
 
 

 

Where Did My New Years’ Resolution Go? 
9 Strategies To Rescue Those Resolutions! 

 
By Dan S. Kennedy 

 
 
Resolve comes easily on December 31st. 
 
By March of the New Year, the resolutions made are in disarray, compromised, abandoned. And 
the resolute determination to make this year, finally, the year you stick to ‘em, forgotten 
altogether. 
 
This is not about guilt over this abandonment. Instead, it is about the real reasons resolutions and 
the determination to achieve them are lost, year after year after year, and how to change – yet 
this year – and get on track to systematically set and achieve new goals. 
 
Big Idea #1: you can’t achieve new goals or make desired changes without allocating time 
to do so.  Check out my NO B.S. TIME MANAGEMENT FOR ENTREPRENEURS BOOK for 
‘time-blocking’ strategy instructions.  A big reason that resolutions never become reality is no 
room is made for them in the daily schedule!  If your days are already full, and you resolve to get 
in a 1/2 hour a day on the treadmill or on your laptop, writing that book, that 1/2 hour has to 
come from somewhere. Something’s gotta give!  You have to find something or things currently 
consuming time you can cut 5 or 10 or 15 minutes from.  
 
Big Idea #2: priorities should govern schedule, schedule shouldn’t govern priorities. In the 
same book, I talk about the mistake made by the vast majority of business owners and 
entrepreneurs – they operate like workers instead of bosses and leaders. They report to a 
workplace, and then they let people and events ad interruptions come at them all day, take 
control of their day.  You have to wrest control away from others’ priorities and govern by your 
priorities.  President Bush cited Social Security reform and tax reform as top priorities of his 
second term, presumably accompanied by resolution of the mess in Iraq. Then along came the 
tsunami.  Still, he organized his tax reform panel. It’s hard to judge from outside looking in, but 
my belief about W. is that he’s determined to govern by his priorities. Are you? 
 
Big Idea #3: resolutions aren’t resolutions without resolve. Only you can decide what really 
matters to you. You shouldn’t bother with ‘lip service’ faux resolutions, made to appease or 
satisfy others.  Honesty with self is a pre-requisite for success.  
 
Big Idea #4: resolutions require resources.  Almost anything you decide to do, any change you 
decide to make, any goal you set out to achieve requires new or different resources. That might 
be a piece of home exercise equipment or different food in the cupboard, a private work 
environment outside the office, information, and people.  You aren’t really serious about a 
resolution unless you invest in and gather the required resources.  Sometimes investment 
motivates follow-through, too.  
 
Big Idea #5: daily progress. Take the objective and break it all the way down to a timeline and 
to-do list for each day, from now to fruition. In talking about how he built ‘The Sharper Image’ 
from a college kid’s coffee table start-up to nearly a billion dollar business, Richard Thalleimer 



references the Bill Murray movie, ‘What About Bob?, with the psychologist who advocates 
“Baby Steps.”  Thallheimer says he still approaches every new project that way today.  Good 
enough for a guy running a billion dollar company, good enough for you.  Nothing gets done in 
occasional big leaps.  I wrote four books last year, one hour a day, a handful of pages each day. 
Here’s the goal and discipline that are guaranteed certain to move you closer to any goal each 
and every day: refuse to end any day without doing some thing, no matter how small, that moves 
you toward the goal!  “The One Thing Behavioral Rule” makes a huge difference.  
 
Big Idea #6: who motivates the motivator?  Paul Meyer, founder of Success Motivation 
Institute, posed this provocative question. As an entrepreneur, as the leader, you may be doing a 
lot of motivating of others, but who motivates you?  For the most part, you need to create self-
motivation with structure, like Big Idea#5.  But you can also get into a coaching group, tele-
coaching program, hire a one-on-one coach, or just pair up with a like-minded buddy, so there’s 
somebody to hold you accountable, to report progress to, to get an atta-boy! from. Any 
professional sports coach will tell you: measurement automatically improves performance, and 
measurement monitored by someone else further improves performance. 
 
