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Hello everyone, this is Steve Clark and I want to welcome you to today’s Inner Circle Coaching 

Call where we’re going to be talking about how to get off the hamster wheel – eliminate anxiety 

and obtain peace of mind while working less and making more. So that’s a mouthful but by the 

time we get finished today with this session, I’m going to cover that topic quite 

comprehensively. It is my hope that you are going to have some awareness of things that you are 

doing that perhaps are counterproductive from the standpoint of your behavior and I am going to 

also give you some strategies and I am going to give you some things that you can do that will 

improve your effectiveness. It is not too much of a stretch of the imagination to say that with the 

things that we are going to talk about today if you will implement them, there is no reason why 

you can’t become 25 to 50% more productive than you are without working one single minute 

more than you are currently. I am not a great believer in working more hours. I am a believer in 

working less hours and making more and in order to do that you have got to be doing the right 

things. That is the objective here today in terms of what we are going to go over. So specifically, 

we are going to cover a number of things but let me frame this. Let me go back a little bit and 

kind of back up just for a second. And I’ve got some bullet points of things that you’re going to 

discover. But let me kind of frame this a little bit before I jump to those things. As you guys all 

know, I do a lot of one-on-one work, a lot of coaching with private clients and a lot of one-on-

one work with folks who are in various coaching programs of mine. So, as I was preparing for 

today’s session, I went back and looked at some coaching calls I’ve had perhaps for the last 90 

days. And there seemed to be a common theme. I mean, there’s a lot of stuff going on obviously 

with people, but there was a common theme in many of these conversations in coaching sessions 

that I’ve had in the last 90 days and I wanted to share with you guys to kind of frame this with 

what we’re going to cover going forward by giving you some comments that I have heard from 

my coaching clients.  

Now, it’s important that you keep in mind that these coaching clients are all doing pretty well. 

These are folks that are successful; they’re in the six figure plus income category in most 

situations. Some of them multiple. A number of them multiple six figure income earners. But 

even at that rate, these are some comments that I’m hearing that seem to be a recurring theme. So 

here’s one comment that I’ve heard. One coaching client said to me, “I’m frustrated because I 



don’t seem to be making much progress. Now I’m working really hard, but I’m not making a lot 

of progress.” Another coaching client said, “I just feel overwhelmed all the time.” Another 

coaching client said, “Things seem to be out of control. My life is just all over the place.” 

Another client said, “I’m constantly being interrupted and distracted and can never get anything 

done.” Another coaching client said, “Quite frankly, my life is a mess.” Another one said to me, 

“My blood pressure is so high that I’ve had to start taking blood pressure medication.” And 

another client said to me, “After 31 years of doing this, I’m wondering if this shit is worth it 

anymore.” Now those are real comments from real coaching clients that are successful in sales 

and in business. So, I share that with you guys to let you know that if you’re thinking any of 

those kinds of thoughts; if you’ve had any of those kinds of thoughts; if you feel frustrated, 

overwhelmed, like you’re not making progress, like you’re beating your head against the wall, 

any number of those kinds of things, you’re not alone. You’re in good company, because there 

are a lot of people that feel that way whether they express it verbally or not.  

So here’s what we’re going to do during our time together this morning: we’re going to talk 

about a number of things. But here’s what you’re going to discover from what we talk about 

going forward today: the first one is, you’re going to discover how to increase your income by at 

least $100,000 a year without working one minute more than you are now. You’re going to 

discover the 80/20 rule and how it applies to your time. Or, how it applies to your personal 

productivity. The third thing you’re going to discover is why every time management expert is 

wrong. Now maybe I should say, why most every time management expert is wrong. Number 

four, you’re going to discover a magical power that makes you unstoppable. And when you 

finish today, you’re going to come to discover how much your time is really worth and how to 

eliminate time vampires that suck your time and energy. You’ll also discover why and when you 

should fire yourself. And ultimately, you’re going to discover five ways to avoid what I call 

productivus interruptus. So that’s a mouthful and we’re going to cover all of those as we go 

forward today.  

So let’s get back to this issue of what people are saying in coaching sessions. And here’s the 

question I have: why are so many people so frazzled and fried and out of control? Why do so 

many people feel so frazzled, fried and out of control? Now, I’m sure you have your own answer 

to that. But here’s what I have come to realize in coaching with these folks when I dig deeper 

into the comments they have. The reason that they are so frazzled and so fried and so out of 



control is really two things: the first one is, when you dig down deep, you find out that these 

folks have a lack of clarity about what they want to do, and where they want to go, and what they 

want their life to look like.  And they have an inability or an unwillingness to take control of 

their daily behavior and subsequently, their life.  So, those are the two big reasons and we’re 

going to spend a little bit more time in a minute and I’ll go over those a little bit more with you.  

I want to; before we get too deep into this, I want to go to this issue of time management for a 

minute.  Probably everybody on this call has taken some time management course and you’ve 

done the Daytimer thing and you’ve got the colored tabs and the colored notecards, and you’ve 

got the big, three ring binder and you know, you’ve got all that sort of stuff.  And after being in 

this business for 30-odd years, 35, 36 years now, I’ve seen just about every time management 

system ever devised.  I’ve owned most of them and what I will tell you is, none of them really 

work.  They really don’t.  You spend more time trying to figure out how to use the organizer 

than you do actually doing anything, and all that’s happening in most of those cases is the people 

who sell time management systems have made a lot of money selling to people whatever product 

it is that they were pushing.  But here’s the reality of it, and here’s why it doesn’t work.  Time 

management doesn’t work because it’s impossible to manage time.  You cannot manage time.  

