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Goal Setting
Services
For many years, people lived with the mistaken belief that 
their home life and their work could be totally separate. 
Many people gave their families and personal lives a back 
seat to their careers, chasing only the carrot of success 
while other facets of their lives suffered.

In the 1960’s the pendulum began to swing in the other 
direction. Young people in our country started question-
ing the traditional values of the “establishment.” They 
denounced the work ethic and advocated recognizing 
people as individuals with needs that extended beyond 
work alone. They had a good point but perhaps they 
pushed the pendulum too far. It is undeniable that a 
person’s needs and identity encompass more than what he 
or she does for a living.

Balance
We all need to keep our lives in balance. It is important 
to realize and accept the fact that many needs must be 
fulfilled if we are to be well adjusted and happy. Our basic 
needs fall into seven categories:

• Mental: The functions of your mind memory,  
 concentration, learning, creativity, reasoning,  
 mathematical ability, etc.
• Physical: The many functions of your body overall  
 fitness, percent of body fat, skills and abilities, agility,  
 endurance, etc.
• Family: Your relationships with the special people you  
 consider part of your family
• Social: Your relationships with others outside the  
 family and outside your business
• Spiritual: Your relationship between you and  
 your Creator; also defined as the philosophical and  
 humanitarian areas of your life
• Career: Your involvement in your chosen field, both  
 on and off the job
• Financial: The management of your financial  
 resources and obligations

In many ways we are like the fragile ecosystem of the envi-
ronment in which we live. The different elements of our lives 
are interdependent. One need affects the others, especially 
when it is grossly neglected. For example, we all know that 
financial problems affect personal outlook, health, social 
life, and family life. It is for this reason that practitioners of 
holistic medicine examine all facets of a person’s life when 
they search for the cause of a physical illness.

There is no escaping the fact that we are complex be-
ings with complex needs. Our needs are dynamic rather 
than static that is, they change. At one point in our lives 
the development of a career may require more time than 
our spiritual or family needs. At some other time, physi-
cal needs may be emphasized more than social or financial 
needs. Just because one need is more urgent than others does 
not mean that the others disappear. They, too, must receive 
at least a minimal amount of a�ention. Rarely can a need be 
completely neglected without unpleasant consequences.

To begin your career effectively, you need to work at bring-
ing your life into balance. This requires goal se�ing iden-
tifying the end results you would like to achieve for each 
facet of your life. Only then can you plan the concrete steps 
and intermediate goals that stand between your present 
situation and your ideal concept of yourself.
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2

The Importance of Goals
“Most people aim at nothing in life. . . and hit it with amazing 
accuracy.” (Anonymous)

Such a statement is a sad commentary about people, but it 
is true. It is the striving for and the a�ainment of goals that 
makes life meaningful. Lewis Carroll stated this point beau-
tifully in Alice in Wonderland (Through the Looking Glass):
Alice: Mr. Cat, which of these paths shall I take?
Cheshire Cat: Well, my dear, where do you want to go?
Alice: I don’t suppose it really ma�ers.
Cheshire Cat: Then, my dear, any path will do!

No ma�er what kind of traveling you are doing whether it 
is through your life or across the country by car if you do 
not know where you are going, you will never know if you 
have arrived. Taking “any” road will leave your fulfillment 
to chance and that is not good enough!

People who have no goals walk around feeling emotionally, 
socially, spiritually, physically, and professionally unbal-
anced. This can only cause anxiety. People who have goals 
are taken seriously and are respected by their peers. It is a 
sign of strength to make decisions that positively affect the 
direction of your life.

History demonstrates innumerable examples of the im-
portance of goal se�ing. Can you imagine the following 
exchange taking place a�er Sir Edmund Hillary returned 
from Mount Everest?
Reporter: Congratulations, Sir Hillary! Tell me, why did 
you become the first man to conquer Mount Everest?
Sir Hillary: I was just wandering around trying to become 
inspired when I ended up on the top of this mountain.
Reporter: Really! Did it work?
Sir Hillary: Yes, but by the time I got back I forgot what my 
brilliant idea was!

Of course, this scenario is absurd because such a monu-
mental feat such as climbing Mount Everest would take 
some serious goal se�ing and planning. Naturally, Sir Hill-
ary had to work hard to gain the knowledge and physical 
skill necessary for the climb. He also had to acquire the 
help of a team of experts and procure all the equipment. 
The planning stages must have taken an enormous amount 
of time longer, no doubt, than the climb itself.

The same principles apply to success in your career. You must 
identify your goal and map out the steps that will take you there.

Goals, when earnestly pursued, give people reasons to do 
some things and to avoid other things. We know a young 
man who has never been involved with drugs or in trouble 
with the law. We marvel at his good fortune and strength of 
character. When he was ten years old, he set himself a goal, 
to be an astronaut. At last report, he had graduated from 
the U. S. Air Force Academy with a degree in engineering. 
His goal was so important that he avoided doing anything 
to hurt his chances of success. Goals give us purpose and 
channel our energies.

It is easy to spot a person who has a clear set of goals. That 
person is the one who exudes a sense of purpose and determi-
nation. He or she has abundant energy and is willing to put 
more time and effort into any given task. Being goal oriented 
helps one become more positive, optimistic, and assertive.
 
We can think of ourselves as bodies of water. Someone 
without goals is like a stagnant lake, spread out, with no 
movement. The lake just sits there motionless at the bo�om 
of a mountain. A goal-oriented person is like a river forging 
its way through obstacles in its way, the mountains. The 
river has movement. It is exciting and it carries things with 
it in its flow of enthusiasm.

In recent years many studies have focused on productiv-
ity. One finding repeatedly confirmed is that people who 
continuously set, pursue, and monitor their career goals 
are more productive than people who just “work at a job.” 
Pride in and ownership of one’s choices are important 
ingredients in career satisfaction and success. In contrast, 
the uninspired worker goes home at the end of the day, 
having gained nothing more than a few dollars and a lot 
of aggravation.

Even on the factory-worker level, it has been shown that 
productivity will increase if a be�er incentive (goal) is pro-
vided for the worker. We all know that piece workers are 
more productive than salaried employees. This proves the 
“WIIFM” principle: What’s In It For Me? The greater the 
rewards are, the higher the drive is to attain the goals 
set. The individual chooses the goals with the most 
desirable payoff.

