
 

Shared By All 

Lawrence:	 Luke, welcome back to the membership. 


Luke:		 Thanks for having me, Lawrence. 


Lawrence:	 You are welcome! Great to have you back. This episode is going to be 
focused on Shared By All which is from the Entrepreneur Operating 
System and made popular in the book, Traction. So if this is the first 
episode you are listening to of this series, I encourage you to go back to 
the beginning and listen to this series from the start. Unless, of course, 
you’ve already implemented Traction and you are merely coming back to 
revisit certain aspects and then brush up on those. We are going to be 
talking about how to do the Shared By All piece of Traction in a high 
intensity training business context. Luke, do you want to just start off by 
talking about what is Shared By All exactly?


Luke:	 On the surface, Shared By All means it is not enough that you just answer 
the six questions of the vision components of the business. Instead, 
everybody in the company shares the answers of those six questions. So 
let’s get totally clear for one second. If you’re reading Traction and you 
have your copy of Traction in front of you which I definitely don’t. They 
would say there’s 8 questions to the vision component, really there are six. 
The last two are not truly vision component. That gets into what are your 
issues and what your rocks. That’s not really vision. The vision component 
is: What are your core values? What is your core purpose? And along with 
core purpose is strategy niche. What is your BHAG? What is your 3-Year? 
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What is your 1-Year? And then, what is your marketing strategy? So those 
are the six questions shared by all. 

I think it’s the most important discussion that we’ve had around this, 
Lawrence. And when I say most important it’s the most missed by 
entrepreneurs in all different industries and definitely the HIT space. It 
doesn’t matter that you answered those six questions and you nailed the 
answer. It’s that everybody in your organization whether it’s literally two 
trainers, or 50 trainers, or 3000, do they all have the same answer. Now, 
here is the nuance. It is shared by all, not shared with all. So “shared with 
all” means I’ve communicated the answers to everybody. “Shared by all” 
means those answers have been internalized, like, is this is your answer to 
these questions. And so you clearly have to start with shared with all. But 
eventually, can you move toward shared by all? When the vision, when 
they answer of those six questions becomes their vision. Meaning, your 
trainer’s vision, that’s when you’ve become just unstoppable. So clearly, 
you have to start with shared with all though. 


Here’s the six questions. Here’s what our answers were. I’m telling you the 
answer. But over time can you tell stories and can you connect people to 
each one of those answers where the answer becomes their own answer. 
So it’s a migration from “shared with all” to “shared by all”. But on the 
surface, the basic concept is you’ve now answered the six questions and 
have you clearly communicated what the answer to those six questions 
are with your entire team. That’s the starting point. 
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Lawrence:	 Yeah, that’s awesome. Why do you think this is so important, this piece? 


Luke:	 Well, the vision is not for you. The vision is not for the owner. I still think 
that so many owners get this wrong. And they’ve say, “Well, now I know 
the answers are and I’m ready to go.” Well, you’re just one part of your 
business, right? It’s when everybody else in the business understands the 
answer to these six questions, then they can go to work frankly without 
you. That doesn’t mean you are not important, but they can just run. They 
can just sprint. They can say, “Okay, this is the shared vision. This is the 
greater good that we are trying to achieve. If we all know what it is, now 
we can go to work on it.” 


I mean, as we record this, it’s a Tuesday morning, it’s about 9AM and I 
have employees and managers in different locations. They are not 
physically in locations right now because of COVID. And there’s meetings 
going on non-stop all day. And I don’t need to be a part of any of those 
meetings because I know every one of those of meetings is framed up 
with the greater good, and the greater good is the answer to those six 
questions. Because the answer to those six questions have been shared 
and shared one million times and everyone is running in the exact same 
direction on those six questions, I know all of those meetings, everything 
that’s being discussed is within the context or the framework of the 
answer to those six questions. So not relying in the individual genius, the 
ideas, the creativity, the entrepreneurial spirit of the people that are in 
those meetings, we know that the conversations are guided by those six 
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questions. And if you don’t have those six questions answered and 
shared, then, when you have those meetings when you are a part of them 
or not a part of them, there’s no kind of grounding principles. There’s no 
framework that we go back to where we can say this is what we are 
actually trying to achieve. 