You cannot stop time from occurring any more than you can stop the tide of the ocean from 

coming in.  Just as the tide of the ocean comes in and goes out, time goes on, regardless.  And 

the seasons of the year change and you will go around the sun one more time in 365 days 

regardless of whether or not you do anything or not.  So, you’re not going to manage time; it’s 

going to continue.  So when you talk about time management, I hear people say; oh, I need to 

manage my time better.  I’m like; no, you don’t.  That’s not it, you can’t manage time.  That’s 

not the issue.  So, what is the issue?  The issue is controlling your own personal behavior 

because ultimately, folks, there are only three things in this life you and I have any control over 

whatsoever, and here are those three things.  What we think; we have 100 percent control over 

what we think.  We have 100 percent control over what we say.  And, we have 100 percent 

control over the behavior that we engage in.  Those are the only three things we have any control 

over.  You don’t have control over your spouse.  You don’t have control over your employees.  

You don’t have control over your children, and any of you who are married or have children that 

have tried to do all of that know exactly what I’m talking about.  It just does not work.  All it 

does is create turmoil in peoples’ lives when you try to control other people.  You cannot control 



other people.  You can only control yourself and you can only control what you think, what you 

say and what you do, ultimately.  And those are the things that are going to determine to what 

degree of prosperity or lack of prosperity or peace of mind that you experience in life, is how 

well you do those things and how you control those things.  So, let’s talk about why people are 

so fried.  Why do people seem so frustrated, so out of control?  They seem to be coming and 

going.  They seem to be going in all directions at the same time.  Here’s the big issue, and here’s 

the one that we really have to wrap our head around and get a handle on.  Today we are faced 

with endless choices and alternatives that are all clamoring for our time, our attention and 

energy.  Let me give you a couple of examples that make sense to everybody.  When I was 

growing up, there were three television stations you could watch; NBC, ABC and CBS.  And 

that was it; you didn’t have any more choices.  When I was growing up, we didn’t have 14 

hamburger joints in a three-mile stretch that you could choose from.  We didn’t have 121 models 

of vehicles you could buy.  You bought a Ford, you bought a Chevy, you bought a Buick, you 

bought an Oldsmobile, a Pontiac and a few others, and that was about it.  And they didn’t have 

all of the extra kinds of things on them and you know, all of that kind of stuff that we have now.  

We just have so many choices about what to do with the allotted time that we have on this life 

and everywhere we turn, somebody wants a piece of us.  They want our attention.  They want 

our money.  They want our energy.  And it’s endless; it’s constant.  It’s all the time, people want 

something from us.  And if we’re ever going to get a grip on what we’re doing and have any 

peace of mind at all, we’ve got to figure out how to insulate ourselves from all of the people and 

all of the organizations and all of the other choices that we have out there, and make sure, to the 

best that we can do, that we don’t allow ourselves to feel overwhelmed because there’s so many 

things out there that are vying for our time and our attention.  So, ultimately, when it all comes 

down to it, there are only two positions in life that you can take.  The first one, in terms of how 

you spend your days, is that you will either be part of your plan or you, by default, will become 

part of someone else’s plan.  Now, here’s an example of that.  If on Saturday morning, my wife 

says to me, what are you doing today?  If I say to her, I don’t really have anything planned today; 

she will find something for me to do.  Now, in that case, if I don’t have a plan, she’s got one for 

me.   

I don’t know how it is in your household, but I would imagine it’s probably the same.  Now, if I 

have something planned and something scheduled, what she might want me to do gets put on the 



back burner, because I had something scheduled.  I had something I needed to do that day.  But if 

I don’t have a plan, she’s going to find one.  If you wake up this morning and you don’t have a 

plan of what you’re going to do today and you don’t have your day planned out about what 

you’re going to do from 9:00 to 10:00 and 10:00 to 11:00 and 11:00 to 12:00; if you don’t have it 

planned out and lined out and scheduled about what you’re going to do, the behaviors you’re 

going to do during that time period, that time will be filled with someone else’s agenda.  And 

someone else, be it an employee, be it a client, be it a spouse, be it a child, be it whomever, will 

find something for you to do.   

