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Mindset 

 

January 3rd                                
Are You On The Field Or In The Stands? 

 
 

In business and life, there is a continual choice between being on the field or 
sitting in the stands. 

People on the field take ownership. They act. They learn. They adjust. They 
accept responsibility for their next move, even when circumstances are 
difficult or unfair. 

People in the stands criticise, blame, complain, defend, justify, and wait for 
someone else to change things first. 

When something goes wrong, people in the stands ask:“Whose fault is this?” 

People on the field ask: “What can I do next?” 

Business Olympians understand that being on the field does not mean being 
perfect. It means being willing to take responsibility, stay engaged, and keep 
moving forward. 

The moment you move into the stands, your power disappears. Growth 
stalls. Momentum slows. 

Ownership creates movement. 

Blame creates stagnation. 

Where in your business or life are you currently sitting in the stands 
when you should be back on the field? 

“You can’t change what you refuse to confront.” — James Baldwin 
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Planning 

 

February 7th                                    
Focus On The Highest-Leverage Action

 
 

Distraction in business is often more dangerous than competition. Most 
business owners do not fail because there is a lack of opportunity. They fail 
because their attention is scattered. 

There is one question that cuts through noise better than any app, system, 
or productivity tool: What is the highest- leverage action I can take today? 
Asked properly, it forces priority. It exposes avoidance. It reveals leverage. 

Busy people make long lists. Business Olympians identify the move that 
moves the needle. 

Your role is not to fill the day. Your role is to apply pressure where it matters 
most and where the return is greatest. One conversation. One proposal. One 
decision. One system improvement. 

Focus creates momentum, and momentum compounds. The business often 
shifts not when you do more, but when you do the right thing first. 

What is your highest-leverage action today — and what time will you 
do it? 

“The successful warrior is the average man, with laser-like focus.”             
— Bruce Lee  
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Planning 

 
February 12th 

Strategic Clarity Beats Hustle Every Time
 

 

Hustle feels productive. It’s noisy, visible, and exhausting. 
Strategy is quieter. It asks better questions. 

Without clarity, a business owner fills their day with activity. 
With clarity, a Business Olympian focuses on leverage. 

You don’t need more effort. You need sharper intent. 

Clarity answers: 
What game are we playing? 
What do we say no to? 
What is the one metric that matters most right now? 

When strategy is clear, execution becomes simple. 
When it’s unclear, hustle becomes a coping mechanism. 

Business Olympians pause to think, simplify, and focus on fewer, 
higher-impact actions. (see February 7 — What is the highest-leverage action 
I can take today?) 

Clarity multiplies effort. Without it, effort multiplies waste 

Where are you currently substituting hustle for strategic thinking? 

“There is nothing so useless as doing efficiently that which should not be done at 
all.” — Peter Drucker 
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Financials 

 
May 1st 

Revenue Is Vanity, Profit Is Sanity, Cash Is Reality
 

 

Revenue feels good. It signals growth, momentum, and market acceptance. 
But revenue alone can be misleading. A business can grow sales rapidly and 
still struggle behind the scenes. 

Profit tells a more honest story. It shows whether the business model works. 
Whether pricing is right. Whether costs are controlled. Profit is where 
sustainability begins. 

Cash, however, is where survival lives. You cannot pay wages, suppliers, or 
tax with profit on paper. Timing matters. A profitable business can still run 
out of cash if money is tied up in stock, debtors, or poor planning. 

Business Olympians understand the relationship between all three and pay 
close attention to cash. They understand that revenue is the scoreboard 
headline, profit is the operating system, and cash is the oxygen. 

When cash is strong, decisions become clearer. Pressure reduces. 
Opportunity increases. 

When it is not, everything tightens. 

Where is your focus right now — revenue, profit, or cash — 
and what does that reveal about the true health of your 
business? 

“Profit is an opinion, cash is a fact.” — Alfred Rappaport  
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Marketing 

 
June 1st 

Marketing Is Education
 

 

Usually businesses try to convince. The best businesses inform. 

When your marketing educates, it removes fear, builds trust, and positions 
you as the authority before a sale is ever discussed. Prospects don’t feel sold 
to—they feel informed. And informed buyers move faster and with greater 
confidence. 

Education-based marketing answers the questions your prospects are already 
thinking: 
How does this work? Is this right for me? What results can I expect? What 
are the risks? 

If you’re not answering these, someone else is. 

Business Olympians understand that every piece of content—video, email, 
conversation—is an opportunity to guide a prospect from confusion to 
clarity. And clarity closes. 

