
We should be selling our ideas, selling new ways 

of doing things, restlessly wanting to get the 

ideas out of our heads and into the world so 

that they can do their work. 

We need to change the way we see deadlines. 

Deadlines are good. When they’re set by us, 

not by circumstance. 

And this doesn’t mean rushing. It means an 

awareness partnered with action,

knowing that with each passing minute, that 

idea is closer to being made elsewhere, or our 

client losing precious excitement. And sales. 

Our people and our clients will respect this 

refreshed focus. 

They too need things quickly. They too need to 

react to the competitive world that they’re in. 

Sluggish agencies are a liability. 

A positive impatience will quickly break the wall 

of ‘almosts’ and ‘if onlys.’

It will lead us to a working methodology that is 

faster, neater and better. 

Less comebacks. Less debriefs, rebriefs,  

start-agains. 

Less headache.

Less heartache.

More success. More respect. More choices. 

More growth. More of what we love. 

Someone, somewhere down the line,  

probably told you that Patience is a virtue. 

‘Good things come to those who wait’,  

they piously say. That’s all well and good. 

If you’re waiting for enlightenment. 

Or a Guinness.  

 

For us it’s not that easy. 

In our world, in our clients’ eyes, in the market’s 

eyes, it’s already yesterday. 

And our work, the ‘Guinness of our soul’, is all 

too often served flat. 

We need to embrace a healthy impatience. 

A commitment to finding and making that 

new new thing. 

Agitating, moving, improving, filtering, 

recommending, thinking, selling, making, doing. 

Not Stagnat-ing. Not procrastinat-ing.  

Not debating. Not Wait-ing. 

Impatience is the driving force that will make 

us wiser, stronger, faster and better. 

Active, not reactive.  

When an idea sits, it loses its edge, its relativity 

and its relevance. It cools; from red hot, to luke 

warm. It goes from great, to good, to okay, 

to invisible, to ineffective. 


