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John Adair: 
 
… there are lots of 
organisations and 
groups and people, 
who are not very 
clear what they are 
in business for … 
 

BUSY BUSY ORGANISATIONS, … 
BUSY BUSY GROUPS, … 
 
 
And there is a similar agreement among those authors 
that the routine process of quiet goal-setting and re-setting 
is just as fundamental for the ongoing survival and 
success of a team, a group or an organisation.   
 
For a team, group or organisation to 
consistently achieve higher order performances, 
it too must invest time, effort, energy and priority 
in the quiet goal-setting process. 
 

JOHN ADAIR: 

“Somebody has to say what the task is, 
which may sound desperately simple to 
you, but there are lots of organisations and 
people who are not very clear what the 
task is, what they are in business for, … “ 

 
Obviously, it is the role of the team captain or 
those at the apex of an organisation to ensure that the 
purpose of the group is defined and re-defined and is 
known … Why does the group exist?  What is the task?   
 
And it is also their role to ensure that the group’s or 
organisation’s activities are held true to that purpose.  
Undoubtedly, we all fail in that duty if we allow the 
workings of the group to ramble on without being 
resolutely and steadfastly held true to that basic purpose.  
 
So often a group’s activities can be 
allowed ‘free rein’ - to be governed by 
loyal bureaucracy-making or the 
internal self-interest dynamic or 
activities per se or momentum alone 
or some such.  This steals the focus 
of the group’s efforts away from its 
Customer and from its set purpose. 
 
Peter Drucker, perhaps the most eminent and highly 
acclaimed of the authors on management and 
organisations, set outs this as the salvation for groups 
and organisations, simply and forcefully, as follows: 
 

PETER DRUCKER: 

“What is our business?  What will our business be?  
And what should it be?  Who is our Customer? 
 
…  the question looks so simple that it is seldom 
raised, the answer seems so obvious that it is 
seldom given … 
 
Nothing may seem simpler or more obvious than to 
answer what a company’s business is … 

It is not a question that needs to be raised only at 
the inception of a business or when the company 
is in trouble.   
 
On the contrary, to raise the question and to study 
it thoroughly is most needed when a business is 
successful.  For then failure to raise it may result in 
a rapid decline. 
 

That the question is so rarely asked 
[at least in a clear and sharp form] 
and so rarely given adequate study 
and thought is perhaps the most 
important single cause of business 
failure. 
 
Conversely, whenever we find an 
outstandingly successful business we 
will almost always find that its success 
rests to a large extent on raising the 
question clearly and deliberately …  
and on answering it thoughtfully and 
thoroughly. 

 
It is, then, the first responsibility of top 
management to ask the question “what is our 
business?” and to make sure that it is carefully 
studied and correctly answered.” 

 
ESCAPE AND LIFT OFF,  … 
 
In addition to saving the group, that regular quiet goal-

setting process gets us crystal 
clear clarity … that then makes 
it possible for the dream to be 
won from amongst all the 
busyness.   
 
And, suddenly, the way has 
been opened up to achieve 
effectiveness and towering 
vigorous strength and 

outstandingly successful performance. 
 
Not only does that quiet goal-setting process save us 
from the vicious busyness and get us that clarity, … the 
authors would go on to say that, for the highest 
performing teams and organisations, that quiet goal-
setting process is the origin of their strength, the source 
of their power, the foundation rock of all of their 
achievements. 
 
From J ROCHIE HOLOHAN, 
Paper to SIPTU EU TRAINING INITIATIVE. 


