Mission Statements

Terri Dunevant

Unless you don’t care where you are going, you must have an idea of your purpose. If you’ve ever had one of those “what’s the point?” days, you know what I mean. Whenever things get tough, you can get back to “center” by reviewing your personal/professional mission statement. 

That statement reminds you of what is important, what’s not worth worrying about, and what you should do next. This exercise will help you get one started for yourself.

First of all, focus on a person or persons in your line of business whom you admire (living or dead). Write those names here:

Now, think of a verb or two that describes what that person does:

(1)

Next, think of an adjective or two that describes that person’s character:

(2)

Switch to thinking about yourself; what are your natural gifts (talents):

(3)

If you could educate everyone about one thing, what would it be? (Pet peeve?):

(4)

Who are your favorite people to work with?

(5)

After writing down one or two options for each question above, try formulating a sentence out of them. You can use the template below, rearrange, change the tenses, add extra words.

Do whatever you need to change it from gibberish to grammatically correct.

Putting it all together:
To ____(2)____ly ____(1)____ ____(4)____ through ____(3)____ing at

____(5)_____.

Now you have a semblance of something by which all decisions you have to make can be weighed. 

For the first year or so, you may have to modify your mission statement. What happens is you bring an issue to your mission statement, and you’re not happy with the result. 

A mission statement can give you all kinds of guidance, if used correctly. 
Let’s say I was trying to decide between direct mail marketing and an email campaign. 
Well, my short mission statement says, “To serve others by sharing my talents to help them grow, to do so with a loving attitude and to always be learning.” 
Are others going to open, and remember joy when they read or see my communication? I have to face it. I can only truly express me and what I have to offer in person. So, either direct mail or email campaigns really can only be follow ups to people who’ve experienced me in-person first. Then, those marketing/advertising pieces can remind them of when they saw me and how I made them feel (that is motivated in joy!). 

This is a simple example, but it works across the board, and more quickly as you get used to using this method of decision making.

Memorize your mission, focus on it every morning, and the next time someone asks you what you’re doing, you can tell them, definitively!

 Is it your turn to succeed?

Step Up! Be a Leader.

Ready, set …..
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