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Albert's Five Key Questions. 


1 
What do I want? What do I really want?

2 
Why do I want it? What makes me want it? 

3 
How much do I want it on a scale of 1 to 10? 

4 
What am I prepared to pay to get it? 

5 
What will I do when I have got it? 

Through this work book I want to explore each question. 
If you are considering applying to join the Millionaire Coaching Academy programme please make sure that one of your goals included in this exercise is to achieve 1) sales of £1m a year, 2) a balance sheet of £1m or c) An extraction of £1m and that the other goals you complete are not in conflict with your millionaire goal or your key values.
1. What do I want? 

 
We are told that to achieve what we want we need to set goals, written goals and regularly review them and the progress we're making towards getting them.

 
Setting goals in only one aspect of life is a waste of time as this generally creates conflicting pressures between the stated and un-stated goals.

 
I want to be very rich, specifically £1m more in my bank account in three years (stated goal) may conflict with an un-stated goal, I want to spend more time with my wife and young children.

 
So we need written goals in all the key aspects of our life such as Personal, Business, Family, Community – or whatever categories are relevant to us.

 
We then need to rank the categories in order of importance. (I do this on a scale of 1 to 10), then within each category we set sub goals in ranked order of priority too.

 
In my case, by way of example, my rolling 3-year goals (without the scores – I don't want to give away too many personal secrets) are:

 

1
PERSONAL

 

1.1
To spend a minimum of 20 days a year improving my own knowledge and skills.

1.2
To have a minimum of 20 days a year holiday away from home.

1.3
To go out to dinner / a show / the cinema once a week with my wife.

2
BUSINESS

 

2.1
To launch the Millionaire Coaching Academy in October 2008 and have 10 clients by end January 2009 paying a minimum monthly total retainer of £15k.

2.2
To achieve total sales of £750,000 for year ended November 2009.

2.3
To be on track for sales over £1m pa for 2010.


3
FAMILY AND FRIENDS

 

3.1
To spend at least 1 hour with at least one friend /family member per week, on the phone or face to face.

3.2
To spend at least 3 hours face to face with a friend / family member once a month.

3.3
To visit my son living in Australia in the next 12 months.

4
COMMUNITY

 

4.1
To re-start my activity as a magistrate in the next 30 days and devote an average of 1.5 days a month to such activity.

4.2
To become an ecademy Black Star in the next 12 months.

4.3
To identify and support a charitable cause in the next 6 months.

Experience shows that the more public we make our goals and the

more people we share them with, the more likely we are to put effort into them to achieve them rather than "lose face".

Use the section below for your own progress:

WHAT DO I WANT?
PERSONAL WORKSPACE:

My Goals: 

1
PERSONAL

2
BUSINESS (an MCA goal if applying to MCA)
3
FAMILY AND FRIENDS

4
COMMUNITY

2. Why do I want it? 

You’ve written down your goals as specific objectives. 

The goals cover all the key aspects of your life such as Personal, Business, Family, Community – or whatever categories are relevant to you. 

You’ve ranked the categories in order of importance and within each category set sub goals in ranked order of priority too. 

You’ve also checked that the goals are congruent (do not conflict with each other) and are stretching yet realistic. 

Now it’s time to check your motivation and understand what it is that makes you want to achieve these goals. 

Let’s say one of your goals, as a business owner, is to achieve a turnover of £1 million a year within 2 years, with net profits of 10%. 

Why do you want to do this? 

Possible answers, in no particular order, could be: 

1. I want to show people I can achieve business success. (People could be people in general, your spouse, your brother, your mother, your first employer, a critical teacher etc.) 

2. I want to provide people with employment in a supportive work place. 

3. I want the money, I want to buy stuff, and I want to show off. 

4. I want the security that owning a profitable, successful business can bring, so I don’t have to worry about money any more. 

5. I want to build a successful business to be my pension in retirement, when I sell it on. 

It’s important to know why you want something, to know if it is to move towards something positive or away from something negative. 

Experience shows that the more public we make our goals, the more people we share them with; the more likely we are to put effort into them to achieve them rather than “loose face”. 

PERSONAL WORKSPACE:

My Goals 1

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

2 Why do I want this?

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

My Goals 2

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

Why do I want this?

______________________________________________________________
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______________________________________________________________
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My Goals 3
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______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

Why do I want this?

______________________________________________________________
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______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________
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My Goals 4
______________________________________________________________

______________________________________________________________
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______________________________________________________________

______________________________________________________________
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______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

Why do I want this?

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

3. “How much do I want it on a scale of 1 to 10?”
Where 10 is I will kill for it, I will die without it and 1 is ‘am I bothered’. 

Is there a threshold below which no action takes place? 

My answer would be ‘Yes’. 

If the intensity of desire, the degree of ‘want’ does not score 9 or above, my experience indicates little if anything is likely to happen. You have to want it at least that much to take action of some sort. 

Nothing is likely to result without action and effort. Action is generally the key to results. 

No matter how much visualisation and repeat affirmation goes on, positive results rarely come without action and to get action you have to have the motivation to act. 

Ideally the motivation should score 10 – this would ensure action. Anything less needs to be questioned. 

Do you find it hard to get going on your goals? 

Is your desire to change too weak? 

Would you benefit from talking this over with a coach such as me, perhaps changing the viewpoint from a “move towards to a move away from” or vice versa? 

PERSONAL WORKSPACE:

My Goal:

……………………………………………………………………………………………………………………………………………………………………………………      …………………………………………………………………………………………

My motivation 

Am I
Kill/Die

Bothered?







For it!

1
2
3
4
5
6
7
8
9
10

What do I need to do/change to increase my motivation to 9+?

