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A natural part of setting goals is linking them to a date or deadline for their completion. These dates are logically based upon the estimated time to complete a project or task. The problem is that there are often no real consequences if the dates are not met. People are natural procrastinators, and we often need an extra incentive to meet the dates associated with our goals. I have found that I have better success with my goals if I can link them to some external event which forces me to get them done. These external events have non-negotiable due dates which cannot be changed by me.

If necessary you may have to create situations which will have consequences if you do not meet them. For example, suppose you have wanted to complete some home improvements but have been procrastinating over the past few years. The unfortunate truth is that most people complete their home improvements at the time they prepare to sell their house. A trick to motivate yourself to get such tasks done might be to schedule a party to show off the new paint job, cleaning, decorating, or landscaping. Create an external event which will have consequences if you fail to get the job done.
The same situation exists in business. For example, I have a goal of writing a book about my business experiences but never seem to find the time to get started. Of course, we don’t “find time,” we make time. I now use these monthly articles, with their non-negotiable deadlines, to write something about my business experiences every month. 

When I owned my previous business, a computer software company, it was difficult to meet deadlines and goals for software releases. Our initial method was to first decide what we wanted to accomplish and second to estimate a completion date. More often then not, the deadlines came and went with frustration all around. However, when we switched to linking a release to an external event which had non-negotiable dates, things really changed for the better. We decided to have a software release every year to coincide with the annual tradeshow. The software developers knew the date and worked with renewed focus to insure that their latest and greatest enhancements were included by the irrevocable date. If they weren’t done, their work couldn’t be demonstrated at the next trade show. It was no longer an arbitrary deadline; it was an external deadline visible to our current and future customers. This change in thinking made a dramatic improvement in our ability to meet deadlines and had the wonderful benefit of minimizing friction between management and worker. 
You can do the same thing for your business by linking your deadlines to external events with non-negotiable deadlines. 
