
Reaching our objectives
In looking back at the article, I'm not quite sure why I was reading it.

The article, appearing last month in The Wall Street Journal, was not the kind of
article I usually read. It was about oil and gas output rates. I care about oil and
gas output rates -- really I do -- but only because they affect how much money I
pay for gasoline -- petrol to you British chaps.

Anyway, I still don't know why I was reading it -- but buried down in the middle of
the story is a quote I found quite interesting.

"When we define our objectives, we are in the habit of reaching them,
unlike some of our competitors."

The quote was attributed to the chief executive of France's Total SA oil company,
a man by the name of Thierry Desmarest.

Now, I don't know a thing about this company -- but the wisdom in this little
quote, presumably given in French, speaks volumes.

The quote hits three basic elements of successful living: defining objectives,
reaching those objectives, and making a habit of doing so.

I doubt Desmarest thought a bit about what he said -- often, the best quotations
that come from people are the ones that are just thrown out, "off the cuff," so to
speak. Still, we can learn a lot from this little bit of advice.

If we remember our Monday Motivation from October 2001, about Albert Gray's
sage advice, we see a similar path.

"The common denominator of success," Mr. Gray told a convention of life
underwriters, "the secret of success of every man who has ever been successful
-- lies in the fact that he formed the habit of doing things that failures don't like to
do."

At the end of the day, most people may have "wishes" they would like to see
come to pass; they may even have a list of things they need to accomplish.

Only the truly successful people in this world make a habit out of defining their
objectives and then working until those dreams become reality.
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Such single-minded, objective-oriented people are rare in this world -- and yet if
you look around you  (or possibly in the mirror), you're likely to see they are the
true successes around you.

Why should this be the case? It's really simple. It boils down to two basic laws of
human nature:

1. People focus on things that are right before them.
2. Habits are difficult to break.

If you keep your objectives in clear focus, right in your line of eyesight, clearly
defined, fleshed out, and written down, you're more likely to achieve them than
someone who has nebulous, unfocused, unwritten dreams. If it's true that "what
the mind can conceive, it can achieve," then when you conceive an objective
more clearly, the mind latches onto it in a stronger way.

Now, combine those clear, definite objectives with a habitual effort to reach
those objectives, and you've suddenly got a winning solution.

Is it difficult to start? Sometimes. Is it difficult to keep on track? For some people,
certainly. But as Gray said, "the things that failures don't like to do are the very
things that you and I and other human beings, including successful men,
naturally don't like to do."

To begin with, working toward your objectives may not be the easiest thing to
accomplish.

But it gets easier with time, and habit.
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