[image: image1.jpg]




Strategic Goal Setting
“If you don’t impose your wants and desires onto your business, your business will impose it’s wants and desires onto you.” Nic Clarke
This is a great quote as it suggests that in business we need to be clear about what our wants and desires are. In fact, this is the starting point of any successful business. The main reason businesses struggle is that the owner was never really clear about what they wanted when they set up the business, or maybe they had an idea but with the daily grind of setting up a business they forgot.
So what does Strategic Goal Setting involve?

I believe Goal setting is a 4 part process:

1. Vision Statement

2. Mission Statement

3. Values

4. Strategic Objectives.

Together, they clarify your needs and wants and give you the roadmap to take your business from where it is now, to where you want it to be. They will keep you and your team on track to achieving your long term goals. 

What is Vision?

A Vision Statement describes the future: where you are going or where you want to go.

A vision statement should:

· Answers the question - what does success look like? 

· Challenge you and your team

· Capture the passion you had when you dreamed of starting your business

· Inspire and motivate you and your team

· Give your team an insight into what is important to you.
How do you do this?

Imagine it is 10 years from today and everything has worked perfectly to plan; describe how your business looks (eg. size, location, appearance, team, turnover, reputation etc).

What is Mission?

Your Mission Statement describes why you exist today and what you are doing to pursue your vision of the future. It should say who your company is, what you do, what you stand for and why you do it.

A Mission Statement should answer the following 3 questions:

· What are the needs we fulfil (What is the purpose of our business)?

· What are we doing to address these needs (What does the business do)?

· What principles or beliefs guide our work (What are our values)?

A Mission Statement should:

· Influence key business decisions (ie. How does this decision fit with our Mission Statement?)

· Be short enough so that anyone connected to the organisation can readily repeat it (2-3 sentences)

What are Values?

Values are often included in the Mission Statement (what principles and beliefs guide our work?), but I believe they are that important that they should be further clarified on their own. Values are simply Behaviours that you live your work life by and expect your employees to do likewise. They are important as they clearly define to your staff how you expect them to behave. I once heard Tom Potter (founder of Eagle Boys Pizza) say that the main criteria he used when employing staff were their values. If their values didn’t align with the business, it didn’t matter about the rest of their skills and experience.
You can’t expect your staff to behave how you want them to if you have never clarified what you expect from them. Consider the difference between a business that values profit over service. How differently do you think they would act? So don’t take the chance; and ensure that your staff are fully aware of your values. Values are what guide you and your business.

What is Key Objectives?

These are your specific goals or actions, that when combined will get you closer to achieving your mission and vision. They also allow you to ensure that your business is on track or if you need to review and correct. In other words, they are the road signs on your business’s journey.

To be effective, key objectives need to comply with the “SMART” principles. 


S
-
Specific


M
-
Measurable


A
-
Achievable


R
-
Result


T
-
Time Stamped

A final note:

It is important that all 4 areas support each other. For your business to be truly successful, you need to continually review your goals and ensure that they are not in conflict with each other. 
A good example of this is our local Medical Centre. They have signs up in the waiting room with there Mission Statement with following line – “we firmly believe in providing an ‘old fashioned’ service where you, the patient, are our most important asset”. This would suggest that their values are based around service and the customer. However, every time we take one of our kids there we end up waiting an extra 10-15minutes after the appointment time. This would suggest to me that their real values are based around profit, so they allocate the minimum time per appointment to get as many appointments per day. Now this is nothing new with Medical Centres, but is a great example of a business that has its mission and values in conflict. This has to lead to confusion not just with the employees but with the customer – me! They need to decide which value is important to them and then refocus on that.
So get your key staff together and start working on your wants and desires and what values will guide you. Then use this to develop your key objectives for the next 12 – 18 months. 
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