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It’s comforting to know that there is a proven formula for achieving your goals. 
We have already explored the first point to achieving goals, assuring that these are specific, challenging goals. We’ve talked earlier about the three common errors real estate professionals make in “attacking” goal attainment. Now, we’ll explore more about goal attainment, so you can put the six points of the proven goal attainment formula to work in your life.

Here they are: 

1. Create specific, challenging goals

2. Get immediate feedback from someone who is skilled at coaching so you get the guidance you need to stay on track 

3. Get feedback on performance, not on you as a person,    so you stay    

   focused on what you’re doing not what you are

4.   Get positive feedback so you are motivated to continue

5. Feedback needs to be focused on the future so you’re inspired

6. Be sure your goals are created mutually, by you and your coach, so they are your  goals, not those of someone else

(This study is from General Electric, and very similar to a study done by Weyerhauser Company).

Notice that steps two through six assume that you’ve got someone dedicated to helping you achieve your goals. Let’s see why that’s so critical.

Why We Aren’t Our Own Best Coach

Do you remember, as a little kid, when you colored a picture in first grade—very creatively, you thought—and the teacher told you that you had done it wrong? That a person’s skin shouldn’t be colored cobalt blue? (your favorite crayon, by the way, right?)  Your attitude changed suddenly from pride of accomplishment to shame and embarrassment. What did that incident teach you? Never be creative again. Decide what the authority thought was ‘right’ before you started. Or, better yet, just don’t try anything. That’s safe! In fact, there’s a study that found, by the age of eighteen, we’ve been told ‘no’ an average of 148,000 times! That ought to teach us not to try….

That’s not all. Studies show we lose 94% of our creativity at age 7. You guessed it. We go to school and learn that creativity isn’t good. Risk isn’t good. Play it safe. Woops. Then we go into real estate and are told to take risks, try new things, and accept rejection. However, we’ve got only 3-5% of that creativity left. (We lose another 3% by age forty). Unfortunately, we don’t have much left to counteract all the rejection we’re experiencing as we sell and manage in real estate!

Counter-Balancing What We Learned in Childhood

Because of our childhood experiences, most adults have great trepidation about trying something new. We have even greater fear of someone watching and ‘critiquing’ us. So, to assure we put a formula in place to counteract that little negative sub-conscious voice, 

we need someone really good at the coaching skills below to give us feedback on our performance that is:

Immediate—coach frequently and positively reinforces great behavior right after it happened—the proven best motivational tool available
Performance-related—Unfortunately, we adults draw way more from a ‘critique’ of our behavior than is probably there. We don’t just think we did something badly; we conclude we are bad. So, be sure your coach focuses on the behavior, not the person. 

Positive—Just remember the words to the popular song: “Accentuate the positive, eliminate the negative, and don’t mess with mister in-between”. Realize that some adults grew up on negative reinforcement, and find it difficult to compliment themselves on any of their behavior. During this course, I find that some participants don’t want to give any positive feedback on their performances. They are anxious to tell us all the things they did wrong. So, we have to remind them to think and verbalize something they liked about their performances. Why? Because if you can’t think of something you did that you liked, you won’t keep it in your performance repertoire. 

Focused on the future—we all beat ourselves up over and over for a mistake. So, your coach doesn’t need to remind you! Focus on the future. Today is a new day, and, armed with the game plan that you and your coach have laid out, you and your coach are working together to try out new behaviors.

Your Big Pay-Off

You will create much greater productivity by applying the six point formula to goal achievement.  Even better, you will have re-trained your brain and your emotions to try new things, create more risk, break through those achievement barriers, and be the person you were meant to be.
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