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A Cunning Plan

This is the fifth and final Workbook in the EBG Business 
Accelerator. It’s also the one I think you’re going to 

hate the most.

Why?

Because I think most of us dislike planning. Why this might 
be is a matter of some debate, although I suspect much of the 
dislike for it stems from the fear of failure we have when we 
make goals concreted by planning for them and then executing 
that plan. We can feel comfortable about goals and great ideas 
and wax lyrical about them in the bar or over the dinner table 
with our loved ones.

But once we have a plan we tacitly accept and commit to doing 
the work — and the truth is we might fail, and through no fault 
of our own.

Now, I’m not going to teach you how to write a plan in this 
workbook. Not only are there a million and one ways to do it, 
but there are also a million and one different apps out there to 
help you. All I’m going to say is:

1. Pick the date when you want all this work to be done and 
your new funnel and supporting processes operational. 
You should be able to do it in 30 days. You should have 
done much of it already (hint: the exercises in the 
Workbooks are there for a reason).

2. Note down the steps and milestones you need to take to 
reach the goal. This is going to entail breaking tasks 
down into subtasks and whatnot. I’m sure you can do this.

3. Start working on it. And don’t stop until it’s done.

That’s about as much as I can do here (because everyone who 
reads this Workbook is going to have a different business and 
lifestyle from everyone else, and there are entire books written 
on planning (that said, see the last page about how to get my 
personal help with planning how to transform your business with 
the ideas I’ve shared with you in The EBG Business Accelerator).

But what I am going to do is give you a somewhat different 
perspective on the daily execution of your plans. 

A Daily Strategy for Success
Most of us spend 80% of our time doing nothing very much. 

Instead of that we’re going to switch things around: if you have 
10 hours available to work every day you’re going to take the 
important things you’ve identified above and focus on those for 
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eight of those 10 hours. The other two hours you can tackle the 
unimportant things, like admiring your sister-in-law’s new hat 
on Facebook.

Something else to consider is while we can’t control the 
results of our actions and behaviours (and so to a large extent 
whether we fail or succeed in our plans is not within our 
control), we do control our actions and behaviours themselves.

So my focus is always on the process rather than the end 
result. I know the result I want, and I know the actions which 
will get me that result if things work out the way I want them 
to, so I focus on performing those actions as consistently and as 
well as I can. By letting go of the emotional need or dependency 
for a certain result we can save ourselves a whole world of pain.

And here’s one way to prioritise your tasks and structure 
your day by placing your focus where it belongs — on the actions 
and behaviours you control.

1. Write down the seven most important things you need to 
do that day. I tend to do mine the night before because 
I like to get up in the morning, sit at my desk and get 
straight into it without having to think too much about 
what the day’s got in store for me. I like to hit the 
ground running. 

If that works for you do it that way, if it works 
another way do it another way. I say seven things because 
most of us can deal with seven (plus or minus two things) 
in our head — we can grasp that kind of number. If you 
want to do eleven, do eleven. If you want to do nine, do 
nine. If you want to do five, do five. 
I don’t care, no-one else cares either — it’s important 

that it works for you, and if it doesn’t, no-one else 
cares — find what works for you and use it. And you might 
have urgent things when you start doing this, but they 
will shortly become ironed out. 

2. Rank the tasks in the order you need to do them. The 
question you need to ask is, “Is this task going to take 
me towards where I’m going or not?”. 

And then if you’ve got, say, seven tasks the next 
question for each one is, “How far or how quickly is this 
task going to take me to where I’m going?”.
By doing this you’re going to rank them in the order 

of their importance to you in reaching your goals.

3. When you’ve got them in the order you want the asks in, 
pick the one that’s going to take you towards your goal 
faster or more profitably or more effectively... and start 
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on it. 

And then you stay with it, you keep doing it and you 
stay with it until you’ve got as much of it done as you 
possibly can. You stick with it until it’s done or you 
really genuinely can’t get any further. 
And I’m talking about show-stoppers — say you’re doing 

client work and it’s a very high value activity. At that 
moment the most important thing you can do to get you 
towards your goal is to finish this bit of work for a 
client, and you get it so far but you have to stop because 
you need something from him or her (maybe approval, maybe 
an image, maybe some copy or something like that). 
Well, then you stop and go onto No. 2 in your prioritised 

list of tasks. But really do put in your best effort to 
get that one thing done. And if that’s the only thing 
that you get done that day, even if you only get half of 
it done, that is success because it’s a worthy goal and 
it’s progressive realisation of that goal. 

Of course, you may not finish all of your daily tasks using 
this system but if you don’t finish them with this one I do find 
it pretty hard to see how you will finish them with any other. 

And certainly at least this time you’re putting your time 
and effort on those ultra-high-value tasks that are taking you to 
where you want to be. 

Finally, something else I’ve found to be invaluable is good 
health and physical fitness. No, don’t worry... I’m not about to 
go off on some quasi-religious rant about arcane diets and weird 
exercise routines. 

In short: everyone should be pumping iron and eating well. 
Too much sloth, bad diet, and, especially, alcohol don’t make 
for a particularly healthy body over time, and to get all this 
stuff done you need to be on good form most of the time.

I’ve been overweight and unfit, and it affects everything
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Next Steps
If you’ve enjoyed this Workbook and the accompanying video 

and — most important of all — found it useful, then you have 
three options:

1. Agree with me... and yet do nothing with what I’ve shared 
with you and continue to struggle and bash your head 
against that glass ceiling you’ve been frustrated with 
for Lord knows how long. Bad idea.

2. Agree with me... and the exercise in this workbook... 
either before or after you hop on to the next video and 
workbook... lather, rinse, repeat (either approach is 
fine, so long as you actually do the fucking work).

3. Decide you love what I have to say and you want my 
personal help with it. A smart choice, because the devil 
is always in the detail. Ultimately you’ll want to put 
all this into a plan — and that’s why you might want to 
book an Acceleration Call with me.

You’ll first have a short Discovery Call with Connor, 
who’ll walk you through a quick questionnaire and give 
you the information you’ll need to make the most of your 
call with me.
Then you’ll schedule a second call where you and I will 

hop onto Zoom for a one-hour one-to-one where I’ll help 
you work out a step-by-step plan for plugging Business 
Acceleration into your business.
Best of all it’s free — no charge, no hard-sell, no 

strings, and no obligation. No kidding.

Why am I doing this?
Because I know a certain number of people I speak to will want 

my help going forward and ask to join me in Mentoring. 

And of those who ask me, I’ll invite maybe half of them into 
the group. If I don’t invite YOU, then please don’t take it 
personally because I turn away more people than I invite, so it’s 
wise to set your expectations for the Strategy Call as being you 
WON’T be invited into Mentoring. 

That’ll help you focus on getting as much value as you can 
from our time together because you will walk away with a powerful 
and actionable plan, no matter which way it ultimately goes.

To book your Discovery Call with Connor, click below, and 
follow the simple on-screen instructions.

https://evilbaldgenius.com/discovery

https://evilbaldgenius.com/discovery

