MASTER-MIND STRATEGY #4

SMART GOALS are: Specific, Measurable, 

Attainable, Rewarding, & Time Bound
SMART Goals are: Specific, Measurable, Motivational, Attainable, Action Orientated, Agreed Upon, Aligned, Rewarding, Relevant to your situation, Time Bound.

"Our greatest single human gift is the ability to chase down our dreams."  William Hurt to his robot son in Artificial Intelligence film.

MORE ON GOALS

From http://www.topachievement.com/quote.html

1. Make sure the goal you are working for is something you really want, not just something that sounds good.  When setting goals it is very important to remember that your goals must be consistent with your values. 

2. A goal cannot contradict any of your other goals.  For example, you can't buy a $750,000 house if your income goal is only $50,000 per year.  This is called non-integrated thinking and will sabotage all of the hard work you put into your goals.  Non-integrated thinking can also hamper your everyday thoughts as well.  We should continually strive to eliminate contradictory ideas from our thinking. 

3. Develop goals in the 6 areas of life:

· Family and Home

· Financial and Career

· Spiritual and Ethical

· Physical and Health

· Social and Cultural

· Mental and Educational 

Setting goals in each area of life will ensure a more balanced life as you begin to examine and change the fundamentals of everyday living.  Setting goals in each area of life also helps in eliminating the non-integrated thinking we talked about in the 2nd step. 

4. Write your goal in the positive instead of the negative.  Work for what you want, not for what you want to leave behind.  Part of the reason why we write down and examine our goals is to create a set of instructions for our subconscious mind to carry out.  Your subconscious mind is a very efficient tool, it cannot determine right from wrong and it does not judge.  It's only function is to carry out its instructions.  The more positive instructions you give it, the more positive results you will get. 

Thinking positively in everyday life will also help in your growth as a human being.  Don't limit it to goal setting. 

5. Write your goal out in complete detail.  Instead of writing "A new home," write "A 4,000 square foot contemporary with 4 bedrooms and 3 baths and a view of the mountain on 20 acres of land.  Doing this gives the subconscious mind a detailed set of instructions to work on.  The more information you give it, the more clear the final outcome becomes.  The more precise the outcome, the more efficient the subconscious mind can become.  

6. By all means, make sure your goal is high enough.  Shoot for the moon, if you miss you'll still be in the stars. Shoot for the moon! 

7. This is the most important, write down your goals.  Writing down your goals creates the roadmap to your success.  Although just the act of writing them down can set the process in motion, it is also extremely important to review your goals frequently. Remember, the more focused you are on your goals the more likely you are to accomplish them.  Sometimes we realize we have to revise a goal as circumstances and other goals change. If you need to change a goal do not consider it a failure, consider it a victory as you had the insight to realize something was different. 

So your goals are written down.  Now what?

First of all, unless someone is critical to helping you achieve your goal(s), do not freely share your goals with others.  The negative attitude from friends, family and neighbors can drag you down quickly.  It's very important that your self-talk (the thoughts in your head) are positive. 

Reviewing your goals daily is a crucial part of your success and must become part of your routine.  Each morning when you wake up read your list of goals that are written in the positive.  Visualize the completed goal, see the new home, smell the leather seats in your new car, feel the cold hard cash in your hands.  Then each night, right before you go to bed, repeat the process.  This process will start both your subconscious and conscious mind on working towards the goal.  This will also begin to replace any of the negative self-talk you may have and replace it with positive self-talk. 

Every time you make a decision during the day, ask yourself this question, "Does it take me closer to, or further from my goal."  If the answer is "closer to," then you've made the right decision. If the answer is "further from," well, you know what to do.  If you follow this process everyday you will be on your way to achieving unlimited success in every aspect of your life. 

HOW TO ACCOMPLISH YOUR MOST IMPORTANT GOALS

[From Attorney Marketing Center Newsletter: 2003]

Dear Attorney,

At the end of each year, I set my goals for the following year and map out a plan of action for achieving those goals.

When it comes to setting goals, there are three kinds of people.  Pessimists set very low goals or no goals at all.  As a result, they don't accomplish much, if anything. 

Realists set reasonable goals - not too high, not too low - and because their goals are "realistic," they almost always achieve them. 

