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What does QQTC stand for?

Of course you know the answer: Quality, Quantity, Time, Cost.

In most cases 2 of these criteria are OK to make the objective objectively
measurable.

Task: Plan for next week to examine your objectives as well as those from
your people (if appropriate). Are these objectives really SMART+ ? Is the
action plan detailed enough to be a true reality check? Do you have
enough resources? What are the underlying assumptions? Be careful not to
overpromise! Who are the customers?

Adjust your objectives. Make it part of a strategic conversation. Ask for
feedback. Put the eye openers and key insights of this process into your
learning journal.
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