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For the exclusive Doppelit.com Subscriber. 
 

You are the recipient of The Critical Path of Objective Achievement Workbook.  
("CPOA")  The CPOA has been the backbone of corporate and personal achievement for just over 30 
years and now is exclusively refined and published as a 26-week workshop by Wentworth Publishing, 
Inc., the parent company of Doppelit.com. 
 
You have received "Part One" that asked the simple question, "What is your Objective?"  Although 
simple, this is the most important section of the entire course and deserves your serious consideration 
and depth of thought. 
 
Although the steps in CPOA are categorized in just 10 seemingly obvious and simple steps, each one 
requires additional thought, introspection, research, resources and effort.   Just like the "PacMan" 
graphic/example you read about in Part 1, with the accomplishment of each step, you will grow and 
your insight and overall comprehension of the process will expand.  You will be amazed at the ease of 
your accomplishments in the future, not because the tasks themselves are simpler but because you have 
increased your abilities to solve the requirements necessary to master them. 
 
The premise of the CPOA is actually based on an "absolute."  That is, it is mathematically sound that 
no matter what your objective, IF you fully complete each and every step fully as outlined and carry 
out each one successfully, your Objective will be met.  That is an absolute, a guaranteed outcome.  
However, there is one genuine rule in the universe that each of us learned in grade school when it came 
to taking "true and false" tests.  Whenever you see a question that states an absolute...read no further, 
mark it false.  The only absolute in the universe is that there are no absolutes! 
 
The CPOA is as close to an absolute as possible.  There are two factors that chink the armor of 
perfection:  1. you are human and being such are not absolutes in all of your factoring, and you know 
what?  That's just fine.  2.  There are people and conditions that you will have to deal with, both of 
which you may have no control over.  But the course of success is the ability to factor those two 
extreme variables into the formula as closely to the "bone" as possible.  That is where the CPOA 
shines! 
 

The Critical Path of Objective Achievement Workbook is dedicated to your success.  Therefore, 
you as a 'total individual' is taken into the equation.  The core steps in the CPOA can be cut down to 
ten (10) basic elements: 

1. Identifying and writing a clear and proper Objective. 
2. Understanding the reality of “why” you want the Objective. 
3. Understand how to measure the Objective. 
4. Set a time frame for the achievement of the Objective.  Note that this is a preliminary time 

frame, and after core element #8, identifying all of the resources necessary to overcome the 
obstacles, then, and only then can you revisit the date with any sense of accuracy. 
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The rest of the core elements are listed on the summary page to follow. They won't be listed 
here in detail as to do so would be somewhat redundant. Besides, the actual wording leaves a 
wee bit of mystery! 
 
The overall CPOA Workbook is divided into twenty-six (26) sections.  Each section is covered 

by a weekly PDF.  As a means of comparison, the original training of the CPOA was over three (3) 
eight (8)-hour days in succession.  The twenty six (26) session are as follows: 

 
SESSION ONE:................................................Understanding Objectives 
 Core Element 1:  “What is our Objective?” 
SESSION TWO:...........................................The Psychology of Objectives 
 Core Element 2:  “Why do we want our Objective? 
SESSION THREE:........................................Finity and Time Continuum 
 Core Element 3:  “How do we measure our Objective?” 
   3a:  “What is the date of achievement?” 
SESSION FOUR:.........................................The Requirements of Source 
 Core Element 4:  “What is the SOURCE of our Objective?” 
SESSION FIVE:.......................................................”Why Should They?” 
SESSION SIX:..................................................”What's In It For Them?” 
SESSION SEVEN:.........................................”Make Me Feel Important” 
SESSION EIGHT:.......................................”The Omnipotence of Style!” 
SESSION NINE:.......................................Chalkblocks and Locomotives 
 Core Element 9: “What are the OBSTACLES in our way of  
  achieving our Objective?” 
SESSION TEN:........................................................Methods and Attack 
 Core Element 10: “What are the ways to overcome EACH of the 
   OBSTACLES in our way of achieving our Objective?” 
SESSION ELEVEN:.....................Resource Identification & Attachment 
 Core Element 8: “What RESOURCES do we need to overcome 
 the OBSTACLES?” 
 Core Element 3: “Revisit Date of Achievement of Objective.” 
SESSION TWELVE:.....................................Plan of Action & Resource 
 Core Element 9: “Plan of Action.” 
SESSION THIRTEEN:.....................................”Tyranny of The Urgent!” 
SESSION FOURTEEN:...................................................System Planner 
 Core Element 10: “Implementation” 
SESSION FIFTEEN:....................................................Tools of Planning 
SESSION SIXTEEN..........................................................Effective Time 
SESSION SEVENTEEN..................................Effective Listening Tools 
SESSION EIGHTEEN...................Principles of Personal Effectiveness 
SESSION NINETEEN........................Personal/Business Goal Pyramid 
SESSION TWENTY............................................Putting It All Together 
SESSION TWENTY-ONE........................The Critial Path & The Mean 
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SESSION TWENTY-TWO......................................The Inversion Factor 
SESSION TWENTY-THREE...................The Balance & The Exception 
SESSION TWENTY-FOUR..............................MBO and Team Synergy 
SESSION TWENTY-FIVE.........................................The Total Achiever 
SESSION TWENTY-SIX................................................Graduate School 