Visionaries set very high goals.  They have big dreams and set big goals.  Realists think visionaries have their heads in the clouds, and maybe they do.  For you see, visionaries almost never reach the lofty goals they set for themselves.  But because their goals are so big, even when they don't reach them they are much further ahead of the "realistic" goals set by realists. 

Which one are you?  Do you think goal setting is a waste of time?  Do you set realistic goals?  Or do you set visionary goals, even if it means others call you a dreamer?  

All great leaders are visionaries.  They see the future not as it will probably be but as it could be, and their vision inspires those around them to join them in the quest of their higher vision. 

Dr. Robert Schuller asks, "What would you do if you knew you could not fail?"  I use that as a yardstick to measure the height of my goals.

Dreaming big dreams means that I always have too much on my plate and never accomplish everything I want.  Author and speaker Brian Tracy, in "Eat That Frog: 21 Great Ways to Stop Procrastinating and Get More Done in Less Time," tells us that we are all overwhelmed with things to do and we will never do it all.  

For this reason, Tracy says, "Your ability to select your most important tasks at each moment, and then to start on that task and get it done both quickly and well, will probably have more of an impact on your success than any other quality or skill you can develop." 

Tracy teaches us to set priorities so that we get the most important things done.  He calls those things, the biggest, hardest, and most important tasks, "frogs," and says we need to get into the habit of "eating" or doing them first.  

Here is Tracy's formula for setting and achieving goals: 

1. Decide exactly what you want.
2. Write it down.
3. Set a deadline.
4. Make a list of everything that you can think of that you are going to have to do to achieve your goal.
5. Organize the list into a plan.
6. Take action on your plan immediately.
7. Resolve to do something every single day that moves you toward your major goal.

And so right after I set my goals for 2003, I chose the biggest "frog" -- the one goal that would have the greatest impact on my life if accomplished -- and made a list of every activity I could think of that would contribute to its accomplishment. That list now forms the basis for my plan of action for the year.

And now I have to go. I've got some things to do.

From Rhonda Abrams column in Costco Magazine, Sept 2002:

All of us have things we want to accomplish.  We have the best of intentions too.  But all to often time slips away and pretty soon a year—or two or three—has passed and nothing has changed.  We know where we want to go, but we don’t seem to know how to get there from where we are now.  So, we stay put.  

Please remember this…if you want something, you have to do something.  The key is to get going.  

1. Set a goal.  This is harder that it seems.  Generally, we have an idea of what we’d like—to be more successful, healthier, and happier—but we stop there.  Vague desires aren’t goals, they’re dreams.  Remember you can’t reach a goal you have not set yet.

2. Understand and accept the tradeoffs.  Every goal has unpleasant aspects.  Identify the good things—“I want to make more money,” and the less good—“I have to work harder or smarter.”  Understand the downsides, and accept them as necessary to the process.

3. Commit to your goal.  Being ambivalent is disastrous.  Success does not come from—or to—which-washy people.  

4. Set a deadline.  Deadlines give goals a framework for action.  You can’t reach a goal without a meaningful deadline.

5. Commit to the deadline.  Commitment is critical for making improvement.  Make your deadline mean something.

6. Tell people.  Make your goal tangible by sharing it with others.  Say it out loud and put it on paper.

7. Outline intermediate steps.  Things don’t go from here to there without passing through some middle territory.  It’s easier to take many small steps than one big leap.  

8. Get help.  Partner up.  Since we have to do things that are new to us, we’re inexperienced.  Often, it’s best to get professional help, but even friends or colleagues can assist.  On your journey to your new goal, you don’t have to make the trip alone.

9. Take action.  Soon!  Your resolve can slip—and then time goes by.  Take the first step now.  The sooner you do, the more likely you are to achieve your ultimate goal.

10. Commit again.  And again.  For improvements to occur, you have to embrace them over and over.  Take it step by step—but keep moving forward—and I year from now, you’ll find you’ve moved from here to there.  

WHAT’S THE PURPOSE OF GOALS?  For one thing, goals concentrate and give focus to our personal energy.  When we get the goal setting process right, they do this very well.  By defining what we want to do, then set reasonable time limits in which to get things done, goals bring out the best in us.  With focused, concentrated goals and reasonable plans to achieve them, we will behave very much like a laser beam.  Focused goals, like the light of a laser, can excite and motivate a wide variety of spectacular tasks and follow-through behaviors of all kinds for us.

