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HINTS AND TIPS FOR SETTING YOUR QUARTERLY GOALS
If you’re already in a routine of setting 90 day goals for your business you’ve probably already thought about how your networking activities will support that. But if you’re not sure where to start this sheet will give you some practical ideas of how to ensure that the time, money and energy you spend on your Growth Community activities are worthwhile and deliver the desired results for you and the other people in your group. 
How many goals should I set?
That’s up to you. But remember this is a two way process. 
The things you want to achieve and the things that the people in your group want to achieve. So, choose some things that you want help with and make sure that during your member only meeting you are creating a few actions to help others too. 
We recommend 2-3 goals per 90 days. But you can do less or more. 
Not sure what goals to set?
If this process feels unfamiliar at the moment then you might like to choose from some of the examples below. 
A good way to break your networking goals down is into these three sections. You don’t have to have a goal in each. You might have multiple goals in one section. 

FINANCIAL		 CONNECTIONS		PERSONAL DEVELOPMENT/KNOWLEDGE

Examples of Financial Goals
· Return on Investment: Over a six month period how many sales do I need to recoup my investment of £240
· How many more customers/leads do I want above and beyond my investment?
· Do you have a push on a particular product, service or customer avatar?
· Is your financial goal focused on profitability rather than just turnover?
· If you have an overall sales target, what proportion of this do you want to come from your networking activity. 
· Are you looking to scale, grow or recruit?
Examples of Connections Goals
· Gain connections in a specific industry sector e.g. 5 new connections to dentists.
· Increase LinkedIn or Facebook followers / connections by 100 new targeted people.
· Build two new quality relationships with members of the wider Growth Community.
· Create a strategic or referral partnership with a connection who you’ve reached a point of ‘trust’ with. (if you’d like help with this process please ask Nicky or Mark Jarvis)
· Have a short meeting with every group member and agree one action to do for each other.
· Find three new suppliers that support your business growth or add value to your customer base. 
Personal Development / Knowledge Gaining Goals
· Learn and implement two new marketing ideas for your business e.g. email marketing, podcasts, SEO utilising your networking connections. 
· Learn how to implement a 90 day planning routine
· Re-plan or develop your website
· Get two recommendations for books that will support your business growth. Read them and then create a summary of the ideas that you are going to put in place (and maybe share with your group)
· Identify a personal challenge to undertake. E.g. a speaking opportunity, collaboration, a residual income stream or a fundraising challenge for the Children’s Air Ambulance. 
· Research a suitable coach to support the scaling of your business
· Learn a brand new skill that directly impacts the profitability and success of your business e.g. implementing a KPI dashboard, knowing and understanding your numbers or better time management. 

Write them down and create some actions. 
As Antoine de Saint-Exupery once said: “A goal without a plan is just a wish” so write your goals down and put some actions against them. 
Make each goal SMART.
Specific
Measurable
Achievable
Realistic
Timely
· What are you going to do to deliver the goal?
· Who’s going to help you?
· When are you going to do it?
· How will you know when you’ve achieved it?
On the subsequent pages of your workbook create a few actions of what you’d like to realistically do over the next 6 weeks (before your next member only meeting) to achieve that goal. 
For example:
Goal:
 I will increase my LinkedIn connections from 2900 to 3000 (100 connections) by the end of May 2022. 
Actions: 
1. Make a list of the types of connections I want.
2. Ask group members (or wider community members) if they are connected to any of these types of people and if they will do a LinkedIn introduction for me.
3. Have a short meeting with every group member to explain what I am trying to achieve and why, so they can think of ways to assist.
4. Create a few posts that show off your credibility for that target audience and ask group members to tag relevant people suggesting that they might be interested in the content and that you are a trusted contact of theirs.
5. Keep a tally of how many new connections you get. 
(Obviously you may be doing other activities to achieve this goal with contacts outside of the Growth Community but the aim is to create actions that Growth Community connections can support with.) 
Communicate your plans
The best way to be accountable to the goals you have set is to share them with other people. This will keep you focused. 
Each member only meeting we will be sharing our progress and identifying any additional support we need. So, it’s really important, that right from the start, the other members of your group know what’s expected of them. 
Once everyone has shared their goals you will start to see where you can support each other and this will then lead onto identifying the 121 or small group conversations that you need to have next. 
Take down actions
While everyone is sharing their goals make sure you write down a few things that you are going to do for someone or any questions or clarity you require from others in order to help. The back pages of your workbook are perfect for this. 

And finally…
Understanding return on investment for your marketing activity is important, but remember that the ‘return’ you get in networking is not always financial and that the results you get from it are rarely overnight and may take many months before they bear fruit. Sometimes they are also ‘indirect’. For example, a new marketing idea that you get from another member or guest that increases your lead generation by 30%! And then there’s the support and advice that just helps you through a tricky or low point. It all adds up! And they are all results. 
The purpose of setting some goals is so that progress can be more visible to the whole group and encourage greater team working and accountability. It keeps motivation and retention levels up and everybody gains something from their time and energy. 
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