 
Any student of the CPOA may feel free to email me at any time.  I will strive to give an answer 

as soon as possible.  Thank you very much for being concerned about success! 
D. Scott McGregor 
scott@doppelit.com 
© 2008 Doppelit.com 
Wentworth Publishing, Inc. 
All Rights Reserved 
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CRITICAL PATH OF OBJECTIVE ACHIEVEMENT  
 

 

3 
How do we MEASURE it?  

DATE of  Accomplishment?  
 

4 
What is the SOURCE of the 

OBJECTIVE?  
 

 

2 
WHY do we  
WANT it?  

7 
What are the ways to overcome  

EACH of the OBSTACLES?  
 

 
 
 
 

8 
What RESOURCES do we need to 

overcome them?  
 

9 
PLAN OF ACTION  
  People Ð Tasks  

   Action Ð Knowledge  
    Resources Ð Timing  

STRATEGY 

6 
What are the OBSTACLES in the 

way of achieving our OBJECTIVE?  

1 
What is our  

OBJECTIVE?  
 

5 
WHY should the Source want to 

help us achieve our 
OBJECTIVE?  
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SESSION ONE, Week One..............................Understanding Objectives 

 
 
 

 

 

 

WHAT IS OUR OBJECTIVE?    
 
It is just as difficult to reach a goal you don't have as it is to come back from a place that you've 

never been to!  That is a 'thought twister.'  As far back as ancient Rome, the philosopher Seneca said, 
“When a man does not know what harbor he is heading for, no wind is the right one.”  For the most 
part, when we achieve larger objectives with no planning it is luck rather than good management.  
“Luck” has odds and for this workshop we are not going to delve into statistical analysis.  We'll leave 
that for your trip to Vegas.  We are only going to delve into that which works, that which produces 
results every time.   

There are also predictable and demonstrable reasons for failing to achieve objectives, as many as 
there are sands on Pebble Beach.  However, every objective that is reached, every goal achieved is 
accomplished at last in one single move.  That single 'bite' was the culmination of possibly many other 
bites that led up to the final victory.  A simple example would be the desire for a Ferrarri F430 Biofuel 
red coupe 2008 exactly as you want it for $216,396.27 delivered to your garage December 31, (this 
year).   

Let's say the only thing standing in your way of not having that exact Ferrarri is about 
$215,000.00, that is if the tax return comes in on time!  If today is March 31, (this year) then you have 
about nine (9) months timeframe to come up with a paultry quarter mill.  You sit down with the 
CPOA, go through each step, bring in each resource, overcome each obstacle and count up the things 
you've done.  Tasks: 801.  Bank deposits:  217.  Phone calls...Well the list goes on into the thousands 
and on December 29 (this year) you check your bank account online for the 4PM end-of-the day 
deposits...holding your breath...YES!!  You race down to the dealership, (the one you convinced to hold 
this exact car for you with $1,696.27 down...wow, were you good!), and you write ONE check for 
$215.000.00 to complete Nine (9) Months of several thousand steps that you took to make the money 
and pay the taxes on it!  The dealer is overjoyed and promises to have the Ferrari delivered to you at 
2:30PM on December 31st, and “Oh, by the way, we'll include a full tank of biofuel.” 

