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DEVELOPMENT

If your New Year resolutions are already falling by the wayside, you need a fresh
approach to goal-setting. Phil Olley offers advice on target practice

Gan you score the winning goal?

It’s at this time of year that most of us will
be focussed on the goals we have for 2005.
And it’s now that we need to be determined,
to get into the right habits, to see the first
green shoots of progress. The early days of
January can set the tone for the whole year,
both with regard to personal and business
development.

You've probably already set your goals. But
I meet so many people who decide on goals
without generating sufficient desire to
achieve the goal or enough reason to make
the slog to achieve it worthwhile. And it is
because of this lack of motivation and
urgency that the goals cease to be compelling
and the enthusiasm wanes.

So how do you set goals which are going
to hold your focus and desire until they are
achieved? How are you going to create a
level of excitement which lasts beyond this
month?

This simple three-step approach will help
you to make your goals more compelling
because it takes you beyond the goal itself to
the actual reason for wanting to achieve it.

Step One: Finding your goals

On a sheet of blank paper, draw four
columns headed: “Have & want”; “Have, but
don’t want”; “Don’t have, but want”; “Don’t
have, don’t want”

Make a list in each column of all the things
(both material and intangible) which fall into
the relevant category. Then focus on the
central two columns (“Have but don’t want;
“Don’t have but want”).

This will give you a set of goals which
includes all the things you want to change or
get rid of (in column 2), and all the new
things you want to acquire (in column 3).

Step Two: Central questions
Many people set goals and find that they lose
motivation because the goals don’t fit in with
their personal or professional values, which
in turn leads to frustration and a sense of
failure. Or they set goals which don't fit in
with the long term strategy or vision they
hold.

It’s an easy mistake to make, and I have
worked with hundreds of busy executives
who have very clear annual targets or

financial goals, but who have no personal
goals, even when their primary values are
“Family time” and “Personal Health”.

In effect, they are rushing around all year
attaining greater and greater heights
financially, but they are frustrated because
their busy schedule cuts across their values.

Equally, I know many who want to achieve
great things professionally, yet their over-
blown social lives get in the way.

So, for each goal on the list, ask these two
questions:

1 Does the achievement of this goal fit with
my/the company’s values?

2 Does the achievement of this goal fit with
my/the company’s long-term vision?

Step Three: 4 Questions to find reason and
motivation

It is critical to be clear about why you have
set a specific goal so that, when you hit a
barrier (and you will), you are able to remind

.

yourself why a particular goal is important to
you. So for each goal answer the following
questions, giving as much detail as possible.

‘What will happen when I achieve it?
What will not happen when I achieve it?
What will happen if I don’t achieve it?
‘What will not happen if I don’t achieve it?

This process will be a valuable point of
reference to keep up your persistence later
on. It also helps clarify whether you are
really serious about the goals in the first
place.

Here’s to a brilliant 2005...
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