And where entrepreneurs make mistakes is they’ve answered the six 
questions, but they keep the answer in their head, and so when they’re 
having these discussions with their team, they are just not on the same 
page. Your team will constantly bring you ideas that conflict with, that are 
outside of the framework of these six questions. And you shoot that idea 
down and they are thinking, “Well, I’m never going to bring an idea again 
because my boss shot the idea down.” But if they run on the same page, 
run what are the answers to the six questions, they, first of all, wouldn’t 
bring the idea, right? Or if they did bring the idea and they shot it down, 
they’d say, “Oh yeah, that’s right! We need to stay on track with this 
framework or the answer to this six questions. And frankly, they just will 
stop bringing those ideas. Like, because we have those six questions 
answered, no one comes to me and says, “Hey, we should create an 
online course on how to train for a marathon and what your running 
should look like.” Well, we’re all exercise physiologist. We could do that. 
can do that. Like, 13 years ago, that’s the kind of stuff we talk about. But 
now, we know, no, our strategic is personalized strength training, so we 
are not going to do anything that’s outside of personalized strength 
training. Even during this COVID period, all the pivots that we’ve talked 
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about have tried to stay within that niche. And I think, if you don’t have 
that, and that hasn’t been communicated, there’s just no context to all the 
conversations you’re having as a team.


Lawrence:	 That’s so profound. Just no context at all the conversations you’re having 
as a team. That’s powerful. You know, equally as bad is when you have 
people bringing ideas and then leaders getting distracted by going off a 
different direction to please their team, right? Because it’s not in line with 
the strategic niche and maybe they feel they should be involving their 
team more by acting on their suggestions. 


The six questions by the way, for everyone listening, that Luke has 
mentioned are all covered already in this series. And you can see that list 
over on the membership. Sorry, Luke, go ahead. 


Luke:	 Lawrence, if you don’t have those six questions absolutely nailed down 
and communicated, you just don’t know what to say no to, right? And the 
sign of a great business with a great strategy is you say no 10x more than 
you say yes. We’ve been mistakenly taught as entrepreneurs that we’re 
supposed to seize opportunity and say yes to opportunity, and that’s just 
not the case.  I mean, we’re supposed to say no far more than we say yes. 
Well, if you don’t have those six questions, you just don’t know what to 
say yes to and what to say no to. The beauty of it is if it’s just you saying 
yes or no, you’re going to always limit your growth as a company. If you 
have a five employees, you need five employees that know where to say 
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yes or no to, and 10 employees, and 50 employees. So the bigger the 
company gets the more important it is that everybody is rowing in the 
same direction.  


My observation in all different industries is that the leader fails to 
understand that the rest of the organization actually doesn’t know the 
answer to those six questions and the leader thinks they do because the 
leader knows them so well because the leader answered them. The leader 
is always thinking about them. Well, your frontline employee, your 
personal trainer that’s been with you for six months, you’ve been at it for 
six years, they’re not taking about that. They’re thinking about literally the 
repetition speed on the MedX torso, arm pull down and are we using a 
supinated grip or pronated grip upon this particular client. They are not 
thinking about those six questions as much as you are. I just think we 
have to constantly remind, and I think that’s not next discussion, right. 
This, well, how do you this? You do it by constantly reminding.  


Lawrence:	 Yeah, we’ll get to that in a moment. There’s just one thing I wanted to pull 
out from Traction which just underscores what we are saying here, or what 
you’re saying mostly, Luke, is this poll carried out by Franklin Covey and 

Harris Interactive; of 23,000 employees 37% didn’t understand their 
company’s priorities, which I think if you’ve echoed that type of statement 
or a similar statement in the previous episode. And that’s just absolutely 
nuts that they are not aligned with what the company wants to achieve. 
You’ve already mentioned there this really doesn’t able the team to direct 
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themselves. And also, and maybe this is something you will come into in 
the future, Luke, in the future of Traction series episodes. But also helps 
you realized if they are not a good fit for your organization, and almost 
does that job for you in terms of removing people from the business who 
might not be a good fit. Is that what you’ve experienced? Is that true? 


Luke:	 Oh, absolutely. Yeah, absolutely. We can always take a step back and tell 
someone, “Hold on. This is what you’ve signed up for.” Like we’ve been 
clear from the beginning, these are six questions, or these are the answers 
to these six questions. And the questions were big, right, core values. 
That’s what you believe. This is what we believe. We said this from day 1. 
This is our purpose, okay. This is why we exist. This is the just cause that 
we are fighting for. This is the big hairy audacious goal. This is where 
we’re going long term. We’ve been very transparent about this, this this is 
what you’ve signed up for. So now, if you’re not interested in this or you 
don’t feel aligned with part of this, then this is not a great place for you. 