10 
IMPLEMENTATION 

1 
What is our  

OBJECTIVE?  
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The multi-billion dollar purchase of XYZ corporation by ABC corporation may take eight 
months, 98 attorneys working around the clock, 244 paralegals, 329 secretaries, 32 Investment 
advisors, 16 banks, 3 REITs, and 3 PR firms, but in the end it is ONE single unifying transaction, the 
“merger” that is signed and then announced. 

The reason most goals and objectives are not met is a problem of perspective and preparation.  
It is very much like the old video game of “PacMan.”  Each goal must be broken down to bite sized 
portions such that Mr. PacMan can munch it in one bite!  When a goal is a long ways off it looks much 
smaller than it really is.   

 
 
We then take a run at it thinking we can “munch” it in one bite, but hitting into it, we bounce 

right back off of it.  When we do that enough, (bounce off like opening your mouth to bite a hole in a 
basketball), we fall back and finally quit. 
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If we break down the steps to accomplishable “bite-size” steps, we grow with each step.  The 
graphic would be the growth of PacMan with each bite: 

 
 
...until the final step is the single bite that accomplishes the final Objective. 
 
 
What is it that you truly want to accomplish?  What is your objective, your goal?  It has to be 

one item, (one at a time for this planning), or an overall single prime objective.  
 
The Objective has to consist of three things: 

1. Identifiable; 
2. Finite; and, 
3. Measurable. 

 
Those may sound like synonyms, but they are indeed, different.  An example would be, “On 

December 14, 2009, I enjoy the feeling of financial freedom that having a net profit after taxes of 
$54,500.00 in the bank account of ACME Parts Company gives me.” 

 
This particular Objective is Identifiable as financial,  
The Objective is Finite as it is within ACME Parts Company. 
The Objective is Measurable as it is specifically $54,500.00, net profit after tax, with a final 

date of December 14, 2009.  The only thing better would be the time of day that the bank would give 
you credit on your statement! 

 
 Defining what it is that you want and specifically stating it will be revisited in the next step.  
Every step of your path to success is critical to you, in that you deserve to be absolutely honest with 
yourself as to what it is you want to do, what you want to have, want to be and your deepest reasons 
for believing that. However, this does not mean that once a final decision is made on an objective that 
you go back on that decision.  No, indeed.  Andrew Carnegie told Napoleon Hill that one of the great 
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traits of very wealthy and successful people was that after they had sufficient information to make a 
decision they made a decision very quickly and were very “loathe” to change it! 

 
Recognize the difference between an Objective (goal) and a condition.  “I want to be wealthy.”  

“I want to be happy, kind, full of love, taller.”  Those are conditions, or values, they are not goals.  
They cannot be measured.  This author was giving a full three-day seminar on The Critical Path of 
Objective Achievement to corporate executives in Florida many years ago and emphatically made the 
statement that an Objective had to be measureable or it was not valid. 

A gentleman stood and shook his head and raised his hand at the same time.  It became quite 
obvious very quickly that these corporate heads were deeply entrenched in the Bible Belt!  “I plan on 
going to Heaven and you can't measure that!” he said rather defiantely.  That was greeted with several 
“Amen!s” 

He sat down satisfied as he folded his arms and looked around at the executives with a smile.  I 
said, “Do you believe that going to Heaven is a worthy goal, sir?” 

“Absolultely!” 
“Do you believe that you have to do certain things to qualify your entry into Heaven?  Now 

forgive my words, but I'm putting them in the context of this business seminar.  Do you think you have 
to do things to qualify or could you do things that would disqualify you?”  (Snickers in the audience.) 

“Well, of course.” 
“Do you have any idea what those qualifications would be?” 
To cut it short, by the time we were done several executives had outlined a course of action that 

they wanted to take to qualify them for entrance into Heaven and set the Objective for one year from 
the date of the seminar!  They clarified that the Objective did not include death, but living such that 
they would qualify!  It was a fun three days.  Every goal that is valid is measurable. 

