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M ON TH L Y  Q U O T E S  

 
      Political Dysfunction and My Business Advice for 2017 

 
We are currently in the most bizarre and crazy presidential campaign in history. On the  
one hand, we have an egomaniac who can't keep his mouth shut and continually spouts 
dogma that alienates every conceivable demographic, culture, race, gender, and every other 
reasonable person. On the other hand, we have a lying, conniving, manipulating and evil  
individual, who will stop at nothing to win what she sees as her rightful and entitled prize. 
 
Tragically, there is very little you and I can do to affect the outcome of this race. There  has 
been and will continue to be much ink put on paper, and much radio and television cover- age 
of this full-blown three ring circus. If you allow yourself to be sucked in and consume mounds and mounds of this 
trash and crap, it will screw up your head, depress you, and ultimately fail to improve your life. 
 
As a business owner, consultant or professional, every minute you spend reading, listening to or watching this nega-
tive and mentally destructive reality show that has been created and perpetuated by profit motivated media, the less 
time you will have to focus on what Zig Ziglar called," the good, the clean, the pure, the powerful and the positive".    

If you want to protect your mental state of mind,  
heed this advice 

 
No matter which candidate you favor in this election, I suggest you do the following: turn off your television, quit 
reading the newspaper, quit listening to radio - especially talk radio. Quit engaging in any discussion with anyone 
about this election. I know all of this seems radical and may go against your currently held beliefs about being in-
volved and informed. 
 
The reality is, your consumption of print or electronic information will have no outcome on the results of this elec-
tion. Every hour or minute that you spend consuming information about this theater of the bizarre is one less minute 
that you have to focus on creating the life you desire.    (continued on back page)                      
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Every morning in Africa a gazelle wakes up knowing 
it must run faster than the fastest lion or it will be 
killed. Every morning, a lion wakes up knowing it 
must outrun the slowest gazelle or it will starve to 
death.  
 
It doesn't matter whether you are a lion or a gazelle - 
when the sun comes up, you'd better be running. 
                             ~Anonymous 
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Why Do So Many Small Businesses Eventually Fail 

 
Recently, I participated in a conf call with Michael Gerber, the author of the E-Myth — one of the top 5 best 
selling business books of all time, which I first read sixteen years ago. On this call Gerber said, “I know more 
about small business than any human on the planet”. Since he has made over 100,000 face to face cold calls 
on small businesses, it would be hard to disagree. 
 
On this conference call, he said the biggest problem small business owners have is that they are too busy 
“doing it, doing it, doing it” to really develop the systems that are necessary to run their businesses without 
them. He went on to say that owners of businesses who don’t have systems to run their businesses without 
them don’t really own a business. They own a job. He further stated that in this scenario, the owner is not 
really building an asset to sell because no investor wants to buy a job.  
 
During this call, he mentioned that McDonald’s is the classic and perhaps best example of a business that is 
run entirely on systems. These systems allow them to run a worldwide business that does hundreds of billions 
of dollars per year even though they have a 400% annual turnover rate and employee primarily teenage labor. 
Their secret? SYSTEMS RUN THE BUSINESS NOT PEOPLE. This reliance to systems is hugely successful and re-
quires no day to day involvement from the franchise owner.  
 
When questioned why small businesses fail, he mentioned four reasons: 
 
1. In most cases, the owner got their start as a really good “doer of the thing” they now do. 
 
He mentioned that most small business owners lack the full range of business skills necessary to effectively 
manage and run a high level organization. As owners, they still think like technicians or sales people, and as a 
result of this thinking they have not elevated their business management skills beyond that of a “doer”. 
 
2. Arrogance and Ignorance.  
 
Because the owners are technically good at what they do, they think they know how to run a business. How-
ever, most of them have had little, if any, formal business education other than running their own business, 
attending industry trade shows and modeling whatever is considered accepted “industry business practices”. 
As a result, they suffer from the myopic “herd” mentality and lack innovation or imagination which is the cur-
rency of 21st century business leadership. 
 