Now, when you’re unscheduled and you don’t have crystal clarity about what you want to do and 

what you want to achieve today, then your life simply becomes one of reacting to all of the 

forces that play upon you, that are vying for your time and attention.  So, that’s why it’s 

important to have clarity about what it is that you want to accomplish.  Now, here’s the other part 

about that.  If you’re ever going to escape this feeling of overwhelm and feeling like everybody 

wants a piece of you and they’re pulling you in a lot of different directions; if you’re ever going 

to have any peace in this world, you must get very good at saying the word no.  To a lot of 

people, about a lot of things, be they family, be they friends, be they associates, be they 

employees, be they customers, be they clients, whatever the case may be; you must learn to get 

good at saying no to them.  And, looking at every situation as to whether or not that situation 

calls for you to change what you had scheduled today in order to accommodate what someone 

else wants from you.  Now, there are times you do have to change your schedule depending upon 

how important someone else’s request or requirement is.  You know, if my wife has a flat tire 

during the day, then if there’s any possible way I can get away from this desk and leave this 

office to go help her with the flat tire, I need to stop what I’m doing and go do that, or at least 

call Triple-A and make sure that it’s taken care of for her.  So, there are times when things come 

up that you have to deviate from your plan to go do something else, but it’s not something that 

you want to be in the habit of doing all the time and having your day completely disrupted by 

what other people want you to do.  So therefore, you have to get really good at saying to 

someone; no, I really can’t attend this meeting.  I really would like to come, but; no, I can’t come 

to that meeting because I have something else planned.   

Even if the something else planned means that you’re sitting at your desk working on something 

that’s very important for marketing or what have you.  So, when you make that plan of what 



you’re going to do today and you make that schedule of what you’re going to do, and it involves 

a commitment that you’ve made to yourself and something you’ve written in your calendar about 

what you’re going to work on, it becomes much easier to say no to somebody else, but if you 

don’t have something written down about what you’re going to do this afternoon, then it 

becomes very easy to simply do what someone else wants you to do, and that’s how most people 

lead their lives.  They’re constantly being pulled in the direction because of what other people’s 

demands upon them.  The real key to getting off this hamster wheel and eliminating that anxiety 

and obtaining peace of mind, and actually being able to work less and making more, is starting 

with a clear picture of what you want.  See, most people do not have a written blueprint for the 

rest of their life.  They could not tell you what they want.  In other words, when I say to people; 

show me your written blueprint for what you want your business to look like in two years.  I can 

count the number of people that I’ve encountered in my life on one hand who have a written 

document of what they want their life to look like in two years.  They don’t know.  They really 

don’t.  How much money do you want to make?  Well, I’d like to make more that I’m making 

now.  Well, how much more?  Well, I don’t know; a lot more, but.  Well, how much is a lot?  

Well, I’m not sure.  When do you want to retire?  Well, I’m not real sure.  I like kind of what I’m 

doing right now, but you know, I’m not sure.  Well, when do you want to sell your business?  

How much do you want to sell that for?  I don’t know that, either.  Well, what happens if you 

have a heart attack next week?  Have you thought about that?  You know, that might happen.  

Dude, is there a plan?  Or where do you want to go on vacation next year?  Well, most of them 

can answer that one.  They can figure out where they want to go on vacation, but they can’t tell 

me what they want to do with their life.  You know, you’re 47 years old; where do you want to 

be at 65?  I don’t have a clue.   

All I know is I get up and go to work every day and work my ass off.  And I hope at 65, I’ll be 

there.  Well, guess what?  You ain’t going to be there.  You’ll be somewhere, but it won’t be 

where you might could have been, because you didn’t have it written out.  You’ve got no 

blueprint for it.  And, you know, everything starts with a blueprint.  Every building that’s been 

built starts with a blueprint.  They know where the footer is going to go before they pour the 

concrete.  They know where every light fixture in the building is going to be before the cement 

truck even shows up.  Now, there are change orders, obviously.  But, people do not have a 

written blueprint with any specificity about any clarity about what they want to do.  The most 



important question that you will ever answer in this life, and the most important one I will ever 

answer, and it’s one we have to constantly ask ourselves because it does change from time to 

time.  What you want at 45 is not what you want at 65, I can promise you.  It does change.  So, 

the blueprint’s not written in stone; it changes based on life circumstance, physical condition, 

family responsibility, financial situation.   

You know, a lot of these things fit into it.  However, the question that we have to constantly be 

asking ourselves is, what do I really, really, really want?  And most people, I’d say 98 percent of 

the people walking around, do not have an answer to that question.  They have a vague answer, 

they have an idea, but they don’t have it written with any degree of clarity and specificity at all.  

Now, that’s a hard question to answer.  I understand why people don’t have it.  Years ago, back 

when I was using tractor feed paper with the little holes in it, you know, that runs out on the 

computer and you’ve got that little, compact printer.  I had a banner; I printed out a banner.  You 

know, the whole width of the paper; you know, a foot long, 11-1/2 or whatever, and it was about 

eight feet long.  And I wrote on there; what do I really, really, really want, question mark.  And I 

tore it out of that tractor feed paper and I colored it with magic marker, in red letters, and I taped 

it on the wall of my office.  It went all the way across the wall in my office.  And as long as I 

lived in that house, for 14 years, that paper was stuck up on that wall and it was a subconscious 

reminder to me all the time to be dealing with that question.  Now, you’ll never be perfect at it, 

but it constantly reminded me to be thinking about what I really, really want.  And I would 

encourage you to be doing the same sort of thing.  It would be a good practice for you to get a 

composition book, a diary; something other than a yellow legal pad that you’re not going to 

know where you put it.  Go get you one of those nice diaries with gold and you know, gilded 

pages on it, and get up every morning, 15 minutes earlier than you normally get up, and grab you 

a cup of coffee and sit down in a place where no one can bother you and write down, what do I 

really, really, really want.  And if you’re like most people, the entire 15 minutes will be spent 

staring at a blank sheet of paper.  And you do it day after day after week after month, and you 

start to write things down.  And you’ll write stuff and you’ll write stuff, and you’ll go back and 

review it and you’ll say; nah, that’s not what I really want.  Nah, I didn’t want that.  Six months 

ago, I said that; that’s not really what I want.  You begin to refine the process down and what 

you’re doing is, you’re programming your subconscious mind to go out into the universe and 



find people, circumstances and opportunities that are consistent with what it is that you say you 

want.   

