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M ON TH L Y  Q U O T E S  

 
        Eliminate The Vampires That Suck Your Time and Energy, Rob You of Your Peace 

of Mind and Prevent YOU From Living the Life YOU Really, Really Want 
 

Here’s what that means.  Get rid of everybody and everything in your life that is preventing you from living the 
life you want to lead.  If you’re in a bad relationship, get out of it.  If you are in a work environment that’s not 
helping you get where you want to go, change it.  If you’ve got clients that are sucking up your time and not help-
ing you get to where you want to go, get rid of them.  If you belong to organizations that are really not productive 
in helping you get where you want to go, get out of them.  If you attend a church that is negative and people are 
always whining and complaining and all the talk around the coffee after church is negative, find another church.   
 
Get rid of detrimental activities, habits and everything else that is keeping you from achieving the life you envi-
sion. That goes for every habit: including what you eat, what you drink, as well as, television and the consump-
tion of irrelevant mass media. 
   
If you want to be healthy, you have to engage in healthy habits.  You can’t be a couch potato and eat any and everything you want and not 
expect that you’re going to have some negative consequences that result in you ending up on a surgeon’s operating table having some kind 
of bypass surgery.  

You’ve got to discipline yourself with a clear mental picture of what you want and then get rid of any and every thing that doesn’t fit with 
that.   
 
I don’t know what your thoughts are about work.  My thoughts about work are, work as little as possible to make as much money as I can 
so I can do what the hell I want to do.  I was not put on this earth to work sixty hours a week. 
 
I enjoy what I do, but if I can do it and make the same amount of money in 20 hours instead of taking 40 hours, I’m all for that because 
there are about 700 things that I would rather do than work.  I’ve got lots of hobbies and interest outside of work. There are lots of places 
I’ve never been, and a lot of fish I’ve never caught. 
 
As a business person, you can either take and accomplish what you’re going to accomplish in 20 hours or 30 hours, or you can stretch it out 
to 80 hours.   

You get to pick how many hours you want to spend at work.  One of core principles, I teach my  business development clients training clients 
is that business people, especially business developers are paid in direct proportion to how well they manage themselves and their time. 
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Most successful men I have ever met were absolutely 
ruthless with their time. 
     ~Frank Bettger 
                                 
Time is the stuff life is made of. Don’t squander it. 
   ~Ben Franklin 
 
Hurry up. Time’s a Wastin 
   ~Anonymous 
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I have often been told that my communication style is like chasing rabbits. I have never chased rabbits, but having observed  
them in the yard their movement seems to be somewhat erratic. I am not offended by this analogy. I choose to believe that 
my thoughts are more eclectic than erratic.  
 
If I tend to wander down a rabbit hole and tell you something that does not appear to relate to the topic we are talking 
about; it is because I  believe I am providing a back-story that will help you understand more clearly. The operative phrase 
here is “I believe".  
 
Our communication styles,  like our belief systems, are founded on our unique experiences. We can be taught different 
styles for different occasions and audiences, but our core responses are grounded in the experiences that have molded us.  
 
Therefore, what I believe to be true is not necessarily what your truth is. This is not to say that we cannot learn from each 
other or re-evaluate our positions. What I must do is accept and respect your position and hope you do the same.  
 
Thank goodness, we are all works in progress. That is where things often get cloudy for me. As entrepreneurs and partners 
of entrepreneurs, we often expect our significant ones to understand us and think as we do. I am speaking for myself, but it 
is possible that some of you have had similar thoughts.  
 
Our positions are somewhat unique since we are often living our businesses 24/7. Some of us physically work together and 
attempt to balance our responsibilities of family and community around this framework. There is also the rather crucial 
component of maintaining our selfness....not to be confused with selfishness.  
 
That said, here are my rabbit thoughts this month. I will expand on them throughout the year -  unless I fall down a rabbit 
hole that leads somewhere else.  
 
Before we can work in partnership, we must know and love ourselves. We cannot give what we do not have. This is a life-
time journey. It is so simple, but so difficult.  
 
We have responsibility for our own thoughts. It is much easier to blame someone else, but first we must be honest with our-
selves. And we have to be honest with those closest to us. No one can make us feel a certain way. They may hurt us or not 
meet our expectations, but we must express, as clearly as we can, how their actions or attitudes affect us. How they respond 
is their issue. How we accept or reject what they offer is our issue.  
 
