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What is Managing Goal Achievement®?

Managing Goad Achievement® is a comprehensive learning process that
increases the productivity of people. Participants learn a Goa Achievement
System and work through emationd barriers and limited belief systems that
influence their achievement. Asaresult, they develop leadership kills and
increased achievement drive.

Managing God Achievement® Equips Participants To:

* Prioritize wants, needs and dreams
Set specific gods and develop dtrategies for attaining them
Build internd beliefs that their gods are possible
Remove emotiond roadblocks that keep them from reaching their gods
Monitor progress and take appropriate actions to achieve goas
Identify and devel op the strengths necessary to achieve their gods
Creste an environment that supports and encourages crestivity
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The congruence modd identifies dimensions
that prevent successful attainment of godls.
When they are brought into congruence
(aignment), old paradigms are expanded and
new goals can be reached.

Goal Achievement System™

One of the most powerful components of MGA™ isthe God Achievement Sysem™. The easily remembered system
ismade up of five seps:
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Benefits of MGA™:

« Your organization will benefit through increased sales and higher productivity.

« Participants will become more creative and self-motivated.  They will develop stronger human relations skills and
more positive work attitudes.  They will also become more motivated to solve problems, make decisions and will
be better equipped to deal with change.

» Managers benefit as they leam to coach people o self-discovery in an environment balanced by support and
accountability. They will also expand the team’s view of its value, potential and achievement possibilitics by creating
trusting, loval relationships and strong team synérgy.

MGA™ Timeline:
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Nine-Week
Follow-Up
Course

Personal
Growth
Sessions

Three-Hour

m [ One-on-One

Seminar Coaching
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Behavior Change

Behavior change occurs primarily through the interactive nature and accountability built into the follow-up
course. The sessions are structured to get people practicing principles and discovering new opportuni-
ties. This approach is unlike event/'platform formats that only present information or teach using stimulus-
TESPONSE.
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For More Information Contact:
LEGcAacY SEARcCH, LLC

56T Coalbrook Drive, Midlothian, VA 23114
(804) 514-0291 - F: A} 2
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AI0 I ®, Inbagrity Sellng®. Behavior Styles® and Sales Congruence™ are regestered radamarks of Inbegrity Sysbams®





