charleen shrills about it.  
 
I do not get this obsession with recreational bathing or willingly jumping in 
the pool. Of course, I go to the spa every other week to have my nails done 
and a bath, but I regard that as an obligation to support local businesses. Steve 
is not the only one who consults, you know. Like you, the doggy spa depends 
upon my expert counsel. 
 
Another of my duties is to attempt to keep some of the lesser intelligent ca-
nines in the neighborhood from drowning in the bay. That is not as easy as it 
seems. We have a lot of retrievers and Labradors around here who recklessly 
fling themselves in the water for no apparent reason. Actually you cannot 
reason with them. Since I am a well trained, highly intelligent herding animal, 
I attempt to herd them away from the dangerous waters. If that doesn't work , 
I have found that not allowing them to approach the pier is somewhat effec-
tive. I have to tell you that not every foolish dog around here appreciates my 
lifesaving efforts. I do what I can without the hope of glory.  
 
Speaking of glory, I am getting weary hearing Steve brag about Nate Kep-
pler's dog, Bella, who snatches tags out of cows ears just because she can.  
 
Well, just for the record, Bella is a full blooded Australian cattle dog. That is 
her job. My daddy was full blooded too. He just couldn't stay in his own yard 
which is how he met my  Jack Russell mama. I'm sure that if I had a cow of 
my own that I could do all sorts of wonderful things too. I have begged for a 
cow but nooooo, I have to tend to the dim witted dogs who try to drown 
themselves and protect Steve and Charleen from Pepe the pool dog. That's in 
addition to advising Steve and writing his newsletter...yes the whole thing.  
 
I'm not complaining of course, and I'm certainly not jealous. How could I be? 
I am Jake the Wonder Dog. I'm sure that Bella is quite lovely and that she 
would be very smitten with me as is Bella, my pit bull friend. Perhaps if Bella 
would send me some apples, I would teach her some tricks. I love apples.  
 
This is all quite exhausting. Steve and Charleen are coping with the heat by 
excess use of water. I am more environmentally conscientious and am manag-
ing by extending my nap times by an hour or so. We must all do what we can.  
 
I trust that you are each making wise decisions. Please feel free to contact me 
if you need a bit of help. 
 
Jake, your always trusted advisor.  
 

What Our Raving Fans  
Say About Us 

  
After last night’s call I realized that I have far 
too casual in  hiring and recruiting process. It 
time to make it  job #1 and give it the attention 
it deserves.  
 
Great people with the right skills to make a dif-
ference are few and far between.  I have not 
been a good hunter. The only thing that has 
made a difference in the past has been when I 
have stumbled onto the right people and then 
great things truly did happen.  
 
Now by being more focus, great things can hap-
pen intentionally. 
   
The quotes from Good to Great resonated with 
me in a way they never have before. I need to 
get the right people on the bus, in the right seat 
and get the wrong people off the bus.  
 
I have been frustrating myself and the good 
people I have had the good fortune to work 
with.  
 
Now more than ever, it’s time to make a positive 
change.  
 
The hunt is on… Thanks for your wise counsel  
 
Robert Smith 
Onalaska, WI 
 
Thought you’d like to know… 
 
I used the agenda for the first time two 
weeks ago in a first time meeting with a 
potential client who was interviewing for a 
new CPA. Today I learned he would like to 
come aboard. He brings his family and 7 
businesses. 
 
Thanks. 
 
Richard Lindsey, CPA 
Mobile, AL 
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Where Is Steve and What Is He Up To? 

 
May 26th Speaking Sertoma Club Pensacola 
 
May 26th Junior Achievement Board Meeting 
 
May 30th Mastermind Coaching Calls 
 
June 7th  Inner Circle TeleCoaching Webinar 
 
June 8th Office Hours 3:00—4:00 pm CST 
 
June 16th—18th Speaking at the Florida Association of 

Insurance Agents State Convention in Orlando 
 
June 8th Office Hours 3:00 to 4:00 pm CST 
 
June 22nd Office Hours 3:00 to 4:00 pm CST 
 
June 23rd Mastermind Coaching Calls 
 
June 24th ECMA POWER DAY 
 
July 22nd and 23rd  ECMA Power Day and Mastermind 
 

********************************************** 
NEW SERVICE! 

Starting June 8th  and June 22nd, I will be conduct-
ing office hours twice a month for both New 
School Selling Inner Circle Coaching Members and 
ECMA Platinum and above Members. During this 
time, I will be taking inbound calls on my private 
line 850-710-3215 from 2:00  - 3:00 pm CST. Each 
caller will get 10 minutes of one on one time with 
me to discuss their biggest sales, sales management 
or marketing issue. These calls will be on a first 
come first served basis.  If you call and get voice 
mail or a busy signal keep calling until you get 
thru. The calls are FREE and so is the advice. 

 
      Steve 
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(continued from page 1)   
arrow-straight course to its target. Instead there are little 
zigs and zags and course corrections. 

Goleman agrees. He says that this is where amateurs differ 
from the most successful experts.  Amateurs get good to a 
point. But the most successful people keep paying atten-
tion and actively concentrate on correcting what is not 
working and on refining things. In his book, Goleman 
says, “The secret to smart practice boils down to focusing 
on the particulars of feedback from a seasoned coach.” 

It boils down to this. If you want to eliminate “expensive 
experience,” find an expert mentor or coach who will give 
you feedback so you can correctly identify the principle 
you need, apply it and continue to refine it until you reach 
excellence. 

So what does this mean to you? 

You need to get a mentor, coach, mastermind group etc…
that can look at what you’re doing and give you feedback 
on what changes you need to make in order to improve 
your copywriting, marketing, management, or a hundred 
other things, which will in turn allow you to make more 
money faster, because the truth is, you don’t need to wait 
5 years to master something (and the flip side of that is 
even if you spend 5 years on a skill, without these correc-
tions, you may never “master” that skill.) 

 
Steve 
 
 
 

 
 


