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FROM SCOTT WELLE...

OUTPERFORMERS
ONLY BEYOND
THIS POINT.

"High achievement
and fulfillment rarely
go hand-in-hand, but
when they do, it's a
game changer. That's
what it means to
OUTPERFORM."

Think about the last time you were in a car and needed to get somewhere
but you didn’t know how to get there. What's the first thing you did?
Probably input the address into your GPS, right? The GPS then gives you
the route, turn-by-turn directions and estimated time of arrival at your
specific destination.
That’s how goal setting works. If you don't take the time to set goals, you're
getting in your car and aimlessly driving, without knowing:
1) Where are you going?
2) Why does it matter?
3) When will you arrive?
4) How will you get there?
5) What can get in your way?
Goal setting MAXIMIZES what you do. All Outperformers have goals in
business, athletics and life. It is a critical component to success.
The following pages will walk you through the O.P.P. (Outcome,
Performance, Process) framework that all my Outperforming clients use. It's
a simple one to follow and it will change the way you look at goal setting.
Here’s the quick overview:

OUTCOME GOALS
The first part of the OPP framework is Outcome Goals. These are the goals
that most people set. They are tied to a RESULT. For example:
"I won the game or lost the game.”
"I made my quota or missed my quota.”
“I finished first or finished worst.”
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Outcome goals are great because they provide motivation and direction,
but they are problematic because you only have indirect control over
whether you actually achieve them.
They require something underneath them, and that is where Performance
Goals become necessary.

PERFORMANCE GOALS
Performance Goals (when you'll arrive) are tied to your own previous
standards of performance. Performance Goals FUEL Outcome Goals.
Let’s say that you run a digital marketing business and you want to be the
industry leader. That is an Outcome Goal. You can't control what other
businesses in the industry are doing. But you CAN assess the other “players”
in the industry and think of what specific areas of your business you’ll have
to level up to gain a competitive advantage. Performance Goals would be:
"I want to increase my market share from 22% to 25%."
"I want to improve my avg. customer response time from 8 hours to 6
hours.”
“I want to add 1 additional digital product per quarter during the next year.”
Performance Goals are based on self-improvement and what YOU have
done in the past. It's you against you. These goals are more controllable and
easier to wrap your hands around. You're more focused on what you’re
doing and not worried about everyone else.
IMPORTANT NOTE – Depending on the types of goals you’re setting,
performance increases may not necessarily fit “neatly” into what you’re
doing. Another way to look at Performance Goals are as BENCHMARKS or
milestones that you’ll achieve on your way to your Outcome Goal. Think of a
staircase, where the Outcome Goal signifies the top and each performance
goal is one step closer to getting there.
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PROCESS GOALS
The last piece of goal setting is Process Goals (how you'll get there). This is
what you DO on a day-to-day basis. It is your daily actions, activities, tasks,
training, practice, etc. It’s all of the different things that, if you commit to
them and do them REALLY well, will end up making your Performance
Goals inevitable (and, likely, your Outcome Goals too).
In the previous example, you're not going to wake up and magically
increase market share from 22% to 25%. You will need Process Goals to
make it happen, such as:
“I will spend 30 minutes from 9:00-9:30am every Weds morning checking
in with current customers.”
“I will commit to having a weekly staff meeting on Mon morning at 8:00am
to get everyone on the same page.”
“I will attend one networking meeting weekly to expand my local contacts.”
As you can see, you have 100% control over each of these things. They are
clear-cut, specific actions, and no one can prevent you from doing any of
them. They are also tasks that truly MOVE THE NEEDLE towards your goal.
Trust me – of all the Outperforming business leaders and athletes with
whom I've ever worked or studied – an unwavering commitment to the
Process Goals and doing the actions on a daily, weekly, monthly and onetime basis makes your Performance and Outcome Goals inevitable. It's a
repeatable, highly effective framework that is beautiful in its simplicity.
Four Important Goal Setting Notes:
1 – Goal setting is a SKILL, and even though I’ve said multiple times that the
O.P.P. framework is simple, please do not confuse that with being EASY.
Especially if you haven’t set many goals in the past, this exercise can feel a
bit like pulling teeth. But, that discomfort is a GOOD thing and means
you’re putting genuine thought into what you want to accomplish and the
best way to get there. You will be rewarded for it!
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2 – Goal setting is a fluid process. It’s not a painting that you finish and
move on from. Often, the Outcome Goal will stay the same but the
Performance Goals and Process Goals that are necessary to get there will
change. Many people will get “paralysis by analysis,” thinking that they have
to outline the perfect goal setting program on their first try. Always
remember, the good program you finish is better than the perfect program
that never gets completed.
3 – Without a doubt, the biggest mistake I see people make in goal setting
is being too vague. Your litmus test of whether your goals are set correctly
(especially Performance and Process Goals) is that a random person should
be able to look at it and know EXACTLY what you need to do. A random
person won’t know what it means to “make more calls” or “increase sales.”
How many more calls? How much of an increase in sales? But, they will
know what it means to make 10 sales calls by 12pm every weekday and
increase net sales by 10% in Q1 of next year. When in doubt, BE MORE
SPECIFIC.
4 – This is contrary to what most people advise, but I encourage you to be
somewhat UNREALISTIC in your goals (yes, you heard that correctly!). If you
look at anybody that's ever accomplished anything significant in life,
chances are it was viewed as unrealistic at some point in time.
I'm a firm believer that ANY goal is realistic if you construct an intelligent
plan to accomplish it. If you take the time to determine your Performance
Goals and then map out the actionable, controllable Process Goals, who is
to say any Outcome Goal is unrealistic?
The O.P.P. Goal Setting framework is powerful. It’s your secret weapon in
high achievement. It answers the question, "How can I get from point A to
point B?” and can be used in business, sports and life. If used effectively,
you’ll be in a position to accomplish more than you ever thought possible.
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GOAL ACHIEVEMENT FOR OUTPERFORMERS