Almost every speaker, writer, and educator in the area 
of personal success agrees that commi�ing your goals 
to paper is a necessary step in commi�ing one’s life to 
a�aining those goals. If you take the time to do this, you 
will stack the odds in your favor and be on your way to 
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mit their goals to writing.

The dividends reaped by investing in yourself are unlike 
any found in the financial world. When you clarify your 
values and set goals in all the major areas of your life, the 
right roads appear in front of you like mirages in the des-
ert. Yet, rather than mirages, they are real! Choices become 
infinitely easier to make and you have taken a giant step 
toward living a balanced life.

Foundation Development
Unfortunately, our society is externally oriented. We judge 
books by their covers, people by their wealth or beauty, and 
jeans by their designers. Our culture teaches us superficial 
values by which to live and judge others. These values are 
not conducive to the development of the qualities of inner 
strength, sensitivity, patience, thoughtfulness, compassion, 
or other virtues necessary for well-adjusted, happy individ-
uals. Yet to strive long and hard toward an important goal 
one should possess a firm foundation of these inner quali-
ties. This is true for any endeavor requiring inner fortitude. 

The same principle applies to psychotherapy. Before a cli-
ent can start on the path to being well-adjusted (balanced), 
his or her basic values must be explored and clarified.

Building a successful career is like building a house. If your 
foundation of inner qualities is strong, you can continue to 
rise on each completed accomplishment. If your foundation 
is weak, however, it could all crumble in a storm, such as a 
personal slump or weak economy.

 
Assumptions and Their Effect on Behavior
When you stop operating under the assumption that things 
will go on forever as they are, you can then initiate some 
changes. More o�en than not, it is our assumptions that 
limit our perceived options. Negative assumptions set up 
internal obstacles that automatically defeat us.

One of the most common negative assumptions is, “I’ll 
never accomplish that, so why should I waste my time?” 
If you assume that you will not achieve a certain objec-
tive, then you won’t! Either you will pass it by or you will 
predetermine the outcome by your a�itude. Predetermin-
ing the outcome could be saying to the buyer, “You’re not 

interested in this product, are you?” Ninety-nine times out 
of 100 she will prove you right by saying, “No.”

Some common negative assumptions are: 
• “The economy is bad so people aren’t buying.”
• “I’ll never make as much money as I want.”
• “I’ll never find a job I can honestly be enthusiastic about.”
• “They don’t need me.”
• “They won’t like me.”
• “I’m not smart enough.”
• “They won’t be able to pay me what I’m worth.”
• “I’ll never be able to work X number of hours per week.”
• “People don’t like me.”

Such negative assumptions usually become a self-fulfilling 
prophecy. You assume you cannot do something and then 
you act in ways that guarantee your failure. You have then 
reinforced your original assumption. This could go on and 
on until you quit trying altogether.

Dr. Eden Ryl, in her film, “You Pack Your Own Chute,” 
conceptualized the relationship between assumptions and 
behaviors in a different way. She said: A1B1 where “A” 
stands for assumption, “B” stands for behavior, and the 
arrow is read as “leads to.” When you assume that you are 
capable of a certain behavior and only that behavior, then 
your actions will be consistent with and limited by that as-
sumption. If you want new behaviors and higher achieve-
ments, it is doubtful that you will ever achieve them until 
you expand your assumptions about what you can do. 

 
Positive Thinking
In recent years there has been much criticism levied at posi-
tive thinking, probably because it has been exploited and 
over-commercialized. The fact remains, however, that posi-
tive thinking works. If you are serious about succeeding in 
your chosen field, it will be necessary for you to cultivate 
positive thinking as a habit.

Self-Confidence
Self-confidence is the food that feeds our personal growth. It is 
an absolutely indispensable part of achievement. Self-confidence 
stems from the self-awareness of our intrinsic worth as individu-
als. We are blessed with an incredible amount of potential; most 
of which is untapped. George Santayana once wrote, “Man is 
as full of potentiality as he is of importance.” Santayana’s 
thought also implies that the choice is ours, which it is.
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knowledge and self-respect, rather than on comparisons 
of yourself with others. A wise friend once said, “Don’t 
compare yourself to other people because you will feel 
either pompous or bi�er. . . and neither one is desirable.” 
So our self-confidence has to exist in a vacuum, which it 
can. It feeds on the knowledge gained from discovering 
one’s inner potential.

 
Model for Achievement
A�er you have discovered your potential and taken re-
sponsibility for it, you can begin to become aware. Aware-
ness starts with evaluating your strengths and weaknesses 
in the light of your current situation. You then expand your 
assumptions to accept more possible goals for yourself. 
This leads you to expand your actions and eventually to 
achieve your goals. The model for this process is:

Awareness Beliefs Goals Plans Actions Achievements

One step leads sequentially to another. A�er an achieve-
ment you reevaluate yourself and find that each new feath-
er in your cap makes you feel capable of accomplishing 
more and more. Your beliefs (assumptions) then expand, 
making more goals possible. The effect gains momentum 
and grows like a snowball rolling downhill. In this way, 
greatness is achieved through small “stepping stones.”

The Filter of One’s Self-Concept
Ideally, all new ideas could start at the awareness stage and 
move on to the belief stage. However, something called a 
self-concept may get in the way. Our self-concept is the image 
we hold of ourselves. It is the evaluation we justly or unjustly 
make based on everything we have known about ourselves.

Most of us arrive at an inaccurate self-concept. We are 
negative thinkers by habit. This limited self-concept acts as 
a filter to limit the amount of new things that we feel we 
are capable of doing. What happens is this: A new thought 
or feeling comes into our awareness. It comes up against 
the filter, which compares it to our self-concept. If the idea 
is consistent with our self-concept then the new idea is 
accepted and becomes a belief. If the idea is not consistent 
with our self-concept, however, it is rejected. It is for this 
reason that the development of a healthy self-concept is one 
of the most valuable things you can do for yourself.

