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TIME RICH
Managing Time For Ambition, Productivity & Lifestyle

MARK DOBSON
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LiVING WHAT IS ON THE WHITEBOARD
 

 Model 1    1-10 Getting Traction WORKSHOP 1

We have all been to many conferences, read many books, done infinite PD. Why is it that some content 
becomes a reality in our life, yet other content fades away?

Effort

Reward

Low effort for high reward

Absolute relevance

Desire for things to be different

Fits into daily habits

Recognise the moment of implementation

Accountability - wittiness

Sustainable?

 - In your nature 

 - Self propelling



Pg. 4

Perceived Success

I am trying to be successful in other people’s eyes,  
then I will be a success in my own eyes.

Authentic Success

I am trying to be successful in my own eyes and am 
indifferent to whether I am seen as successful by others.

Remember the distinction between perceived and authentic success is where we  
invest our energy. It is about the areas of life in which we are trying to achieve:

For more information, insights & workshops 
www.dobbo.com.au

Questions which may accidentally hide Authentic Goals  
& thus create greater focus on Perceived Goals:

 » What is the goal?

 » What are you trying to achieve?

 » How do you hope to look?

 » Who do you need to please?

Key questions to discovering someone’s Authentic Goals:

 » How do you want to live?

 » How do you want to feel?

 » What does an awesome day look like to you?

 » What would you love to experience?

Content © 2016 Mark Dobson

Elite coaching & performance 
Perceived & Authentic Success

A platform 
For profound
Coaching impact
As a coach, our role is to  
help move people into their 
awesomeness in a way which  
is lasting and fulfilling. 

We can do this by helping  
to move people from the 
qualities in the left column,  
to the qualities on the right.

Perceived Success

Constant worry

Story

Appearance

Contrived

Adapting to what others value

Please love me

Pleasure

Justify

Happiness exists outside of me

How can I get and have?

Receive

Achieve

Have or possess

Fleeting

Stress

Inadequacy

Jealousy

Claim to fame

Guilt and concern

Secretive

Authentic Success

Ease and peace

Evidence

Experience

Natural

Joy in living personal values

I love me

Fulfilment

Explain

I own my happiness

How can I live and give?

Contribute

Actualise

Enjoy or admire

Lasting

Participate

Enough

Appreciation

Profound

Confidence

Private

workshop notes NABPERFORMANCE
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For more information, insights & workshops 
www.dobbo.com.au

Elite coaching & performance 
Perceived & Authentic Success

Constant worry

Story

Appearance

Contrived

Adapting to what others value

Please love me

Ease and peace

Evidence

Experience

Natural

Joy in living personal values

I love me

Perceived Success

I am trying to be successful in other people’s eyes,  
then I will be a success in my own eyes.

Authentic Success

I am trying to be successful in my own eyes and am 
indifferent to whether I am seen as successful by others.

workshop notes NABPERFORMANCE
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For more information, insights & workshops 
www.dobbo.com.au

Pleasure

Justify

Happiness exists outside of me

How can I get and have?

Receive

Achieve

Have or possess

Fulfilment

Explain

I own my happiness

How can I live and give?

Contribute

Actualise

Enjoy or admire

Perceived Success

I am trying to be successful in other people’s eyes,  
then I will be a success in my own eyes.

Authentic Success

I am trying to be successful in my own eyes and am 
indifferent to whether I am seen as successful by others.

workshop notes NABPERFORMANCE
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For more information, insights & workshops 
www.dobbo.com.au

Fleeting

Stress

Inadequacy

Jealousy

Claim to fame

Guilt and concern

Secretive

Lasting

Participate

Enough

Appreciation

Profound

Confidence

Private

Perceived Success

I am trying to be successful in other people’s eyes,  
then I will be a success in my own eyes.

Authentic Success

I am trying to be successful in my own eyes and am 
indifferent to whether I am seen as successful by others.

workshop notes NABPERFORMANCE
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AUTHENTIC SUCCESS 
MY THREE to MASTER

1.
2.
3.

MILESTONE 
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Creating STICKY CLIENTS 

 Model 1    1-10 Client Relationships

What do they want, really ?
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DESIRE: DESIRE:

DESIRE: DESIRE:

DESIRE: DESIRE:
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THE LEADER’S DIARY
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LEADERSHIP - MindSET 

VISION

EMPATHY
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LEADERSHIP - Skill Set 

Stimulus
This keeps us busy as we 
‘react’ to messages, requests 
and notifications that are 
sent our way but have no 
significant value to what 
we want to create.