Big Idea #7:  Build up to change.  I’ve neglected the treadmill for six months, now I’m going 
back to it. Began January 1st. I’m writing this on the 8th and I’m still 100%. The goal is 30 
minutes a day, but if I try doing that out of the starting gate, I’m a goner. So I’ve started with a 
measly 5 minutes a day first half of January, 10 minutes a day for next 15 days, 15 minutes a day 
for all of February – and I’ll miss 10 days while traveling, then 20 minutes a day in March, up to 
30 minutes by April. This addresses the tricky balancing act, a desirable and motivating goal but 
also an achievable goal. So, say you resolve to get up an hour earlier every morning to work on 
some project. You could start with 15 minutes for two weeks, then 20 minutes for two weeks, 
then 30 for a month, then 45 for two weeks. 
 
Big Idea #8: It’s not too late to re-group!  You may already have let your resolutions slip 
away. Doesn’t matter. Today, tonight, tomorrow morning at the latest, block out a couple hours, 
bolt the door, unplug phone, and re-group. Review the resolutions. Pick one or two or three that 
mean the most, and apply the above seven ideas.  
 
Big Idea #9: Make better use of your time.  Resolve weakens under pressure, under stress, 
when you feel your time is out of your control. That’s the set of circumstances that allows 
procrastination to gain a foothold.  If you want to be more resolute about keeping your 
resolutions, you must become unwaveringly resolute about controlling your time. A lot of what’s 
in my NO B.S. TIME MANAGEMENT FOR ENTREPRENEURS BOOK has to do with 
training or re-training all the people in your world to respect your time, to co-operate and 
facilitate your peak productivity.   
 
About The Author: Dan Kennedy is the author of 14 business books, including NO B.S. TIME 
MANAGEMENT FOR ENTREPRENEURS, available in bookstores or from online booksellers. 
Additional information and free chapter previews at www.nobsbooks.com. Kennedy is also a busy 
entrepreneur, consultant, speaker and direct-response advertising copywriter. Info at 
www.dankennedy.com. 
 
 
 

 



Are You More Or Less Effective Than You Were A Year Ago? 
You Have More Technology. You ‘Process’ More Work.  

But Are You More Effective? 
 

By Dan S. Kennedy 
 
There is a ‘secret key’ to peak personal productivity and performance that entrepreneurs are 
unwittingly depriving themselves of, to a worsening extent from one year to the next. This subtle 
form of self-sabotage takes its toll many different ways. 
 
Entrepreneurs and sales professionals need ‘resiliency.’  We face opposition, we experience 
rejection and disappointment, and we resolve problems in greater quantity and intensity than 
people in jobs, who work for others only 9 to 5.  Our need to quickly and frequently rebound is 
far greater than for most people. 
 
Consequently, we need to engineer into our daily schedules a sufficient amount of recovery time. 
 
Most businesspeople have given it all away and have none. 
 
What is ‘recovery time’?  It is quiet time.  Time to think.  Time to re-gain perspective. Time for 
casual, stress-relieving conversation about other things than business.  Such recovery time used 
to exist naturally and automatically in everyday life. While walking from the office to a 
restaurant for lunch. Driving in the car. Waiting in an airport.  But all this is gone, given up to 
cell phone glued to ear, checking e-mail ten times a day. The result of all this is NOT improved 
productivity. Not at all. Oh, there’s a greater QUANTITY of communication taking place, that’s 
obvious. But as the QUANTITY has multiplied, the QUALITY has suffered. Today’s 
entrepreneur or sales pro is immersed in all this communication under greater stress and tension, 
which diminishes attention span, listening skill, comprehension, clear thought, breeds rushed, ill-
considered response, short(er) tempers.  
 
Peter Drucker, the godfather of industrial productivity and quality, makes a huge point about the 
distinction between ‘efficiency’ and ‘effectiveness.’  Too many people are sacrificing 
‘effectiveness’. 
 
Being instantly or constantly accessible to your clients or employees does not necessarily mean 
you are more effective in those sales, service or managerial roles. In fact, it’s a very good bet, 
you are less effective. Returning phone calls and engaging in conversation while also speed-
walking through an airport, dodging passer-by, in a din of noise (vs. waiting and returning calls 
in a hotel room with quiet and privacy) does not make you more effective. No, again, less 
effective.  
 
No one can perform at optimum effectiveness – thinking, appraising, formulating ideas, 
communicating, persuading, negotiating or managing – if under unrelenting pressure. Few 
people can communicate with optimum effectiveness under extremely adverse environmental 
conditions. 
 