Flexibility eReport – Creating a self-concept that positively 
impacts your self-concept is essential to achieving your 
goals. Flexibility is an eReport that allows you to analyze 
your a�itudes toward yourself and then dispel the negativi-
ty that holds you back from realizing your full potential. To 
purchase Flexibility, please click here, or visit: h�p://www.
webmarketingmagic.com/app/netcart.asp?MerchantID=580
12&ProductID=2471577

Self-Exploration
In order to explore yourself and have a be�er idea of your 
values, we’ve designed a personal inventory for you to 
complete. It consists of seven pages, one for each facet of 
your life – mental, physical, family, social, spiritual, career, 
and financial. In each of these seven categories, we’d like 
you to write down short phrases about how you see your-
self in terms of strengths and weaknesses in each of the 
seven areas, plus your current situation and things you’d 
like to change in each of the seven areas.
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SELF-EXPLORATION: MENTAL

My strengths: 

My past accomplishments:   

My current situation: (Am I adapting/growing or standing still?) 

Things I’d like to change:
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SELF-EXPLORATION: PHYSICAL

My strengths:   

My past accomplishments:   

 

My current situation: (What kind of shape am I in?) 

 

Things I’d like to change:  
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SELF-EXPLORATION: FAMILY

My strengths:   

My past accomplishments:  

 

My current situation: (Discordant? Harmonious?)  

 

Things I’d like to change:  
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SELF-EXPLORATION: SOCIAL

My strengths:  

My past accomplishments: 

 

My current situation: (Are my needs being met? Am I meeting the needs of my friends?) 

 

Things I’d like to change:  
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SELF-EXPLORATION: SPIRITUAL

My strengths: 

My past accomplishments:

 

My current situation: (Is my spiritual consciousness growing/deepening?) 

 

Things I’d like to change:
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SELF-EXPLORATION: CAREER

My strengths: 

My past accomplishments: 

 

My current situation: (How do I feel about my present job?) 

 

Things I’d like to change:  
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SELF-EXPLORATION: FINANCIAL

My strengths:

My past accomplishments: 

My current situation: (Am I secure? Are my income and expenses balanced the way I want them to be?) 

Things I’d like to change:  
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A valuable way of exploring your values and goals is 
through brainstorming. In brainstorming, you give free 
flight to your ideas on a specific problem to be solved. 
Opening your mind in this way can be valuable. By just 
le�ing ideas flow without judging them, you will generate 
many times the ideas produced through the normal reason-
ing process. A�er the abundant ideas have been generated, 
you can go back to evaluate their usefulness.

Brainstorming unleashes all the creative capacities in our 
minds. It does this by removing the restrictions and guide-
lines under which we have been taught to operate. The 
“rules” for brainstorming are as follows:

• Suspend all judgement. This is a time to remove your  
 internal censor. Nothing is unimportant or too silly to  
 include when brainstorming.
• Think quantity, not quality. The more ideas you  
 generate, the be�er the chances are of hi�ing upon  
 something new and useful. Bad ideas can always be  
 thrown out later.
• Extrapolate and cross-fertilize. No ma�er how  
 nonsensical it may seem, take your ideas to the nth  
 degree. Combine ideas in unusual ways to stimulate  
 new ideas.
• The wilder, the be�er. This is a time to be “way out.”  
 Some of the best ideas are unconventional ones.
• Evaluate later. Do not close your mind to any  
 suggestions. Let the ideas percolate. An idea that  
 seemed ridiculous yesterday may be ingenious  
 tomorrow.

To brainstorm, find a time when you will not be distracted. Sit 
comfortably with a pencil and paper. The purpose of the brain-
storming session should be stated in the form of a question or 
a problem to be dealt with. The question must be specific, such 
as, “How can I increase my inventory of prospective buyers?” 
Once the question has been posed, you should immediately 
begin jo�ing down ideas. It is important to record the first thing 
that comes to your mind. Do not judge, write! Make notes in 
brief phrases to save time. A�er a pre-determined time limit, 
you can fill in the details of your notes.

Brainstorming can be done alone or in groups. If you are 
working alone, a tape recorder is faster than taking notes. 
Again, speak only key words and phrases. Do not worry 
about explanations now. You will know what you were 
talking about when you listen to the tape later.

A�er you have finished, review your notes. Examine all the 
possibilities as they come up. Discard unusable ideas only 
at the end. It is important and worth repeating that you 
should suspend all judgment during this exercise. O�en 
wild and crazy ideas, when put together or altered slightly, 
turn out to be novel, effective solutions. So let yourself go. 
This is a time to have fun with a creative challenge. You 
will find that you have a broader range of choices a�er 
brainstorming than you thought possible before.

Now that you see how the process works, try it out. Pose a 
question to yourself. Write it at the top of a sheet of paper 
and then take three to five minutes to come up with as many 
ideas as possible. Be sure to put yourself on a time limit and 
aim for quantity, not quality. Take the time now to complete 
this exercise. Have fun with it!

Can you see how the ideas flow when you let down your 
defensive censor? Perhaps you even felt a li�le silly writing 
down some of the ideas. Would you feel self-conscious if 
someone read what you wrote? Fear not, we all have those 
feelings when we first try brainstorming.

When considering your life’s goals, apply the brainstorm-
ing process to your goals in each of life’s key areas. Brain-
storm each category using the rules we have just discussed. 
When doing such an exercise, allow approximately two 
minutes per category, using one page per category. Again, 
shoot for quantity and let your imagination take over. 

Once you have finished, review what you have wri�en and 
add anything you might have forgo�en. When you are satis-
fied with your responses, look them over and circle the one 
idea under each category that stands out as being most im-
portant. Do not worry about what others might think or what 
is socially acceptable. Such an exercise allows you to see your 
goals in black and white, on paper, where they should be.

Expanding Your Vision and Ideas – A�er completing the 
following worksheets, you may feel you need some deeper 
insight. Expanding Your Vision and Ideas is an eReport 
that explore the concept of vision: how to define it, a�ain it, 
and use it to become more inspiring to yourself and others. 
When you couple Self-exploration with Expanding Your Vi-
sion and Ideas, you will have truly realized exactly what it 
is you want out of life. To purchase Expanding Your Vision 
and Ideas, please click here, or visit: h�p://www.webmar-
ketingmagic.com/app/netcart.asp?MerchantID=58012&Pro
ductID=2057128
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GOAL SETTING ACTION PLAN: 
MENTAL

What are my mental (intellectual) goals in life?

What are my mental goals for the next three years? 

What would my mental goals be if I had only six months to live?
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GOAL SETTING ACTION PLAN: 
PHYSICAL

What are my physical goals in life? 

What are my physical goals for the next three years? 

