  

Lowered Goals and Expectations Make Defeat Feel Better.
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In 2004, all branches of the US Army (Active Duty, Reserves and National Guard) fell into a downward spiral in manpower. Soldiers were leaving when their commitment was up, instead of reenlisting. News of repeated deployments was not only taking its toll on current soldiers, but also on the recruitment of new ones. At the height of the war in Iraq, the Army was experiencing a true crisis in staffing levels. As of today, according to Major General Roger Lempke, the Active Duty component is struggling to sustain current staffing levels and the Army Reserve is now meeting goals that were revised downward over the last couple of years. However, the Army National Guard took a different approach to the problem and is now working its way back to original strength numbers. 

How often have you been challenged in your business to exceed last years expectations in the midst of a declining market? The easy thing to do is to use external conditions as an excuse for substandard performance. You even feel better about your sagging performance because circumstances beyond your control are really to blame and we all know that if it’s “beyond your control”, well, heck, you’re just a victim of circumstances and you surely can’t be held accountable for that. There is no doubt that external and uncontrollable negative circumstances can have a huge impact on our ability to perform, but true performers don’t go down without a fight.

According to Major General Lempke (in an article he wrote for Performance Magazine), all three branches of the Army had the same problem, but the National Guard approached the situation in another way. First, they did not adjust their staffing level goals downward. They made the hard decision to focus on growth in the midst of their version of “market decline”. Secondly, they went back to their roots, determined their core competencies (such as high visibility in local communities) and focused most of their energy there. Finally, they empowered soldiers in the recruiting process by paying them a substantial bonus for every recruit they recommended that made it through basic training. The net effect is that while the other branches are “succeeding” by attaining lowered goals, the Army National Guard is on the verge of reaching their original goals. 

Most people will be moderately successful in life by “going with the flow” and setting their goals accordingly. But true prosperity comes to those who take a long-term view of their business, never give up the high ground and fight vigorously against the tide to reach their goals. They are also the ones who will one day look back on their life and know that they did their best. 
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