 
 



 
In my book NO B.S. TIME MANAGEMENT FOR ENTREPRENEURS, I lay out a compelling 
case for taking new, stronger control over both technology and time, and re-organizing your 
management of both, to heighten your effectiveness and to enhance your resiliency.  
 
If you want to be more effective this year than last, you’ll focus on quality, not just quantity, and 
you’ll exert new control over your time, relationships and communication. 
 
 
About The Author: Dan Kennedy is the author of 14 business books, including NO B.S. TIME 
MANAGEMENT FOR ENTREPRENEURS, available in bookstores or from online booksellers. 
Additional information and free chapter previews at www.nobsbooks.com.  Kennedy is also a busy 
entrepreneur, consultant, speaker and direct-response advertising copywriter. Info at 
www.dankennedy.com. 
 



 
When Less Is More 

 
By Dan S. Kennedy 

 
 
Entrepreneurs, by nature, instinct, conditioning, competitive spirit are very into “more”. 
So are sales professionals. More gross revenues. More sales. More customers or clients. More 
web site traffic. More leads.  Even more square footage, more employees.  But more is not 
necessarily better, not necessarily more profitable or even proportionately profitable. The 
unbridled lust for growth of any kind at any cost gets a lot of business owners into a lot of 
trouble. For salespeople, it can lead to burn-out. For both, their best clientele being poorly served 
and neglected as quality thins to accommodate quantity. 
 
Few business owners take the time and trouble to carefully and analytically study their 
present customers or clients, account by account, for contribution to net profit.  Few 
entrepreneurs analyze their own activities and time usage the same way, in terms of 
contribution to net profit. When they do, they discover the classic 80/20, 20/80 Rule is alive 
and well, and further, that there’s a 95/5, 5/95 Rule too. In brief, 80% of profits tend to come 
from 20% of clients and time. Usually about 5% of clients and 5% of time use prove infinitely 
more valuable than the other 95%.  The results of this rarely done analysis are often: getting rid 
of the least profitable clients, stopping or delegating or otherwise altering the least profitable 
time use. In many instances where I’ve come in as consultant to a business, coach to an 
entrepreneur, I’ve made less into more, by pruning away the clientele consuming 80% of the 
resources but contributing only 20% of the profits, creating fewer customers rather than more, 
and enhancing the relationships with the 20% who contribute 80% of the profits. Most business 
owners are being supported by a relatively small, often shockingly small number of “best” 
customers; all the rest, the bigger number are illusion.  Most entrepreneurs are also producing 
95% of their income and wealth from only 5% of their time. Even a slight re-adjustment in 
time investment can multiply income. 
 
In my NO B.S. TIME MANAGEMENT BOOK FOR ENTREPRENEURS, we begin in Chapter 
1 with some math exercises, to accurately determine what your time is worth, what it must be 
worth to achieve your goals. Together, we shift your thinking about time to investing, to 
allocating, managing and measuring results in terms of investment and return on investment. The 
business operation changes and behavioral changes this provokes are frequently radical, 
dramatic, exciting and extremely beneficial. I promise, you’ll do some very serious thinking 
about the ways you invest your time if you read that Chapter. 
 
The big questions are these – do you actually know what your hour must be worth, in order to 
reach your desired income goal for the year?  Do you accept and prioritize responsibilities, 
projects, opportunities, reject, delegate away, based on that number? Do you have good ‘future 
banking’ statistics so you can judge the value of what you just did with the last hour?  In short, 
are you doing your best to consciously, deliberately, mathematically, financially hold 
yourself accountable for the ways you invest your time? 
 
I hate the near extinction of full serve gas stations. In the ten minutes required to pump gas and 
wipe windshield and windows myself, I could have sat comfortably in the car and listened to an 
informative CD, jotted an answer to a memo, read an item from a newsletter or magazine or just 



thought about a business matter – any one of which infinitely more valuable than the minimum 
wage job of pumping gas. It is example of the fact that we let ourselves do low wage work much 
too frequently.  You wouldn’t take it as a part-time job and go pump gas or clean your house or 
mow your grass for $8.00 an hour, would you?   
 
