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M O N TH L Y  Q U O TE S  

      How to Sell More in Less Time 

Recently, I had a phone coaching session with a real estate client who is making 500k a year.               

Her goal is to make a million a year and to do so while working fewer hours. Here is  

the assignment I gave her. “Get 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.  On the second line write eight fifteen   

dash eight thirty.  Go all the way down the page until quitting time.   

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

or right beside your desk.  Every fifteen minutes write down one or two words that describes what you did in the previous   fif-

teen minutes.  Do this 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 income generating activities. When you do, you will find that no more than twenty-five 

percent of your time was spent 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 produce.  When you do this exercise, you will have a tangible record of how you’re spending your time. 

The first step to becoming more personally productive is get a grip on where you’re spending your time and what you’re doing 

and really come to terms with all the different things that you’re doing that suck up and waste your time.”  I continued, 

“you’re wasting a whole bunch of your time. At least fifty percent of the hours you are devoting to “work” are 

non-productive if not a total waste of time.” 

(continued on back page) 
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The trick is in what one emphasizes. We either make ourselves 
miserable, or we make ourselves strong. The amount of work is 
the same.    ~ Carlos Castaneda 
 
Whatever the mind of man can conceive and believe, it can 
achieve. Thoughts are things! And powerful things at that, when 
mixed with definiteness of purpose, and burning desire, can be 
translated into riches   ~Napoleon Hill 
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 Living with an Entrepreneur 

 
Current wisdom, or perhaps current society, pressures us to make New Year's resolutions every January. Every 
glossy magazine at the grocery store has at least one cover headline suggesting resolutions to make the new year 
more productive, profitable, fulfilling, healthy ; and happier than the year before. If you do not read and take 
these suggestions to heart, then you are obviously a hopeless loser.  
 
That is exactly how I feel, or used to feel when I was younger.  I was not striving toward lofty goals that I had 
written in calligraphy in a leather bound journal. I am still not making resolutions yearly or even daily, but  I am 
constantly growing and reflecting. Rather than hopeless, I feel encouraged and empowered. Occasionally, I ex-
perience twinges of remorse that I have never attempted to learn calligraphy but a  chunk of dark chocolate 
soothes the guilt nicely.  
 
A major part of my reflection revolves around this entrepreneurial adventure that we are all on, pondering: what 
works, what doesn't, what to eliminate, what to add, what enhances and, what distracts. I used to describe myself 
as simply supporting Steve and denying that I actually work in his business. That is not accurate, but it is a role 
that we spouses or partners often fall into, and I believe that it should be addressed by both parties.  
 
We do not have to have an actual role in the business to be integral to the business. To be honest, identify-
ing  myself as Steve's support, was a major step up from how I used to view myself. When he first started the 
business, I was often asked at client events if I worked with him. I would modestly say that I was a stay at home 
mom to our two daughters.  Invariably eyes would roll back and glaze over and I was dismissed. I found myself 
wanting to rush after them explaining that I had worked and that I had had a career before we married. Now my 
code word for those folks is BS (before Steve...but I'm not going to explain), and BC (before children ..and I don't 
want to share that with you either). It is kinder that sticking my tongue out at them or spilling my wine on their 
pristine white shirt.  
 
Just to be clear, I am not sure if anyone is a stay at home mom. If you have young children and do not work out-
side the home, you are the mainstay of the PTO, the Scouts, the church, the neighborhood association, and the list 
goes on. To be a homemaker, is in my opinion, the highest honor one can have, but that is a rant for another day .  
 
No, I do not have a "Ten  Steps  to Entrepreneurial Bliss at Home" with a bonus CD, but I do know how you can 
achieve it...or at least deter you from doing grave bodily harm to your entrepreneurial spouse.  Review and re-
flect. Be honest with yourself about what you need at this time in your life and what you can do about it. Ask 
yourself what your expectations are from your partner/ spouse in both a business and a personal sense. Discuss it. 
Make an appointment to do so, not when you can grab a quiet moment when the kids are asleep. So often, we do 
not give our dearest relationships the same care and attention that we do more impersonal ones.  
 
For that matter, we do not always give ourselves the care and respect that we do others. I can only speak as a 
woman, but I believe that is a characteristic that we frequently exhibit . We are so busy taking care of others and 
doing what "must" be done that we neglect ourselves. I am beginning to view that as a spiritual flaw of not being 
who we were created to be. 
 
Not only do I not have a "Ten Steps to.." Guide, I definitely do not have a " Twenty Days to Bliss/ Success/ Free-
dom ..." Etc. guide. I believe that this is a lifelong learning process. Reflect, review...move forward...or backward 
if that is what needs to be done. Look in the mirror and love who you see. Be joyful and expectant every day and 
look for the good and beauty everywhere. Give thanks constantly for what is now and what will be. Reject focus-
ing on what is lacking but instead on what is abundant. And laugh often and hard.  
 
These are my prayers and hopes for you. We can be the change we want to see in our world.  
(Thank you Gandhi.)  

 
 Charleen Clark 
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 Happy New Year, my friends. I have been quite busy since we last spoke. I do 

not think that any of you dear ones could possibly understand how demanding 
and fatiguing it is to take care of Steve and Charleen day after day. 
 
After all these years, you would think that I would have them well trained; but 
let's just say that they are still works in progress. I certainly do not mean to 
imply that they are mentally slow, but it does appear to take them a while to 
implement new behaviors. Their age may be a factor, although that apparently 
is a delicate subject. Later this month, I will celebrate my eighth birthday and 
it is quite obvious that my mental acuity has not dimmed at all.  
 
