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As a business coach for over 25 

years, I have seen and heard it all. But 

perhaps one of the most common 

things I come across is new leaders 

that have an unrealistic idea on how 

to set goals for their business. With 

the majority of them overestimating 

what their teams or themselves as 

leaders will be able to accomplish in a 

quarter or a year's time.  
 

So today I wanted to talk about 

something called SMART goals, 

and share ways that you can 

incorporate them into your 

quarterly planning strategy. And 

while I have talked about 

quarterly action plans in the past 

here, I want to explain how they 

tie in together with the concept of 

SMART goals.  

 

What are SMART goals you ask? 

 

S-Specific 

 
The S stands for being very 

specific about what you want to 

achieve. In your quarterly action 

plan, you would pick the top three 

goals that you want to achieve 

that quarter. Let’s say that this 

quarter you would like to increase 

the number of leads that you get 

into your sales funnel. SMART 

goals take that idea one step 

further, by narrowing it down to a 

very specific focus.  

 

So instead of saying “I want more 

leads in my sales funnel” you 

would say “I want 20% more 

qualified leads that are interested 

in our product X into our sales 

funnel.”  

 

The latter is much easier to 

create a strategy around.  

 

 

M-Measurable 

 

The second letter in the SMART 

acronym stands for measurability. 

Let’s say for example your sales 

team would like to close more 

sales this quarter and you want to 

make that one of your goals on 

your quarterly action plan. While 

that’s a great starting point, how 

will your team know that they are 

successful?  

 

Instead, change the goal to include 

a number. You want to close 15% 

more sales this quarter, for 

example. Or you want to hire 3 

new sales representatives to help 

you achieve a 15% increase in 

sales.  

 

A-Achievable 

 

The third letter in SMART stands 

for achievable. Let’s look at the 

prior example. Is a 15% increase 

in closing rate achievable for your 

business? If you have in the past 

seen a 2-3% increase quarter over 

quarter, a 15% bump may not be 

feasible and leave you and your 

team feeling like you failed. But if 

you chose a goal of 5%, then you 

may be more successful. So 

choose your goals wisely.  

 
R-Relevant 

 

Next up we have relevancy. This 

is one that I see a lot, particularly 

with new business owners. You 

have lofty goals to conquer the 

world but may not think about 

how they fit into the bigger 

picture. Do the goals on your 

quarterly action plan fit into the 

long term goals for your business. 

How will they help move the 

needle? If they don’t fit that 

criteria, it might not be worth 

including in your quarterly action 

plan.  

T-Time Based 

 

And lastly, you want to look at 

whether your goals make sense 

from a time perspective. Given 

the size of your team and a 

limited amount of time and 

resources, does your goal make 

sense? Would your IT team of 1 

be able to do a complete website 

and database overhaul in one 

quarter? Or does it make more 

sense to break it down into more 

manageable goals over the course 

of the next few quarters?  

 

The idea of SMART goals coupled 

with a quarterly action plan is an 

excellent way to make progress 

within your business and stay on 

track.  
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Important Notice 
© Copyright 2022, 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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