
GOAL SETTING AND GOAL GETTING  
 

Goal setting is sometimes like art, the beauty is in the eye of the 

beholder.  

There are many components to setting and achieving your goals. The 

first place to start is to decide whether you are interested in achieving 

your goals or are you committed to your goals.  

What is the difference you ask? When you are interested you will only 

do the minimum that is required. When you are interested in your 

goals, you will do what’s convenient, easy and what everyone else 

does.    

When you make the decision to be committed to your goals, then you 

will be able to achieve any goal you set. When you are committed to 

your goals, you will learn the skills and knowledge required to be 

successful in the field you desire to be successful in. You will do 

whatever is required of you. 

 You will learn and practice the sales scripts. You will become a master 

of the products and field underwriting. When you are committed, you 

will become a master closer.  With commitment comes passion. 

When you are committed you will eliminate all excuses. You will start to 

accept 100% responsibility for where you are in life and stop placing 

blame on others and situations. You will stop blaming your lack of 

knowledge, lack of education and all the other reasons why you think 

you’re not successful.  

Start putting all your attention and focus on how you will and can 

achieve all your goals. 



You must be focused and precise on exactly what it is you desire to 

achieve. Ask yourself specifically what do you what to achieve. The 

reason you need to be specific in your goals is because when you’re 

specific you are sending a signal with instruction to your brain. 

 People who learn how to focus on exactly what they want will achieve 

their goals at a significantly high percentage than those who do not 

have clarity of focus. 

So, what do you want to achieve financially? How much money do you 

desire to earn in the next six months, in the next calendar year? 

It is important to choose a goal that you have never hit before. You 

goals should stretch you, but your goals also need to be realistic. A goal 

that is too high and unobtainable will often lead to disappointment and 

procrastination. 

 For example, if the most you have ever earned in a calendar year is 50 

or 60K, then a goal of 250K in a calendar year is not very realistic. A goal 

of 100K to 150K is more in the game. Remember you can always push 

you goals higher.  

A big mistake I see people make while goal setting is they let their 

current circumstances, like bank accounts and past history dictate what 

they can do today, tomorrow and in the future. 

 Don’t allow your past or current circumstances to control your thinking 

or your goal setting.    

The reason this is important is because when you look at what you have 

now, or in the past and focus on that, you are neurologically creating 

more of the same.  

This is why it is important to set a goal you don’t know how to achieve. 

Set a goal that actually scares you a little. How do you know if your goal 



is scaring you? You will feel uncomfortable. You will feel doubt and 

fear. This means you are out of your comfort zone.  THAT’S GOOD!! 

That is the feeling you want to feel.    

So, step one is to have clarity of focus on exactly what it is you want, 

and a time line of when you will achieve it. 

In order to achieve any goal you must have STRATEGY, TACTICS AND A 

PROCCESS. The acronym is S.T.P. This is the blueprint to achieve your 

goals.  

Without using S.T.P. you are relying on hope and luck, which you know 

does not yield good results.  

STRATEGY: In the insurance business here is an example of strategy. 

What does your lead flow look like? Are you receiving 20 “A” leads a 

week supplemented with “B” and telemarked leads. Prospecting, 75 to 

100 door knocks a week, 150 to 250 phone calls weekly. Make 12 to 15 

face to face presentations per week. Asking for referrals with everyone 

you meet. This is strategy. 

 

TACTICS: Learning all the sales scripts, rebuttals and in-home 

presentation frontwards and back. Learning how to overcome all 

objections. Getting in the house, sharing the information clients 

requested. Using the free memorial guide and RX card to get your foot 

in the door. Leaving delivery notices on every door. Knowing your 

carriers and how to field underwrite a policy. 

PROCESS: The process is putting the whole thing together. Following 

the Senior Solutions and YIG sales system. Properly utilizing all the 

resources like the sales flip chart, activity tracker and production 

reports. The process is the follow up and the follow through. It’s a 



matter of doing the right things the right way every day. This is the 

duplications part of the business. 

