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Phil Olley argues that the key to success lies in formulating productive habits. Doing the
right thing on a consistent basis isn’t easy, but it will help maximise your performance

Mission to M.A.R.S.

Many successful people find it difficult to
put into words what they are doing which
actually contributes towards their success.
They don't see themselves as putting any
extra effort in, or summoning up huge
reserves of motivation and energy, or being
particularly clever. Indeed, most of them
can’t understand what makes people
unsuccessful. They can’t grasp why most
others don’t “just do it”.

And that is because they have such a
powerful mindset that they are able to just
do things that the vast majority of people
would either not consider, or would find
immensely difficult and require a huge
injection of motivation or a drawing on the
deepest reserves. Successful people just get
on with it, and consistently act at the peak of
performance without thinking about it. In
business we always default to our habits.
Successtul people have successful habits, and
that’s that. So the key to achieving more
success is to create more successful habits.

Most people know they should make more
sales calls, get organised, delegate better, see
more clients, create a powerful business
vision, set goals, be client focused, use their
time better, get more personal introductions
to new prospects, and so on. But while most
people know it, few are able to do it on a
consistent basis.

Most people have great intentions to make
performance improvements. Many attend
training courses and seminars with high
hopes of making changes. But returning to
work to a towering in-tray doesn’t help. And
if the new ideas are not acted upon, they are
quickly forgotten. They will certainly never
become habits. And don't forget: it’s habits
that determine our level of success.

The MARS formula

To effect any change or development, the
MARS Formula is crucial in making the
success sustainable. The MARS Formula is:
Mindset-Action-Result-Success.

First, the Success or required outcome is
identified. Then the Result (or series of
results) needed to effect that success is
quantified. From this a set of new or
improved Actions can be determined which
will lead to the results.

For example, the ‘success’ is identified as
the vision for our business, the way we lead

our life, the car we drive, our career, our
home, the style of practice we run. The
results we need to achieve for this to become
reality are based on tangible aspects such as
how many clients of a particular type we
want and how much business we need to do.

The actions required to achieve these
results are the performance standards we
adopt, such as how many calls we make and
how many personal introductions we obtain.
They can also be the small actions we take at
a subliminal level which are almost
imperceptible but which have a huge impact
on the results we achieve.

For actions to become habits, the Mindset
must allow them to become automatic and
consistent so that success will be attained
and sustained. If actions are not developed
into habits, the results will be short-lived and
the success will be, at best, transient.

Unfortunately, most people and companies
expect that tacking new techniques on will
mean enough new results will stick. They
focus on training new actions, based on
desired results for a new level of success. Fair
enough, but I'm sure many people have
returned to the office full of the vigour of a
conference, seminar or training course only
to find that after a couple of weeks (at best)
the new actions have lost their appeal, and
the enthusiasm has waned.

This is a problem encountered regularly.
Many business people want to pursue a new
idea only to find that in the space of a few
days the initial disciplines have dissipated.

The result of this is that, because the ‘M’
has been ignored as a contributory factor, the
programme of change is not MARS at all.

The success Mindset

The fundamental element in creating a set of
new habits (bearing in mind that people
always default to habits) is Mindset. The
right mindset will help develop the
momentum needed to convert the disciplines
(new actions) into habits. The changes begin
in the mind before becoming a regular set of
behaviours that develop into the default
actions. That is, they become second nature.

Initially this will require implanting a new
mindset by a process of “reprogramming”. We
need to believe new things, think in a new
way, expect different performance levels and
allow our mindset to drive the changes.

In essence, we need to reprogramme our
mindset to see different images and expect
and believe different performance levels,
even before we have attained them. It is this
approach which is the bedrock of most
modern performance coaching for sports
people. And if you want to be in the gold
medal bracket when it comes to business, it's
time to ramp up the mindset and start
thinking like a gold medal performer,

Phil Olley is a top business coach, a
professional speaker and author of "Counting
Chickens - strategies for personal success in
business". Visit www. PhilOlley.com, call 01592
563393 or e-mail Phil@PhilOlley.com
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