Now, without doing that, it’s not going to happen.  Life is going to be accidental.  What I’m 

suggesting is that you create what I call an intentional life and that you do not just do things 

haphazardly, you know, from one day to the next without one day feeding into the next day.  So, 

that’s number one, is to do that.  Now, I promise you; you probably don’t know anybody in your 

life that does anything like that at all.  That will make you very unique and different, and I would 

suggest when you start doing that, don’t go around telling people what you’re doing, because 

they’ll think you’re crazy as hell, because they’ve never heard of any such thing and they don’t 

do it themselves.  You might share with your spouse and that’s probably about it.  Now, here’s 

the second point if you want to get off the hamster wheel.  Number one is, decide where you 

want to go.  I mean, where do you want to be?  What do you want your life to look like?  

Number two; discipline yourself to ruthlessly eliminate the vampires that suck your time and 

energy 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 rid of it.  If you are in a work environment that’s not 

helping you to get where you want to go, change it.  If you’ve got clients that are sucking up 

your time and not helping you get to where you want to go, and they’re taking too much of a 

pound of flesh from you to deal with them, 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 about negative and crap, find another church.  But get rid of people, 

activities, habits and everything else that do not fit with where you want to go.  I mean, and that 

goes for every habit, including what you eat and what you drink and whether or not you exercise 

and everything else.   

If you want to be healthy, then you have to engage in healthy habits.  You can’t go around eating 

any and everything you want and expect that you’re not going to have some negative 

consequences and end up on somebody’s operating table having some kind of bypass surgery.  

It’s not going to happen.  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 recently did that 

showing and I recently did that with our whole diet.  We didn’t go on a diet; we decided to make 



a radical change in our entire nutritional process.  And, no need for me to get into all of that.  If 

you want to talk to me about that individually, I’ll be glad to talk to you about it individually, but 

we made some massive changes that just completely changed the way we go about eating and 

what we’ve done for 40 years.  And simply because what we were doing was not healthy.  Our 

blood chemistry came back and it’s like; you know, this isn’t good.  So, it didn’t fit with the 

picture.  Don’t want to; you know, my father died at 41 with a heart attack.  You know, I need to 

be aware of that.  I don’t need to be doing stuff that’s going to contribute to that; I’ve got enough 

of a problem having been born, you know, that he was my father.  I’ve got no control over that, 

but I’ve got control over everything else.  So, discipline yourself to ruthlessly eliminate the 

vampires that suck your time, your energy, and prevent you from living the life you really, really 

want.  Now, the prerequisite of that, again as I go back to that first one; what do you really, 

really, really want?  That’s the most important question you’ll ever answer.  Don’t shy away 

from it because everything else you do in life will either contribute to or take away from that 

particular thing, and if you don’t do that, then your life is going to be an accidental thing.  You’re 

going to live an accidental life and you’ll be around for X number of years and everything that 

happens to you would be more or less accidental; it won’t be intentional.  Now, in terms of 

business, you know, the only thing that you and I are not going to get any more of in this life is 

more time on this earth or more time in a day.  There is no possible way you’re going to get more 

than anybody else in terms of the amount of time that you have in a given day.  Now, 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.   

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, you know, as you guys know, and there’s, you know, a lot of 

places I’ve never been, and a lot of fish I’ve never caught and you know, all kinds of stuff.  So, 

there’s a lot of stuff out there besides work.  So 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.  Now, in reality, ultimately, 

business people, especially salespeople, are paid in direct proportion to how well they manage 



themselves and use their time.  You can waste time.  You can go on a sales call and take an hour 

and a half on a sales call 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 and you can 

take a phone call that lasts seventeen minutes, or you can take a phone call and speed it up and 

make that same phone call, get the same thing done in twelve minutes.  So you get to pick.  Now 

the reason people don’t operate with a sense of urgency is because they’re not in a hurry to go 

anywhere.  I have people 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.  And the reason for that is because I want to get done 

quicker so I can get on with the other things that I want to do that are on my plate.  Sometimes 

the list is so long that I’m not gonna get it done this week.  Sometimes it may be fifty hours a 

week that I have to work.  Other times, if I get it done in twenty hours, that’s great.  I don’t feel 

guilty about not working.  I’ve decided that in 2017 I will no longer work on Friday, period.  I’ll 

work one Friday a month.  And that’s because I do a training session, but I’m not gonna work on 

Fridays.  And I’m trying to figure out how to get it to where I don’t work on Mondays either.  

