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Rich Vosler is a Certified Coach who specializes in the Sales Industry.
He is the owner of Rich Vosler Coaching & Inspiration and
www.RichVosler.com where he blogs on success principles for sales
people. He started his sales career in 1988 and credits the principles of
success that he has learned from the industry for the accomplishments
he’s been able to achieve in his business, personal and spiritual life. Rich
is the author of many published online articles about principles of
leadership and success and is also a motivational speaker.

He feels that his most distinguished accomplishment is being an awesome dad to his nine
children. They live together in the beautiful Northeast surrounded by open farmland and
forest. You can contact Rich through his website at www.RichVosler.com.
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Introduction

When you’re career is in sales, there can be a lot of pressure to hit goals by the
end of the month. How do you do that? Are you one of those sales people who throw a
bunch of mud on the wall in hopes that some will stick? Or are you someone who is more
organized and likes to have processes in place and make your sales strategically? Either
way, this report can help.

In my career as a sales person and a sales manager, I find that many people lack
some very important but simple steps to help them achieve their sales goals. These simple
steps will help you focus on what’s most important. The natural outcome of following
these steps will be that you will achieve your goal. So let’s get started!

Here are the Simple Steps:

1. Every goal, big or small, has to be written down.

2. Small goals are just as important as big goals.

3. Always define the obstacles that could come between you and your goal.

4. Write the specific action steps that tell you how you will deal with each obstacle.
5. The action steps are always more important than the goal itself.

6. Goals should be written to be changed whenever necessary.

7. If you don't reach a goal, and you have to change a target date, change the date. Then
keep going.

8. The six most important words in goal setting are "start again, start again, start again."
9. Share your goals only with people who believe in you.
10. The most important ingredient in the success of your goals is your attitude.

There you have them. Now let’s explore them more in detail.
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Every goal, big or small, has to be written down

This first step is so important yet people always fail to do it. I don't think they fail
to do it purposely, I think they don't do it because they really don't think it's that
important. They say, "I know what my goals are. I've got them all in my head." Sound
familiar? It does to me too! We'd be better off writing them on a piece of paper and
taping them to our heads!

I learned a long time ago that the simple act of writing down your goals sets your
mind to begin working on the goal without you even knowing it. Your subconscious
mind begins to make things happen in the background. You'll meet someone by chance,
so you thought, and 2-3 years down the road that person has an integral part in your
business or your life. And it all started because you wrote down your goal.

When you write your goals you have to be very “The si

: : : e simple act of
specific. You should begin the goal with these words: .. P
“My goal is to...” and then write the goal. But don't be writing down your
general. Don't write "My goal is to be financially free goals sets your
someday." You need to be more specific: "My goal is to mind to b egin
make $250,000 a year by making one new contact per .
day." working on the goal
without you even
Then, most importantly, date the goal. The goal . )
I just mentioned above actually has a sub goal. This kllOWlllg it.
goal would be "My goal is to make one new contact per
day." This would be a "step goal" to the ultimate goal of making $250,000 a year.
Nevertheless, you still have to date it. So you write the date you want to make $250,000 a
year by, and then you write the date of the step goal of making one new contact a day. As
you're doing all of this your subconscious mind is working on ways to make it happen.

Always make sure to take some time to do this. Writing goals shouldn't be a once
a year project where you write them then stuff them in a drawer somewhere to never
review again. It should be done daily, weekly and monthly. But set aside time in your
calendar to make it happen. You won't be disappointed.

Here's an assignment for you: Write a list of everything you'd like to be, do,

have or change. Once you make this list it will serve as your goals list from which you'll
pull ideas for your regular goal setting sessions.

Small goals are just as important as big goals

Most people, when setting goals, concentrate more on the big goals then they do
on the small goals. I first started setting goals when I was involved in direct selling back
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in the early 1990s. I thought for sure that goals were meant to be gigantic achievements
that you needed a process to reach. I learned that the second part of that statement is true
but the first is not. Even small goals need a process but not all goals had to be huge.
Small goals are just as important as the bigger ones.

The reason for this is simple. In the process of goal setting that I teach, called
AGS, we break the goals into smaller pieces through a process of identifying the
obstacles between you and your goals then coming up with an action plan to overcome
those obstacles. What that does is break the goals into smaller pieces that are easier to
work on.

When you have smaller pieces that are focusing on overcoming an obstacle, they
become smaller goals in themselves. So in order to achieve the big goals, there are
always smaller goals that need to be accomplished on the way to the bigger goal.
Anytime you break up a bigger goal, you're creating smaller goals to work on. That's why
the small goals are just as important as the big ones.

“Most people o
who set goals The other part of this is that there are always small
things for us to accomplish on a daily basis. Making that
try to go to dentist or doctor appointment is a small goal but it's something
work on the we have to take care of. Ignoring those things could be
oal itself disastrous. Just because they seem trivial doesn't mean that
g . 1 * they aren't goals. Dentist and doctor visits could be part of a
That is a huge | much bigger goal of living healthier.

mistake.”