Stop trying to be clever. Start being clear. 

Teach the problem. Teach the solution. Teach the outcome. 

Do that consistently, and the sale becomes the natural next step—not a 
forced one. 

What could you teach your market today that would make buying 
from you feel like the obvious choice? 

“He who teaches, leads.” — Aristotle 
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Marketing 

 
June 14th 

Benefits Over Features
 

 

Customers don’t buy what something is. They buy what it does for them. 

Features describe the product. Benefits describe the outcome. And 
outcomes are what people care about. 

A feature is “fast turnaround.” A benefit is “you get your time back or save.” 
 A feature is “high-quality materials.” A benefit is “it lasts longer and saves 
you money.” 

When you focus on features, you make people think. When you focus on 
benefits, you make people feel. 

And people don’t buy based on logic alone, in fact this is only around 20% 
of the process—they buy based on emotion and justify it with logic 
afterward. 

Your job is to connect what you do to why it matters. 

Translate every feature into a meaningful result for the customer. 

That’s what moves people to act. 

Are you describing what you do (logic), or are you showing why it 
matters (emotion) to your customer? 

“Features tell, benefits sell.” — David Ogilvy  
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Marketing 

 
June 30th 

Your Database Is One Of Your Greatest Assets
 

 

One of the most valuable assets in any business is trust at scale. 

A strong database—people who know you, follow you, buy from you, or 
engage with your business—can dramatically increase the value of a 
company. It represents attention, relationships, credibility, and future 
opportunity. 

And it is expensive to build. 

Most start-up businesses underestimate how difficult and costly it is to 
consistently attract customers, earn trust, and stay top of mind over time. 
That is why businesses with loyal audiences, strong referral networks, and 
quality databases are often worth far more than their physical assets alone. 

Your database is not just a list of contacts. 
It is a collection of relationships. 

Business Olympians treat these relationships carefully. They nurture them, 
communicate consistently, provide value, and think long term. 

Because when trust already exists, marketing becomes easier, sales become 
faster, and opportunities multiply. 

How intentionally are you building and nurturing the long-term 
relationships that increase the value of your business? 

“The money is in the list.” — Dan Kennedy  
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Systemisation and Leverage 

 
September 17th 

The Bottleneck Is Usually You
 

 

Picture an hourglass. 

No matter how much sand sits at the top, it can only pass through the 
narrowest point in the middle. 

Businesses work the same way. 

Growth is rarely limited by the amount of work available. More often, it is 
limited by a bottleneck. 

For many business owners, that bottleneck is themselves. 

Every decision needs approval. Every problem needs solving. Every customer 
issue ends up on their desk. 

Business Olympians understand that if everything depends on them, the 
business can never grow beyond them. 

The solution is not to work harder. 

The solution is to identify the constraint and remove it through better 
systems, delegation, training, or technology. 

A business can only grow as fast as its biggest bottleneck allows. 

Where are you currently slowing your business down without 
realising it? 

"A chain is no stronger than its weakest link." — Thomas Reid 
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Gold Medal 

 
December 30th 

Success in Business, Fulfilment in Life
 

Success in business is a worthy goal. 

A profitable business creates opportunities, freedom, and choice. 

But business success alone is not enough. 

Business Olympians understand that the ultimate goal is not building a 
successful business. 

It is building a successful life. 

A life filled with meaningful relationships. Purposeful work. Good health. 
Experiences worth remembering. 

And time for what matters most. 

The business is a vehicle. Not the destination. 

Because success in business means little if it does not contribute to 
fulfillment in life. 

What would need to happen for you to feel successful in both 
business and life? 

"Success is to be measured not so much by the position that one has reached in 
life as by the obstacles which he has overcome while trying to succeed." — 
Booker T. Washington 
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Gold Medal 

 

December 31st                                 
Its up to you

 
 

Over the course of this book, you have explored ideas, principles, tools, and 
strategies. 

You have considered mindset, money, marketing, sales, systems, people, 
leadership, and fulfillment. 

But knowledge alone changes nothing. 

Business Olympians understand that results come from action. 

Not perfect action. Consistent action. 

The future is not determined by what you know. 

It is determined by what you do with what you know. 

No book can build your business for you. No mentor can take action for 
you. No system can replace personal responsibility. 

The opportunity is yours. 

So is the decision. 

Because in the end, your business, your life, and your gold medal are up to 
you. 

What is the biggest lesson you will take as a result of reading this 
book? 

"You already know enough to change your life. The question is whether you 
will." — Brad Flynn 
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