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Setting up of objectives for the companies future directions are a crucial matter for the corporate level management. As it shows the long term perspective and nature of operations the company is going to take, this brings forth pretty fundamental questions about what is going to be in the companies fate in the years to come, and worthy of investing or not. By analyzing and discussing the objectives investors and management could answer many of its answers and could fix up their own motivation and hope for the future company. Objectives are taken on the bases of numerous factors and calculations along with foresight ness and charisma of the leaders’ prudence and intellectual strengths. 

Normally we could divide the objectives into two types:

1. Quantitative:

Refers to Performance and Financial objectives. Meaning Anybody’s Performance must by measurable in numeric fashion. Performance of staff and management should be declared in numbers or percentages rather than subjective or textual messages. Say the number of absenteeism, per week productivity etc.

Again the other type of objective in this category is Financial, which is also declared or set in numbers or monetary term or in percentage. Say, the next year’s sundry creditors and debtors are confined to not more than 1% of sales. 

2 Qualitative:

Objectives could be qualitative too. When the organizations mention their objectives in terms of Purpose, Mission, and Charters. For example, the universities normally show their objectives in their charters, NGOs explain their objectives in their mission statements, or purpose explanations. 

But in business we do not put our value on the qualitative or non-numeric objectives. As all the staff and must interpret the objectives in the same similar ways. Black should be looked black and red is red. In order to have it like that way- even text or non-numeric variables also needed to be quantitative- as good, bad, ugly should be expressed in numeric ways. Sometimes, in doing so, managerial prudence and judgmental decisions are precisely play a role.

That’s why it should be Specific, measurable, attainable, relevant, and time bound. In short objectives must be SMART. 

While setting up of objectives all the parties must agree to the following issues:

· Resource Deployment

· Capital spending

· Funds for investment

It means all the functional departments must agree that the resources deployed to achieve the objectives are realistic and relevant and just.

Capital and revenue spending should be streamlined. Functional managers have to agree on the nature and merits of the capital spending.

The sources and volume of funds and allocation of it must be agreed upon too. 

If disagreed or not understood interdepartmental conflicts may arise, consequently non-integration in the cross-functional decisions and activities will be hampered.

How should the management start processing the objectives set up is really a matter of sensitivity and intelligence with lot of tactics to play! According to James B. Quinn Objective setting should be like -:

Top management should not announce precise, measurable goals in the first place. 

It could follow two different Methods of Objective Setting: 

· Gap Approach 

· Scenario Approach

a. In the Gap Approach-

Process should begins with:

i. Give broad goal setting and then,

ii. Logical implementation.

It means the real objectives are kept hidden in the managements’ head or off the record. A relatively broader target is declared to the broad meeting or small group discussion meeting for discussion the real objectives. Say company declared 25% sales revenue must be earned in the next fiscal year, which is not possible the management knew it and did it deliberately, to see what the down line executives react. Natural responses would be negative and it would require information and data to cross verification of reality and achievability of the objectives. Then the discussion normally goes to various phases like follows:
· Process stage: Consultation

· Leads to Precise, measurable, integrated goals of a corporation.

· Managers will proclaim ‘specific targets’, e.g., 

· Sales data = contains-Sales, orders, backlog, geo breakup, sales types etc.

· Financial data = Income statement, balance sheet, etc.

· HR and Planning = Requirements, allocation, ROI.

All discussions normally centered on Sales. 

Based on tooth and nail discussion when the management finds it more or less near to its original hidden objectives the floor consented the deal is done. So, it sounds like the people made the objectives and it is their responsibilities to achieve it. 

· b. Scenario Approach:
In the scenario approach the management normally mention a broader spectrum picturesque to the floor, as what should be the company look like in the two years or three years time. In order to achieve that what performances or objectives should be set out be discussed. When it sounds feasible with data and information analysis considering various macro and micro environmental factors, deal closes. 

The main inner reason for fixing up of objectives in this long process is simple to owning the objectives to achieve by the down line managers, so, that they cannot say it is just put on us from top. Now you said it you do it. More than 100% efforts hopefully will be delivered from the bottom.