That I only work on Tuesdays, Wednesdays, and Thursdays and I make the same amount of 

money that I’m making right now.  If I’ve gottta work more hours to make more money, I’m not 

signing up for that deal.  I want more time rather than money.   

Time is more important than money at this point in my life.  Now there was a point of time in my 

life where that wasn’t the case, but it is now.  I have less time than I have money left on this 

earth.  So time is extremely important, which means 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.  And 

people say, well that’s very selfish.  I said, you’re right.  It’s very selfish.  It’s extremely selfish.  

But you know what?  The people down at my church, if I get in a nursing home, they’re not 

gonna come see me.  They’re not gonna, they might come a little while, but you know what?  

They got their own lives to lead.  They can’t be worried about me.  People aren’t gonna be 

worried about you later on.  The only ones gonna be worried about you are close family.  So a lot 

of these associations that we have with people, they’re not gonna be too concerned about us.  So 

think about how you go about your day.  I would encourage you to be in a hurry.  You know, 

give the appearance that you are in a hurry.   



Now one of the things from a sales standpoint is that people are drawn to folks who operate with 

a sense of urgency.  The people, the winners in life, the more accomplished the individual is, the 

more you will find them operating from a sense of urgency.  As a sales person, that 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, you know what?  Once you’ve seen everything 

there is to see and heard everything there is to hear, when I come back and talk to you, I’m gonna 

ask you to make a yes or no decision.  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?  And if the answer’s anything other than yes, it’s like 

well I ain’t coming back type deal.  Now when you’re operating with a sense of urgency and 

you’ve adopted that, you don’t have any problem saying that to people because you realize that if 

you go back, it’s gonna be a waste of your time.  Now if you got nothing else going on, and you 

don’t wanna go home and do yard work, and you can kill a few hours at work to keep your 

spouse off your back so you don’t have to do other work, then maybe you can do that and resort 

to doing that sort of stuff, and I’m not convinced that a lot of people don’t operate that way as 

they hide behind things that they, gives them excuse not to have to go do some other kinds of 

things.  So I would encourage you to really get a handle on how you’re going about spending 

your hours of each day.  And there’s an exercise you can do if you want to do this.  And 

nobody’ll do it.  I’ve had maybe three, four people in twenty years that have actually done this.   

Here’s the exercise.  It’s real simple.  Get you a legal pad and in the left hand margin, on the top 

line, write eight dash eight fifteen.  Or whatever time it is you start to work.  And on the second 

line write eight fifteen to eight thirty.  Go all the way down the page until when it is you quit.  

Get you a clipboard.  Put that legal pad on the clipboard.  Put that on the front seat of the car with 

you, or right beside your desk.  And every fifteen minutes write down one or two words that 

describes what you did.  Do it for five working days.  At the end of those five working days take 

a green highlighter and go back and highlight those things you did that were money-making 

activities, and you will find that no more than twenty-five percent of the time that you spent was 

in money-making activities.  Now you may have worked a lot of hours.  You may have put in a 

lot of time.  But you don’t get paid to put in time.  You only get paid to be productive.  But if 



you will do that, you will have a physical record of how you’re going about spending your time.  

The reason people won’t do that is because they know that they’re not productive and they don’t 

wanna see it in black and white on paper because it will make them so uncomfortable to come to 

terms with the fact that they’re wasting seventy-five percent of their time.  They don’t wanna do 

it.  [inaudible] say to me the other day, just somebody making a half a million dollars a year as a 

commission salesperson, okay?  This person, she’s already making a half a million dollars.  I 

said why didn’t you do it?  She said I didn’t have time to do it.  I said well let me ask you this.  

You tell me that you’re overwhelmed right now.  You’re making a half a million dollars a year 

and you’re killing yourself.  And you’re telling me you want to make a million dollars a year.  

We already figured out it’s impossible for you to work twice as many hours as you’re working 

now.  She’s like yeah.  She said I don’t wanna work any more.  I said, well you’re not gonna get 

to a million dollars.  You’re just not gonna get there because it’s impossible to do twice as much 

as you’re doing right now.  You gotta figure out how to make a million dollars in the same 

amount of time you’re working now or less.   

And the only way to do that is get a grip on where you’re spending your time and what you’re 

doing and really come to grips with the, you know, all the different things that you’re doing that 

end up sucking up the time that you have right now.  I said because you’re wasting a whole 

bunch of your time.  You know, maybe she’s only wasting fifty percent of her time, but she’s 

still wasting an awful lot of time.  That’s a real reason that people don’t wanna do a lot of this 

stuff.  They don’t wanna do this exercise.  But if you wanna do that, if you want a real hard, 

physical accountability for yourself, do that exercise and I defy you to come up with more than 

about twenty-five percent of your time being spent in productive manner.  Now it doesn’t mean 

the other stuff you’re doing is not important.  You know, driving to an appointment to go close a 

hundred thousand commission deal is important, but that two hours you spend driving is not 

productive time.  It’s necessary, but it’s not necessarily productive.  So there are a lot of things 

you have to do that aren’t productive, but they are important.  And we could spend a whole 

bunch of time doing that, going over those things.  Now the reality is at some point your time’s 

worth more than a driving and maybe you hire somebody to drive you while you make phone 

calls and everything else.  I know high performance people that have a chauffer.  They don’t 