We didn’t hire you because we think you have great skills, and we love 
your work ethic, and we think you’re a great person, and now we hope 
you can fit into all of these. We literally were upfront to start off with that 
this is the vision. This is what we want to build. And so, like I said, you’ve 
signed up for this. You made a conscious choice to be a part of this. So it 
provides a reframing or a a scenering for someone that does gets off 
track. Often they’ll remove themselves and say, “I don’t to build this 
anymore.” And that’s totally fine because you need people in your team 
that want to build the same thing and they think, “Hey, I was going to work 
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on this matter.” It’s like building this vision and contributing to living out 
this vision. Meaning, the six questions matters. It is worthy of my time, 
and my effort, and my talent. 


Lawrence:	 Absolutely. So let’s talk about how you actually implement this. The first 
step is the company kick off meeting. Isn’t it?  


Luke:	 Yeah. So when you actually come up with the answers, you create a 
meeting, and you get everyone together and you go through these six 
answers. So it’s a big kick-off. You know, so this is like, let’s pretend we’re 
post COVID here. Do this in person and do it off site. You get a hotel 
meeting room and you bring everybody in, and you have some snacks, 
and you have the PowerPoint. Like you kick it off the right way. I mean, 
this can’t be in a quick meeting in the middle of the day between all of 
your clients where you have five chairs circled up. I mean, it has to be a 
special event. So kick off the right way. Absolutely!


Lawrence:	 Okay, good stuff. So that’s the framing up, the right environment for it. 
And then, it’s having the core values speech, right, and having that ready 
and prepared in delivering that. 


Luke:	 Yup. You’ll start with that and that’s literally just a one-page Word 
document. You actually write out that speech. You type it up and you’re 
not just stating what the core values are. You’re stating analogies and 
stories that bring them to life. What it’s look like when people live the core 
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values in this company over the years? Maybe, what it’s look like when 
they haven’t, or why the values are worth fighting for. This is where you 
really want to be a great story teller and a great writer and communicate 
well. 


I will say that this one of the areas that the book itself, the original book 
Traction, they don’t provide a lot of values here. They give an example of 
core values speech and it’s just bad. That should not be the standard. We 
could do so much better than that.  


Lawrence:	 Yeah. I’m starting to realized there’s quite a few things in the book which 
need to be updated. I think, you’ve mentioned before about how the lack 
of depth regarding the three uniques and just some of the examples, core 
values as well. I feel like that could be updated. It’s a great book. I don’t 
want to take away from it obviously. But it just seems like it could be due 
an update. Would you agree? 


Luke:  	 I would say it’s the greatest framework. I mean, it’s unbelievably brilliant 
framework. The book itself could be improved and each one of those 
areas could be written a little bit a better. But that does not take away 
from the effectiveness of the framework, right? The framework is spot on. 
And once you understand the framework, you can go deeper and learn in 
more areas. But also, I mean, I have empathy for Gino Wickman. He was 
not trying to write a 900-page book, right? No one would have read it. It 
had to be usable, digestible, concise to take action on. You could argue 
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that maybe that’s why… I don’t know if it’s some of the content is poor or 
if it’s just so pithy, so short that you just couldn’t go on the level of detail 
that maybe you or I would have wanted.


Lawrence:	 Got it. The last part of the kick-off being there is to have a Q&A. How do 
you run that? 


Luke:	 We’ve never done that. I mean, it’s been so long since I’ve read the book, 
Lawrence. I don’t even know what he says. I’m guessing he says that you 
announce the answer to the six questions, you open it up to your team 
and then they get to say, you know, they get to push back and ask 
questions. But I’m not even familiar, so I wouldn’t be able to comment. 


Lawrence:	 That’s okay, no problem. And then the next part of communicating it is 
every 90 days have a 45-minute state of the company meeting. Do you 
still do that? 