3. They don’t realize that they are the primary obstacle to their business growth. 
 
Instead of being open minded, they think they have the answers. The reality is that they don’t know what 
they don’t know. 
 
4. They mistaken think that whatever business strategies and practices that worked in the past  
    will work in the future. 
 
As a result, they make faulty business decisions about the future, fail to implement effective systems and 
their business falls further and further behind the change curve until lone day they wake up and realize that 
the world has changed and passed them by. By then it is usually too late. 
 
Because of changing market conditions, increased competition and technology and the lack of systematic 
processes and methodologies they fall further and further behind. 
 
As surely as the sun will rise tomorrow, change will happen in business. The only question is will a business 
owner proactively choose to embrace change or will they be forced to change by external circumstances? 
 
To quote Jack Welch, the former CEO of General Electric, “when the change outside your business is 
greater than the change inside your business, the end is in site”. 
     Steve 
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Hello Friends, 
 
I hope that  last month was as busy and productive for you as it was for me. 
This upcoming month is already shaping up  to be even more so. We are rap-
idly sailing into the holiday season which means multiple activities and an 
abundance of food.  
 
Food is somewhat a tricky question around here since Steve and Charleen 
have apparently given up twigs and berries for fat and other lovely options.    
I am not complaining, and  am so far succeeding in making them think that it 
is all their idea.  
 
That, my friends, is one of my genius strategies. Manipulation has a harsh 
connotation, but my motives are pure. I have long waxed eloquently to deaf 
ears the therapeutic value of bacon and cheese. Once, I  convinced them that 
these delights have health benefits; they cannot eat enough of them and are 
graciously sharing. How on earth did they think that I have maintained my 
ideal weight and narrow waist all these years! I did love my fruits and green 
peas, but frankly they were adding girth.   
 
Another outcome of  my successful suggestions was that I finally got to spend 
time on the beach this month. As most of you know, I do not care for the wa-
ter, but the lifeguards have gone for the season, and someone needs to patrol 
the two puny local dog beaches . …. Only yesterday, I probably saved the life 
of two dim canines who were determined to fling themselves into the surf in 
pursuit of a ball. Unbecoming and dangerous behavior.  
 
I have been able to take time from my busy schedule for this vital community 
work because Steve and Charleen are hiding in plain sight at a beach front 
condo only a few miles from our permanent abode. Thank heaven, they have 
forward thinking friends who understand the value of allowing me to come 
along and supervise my humans.  Unfortunately, I know from experience how 
anxious they get when we are separated for a few days. If only more vacation 
rentals were more enlightened,  I am sure that the world would be a better 
place.  
 
There is much more to be said about being thankful and celebrating each mo-
ment and focusing on priorities, and I felt that it was important to share a cou-
ple of my successes with you. I have drawn back the curtain on the rational 
behind my actions to encourage you to be patient and give great thought to 
achieving your goals.  
 
Look how well this worked for me and bacon. It only took seven years to 
bring them around. And here I am at the beach although Steve hates sand! Do 
not give up dear friends; work your plans and  convince your clients that they 
will benefit greatly from what you have to offer. Do this gently so they be-
lieve that it was all their idea, and you will be in  rare  company with the suc-
cessful and contented ones. …..like me.   
      
Jake       
 PS I hope you like my new photo.  

What Our Raving Fans  
Say About Us 

  
I enrolled in Steve's teleconference class last 
Winter. It was time and money well spent.  
 
Here's why:  
 
1) I learned that it's ok to discuss money 

upfront. I learned that most people are 
uncomfortable discussing money and 
that's ok. The course will help you learn 
to talk about money.  

 
2) I learned that you need to have a written 

production plan and that you need an 
accountability partner to keep it real. I 
always new this, but the course brought 
it to light.  

 
3) I learned that everyone has a unique 

communication style and the key is to 
know yourself, control yourself and know 
others. This was a lot of fun!  

 
4) I learned that the New School Selling   

approach is to collaborate - to work 
jointly with others or together especially 
in an intellectual endeavor.   

 
5) I learned that you can be confrontational 

without being offensive. We spent quite a 
bit of time talking about this one.    

