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SMART Goal Setting 
Within your commission or LOM, 

As a start for your JCI Mentorship Program  
 
Course Objective :  
 
This seminar aims at helping you set CLEAR and SMART goals at the start of your next JCI-responsibility for next 
year. While learning how to set SMART goals, you will apply your goal-setting exercise on your next year goals within 
JCI. This seminar, will enable you to: 
 

1. Learn how to set SMART goals  
2. Gain increased insight in how you will deliver a higher “added value” in your commission by having set 

SMART Goals 
3. Having experienced the value of  SMART goal setting 
4. To communicate your goals to different stakeholders (including your JCI-mentor, if you decide to attend the 

JCI Mentorship Program 1) 
 
Philosophy & Process:  
We are a learning organization, where “learning by DOING”, equals “learning by GIVING ” .   
 
Seminar: �  

1. Therefore you will start reflecting on what VALUE you want to GIVE through your JCI Commission and 
through your contribution in your commission.  

2. After this reflection, you will formulate your first draft of your Goals and with the help of other participants, you 
will learn to … 

3. formulate them as “SMART Goals”. 
 
Self-Mentoring after the seminar:2 �  

4. As your homework , you will repeat the process on your different goals and then … 
5. You will discuss your GOALS and the ADDED VALUE of your commission  within your commission 
6. Then returning home, you will finalize  your draft and create your final version 

 
The reason why we invite you to do this self-mentoring at ease after the seminar, is that reflection does not come at 
once. People need to make their first draft, and then step by step have a second and a third look at it, and 
progressively improve the quality of their formulation, till they feel satisfied. If you have a mentor or buddy within JCI 
… use him or her as a reflecting mirror. Ask his/her feedback ! 
 
Legend:  �  First draft exercise during the seminar 

�  optional exercise if extra time is available. Optional Modules will be written in grey text. 
�  Final version after your self-mentoring & home work on your goals 

 
1. GIVING = ADDING VALUE  
 
Whenever we set GOALS, we do this to ADD some VALUE to someone or to a group or people or t a process ! So a 
golden rule, before you set some goals, is to reflect to WHAT VALUE you want to ADD to WHOM, by WHEN and 
WHERE and HOW you will add this value. 
 
1.1. My commission Adds Value !  
 

This is what you are going to define now, first in draft version: 
 

�  ADDING VALUE 
What VALUE does my JCI-commission want to add to WHOM? By WHEN? WHERE? HOW? 

                                                      
1 We will explain the Mentorship Program in Appendix A  
2 Since this is a “reflective” seminar, it needs some homework if you really want to take full profit of the process. 
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WHAT? 
 
 
To WHOM? 
 
 
By WHEN? 
 
 
WHERE? 
 
 
HOW? 
 
 
WHY? 
 
 

 
And next weeks, after consulting your commission, you will write your final version: 

 
�  ADDING VALUE 
What VALUE does my JCI-commission want to add to WHOM? By WHEN? WHERE? HOW? 
WHAT? 
 
 
To WHOM? 
 
 
By WHEN? 
 
 
WHERE? 
 
 
HOW? 
 
 
WHY? 
 
 

 
1.2.  I offer Value within my Commission !  
 
First in draft version: 
 
�  My desired ADDED VALUE 
What VALUE do I want to offer  within my commission?  
 
WHAT? 
 
 
To WHOM? 
 
 
By WHEN? 
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WHERE? 
 
 
HOW? 
 
 
WHY? 
 
 

 
And next weeks, after consulting your commission, you will write your final version: 
 
�  My desired ADDED VALUE 
What VALUE do I want to offer  within my commission?  
 
WHAT? 
 
 
To WHOM? 
 
 
By WHEN? 
 
 
WHERE? 
 
 
HOW? 
 
 
WHY? 
 
 

 
�  What did I learn from this exercise? 
 
 
 
 
 
 
 
 
 

 
1.3.  I acquire Value within my Commission !  �  
 
Every interaction requires a win-win for both parties, otherwise success is not guaranteed. So check if there is enough 
benefit to gain for yourself … if you can learn things that will motivate you during the coming year, otherwise you set 
up for failure. Motivation should always come from the inside … from your deepest desires.  
 
�  LEARNING = My desired VALUE for me 
 
What VALUE do I want to acquire  within my commission?  
What do I want to LEARN or DEVELOP in myself by contributing? 
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WHAT? 
 
 
From WHOM? 
 
 
By WHEN? 
 
 
WHERE? 
 
 
HOW? 
 
 
WHY? 
 
 

 
2. SMART Goals  
 
Whenever we want to add value , we need to translate our dream into clear, stimulating & motivating GOALS.  A 
simple and  good “trick” to create smart and motivating goals, is the “SMART Goals” Technique ! 
 
2.1. Formulating different GOALS:  
 
�  GOALS 
What Goals will make me succeed to deliver my desir ed “added value”?  
 
1. 
 
 
2. 
 
 
3. 
 
 
4. 
 
 
5. 
 