[From Game of Work, Chapter 2]

Let’s take a look at goals and goal setting again and talk about goals in sports.  If we took the goals out of football, what would we have?  Would we give the Super Bowl trophy to the team that racked up the most yardage?  And if we took the yard markers off the field, I guess we’d have to give the trophy to the team that stayed on the field the longest.  But then football would be like many businesses that use longevity as the primary indicator of success and prosperity.  

If we took the goals out of basketball, we’d have ten people running up and down the floor just dribbling the ball—as we do in business sometimes, but without the ball.

Every single thing we do in our recreational pursuits is absolutely and totally goal directed.  If we took the goals out, we’d remove the most significant thing, which of course, is—goal setting and goal striving.  There’s something inherent in us that makes us want to do things bigger, better, faster, higher, shorter, longer—and to win.  Goals are a motivating force in sports and recreation.  And in sports and recreation, goals are more clearly defined than they are in business.  That’s something we want to add to our businesses because…goals are the main reason why people will pay for the privilege of working harder in their off time activities than they will work when they are paid to do their job.  We want to bring some of this energy and enthusiasm into the workplace.  

Look at the differences again.  Goals in recreation are clearly defined, and as a result, motivation in recreation is easier to establish and sustain at higher levels than in business.  Can we bring the motivation of recreation onto the workplace?  Absolutely!

Here’s how.  We start applying the following criteria for goal-setting in the workplace and that activity will produce motivation similar to that found in recreation.  

TEN SUCCESSFUL GOAL-SETTING CRITERIA

1. Goals must be written.

2. Goals must be our own.

3. Goals must be positive.

4. Goals must be specific and measurable.

5. Goals are best stated in inflation-proof terms.

6. Goals must be stated in the most visible terms available.

7. Goals must contain a deadline.

8. Goals must allow for personality changes.

9. Goals must contain an interrelated statement of benefits.

10. Goals must be realistic and attainable.

1. GOALS MUST BE WRITTEN.

We gotta take the time to formulate our goals and then…we gotta take the time to write them down.  And apparently, this is very hard to do.  People seem to have an aversion to this good idea.  They will avoid writing goals by saying, “I don’t need to write anything.  I can keep my important goals in my head.  I can concentrate on the things that are really meaningful in my life, and I don’t have to write things down.”  But if the phone rings in the middles of that conversation, and their spouse is on the other end asking them to pick up five items from the grocery store, they’ll say, “Hold it, hold it, let me get a pencil and write this down so-I-won’t-forget.”  

Here’s the truth…goals that are not written are merely wishes.  There’s something in the act of writing a goal that makes it real, gives it permanence, removes it from the realm of fleeting whims.  Puts muscle behind it.  

Goals that are not written are easily forgotten or changed; written goals that are reviewed regularly, and you have to do that too, they become reality.  Unwritten goals cannot be read and reviewed.  When goals are not written, the power of conditioning, through spaced repetition, is totally lost.  I am always amazed at the number of people who will attend seminars on goal setting, sometimes paying huge fees for the privilege, and still resist writing their goals.  Ridiculous!  Do not make this mistake.  

2. GOALS MUST BE OUR OWN.

Super Bowl rings are worn by the individual players.  The greatest successes in sports are the results of individual commitments to personal success.  Playing for someone else’s goals is not very effective.  So ask yourself: Whose business do I work for?  Mine.  Who do I work for?  Me.  Whose income am I most concerned about?  Mine.  I, me, my, mine…whose goals are the most important to me?  Mine.  That’s the deal.  

Goal setting and goal striving activity becomes truly effective only when team or business goals become the same as our personal goals.  

3. GOALS MUST BE POSITIVE.

Legendary Green Bay Packer coach Vince Lombardi said that the reason we play the game of football is to win—fairly, squarely, and by the rules, but winning is definitely why we play.  

The two most common goals in America are to quite smoking and to lose weight.  Both these goals are stated in the negative…to quit smoking and to lose weight.  Rather than have the negative goal to quit smoking, someone who wants to stop must first have a goal to become a non-smoker.  Non-smokers have tremendous benefits.  They get lower insurance rates, they don’t stink, and they get to live longer.  Likewise, instead of having a negative weight lose goal in X number of pounds that need to be lost, the goal must be to achieve an optimal weight and to maintain that weight once it is achieved.