 

What would my physical goals be if I had only six months to live?
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GOAL SETTING ACTION PLAN: 
FAMILY

What are my family goals in life?

What are my family goals for the next three years? 

 

What would my family goals be if I had only six months to live?



©
 2

00
6 

D
r. 

To
ny

 A
le

ss
an

dr
a,

 A
ll 

Ri
gh

ts
 R

es
er

ve
d 

in
 A

ll 
M

ed
ia

GOAL SETTING ACTION PLAN: 
SOCIAL

What are my social goals in life? 

What are my social goals for the next three years? 

 

What would my social goals be if I had only six months to live?
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GOAL SETTING ACTION PLAN: 
SPIRITUAL

What are my spiritual goals in life?

What are my spiritual goals for the next three years? 

 

What would my spiritual goals be if I had only six months to live?
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GOAL SETTING ACTION PLAN: 
CAREER

What are my career goals in life? 

What are my career goals for the next three years? 

 

What would my career goals be if I had only six months to live?
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GOAL SETTING ACTION PLAN: 
FINANCIAL

What are my financial goals in life?

What are my financial goals for the next three years?

 

What would my financial goals be if I had only six months to live?
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A�er completing your review, you should have a total 
of seven circled “semi-finalists” from the seven groups. 
Whether or not there is repetition is unimportant. Examine 
the seven goals, disregarding which group they came from, 
and choose the three that are the most pressing to you. 
Write those three on a separate sheet of paper with the title, 
“My Three Most Important Goals.”

The three goals listed on your separate sheet of paper 
represent the most important goals in your life at this time. 
Naturally your circumstances change from day to day and 
from year to year. Rarely will a goal endure for your entire 
life. Whether your goals are short-term or long-range, you 
can see that such an exercise causes you to identify those 
things most important to you at this moment. 

With all the insight you have at hand, create a hierarchy of 
goals from the lists compiled. As valuable as it is to isolate 
your most precious goals, it is equally important to set out 
some less substantial goals for which to strive. So take the 
seven categories and list all the secondary goals that you 
feel are worthy of action. You now have a be�er idea of 
where you are and where you would like to be in every 
facet of your life. 

As an example, here is a list that someone might compile:
• Career Goals: Make three more sales per week; earn an  
   MBA degree.
• Family Goals: Call Mom and Dad once a week; spend ten  
   minutes more each day with my spouse and each child.
• Spiritual Goals: Go to church once every week; be more  
   helpful to people every day.
• Social Goals: Go to weekly Rotary Club meetings;  
   socialize with more business people and exchange ideas.
• Mental Goals: Stop worrying so much about money  
   and success; improve my memory of names; increase my  
   vocabulary proficiency; broaden my general knowledge.
• Physical Goals: Eat less junk food; do stress reduction  
   exercises every night; floss my teeth every night; maintain  
   an ideal weight.
• Financial Goals: Own my own home; purchase a sports  
   car; provide for an ample retirement fund by the time I’m  
   55 years old.
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When you have uncovered some goals, it is important to 
put them in a workable form. Certain rules need to be ob-
served in order to make them effective. Goals must be:

• Personal 
• Specific
• Positive 
• Challenging
• Wri�en 
• Realistic

When most people are asked, “What are your goals in life?” 
they respond with something like, “To be happy, healthy, 
and have plenty of money.” On the surface this may seem 
fine, but as goals which lead to actions, however, they are 
not sufficient. For goals to be effective and workable, they 
must meet the following rules: 

1. A goal must be personal. 
This means that your goal must be something you want to 
do rather than something that you think you should do. 
Know your reasons for having the goal. Whether you want to 
achieve something for status, money, or good health is second-
ary as long as you want it badly enough to work hard for it. 

2. Your goal must be positive. 
It is an automatic response to think of the thing you are 
told not to think about. This is because the mind cannot 
not think of something when told to do so. We tend to 
focus on ideas and actions from a positive framework. 
When you think a negative thought such as, “I will not 
smoke today,” your mind perceives it as “I will smoke 
today.” You end up thinking more about smoking than if 
you had phrased it differently. “I will breathe only clean 
air today,” is a statement that serves the same purpose 
and is more effective.

3. Your goal must be wri�en. 
Wri�en goals take a jump in status from being nebulous 
thoughts to bona fide entities on paper. Their being wri�en 
serves as a visual reminder and thus continually reconfirms 
their importance. They gain credibility just from being 
wri�en. We have been trained from childhood to give cred-
ibility to wri�en statements. This can be seen in the state-
ment from the movie, The Ten Commandments: “So let it be 
wri�en, so let it be done.” When things are “put in writing” 
they become official in our minds. A wri�en goal strength-
ens our commitment to accomplish it.

4. Your goal must be specific. 
If you set your goal by saying, “I will increase my income 
next year,” the chances are that you will not do it. You must 
be specific in order to avoid the lack of commitment that 
comes with being vague. A more workable and motivating 
goal would be, “I will increase my income next year by 10 
to 15 percent.” This revised statement has several advan-
tages. It defines the increase for which you are striving as 
well as the range of the desired increase. Giving yourself 
some leeway is more realistic than expecting to hit your 
goal exactly on the mark. If you increase your income 13 
percent instead of 15 percent, you have still succeeded. 

5. Your goal must be a challenge. 
A goal must motivate you to work harder than you have 
in the past. It must move you forward. Set your goals be-
yond your reach so that you will have to stretch a bit. The 
more you stretch, the more limber your goal-achieving 
abilities will become.

6. Your goal must be realistic. 
Everything is relative to time and space. What is unrealistic 
today may be totally within reason five years from now. For 
years it was believed that the fastest a man could run a mile 
was in four minutes. It was unrealistic to aspire to running 
any faster until Dr. Roger Banister broke the four-minute 
mile in 1954. Since then hundreds of runners have done the 
same. In any field, we never really know what the upper 
limits are. How, then, do we define realistic?

For our purposes, the best definition must come from 
you and your values. You must ask yourself, “What 
price am I willing to pay to accomplish this goal?” You 
should always weigh the payoffs and the sacrifices 
involved before coming to a conclusion. Realistic is ulti-
mately your decision.