drive.  They just do deals in the back of the car.  Somebody else is driving them around and then 

when that’s not fast enough then they get an airplane and have somebody fly them around 



cuztheir deals are much bigger dollar amounts at that point and it makes sense.  What’s your time 

worth?  Have you ever sat down and figured out what your time’s worth?  Now, let me give you 

a quick example here and the people get this one all wrong too when they try to do this.  Most 

folks say well, you know, I make a hundred thousand dollars a year.  I work forty hours a week, 

fifty weeks a year.  That’s two thousand hours so two thousand hours divided by a hundred 

thousand dollars.  My time’s worth what?  Fifty bucks an hour, right?  And that’s how they go 

about doing it.  Well who do you know that’s productive eight hours a day?  I don’t know 

anybody who’s productive eight hours a day.  I don’t even know anybody that’s productive, you 

know, half that amount of time.  I wish I was productive four hours a day.  I’m lucky if I’m 

productive two hours a day.  So let’s get real for a second and look at that.  In an eight hour day, 

the rule of eighty twenty says you’re not productive more than twenty percent of that time.  So 

what’s twenty percent of eight hours?  It’s ninety minutes.  Columbia University did a study of 

two thousand Metropolitan Life Insurance agents and found out that the average life insurance 

agent of those two thousand was not productive more than ninety minutes a day.  So here’s what 

eighty twenty says.  Eighty twenty says that eighty percent of your income is gonna be derived 

from twenty percent of your hours that you work.  Eighty percent of your income comes from 

about ninety minutes of work a day.  So let’s go back to the how many hours you work.   

Let’s suppose that you work two hundred and twenty days a year, okay?  And you could do the 

math and figure this out.  Most people don’t work more than, you know, two hundred and twenty 

days a year.  By the time you take out weekends, you just knocked out a hundred and four days 

right there.  Then you take out all the major holidays and your birthday and sick leave and 

personal days and travel days and trade show days and this, that, and the other, you’d be hard 

pressed to come up with more than about two hundred and twenty days, times eight hours is 

seventeen hundred and sixty hours.  If you make a hundred thousand dollars a year that’s fifty-

six dollars and eighty-two cents an hour.  Or four hundred and fifty-four dollars and fifty-six 

cents a day.  Now, rule of eighty twenty says that in that eight hours, only one point six hours, or 

ninety minutes is productive.  So if you’re making four hundred and fifty-four dollars per day, it 

means that in those ninety minutes, you’re making three hundred and sixty-three dollars.  Those 

ninety minutes make you three hundred and sixty-three dollars.  Eight percent of four hundred 

and fifty-four.  You take that ninety minutes and divide it by three hundred and sixty-three 

dollars and sixty-five cents, that gives you four dollars and four cents per minute.  Now your 



numbers would vary dependent upon your income and so forth and so on.  If you’re making two 

hundred thousand dollars a year, each of your minutes is worth eight dollars.  If you’re making 

three hundred thousand dollars a year, each of those minutes is worth twelve dollars.  So how 

much would your income increase if you were just productive thirty minutes more per day?  That 

you were productive from ninety minutes to two hours.  You just increased thirty minutes.  Cuz 

nobody’s gonna get eight hours.  You’re not gonna be productive four hours a day.  Not gonna 

happen.  Too many other things going on.   

So let’s just say that you somehow figured out how to add thirty more minutes a day, five days a 

week to be productive.  Thirty minutes a day times four dollars and four cents that you’re making 

a hundred grand times two hundred and twenty days.  Twenty-six thousand six hundred and 

forty-four dollars.  If you increase your productivity by sixty minutes a day, you get another 

hour, you squeeze out another hour at four dollars and four cents a minute times two hundred and 

twenty days, you just gave yourself a fifty-three thousand dollar plus pay raise, and you did not 

work one minute more than you’re currently working.  Here’s what I would submit to you.  

Everybody that’s listening to this is wasting three minutes here, two minutes there, eight minutes 

there, twelve minutes there, fourteen minutes here throughout the day.  And when you add it all 

up, it’s probably a whole lot more than an hour.  That’s why when you are on a sales call, you 

cut the BS and cut to the chase and get to the deal.  That’s why when you’re on the phone call, 

you stick to the business.  No need to talk about what happened to the football team over the 

weekend.  It’s been eight minutes talking about football.  It’s not making you any money.   

If you wanna talk about that, do it after five but between nine and five or whatever hours you 

work, it’s all business.  It’s focus like a laser beam on eliminating all the wasted minutes here 

and there and yonder by doing all these things.  Like checking social media.  If I was in a office 

and I had employees, here are the things I would do.  They would turn their cell phones off and 

we would lock them in a cabinet while they were with me.  Because for those eight hours they 

are mine because I’m paying them.  We would do a whole lot of other things too that would 

force people to comply with being productive.  But people checking Facebook during the day, 

going on line, looking at stuff, surfing the Internet, you know, when an employee surfs the 

Internet for something other than business and they’re getting paid a salary, they are a thief.  

They have just stolen from the boss.  And that’s the way I would view it.  They’re stealing time.  

Now, if you’re working for yourself and you’re doing that, you’re just stealing from yourself.  