In basketball and football they count the points you score, not the ones you miss.  But it life and in business we’ll often do 80% of the task and then when asked to report on it will say, “Nope, didn’t do it.  I failed.”  To win more victories, we must, as the old song says, accentuate the positive; because…our minds reject negative goals, they are hard to visualize.  

4. GOALS MUST BE SPECIFIC AND MEASURABLE.

We need to know, how much, how many, and by when.  If we can’t measure it, how will we know if and when we’ve achieved it?  Even intangible goals need tangible indicators.  If we have a goal to be more patient with people in the office, count how many times we raise our voice in a month.  If the numbers drop, our patience is increasing.  

So, instead of saying, “I’m going to do better next year,” say something that will work, something that’s specific and that can be measured.  Say, “I’m going to make $125,000 in the next 12 months.”  Fact: Definite goals produce definite results.  On the other hand, indefinite goals do not produce indefinite results.  They produce no results at all.  

If you put 100 people in a room and ask all those who would like to be financially independent to stand, everyone will stand up.  If you ask how many have a personal financial statement detailing assets, liabilities, and net worth that’s current in the last 3 months, 90 of those 100 people will sit down.  If you ask the remaining 10 people how many have their finance statement laid out in a pro-forma goal format for one, three, five, ten and 20-year period, nine more will sit down.  The one person standing will be a millionaire.  It makes no difference what the person’s background is, how much money the person has, or what the person’s current income is.  That person has a plan, and because of that plan, you cannot turn her aside or stand in her way.  Goals must answer the question how much, how many, and by when.

5. GOALS ARE BEST STATED IN INFLATION-PROOF TERMS.

Inflation and deflation change the value of the money attached to things.  That can make accurate comparison of one year to another confusing.  To avoid this confusion, goals are best stated in units of measurement that do not change.  Tons and pounds are better that $$.  Think about a paper company that measures productivity in dollars.  Then think about an inflationary spiral and a raw material or labor shortage.  These factors can radically alter the cost of raw material and cost of sales and the value of the profits.  It’d be much better for a paper company to measure production in number of tons shipped rather then in $$.

Movie industry… Used to be a movie ticket cost 25 cents, not they’re $8 to $10.  Makes more sense to track # tickets sold than dollar volume of sale if you want to see if your movie production company is turning out more successful films year after year.  

Profits can be skewed if costs go up or down significantly.  So, don’t use money, use units produced or sold, or other non-monetary units that can make for fair comparisons.

The notion is simple.  Inflation-proof your measurement.  Use real numbers.  For example, sales per customer is a good measurement for a retail business, patient visits per provider is a good measurement in a medical practice, number of clients with full and comprehensive coverage might be a good measure for an insurance firm.

6. GOALS MUST BE STATED IN THE MOST VISIBLE TERMS AVAILABLE.

Goals need to be measured in something we can see.  Don’t use percentages.  Percentages are too vague.  We can’t see percentages.  We can’t touch percentages.  We can see and touch things like pounds, units, boxes, calls, and such.  Things we can see and touch are better.  Customers served per person-hour is a measurement we can see.  At the end of the day, a manager can calculate the number of customers served per person-hour and plan future work schedules accordingly.  That works.  

7. GOALS MUST CONTAIN A DEADLINE.

If we don’t have deadline, we don’t have a goal, it’s that simple.  Goals must say how much, how many, and by when.  Deadlines are the foundation of commitment.  Deadlines are the adrenalin boosters.  Deadlines are the instigators of achievement and inventiveness.  A goal without a deadline in merely a philosophical statement and doesn’t count for much.

8. GOALS MUST ALLOW FOR PERSONALITY CHANGES.

We have to look at the big picture and make attempts to anticipate how we may be in the future.  How will our personality, needs, and wants change?  How will they stay the same?  The reason most of us don’t make more money than we do right now is because we don’t know what we’d do with it, if we had it.  This is true.  

Billionaire oil magnet J. Paul Getty wrote a book entitled Being Rich.  He didn’t call it Getting Rich, he called it Being Rich.  He talked about responsibilities of wealth and the personality traits necessary to develop and manage great wealth.  We have to set those goals of to become, before we attempt to set goals of to have.  Traumatic things can happen to us.  We can change significantly as our circumstances change.  Winners are champions of change and choice.  We need to live an anticipatory life, not a reactionary life.  And our goals need to reflect this truth.