HABITS: Your daily habits and what you implement in your strategy, 

tactics and process will determine your success. 

You must learn to develop the habits of successful people. Ultimately 

your daily habits will dictate your success. Your goals and habits must 

be in alignment. If you have a SIX figure goal you must also have SIX 

figure habits.  

The fact of matter is most people fail on achieving their goals is because 

they have terrible daily habits. You must become a creature of habit 

and daily rituals. You must review your goals every day to create a 

neurological pattern. This becomes like a map of your new goal in your 

brain. Your brain will start to see things in the physical world that 

match up with your goal.  

One of the biggest problems I see is people never write down their 

goals. If your goals are never written down then you can never create 

the neurological pattern of creating the habits to achieve the goal.  

What I want you to do is write your goals down. Then create the 

blueprint of achieving the goal. This is the S.T.P. strategy, tactics and 

process. This will start the process of sending the signals to your brain 

to create the habits necessary to achieve your goals. 

BELIEF: The next step is to develop your belief level. You must truly 

believe internally than you can achieve your goals. This is NOT 

motivation this is INSPIRATION! Your beliefs are what drives you. If you 

have a low belief in yourself it will be very difficult to create the 

necessary habits. For example, if you want to achieve 100K in a 

calendar year but your belief level is at 50K per year based on past 

performance you will end up sending a mixed signal to your brain and 



sabotage your own success. A recommendation for those who have a 

low belief level is start reading books on self-image and self-worth. The 

fact is your income will never outgrow your self-image. I believe you 

deserve everything your desire. You are good enough and smart 

enough. 

The last part of achieving your goals is discovering or developing your 

Why. 

WHY: What is your Why? Why do you want to achieve your goals, and it 

cannot be all about the money.  

Money is just pieces of green paper. It is what the money will do for you 

that’s important. How will making more money serve you and your 

needs? How would making 200K or even 300K in a calendar year change 

your life? It is critical for you to discover your Why. Dig deep, and put it 

on paper and look at your Why every day. As you grow and your income 

increases you Why will change too. Example: Let’s say your Why is to 

pay off 50K of unsecured debit. After this is done your Why may change 

to having 100K in an emergency fund or taking a once in a lifetime 

vacation with your family every year. 

RECAP: Goal setting starts with writing down your goals. Then develop 

your S.T.P. strategy, tactics, process and habits. Next work on your 

beliefs and discover your Why.  

 

 

Here is something that should be very encouraging to you. Every goal 

you write down and desire to achieve has already been achieved by 

someone else before you. All you need to do is create the daily habits 

and belief.            



Now that you have the tools and blueprint to properly set your goals it 

time to put them to good use. Let’s do some reverse engineering to see 

how many “A” leads you will need to achieve you income goal.  

Let’s say you want to achieve $2,000 per week in net income after your 

lead cost. This would equal 100K in a calendar year. What I know is that 

on average every “A” you purchase is worth approximately $150 in net 

commission. 

 This calculation is based on per lead purchased regardless if you sell the 

lead or not. Let’s now take our income goal of $2,000 per week and 

divide it by the average commission of $150 per lead. $2,000/$150 = 13. 

That tells me you need to have a minimum of 13 leads per week to 

achieve you income goal of $2,000 per week. Another way of looking at 

this is based on presentations on a 60% close ratio. Every presentation 

you do should be worth $250 in commission whether you close the deal 

it or not. Take your income goal of $2,000 and divide it by $250 and you 

get 8 presentations per week. Seems pretty simple right? By utilizing 

the activity tracker you will be able to pinpoint precisely how much 

activity is required to achieve your income goal. Meaning how many 

door knocks, phone calls and presentations are you going to need.  

Now that you have the reverse engineering formula it time for you to 

develop your income goal, strategy, tactics, process, belief and your 

Why.   

I hope this information has been helpful.     


