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All good Reemal..

T have some great
updates on our
wealth management

Good morning
team..How have
you all been
Since the last
time we spoke?
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Reema points to a goal-sheet on her laptop and says



Start by, tisting,the,
Organisational Goals

for the Year,




Here are the organisation’s goals for

the forthcoming year. You might remember
these from the town hall that our MD and
CEO addressed the other day?

1. Increasing our customer base

2. Driving growth in new and
underpenetrated markets

3. Diligent expense management

4. Digitisation

I'll give you a minute to revisit the goals,
including studying the one-line
descriptors that our MD had used to
explain each goal; to help jog your
memory, if I may.

Reema waits in silence as the team
reads through the presentation.



ions

?
You can also

terrupt me

Any quest
about the
goals set

Ime you please

Q
o
3
Yp)

In
anyt

I'll
bi

/
.

k my
jons 1nh a

now
hat's okay

N
wal
9

[

ﬁ
%%w

-
3 «m%nmmmw,mﬁ, 5

AT

ot as of
t to as
uest

ft




Next, explain,why, the,
orgamsatron,has chosen,

o fr S W .

these, goa!s for.the, year,
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Another key focus of
our bank is to be the
industry leader

in terms of lowest
operational costs and
thus improve profits!




in agreement

The team nods
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Good.. now.. Keeping the
bank's overall goals in mind
you,I've come up with our
team goals. Mind you

these are not your
individual goals. Those 1
will discuss one-one with
you, but these are the
team’s overall goals.
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Well. This one's simple.
It ties in directly into
our bank's first goal, i.e.
increasing our customer

base.

That's correct.. and once
we have more account
openings, we can tap into
that customer base and
cross-sell products..
thereby improving the
market share for each
of our product verticals.
I hope you've all got

it right

and t
goals that T want toh/r'd
discuss.




Now I see the
connection between
the bank’s overall
goal and our team's

Here's how our
goals align with
the bank’s overall

Good.. but those
were the team's
goals. We need to
discuss your
respective goals
individually.
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So, please schedule your
individual goal-setting meetings
with me, beginning tomorrow.
I need to you think about your
goals and share what you think
you can take on for yourself.
We can discuss your goals and
arrive at a detailed plan

of action to achieve those
goals during our meeting.
Sounds good?"

Reema decides to meet
with the team members
one-on-one, and set
effective, concrete,
time-bound goals with

concrete action plans.
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Step) 5

Set,vp individval |
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Here's the goalsetting dialogue
model that you will see Reema
use in the role-play:

4Ws + 1H = Effective Goal Setting

Hey Satish,
how're things?

Yes, they are
energising and
inspiring. And
I am glad that
you think
likewise.

Exciting! Our
company goals
really energise me.




Yes, Reema, I have.

My KRA is 'New Savings
Account Openings', and
my KPI is 20 new savings
accounts opened per
month.

That's right. Now, Satish,
I set these goals only to
get us started with our
~onversation. We need to
both agree to these goals.
Do you think these goals
are achievable?




They look
extremely tough,
almost impossible
to meet.

I hear you, Satish.
However, please help
me out here. Why do
you think they are
almost impossible to
meet?
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Yes, I remember

the points you
shared in your
presentation.




I'm happy you remember the
"why" behind our goals. The
next obvious step would be to
identify the "how" behind the
goals. As in, let's jointly create
a practical action plan to help
you meet these goals. So, tell
me, what factors will help you
meet your sales goals?

I remember this from our previous
goal-setting meetings:

1. The number of leads that
I am working with
2. The number of new sales
suspects I reach out to everyday
3. The number of existing
prospects from my CRM I
advance my sales with
. My product and process knowledge
. My selling skills, including my
rapport building, probing to
identify potential pain points
and needs, product presentation
skills using the FAB model,
objection handling, negotiation
and sales closing skills




Wow, you remember
the whole list,
Satish. That is
mighty impressive,
T must say.

You never stop
repeating this
list, Reema.

Yes, now if we can
create a plan of action
+0 meet each of these
clements, will it help
you meet your goals?




Satish and Reema joi
, tly creat :
the identified fac%l ntly te an action plan to help addr
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1. Th ' o '
2 Otel'zgleg ;‘Ojnia;{Y milestones he must meet (daily calls, et
3. A training plan teo rgﬁjﬁ/f‘fnet(using the CRM di/igent/y’eetcc-))
l " ’ o
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icertainly does.

Reema. If I can
t this
it looks

|| meet

my goals-

"Does that look
like a doable plan,
satish?"

m confident you will.
look at a few

milestones. In other words,
the short-term timelines
that will help you meet your
quarterly and annual goals.
Let's break this down into
weekly milestones.
What say?




Reema and Satish jointly create milestones for him.

oo

. ; P
Any questions | are clea
about your |

milestones?

Lastly, I want us to
identify the people
you have for help if J
you ever need any an
since you report
directly to me, how
often we will meet to
review your goals.




And that is
how Reema
empowered
Satish to meet
his stringent goals.
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Remember,
4Ws + 1H =
Effective

Goal Setting
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