Assumptions are not healthy. I cannot know what you are thinking unless you tell me. If our words and actions do not 
match, we need to address it. This is an especially slippery slope the longer we have been together. It is so easy to assume 
that we know what another is thinking or feeling. Often, it is a very small thing but navigators will confirm that a tiny de-
gree off course can be deadly in the air or at sea.  
 
I have been evaluating how well integrated my thoughts and actions are. I have been considering why I do not do the things 
that I know work. I have been questioning if I am burying myself in busyness and distractions and avoiding the most im-
portant things. I hope and pray that I am listening with an open heart.  
 
Thank you for allowing me to share my random rabbit thoughts . Please let me know if anything resonates with you or if 
there are issues that you would like to explore with the group. We are a fortunate bunch, and I personally feel blessed to be 
among you.  
 
To your success,  
 
Charleen Clark 
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Hello Friends, 
 
Boy Howdy am I excited! Autumn is in the air!  Well, it may not really be in the air, 
as in cooler temperatures yet, but the hope is there. The Fall Equinox is a real thing 
and it is possible that I might consider going outside without whining soon. I do not 
want to make any rash promises, but that is a possibility  
 
It is interesting how you sweet humans evaluate seasons. The school buses that 
started hogging the streets last month did not disrupt my routine greatly. The pave‐
ment is still too hot to risk burning my tender tootsies. Apparently, those large 
yellow vehicles are used primarily to warehouse children and protect them from 
the  great outdoors. I suppose that is acceptable, although I would rather have a 
choice about how I spend my days.  
 
That really is something that amazes me. You taller two legged creatures appear to 
have more choices in your life than the shorter ones who are warehoused daily. I 
certainly do not intend to judge or criticize, but I do listen to conversations, and I 
am amazed. 
 
From my perspective, adult people spend a lot of time ranting, raving and yelling or 
just plain complaining.  Either that or they are compulsively checking social media 
sites and watching cat videos. Now, that is a waste of time in my humble opinion. 
For goodness sakes folks, don't you have something better to do?  
 
If the news of the day drives you crazy, then do something about it. Decide to be 
kind despite the dire news. Volunteer somewhere; the needs are great. Get to 
know someone very different than you. Study something. Read a book. Walk your  
dog.  Walk shelter dogs. Keep a gratitude or beautiful journal. Look around and see 
what is good and beautiful and true and write it down.  
 
I really do not intend to rant and rave about what I would do if I had your opportu‐
nities, but honestly I think that me and my canine buddies might have a better grip 
on living. Please, do not forget that we do not have opposable thumbs and cannot 
write or drive or even vote. What we do practice is mindfulness. We do not dwell 
on all that we do not have, but celebrate what we do have. . ..we do not hold 
grudges or relive unhappy times…..we forgive. We get excited about simple things 
like rolling in garbage. We chase butterflies and spend hours gazing at clouds or 
simply sniffing the air.  
 
Try it sometimes. Just be still and be. I realize that in your limited view that we 
often seem to be sleeping, but that is when we get our best ideas. Please under‐
stand, we love you despite your limitations.  I would be happy to share my life view 
with any of you, but you must first be willing to release your negative thoughts in 
order to receive peaceful, loving and affirming ones. I promise if you try it you will 
like it.  
 
Jake:  your positive life coach.  
 
 
 
 

What Our Raving Fans  
Say About Us 

  
“I feel much more comfortable going in to see 
clients now than I did in the beginning.  I've been 
selling for a mere 5 months now, and I'm happy 
to have had this course at this point in my career, 
so I didn't develop bad habits. 
  
You are a wonderful coach, and I'd like you to 
know how much I appreciate your patience, your 
kindness, and your knowledge. I will recommend 
you to everyone who is not a competitor.” 
  
Myrna Burgoyne 
Account Manager  
CHUM Halifax 
 
“I just wanted to reiterate how much I use your 
material to train and motivate my sales team! I'm 
always amazed that no matter the topic or the 
times, you have relevant, engaging and important 
data to address it! I was preparing something just 
now and thought about that again. 
 
Thank you for all you've done for me and the 
ways you've helped me to grow. I sincerely appre-
ciate your kindness.” 
 
Anne Carnathan 
Director of Sales (former) 
Clear Channel, Harrisburg, PA 
 
“New School Selling has been the difference be-
tween continuing to struggle or exceeding 
monthly budgets by as much as 23% in the course 
of a few short months. The processes and infor-
mation we discuss each week are relevant and 
have given me more confidence than ever" 
  
 Chris Pearson 
Assistant Sales Manager 
CKBW FM, Bridgewater, Nova Scotia 
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Time is extremely important and I don’t have time to screw around with 
anything that’s not consistent with the picture I have of what I want my 
life to look like.   

