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Goal setting is a funny thing in that 

everyone knows that they should do 

it and yet very few do! When I ask 
CEOs/MDs/leaders whether they 

have any goals or not, only a minority 

put their hands up and say that they 

do have some goals. When I drill 

down further it turns out that even 
most of them don't really feel that 

goal setting works and their goals do 

not particularly motivate them. 
 

If goal setting is so important for 

success and if most of us know 

and acknowledge that, why then 

do we not actually do it? I believe 

the answer to this question is that 

a lot of people in general have 

negative connotations attached to 

goal setting in their minds. They 

see goal setting as something 

painful rather than something 

empowering. 

 

Maybe this is because goal setting, 

for many of us, is something that 

other people do to us. From an 

early age, other people such as 

parents and teachers set goals for 

us and often we had little or no 

say in whether we adopted these 

goals or not. Even many old 

school organisations impose goals 

and targets on their people 

without any discussion or shared 

buy-in. 

 

Because of this, many of us 

have little or no personal 

investment in our goals.  

 

They do not motivate us, they do 

not excite us and they do not 

engage us. They are not 

something that we wake up 

thinking about (not in a nice way 

anyway) and they are not 

something that we go to sleep 

dreaming about. 

 

What’s worse, these kinds of 

goals usually come with 

consequences. Often painful. Most 

of us have experienced the 

mental, emotional and, 

sometimes, physical consequences 

of failing to hit targets from goal 

setting endeavours that we never 

wanted in the first place. 

 

Goals can make you feel like a 

failure. Particularly, if they make 

you feel that you’re being judged, 

if the journey is irrelevant and if 

the only purpose is the 

achievement of the goal. 

 

Is it unsurprising then that many 

people avoid goal setting and do 

not set goals for themselves? 

And it’s for this reason that I like 

to talk about dreams first.  

 

We all need to set BIG 

DREAMS. Dreams that 

inspire us. Dreams that get us 

up and motivated in the 

morning. Dreams that keep 

us awake and inspired late in 

the night. Dreams that when 

we talk about them we get 

excited, passionate and 

enthused. 

 

Dreams need to be BIG. Dreams 

need to be PERSONAL. Dreams 

need to be ABOUT YOU and 

FOR YOU! And from these 

dreams come YOUR GOALS. 

Ones that you believe in, ones 

that you want, ones that even if 

you do not succeed you will be 

pleased, proud and satisfied that 

you went on the journey. 

 

Ultimately, your dreams and your 

goal setting need to be for you. 

For more on goal setting, have a 

look at this article I wrote 'The 

Magic Of Thinking Big or Even Bigger 

Still'. 

 

Have a great day and be a '10'. 

Gavin 

 

p.s. If you have a conference or 

away day coming up and you want 

to motivate and inspire your 

teams to be more, do more and 

achieve more, then give me a call 

on +44 (0)845 838 5958 to find 

out about bringing the #IAM10 

message to your people. 

 

© Copyright, Gavin Ingham 
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Important Notice 
© Copyright 2019, Martin Pollins, All Rights 

Reserved 
 

This article appeared in Better Business Focus, 
published by Bizezia Limited (“the publisher”). 
It is protected by copyright law and 

reproduction in whole or in part without the 
publisher’s written permission is strictly 
prohibited. The publisher may be contacted at 

info@bizezia.com  
 
Some images in this publication are taken 
from Creative Commons – such images may 

be subject to copyright. Creative Commons is 
a non-profit organisation that enables the 
sharing and use of creativity and knowledge 

through free legal tools. 
 
The article is published without responsibility 
by the publisher or any contributing author 

for any loss howsoever occurring as a 
consequence of any action which you take, or 
action which you choose not to take, as a 

result of this article or any view expressed 
herein.  
 
Whilst it is believed that the information 

contained in this publication is correct at the 
time of publication, it is not a substitute for 
obtaining specific professional advice and no 

representation or warranty, expressed or 
implied, is made as to its accuracy or 
completeness.  
 

Any hyperlinks in the article were correct at 
the time this article was published but may 
have changed since then. Likewise, later 

technology may supersede any which are 
specified in the article. 
  
The information is relevant within the United 

Kingdom. These disclaimers and exclusions 
are governed by and construed in accordance 
with English Law. 
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