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Goalsetting

1. Mindset – internal 
2. Culture – external
3. Technical – numerical and other stuff 

Hard is soft (#’s, plans) 
Soft is hard (people, values, relationships, culture, customers) 
        -Tom Peters, In Search of Excellence













Optimism Spreads on the Wings of Action

Ted Havelka



We choose to go to the Moon in this 
decade and do the other things, 
not because they are easy, but 
because they are hard; 

because that goal will serve to 
organize and measure the best 
of our energies and skills, 

because that challenge is one that we 
are willing to accept, 
one we are unwilling to postpone, and 
one we intend to win,
 

JFK’s Moonshot Speech, 1962





Recruitment Targeting should be a stretch goal that is both reasonable, AND challenging.  It's not where we think will be, it's where we 
want to be, and believe is possible with with focused effort and teamwork. 

R ecruitment T arget worksheet for: <school name here> 2023 census 246

Grade: PK 3 PK 4 K 01 02 03 04 05 06 07 08 T otal
Available Pool of 2023-24 (moving into the grade show n) na 16 20 20 20 20 20 25 25 25 25 216
T arget R eturning Students na 14 12 17 17 17 18 22 22 22 22 183
R etention % 88% 60% 85% 85% 85% 90% 88% 88% 88% 88% 85%

T arget New Students 16 22 10 2 2 2 2 4 4 4 0 68

T arget
T arget T otal for 2024-25 16 36 22 19 19 19 20 26 26 26 22 251

2024 target vs 2023 census: 2.0%

Capacity*  0
Student count on Financial Budget for 2024-25* 0

Hard is soft – technical, spreadsheet, data 



*Actual from FACTS, Enrollment Dashboard





“Culture eats 
strategy 

for breakfast.” 



ThankYou



THESE SLIDES AND MORE ON 
WWW.TOMPETERS.COM

Extra slides with thoughts from a favorite author- Tom Peters 



The greatest danger
for most of us

is not that our aim is
too high

and we miss it,
but that it is

too low
and we reach it.

Michelangelo



“What employees experience, Customers will. The best marketing is 

happy, engaged employees. YOUR 
CUSTOMERS 

WILL NEVER BE 
ANY HAPPIER 
THAN YOUR 

EMPLOYEES.” —John DiJulius, 

The Customer Service Revolution: Overthrow Conventional 
Business, Inspire Employees, and Change the World



“BE THE BEST. 
IT’S THE ONLY 

MARKET THAT’S 
NOT CROWDED.”

From: Retail Superstars: Inside the 25 Best
 Independent Stores in America, George Whalin



“If things seem under 
control, you’re just not 

going fast enough.” 
—Mario Andretti, race driver

“I’m not comfortable unless 
I’m uncomfortable.” 

—Jay Chiat

“If it works, it’s obsolete.” 
—Marshall McLuhan



“What used to be “word of mouth” is 
now “word of mouse.” You are 
either creating brand 
ambassadors or brand 
terrorists doing brand 

assassination.”
—John DiJulius, The Customer Service Revolution: Overthrow 

Conventional Business, Inspire Employees, and Change the World



Welcome to the Age of Social Media:

“The customer is in 
complete control 

of communication.”
—John DiJulius, The Customer Service Revolution: Overthrow 

Conventional Business, Inspire Employees, and Change the World



CEO Doug Conant  
sent 30,000 

handwritten 
‘Thank you’ notes to 

employees during the 10 
years [approx 10/day] he ran 
Campbell Soup.

Source: Bloomberg BusinessWeek 



“Employees who 
don't feel significant 

rarely make 
significant 

contributions.” —Mark Sanborn



Suggested Core Value 
#1: “We are Effective 

Listeners—we treat 
Listening EXCELLENCE as 

the Centerpiece of our 
Commitment to Respect 

and Engagement and 
Community and Growth.”



(An obsession with) Listening is ... the ultimate mark

                                                           of Respect.
Listening is ... the heart and soul of Engagement.
Listening is ... the heart and soul of Kindness.
Listening is ... the heart and soul of Thoughtfulness.
Listening is ... the basis for true Collaboration.
Listening is ... the basis for true Partnership.
Listening is ... a Team Sport.
Listening is ... a Developable Individual Skill.* (*Though women 
                               are far better at it than men.)
Listening is ... the basis for Community.
Listening is ... the bedrock of Joint Ventures that work.
Listening is ... the bedrock of Joint Ventures that grow.
Listening is ... the core of effective Cross-functional 
                        Communication.* (*Which is in turn Attribute #1 of 
                               organization effectiveness.)
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