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PROBLEM. Establishing a goal or set of goals that are not tied to an overarching vision.
SOLUTION. Determine a desired outcome before you start planning and doing.

Think of a desired outcome as a condition or set of conditions that you’d like to achieve that the goals would 
ultimately support. The desired outcome is your ANCHOR and doesn’t waver, though the goals might. 

EXAMPLE. Losing 50lb is a goal that supports the desired outcome of being fit and healthy.

PROBLEM. Doing things without being able to state exactly why it’s a good thing to do.
SOLUTION. When you make decisions, be able to articulate exactly how and why that will 
get you closer to what you are trying achieve. Don’t assume it’s obvious. It may not be.

Being able to articulate rationale is a powerful exercise for validating assumptions you have, or putting a 
question mark on those assumptions. Is all of this effort a waste of time? You’d know if you could say why it gets
you closer. 

EXAMPLE. Sending weekly emails to customers is how you are being proactive… unless it’s just annoying clutter 
in their inbox. Better to ask what they would find useful so you can confirm that the rationale for your actions 
aligns with improving that customer relationship.

3 PROBLEM. Having blinders to the environmental factors that prevent you from executing.
SOLUTION. Address roadblocks directly. 

All the motivation and positive thinking in the world will not get you where you want to be if there are 
roadblocks you haven’t looked squarely in the face and put out of your way. Identify those challenges and 
barriers, then do something.

EXAMPLE. Use the 2x2 matrix below to help categorize your roadblocks and determine how to address them.

4 PROBLEM. Weakly using your calendar.
SOLUTION. Calendar not what activity you will do in the allotted time, but what you will 
accomplish. Calendar your WINS. 

Hold time in your calendar to create and produce and finish what you need to. Have something to show for it.

EXAMPLE. Instead of reserving time to “do outreach” and “network” you should reserve time to “make 3 calls” 
and “send 2 emails.”