Luke:	 Absolutely! Yeah, it’s like my favorite day of the quarter. We do it for two 
hours. So it’s two hours, it’s always off site. This past late, late March. It 
was March 30th or 31st was the first time we’ve ever done it virtually but 
we always do it live. We are in a huge meeting room at our corporate 
office, and PowerPoint, and food. We always do it on Saturday. So we’re 
done with clients usually at 4 o’clock on Saturday, but we end a little bit 
early. So we start the meeting at 2:30 and it goes from 2:30 to 4:30. So 
everyone’s day is done. You’re looking forward to your Saturday night and 
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we have a 2-hour meeting and we go through all of these. We review the 
answers to the six questions then we talk about… We review the last 
quarter and talk about the next quarter, but we get on the same and 
remind the people on the vision. 


Here’s the most important element. I mean, this is the most important 
element. If you are not sick of sharing the answers to the six questions, 
then they haven’t heard it for the very first time. Most leaders think they 
know this stuff. I’ve said this stuff so much. But the reality is, no, you are 
sick of it because you’re always talking about it and you created it. But 
frankly, you know, I look at my employees, and I look at 50 employees. I 
think they are sick of this. And then I realize, hey, I’m looking at Madi right 
there. She’s only been with us for one year, so she’s only been through 
three quarterlies. She hasn’t heard of that many times. People just don’t 
retain it. They don’t believe it. And as you repeat it over and over and over. 
So you’ve heard me say this before, Lawrence, but the CEO is really not 
the CEO. They are not the chief executive officer but the CRO, the Chief 
Reminding Officer. And really, as your company grows a little bit, what is 
your real job? Just to remind people the answers to those six questions 
over and over and over and over. 


Lawrence:	 Awesome. When you had to do it by Zoom then recently did you have 
food delivered to people’s homes so they could participate? 


Luke:		 We didn’t. No, we didn’t. 
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Lawrence:	 That would be a nice touch for maybe a future one. Hopefully, there won’t 
be a future one and we’ll be out of the situation by then and having it in 
person. 


Okay, so you kind of touched on it there. You talked about you share 
success and progress. You know, what have you achieved over the last 
quarter, how things have gone. And then, you actually review your vision 
traction organizer, so you look at all your, I guess your 1-year plan, those 
goals, and then your rocks for the next quarter as well. Then, you 
communicate the new company rocks, like, where you’re going. Is that the 
format or is there more to it? I love to hear how DS do it specifically. 


Luke:	 Yeah, so you almost nailed it. The first thing we do is when people come 
in, we review the last quarter. And then, we say that we put that quarter 
just to bed and we’re done with that quarter. It’s behind us. So we have 
every location out there and every department and we give the rock 
completion. So we’ll say, “Plymouth was 23 for 32 on their rocks and their 
percentage was 81%. Chanhassen was…” And we go through all of the 
locations. “Let me go companywide, we were 182 out of 242 so our rock 
completion was 68.3%.” We shared that. Everyone sees that and if you go 
over 80% in rock completion as a location or a department, you get a 
massive round of applause. By the way, I should mention, during this 

COVID period that we’re in, we took our Q2 and we are taking it one 
month at a time, so we’re doing 1-month long rocks. And the first month 
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of Q2 which was April was our first month in company history where we’re 
at 100% rock completion across the entire company. And we just 
celebrated that yesterday virtually. 


Lawrence:	 Oh congratulations, first. But would you be able to elaborate on what 
those rocks were? The 30-day rocks?


Luke:	 Yeah. An example of a 30-day rock for a trainer was a number of… so 
we’ll give you a choice. We’ll say, a free introductory workout, a recapture; 
meaning someone is no longer on autopay with us, they are not training 
with us, and you get them back; and then number three would be… 
Actually, we just did those two. So you have a choice of recaptures or free 
introductory workouts that you get scheduled, and you have a number. So 
the number for the month was every trainer had to get five of them. It’s 
your choice. You feel better about bringing in introductory workouts or do 
you feel better about reaching out to people who have not been in for six 
months or maybe they’ve moved away. But not we’ve pivoted to virtual, 
they’d be a great option so you can reach out to them. So you have every 
trainer focusing on that and the number was five. That would be a trainer 
rock. 


Lawrence:	 Awesome! What about sort of taking a lower resolution view, sort of 
stepping back, what were the rocks for like you or the leadership team?
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Luke:	 Yeah, so this is an interesting month, and you can see like where we were 
and what we are focused on. One of our rocks was 120 free introductory 
workouts in the month of April. Now, I don’t know what you think, 
Lawrence, or what your listeners think, that’s a lot of introductory 
workouts in one month.