OBLIGATION
This is  productive activity that has us feel 
like we achieved something, however, 
there is an illusion that the activity 
was highly valuable,. In truth, when 
we do obligation activity we are 
not further forward in creating 
our vision. Thus tomorrow 
will be a repeat of previous 
days.

DRIVE
This is creative activity, that if 
successful, creates what we 
are truly seeking to build or 
experience.

Drive activities 
changes the future. 

Mastering time means mastering what activities you do and when. The best measure of your time is 
your diary. Your diary will always reflect the likelihood of your vision and targets becoming a reality.
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Stimulus

OBLIGATION

DRIVE

THE 
LEADER’S 
CLARITY
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Time Monday Tuesday Wednesday Thursday Friday Saturday Sunday 
 Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. 
7.00am                      
7.30am                      
8.00am                      
8.30am                      
9.00am                      
9.30am                      
10.00am                      
10.30am                      
11.00am                      
11.30am                      
12.00pm                      
12.30pm                      
1.00pm                      
1.30pm                      
2.00pm                      
2.30pm                      
3.00pm                      
3.30pm                      
4.00pm                      
4.30pm                      
5.00pm                      
5.30pm                      
6.00pm                      
6.30pm                      
7.00pm                      

!

Truly Master Your Time - “STIMULUS”
TIME - STIMULUS - Model 6.1    ONE TO TENWORKSHOP 4

STEP 1: Your BEST GUESS AT YOUR IDEAL WEEK

STEP 2: What is in the way? - Clear your Diary.

STEP 3: Stimulus Recognition - Keep A List for a week.

Step 4: Trial Customized Time Tools - Set up some Boundaries.

Step 5: Repeat each step - at intervals, for 6 months.
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!

IDEAL WEEK & YEAR
MILESTONE 
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STIMULUS Recognition
TIME - Model 6.5     1-10WORKSHOP 4

Phone Text

Email Mail

Request

Question

Cock up

Visitor

NotificationEmergency

Sing Happy Birthday

Delivery Meeting request
Meeting movedUnder the bus!

System Down
Legal Letter

Resignation

Most Regular:

Most Damaging:

Most Drawn Out To Address:

Twitter
cc’d
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Step 3: STIMULUS Recognition - LIST!
TIME - Model 6.5     1-10WORKSHOP 4

Monday

TUESDAY

WEDNESDAY

THURSDAY

FRIDAY
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Phone Message:

    Business card:

Email Footer:

    Meeting Types:

Meeting Rules:

    Geography:

Busy Signals:

   EMail & CC Rule:

Response Time:

    Availability:

Time Tools - Level 1
TIME - Model 6.5     One To TenWORKSHOP 4
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Stimulus      Boundary

STEP 4: Trial TIme TOols 

 TIME - Model 7   ONE TO TENWORKSHOP 4

1.
2.
3.
4.
5.
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Truly Master Your Time - “OBLIGATIONs”
TIME - OBLIGATION - Model 6.2    ONE TO TENWORKSHOP 5

STEP 1: List Every Activity that you’re presently obliged to do 
in your role.

STEP 2: Select one (Low Hanging Fruit) task that is repeated 
and you would love someone else to do, or For it to be simpler.

STEP 3: Write the exact process for doing that task.

Step 4: Next to each step, write the decision making process 
behind the step.

Step 5: Give this document to the new owner of the task to 
either own, streamline or Automate.

Step 6: Make handing over the task a 3 step process.

OBLIGATION
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Steps 2, 3 & 4: Write the Task, Steps & Decisions

TIME - Model 6.2    ONE TO TENWORKSHOP 5

3. TASK STEPS: 4. How the Decision is made:

2. TASK: __________________________
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Steps 2, 3 & 4: Write the Task, Steps & Decisions

{
{
{

Steps 6: Delegate ACROSS 3 Opportunities

Guts of it

Easy Improvements

Subtleties 

Avoid binary thinking•	  here. 

Refrain from increasing your own importance by undermining your team members competence.•	

Become a ‘teacher’ and•	  measure your ability by the competency you can create in others.



Pg. 28



Pg. 29

Truly Master Your Time - “DRIVE”
TIME - DRIVE - Model 6.3    ONE TO TENWORKSHOP 6

STEP 1: Know exactly what Your Drive Activities are.

STEP 2: Verify The Activities:
  - against your vision/Targets/Aspiration
  - With a senior Mentor

These tasks can not be done by anyone else, only the leader.  
If you do not do them, they WILL NOT happen.