 
Steve's course has help me increase my sales 
33% this year. My confidence is higher, my 
focus is consistent and I'm  having a lot 
more fun.  
 
Shawn Frey  
Harper Brush Works  
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Are You Living An Accidental Life? 

 
Most people are sleep walking through life. They get up every day and 
go through the motions. They get up and go to work. Come home, eat, 
watch TV and go to bed. On  Saturday they cut the grass, drink beer 
while watching more TV, eat some more – mostly crap food - and go 
to bed. On Sunday, they sleep in or go to church. They come home eat 
some more and turn on the TV to watch the Sunday NFL games.  
 
Occasionally, they may go out to eat or visit with friends where they 
will eat and drink some more. (75% of Americans are overweight or 
obese measured by body mass index) 
 
This pattern repeats itself week after week, after week, after year and 
then one day they die having accomplished little in their life. 
 
Most never give this kind of life a second thought. 
 
Why is the mass of humanity sleepwalking through life like zombies 
and so unintentional in their daily behavior? 
 
The simple answer is that they do not have a plan. They are clueless 
and have no idea what they want.  They lack crystal clear clarity 
about what they want to do with their life. They also have an inability 
or an unwillingness to take control of their daily behavior and subse-
quently, their life. 
 
As a sales trainer, and high performance business coach, when I ask 
people; “show me your written blueprint for what you want your busi-
ness to look like in two years,” I get blank looks. Well…….. 
 
“How much money do you want to make?   
“Well, I’d like to make more than I’m making now.”   
“Well, how much more?”   
“Well, I don’t know; a lot more.”   
“Well, how much is a lot?   
“Well, I’m not sure.”   
“When do you want to retire?”   
“I’m not real sure. “  
“Well, when do you want to sell your business and how much do you 
want to sell it for?”   
“I don’t know that, either.”   
 
When I ask, “where do you want to go on vacation next year,” most of 
them can answer that, but they can’t tell me what they want to do with the 
rest of their life.   
 
When I first started as a high performance coach, this bothered me a lot. 
Now, I accept it and have resigned myself to the fact that less than twenty 
percent of people on the planet have any real idea what they want to do 
with their life. Frankly, that’s the only group I want to talk with. It’s a 
shame, but most people are losers and don’t even know that they are los-
ers. Sure, they are good people. They may be honest and go to church, but 
they are still losers because they will go to their grave and the world will 
be no better off because they lived. What a waste of humanity.                 
      Steve 
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(continued from page 1) 

If you insist on mindlessly consuming this information, 
you will continually be depressed and discouraged about 
your future and the future of this country. My advice  is to 
limit the interaction that you have with anyone or any me-
dia that wants to take you down into the rabbit hole of 
darkness. 
 
During this time, you would be well served to revisit and 
refocus on your goals and your plans about what you want 
out of this life. Another piece of advice I would give you 
is to avoid people who are caught up consuming negative 
and depressing electronic or print content. 

 
This piece of advice  

 might be hard to swallow 
 
If you want to achieve financial independence and create 
wealth that will allow you to lead the lifestyle you desire, 
it is crucial that you engage in behavior that is the total 
opposite of what the mass of the mediocre do. When you 
choose to do this, you must eliminate anyone and every-
thing that is not consistent with your goals and objectives. 
I mean ANYTHING! 
 
Even though everything seems to be going to hell in a 
hand cart, there is still plenty of opportunity for you to 
succeed, thrive and achieve the lifestyle of your dreams. 
Just as a coin has two sides, so does every situation. This 
current mudslinging, name-calling, and childish political 
climate is no exception. 
 

My best business advice for 2017 
 

Come January 2017, we will have a new president and it 
will make no difference who that is. If you think either 
candidate has your best interest at heart or even cares one 
wit about you, you are very naïve and grossly misin-
formed. 
 
Ultimately, your future is in your hands, and you are 100% 
responsible for what happens to your life. Therefore, I en-
courage you to take my business advice seriously and get 
on with your life by becoming a participant instead of a 
spectator.                                                                                         
  Steve 