Lawrence:	 Totally.


Luke:	 120 and we crushed it. We did like 156 free introductory workouts, so that 
was one of them. One of them was David, Hannah, and myself had to call 
every single one of our active clients and thank them for being a client. So 
it’s what’s the most important thing we could do this month? Well, we 
should say thank you to all our clients. Every brand is going totally silent 
right now and not talking to their customers. We should probably say 
thank you. So we split up the call list and we made over 1,000 phone calls 
and just said thank you. I mean, we split that up and we were just on the 
phone every single day making phone calls. That was one of them. 


	 And then we said, we had a rock called, for leadership team called First 
Who. We always talk about the Jim Collins principle of First Who Then 
What. Meaning, your people who you go to work with is more important 
than what you actually do. And so we said, as we go through this, now 
when the month started we didn’t know if we are going to have to lay off 
all of our people. We didn’t know what was going to happen. But we knew 
to get through all of this we needed our people in place, and so we said, 

Page  of  14 20

https://www.jimcollins.com
https://www.jimcollins.com/concepts/first-who-then-what.html
https://www.jimcollins.com/concepts/first-who-then-what.html


 

Shared By All 

what are the 20 things that we could deploy or execute on that would 
retain our people and give them great employment experiences. So we 
came up with 20 things and we just execute on those 20 things. Some of 
them we big picture, Lawrence, and some of them were small. One of 
them was no layoffs. One of them was everyone receives their full 
compensation and we are going to find a way to do that. One of them 
was, if you are what we call an iconic trainer which means you are our 
most experienced trainer, so about 10 of them, I brought dinner to your 
home. So everyone just said, hey, this is what my wife and I want for 
dinner, this is the restaurant we want. And all restaurants are closed but 
they are open for carry out, right, take out. I’ve just been driving to 
everyone’s house an dropping them dinner. Okay. Then we did that for our 
newest employees also. So if you are a brand new employee I bought you 
dinner at some point. Now, is that a big deal? No, it’s not a huge deal. It’s 
not like not laying people off. But this is one of the 20 things we deployed. 
We had an expert from Australia who is one of the world’s leading experts 
in mindfulness and meditation do a guided meditation with our entire staff 
during one of our meetings. That was one of the 20 things we can deploy. 
So in 30 days we wanted to deploy all these different things. We provided 
like a mental health hotline that we added to our health insurance where 
for free you could call and basically get counseling over the phone 
anytime you wanted, if you are struggling with your mental health. That 
was all part of that one rock. Those are a few things that we worked on, 
yeah. 
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Lawrence:	 That’s awesome. Yeah, and I think the REC FOCUS episode where we 
published on the public podcast in the next few days, and obviously, the 
listeners are interested in hearing more about what you just said. I think 
you go through there as well and you might elaborate there. I can’t 
remember, so look out for that, guys. Okay, so let’s have a look at this. Go 
ahead.  


Luke:	 So the meeting, it’s review the last quarter, how do we do on the rocks, 
and then, it’s vision components. Everybody has printed VTO in front of 
them, Vision Traction Organizer, and then I go to the slides with each 
element of the VTO. It’s like 50 people in the room but I almost lead it as a 
discussion. Okay, our core values. We go through them. Then we go core 
purpose and I remind them what does core purpose mean. What would 
getting it wrong looked like? Why is this still our core purpose, where did it 
come from? Let’s get connected to it. And then we move on to our 
strategic niche. Why is this important? What it’s mean we can’t do. Why 
do other health clubs not have strategic niche? Jeez, they should have 
one, etc. And then we move on to each question one at a time. And then 
the last part is we talk about what’s going on next quarter. So the 
leadership team announces our rock, our company rocks and our 
individual rocks, as a leadership team. That will usually provide direction 
to all of our trainers and the rest of our staffs setting their own rocks. We 
don’t always set rocks for them in that meeting but we all share our rocks. 
So it’s recap the last quarter, get reconnected with the vision component 
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which is the six questions, and then talk about what’s going on next 
quarter. 


Lawrence:	 Okay, so once all that is done, and let’s say you execute on all of that in 
regular basis. How do you know if you have achieved the objectives 
shared by all? 


