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Episode 44 – The 80/20 Rule 
	
[00:02]  Well, hello, everyone. And welcome back to the practical mindset Podcast. I'm Jess Miller. And 
I'm so excited to be here today to talk to you about the 80/20 rule. If you're an entrepreneur and you're 
listening to this podcast, I am sure you have probably heard the 80/20 rule thrown around in all sorts of 
contexts. A lot of times we hear it related to marketing, where 20% of the content that we create are 
things that we input into our, you know, business, create 80% of the results. 	
	
[00:32] And so today, I want to talk to you about the 80/20 principle, which is also known as Pareto 
principle. And I want to talk to you about what it is, how does it impact your business? And how can you 
use it to your advantage to have a bigger impact in what you do, and the results that you create? So 
first of all, what is the 8020 rule? What is this thing that we call Pareto principle. So Pareto's Principle, 
or the 80/20 rule states that for many outcomes, roughly 80% of those outcomes or consequences 
come from 20% of the causes. So that essentially means that 20% of what you're inputting or 20% of 
the total, creates 80% of the outcomes. And so when we think about that related to business, that 
means for us in our businesses that 20% of the things that we're doing 20% of the inputs that we're 
putting in 20% of the causes, or the pieces of our business that we are touching, are creating 80% of 
our outcomes. 	
	
[01:43] And why is this important to us, because if you want to create more impact in your business, if 
you want to get more results in your business with less input, or less effort, you need to know and focus 
on the things in your business that create the biggest results, the most results. In parados principle, 
these 20% of causes are also referred to as the vital few. I love this law. And I love the concept of this 
because in the coaching that I do, and in my business, when I look to create results, I'm always looking 
for those things that have the most potency. That is one of the things with my business that I think 
differentiates the work that I do from other business coaches is that I am really looking to help people 
optimize their business around the pieces that have the biggest potency, or as my coach Todd Herman 
would say, have the most transference. It's those things in your business, that touch the most other 
things in your business that create the biggest results. 	
	
[02:49] And I believe that in your business, one of the things and I've talked about this a lot on the 
podcast, that creates major results, that creates consistent income and a thriving business is something 
like your magnetic offer. It's one of those things that is really integral and vital to your business in order 
to create the outcomes that you want. And for many people, one of the most vital outcomes for them is 
consistent income. And so I believe that the your offer is one of the vital few things in your business that 
create major consequences. So if you want to create more of that impact, and you want to do that with 
less input, then you really need to understand what those vital few are what that 20% is in your 
business, so that you can really dial into that and dial it up. So when we look at our business, there are 
a variety of things that we do in our business every day. And the question that would really beg from 
this concept is which one of those things are your vital few? And so the question I want to pose to all of 
you is, do you know what your 20% is? Do you know what your vital few are? Do you know what those 
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things are that are creating 80% of your consequences in your business 80% of your outcomes, 
whether that is the money that you're making the clients that you're bringing in the exposure that you 
have the opt ins, whatever it is, do you know what's driving it? And for many people, I must say that the 
answer often is no, they don't. 	
	
[04:35] And I've talked about this on the podcast before about how when I think about a business 
model, there are pieces of that solid foundation that need to be built in a business in order for it to 
thrive. Those things in my world are this. There are the things in your business on one side that you 
can't hold in your hand. It's those intangible things but they are things that are so important for the vital 
success of Your business, like your mindset, your energy, the way that you show up your intention, all 
those things that even some you would say, are a little woowoo. But they're the things that are 
intangible that are, are part of that foundation that's on one side of the equation. 	
	
[05:18] On the other side of the equation are the more tangible things. They are the logistics, the 
tactics, your business plan, those things that are more tangible, that you can hold in your hand that are 
absolutely necessary for you to have a business that thrives underneath those intangible and tangible 
things, is the data. And that data allows you to get really specific and see what is working in your 
business, what in tangible or tangible things are creating the outcomes that you want. The interesting 
thing about this is that most of us don't really look at our analytics enough, we're not looking at the data 
enough to see what it's telling us. And unfortunately for this is that the things that we assume, or what 
we think is happening is often inaccurate. So either we are overestimating what something is doing or 
what we think it's doing. And that often happens, we think something is doing better than it is we think 
something is, for instance, driving our traffic when it isn't. We're overestimating what's going on there. 
And when it comes to our internal world, what we are capable of, we often underestimate that to a large 
extent. Either way, it's not accurate. 	
	
[06:37] And so that data underneath that real bedrock of your business, that foundation is so crucial to 
know if you are on solid ground. And but most people, they don't look at that data. So when I asked the 
question, do you know what your 20% is? Many people don't. So the first thing I want to offer to you is, 
go find out what is going on with your data, find out what things are working in your business. Okay, 
that's the first thing. The second piece is if we just take the results and the analytics out of it, and we 
just think about the the logistics of our business, and the things that we do every day. The question 
would be what things fall into the 80% category as a general rule, and what fall into the 20% category. 
Because there on one hand, you want to see what you're doing and how that is showing up. So looking 
at the things that you're doing, and figuring out what your 20% are. But you also want to understand 
generally, what are the things that move the needle in businesses in general. 	
	
