
How to Achieve Your 2014 Goals – R J Vendetti, CLU, ChFC 
 
Soon we’ll be sitting down to set or receive our 2014 Annual Goals. Whether you’re 
assigned your new production standards or set your own sales targets,   I have some ideas 
that can help you develop plans and actions designed to help you  achieve those goals for 

2014. 
 
The problem with yearly goals 
The major problem with setting annual goals is that you have 12 months to achieve 

them. This means that if you’re not on track at the end of January, there is no need to 
worry--you still have 11 months left in the year.  Even after February and March have 

gone by, you still have a false sense that there’s plenty of time left in the year. But as the months go by, 
falling behind on our goals can be daunting, and it soon becomes downright challenging to right the ship 
by year’s end.    
 
For example, did you set a New Year’s resolution to lose 18 pounds next year? Hey, that’s only 1.5 
pounds a month.  So if you do not lose anything in January, there is no need to worry. There are still 11 
months left, and after all, it’s still only 1.7 pounds per month you have to lose.  
 
April rolls around, and it is still only two pounds per month you have to lose. But around June—that is if 
we are even thinking of resolutions by then-- we start to realize that our goals are not achievable. 
 
So it is with our sales results. If we are behind in January, we simply add the deficit to February and 
divide the total by 11.  However, as the months pass, that divisor is reduced, and by June, the likelihood 
of us achieving our annual goals may be in serious jeopardy. 
 
Another flaw with sales objectives is that they are measured in actual sales results. The selling process 
relies on many steps necessary for the eventual sale to be issued and put in force. These include prospect 
identification, the approach, the initial interview, the solution-presentation interview and close, and of 
course, the underwriting process.  
 
Succeed at each step of this process and you have a sales result that moves you toward your annual goal. 
However, since monthly production reports only measure sales results, they can be misleading. Cases 
submitted at the end of one month may not issue until the following month, or the applicant might be 
declined during the underwriting process. 
 
So we need to monitor our way through the steps in the sales process that will result in sales results.  
 
Sales keep us in business, but activity keeps us in sales! 
 
Several years ago, I attended a seminar by Joel Weldon, who spoke about tracking 30-day goals. He 
suggested having a 3X5 index card with you at all times and having 3 categories: Personal, Business and 
Family. You then write down specific things you want to achieve during that 30-day period. 
 
It’s very difficult to actually set 30-day sales results because of what I listed above. However, you can be 
specific about your activities for those 30 days. Examples of monthly activity goals are: Conduct 26 
opening or 18 closing interviews, join a networking group or begin studying for your industry 
designations.  
 



The only real focus over 30 days is Activity. Further, this prevents you from listing unachievable or 
insurmountable goals. If you want to achieve your CLU designation, for example, writing that you want 
to get it in the next 30 days is impossible. However, the activity can be as simple as writing down that you 
want to investigate the CLU program, an achievable goal that will be the first step toward attaining your 
CLU designation. 
 
Every 30 days, check on how you did and on your sales results. If you’re behind, make adjustments for 
the next 30 days either by doing more activity or by adding other activities designed to generate sales. 
After six months, you now have six index cards with the corresponding activity results for each month.  
 
When compared to your sales results, you now have evidence of what’s working and what you need to 
change. If you listed “Join a Networking Group” every month and still haven’t joined any group by the 
end of six months, decide to do so or remove it from future cards. Do this for an entire year and you’ll 
begin to see concrete evidence of what activities are the most and least valuable in creating sales results. 
 
Share your goals with those who can help you attain them-- your spouse, children, sales manager or 
business partner. Once you’re in the habit of listing and evaluating your activities over 30-day periods, 
your progress toward your annual sales results and the changes you need to make will become clearly 
evident and ultimately achievable. 
 

January 2014 TELESEMINAR ANNOUNCEMENT: 
Life Insurance is sure to be one of your strategic targets in 2014. Watch for my upcoming 
Teleseminar in January on: 
 

‘How to Successfully transition from your P/C discussions to Life 
Insurance.’ 

 
You’ll want to be sure that everyone in your agency that sells, services, or talks with clients and 
prospects sits in on this informative seminar. I’ll be covering the language, questions, and 
concepts that create interest in your clients and prospects. 
 
Please pass this on to any Associate you feel may benefit from the information here or about my 
teleseminar 
 
Make 2014 your best year ever! Good Luck and GREAT Selling!  
 
Ray 
 
PS – to sign up for my newsletter, please visit my website at www.rayvendetti.com 
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