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again, that doesn’t work. I have been 
guilty of doing just that. So how can 
the 3 percent become even more effec-
tive in achieving change?

Secret No. 1
The answer is you have to see your 
goals every day to motivate and redi-
rect your behavior to achieve the goal. 
Because most of us don’t know what to 
do with our goals and objectives after 
we write them down, we simply stop 
focusing on them. 

I asked the shop owner and his wife if 
they would be willing to complete an exer-
cise that just might remind them every 
day of their goals. I shared with them that 
they could enlist help from their kids and 
it would be a wonderful family experience. 
As a matter of fact, the kids are more apt 
to buy into the exercise, because it might 
sound a little bit silly. 

The simple secret is to make a poster 
by cutting out pictures from magazines 
that best describe what it is you want. It 
could be a picture of a new car, motor-
cycle, baby, building, technician or a 
pot of cash. I have learned by coaching 
thousands of shop owners that if you 
can get the goal in front of them daily, 
their reticular activating system will 
subliminally give them the power and 
enthusiasm to obtain the goal. 

They agreed to create a goal poster 
with the family and hang it where they 
could see it every day. It really helps 
to have the family’s involvement if 
you want permission to hang it in the 
house. Worst case, I told them to put it 
in a closet they open every day to get 
dressed. 

Their children helped them find the 
pictures of what they wanted to accom-
plish in the next five years and helped 
them paste the pictures on the poster 
board. The entire family got a kick out 
of seeing what Mom and Dad wanted to 
accomplish, and the kids asked if they 
could add a few things to the poster for 
them as well. 

Dad thought it would be great to 
have a family goal poster, because they 
would get more buy-in and help stay-
ing on track, which is exactly what they 
got! The family asked each other how 
they were doing with their objectives, 
and actually lent support to help and 
encourage change.

One year later I received a phone call 
from this shop owner, who shared with 
me that they had crossed off five of the 
goals on their poster. He was shocked 
at what they had all accomplished. 
They thanked me and told me they 
never would have accomplished these 
goals without me. 

I was f lattered, but the truth is they 
never would have accomplished all the 
goals without a goal poster. You have to 
constantly redirect your brain to stay 
on track to achieve your objectives. I 
have received calls from hundreds of 
owners and service managers crossing 
things off their goal posters. This really 
works! So, go get a poster board, glue 
sticks and your favorite magazines. 
Sounds crazy, eh?

Secret No. 2
Now, what is it you want? If you asked 
10 people to write down a list of 10 
short- and long-term goals, most of 
them would look at you like a dog hear-
ing a high-pitched sound. So, you need 
a question to get you thinking. 

We all need to grow financially, men-
tally, physically, socially, spiritually and 
emotionally. In addition, we want to 
improve our relationships, living envi-
ronments and maybe even our careers. 
What if I asked you, “Where did you 
see yourself five years ago in these cat-
egories? What does it look like today 
and what do you want it to look like in 
five years?” 

What most of us find out from doing 
this exercise is we are doing worse 
today than we were five years ago in 
many categories. This exercise makes 
it easy for you to determine what you 
want to have happen over the next five 
years. All the goals for these critical 
areas of your life can be accomplished 
much faster when you focus on them.

Several years ago, I worked with a 
large family business in Long Island, 
N.Y., that was a sleeping giant. The 
family had been in the business for a 
long time, and some of them had lost 
that aggressive spirit that we all need 
to grow. When they were doing this 
exercise, one of the family members 
recognized he had picked up a bunch 
of weight, wasn’t exercising and was 
too tired to implement much change in 
the business. He put a before and after 

picture on his goal poster to motivate 
him to start exercising. The after pic-
ture was not of him, rather of a body 
builder he cut out of a magazine, but it 
proved to get him moving every day on 
a treadmill. 

He called me six months later thank-
ing me for his new energy level and 
sharing how great he felt chasing his 
new goals. The business f lourished 
once again like it had in the past. Let’s 
face it. If you don’t feel energetic you 
are not going to be able to change much 
in your life.

This goes for all your employees 
as well! You have to help them grow 
in order for you to grow. As a matter 
of fact, without all the minds in your 
business working collectively toward 
a common goal there is no way you 
can grow it by yourself. So, send me 
your contact info and I will send you 
an example of my goal poster along 
with the “Five Years from Now” goal 
questionnaire form so you can get your 
team motivated right away.

Party, Party, Party
Start early and schedule a meeting 
after work with pizza for you and your 
associates. Pizza is my favorite food 
and a must, but you can improvise 
here! A cut and paste party is a lot of 
laughs, and we can all use that these 
days. After the posters are finished, 
have everyone explain their goals. Also 
have them give you the questionnaire 
form so you know what you need to do 
in order to motivate your people for the 
next five years!

Yes, it is your job to help them get 
what they want in life and now you 
have their secret to motivation. Send an 
e-mail to cfrederick@autotraining.net 
with your contact info and I will send 
you the questionnaire. Now go out and 
have fun! 

Chris “Chubby”  Frederick is CEO and presi-
dent of the Automotive Training Institute. He is 
thankful for  assistance from George Zeeks and 
Brian Canning in preparing this monthly column. 
Contact Chubby at cfrederick@autotraining.net.