DAILY EXECUTION.
EXTRAORDINARY RESULTS.
WHERE ARE YOU NOW?

WHERE ARE YOU GOING?

Your starting point

Your end destination

WHY DOES IT MATTER?
Who does it benefit?

WHEN WILL YOU ARRIVE?

What are the benchmarks? Milestones? Checkpoints? Steps?
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HOW WILL YOU GET THERE?

Actions and activities. What matters most + what's in your control.
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WHAT CAN GET IN YOUR WAY?

What are the barriers? Risks? Can you do anything about it?
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A FINAL WORD FROM SCOTT...

PLAY THE
LONG GAME.

"The only difference
between OUTPERFORM
and THE NORM is that the
former explains their
results much better."
CLICK FOR VIDEO

When I'm speaking I will often
ask the audience which of
these goals are better, #1 or #2?
Is it better to set a more
attainable goal and to surpass
it, or should you strive for a
loftier goal, knowing that even
if you fall short, you'll be further
along than you would have
been otherwise?
Regardless of whether I'm speaking to executives, senior managers, sales
teams, or anyone else, the responses are almost always a dead even split.
The truth is, they're both right. Or they're both wrong.
It depends on your EXPLANATORY STYLE, which is the psychological term
for how we explain the events that happen in our life. Whether we set a big
goal or a small goal AND whether we accomplish it or fall short of it only
matters insofar as our interpretation of it.
For example, I remember during one of my recent speaking engagements,
a person in the audience told a story about a company he was with and
the lofty goals they set. Inevitably, they would miss their mark and what
was constantly emphasized was how far short they were falling from the
goal. He said it absolutely DESTROYED their morale and company culture.
That's not to say big goals are bad. I've seen people make an equally fatal
mistake by always wanting the bar lowered to a small, easily achievable
goal. Yet, surpassing this goal never has the desired effect of building
confidence and wanting to strive for bigger and better next time.
As Outperformers, we're all playing the long game. Both goals and both
results can either empower, or disempower, us this year...and beyond.
However your goals turn out, please use the correct explanatory style.
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HAVE SCOTT SPEAK TO YOUR BUSINESS OR TEAM
ScottWelle.com/Speaking or Click Here Now >>
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PERSONAL PERFORMANCE COACHING WITH SCOTT
ScottWelle.com/Coaching or Click Here Now >>

