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Entrepreneur Magazine is one of my ‘have-to’ reads each month – cover to cover.  And it isn’t because I was 
featured in the magazine in 2005!  I find each issue full of interesting, informative articles.  One article in 
particular caught my attention in the September, 2007 issue, “The Art of Execution.”  The fine print under 
the title captured my interest – “defining your goals is only half the battle; here’s how to get them 
accomplished.” 
 
Realizing that there is a great deal of print devoted to various ways of creating, establishing, developing and 
fine-tuning goals, I was excited to see a fellow entrepreneur, Guy Kawasaki, devote a full page of how-to 
steps for goal achievement.  Following is a snapshot of his suggestions: 
 
1. Create something worthwhile 

It’s hard to stay excited about something that doesn’t excite you!  If you are going to create a company, 
product, service, design, whatever it is, be certain that it feeds your passion.  If it doesn’t, find something 
that does.  Passion is essential for sustaining energy and vice versa.  Answering this question may help 
you assess your commitment: When thinking about your great idea, how would you rate your energy 
level?  

 
2. Set the right goal 

This is as straightforward as it comes – without a catchy metaphor or clever phrase.  
 Measurable: quantifiable goals including deadlines, volume, sales, dates, etc.  If it isn’t measurable, don’t 

make it a goal. 
 Achievable:  be conservative – really conservative.  There’s nothing more demoralizing than setting a 

goal and falling short.  Make your goal achievable; in fact, blow right past it!  This is not to suggest 
underestimating your ability, rather realistically estimating your ability. 

 Relevant: your goals need to be tied directly to the measurable result – be it sales, volume, production, 
etc.  Cautiously avoid the traps of irrelevant measures. 

 Rat-hole resistance:  a goal can be measurable, achievable, and relevant and still send you down a rat 
hole.  Make sure your goal encompasses all the factors that will make your business viable. 

 
3. Communicate 

For goals to be effective, they have to be clearly communicated to every single person directly involved 
in the achievement process. 
 

4. Measure progress weekly 
Measuring your progress is the key to success.  Engaging in daily measurement is too much and monthly 
is not enough.  Weekly team meetings that include progress reports that invite dialog and generate 
energy around the goal have proven to be the most effective.   
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5. Establish accountability 
 If you ask, “Who is responsible for this goal?” and there is a significant pause, then there is not enough 

accountability.  Good employees accept responsibility and great employees seek responsibility. 
 
6. Follow through on the goal   

Keep your attention on the goal.  It needs energy, effort, and visibility to be achieved.  If you do not have 
the intention of keeping the goal front and center, don’t set the goal.  If circumstances dictate a need to 
put it on the back burner, then clearly communicate this to your employees, including the why and for 
how long. 
 

7. Reward achievers 
Acknowledgement and recognition have two very positive effects – the achievers become even more 
excited about the progress and the underachievers know the company takes performance seriously.  
There is no room for slackers. 
 

8. Establish a culture of achievement 
Goal achievement is not a one-time event; it’s a way of life.  Integrate this into all aspects of your 
culture; and your employees, as well as clients, will participate in your successes. 
 

 
### 
 
If you would like additional information on this fascinating subject, please visit my website at 
www.SusanBock.com 
 
Or call me 
714-847-1566  
 
Or send me an email 
Susan@SusanBock.com 
 
A special thank you to my editor who consistently provides me with encouragement, inspiration, and 
opportunity to laugh at myself. 
 
Susan Bock 

 2008 
 
 
 

http://www.susanbocksolutions.com/
mailto:Susan@SusanBock.com

