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Successful goal setters are different from the rest — they achieve more than those who
don’t set goals properly. In our experience, designing incentive programmes and setting
goals using the principles of behavioural economics will increase the rate of achievement
and improve overall performance.
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Encourage your sales force to follow these
seven goal-setting best practices to boost their achievement rates.
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INn order to buy into a goal

and put effort toward achieving
it, we must perceive it as being
relevant to us.
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Stretch goals challenge you to go
beyond your comfort zone and
you'll find it to be especially
rewarding when you accomplish
something you weren’t certain you
could originally do. It's easier than
you think — over half of our
GoalQuest® incentive programme
participants exceed their baseline
performance by achieving a
stretch goal.
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We favour things
that we remember.
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Writing down your goal helps you
reaffirrm and remember the goal.
Since your brain forgets 70% of
what happened yesterday, reminders
are important! Also, your brain will
engage functions that help you plan
when you sit down and begin writing.
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We work harder
the closer we get
to achieving a goal.
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Researchers tell us that a fast start
leads to greater success and that
knowing how well you're doing along
the way generates higher achieverment,
too. Tracking should be relevant to the
size and scope of your goal. Those
who get off to a fast start in an
incentive programme typically finish
57% higher than those who don’t.
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To learn more about BIWORLDWIDE, visit: BIWORLDWIDE.co.uk or email enquiries@eu. BIVWORLDWIDE.com.
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