As you learn the process of setting goals you must
remember that the small goals are important too. If you wanted to climb a stair case you
wouldn't try and take it in one giant step. There are little steps already there for you to
walk up one at a time. The same is true for goal setting. Every big goal has smaller goals
already built into it. Finding them and working on them will make your climb much
easier.

Define the obstacles that come between you and your goal

What does this mean? Well, whenever you set a goal there is always one or more
obstacles that stands between you and your goals. Obstacles are things that stand in the
way of you achieving that goal. In other words, it's most likely something that you fear.

Let's say for example that you have a goal of beginning a public speaking career
among your peers. Obviously the big obstacle that stands between you and that goal is
your fear of public speaking. So the object of AGS (Active Goal Setting) is to identify
those obstacles and come up with an action plan to overcome those obstacles. In the case
of this particular goal, a good action step could be to take a Dale Carnegie or similar
speaking course. That will teach you how to get over your fear of speaking.
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Most people who set goals try to go to work on the goal itself. That is a huge
mistake. When you do that you're trying to take on too much. There has to be a process
of breaking down the goal or working on smaller pieces of it. The process I'm describing
does just that.

The other important factor here is that when you go to work on removing the
obstacles, the goal automatically comes closer to you. So achieving the goal becomes a
by-product of working on removing the obstacles. Not only is this process effective, it's
also fun!

Remember: don't go directly to work on the goal. First identify the obstacles
between you and that goal and then come up with an action plan to overcome it. By doing
this you're also working on one of the foundational principles of success - learning to
solve problems. As you work on overcoming the obstacles to your goals you'll learn a lot
about yourself and how you problem solve. Don't take this lightly. Problem solving is
an uncommon trait in sales people these days. If you learn how to solve people's
problems through what you're offering in a product or service, you're chances of success
in any economic climate increase.

Write specific action steps to deal with each obstacle

This is a very important step that a lot of people don't do. Once you define the
obstacles, you have to figure out a way to overcome them. You do that by creating an
action step that will tell you how to deal with the
obstacle. All goals have obstacles but unless you come
up with a plan to over come them they will remain in
your path and prevent you from reaching your goal. how to solve

' o ' people’s problems,

, Lets. say you're driving to an appo.mtment. and your chances of
you’re running late. You pull onto the main drag in an .
unfamiliar area and there is a huge traffic jam. What do success will
you do? Do you turn around and go home? No, you increase no matter
figure out a way around it by checking your r?ap or using what the economic
your GPS system. What have you done? You've taken an . .
action step to deal with the obstacle. It's the same process climate is.”
with goals. Except there's a catch - when you first set out
to do this you're not going to have any clue what the action step should be. When I go
through this process with clients, it takes them a while to come up with an action step.
The reason for that is because this is a new process, one we're not used to dealing with.
Most people throw up their hands and say a few choice words when a big obstacle comes
up. Others blame Murphy’s Law. But with you it's got to be different. If you're serious
about reaching your goals you have to stop and take the time to figure this part out. When
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you get the answer and apply the action step, doors will open up and ideas will follow
that will move you forward. Do this for each obstacle you've defined.

As you begin to learn how to do this you'll see that the by-product of this process
is reaching your goal. Most people who set goals try to immediately work on the goal.
And you know what? Most of them fail. That's because they haven't taken the time to
identify the obstacles and create action steps to overcome them. As you work on the
action steps - the most important part of the goal - the goal itself gets accomplished. Try
this process and you'll see what I'm talking about.

The action steps are more important than the goal itself

This is a very important piece to learn. As mentioned previously, most people
who set goals go directly to work on the goal itself without taking into account the
obstacles and action steps. The reason the action steps are always more important than
the goal itself is because they are like smaller goals that lead to the bigger goal. When
you figure out the action steps to overcome the
c obstacles then you are breaking the goal down into

When you get the smaller, more attainable sub goals. That makes the
answer and apply process easier and the goals easier to accomplish.

the action step,
doors will open up

The other reason is that sometimes the action
. R steps can become goals that will have their own
and ideas will obstacles and action steps. Let me give you an example.
follow that will Let's say your goal is "to increase the number of
ss | monthly sales from 10 to 15" and you plan on doing
move you forward. that with a brand new product. One of your obstacles to
that goal is that you don't know much about the new
product. So the action step then becomes "to learn about the new product." In the process
of learning about the new product you find that there's a lot more to it than you originally
thought. It's OK to then make "learning the new product" a goal itself. Then you do the
same process as before - what are the obstacles to learning the new product and then each
of those obstacles have their own action steps. Are you beginning to see it? Once you get
this process down you'll be setting and reaching goals like crazy!

Goals should be written to be changed whenever necessary

Do Not Write Your Goals in Stone! That's pretty bold of me to say isn't it?
Actually, it's really not. I learned a long time ago that "Goals and plans change but
decisions don't." The ultimate decision you make to reach a goal should never change but
how you get there may change a lot in the process.
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When I first started the goal setting process I thought that setting your goals in
stone was the right thing to do. The thing I didn't realize is that life happens and things
get uprooted. In short, you have to deal with interruptions. So if you know that going in,
you need to set your goals so they can be changed whenever necessary.

What happened to me a few years ago is a prime example. [ was moving up the
fast track at my company. I was being interviewed for some regional vice president
opportunities when my wife was suddenly diagnosed with cancer. Nine months later she
passed away and I had to figure out how to move forward and raise our 9 children. Today
it's still a struggle but thankfully I had my own coach who taught me this concept prior to
that all happening.

Situations like I went through make you realize that your job is not the "end all be
all" like we've faked ourselves out to believe. So as soon as she got sick, I dropped
everything I was working on and tended to her care. I was probably out of the office for 7
of those 9 months. I worked some from my Blackberry and laptop and made some visits
to my office but that was it. For this reason this step holds

special s1gmﬁf:ance for me. I didn't have to agonize over “Situations like I

what I was going to do about my goals when this all

happened. I knew what my priorities were and I put the went through

goals off to take care of what was most important to me. make you realize
Situations like I went through make you realize that that your JOb 18

your job is not the "end all be all" like we've faked not the ‘end all be

ourselves out to believe. Is it important? Absolutely. But all’ like we've

you still have a life outside of it. Thankfully, the company |

was working for understood that concept in a big way. faked ourselves

out to believe.”

How do you write goals to be changed whenever

necessary? It's simple. You just have to make sure you're not setting yourself up for
failure. Don't say "My goal is to be a millionaire in 6 months." How about being a
hundred-aire or a thousand-aire in 6 months? We always get excited about our goals,
especially at this time of year, and then we put these ridiculous expectations on ourselves
and quit or slow down. Then we beat ourselves up for not doing it and that makes things
worse.

The other piece to think about is how much you could get done if you concentrate
on one thing daily that you can actually accomplish. Instead of spending your days
worrying about why you didn't do what you were supposed to, you could be getting one
major thing done per day. You'd be so much further ahead. In my own life I can tell you
that I've wasted a lot of days thinking about that. Not so much anymore.

So remember, goals and plans change but decisions don't. If you keep that in mind
and write your goals so that they can be changed whenever needed, you'll do fine. It's all
about setting up expectations you can actually live up to.
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Can't Reach Your Goal? Then change the date!

If you don't reach a goal, and you have to change a target date, change the date.
Then keep going. This is an area that I struggled with and actually sometimes still do.
Why would I date a goal with the intention of changing it when I don't reach it? That's
not really what [ mean. I do mean that you shouldn't stress out and beat yourself up if you
don't reach a goal. The goal setting process is supposed to simplify things and accelerate
your journey to success, not make it more difficult. Therefore, it's wise to go into the
process with the attitude "I know stuff can happen (and it will) so I'll build a cushion into
my goal setting process that will allow me to change the date and keep going."

I once heard a speaker say, "I've hit every goal I
ever set....after I set it enough times." There's much “Do you
w1sd0m in that s'en‘Fence. We have to stop acting like we're understand that
losers if we don't hit our goals. Do you understand that .
beating yourself up takes more energy than re-focusing and beatlng yourself
starting again? This is very important. If you beat up takes more
yourself up, the energy you'll need to get back on track is _
much more than you'd use if you just accepted the fact that energy than re

you should move on and re-focus and reset the target date. focusmg and
There's no room for pity parties here. Nobody comes to starting again?”
them anyway!

Remember: Go into the goal setting process with the attitude that if you don't
reach it, it's ok. Just change the date and move on. The six most important words in goal
setting are "start again, start again, start again." So get moving and start again!

Be careful who you share your goals with

When you were younger, did your mother ever tell you not to hang out with a
certain group of kids? Do you know why she told you that? Because mother's have an
instinct for danger, a built in danger meter. They know when danger is near. She also told
you that because she knew an age old truth: We become like the people we associate with.
It's true. I've had several friends in my life that [ hung out with and if they had a
particular saying or phrase they always repeated, I undoubtedly started integrating that
phrase into my vocabulary after being with them for an extended period of time.

This principle can also be applied when it comes to sharing your goals with
others. There's an old story that says if you put 3 crabs in a bucket one will always try to
climb out. As it gets to the top, the other crabs in the bucket will always pull the one
trying to climb out back down. A lot of times that's true with the people we spend time
with. It's not that they don't want you to succeed; it's that they don't want you to leave.
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One of my favorite movies is “Invincible.” It's the story about Vince Papali, a
wide receiver and special teams player for the Philadelphia Eagles (I'm a Giants fan but
still loved the movie) who got a chance to try out with the Eagles and made it. In one of
the scenes at the bar where Papali works, one of his friends is acting strange, picking on
him and being nasty to him. When Papali asks the bar owner, another friend of his, what's
going on, the bar owner tells Papali that the other guy is afraid Papali is going to leave
them and never look back after he starts playing pro ball.

. . When friends feel threatened by your success, they're
The single afraid that your friendship is going to end. Sometimes they'll
most important do crazy things to prevent that from happening. They'll tell
ingredient in you that your crazy for wanting more, that you could never
accomplish something and besides why would you want to
the success of do that because you have everything you already need: good
your goals is friends, a good job, a family...what else do you need?

your attitude.”

That's why it's important to share your goals only
with people who believe in you. If I'm working on a big goal, there's certain people I
won't tell. Not because I'm afraid of what they'll say but because I don't want to spend the
energy explaining why I'm doing it when I could be putting that energy into
accomplishing the goal. So go ahead and share your goals with your mentors and
coaches. But be careful beyond that unless you know that the person, like a supportive
spouse, would definitely get behind you.

The most important ingredient in your goal’s success

Without a doubt the single most important ingredient in the success of your goals
is your attitude. I've said it many times before...attitude is the main key to success in any
endeavor. Denis Waitley says "Your attitude is either the lock on or the key to your door
of success." The choice is yours. Some people's attitudes prevent them from succeeding
and other people's attitudes propel them to success. Which attitude do you have?

Zig Ziglar says, "We all need a daily check up from the neck up to avoid stinkin'
thinkin' which ultimately leads to a hardening of the attitudes." How do you do that? I
talk about that on my brand new DVD Secret’s Of Sales Power. It's a combination of
several things that you do on a daily basis - the check up that Zig is talking about - that
includes reading, listening and learning. The hard part is building the habit to do it. And
I'm sure you've heard that habits take 21 days to make. I submit to you that it takes longer
because no one does anything for 21 days straight. So it's more like 30-45 days or more.
And even still, old habits die hard so you've got to stay on top of the new habit to make
sure it happens.

Through this whole process of goal setting it's important to make sure that you

have the right attitude, the right mind set. It's a decision but it also has to be backed up by
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action. One of my mentors says that the secret to success lies in what you do daily. It's
your daily commitment to change that will make all the difference.

One of the best ways to start is by following something Gandhi once said: "Be the
change you would like to see." Instead of complaining all the time - and we sales
professionals love to complain - become the change you want to see happen. If you wish
people would do more things for you at the office while you're on the road instead of
screwing up all your transactions, then you start doing more things for them and take the
higher road first. YOU take the first steps.

When you're in sales, you're not only building relationships with your customers,
you're building relationships with your support staff and that may be more important. Do
you know that your support staff can make you or break you? It's true. I worked at one
company where we were told to ask ourselves, "Who is your customer." Really
contemplate that. Your customer is anyone and everyone that you interact with on a daily
basis whether or not they buy something from you. When you get that attitude, things
will start happening. The best salespeople I've worked with had great relationships
outside the office as well as inside the office. If you don't have those kind of relationships
on all fronts, that's where I challenge you to start.

“Your customer is
anyone and everyone
that you interact with on
a daily basis whether or
not they buy something
from you.”
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What Are Your Next Steps?

If you’ve never done a goal setting session before, I would recommend that you
schedule one for yourself. Put it in your calendar right now. Block out at least an hour,
preferably 2 hours to work on this important step to success. The time you spend doing
this will be very well spent.

Once you feel comfortable doing it, ask your spouse and children if they’d be
willing to have you teach them how to do it. Kids don’t learn goal setting principles in
school. Teach one step a week for 10 weeks. Make it a fun project.

When you’re finished, contact me through my website, www.richvosler.com and
I’1l send you some additional resources.

90 Day Sales Power Explosion

12-Week Mentoring Program

In this ground breaking, brand new program you’ll learn, step by step, what to do
in the next 90 days that will build a foundation for massive future success in your
Sales career. It’s effective and easy to implement. Here’s some of what you’ll
learn:

Motivating yourself and your team

Setting goals you can actually reach

Overcoming objections and rejection

A Fast Start program that will blow the socks off anything you’ve seen
before

How to get it all done by balancing family and business activities

e Implementing a successful prospecting system

e C(Creating a winning attitude

If you’ve been looking for some direction and a blueprint for success for your
Sales career, this 12-week mentoring program is for you. It will keep you focused
on key activities that will most certainly guarantee your success. Visit my website
at www.richvosler.com for details.

Good Luck, God Bless and Make It A Great Day!

Rich Vosler
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