Now that you know the rules for se�ing goals, you can 
apply them to the goals you set for yourself. It would be 
a good idea to make some worksheets and use them for 
every primary and secondary goal you want to achieve. For 
each goal, do the following:

1. Define your goal. 
Your first task is to determine whether your goal meets all 
the requirements of the rules listed above. If it does, then 
write it as clearly as possible at the top of your worksheet.
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This is a time to guard against negative assumptions and 
other self-defeating thoughts. Remember the definition 
of realistic. An obstacle blocks you only if you let it. You 
should also write down your innovative ways of overcom-
ing obstacles.

3. W.I.I.F.M. – What’s in it for me? 
Write down why you want to achieve the goal. What kind 
of payoff is motivating you?

4. Plan your action. 
You need to carefully list the steps you will take to bring 
you closer to your goal. The smaller the increments, the 
easier they will be to accomplish. There is a German proverb 
that says, “He who begins too much accomplishes li�le.” 
 
5. Project a target date for your goal. 
State your deadline in a range, such as, “between March 
15th and April 1st.” Think carefully about the amount of 
time you need. Too li�le time will increase the pressure and 
frustrate you. Too much time may reduce your drive.

6. Know how you will measure your success. 
Goals should be described in terms of the final outcome of 
an activity rather than as the activity itself. This is part of 
being specific. Instead of saying, “I will be running more 
in four to six months,” you could say “I’ll be running three 
miles instead of two miles in four to six months.” 

When using your worksheets, 
• Fill them out completely and keep them visible! 
• Put them in a place where you will see them every day. 
• Check off items as you complete them. 
• Use them to chart your progress and take pride in your  
    accomplishments.
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KEY GOAL ACTION PLAN: 
MENTAL
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success?
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KEY GOAL ACTION PLAN: 
PHYSICAL
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success? 
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KEY GOAL ACTION PLAN: 
FAMILY
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success?
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KEY GOAL ACTION PLAN:
SOCIAL
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success?
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KEY GOAL ACTION PLAN: 
SPIRITUAL
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success?
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KEY GOAL ACTION PLAN: 
CAREER
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success?
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KEY GOAL ACTION PLAN: 
FINANCIAL
What is the goal I would like to achieve?

What are the potential obstacles that stand in my way?

Why do I want to achieve this? What’s in it for me?

What is my action plan? How will I specifically achieve this goal?

What is my target date/deadline for achieving this goal?

How and when will I measure my success? 
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Visualization is an indispensable tool in helping people 
a�ain their goals. Musicians and athletes have proven that 
visualization is an effective substitute for real practice. In 
visualizing your goals, you will live your accomplishments 
in your mind’s eye. The more of the five senses that you 
can involve in this exercise, the greater your chances are of 
accomplishment.

For example, you may want to be the Employee of the 
Year in your company. You know that each year an awards 
banquet is given during which a plaque is presented to the 
year’s top employee. You may choose to focus on this ban-
quet for your visualization exercise. Here is what you do:

Make yourself comfortable. Close your eyes and relax. 
Slowly and systematically go through all of the five senses. 
Imagine what you would be experiencing at the banquet.

Sight. Imagine what you would see there. You would see 
other employees and their spouses. Imagine what they are 
wearing. You would see tables decorated and waiters scurry-
ing about. You would see the bar and people standing around 
talking. Keep expanding what you “see” for several minutes.

Sound. What would you hear? You would hear the cha�er 
of people. You would hear laughter, the tinkling of glasses, 
music from a band, and people talking. You would also 
continually hear people coming up to congratulate you. 
Imagine that!

Smell. Imagine all the smells you would experience: 
women’s perfume, food, alcohol, men’s cologne, the smell 
of floral decorations. What else?

Feel. What would your tactile sensations be? You would 
feel people rubbing up against you in the crowded room. 
You would feel others shaking your hand. What else?

Taste. Taste in your mind the champagne you will be drink-
ing. Taste the food you will be eating. Experience the sweet 
taste of success – in advance!

Most importantly, imagine the exhilaration you will feel 
when your name is called to receive the award! Take your 
time during this exercise and enjoy it. The more you can 
“visually” a�end this banquet, the more motivated you 
will become. 

To aid in your visualization exercise, you might want to 
start a visualization file. This is an envelope or file into 
which you put pictures, clippings, le�ers, and other re-
minders of what it will be like to succeed. Your file should 
also contain le�ers or awards that you have received in the 
past. Anything that makes you feel good about yourself 
can be included in the file. It can then be used as a source 
of motivation and inspiration, especially if you begin to feel 
a li�le down or demotivated. We all need to be reminded 
of our past accomplishments once in a while. Be your own 
best friend – remind yourself!

 
Role Models
Many people concentrate only on the goal they wish to 
a�ain – but there is more to the picture. Successful people 
in every field have certain characteristics in common. These 
common characteristics do not occur by chance; they are 
an integral part of goal a�ainment. It is worth your time to 
analyze the constructive characteristics of people who are 
now where you would like to be.

One effective method is to choose role models. These are 
people to admire and emulate. Your choices can include 
people who are dead or living as long as you are familiar 
with their personalities and accomplishments.
Harry Truman knew the value of role models. When he 
was in the White House he reportedly went into the Lin-
coln bedroom, looked at the late president’s picture and 
asked, “What would Lincoln have done if he were in my 
situation?” The answers to this question gave Truman the 
insight and direction he was seeking. It worked because 
Truman felt Lincoln was a man worth emulating. 

In choosing a role model, several things must be kept in mind:

1. Keep them off the pedestal. 
There is no doubt that you will choose people who you see 
as being “above” you because of what they have accom-
plished. That is good. What is not good is to put them on a 
pedestal, thereby making them larger than life. We are all 
human. We all have strengths and weaknesses. You must 
not lose this perspective on people. Pu�ing them on pedes-
tals only further separates you from them.

2. Isolate their strong points. 
You need to look at that person you wish to emulate and 
analyze the precise qualities he or she possesses which you 
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that seem to encourage their success. Use concrete examples 
of their behaviors that you can adapt to our own situation. 

3. Remain yourself. 
Quite o�en the tendency when admiring someone is to try 
to become his or her clone. People who seem to “have it all 
together” have done all the “work” for you. It seems that 
all you have to do is imitate them. This is a dangerous way 
to think because you are not working on your own per-
sonality. In the final analysis, you are you. It is impossible 
to become exactly like someone else. And why should you 
want to? Remain yourself while you acquire new traits to 
help you achieve your goals.

