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Self-coaching 
guides 

My self-coaching guides will 

help you achieve more success 

in your business and private 

life. Become the best you can 

be, increasing your self-

awareness and developing 

effective life skills and positive, 

helpful attitudes and behav-

iours.  They are perfect first 

steps on your road to success. 

Making Time To Sell More 
Making Time To Sell More will help you get more done in less 

time. You will analyse how you spend your time now, identify 

your high-value activities and schedule time to get them done. 

Simple, but super effective. 
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Self-coaching 
Congratulations on your decision to self-coach the “Road To 

Success” way. You are on the way to more success in your busi-

ness and private life. Here are a few tips to get the best out of 

your sessions; 

• Make an appointment with yourself and schedule 

it in your diary. Protect the appointment as if it 

were a “Must do” action and try your utmost not 

to reschedule. 

• Make sure you are punctual for your appointment. 

Your commitment is a huge part of the coaching 

structure. 

• If you’re going into your coaching session feeling 

angry, frustrated or upset about something, take a 

few moments to get into a positive, calm mindset. 

• Make sure you remain honest with yourself. 

• Coaching yourself is a gradual, iterative process. 

Don’t pressure yourself to get the perfect results 

the first time. Take as much time as you need to 

get your first results, then sleep on them and revis-

it later.  

• Enjoy your sessions; they will be revealing, effec-

tive and fun! 

 

“People don't only use a coach when there is a 

problem with their technique; they understand 

that no matter how good their technique is, there 

is always room for improvement.” 

John Perry  

Write notes here if it helps you 

Coaching tips 

I have coaching tips for each 

step of the session in these are-

as 
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Productivity is never an accident. It is always the 

result of a commitment to excellence, intelligent 

planning, and focused effort.  

Paul J. Meyer 

Working smarter, not harder 
There aren’t enough hours in the day, weeks in the month or 

months in the year to get everything done. As a result, you feel 

stressed, under pressure and behind schedule. It's bad for your 

health and its bad for your productivity.  

Bad productivity means you get less done which affects your levels 

of success. 

So what's the answer? More hours? Not such a great idea; research 

shows people working more than 55 hours a week have poor 

productivity. The same research shows that Increasing the working 

week to 77 working hours resulted in the same output as working 

55 hrs. 

The solution lies in being more effective and focussing on what mat-

ters. Working smarter, not harder. 

There is a helpful principle to guide your focus. The Pareto principle, 

also known as the 80/20 rule, is a theory maintaining that 80% of 

your results come from 20% of your effort.  

Think about this; If you are like most people you spend 80% of your 

time producing 20% of your output.  

What happens if you take a small amount of this time and spend it 

on the activities that give you the biggest bang for your buck? Super 

productivity, more results in less time. 

Coaching tips 

The first step is to write down 

all your activities and estimate 

how much time you spend do-

ing each one. 

The second step is to identify 

your high-value activities. 

These are the ones that pro-

duce your results; they are the 

ones with the biggest bang for 

your buck. When you have 

identified them, put a tick in 

the HV (High-value) column. 

Notes 
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Activity list 
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Tyranny of the urgent 
Charles Hummel published a book called “Tyranny of the Urgent 

in 1989, and it quickly become a best seller. Its central argu-

ment is based on the tension between activities that are urgent 

and activities that are important. Too often, urgent wins and 

important looses, big time. 

This means that your boss’s or customers demands take priority 

over activities that are high value. The urgent, though less im-

portant, is prioritised, and therefore the important is put on the 

back burner. 

“Your greatest danger is letting the urgent things 

crowd out the important.” “There is an insidious 

tendency to neglect important tasks that do not 

have to be done today—or even this week.”  

Charles Hummel 

Strategies for getting time for  more high-value activities 

 

 

 

 

 

Coaching tips 

Have a look at some of your 

activities, can you position 

them on the quadrant? If you 

can do you see a pattern im-

merge?  

Frequently I find high-value ac-

tivities like planning, thinking, 

relationship building and per-

sonal development are in the 

“Not Urgent/ Important” 

square.  

I also find lots of entries in the 

“Urgent/ Important” square 

are, on closer inspection, just 

not high-value. What are your 

findings? Any surprises?  
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Strategies for getting time for  more high-value activities 

 

 

 

 

 

Coaching tips 

Now can you come up 

with a few strategies to 

get more time for your 

high-value activities? 

Tyranny of the urgent 
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Making lasting change 
We are all creatures of habit, habits built over time, habits that 

influence our levels of success.  

We have a lifetime of conditioning, started when we were young 

which created our attitudes. Attitudes are simply habits of 

thought. Some of our conditioning was positive leading to useful 

behaviours; some was negative resulting in unhelpful and self-

limiting behaviours. 

Helpful and unhelpful behaviours make us act in a way that influ-

ences our results in every area of our lives. It is these results that 

directly affect our levels of success. 

You can change your level of success by changing your condition-

ing. Your existing conditioning took place our time using a pro-

cess called timed repetition. As the name implies, this involves 

repeating conditioning inputs over time. 

Identify unhelpful attitudes and realise they limit you. Work out 

what caused them and what will change them or tone them 

down. Once you have a method that is effective, repeat it regu-

larly. 

Identify helpful attitudes and get a sense of how they drive your 

positive, successful behaviours. These get you your best results 

and your best successes. What conditioning created these atti-

tudes? Identify them, increase them and repeat regularly. 

Are you missing out on the success you deserve? What attitudes 

and behaviours are you low or missing on? Identify them and 

look for conditioning that will make them part of you.  Use timed 

repetition to secure lasting change and more success. 

Coaching tips 
Increasing the number of high 

payoff activities will result in 

improved results for you and 

greater success. 

Identify some time slots and 

reserve them for high payoff 

activities. 

Make doing them a helpful 

habit, just like cleaning your 

teeth every morning. 
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 Sun Mon Tue Wed Thu Fri Sat Sun 

7:00         

8:00         

9:00         

10:00         

11:00         

12:00         

13:00         

14:00         

15:00         

16:00         

17:00         

18:00         

19:00         

20:00         

21:00         

Making lasting change 
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Simon Hale 

simon@simonrhale.com 

www.simonrhale.com 

0777 131 4658 

Selling More is about business success. Selling More is about thriving and growing in these challenging 

times. Demand in most sectors is on the floor, competition is everywhere, and sales opportunities are 

few, far between and different compared to 2019. Selling More is about adapting, upskilling and making 

the most of each and every opportunity by; 

• Attracting people to your business 

• Choosing winners 

• Nurturing people’s interest 

• Closing more deals in the new normal 

• Making time to sell more 

Selling More 