9. GOALS MUST CONTAIN AN INTERRELATED STATEMENT OF BENEFITS.

Goals and benefit go together.  We need to have some “What’s In It For Me? In our goals program.”  For example, when I set my sales goals for the year, I translate the bottom line into dollars, then break that down into a budget (what I will need to live on), and then decide what I want to do with the rest.  

WIIFM explains the WHY.  When asked to do something unusual or out of the ordinary, most people want to know why.  Too often, we think communication is poor when we’re trying to shove the how down someone’s throat, when what they want most of all to hear about is the why.  But if we can clearly define the why, then we will have the kind of performance we want and the how will pretty much take care of itself.  WIIFM helps us and others get to the why.  The great paradox about this is when something important does not get done, the first thing we do is go back and ask why.  So, we know clarifying the why is important.

The goal in sports and recreational activities is apparent.  So to make work more like recreation, it’s a good idea to establish an arbitrary reward to enjoy when the goal is accomplished.  Now I know what you’re thinking…isn’t achieving the goal enough of a reward in itself.  And the answer is, NO it’s not, not with business goals.  We need more recognition and rewards at work, in fact if would be hard to overdue this.  

Now to illustrate this need remember that we all go through life spending money on house payments, cars, groceries, utilities, child care, and much more.  How exciting.  When was the last time you told your spouse you couldn’t wait to finish dinner so you could sit down at your desk and pay the phone bill?

There’s nothing inherently exciting about going out to buy a new shirt.  But is can be exciting if it’s a reward for reaching a goal.  [Fritz Brauner’s contest goal excitement]  I’d rather buy a new shirt as a reward for accomplishing something important to me than because the store happens to be running a sale.  Then every time I put on that shirt, the success I enjoyed in reaching the goal will be reinforced.  When we have a tangible reward, reaching a goal becomes a want to instead of a have to experience, and that makes a big difference.  

If you like music go out and buy a new CD, and put a note in the cover saying why you bought it.  If you get down in the dumps and can’t get yourself going, get out your victory CDs and play them.  

10. GOALS MUST BE REALISTIC AND ATTAINABLE.

If we’ve never earned much over $50,000 a year, and we’ve established that as an average for a long time, we shouldn’t suddenly decide that our earning level will jump to $100,000.  Not realistic.  Not attainable…to big of a jump under normal circumstances.  

Most of us are NOT capable of making the personality and the work habit changes necessary to have a sudden substantial improvement in earning ability.  But if we set realistic goals and work on them, and work on them, and work on them, as I’m suggesting, we can get bit results.  Little by little, we get there.  It called Progressive Realization…and it’s one of the secrets of success.  We get there gradually.  There is a million dollars in your head, if you can just figure out how to get it out.  We need to keep after it.

ROCKS ARE NOT GOALS…THEY’RE ROCKS

I need to interrupt the flow here and talk about a common area of confusion.  Let me ask you about all the things that you routinely have to do everyday.  Are these things goals?  No, they’re not are they.  And if they’re not goals, what are they and how shall we define them to be clear about the distinction?  These things that we do that are not goals but that are essential to the successful conduct of our lives are called Rocks.  I need to talk about Rocks.  Rocks are not goals, they’re rocks.

Rocks, unlike goals, are the all the dozens and dozens of things we have to do all the time to have a successful life.  For our purposes, we won’t try to deal with all of our Rocks, but just the five or six most significant ones.  We’ll make a distinction between all the things we do from those things most pertinent to our personal effectiveness and to the success of our careers or businesses.  These we can call Business Rocks.

Rocks are behaviors we continually have to do day in a day out, week-by-week, month-by-month, and year-by-year just to have any sort of life at all.  They are different from our goals and from the actions we take in regard to our goals. 

Some examples of Rocks associated with our physical existence are: sleep eight hours per night, eat low fat foods, and get exercise.  Business Rock, those potentially associated with our competency need, might be to be courteous to everyone we meet, make a certain number of new contacts per month, return phone calls ASAP, follow up with existing clients and customers.  In a different context, a love driven Rock might be to listen to your spouses talk about his or her feelings.  

Get the idea?  [We may have five or six essential Rocks associated with each of our Five Needs.]  Many of our Rocks we do easily with little if any conscious thought.  I’m mentioning Rocks to clearly separate them from our goals.  