Sometimes it is helpful to have a symbol of another per-
son’s virtues. This symbol will actually remind you of that 
person and his or her qualities. It can take the form of a 
picture, a possession (e.g., your father’s pocket watch), or 
some abstract thing such as a rock. It will be useful as long 
as it makes the association in your mind.

Multiple models
A workable system of role modeling is to examine the 
traits of several people whom you admire. This will help 
you avoid hero-worshipping. Write down their virtues as 
you did before, without identifying to whom they belong. 
When you are with these people, look for more behaviors 
that reflect their success. The best models are successful 
people in your own field. Their behaviors are directly trans-
latable to your life and will have more meaning to you.

Questions to ask. Acquiring good habits from others will 
accelerate you towards your goal. Ask yourself these ques-
tions to get the most out of your role models:

1. What would they do in my situation?
2. What do they do every day to encourage growth and  

 move closer to a goal?
3. How do they think in general? In specific situations?
4. Do they have other facets of life in balance? What  

 effect does that have on their well-being?
5. How do their traits apply to me?
6. Which traits are worth working on first? Later?
    

Mentors
A mentor is someone you admire and under whom you 
can study. Throughout history the mentor-protege relation-
ship has proven quite fruitful. Socrates was one of the early 

mentors. Plato and Aristotle studied under him and later 
emerged as great philosophers in their own right. Mentors 
are worth cultivating if you can find them.

The same cautions hold true here as for any role model. It 
is be�er to adapt their philosophies to your life than to adopt 
them. Be suspicious of any mentor who seeks to make you 
dependent on him. It is be�er to have him teach you how to 
fish than to have him catch the fish for you. That way you 
will remain in control.

Under the right circumstances mentors make excellent 
role models. The one-on-one se�ing is highly conducive to 
learning as well as to friendship.

Maximizing Your Adaptability – Learning from the behav-
ioral styles of others, especially those of your mentors and 
role models, is a key element toward becoming the person 
who will achieve the goals you’ve put down on paper. 
Maximizing Your Adaptability is an eReport that will help 
you begin to adapt the qualities you admire in others, 
while avoiding total adoption of another person’s style. To 
purchase Maximizing Your Adaptability, please click here, 
or visit: h�p://www.webmarketingmagic.com/app/netcart.
asp?MerchantID=58012&ProductID=2057124

 
Role Playing
Role-playing is like acting. You define a desirable behavior 
and then act it out for practice. Since “practice makes per-
manent,” role-playing will help you master new behaviors. 
It can be done alone or with a partner and need not take 
more than a few minutes. Like anything else, the more you 
do it, the be�er you will become. 

One form of role-playing would be to get together with a 
friend and “play-act.” Define a situation and the desired 
behaviors. Then run through it, trying your best to act as 
you would like to in real life. For example, let’s say you 
want to learn to relax more as a salesperson. You and your 
friend would set up a situation in which you play the 
salesperson and your friend plays the buyer. You would 
then interact with the “buyer” in ways that allowed you to 
relax more than you have in the past. You would practice 
using more eye contact, holding your body in a relaxed 
posture, listening more, joking with the “buyer,” and so on. 
A�erward, you and your friend would discuss how each 
of you felt during the exercise. You would repeat this over 
and over until you have made some progress. Role-playing 
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non-threatening atmosphere.

It seems that we are forever returning to the fact that we 
need to change our thinking. Perhaps this is so because our 
obsession with negative thinking is so great (and such great 
an impediment to our progress). 

Role-playing through visualization is an effective way to 
change our thoughts. Basically, you imagine a situation and 
how you previously felt in it. You then think of more posi-
tive thoughts and feelings and practice using them in the 
problematic situation. 

For example, we knew someone who had a fear of ask-
ing people for appointments. His typical thoughts in that 
situation were, “Why should I ask, he’s going to reject me,” 
or, “If he rejects me, I will be devastated.” He started Role-
playing new thoughts in the old situation. Instead of his 
negative assumptions and negative thinking, he substitut-
ed, “I’m going to ask because I have as much of a chance of 
being accepted as rejected. I’m going to expect acceptance 
and will get it. I’m not going to invite rejection through my 
a�itude. And if I do get rejected, no big deal! It’s not the 
worst thing in the world!”  He practiced through visual-
ization and in real life became able to relax and approach 
more people for appointments.

Role-playing new behaviors can also be done through visu-
alization. Instead of imagining what you would think and 
feel in a situation, you imagine what you would do. In your 
mind you can change the undesirable behaviors and have 
the new behaviors carry over into real life.

 
The Thought Diet Card
The Thought Diet is a tool, developed by Jim Cathcart, that 
you can use on a daily basis to help you become the person 
who will achieve your goals. It breaks down those goals 
into daily actions that are bite-sized and easy to do. By 
showing you the steps along the way, the thought diet will 
keep you from being overwhelmed by your lo�y goals.

Creating the Thought Diet Card: 
Primary Goal
In the first section of the Thought Diet Card, write your 
primary goal. Write out as explicitly as possible the goal 

that is strongest and affects your motivation the most at 
this point in time.

Daily Growth
The second section of the card is for writing in the charac-
teristics that you are developing. Write out five key char-
acteristics that you need to develop to achieve your goal. 
State these personal characteristics in ways that adhere to 
the rules of goal se�ing.

Action Plan
The third section of the card is the action section. Here you 
will write out the “minimum daily standards” that you will 
perform every day to move you closer to your goal. Again, 
be specific.

The following are some examples of minimum daily standards:
Mental: I will spend 15 minutes every evening doing 
visualization exercises.
Physical: I will do a minimum of five push-ups and ten 
sit-ups every morning.
Career: I will read something related to my career for at 
least 15 minutes before going to bed.
Financial: I will keep a complete record of every expense.
Spiritual: Each day I will do one good deed to help some-
one less fortunate than I.
Family: I will relax over dinner and enjoy a meaningful 
conversation with my family.
Social: I will take time to call one of my new friends.

Read the thought diet card twice a day until everything 
becomes a habit. Once you have developed constructive 
habits you can move on to new behaviors. Fill out a new 
card and practice the new challenges every day until they 
become habits. In this way you will painlessly move closer 
and closer to your goals.