[07:47] And so the next thing is for us to look at what things in businesses really have the biggest 
impact. Now, I just want to say that it doesn't mean that the other things are not important. We're not 
saying that. We're just saying, when we think about the things in our businesses that move the needle 
the most, there are certain things that really drive that engine really create results, I would say 
consistently, regardless of business. And those 20% are the things that whether you have them or not, 
you want to try to incorporate doing more of those things, because they will move the needle for your 
business the most. So if we start with the 80%, what are those things in your business that you likely 
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spend a lot of time on, but maybe have little impact or little results, less results? I would say some of 
the things that I see business owners do that would fall into the 80% category are things like quote 
unquote, research, scrolling, social media, spinning and indecision, reinventing the wheel, recreating 
content you've already created over and over again, having processes that are not streamlined. So 
there's a lot of inefficiencies in your business, having a lack of clarity around where you want to go and 
what you want to produce, spinning in a lot of mind drama so that you're not making any headway. 
Those to me are examples of things that take up a lot of your time, but don't create a lot of results in 
your business. 	
	
[09:24] Again, not saying that they don't create any results. But as far as the best use of your time and 
a place to invest in I would say those 80% are not the place. On the other side of the coin is the 20% 
that do have a huge impact. So for what I see in my own business and in the business of my clients, 
things like meeting new people, posting new and valuable content that your ideal customers can 
consume, giving tons of value no matter where you show up paid or unpaid reusing content So 
leveraging all of that content that you've used, making offers, telling people who you are and what you 
do. So talking about your business, telling people how you solve their problems, and how you can help 
them. So those are just a few examples of things in your business, that I would say are the vital few. 
Those are the things where if you invest the time, regardless of your business, regardless of your niche, 
you're going to have a big impact on the outcomes, a big impact on bringing more clients in on making 
more money on being more visible on offering more value, right? All those things are things that really 
move the needle in your business. So how can you use this to your advantage? Well, from my 
perspective, I think if we are looking to invest our time and energy, and money in our business, to 
create bigger outcomes, and we want to do this in a way that's strategic and use it to our advantage. 	
	
[11:01] My contention is that you take your time, energy and money, and you put it toward the things 
that are your vital few in your business, you really get this is where we come in with this idea of 
constrained, you really get sort of critical and constrain around those things that have the biggest 
impact. And how can you really channel your resources towards those things, and dial down the stuff 
that isn't moving the needle? The same. And so in my world, what I say a lot is that success is a game 
of subtraction. It's a game of constraint. And it's really a matter of getting clear about what you want to 
produce and where you want to go. And then really focusing in on that and getting rid of the other stuff 
that is not moving the needle for you. And it's not in the adding more, it's in the getting very specific 
around the things that matter. And doing those things more and doing them smarter. That is where this 
idea of working smarter, not harder comes from, because when you get clear on your vital few. And 
when you allocate your resources to those things, you will produce much more while still holding the 
input constant. That is the sort of definition of potency is when you do something the same thing. 	
	
[12:30] So you're putting out the same amount of effort, you're putting in the same amount of 
resources, but you are getting more double triple out of the equation than you put into it. So using this 
to your advantage, meaning getting clear on your vital few and then maneuvering around those things 
in your business to create bigger outcomes is the way that you grow quickly. And so what how would 
this look in your business? What's an example of this? One of the best examples I can give is I had a 
client who was building her business, and she was looking for clients, he was trying to find out where 
these people were. And what she was doing was she happened to be on social media quite a bit. And 
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she was showing up in a lot of groups. And she was doing a lot of things posting all the time, tons and 
tons and tons of content. And it was great content. But she wasn't understanding why she wasn't 
grading gaining any traction. And when we started to look at her numbers and her data, what we 
started to see was she was showing up in a lot of places. But she wasn't going deep anywhere. And in 
the places in the groups where she was having the biggest impact. She wasn't allotting any more time 
and energy to those groups. But once she figured out which ones were producing for her, and she 
started to focus more of her time there,	
	
[13:58] her impact grew exponentially. People started to know who she was, they expected to see her 
showing up there. They caught on to her marketing and branding, because they were hearing it all the 
time. When it was time for her to make an offer. She could show it or share it in that group. And they 
already knew her and that like and trust factor was already there until the momentum that kicked up 
even with her paid offers after that was so much bigger than before. So it is really important to figure 
out where are you seeing those results? And where can you dial those things in to create bigger 
outcomes. 	
	
[14:39] So as I mentioned, if you want to create more impact, get more results in your business with 
less inputs or effort. You need to know and focus on the things in your business that create the most 
results. You need to consider. Pareto principle you need to think about the 8020 rule. This is a rule that 
is not special For anybody, it is something that we see sort of universally across the board. And so 
even outside of business, we they look at all different types of things like, you know, retail sales 
produced by 20% of store brands, or even down to like family problems and issues like 20% of, you 
know, issues in families cause 80% of the problems, this is a universal thing. So you want to make sure 
that you understand this and that you go into your business and you look at what are your 8020 
distribution? What are those things in your business that are working? What are those 20%? Vital Few? 
And how can you double down on those and do those things more and focus those things on those 
things more, so that it creates bigger results, while constraining while focusing in because that is really 
the way that you work smarter, and not harder to create all the results and the things in your business 
that you want. 	
	
[16:02] If you're someone who wants to create a bigger impact in your business, who is looking to 
really work smarter and not harder to dial in on the things that they're in their business that make the 
biggest impact, create the biggest results and bring in the most clients in their business. I invite you to 
apply for the 10K Accelerator program. Doors are open now. We only open the accelerator 4x per year, 
and we are ready to welcome you in to join us and help you optimize your business to create the things 
and the money in your business that you want. 	
	
[16:38] If you're interested in applying, go to the show notes, click on the link and fill out an application 
now. We start mid-July, and there are only a limited number of seats because it's a very high touch 
program. And we make sure that the people that come in, get results. So head to the show notes click 
on the link and apply for the 10K Accelerator now and get ready to be creating all the results in your 
business that you want and more.	