 
Clearly defined Objective: 

 
1:  OBJECTIVE:           

              
              
              
     

 
Use whatever paper or disk space is necessary but write it down clearly.  Once you have your 

primary objective written, sit back and read it to yourself.  Can you see its accomplishment?  Not the 
methods, or “how,” but can you envision the product, the end result?  For example, if your goal or 
objective were to have a new, 2008 xxx car.  Can you envision that car in its detail?  If your Objective is 
a personality trait can you picture that trait in your mind...in its completeness? 

If you cannot, think about it, research it until you can write it down in such a manner that you 
can picture it clearly in your mind.  Don't worry for one second how you are possibly going to achieve 
it.  Just be able to picture it completely.  Write it clearly. 

Two Principles at this point: 
A.  “That which we concentrate on expands.” 
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B.  “In the absence of clearly defined goals we become strangely loyal to performing daily trivia 
and ultimately become enslaved by it.” 

 
Rewrite your prime Objective here: 

 
 
 
 
 

Can you envision (see) it clearly? 
 
From this moment on we are going to cover all of the things that are necessary to 

achieve that goal, or cast it aside right away so as to not waste your time.  Those 
“things” are methods, tools, knowledge, resources and all things necessary to move you 
forward towards your objective.  Not one of them is your Objective.   

Too many times in the process we call life, we look 'up' at our objective and then 
'down' at our “process,” and keep looking at our process for so long that the “process” 
then becomes our goal!  When that happens the two principles stated above come into 
play: 

1. That which we concentrate on, (process), expands. 
2. In the absence of clearly defined goals we become strangely loyal to performing 

daily trivia (process, or worse) and ultimately become enslaved by it. 
International Leadership Trainer and baseball folklorist, Teddy Tannenbaum, 

says, “Rule 9.05 General Instructions to Umpires, Keep your eye everlastingly on the 
ball while it is in play.”ll of the reasons why we want the objective.  
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SESSION TWO:..Week Two.........The Psychology of Objectives 

 

 

 

 

 

Nothing we discuss in the “Why” we desired an Objective is necessarily right or 

wrong, but it could be better viewed as more effective or less effective and vice versa, 

or in some situations more destructive than constructive and vice versa. 

It may appear in human endeavor that the reason(s) behind the desire to obtain a 

particular Objective is irrelevant, or at least not logically a part of the 'achievement 

process.'  However experience and research has shown the contrary.  If you 

understand exactly why it is that you desire something then you can evaluate far more 

clearly how to go about getting it and above all relish its acquisition that much more 

fully! 

A man may say he wants to purchase that corner building as his primary 

objective.  That appears by all outward evidences a logical and sound business 

Objective.  The CPOA could start right in to analyze the entire process and design a 

path to its acquisition, but right up front the man is confronted: “Why do you want that 

corner building?” 

He and his CPA may give all the reasons on the spreadsheet, the sales sheet, and 

the bed sheet, but finally he has to get down to why he really wants it.  He has to admit, 

and only to himself, that he wants that corner building because it is a more expensive 

building than his neighbor's building right across on the other corner.  He can't stand 

the neighbor and this acquisition would be a way of “besting” him and hopefully 

shutting the braggadocio neighbor up by 'one upping him! 

2 
WHY do we  
WANT it?  



~The Critical Path of Objective Achievement Workbook~ 

Once seen in the true light for what the desire for the Objective really is, it no 

longer becomes a positive desire, but one that is destructive.  The Objective is cast 

aside in search of another. 

However, for another type of personality with a much bigger financial sheet, the 

same scenario might have validity.  The reason “why” we want something must always 

be identified, studied and evaluated for what it is.  The conclusion to “why” must then 

be placed in the equation as a positive force that will drive the machine of achievement 

or a negative force will automatically hinder the achievement or destroy it altogether. 

A problem to understand is that if the answer to “Why” you want a particular 

Objective is negative and exists because of the negative energy you find with someone 

else, the achievement of that Objective will be destructive for yourself, no matter how 

you turn it.    Additionally an Objective that finds itself in this venue will be an added 

liability always begging for service.  If a person of great wealth finds his reason “why” 

is based on a negative, emotionally driven reason towards another individual, it is just as 

important that the person of great wealth understand his reason “why.”  Let's call that 

person, “Styvasent.” (smashing, don't you think?) 

