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Plans, goals, and other much maligned business tools

 We’re aware of all 
    these things… 
 but we don’t know     
         what to do…

Plans, goals… continued on page 2

or not. Is it due on a particular date 
or within an exact timeframe? Is it 
calculated with enough clarity and 
precision that it’s obvious that you either 
got there or you didn’t? “Ninety-five 
percent of employees with completed 
performance evaluations by June 30” 
– now that’s specific. “Improving our 
product return rates” – well, that’s just 
pie in the sky, and any change at all 
would qualify, even if that was not what 
you had in mind. People like the boss to 
be clear about what is expected of them, 
although they may wiggle in their chairs 
when you ask 
them if they can 
do it. Your job 
is to get their 
commitment and 
then give them 
the tools and 
support to be 
able to achieve 
exactly what you 
want, or more. 

2. Measurable?  Can you really tell 
if you’ve hit the mark? If your goal 
is capturing a 5% market share in a 
market where no one knows who has 
what market share, aren’t you kidding 
yourself? Even the most obvious and 
desirable goals are meaningless if 
you can’t measure them against the 
benchmark they are meant to achieve. 
This is a particularly acute challenge 
for privately owned companies who 
compete with other privately owned 
companies for whom competitive 

intelligence is scarce or 
nonexistent. If you can’t 

calibrate against the most relevant goal, 
then find metrics that directly impact 
it, and that you can measure, and then 
benchmark your goals against those. 

3. Achievable? Is it a stretch to get there, 
without being unreasonably ambitious? 
If it’s so far out that employees and 
others decide ahead of time that it can’t 
be achieved, they will stop trying. Don’t 
be fooled by those motivational speakers 
who tell you to shoot for the moon and 
hope you hit the top of a mountain. A 
goal that no one believes in is a waste 

of time because 
everyone has a 
built-in excuse 
for not reaching 
it. For those 
on your team 
who need no 
motivation to 
excel, anything 
will do, but 

for most workers, most of whom need 
encouragement and leadership, your 
moon shot simply says you don’t really 
know what is reasonable. 

4. Relevant? Does it truly relate to the 
strategy of the company, and is it truly 
intended to move you closer to your 
vision for the company? If not, it’s off 
target and should be revised or dropped. 
We’ve all seen the dreamer who has an 
idea a minute, most of which would be 
wild goose chases if we followed them. 
Goals that are focused on your business 
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Business goal setting is a funny 
thing. Funny odd, not funny ha-ha. 

We talk about setting goals 
that are really important to 
meet, and then we set them so 

loosely that no one can tell if we hit them 
or not. Or we adjust them at the drop of 
a hat, if we remember them at all. Or 
we check in around the time a goal was 
to be accomplished only to find out it’s 
been behind schedule for months; and 
money has been spent elsewhere on the 
expectation of on-time achievement that 
we would have known wasn’t going to 
happen if we’d only looked. Or worse 
yet, we’re aware of all these things as 
they’re happening, but we don’t know 
what to do about it so we just ignore 
it until someone says we should be 
planning. Then we claim that business 
planning doesn’t really work, and we 
don’t have time for such foolishness. 

Does any of that sound familiar to you? I 
heard variations of it for years during my 
stint in corporate America. Want in on a 
little secret? It isn’t that planning doesn’t 
work. It’s that bad planning doesn’t work. 

Enter SMART Goals. Ask yourself 
these 5 questions about each goal you 
set, to see if you’re giving yourself – and 
your team – the best chances for success:

1. Specific? Is there an exact, measurable 
end result? It’s truly specific if your 
teenage kids can tell if it’s been met 



Finance for Non-Financial
Managers, published by
McGraw-Hill, is an excellent 
tool for learning reinforcement 
of a broad range of financial 
tools and concepts. Books 
are available for purchase 
from our website, major 
bookstores, Amazon.com, and 
BarnesandNoble.com.

strategy will get you further than those 
larks that could make a million if only 
they would work. Focus, focus, focus 
– that’s the name of the game. 

5. Trackable? Can you break it into 
smaller action steps or milestones that 
can be accomplished and managed 
along the way? If not, you have no way 
of knowing if you are on schedule or 
not, until it’s too late to do anything 
about it. An annual sales goal can be 
tracked every month. An expansion 
plan of 10 more offices can be followed 
office by office. If you’re on track you 
can encourage staff to keep up the 
good work. If you’re not, you can take 
action to keep the goal from being lost 
completely. Because it’s trackable. 

If all your goals are SMART Goals you 
have taken the first big step to achieving 
them – you’ve made them manageable. 
All that’s left is checking the plan 
regularly, and actually using the tool 
you’ve created. Wow! What a concept!

This article is adapted from a keynote/
breakout session by Gene Siciliano 
entitled: “10 Steps to Building a Successful 
Business.” To bring Gene in to speak to 
your group, call us at 888-788-6534.

“Focusing on business success, and managing the resources you need to get there.”
That’s the specialty of Gene Siciliano CMC CPA – Your CFO For Rent®.

Topics include:
 Your Money, Your Business – Finance for Non-Financial Managers
 Visual Planning – Seeing is Believing!
 Flash Report – Key to Crisis-FREE Management
 The World’s Shortest Business Plan
 How to Recession-Proof Your Business
 Dreams to Dollars – Strategic Plans that Work
 The Art of Management Focus

WESTERN MANAGEMENT ASSOCIATES
Your CFO For Rent®

5777 West Century Boulevard, Suite 1220
Los Angeles, CA 90045-5668

Gene’s Speaking  Calendar
Recent speaking engagements:

Professional Convention Management 
Association (PCMA), Chesapeake 
Chapter, Baltimore, MD, January 27 
– “The Meeting Budget: Build it, Track 
it, Make it Work” A special arrangement 
between PCMA’s national office and a 
corporate sponsor made this engagement 
possible. Fresh ideas for meeting 
planners, and the audience loved it!

Professional Convention Management 
Association (PCMA), Rocky Mountain 
Chapter, Denver, CO, April 14 – “The 
Meeting Budget: Build it, Track it, 
Make it Work” Immediately after 
Gene’s appearance in Baltimore this 
engagement was booked for the same 
topic. Apparently the rave reviews didn’t 
go unnoticed. 

Plans, goals… continued from front

May 5, 2005: Association of 
Professional Consultants (APC), Los 
Angeles Chapter, Los Angeles, CA 
– “Cash Management for Consultants” 
Consultants are small businesses too, 
for the most part, and this talk was 
written especially for consulting groups 
whose members need the same kinds of 
tools that CEOs need, only smaller and 
easier to use. 

Upcoming dates:

September 8, 2005: Society for 
Advancement of Management, Orange 
Coast Chapter, Costa Mesa, CA – “What 
Every Manager Should Know About 
Financial Management” 
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