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How to write an effective Game Plan

If you write out your plan, you are ahead of most people walking the earth. Many of us have read that a
very small percentage of the overall population has determined their goals and even less have written them
down. If you ask how many people consistently follow a clearly defined goal-setting process, we’re talking
about far fewer people. Maybe 1 out of 100 or less follows a system.

Refer to your game plan and ask yourself these questions:

e Do you have specific goals written for 1, 2, 5, 10 or even 20 years out?
e Did you shoot high or did you play it safe?

e Were your goals or affirmations personal, present & specific?

a. Personal. Affirmations are the most effective when they are personal to you. Generally, they
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Writing your game plan does several things for you:

e Helps give clarity and focus
e The goal becomes more realistic and plausible when you see it

e Gives you a finite date to accomplish the task

There’s a price to pay for any worthwhile goal to be reached. Going through the process of formulating
and writing out your goals helps you to discern the effort, resources, time, etc. that will be needed to
complete your mission.

Having an expiration or due date gives your mind the right perspective on the time remaining to attain
your goal. This holds especially true when the goal(s) are less than one year away. If you write down, I will
do xxx in one year, the 1 year becomes a perpetual date in the future that we never attain and continually
stays one year in the future. However, we come closer to an expiration each day while the activity and
anticipation builds until we reach our goal or the expiration date.

Reading your plan aloud is also a very beneficial exercise to focus your mind on the task at hand. It tells
your mind that you are serious about attaining your goal.

Your Action Plan (Due __/__/ ):

Review and revise your long-term written goal or promise plan of the results you want over the next:

90 days from today

1 year from today

5 years from today

10 years from today

20 years from today

Make sure that at least one promise that touches each part of your life: Career, Personal, Family, etc.
Each promise should have a specific expiration date, such as June 1st, 2014.
Share your plan with someone you trust who will offer emotional support and accountability.

Read and/or review it at least five times over the next seven days.

Circle each day it was done: Su M T W Th F Sa
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