Using the Thought Diet Card:
• Read the Thought Diet Card every day. It is best to  
 read it both in the morning when you rise and in the  
 evening when you retire. Repetition is an integral part  
 of learning and will help you stay on target.
• Avoid associating with people who drag you down  
 emotionally. Associate with people who are positive  
 and from whom your optimism can grow.
• Make it meaningful. Read and fill out the card  
 sincerely; do not just go through the motions. You will  
 be kidding no one but yourself.
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all know many managers who would argue that point. The 
fact is that having a balanced life will not only make you 
happier, it will make you a be�er well-rounded person. 

Ultimately it all comes down to something Benjamin 
Disraeli once wrote: “The secret of success is constancy 
of purpose.”

Time Management – If you’ve followed the steps set out 
in this workbook, you’re ready to begin going a�er your 
goals. Before you begin to implement your new strate-
gies, you might want to invest in the Time Management 
eWorkbook. You may find you need to adjust your daily 
routine to meet the mini-goals you’ve set for yourself. 
Time Management will help you determine your current 
time usage, so you can see where your time goes now, 
and how you can use it more effectively. To purchase 
Time Management, please click here, or visit:
h�p://www.webmarketingmagic.com/app/netcart.
asp?MerchantID=58012&ProductID=2471581

 
SUMMARY
The emphasis of this eWorkbook was the discussion of 
several influences on one’s life that can be positive or 
negative depending on the individual, and the intro-
duction of several suggested processes to follow that 
can lead to both a more successful career and a happier 
life in general.

Creating balance among the seven need categories in our 
lives is particularly important, for every category can 
positively or negatively affect the others depending on 
the a�ention or lack of a�ention it receives. These seven 
categories are: Mental, Physical, Family, Social, Spiritual, 
Career, and Financial. To begin a career effectively, we 
must work at bringing our lives into balance. This re-
quires goal se�ing – the identification of the end results 
we want to achieve for every facet, every need category, 
of our lives. Only then can we plan the concrete steps 
and intermediate goals that stand between our present 
situation and our ideal concepts of ourselves.

People who have a clear set of goals in life exude a 
sense of purpose and determination, are taken seri-
ously by others, and are respected by their peers. In 
contrast, those who have no goals exist feeling emotion-
ally, socially, spiritually, physically, and professionally 

unbalanced, causing anxiety. To be successful on the job 
and in life, we must identify our goals and map out the 
steps that will allow us to reach those goals. Choices 
become infinitely easier to make when we know the di-
rection we are following in our lives and in our careers.

Our basic assumptions can have a positive or negative 
effect on our behavior, thus affecting both our careers 
and lives in general. More often than not, it is our as-
sumptions that limit our perceived options. Negative 
assumptions, which set up internal obstacles that can 
automatically defeat us, usually become self-fulfilling 
prophecy. We assume we cannot do something and then 
act in ways that guarantee our failure that in turn rein-
forces our original assumption. Our negative assump-
tions, therefore, must be replaced by positive assump-
tions that can in turn receive positive results.
 
Brainstorming, Goal Se�ing, Visualizing, and Role Model-
ing are four processes that we can use to become more suc-
cessful in our efforts in our careers and lives in general.

Brainstorming is a valuable way of exploring our values 
and goals. It gives “free flight” to our ideas on specific 
problems to be solved. Ideas flow freely without being 
judged; thus many more ideas are generated over the nor-
mal reasoning process. A�er abundant ideas have been 
generated, we can review the list and evaluate each one’s 
usefulness. The initial aim is for quantity, not quality. 

Brainstorming can be used to determine our most 
important goals in the seven need categories. Through 
a process of review and elimination, the three most 
important goals for immediate attention can be deter-
mined, with others that also warrant action becoming 
our secondary goals. Such an exercise gives us a better 
idea of where we are and where we would like to be in 
every area of our lives.

When se�ing goals for action, we must remember the rules 
for goal se�ing: goals must be personal; they must be posi-
tively stated; they must be wri�en; they must be specific; 
they must be a challenge; and they must be realistic. 

Visualizing is an indispensable tool in helping us a�ain our 
goals. It is a process through which we live our accomplish-
ments in our mind’s eye. The more of the five senses that 
we involve in the process, the greater our chances of actu-
ally accomplishing that which we visualize.

http://www.webmarketingmagic.com/app/netcart.asp?MerchantID=58012&ProductID=2471581
http://www.webmarketingmagic.com/app/netcart.asp?MerchantID=58012&ProductID=2471581
http://www.webmarketingmagic.com/app/netcart.asp?MerchantID=58012&ProductID=2471581
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dividuals of the present or of the past whom we admire 
and wish to emulate, analyzing the characteristics of 
those individuals that we believe led to their success, 
and incorporating those characteristics through prac-
tice into our own lives. When selecting role models, it 
is important to keep in mind three things: keep the role 
models off pedestals; isolate their strong points; and 
remain ourselves.

In working toward achieving our goals and making 
positive changes through role modeling, it is especially 
helpful to create a Thought Diet Card that should be re-
viewed a minimum of twice a day. On it is written our 
primary goal, five of the positive characteristics we are 
trying to develop, and a specific action plan we have 
created for each of the seven need categories. A new 
thought card is prepared when everything on the first 
card has been achieved.

A balanced life achieved through processes that help 
us identify and reach our goals will not only give us 
happier lives, but will make us more successful, more 
effective people.



©
 2

00
6 

D
r. 

To
ny

 A
le

ss
an

dr
a,

 A
ll 

Ri
gh

ts
 R

es
er

ve
d 

in
 A

ll 
M

ed
ia

Tony Alessandra, PhD, CSP, CPAE 
Building Customers, Relationships, and the Bo�om Line

Dr. Tony Alessandra helps companies build customers, 
relationships, and the bo�om line. Companies learn how 
to achieve market dominance through specific strategies 
designed to out-market, outsell, and out-service the compe-
tition.
 
Dr. Alessandra has a street-wise, college-smart perspective 
on business, having fought his way out of NYC to eventu-
ally realize success as a graduate professor of marketing, an 
entrepreneur, a business author, and a keynote speaker. He 
earned his MBA from the University of Connecticut, and 
his PhD in marketing from Georgia State University.
 
Dr. Alessandra is president of Online Assessments, (www.
OnlineAC.com) a company that offers online assessments 
and tests; co-founder of MentorU.com, an online e-learning 
company; and Chairman of the Board of BrainX, a compa-
ny that offers online digital accelerated-learning programs.
 