Rocks tend to be constant whereas goals may be accomplished and then changed.  As we accomplish our goals, we move on to other things.  We’re often never done with Rocks.  They’re like brushing our teeth.  We do them all our lives.

[Have to work out a way to track both kinds of things to do--Rocks and goals.  Rocks are actually more like the specific behaviors in nature while goals are more like the objectives of Rock behaviors.]

Because Rocks are instrumental bits of behavior pertinent to sustaining ourselves day-by-day-by-day, it’s just good common sense to plan our need fulfilling strategies so that we can do our Rocks consistently.

[See Rocks in the bucket illustration and associated diagram] Pebbles and sand and water are like Rocks but have lower and lower priority levels respectively.  Barriers are those things that keep us from doing our Rocks.  In some areas of our lives, in order that we may do our weekly and daily rocks without a lot of conscious thought, we create systems to automate things.  

[Pick someone who has done a From Future Based Self review.  Say you’ve said you want to get to (whatever).  To get there you need to identify your 5 or 6 rocks and do them consistently.  See if you can write down some of your Rocks?]

SIX GOAL AREAS 

There are six areas of our lives, which we can consider setting getting and getting goals.  Each area is quite unique.  Some areas will be more important to us at times than others.  Each area has it’s own questions to answer.  I’ll read the description of the six areas and ask you to answer the associated questions.  The answers will help you decide upon your Big Goals.  From there, you can decide on smaller, shorter term goals.  Areas:

1. MONEY AND FINANCES--What do I want in terms of my finances?  How much money do I want to make?  What else?

2. BUSINESS AND CAREER--What do I want out of my business/career?  What do I want to achieve?  How much do I want to work?  What accomplishment do I want to achieve?  How will I know when I’ve done enough and can stop if I want to?  What else?

3. RELATIONSHIPS--In terms of personal relationships, what types of friendships do I want to have in my life?  What kind of love relationships?  What kind of relationships do I want with my various family members?  What kind of relationships do I want with clients/customers?  What else?

4. SPIRITUALITY--Although this isn’t something that’s important to everyone, some people want to achieve spiritual balance in their lives.  If this is an area of importance to you, please describe some of the things that would you help you nourish the spiritual side of yourself while living and working in the secular world.  What are my spiritual goals?  What else?

5. HEALTH--What am I doing in terms of preventive care for myself?  Do I have some medical challenges?  If so, how am I going to deal with them?  Is a change in eating habits or exercise habits something I need to consider?  What am I doing to combat the effects of stress?  What else?

6. LIFESTYLE--What material possessions do I want?  In what ways do I want to spend my free time?  What hobbies are important to me?  What trips do I want to take?  What else?

VALUE DRIVEN FORMAT:

As we go through this list of six goal areas, let’s come up with answers in a particular format.  Look at MONEY AND FINANCES area for example.  Our general answer to this question may be that we want to be financially independent.  Another way of saying that is to state that we VALUE being financially independent.  Our wants and what we VALUE can be thought of as the same, because they are the same.  When our answers to these questions in the form of a VALUE statement, we do a very powerful thing in terms of goal setting.  Our goals automatically become VALUE DRIVEN.  Making goals value driven puts an extra measure of motivation behind them.  And that’s good.

For this exercise, let’s try to think of our answers in terms of VALUES.  Then make each VALUE into a 1st person statement using assertive language “As If” we have already achieved it.

For example, under the MONEY AND FINANCES area we might write, “I am financially independent.”  Under the HEALTH area we might write, “I am physically fit and healthy.”  Under RELATIONSHIPS we might write, “I have loving and satisfying relationships.”  

By the way, the task of answering these questions is something to do just for us, no one else.  One of the brilliant ways in which we sabotage ourselves with goal setting is that we set our goals based on what we believe other people expect of us.  That’s a sure way to set ourselves up for failure, so let’s not do that.  Until we start planning to do things for our very own personal reasons, based on our own personal values, we’ll find it difficult to bring our plans to life, or to feel very good about our accomplishments.

SETTING GOALS STARTS WITH BELIEF IN SELF

Before going any further with setting and getting goals, we should examine something else--our general belief in ourselves--the belief we hold that says we trust ourselves do the things we need to do to reach our goals.  This is a necessary part of getting ready to more fully express our need for competency, allow our lives to unfold naturally, and to achieve more in life and work.  