Don’t, you know, fool yourself.  You’re just stealing from yourself.  So, again, when you get 

ruthless, and you have crystal clarity about what you want to achieve and what you want your 

life to look like, it becomes very, or it becomes easier, it’s not just, never easy, but it becomes 

easier to stay focused on the main thing.  You know, keep the main thing the main thing and 

don’t get distracted.  It’s amazing how easy it is for people to get distracted and lose their focus 

and then three hours go by and they wonder what the heck happened to their time. And if you’ve 

ever gone through a week and got to the end of the week and said, “You know I was busy all 

week but I didn’t seem to get much of anything done.” You know exactly what I’m talking 

about. 

So, when you look at that every one of you can squeeze out another sixty minutes of productivity 

a day. If you look at activity there’s productive activity and there’s non-productive activity. I’ve 

kind of broken this down into quadrants.  

There’s productive urgent activity. And here’s what productive urgent activity would be, sales 

calls. Anything to do with money. Sales calls, prospecting calls for polls, closing appointment, 

referrals meeting, that all result in money. 

Productive but not urgent would be things like marketing, networking, membership, and 

organization, speaking, training, education sessions. You guys right now are involved in 

productive but not urgent activity. This is not a money maker for you. It’s not even a money 

maker for me.  

This is a service call for me. I’ve already made the money. I made the sale that’s over with, that’s 

not a productive urgent. This is delivery of what I’ve already sold. So it’s productive but not 

urgent. That doesn’t mean that I’m not good at it and shouldn’t do a really good work at it but, I 

need to not confuse myself with thinking I’m making money right now. I’m not making any 

money, nobody on this call is making any money. 

Now there’s non-productive activity too. There’s non-productive urgent activity, got to be done. 

It’s non-productive but it’s got to be done. For instance, admin work, in-bound phone calls, e-

mail, service calls, etcetera. Those are all urgent, but non-productive activities. 

And then we have non-productive and not urgent activities. Those would be all kinds of time 

wasters. Some meetings, some phone calls, some networking meetings, some organizations, 



doing social media during business hours, some training, some education, some internet work. 

There’s a whole bunch of non-productive time wasters. Now, here’s what I suggest that people 

do.  

The only place you’re going to get more time to be productive is taken from one of these other 

categories. And you’re going to take it from the non-productive categories. Which means you’re 

either going to quit doing it because it’s not worthwhile or if it’s not productive, but necessary, 

you’re going to farm it out and higher somebody to do it for you.  

So, the place to start is look at non-productive, non-urgent stuff. Analyze all the business 

organizations you’re in. Analyze all the networking events you go to. Analyze whether or not 

rotary’s really beneficial. That Board of Directors you belong to analyze is that really you know 

getting me to where I want to go. Do I really need to go to this training session? Do I need to go 

to this, that, or the other? And really look at that and carve out some time. And say you know 

what I can let all that stuff go and it won’t affect my income one bit.  

Now, the non-productive urgent stuff admin, inbound phone calls, email, service calls, whatever 

delegate as much of that to people as you can. And then you focus on money making activities 

and marketing type activities that are productive but not necessarily urgent. Most of your time 

will be spent doing productive but not urgent type things. My day is spent, probably half of each 

of my day’s is spent in productive but not urgent, not money making activities.  

I probably spend no more than five to seven hours a week doing something that makes me 

money. That involves meeting with somebody, having a conversation with somebody, who has 

the ability to give me money. I probably spend, truth of the matter is I probably spend five hours 

or less a week having conversations with people about giving me money. Most of my time is 

spent keying it up, doing the marketing kinds of stuff that will get me that conversation. So those 

would be things that you look at. Now I’m going to put together for you a video of this and 

you’ll have a slide presentation to go along with it so you can see a graphic representation of 

this.  

I read a book, many years ago, when I was first starting out in sales. In fact I read it thirty, about 

thirty five years ago. Title of the book is How I Raised Myself from Failure to Success in Selling 

by Frank Bettger. Frank Bettger was the first full time Dale Carnegie instructor. He was born in 

1888, the book was first written in 1949. The copy I have was written in 1982. I’ve had it since 



1982. It has yellow pages, I’m almost hesitant to flip the pages because it, you know the pages 

are so old and brittle that they want to come out of the book. Here’s what Bettger said. 

I read the book, I got two things out of the book. The first one I got, and the most important one I 

got, was the quote where he said, “Most successful men I have ever met were absolutely ruthless 

with their time.” That’s the most important thing I got out of the book.  

The second most important thing I got out of the book was if you want to be enthusiastic, act 

enthusiastic. The whole book, that’s what I got out of it, those two things right there. So, you 

don’t need to buy the book. You don’t need to read the book. I just told you the two most 

important things in the book.  

So let me give you, as we kind of finish up here, I’m going to give you ten time vampires that 

suck your life energy and waste your time. And I wish I could do a whole hour or half a day just 

on these ten. But, I don’t have time I’m just going to run through them with you quickly. So here 

they are. 

The first time vampire is what I call cell phone addiction, and I call it addiction because that’s 

exactly what it is. The cell phone has, people have become addicted to the cell phone. They keep 

it on the nightstand, they can’t be separated from their cell phone. And every time it dings or 

goes off or something they’re like Pavlov’s dog, they got to go check it and see what’s there.  

