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Focus on what drives high value results

The most successful people in any field are completely clear about what activities will make 
the biggest difference to their results. 

Steven Covey’s book The Seven Habits of Highly Effective People shows us that though 
everyone is busy, the most successful people understand the difference between things that 
are urgent (eg phones ringing, emails appearing, the demands of others) and things that are 
important (ie which make a difference to their results that matter most).

To dramatically improve your results, work hard at making time for things which are 
Important, but not yet Urgent.
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1 These activities will vary depending on what your role is.

 What are two or three of the most important work activities that must 
affect your key results? 

2 What are the benefits for the BMW salespeople of focussing on booking 
test drives (rather than car sales)? 



The Members Club

3

Focus on what drives high value results

The Members Club

Exclusive content from BrightSpotMembersClub.co.uk

PERSONAL
FUNDRAISING
POWER

You’ve been working on:

11

17
OF Building Momentum

All the reasons why it is better for a BMW salesperson to focus on test drives, are also true for 
high value fundraisers. The most successful high value fundraisers I have interviewed focus on 
booking ‘test drives’ (ie chats with donors over a cup of tea / coffee or donors attending an 
event) instead of on raising money. 

Though there are still some difficulties to solve if you’re to persuade someone to say yes to 
your event, psychologically it feels much easier than ‘getting people to give’. And when your 
outcome feels easier, your brain is more likely to find a way to solve it.

The next section Personal Fundraising Power – Building Momentum Part 2.2 helps you find 
practical ideas for how to book more ‘test drives’.