Luke:	 Yes. I think the best litmus test is if you stop and ask any employee in the 
company one of those six questions, do they know the answer. Just grab 
a trainer that’s been with us for a year, “Hey, what are the three things that 
make you different on paper?” Which is one of the uniques, which is part 
of the marketing strategy. Do they know the answer to that? Or you stop 
someone and say, “Hey, what’s the core purpose of the company?” Do 
they know the answer to that question? 


If I’m being totally honest, the question the probably would struggle with 
the most is the 3-year picture, right. Because the 3-year picture just seem 
a little bit more. It’s so easy to remember the BHAG for us. It’s 100 
locations, $100 million the last day of 2025. That’s pretty to understand. 
The 1-year goal is pretty easy to understand. But the 3-year is the one 
that we probably get the most lost in because it’s just a little bit more new 
ones. 


Lawrence:	 Yeah, and there is a lot more detail and obviously what it looks like, right. 
There’s lots of lines of text that depict that. 
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Luke:	 Yup. Lawrence, I think everyone should know the answer to these 
questions. But maybe more important, can they memorize them and have 
recall of them. Is it completely shared and transparent with them, like, they 
all know exactly what we are trying to achieve? We’ve been completely 
honest with it. As we went to this COVID season, part of the rock that I 
had on First Who is I need an individual phone call with every one of our 
people and I ask them, “What can I do better?” I basically said, “What do I 
need to start, to stop or continue doing to serve you better during period? 
And I want you to be brutally honest with me, what’s my start, stop, or 
continue.” A lot of them said, “Well, your continue is you’ve just been so 
transparent. You are sharing all this information with us.” And so I think 
one of the keys of that quarterly kind of state of the company meeting is 
transparency. Like, we are sharing, “Hey, this is what our goal was for 
revenue, this month, this quarter and this is where we landed.” Everyone 
knows every dollar. I think that transparency is really, really important. 


Lawrence:	 What did they tell you to stop doing? 


Luke:	 What did they said? Okay, so we were doing a meeting every single day 
for one hour. A full company meeting around virtual training. When we 
launched it was really important because like we just had invented virtual 
training. We need to come together as a company and share our best 
practices every day for an hour. And then, eventually, people said, “We 
could stop doing that every day.” I think we could go to three days a 
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week, so that’s what we did. Last week was the first week where we just 
had that meeting Monday, Wednesday, Friday instead of Monday through 
Friday. So that was a great stop, like, we can stop that frequency. 


Lawrence:	 Okay, awesome. Coming towards the end of this one, I guess final 
question on this from me is, how do you facilitate conversation/discussion 
about these things? Like, for instance, do you enable or give your team 
the opportunity to challenge you and how do you manage that challenge 
and that discussion? 


Luke:	 Absolutely, yeah. I think my favorite thing is we’re all together in a big 
group and like at the quarterly state of the company meeting and I want 
somebody to raise their hand and say… Like one of the questions we had 
when we announced our BHAG to have 100 locations, $100 million is 
WHY? Why a 100 locations. Because frankly, why not 10 locations or why 
not 1,000 locations? And so we had to have that. I want that conversation 
to come up. Frankly, it tests my own understanding of why did we come 
up with these answers. We can have some rich dialogue there. I’m not 
afraid to say that’s a great point. I’ve never thought about that. We got to 
think about that some more and understand that better. But if I have 
something that I’m really passionate about or if I have the strength, I think 
I know our vision component well and I’m really convicted in our six 
answers. And so when those questions come up I can go deeper and 
share stories and analogies, and provide perspective where someone can 
understand why we landed at that answer. And hopefully, man, when they 
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hear all that they are inspired by it and it speaks to them and they say, 
“Okay, that’s what I want to sign up for. I’m interested in that. I just needed 
to ask more.” So when someone asks questions or pushes back, it’s not 
that they don’t buy in, it’s they want to know. Man, if you don’t know, if 
you don’t really get it, you can’t buy in. We need you to ask those 
questions at some point. Maybe that’s what Gino was getting to in book 
where he said, “You’ve got to have some Q&A.” I mean, that Q&A I think is 
important because people have to probably understand in order to really 
buy in.


Lawrence:	 Yeah, absolutely. Luke, thank you so much again. This is great. I really 
appreciate your time. 


Luke:	 My pleasure. Thanks for having me, Lawrence.       
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