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A New Year’s resolution is a commit-
ment that a person makes at the start of 
the year. On the personal level, typi-

cally they are about improving your fi nancial 
situation (saving more, reducing debt), getting 
healthier (weight loss, exercise, stop smok-
ing), getting organized, enjoying life more by 
spending more time with family and friends or 
advancing your career through additional edu-
cation and training. 

Statistics show that 45% of Americans make 
one or more resolutions, 17% will do it oc-
casionally but 38% never make a resolution. 
Only 8% are successful in achieving their reso-
lutions, 50% have infrequent success and 24% 
fail every resolution every year. That means 3 
out of 4 people almost never succeed. Resolu-
tions maintained through the fi rst week are 
75%, drops to 64% after one month and 
46% after 6 months. The gym is full for 
the month of January and becomes rela-
tively empty in February.

On the professional level, most 
organizations normally have a 
very detailed process of planning, 
both short-term and long-term. 
By defi ning some New Year’s 
resolutions you can benefi t 
tremendously from starting 
each year with a new out-
look, whether you are an 

owner or senior executive in the organization. 
For small business owners, it doesn’t necessar-
ily mean they don’t do the same things as the 
larger companies; the need to be more nimble 
and quick to react is a necessity for them. 

Here are some things to ponder for the com-
ing year. 

Make business planning a weekly event: 
Pinpoint 1-3 things to focus on for the coming 
week. Set a specifi c time each week to brain-
storm about new concepts and initiatives. 
Build a network of friends, colleagues and 
business leaders to share thoughts and con-
cepts. Think strategically, be creative.

Take time for yourself: Learn something 
new. Surf the web outside your marketplace 
for inspiring ideas from others.  Take time 
to read books and magazines, be a voracious 
reader. Information is power. 

Learn to listen: Listening, really listening 
and not just thinking about what you are go-
ing to say next. Listening is a critical skill for 

both personal and business success and enables 
you to understand others, empathize and build
relationships.

New Year’s Resolutions
At year-end, some begin making personal and professional resolutions for the 
coming year, while others just refl ect back on missed opportunities.
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People seem to be at their 
creative best when it comes 
to composing resolutions; 
and at their worst when it 
comes to keeping them.



Embrace change: The mortgage industry is fac-
ing an abundance of change, some of it unpredictable 
or even undesirable, but it is imperative that you not 
fi ght it and prepare how it will impact every aspect 
of your business. 

Technology will be a difference maker: A recent 
article I read stated “It’s evident that the next fi ve 
years will usher in the biggest technological trans-
formation in human history, transforming how we 
sell, market, communicate, collaborate, innovate, 
train, educate and research. We are entering the era 
of big data, meaning anyone can access data streams 
and analyze them. As technology progresses, it will 
be more common for people and companies to have 
moment-by-moment data for a variety of uses that 
will give us intelligence and help us learn about, 
react to and anticipate changes that are happening 
globally.” Commit to make technology second nature 
in all aspects of your business.

Energize your website. Watch someone outside 
your organization access your website the way a 
customer or prospect might do to contact you or fi nd 
information about your products and services. Was 
it simple and easy? If not, determine what you need 
to change. If visitors get confused or frustrated, they 
are only one click from your competition. Take a 
look at every connection you have with customers. 
Because of the rapid changes, you need someone that 
is intimately involved in social media so consider 
outsourcing your development. Keep it current and 
engaging. Have a mobile strategy. By 2015, more 
U.S. Internet users will access the web through mo-
bile devices than through PCs.

Know Your Customer: Your customer is your 
biggest asset and should be your biggest focus. When 
you are stressed out by multiple deadlines and some-
thing coming at you from every direction, it easy to 
forget the customer is the reason you have a business. 
Learn to listen to your customers. Knowing how to 
listen is essential to learning. Listening involves pay-
ing attention and responding to the needs and desires 
of customers. You need to know the customers you 

are targeting. Once you know this, then you need 
to think like them and fi nd ways to relate to them. 
Customers will buy from you if they truly feel you 
care about them and want to make their lives easier 
with your product. We trust recommendations far 
more than a sales pitch or advertisements. Yet many 
businesses never consider asking their existing 
customers for referrals. A simple way is to ask the 
customer for feedback on a project, followed by “If 
you know anyone who might appreciate our services, 
please recommend us”. Do you remember the worst 
customer service you ever received? How about the 
best? Recall that experience and set up to outdo it 
every time.

While a lot of people who make New Year’s 
resolutions do break them, research shows that 
making resolutions is useful. People who explicitly 
make resolutions are 10 times more likely to attain 
their goals than people who don’t explicitly make 
resolutions. 

What can you do to be more successful on a per-
sonal and/or a professional level?

1. Describe your resolutions in very specifi c 
terms. A goal requires structure; otherwise, 
it’s just a wish. What do you hope to accom-
plish?

2. Break down the larger goals into manageable 
subsets. Be realistic by setting achievable 
goals and defi ning the specifi c actions re-
quired to achieve those goals. 

3. The goals should be SMART. Specifi c, Mea-
surable, Attainable, Reasonable and Track-
able. Motivation matters. If you don’t know 
why the goal is important, it’s easy to drop. 

4. No one is perfect. Expect some setbacks but 
that’s no reason to give up.

5. Above all, aim for things that are truly impor-
tant to you, not what you think you ought to 
do or what others expect of you.

Everyone has good intentions in meeting 
commitments or new resolutions, yet many become 
distracted, delay decisions or avoid those well-
intended resolutions. Whether one missed or did 
not actually begin focusing on a goal or resolution, 
taking excess time to make critical decisions or take 
action, one must now eliminate the energy-killer 
“procrastination”; which affects many individuals 
that miss opportunities for personal growth and 
productivity.

What kinds of New Year’s Resolutions will 
you make for yourself and your business this 
January 1st? ❖
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and a more data-driven approach to mortgage. Roger can be reached via e-mail at rgudobba@
compliancesystems.com.

The next fi ve years will usher 
in the biggest technological 
transformation in human 
history. 
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