STEP 3: Turn them into something you can measure.
  - Daily  - Monthly
  - Weekly  - Quarterly

Step 4: Add desperation - Burn The Boats.

DRIVE
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DRIVE ACTIVITIES      MEASURE         EVIDENCE                  

STEP 3: CREATE something you can measure
TIME - DRIVE - Model 6.3    ONE TO TENWORKSHOP 6
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DRIVE ACTIVITIES      MEASURE         EVIDENCE                  VISion / OUTCOME / 
ASPIRATIon
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“Desperation is a necessary ingredient to learning anything, or 
creating anything. Period. If you ain’t desperate at some point, 
you ain’t interesting.”
Jim Carrey

Desperation & Vision
In 711 AD, Muslim forces invaded the Iberian •	
Peninsula. The commander, Tariq bin Ziyad, ordered 
his ships to be burned. 

Hernán Cortés, the Spanish commander, scuttled his •	
ships, so that his men would have to conquer or die. 

In 1538, the Toungoo armies led by Gen. Kyawhtin •	
Nawrahta faced a superior force of Hanthawaddy 
Kingdom on the other side of a river. After crossing 
the river on a Pontoon bridge, Bayinnaung ordered 
the bridge to be destroyed. This action was taken to 
spur his troops forward in battle and provide a clear 
signal that there would be no retreat. 

Q.1

Q. 2
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IDEAL WEEK & YEAR
MILESTONE 

 

My Critical Drive Activities: 

Will be Witnessed By: 

Where the Desperation kicks in: 
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MORE FROM YOUR TEAM
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EFFECTIVE USE OF INITIATIVE
Initiative is the intelligent application of pre-established rules, to a 

situation they have not been applied to previously.

1. know the rules

2. Accurately understand the 
problem and variables

3. Take into consideration 
short term and long term 
ramifications

4.  Be prepared to say “Um... 
yeah. I was wrong.” and to 
then fix it.

TEAM & INITIATIVE   2ICWORKSHOP 4
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We are in business to Help People Succeed; Our clients, our suppliers, community and ourselves.

It is the role of all team members to deliberately Help People Succeed - clients, colleagues, suppliers 
and our business. 

To do that, this is how we make decisions in the business:

We are looking for win, win, win outcomes. 1. 

Look to the future and be aware of the precedent your decisions may be setting, or the 2. 
possible ramifications later. 

There can be ‘one off’ decisions. These are made if impacting long term success of any 3. 
party. 

Prioritise! Taking into consideration:4. 
Value of customer• 
Depth of relationship• 
Seniority of person requesting• 
Volume of people it affects• 
The human element • 

We are good people, so be courteous, even to those who are not our clients. 5. 

Support to established customers is the number one priority - over a new customer or sale. 6. 

The customer should never be surprised - always mention fees up front. 7. 

Under promise, over deliver. 8. 

Do what you say you’ll do, in the time frame you said, for the price you said. 9. 

If there is a change, always let the client know. 10. 

Tom’s (the boss) job is to create & rescue high value relationships. 11. 

Leadership does not expect team members to ignore ‘warning signs’. If you see them, 12. 
dialogue with leadership. (Eg - Why do they “need it tomorrow”? - Argue about price up 
front - Unreliable paying bills)

A general internal tool to explore:
If you are going to make a bold move, inform management with email or message “It’s my intention 
to…” 

INITIATIVE...
  Like A Boss
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1 2

3 4
5

6

8 7
9 10 11

12

Our Decision MAking Rules?
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GETTING TRACTION at Home
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LiVING WHAT IS ON THE WHITEBOARD
 

Getting Traction WORKSHOP 

Effort

Reward

Low effort for high reward:

Absolute relevance:

Desire for things to be different:

Fits into daily habits:

Recognise the moment of implementation:

Accountability - witness:

Sustainable

 - In your nature :

 - Self propelling :
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Time Monday Tuesday Wednesday Thursday Friday Saturday Sunday 
 Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. Stim. Obl. Drive. 
7.00am                      
7.30am                      
8.00am                      
8.30am                      
9.00am                      
9.30am                      
10.00am                      
10.30am                      
11.00am                      
11.30am                      
12.00pm                      
12.30pm                      
1.00pm                      
1.30pm                      
2.00pm                      
2.30pm                      
3.00pm                      
3.30pm                      
4.00pm                      
4.30pm                      
5.00pm                      
5.30pm                      
6.00pm                      
6.30pm                      
7.00pm                      

!

Getting Traction - WHEN?!
 

‘Priority’ is not plural.
 

If there was just one action, only one from the whole day, what would it be?
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When I get home, do these:


