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Goals & Goal Setting

"Setting a goal is not the main thing. It is deciding how you will go about achieving it and staying with that plan." – Tom Landry 
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he major reason for setting a goal is for what it makes of you to accomplish  it. What it makes of you will always be the far greater value than what you get. 

When Andrew Carnegie died, they discovered a sheet of paper upon which he had written one of the major goals of his life: to spend the first half of his life accumulating money and to spend the last half of his life giving it all away. And he did! 

Some people are disturbed by those tough days because all they have is the days. They haven't designed or described or defined the future. 

Goals. There's no telling what you can do when you get inspired by them. There's no telling what you can do when you believe in them. And there's no telling what will happen when you act upon them.

We all need lots of powerful long-range goals to help us past the short-term obstacles. 
Continued on page two – Goal Setting
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Prospecting –

A Key to Sales Success!
T

here is an old axiom: “you have to hunt where the ducks are.” This is especially true in selling. If you do not have a pipeline filled with prospects, you are not putting yourself in a position to sell very high volume. The Champion Salesperson recognizes that the lifeblood of sales is prospects. Before you can begin developing prospects, there are a couple of things that need to be defined.

The first step in prospecting is to understand what a prospect is. A Prospect has to meet three criteria: 
1. they have a need for your product or service, 
2. they have the ability to make a decision, 
3. they have the ability to pay for your product or service. 
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If you are talking with someone and you don’t know if they meet all three criteria, you are talking with a suspect. At one point all prospects were suspects. The key here is that you need to find out if your suspect qualifies as a prospect. If not, move on. Don’t waste valuable time on people that will not buy.

The next step in prospecting is to understand what business you are in. There is a story about a drill bit manufacturer who when asked about his business said, “We provide drill bits for businesses and individuals.” Later that day he saw a man using a hammer and nail and asked, “What are you trying to do?” The man replied, “I’m making a ¼” hole.” From then on the manufacturer recognized he was in the business of helping people make holes. 

Continued on page two – Prospecting

Web Site of the Month

Consumer.gov is your one-stop resource for consumer information available from the federal government. 

This site provides links to a variety of services available to the public such as –

· Identity Theft

· Free Credit Reports

· Recalls

· Consumer Complaints

· Do Not Call Registry

and a variety of other services involving health, finances, careers, technology, product safety, etc…

Check it out at:
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www.Consumer.gov
 General George S
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Hank Sullivan is President of Strategic Solutions in Hayward, CA and a Nationally Certified Business Coach. He provides processes to assist individuals and businesses in improving results. He concentrates on leadership development/coaching in areas such as Management, Sales, Customer Service, and Strategic Thinking and Business Planning. In addition, he offers a program for youth leadership called America's Rising Stars.

Strategic Solutions

25985 Clausen Ct. 

Hayward, CA 94541
(510) 432-7596
hsullivan@stratsolutions.net
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Continued from page one – Goal Setting
The ultimate reason for setting goals is to entice you to become the person it takes to achieve them.
Don't set your goals too low. If you don't need much, you won't become much. 

If you go to work on your goals, your goals will go to work on you. If you go to work on your plan, your plan will go to work on you. Whatever good things we build end up building us. 

We all have two choices: We can make a living or we can design a life. 
Make this a Positive Day...unless of course you've made other plans!


Continued from page one – Prospecting
Once you begin to think in terms of what benefits your product or service provides, you are on your way to defining what business you are in.
Once you know how to identify a prospect and what business you are in, you can go out into the marketplace to target prospects. 

Reprint permission granted by author Andre Boykin of CAPITAL iDEA
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Fall 2008 Hayward Chamber

Improving Results Seminars
Starting October 8, 2008 the Hayward Chamber of Commerce and Strategic Solutions will be offering seminars in its continuing series to help local business people make improvements. 

Oct 8,2008   Management Communications.  

The first seminar will focus on Effective Communications Techniques. During difficult business times it is critically important to insure that your communications are focused on achieving the results you desire.

From the famous movie Cool Hand Luke, a line has been repeated over and over to this day “What we have here is a failure to communicate.”  Everyone in your company can benefit by not failing to communicate effectively.

Oct 22,2008     Planning for 2009            
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In order to have a successful 2009, every business person needs to have an effective plan. The old saying remains true to today “Those who fail to plan, plan to fail” Come to this seminar and learn the basics of an effective business plan for every person in business.

Nov 12, 2008     Sales Techniques      

“Nothing happens until a sale is made.” If you want to increase your sales in 2009 then this seminar will help you identify techniques to accomplish your goals. This is a must for anyone in sales. 
Sponsored by Hayward Chamber of Commerce / Cost $50.00 for all three or $20.00 per seminar. Contact Susan Ojeda-Cobos at 510-537-2424 or email susanoc@hayward.org to reserve your spot
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