Dr. Alessandra is a widely published author with 14 books 
translated into 17 foreign languages, including Charisma 
(Warner Books, 1998); The Platinum Rule (Warner Books, 
1996); Collaborative Selling (John Wiley & Sons, 1993); 
and Communicating at Work (Fireside/Simon & Schuster, 
1993). He is featured in over 50 audio/video programs and 
films, including Relationship Strategies (American Me-
dia); The Dynamics of Effective Listening (Nightingale-
Conant); and Non-Manipulative Selling (Walt Disney). 
He is also the originator of the internationally-recognized 
behavioral style assessment tool The Platinum Rule™ 
(www.PlatinumRule.com).
 
Recognized by Meetings & Conventions Magazine as “one of 
America’s most electrifying speakers,” Dr. Alessandra was 
inducted into the Speakers Hall of Fame in 1985.  He is also 
a member of the Speakers Roundtable, a group of 20 of the 
world’s top professional speakers. Tony’s polished style, 
powerful message, and proven ability as a consummate 
business strategist consistently earns rave reviews.

To learn more about Dr. Alessandra and his services, visit 
www.Alessandra.com. 
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New Relationship Strategies CD version

The Platinum Rule Two-Hour DVD

The Platinum Rule Video Training

The Platinum Rule Video Training Student Kit

The Platinum Rule BrainX Digital Learning System

The Platinum Rule Workbook - Paper Version

The Platinum Rule 52-week Email Series

The Platinum Rule Self-Assessment Paper Version

The Platinum Rule Scoring Matrix Paper Version

The Platinum Rule Reminder Card

The Platinum Rule 66-page PDF eWorkbook

The Platinum Rule 169-page PDF eBook

The Platinum Rule VHS Video

PeopleSmart 294-page PDF eBook

Sales Skills 52-week Email Series

Non-Manipulative Selling 186-page PDF eBook

Collaborative Selling 138-page PDF eBook

Customer Driven Service 60-page PDF eWorkbook

The Edge 6 CD Audio Program

Collaborative Selling VHS Video

Speaking With Authority
Sending Out Your Best Silent Message
Maximizing Your Adaptability
Expanding Your Vision and Ideas
Becoming More Persuasive
Interpersonal Communication 36-page PDF eReport

Resolving Conflict 23-page PDF eReport

Conducting Powerful Meetings 37-page PDF eReport

Power of Listening 68-page PDF eWorkbook

Non Verbal Communication 25-page PDF eReport

Presentation Skills 23-page PDF eReport

Writing Skills 29-page PDF eReport

CHARISMA 29-page PDF eWorkbook

Street Smarts 78-page PDF eBook

10 Qualities of Charismatic People CD Version

THE CHARISMA VIDEO
A Leader Has A Mission That Matters (MTM)

A Leader Is A Big Thinker
A Leader Has High Ethics
A Leader Masters Change
A Leader Is Sensitive
A Leader Is A Risk Taker
A Leader Is A Decision Maker
A Leader Uses Power Wisely
A Leader Communicates Effectively
A Leader Is A Team Builder
A Leader Is Courageous
A Leader Is Committed
Online Behavioral Style Assessment

THE SCIENCE OF GETTING RICH 

Bob Proctor’s 105 Minute DVD

THE SCIENCE OF POSITIVE FOCUS 

Brian Tracy’s Two-Hour DVD

Telephone Skills eReport

Time Management eWorkbook

Flexibility eWorkbook

Versatility eWorkbook

Goal Setting Strategies eReport

Other products from Dr. Tony Alessandra
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Goal Setting
Strategies
eWORKBOOK

All rights reserved. No part of this book may be reproduced or transmi�ed in any 
form or by any means, electronic or mechanical, including photocopying, recording 
or by any information storage and retrieval system, without wri�en permission from 
the author, except for the inclusion of brief quotations in a review.
ISBN-13:  978-1-933631-20-2
ISBN-10:  1-933631-20-1   

© Dr. Tony Alessandra, 2005, All Rights Reserved in All Media

If you have found the information in this workbook useful, you might want to check 
out some of the other products available on my website.  I would specifically suggest:

Time Management
Time is a powerful force in our lives. Most people allow it to control them – constantly trying 
to catch up and get ahead. Yet time can be a commodity that we can use to our advantage – by 
controlling our time, instead of allowing it to control us. By managing your own time effec-
tively, you can do what you need to do, and finally have time to do what you want to do. The 
Time Management eWorkbook is an interactive tool for determining your current time usage 
– so you can find out where your time goes now, and how you can use it be�er. Your success in 
your career and your relationships depends on your effective usage of time, and this workbook 
will help you determine how you can improve your success through your time.

Flexibility
Do you respond to certain people, conditions, or events out of fear or anxiety? Are you unwilling 
to change your perspectives or positions in certain situations? Do you tend to face ambiguous 
situations negatively? If so, you may have predetermined views, conclusions, or pa�erns of be-
havior that are driving your actions - and impairing your flexibility. When you voluntarily refrain 
from participating in certain situations or interacting with certain people because of your lack of 
flexibility - therefore limiting your horizons - you decrease your chances of personal and profes-
sional success. The Flexibility eWorkbook is an interactive tool for analyzing your personal at-
titudes toward yourself, others, and the situations you face. This workbook is a powerful tool that 
will help you dispel those a�itudes that are holding you back from realizing your full potential.

Maximizing Your Adaptability
Each of us has a preferred way of relating to others. It’s called our ‘behavioral style.’ Under-
standing and adapting to different behavioral styles is an important key to boosting your 
chances for success in any field. The truth is most of us do not try very hard to understand 
others. We scratch our heads in puzzlement at those who are unlike us, and then we move 
along – pre�y much resigned to the fact that a lot of people are just, well, different. So we 
ignore them or deal with them as li�le as possible, o�en to our detriment. But when we fail 
to understand others, when we just assume they ought to be more like us, we create tension 
and discomfort – ‘personality conflicts.’ You can reduce or eliminate those conflicts by learn-
ing to understand behavioral styles, including your own. In this 21-page report, you’ll learn 
about adaptability skills that can have a tremendous impact in your life. Adaptability helps 
improve productivity, increase sales, promote be�er customer relations, maximize your 
strengths, and in general, help you to enjoy a fuller, more successful life.