E.g.: Benefit from talking this over with a coach, perhaps changing the viewpoint from a “move towards to a move away from”? 

………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

My Goal:

……………………………………………………………………………………………………………………………………………………………………………………      …………………………………………………………………………………………

My motivation 

Am I
Kill/Die

Bothered?







For it!

1
2
3
4
5
6
7
8
9
10

What do I need to do/change to increase my motivation to 9+?

………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

My Goal:

……………………………………………………………………………………………………………………………………………………………………………………      …………………………………………………………………………………………

My motivation 

Am I
Kill/Die

Bothered?







For it!

1
2
3
4
5
6
7
8
9
10

What do I need to do/change to increase my motivation to 9+?

………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

4 
What am I prepared to pay to get it?

So, I know what I want, why and how much I want it, which is at least an intensity of 9 out of 10. 

What price am I prepared to pay to get it? 
“Whatever it takes”, I hear you say. 

OK, so will you risk your marriage, the precious time you have with your kids that disappears each day if you don’t take it there and then? 

Will you put your house on the line to the bank, work 100 hours a week, invest all your savings, move into grey areas of business practice, cut corners – just how far will you go? 

I am reminded of a client, a few years ago, Mr Williams. He was looking for investment (which I foolishly provided) to restock his “Nearly New Computers” shop, following a burglary. 

He had no contents insurance – not easy to get at a sensible price in Philip Lane Tottenham. (It turned out Mr Williams had no insurance at all – not even what was legally required!!!) 
When I asked him, “Before I lend you this money, how do I know the burglars won’t come back and the same thing happen again?” 

“Mr Albert” he said, “come with me”. 
He led me to a cupboard in the corridor joining the two shop units, opened the door and a mattress fell out. 

“Mr Albert, now I sleep here – it will not happen again”. 
Which turned out to be true. Unfortunately other things did happen and Eddie still owes me around £8,000 but has disappeared from sunny Tottenham, gateway to the north. 

The point is Eddie was prepared to sleep in a cold damp shop for the next 3 months, every night, to make his business successful. He was prepared to pay this price. 

(For those interested, Eddie will feature in my second book – “Financing Failures – A Guide on How Not to Be a Business Cherub – being published next year). 

If you’re not prepared to pay the trade off price, give up now or set new goals or lower goals where you are prepared to pay the price. 

No matter how good your coach, if you’re not prepared to pay the price you are not going to succeed. 

You have to be committed, not just involved. 

As in the story of the role of pigs and chickens in creating a bacon and egg breakfast – the pig is committed, the chicken is involved. 

If your coach continues working with you towards a goal you are only “involved” with and not “committed to”, your coach is only involved too and more interested in taking your money than helping you. 

In case of possible misunderstanding, let me say again, 
IF YOU ARE NOT TOTALLY 10 OUT OF 10 COMMITTED AND PREPARED TO UNDERSTAND AND PAY THE PRICE YOU HAVE TO PAY TO ACHIEVE YOUR GOAL YOU WILL FAIL – JUST GIVE UP NOW, STOP, DON’T WASTE YOUR TIME, GET ANOTHER GOAL. 

Sorting out this issue is a critical part of the suitability / eligibility evaluation for prospective MCA members and I believe the hurdle at which many will fall. 

We don’t want your money if you lack the commitment and the understanding between the goals you set and the price you are prepared to pay. 

If you want to share your goals with me, give me a call now – 020 8343 8558.
Go back and review your scores to the answers you provided in section 3.
5 
What will I do when I have got it? 
So, I know what I want, why and how much I want it, which is at least an intensity of 9 out of 10 and I have thought about the price I am prepared to pay to get it and adapted accordingly. 

What will I do when I’ve got it? 

“Enjoy it of course”, I hear you say. 

You’ve struggled hard, of course you are going to pat yourself on the back, say “well done, great, I made it”. But what next? 

Will that be it; will you stop, sit back, and have a rest? 

Will reaching that goal now seem enough, or will you want more of the same or want to set goals to achieve something else? 

Having achieved a goal, some people still seem dissatisfied. 

It’s no longer enough. They want to be another 3 kilos lighter, they want to earn another £1 million, they want to run faster, jump higher, and be even more successful. 

Some people become addicted to achieving goals and can’t stop. 

The concept of enough becomes alien. 

We need to ask ourselves,

What will I do when I have got it? And give an honest answer. 

We might project our thoughts forward a couple of years to when the goal has been achieved and imagine what we will feel like, what it will look like, who will be there enjoying the achievement with us (who might not be there), what it smells like, tastes like, what people are saying, even thinking. 

Are we happy? Do we feel fulfilled? Is it as good as was expected? 

Either then or a few weeks later are we thinking what now, what next? 

Is there a life after goal fulfilment, what does it look like etc? 
Thinking this through is the final stage of my suggested activity related to Goal Setting and Achievement both for general use and in relation to applying for Millionaire Coaching Academy support. 

The MCA programme is not for everyone, but goal setting should be.


You may recall our headline “Are you one in a Million?” when we were first recruiting for clients.
If, having completed this questionnaire with reference to your Millionaire Goal, you are happy with the answers; complete your details below and attach as a file to your email to John Silton our MCA Business Manager john.silton@Millionairecoachingacademy.co.uk. 
On the other hand, if you have decided not to apply to join the MCA programme but are still interested in some form of business support, call our sister business Small Business Solutions Ltd on 0208343 8558 for a FREE no obligation 30 minute phone discussion or visit one or all of the following websites:

www.sbsltd.net  for Small Business Solutions

www.successfulsolo.com  coaching

www.rapidresultsmarketing.co.uk
www.thedc.co.uk  The Directors Centre

www.success121.com John Niland Coaching and The  Outstanding Professional Programme (TOPP)
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