If you mow your lawn as recreation, as exercise, as a hobby that you genuinely enjoy, that’s one 
thing. But if you do it because you’re too cheap to find and pay a kid to do it, that’s another. 
 
Add to this the “more problem”, the piling on of “more” that produces on more low wage work 
and low value consumption of time for you. This you must be very, very careful of. The more 
successful you become, the more your entire approach to opportunity and to time must evolve.  
 
Consider something as simple as the client who requires an excessive amount of time, access, 
coddling. As your time and your staff’s time grow more valuable, he becomes less valuable. If, 
to reach your goals, your hour must be worth $1,000.00 and your staff’s $100.00, and he 
consumes 10 hours a year of each more than the next client, he costs you an extra $11,000.00.  
But if your time has to be worth $2,000.00, your staff’s $200.00, the same 10 hours of your time 
plus 10 hours of staff time leaps to $22,000.00. If his contribution to income stays the same, he’s 
instantly worth $11,000.00 less. At what point does he cost more than he’s worth?  At what point 
are you better off without his revenue altogether?  Your gross might dip, but your net might 
improve. And/or that vacuum fill with a more profitable account. 
 
The all-time champion worst idea for doubling your income is to double your work. 
 
You’ll be a rich corpse.  
 
This is also the most unimaginative, uncreative, non-analytical approach. Consider farmers. At 
one time they all plowed with mules. They tried to get the mules to pull harder, move faster. 
They hitched two, three or four mules together. Then tractors. Then faster tractors. All the same 
brute force multiplied.  One of my earliest consulting clients in the 1970’s was a company that 
did very complex, detailed soil analysis of farms. Their sales rep collected soil samples in test 
tubes from every part of the farm. In the lab, they analyzed each sample.  On a color-coded map, 
they depicted nutrient and mineral deficiencies --- different in soil only a few feet away from 
another hunk of ground. They prescribed different fertilizers for different parts of the farm. The 
soil’s ability to produce was greatly multiplied. Not by the farmer working longer hours, not by 
more mules pulling harder, not by a bigger tractor. By scientifically, strategically, cleverly 
leveraging the real asset: the soil. 
 
Now consider salespeople. To increase income, they will try to generate more leads, squeeze in 
more presentations, run more appointments, work longer hours, talk on the cell phone while 
driving, eating, even while peeing!  But that’s not leveraging the real assets: time and sales skill.  
 
Consider the business owner. Same approach. More advertising, more leads, more customers, 
more products, longer hours.  
 
It is all too common to attempt reaching bigger financial goals simplistically, by adding more 
customers to beget more sales even if you must personally work more hours and juggle more 
responsibility and absorb more stress, and add more overhead. But this IS simplistic. Almost 



unthinking. Certainly uncreative. A more creative, cerebral, interesting approach is to search for 
ways to achieve more with less. 
 
 
About The Author: Dan Kennedy is the author of 14 business books, including NO B.S. TIME 
MANAGEMENT FOR ENTREPRENEURS, available in bookstores or from online booksellers. 
Additional information and free chapter previews at www.nobsbooks.com. Included with the book, 
Kennedy is also a busy entrepreneur, consultant, speaker and direct-response advertising copywriter. Info 
at www.dankennedy.com.  

 
 
 



Wise Stewardship Of Your Life Energy 
by Lee Milteer 

 
 
It seems that fatigue is ever-increasing, a more frequent experience and challenge. You start the 
week on Monday morning enthused, invigorated, optimistic, motivated to follow-through on 
goals, plans, and to-do lists. But as the days progress, all that positive energy dissipates. Where 
does the energy go? 
 
We are made of energy – mentally, physically, emotionally, and spiritually. The choices you 
make about spending your life energy have outcomes. Your life is financed by the resources you 
have available to you. You must be conscious of how you spend the energy you have. If you 
indiscriminately spend your life energy, you may burn out; you may be too tired to capitalize on 
the best opportunities as they come along. 
 
Entrepreneurs and salespeople need to preserve time and energy for themselves. You need 
quality time to make quality decisions. Quality time to create, think, invent and plan, to develop 
sales, marketing and profit breakthroughs. Quality time to network and build relationships. Time 
is needed to collect and assimilate information. For education and self-renewal, rest, 
rejuvenation. Hobbies and fun. Family. These things cannot survive on your left-over time and 
energy! 
 