And it’s absolutely amazing that people cannot leave the damn thing in the car, when they go 

into a restaurant they won’t turn them off. I’m sitting in a restaurant, I’m having dinner with my 

wife, and some women at the next table is on the phone talking loudly about her hysterectomy 

and what all went on there. I’m like lady I don’t care. Turn the thing off. But people they won’t 

go anywhere without their cell phone. 

Number two is email addiction. I do not have my email on my cell phone. I refuse to coordinate 

my email with my cell phone. There’s no email that I can’t wait, that will not wait until the end 

of the day for me to get back to them. Nothing is going in life that is going to be so important 

that it can’t wait until I get back to the office. Most meetings, most business meetings are a waste 

of time, nothing is ever accomplished.  

Interruptions either electronic or in person. Trivial Pursuit if you’re keeping a list, that’s number 

five, Trivial Pursuit. Engaging in all kinds of things that are nonproductive. Number six, social 



media. It’s nothing but a time suck. If you must do social media; if you’re addicted to Facebook 

and can’t wait to see what somebody had for dinner and what their three-year-old kid’s birthday 

party look like, wait until after 5 o’clock to check Facebook. And take it off of your cellphone. 

Number seven, unscheduled inbound phone calls. Let them go to voicemail. You call them back 

when it’s convenient for you to do so at the end of the day. Let them all bunch up and you call 

them back at the end of the day.  

Or, have an assistant that takes a message and then you retrieve the messages from the assistant 

and the assistant is instructed that there is a very small VIP list of people that if they should call 

that you will return their call. Number eight, trade shows. Most trade shows are a waste of time 

for the people who attend them and people who work at them because there’s no real agenda; 

there’s no goal; there’s nothing that really happens. We just go and show our wares and pass out 

brochures and hope for the best. And the leads that we get, we never follow up on anyway, so it 

is a waste of time. Number nine, networking meetings. Most networking meetings are starving 

salespeople going there looking for leads from other starving salespeople. The movers and 

shakers I have found out don’t really go to networking meetings. They’re too busy moving and 

shaking. Now, an exception to that would be belonging to a board of directors. I am on the board 

of directors of three organizations locally. I have, during that time period with those three 

organizations, I have met 50 powerful people in the Pensacola area that I would have never met 

before. The first board of directors meeting I went to, I had the managing general partner of one 

of the larger law firms in town say to me, “I read your bio; it’s very interesting. I’d like to have 

lunch with you and talk with you about how you may come in and help our firm with 

marketing.” Now that’s a productive networking meeting. So if you’re going to go to networking 

meetings, if you’re going to call them that, make sure that they’re the right kind of people, that 

the right players are in the room. If they’re not the right kind of players, then don’t attend and get 

out of that group. Number 10 would be low-profit clients. Low-profit clients will suck up your 

time and energy and take away time you have to deal with high powered A-type clients. So those 

are 10 examples of things.  

Now I’m going to finish with this one: five strategies to what I call how to avoid productivus 

interruptus. Number one, get lost. Turn your phone off. Go where they don’t know where you are 

and can’t get you. Out of town, out of sight, across town, wherever it happens to be. Turn off 

your phone and go to work. Very little productive work gets accomplished in the office. If you 



have an office, then don’t go to your office until you have gotten your most important work of 

the day done. Because when you go into your office, all your employees want a piece of you and 

they want a piece of you because it keeps them from doing what they need to do. So stay out of 

the office. Number two, do not answer the phone. Especially your cell phone. Let it go to 

voicemail or let it go to somebody who can retrieve it for you and screen your calls for you.  

Number three, do not give clients your cell phone number because when you do they think they 

own you and can get you 24/7. Now there are a few people who have my cell phone number and 

if you insist on giving your cell phone number to clients, be sure to coach them on the fact that 

when they call you it is going to go to voicemail and you’ll get back to them. But not to expect 

that you’re going to be available instantly when they call you on the cell phone. And be sure you 

tell them that texting is not a method of communication that you do with them. Because if you 

text with them, they own you. They’re going to think that they can get in touch with you 24/7 

and send you a text and expect that you’re going to respond within 30 seconds. And when you 

don’t respond on Saturday afternoon after 30 seconds, they get all pissed off because you didn’t 

respond to them. Well, you’ve got to have that conversation with them up front, explain the rules 

of engagement and how we communicate. If you don’t do that, they’re going to constantly be in 

your ear. Number four, this kind of goes back to what I said a second ago, do not engage in 

instant messaging. Now I do Skype. I have an assistant, I have a virtual assistant who lives in 

Ashville, lives in North Carolina, I’m in Florida. We instant message once a day for stuff that we 

need to get done. And then we talk on the phone twice a week. But that’s really about the only 

one I instant message with, other than my family. And the only reason I instant message with my 

kids is because that’s the only way they’ll talk to me. Now, they don’t even get responded to 

during the day when I’m busy. They know better. And number five, give every appearance to 

everybody that you are around that you are very, very busy and in a hurry. So those are five 

things that you can do to avoid productivus interruptus.  

 

 

 