Let's say that Styvasent is the very wealthy individual previously who desires to 

purchase the office building on the corner.  Upon open introspection Styvasent finally 

has to admit that the reasons he wants this Objective.  He has tried for years to be a 

member of an inner city country club with no success.  He has found out that if he 

owned a prestigious office building in the heart of the city, his membership would be a 

“shoo in.”  

In order to be a successful businessman, Styvasent has to recognize the 

psychology behind his acquisition for what it is, otherwise the service that he gives his 

tenants in the building after the purchase will suffer.  His only objective has been met, 

in his mind.  However, if he is honest with himself, he will factor in the reason for 

desiring this building and its accompanying country club membership, along with the 
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contribution to the business space rental pool.  The pride he takes in a well run, upscale 

business services building will be the great reward with the ancillary, by-product being 

a country club membership. 

 

Another most common “Why” one wants something may be most common, yet 

it is least realized.  The reason some desire their Objective is purely for the ego.  Note 

that in the previous example, Styvasent desired his Objective to enable him to achieve 

yet another, apparently ego driven.  In the case of Objective Achievement purely for 

purposes of the ego, on a theoretically logical basis if that is openly understood and 

measured, it can be obtained.  However, it is worthy of note that this author's 

experience has revealed that things for the ego, i.e., second-person platitudes, kudos, 

and praise from attention-getting party animals to narscicism are all ultimately 

destructive as the ego is what you believe the other person thinks of you.  The problem 

with an ego driven goal is that puts way too much faith in what other believe about 

you!  Frankly, it's none of your busness.  To achieve an Objective purely for the ego 

can be done, but it is building a foundation on very dry sand. 

 

“Why” is the most invasive word in the English lauguage.  When you want to get 

to the real bottom of something play the following game.  (Ask for permission first!) 

ask a person a question and when she answers, ask simply, “Why?”  Then no matter 

what the answer is, simply respond with, “Why?”  If you continue that long enough the 

other person will either give profound answers from a very open and secure self-

confidence until there is no more answers except, “why not?”;  OR they will get very 

angry at you because you are invading a very private, sensitive and insecure space!!  

(govern yourself accordingly...go home and write down what you learned). 

 
Why do we WANT it?   
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¥ List EVERYTHING that you can think of even if it is extremely minor.   

o This list is extremely important as it gives the OBJECTIVE its own level of 

priority and creates motivation and urgency for achievement.   

o It also determines is the Objective is truly a realistic, i.e. “worthy” one as 

opposed to one that is just to satisfy the ego.  (However, the ego satisfaction 

can be a worthy Objective to some individuals). 

 

1. Why do I want my Objective?:         

             

             

             

             

2. What sense of Priority does this reason interject into the equation for desiring the 

Objective?             

             

             

             

             

           

3. What sense of Urgency and Motivation does this reason interject into the equation 

for desiring the Objective?         
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4.  Prioritize your Reasons Why you desire this Objective starting with the most 

important, (the most impactful, powerful, all incompassing, etc.), and rewrite them 

from #1 on here: 
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3 
How do we MEASURE it?  

DATE of  Accomplishment?  
 

4 
What is the SOURCE of the 

OBJECTIVE?  
 

 

5 
WHY should the Source want to 

help us achieve our OBJECTIVE?  

7 
What are the ways to overcome  

EACH of the OBSTACLES?  
 
 

 
 
 8 

What RESOURCES do we need to 
overcome them?  

 

9 
PLAN OF ACTION  
  People Ð Tasks  

   Action Ð Knowledge  
    Resources Ð Timing  

STRATEGY 

IMPLEMENTATION 

6 
What are the OBSTACLES in the 

way of ac hieving our OBJECTIVE?  
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The Critical Path of Objective Achievement Workbook (CPOA) arrives automatically each 

week, one session at a time.  It is designed to break the simplest to the most complex of 
Objectives/goals into achievable parts. 

 
This Session One and Session Two has been especially allocated as a Bonus for the “Solutions 

for Writers Workshop.”  The commercial entirety of the CPOA is exclusively under agreement as a co-
product with “The Courage To Act!” (www.doppelit.com) until April 1, 2008, at which time it will be 
released to the public as a single product. 

 
© 2008 Doppelit.com, D. Scott McGregor and Wentworth Publishing, Inc. 
All Rights Reserved 
 
 