This concept is hard for most of my business development training clients 
to wrap their heads around. When they hear this, they often say, “that’s 
very selfish”.  My response is, “you’re right.  It’s very selfish.  It’s 
extremely selfish. But you know what?  The people down at my 
church, if I get put in a nursing home, they’re not gonna come see 
me because they have their own lives to lead.  They can’t be wor-
ried about me.   

Accept that people aren’t gonna be worried about you either.  The 
only ones gonna be worried about you are close family. And 
maybe a few friends. A lot of these associations that we have with 
people, they’re not too concerned about us.  So think about how 
you go about your day.  I would encourage you to work fast and 
give every appearance that you are in a hurry.”  

Another business development training principle I teach is that 
prospects and buyers are drawn to folks who operate with a sense 
of urgency.  The more accomplished the individual the more they 
operate with a sense of urgency.  And like attracts like. 

Operating with a sense of urgency means not taking three or four 
appointments to close a deal that you could have closed in one or 
two appointments.  It means telling your prospect, “when I come 
back and present this proposal to you and you’ve seen everything 
there is to see and heard everything there is to hear, I’m gonna ask 
you to make a yes or no decision about whether you want to move 
forward. Are you gonna be able to tell me yes or no when I come 
back next week and show you the solution to the problems you told 
me about today?  Cuz if you can’t tell me yes or no, I don’t wanna 
waste my time putting together a proposal for you cuz I don’t need 
any more practice.  So let me ask you, are you gonna be able to tell 
me yes or no when I come back and present this to you?” 

If they answer anything other than yes, it’s like, well I ain’t coming 
back.  Now, when you’re operating with a sense of urgency, you 
don’t have any problem having that conversation with prospects 
and buyers because you realize that if you go back, it’s gonna be a 
waste of your time.   
 
I would encourage you to develop a clear written blueprint for your 
life, become ruthless about how you spend each hour of your day 
and work with a sense of urgency at all times, 

The clock is ticking and you will not get one more minute on this 
planet. You can use what minutes you have left wisely or you can 
squander them. You pick!                                                             
    Steve 
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(continued from page 1)You can waste time.  You can go on a sales 
call and take an hour and a half or you can cut to the chase and 
be there for forty-five minutes.  You get to pick.  Either way. 
You get to decide.  
 
You can take a phone call from someone that drags on for sev-
enteen minutes, or you can take the same phone call and speed it 
up and accomplish the same thing in twelve minutes.  You pick. 
Urgency, I have found, is a common characteristic of superior 
business developers. They are always in a hurry. 

If you are going to achieve anything of significance in this life, 
you must operate with a sense of urgency. Most people don’t 
operate with any sense of urgency because they’re not in a hurry 
to go anywhere.  
 
 In my business development training classes, I have students 
say to me all the time, “every time I talk to you, you seem like 
you’re in a hurry”.  Guess what.  I AM in a hurry all the time.  I 
walk fast.  I talk fast.  Everything I do is fast.  Except drive.  I 
don’t drive fast.  The reason I am always in a hurray is because I 
want to get things done quicker so I can get to the other things 
on my plate.   
 
Sometimes my list is so long that I’m not gonna get it all done 
this week.  Some weeks I may have to work fifty or more hours 
to get things done.  

As I write this, it is 5:20 on a Saturday morning. I am writing 
this now because as soon as it gets light enough to ride my bike, 
I will take a twelve-mile bike ride. After that, I have a meeting 
at church at 9:00. After that, I will come home and prepare my 
boat for an offshore fishing trip.    
 
Other weeks, I get my work done in twenty hours. When I do, I 
turn off the computer and close the door to the office and forget 
about work. When I do this, I don’t feel one bit guilty about not 
working.  
 
By being focused like a laser beam, I have been able to reduce 
my work week to a four-day week most weeks.  And I’m trying 
to figure out how to get it down to a three-day week.  When I 
do, I will only work on Tuesdays, Wednesdays, and Thursdays 
and make the same amount of money that I’m making now.  I 
can only do this because when I work, I work like my hair is on 
fire. 

Time is more important than money at this point in my life.  
There was a point in time in my life – before I had money - 
when that wasn’t the case, but it is now. Given the choice of 
more time or more money, most people will opt for more time. 