This time of the year you two legged ones seem to get in a tizzy about resolu-
tions and goals for the next twelve months. Why? For goodness sake just do 
the right things at all times and the goals or rewards will take care of them-
selves. I do not mean to brag or imply that I am always right, but I do have a 
rather strong track record.  
 
Naturally, I am always open to learning new things and I respectfully suggest 
that you would also benefit from being an eternal student. Why only recently, 
I discovered that balls are not as silly as I had always thought them to be. This 
could be because my people finally found tennis ball clones that squeak. Very 
satisfying, but I do not make a fool out of myself by chasing them madly in 
public like my Golden Retriever buddies do.   

 
I would also suggest that you sweet creatures imitate your canine companions' 
approach to health and self-care. I have observed that many of these 
"resolutions" seem to be fitness related. "Fitness" apparently is a term describ-
ing an unreasonable condition that causes much pain, frequent injuries and is 
not mentioned after March. We of the canine nation do not fret about " fit-
ness". 
 
We concentrate more on being. Yes, we need exercise and fresh air. Some of 
you may have experienced unpleasant surprises when we are left indoors unat-
tended for too long. Consequences, my friends. We do not overeat.  

 
 Since we do not have opposable thumbs, it is rather difficult for us to open 

cans or disperse kibble into our own bowls. If you do not provide this service, 
we may have to take matters into our own paws. If you eat unhealthy food that 
you insist on sharing under the table, we may both get a bit portly. Choices, 
friends. 
 
Lastly, but most importantly, I beg you to observe the canine nation approach 
to self-care or leisure as you so quaintly call it. We do not spend time gazing 
at ourselves in the mirror inspecting perceived flaws. We know that we are 
perfect as we were created. We do not compare ourselves to each other, we 
just celebrate when we are together. We rest when we need. We do not waste 
time feeling guilty. Occasionally, we might feel a bit of remorse  when we 
have displeased you. Consequences and choices again. 
 
There you have it. Do the right thing. Be open to new                   
experiences. Like yourself. Rest. Play. Eat.                                

      Jake 

What Our Raving Fans  
Say About Us 

  
Since I started working with you my closing per-
centage has increased to 70%. I no longer waste 
time on prospects who have no need, no urgency, 
no money or no commitment to improve their 
business or personal situation. 
 
Matt Miller 
Cedar Falls, Iowa 
 
 
The Peak Performers Master Mind 
group has been extremely valuable 
to my business. This group with 
their insight and feedback has 
helped me get past big and small 
road blocks that were holding me 
back from expanding my business. 
Building systems in my business 
has allowed me to double my busi-
ness from last year and it is only 
half way through the year.  This 
would not have happened without 
the focus and accountability that 
comes from a group like this  
 
Having  big picture focus and   
accountability has allowed me to 
work on my business to grow it   
exponentially instead of always 
working in my business. 
 
Justin Struble 
Financial Strategist 
Moss Point, MS 
 
Our coaching sessions led me to change the way 
in which we do business, resulting in a signifi-
cant  increase in our gross margin. You were a 
voice of clarity and certainty during 
a  transitional period for our business.   
 
Tim Murphy 
Austin, TX 
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Confessions of a Sale Trainer:  
Whose Responsibility  

Is It Anyway 
 
Early in my career as a sales trainer a business 
owner, who had invested substantial monies in sales 
assessments and sales training, confided in me that 
he felt his investment  had been wasted. 
 
During one of our sales management training ses-
sions the concept of personal responsibility came up.   
 
When I asked the sales managers and owners who 
was responsible for their team’s success once their 
salespeople left the classroom, there was a long si-
lence. This clearly indicated that they were con-
fused.   I rephrased the question, “Who is the desig-
nated on site sales coach?”  Again no hands went up. 
No one in the sales management training session had 
ever heard of the concept!   
 
I continued to confront their perspective of responsi-
bility.   
 
“The New School Selling System is the best sales 
training system on the planet and the TriMetrix is 
the best profile, but neither of them is working day 
to day with your team.” The rule is; “You can never 
out-source your success!” 
 
“So without upsetting you, how did you miss the on-
site sales trainer piece?” 
 
Now, the whole class was anxious for details.  I took 
an informal 3-part mini-survey to see what they 
knew about sales management.   
 
The Results: they were all clueless about their re-
sponsibility to enforce and implement what was be-
ing taught in the sales training classes they were 
sending their people to.      
     Steve 
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(continued from page 1)  Think she did it…….keep reading.  

Here’s how the follow up coaching call went.  

“What did you learn from doing the yellow legal pad exercise?” 

“I didn’t do it.” 

Why didn’t you do it?   

“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 and I don’t wanna work anymore hours.” 

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 or less than you’re working now.” 

Experience has shown me that most people would rather make excuses 

than engage in uncomfortable activity that produces accomplishment.  

Eric Hoffer, who wrote True Believer: Thoughts on the Nature of Mass 

Movements, said it this way, “There are many who find a good alibi far 

more attractive than achievement, for an achievement does not settle 

anything permanently. We still have to prove that we are as good today, 

as we were yesterday. But when we have a valid alibi for not achieving 

anything, we are fixed, so to speak, for life. Moreover, when we have 

an alibi for not writing a book and not painting a picture and so on, we 

have an alibi for not writing the greatest book and not painting the 

greatest picture. Small wonder that the effort expended and the punish-

ment endured in obtaining a good alibi often exceed the effort and grief 

requisite for the attainment of a most marked achievement.” 

Hoffer’s observation is not only accurate; it is profound and the reader 

should read it again. When you finish, read it again. And when you 

finish reading it a third time, read it once more to embed it in your neu-

rological grooves.                               
    Steve 