 

 
2.2. Making goals SMART:  
 
��� �  SMART GOALS  

SMART-check: Go into small groups of 5. Every group member is responsible for monitoring one of the different 
Aspects of SMART-goal-setting:  

1. Specific:  is my goal Specific enough and stated in Positive (not negative) terms? 
2. Measurable:  Will goal attainment be measurable? How will I measure the success or failure of my added value in 

this project?  (Video description: how can i see/hear/feel/smell/taste on a video tape the effect of my successful 
contribution?) 
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3. Action oriented:  Is my added value or goal described in positive action oriented terms? In behavioral terms? ==> 
What will I DO? What will others be DOING through my results? 

4. Realistic:  Are my goals realistic (and still ambitious enough) with the means, time, capabilities and resources I 
have? 

5. Time Oriented:  Did I indicate in my goals when will be done what? Is there a realistic, measurable time frame? 

·  Listen to each group member’s main (N°1) goal, and o bserve if it fits the criteria you are responsible for.  
·  Give each other feedback and help to improve the quality of their goals 

 
��� �  make them SMART: 
 

Goal 1:   
  

S  
  

M  
  

A  
  

R  
  

T  
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Goal 2:   
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Goal 3:   

  
S  
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A  
  

R  
  

T  
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Reformulate  

  
  

 
Self-mentoring homework: 

 
�  After consulting your commission members, write your final SMART goal version: 
 

Goal 1:   
  

S  
  

M  
  

A  
  

R  
  

T  
  

Reformulate  
  
  

 
Goal 2:   

  
S  
  

M  
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T  
  

Reformulate  
  
  

 
Goal 3:   

  
S  
  

M  
  

A  
  

R  
  

T  
  

Reformulate  



 

 
9 

  
  

 
 
�  What did I learn from this exercise? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Optional module for self-mentoring at home after the seminar: 
 
3. TALENTS �  
 
�  TALENTS 
What TALENTS are needed in order to realize my goal s? Are there some skills I should/want to develop? 
 
Goal 1 

Long-Term Short-term 
  
  
  
  
  
  

 
Goal 2 

Long-Term Short-term 
  
  
  
  
  
  

 
Goal 3 

Long-Term Short-term 
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APPENDIX    
 

Great Leaders had Great Mentors . 
  

This Module was developed as part of a larger JCI Project, where we want to encourage JCI Members to attract a 
mentor within JCI to help them develop their One-Year-Talents faster while creating added value through their 
commission work.  
 

©Copyright by JCI and intended for the exclusive use of JCI affiliated 
organizations, members and trainers 

MENTORMENTOR

• Master
• ENtreprenneur
• Through
• Others’
• Ressources

 
 

The different Modules of the MENTOR project are: 
 
1° Leaders attract Mentors:  
Consists of next modules: 

·  how to set SMART goals  
·  how to select  the best mentor for you 
·  how to attract  your mentor through networking 
·  how to build a successful, efficient and effective mentoring relationship   
·  how to grow  as a human being and as a professional through mentorship 
·  how to share  your new power with others 

 
2° Leaders become Mentors:  
Later, in our future modules, you will learn how to pay back, how to become a mentor for others. Now today, you first 
have to experience the benefits of mentoring … first to grow … later to give yourself to others. 
 
3° Train the Trainer:  
Some of you will even feel motivated to become trainers or MENTORes in this overall process, or take the lead in 
implementing better mentorship in your NOM, in your country, in your LOM. 
 

 
 

LEADER 

Member 

2° MENTOR 1° MENTOR 
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In November 2003, JCI Antwerpen, launched the MENTOR project with 5 main pillars::  
 

1. Leaders attract Mentors:  
DEMAND: Junior Members will be motivated  and trained  to 

a. ASK for one mentor  or several mentors between (senior) members in order to increase their specific 
competence needed to realize the required added value they want to deliver in their specific projects.  

b. In their training they will LEARN how to  
i. select,  
ii. attract  and  
iii. manage  their MENTOR and the mentoring relationship 

2. Leaders become Mentors  
OFFER: Senior members will be  

a. motivated  and  
b. trained  
c. … to MENTOR Junior members in order to help them realize more effectively their added value in the 

projects they are running 
3. Mentoring SYSTEMS:  We (our project team) will develop and provide TOOLS and SYSTEMS for junior 

“mentees” and senior “mentors” to choose the right match and create an effective and satisfying mentoring 
relationship 

4. MARKETING:  We will PROMOTE and MARKET those tools, trainings and concepts to make them available 
for all members worldwide in different forms: 

a. short training  modules and workshops provides trhough a network of trainers worldwide 
i. how to create an action plan to select and attract the right MENTOR/MENTORee? 
ii. How to manage this mentoring relationship towards satisfaction? 

b. develop and provide worldwide deeper long-term training  in mentoring skills for Senior members 
who want to become good MENTORs for Junior members 

c. e-learning:  
i. create PowerPoint-broadcast self study modules online  
ii. other self study e-learning tools  

d. downloadable templates online 
e. (knowledge base) 

5. MATCH:  Set up an online DATABASE MATCHING system  worldwide to match demand and offer between 
members 

 
 

 
Feel free to send your feedback to permanently impr ove and update this seminar: 

 

 
 

Paul Koeck, MD 
�  +32(3)237.98.98  -   coachteam.com - coaching@coachteam.com  

Amerikalei 39-2,   B-2000 Antwerpen,   Belgium,   Europe 
 

 
 