Taking control of your time and more carefully spending your energy can be the single biggest 
step toward extraordinary success you will ever take. 
 

How Much Do You Value Your Time And Energy? 
 

As Dan Kennedy says in his NO B.S. TIME MANAGEMENT FOR ENTREPRENEURS book: 
“if you don’t know what your time is worth, you can’t expect the world to know either.” 
 
The use or misuse or abuse by others of your time is the single most important factor affecting 
your life energy.  One of the clients I’ve worked with a lot, on personal performance, is NASA – 
but it doesn’t take a rocket scientist to figure out that the time and energy you permit others to 
take is then unavailable to you. 
 
The question to keep front and center is: how can I best use my resources of time and energy 
to manifest what I want?   
 
Most people let time and energy get away, let other people and circumstances control them.  
Dan’s NO B.S. TIME book is about doing the opposite. You exercise control to manifest your 
desires by creating boundaries and having a personal time plan that you live by. Focus on 
developing and sticking with habits that support your plan. 
 

The Power Of Quiet, Personal Time 
 

“All man’s miseries derive from not being able to sit quietly in a room alone,” the famous 
scientist Blaise Pascal observed.  In our noisy world, we are bombarded by sound, by loud 
music, sirens, construction, and others’ conversations. When we enter a room, we habitually turn 



on the television, radio, computer.  Many people preserve no quiet time whatsoever in each day, 
even each week. 
 
Spiritual teachers tend to agree that we need to go into silence for wisdom. When you can visit 
the silent spaces of your mind and turn off the external noise, you are most likely to discover 
new possibilities and opportunities, new and different solutions to nagging problems. Quiet time 
can recharge your life energy. I urge you to demand more silence in your life. I urge you to 
create, to schedule quiet times. 
 
Are you a human being – or a human doing?  Our lives have become endless work, non-stop 
activity. This kind of non-stop ‘doing’ wears you down and wears you out.  I advise my coaching 
clients to radically change their schedules and set aside one out of every seven days when they 
do not answer the phone, they do not do business, they make up a day of relaxation, recreation, 
quiet time, and time with family.  This is not a new idea. There is the tradition of the Sabbath, 
one day a week set aside as holy, for rest, rehabilitation, prayer, meditation, thought and family, 
not work. This has been lost to many today. People who used to rest on Saturday or Sunday now 
spend those days shopping, working around the house, paying bills and conducting business. 
Don’t you think you deserve one day of real rest each week?   
 
One of my coaching clients, Kelly, said that when he went back to the old-fashioned tradition of 
taking Sundays off, he saw immediate improvement in his clarity, enthusiasm, energy and ability 
to be of service to his clients. Kelly is a real estate agent and it was unheard of in his company 
not to work on Sundays. His boss told him he’d never make a living not working weekends. 
Kelly started explaining to his clients that he wanted to give them the best possible service, and 
preserving Sundays for his family and God helped him do that. He attracted clients who 
respected his beliefs. He soon started his own company, and now includes the fact that Sundays 
are preserved for family life in his advertising. His agents are grateful for the day with their 
families. His company is one of the top brokerages in his city.  In his TIME book, Dan insists 
that you can train your clients to respect your time and to do business on your terms, I 
wholeheartedly agree, and the experiences of my coaching clients like Kelly prove it to be true. 
 
Any time is a good time to reconsider your personal time plan!  Remember, the question to keep 
front and center is: how can I best use my resources of time and energy to manifest what I want?   
 
About The Author:  Lee Milteer is an author, speaker and performance coach to entrepreneurs, business 
owners and executives. Her corporate clients have included top companies like FedEx and Disney. Her 
tele-coaching programs are subscribed to by thousands of business owners, and provided to thousands of 
business owners by their marketing advisors. This article was drawn from her forthcoming, new book 
Spiritual Power Tools For Successful Selling. Her other book is Success Is An Inside Job. Information is 
at www.milteer.com.  Dan Kennedy’s book mentioned in this article, NO B.S. TIME MANAGEMENT 
FOR ENTREPRENEURS, is available in bookstores or from online booksellers. Additional information 
and free chapter previews at www.nobsbooks.com.  
 