Evaluating the degree to which we believe in our capability, how much we believe in ourselves, asks the question, “To what extent can we truly trust ourselves?”  This question is pertinent to goal setting because, if for some reason we can’t trust ourselves “enough,” then goal setting and any process by which we make commitments to the attainment of our goals is totally meaningless.  

Always be ready with an answer to this question.  “What happens if I don’t do this?”  “If I don’t do this, will the world around me fall apart?”  “What really are the consequences of doing nothing about something?”

This question is about consequences.  Everything we do, or do not do, has consequences.  All activities and all non-activities have consequences.  Looking at this question will help us to be better prepared as set goals and watch our lives unfold.

MAKE IT INTERESTING

Many activities in our lives are repetitious, routine and just plain boring.  Most people don’t like boredom.  If we can find ways to counteract some of the boredom we’ll undoubtedly encounter, that would be helpful.  It’s useful to try to make boring stuff at least somewhat interesting.  So we might ask, “How would I do this boring stuff if it were interesting to me?”  This question can help us be creative enough to get through a lot.

In my case, in high school and early on in college, I wasn’t willing to pay the price to get good grades and as a natural consequence, I flunked out of one university and had to change schools because they wouldn’t take me back.  I also failed organic chemistry three times, and had all sorts of academic ills until I had a change of heart and started paying the price.  What enabled me to do that?  Two things.  I got past the boring freshman and sophomore college years and into the more interesting and challenging courses.  And I decided that if I pretended I was interested in the boring courses, I could get through them faster and move onto graduate school where I could have meaningful learning experiences and some fun.  This helped a lot…as did forgoing the summer time break and going to school year round.  

GOALS & LESSONS FROM CHAMPIONS

Getting down to the specifics of goal getting, goal attainment, achieving, we can discover that there are six fundamental rules the define how champions work with their goals:

1. Champions truly believe in their dreams and goals.  They do so even if dreams are all they have to go on.

2. Champions have clearly define what they will do the week ahead.  They have a specific sense of direction based on their own needs and wants.

3. Champions focus on the quality of their next performance.  They’re always looking ahead.

4. Champions make their plans work.  They exert whatever level of extra effort, energy, and time it takes to reach their goals.  They’re totally committed.  

5. Champions are adaptable and flexible.  They welcome change and the opportunity for improvement that always comes with it.

6. Champions see failure as opportunity to learn and to redirect activity.

Number 5 above says champions are adaptable and flexible.  To be more like champions means we might have to:

· Schedule longer, interrupted blocks of time for specific projects…use the Focus Day strategy, live by it.

· Prepare for delays and plan for interruptions…use the Buffer Day strategy and by anticipatory, and work out ways to minimize distractions.

· When our plans fail, be prepared to learn, then re-group and try again.

But even with all the steps mapped out for each specific goal, we must still be able to re-adjust our activities and our goals themselves.  We need a procedure to check progress, revise, and re-direct ourselves and that’s the next item.

REALITY CHECKING GOALS AND PROGRESS

Periodically it’s essential to run a Reality Check on our goals and progress.  This helps us keep score, keeps us clear about what we’re doing, let’s us know where we are, what needs revision, and helps us decide what’s next.  

To run a reality check, answer these questions.

1. Am I fully and completely responsibility for my own achievement?  Does my success or failure depend primarily upon me?

2. Having taken responsibility for my own success, do I still take into account the help I’ll need, or could use from others

3. Have I examined my goals in term of importance and difficulty?

4. Do any goals require me to act in a way that’s out of step with my temperament and character?  What can I do about this?

5. Are my deadlines both challenging and realistic?

6. Have I considered the obstacles I may encounter?  Have I devised ways to overcome them?  

As Obstacle Check list can help us to get a grip on some of the stuff and messes in our lives, which we need to clean up.  Items:

· Uncooperative spouse or significant others

· Negative childhood environment

· Inadequate education, training, or skill development

· Pathological resistance to anything that may be helpful

· Too many dependents and responsibilities

· Bad economic conditions or restrictive government policies

· Insufficient capital or bad credit

· Discrimination

· Chemical dependency or other addictive behaviors

· Obsolete industry or technology

· Born or live in the wrong place

· Others

Stuff And Messes: List any stuff to overcome or messes to clean up as you do your Reality Checking.  Then start planning how and within what time frame you will deal with these issues.
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