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The Gallup Q12 

 

 
The Gallup Q12 is a survey designed to measure employee engagement.  The 

instrument was the result of hundreds of focus groups and interviews.  

Researchers found that there were 12 key expectations, that when satisfied, 

form the foundation of strong feelings of engagement. So far 87,000 work 

units and  1.5 million employees have participated in the Q12 instrument.  

Comparisons of engagement scores reveal that those with high Q12 scores 

exhibit lower turnover, higher sales growth, better productivity, better 

customer loyalty and other manifestations of superior performance. 

 

The Gallup organization also uses the Q12 as a semi-annual employee engagement Index – a 

random sampling of employee across the country.  The engagement index slots people into one of 

three categories: 

 

• Engaged employees work with passion and feel a profound connection to their company. They 

  drive innovation and move the organization forward. 

 

• Not-Engaged employees are essentially “checked out.” They are sleepwalking through their 

  workday. They are putting in time, but not enough energy or passion into their work. 

 

• Actively Disengaged employees aren’t just unhappy at work; they’re busy acting out their                

   unhappiness. Every day, these workers undermine what their engaged co-workers accomplish. 

 

 

 

 

 

 

 

 

 

 

 
Wow.  In other words, according to the poll, 71% of the workforce is either under-performing or 

actively undermining their work.  Perhaps one of the places you, as a business owner or manager, 

should pay attention to is the list of 12 key expectations.  Luckily for you, you can find them on the 

next page ... 
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The results of the latest engagement index: 

 

Engaged employees – 28 % 

Not-engaged employees – 54% 

Actively Disengaged – 17% 
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(continued) 

 

 

    The Q12 Index: 

 

1)   Do you know what is expected of you at work? 

 

2)   Do you have the materials and equipment to do your work right? 

 

3)   At work, do you have the opportunity to do what you do best every day? 

 

4)   In the last seven days, have you received recognition or praise for doing good work? 

 

5)   Does your supervisor, or someone at work, seem to care about you as a person? 

 

6)   Is there someone at work who encourages your development? 

 

7)   At work, do your opinions seem to count? 

 

8)   Does the mission/purpose of your company make you feel your job is important? 

 

9)   Are your associates (fellow employees) committed to doing quality work? 

 

10) Do you have a best friend at work? 

 

11) In the last six months, has someone at work talked to you about your progress? 

 

12) In the last year, have you had opportunities to learn and grow? 

 
(Based on ñFeedback for Realò by  John Thackray, from the Gallup Management Journal.) 

 

*** 

Smart Business Quotes 
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Business, more than any other occupation, is a continual dealing with the future; it is a continual 

calculation, an instinctive exercise in foresight.   

                                                                                  - Henry R. Luce  

 A cardinal principle of Total Quality escapes too many managers: you cannot continuously im-

prove interdependent systems and processes until you progressively perfect interdependent, in-

terpersonal relationships.  
                                                                                  - Stephen Covey  
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Identify Your Ideal Client 

 
Do you know who your ideal client is?  Many business owners don't really know - they guess.  

Others know, but haven’t formulated an approach to marketing that’s based on their 

identification of an ideal client.  As a result, they're often working way too hard, marketing too 

much, and spending too much money.  

 
How do you define your ideal client?  The answer differs for each of us, but here are some 

thoughts: 

 

They fit your profile in terms of company size, industry, location, profession or title. 

They take advantage of the menu of skills or services you provide and value the same. 

They have commitment to your relationship or perhaps are very loyal. 

They are valuable as referral resources or are good “connections”. 

They pay on time and understand your pricing terms. 

 
There are many, many more criteria.  That said, take some time and define what makes your 

client an ideal one and review not only your current client base, but also who and where your 

current marketing efforts target.  Are you attracting the right clientele? 

 
One of largest fears some business owners have about creating and committing themselves to an 

ideal client profile is that they will be narrowing their client base. While it might look like that is 

what could happen, the truth is that it allows you to better concentrate your efforts on selective 

targets and in doing so, increase your chances of converting them from prospects to good 

customers. 
To be clear, creating an ideal client profile (ICP) does not mean that you can't accept clients 

other than those you define as ideal.  Creating an ICP is done to make your marketing efforts 

and your life easier. It's a business tools that is created to help save time and money.  For 

marketing purposes, all your messages will be consistent.  It will help keep you from being all 

over the place "chasing" clients and investing precious cash flow to do so.  

 
Should you ever look outside of your ideal client base? The bottom line is that it's up to you. It's 

your choice and isn't it great that you've created a situation where you have such a choice?  Even 

after you choose your definition of an ideal client, that doesn't mean that you can't change it. 

You ought to be monitoring your company's marketing efforts and noticing when things are 

changing - including when your definition of an ideal client or your focus is shifting.  

Additionally, when you create an ICP and monitor your business you may also start to notice 

new patterns that could help you identify fresh business opportunities. 

 

*** 

 

 

 

 

www.TitanBDG.com         email: information@TitanBDG.com         973 -601 -3275  

March 2010  

If you are not already 

subscribed and you or 

someone you know 

would like to be, please 

send an email to: 

newsletter@TitanBDG.com 

 w i t h  t h e  w o r d s 

ñsubscribe meò in the 

subject line and we will 

gladly add you to our 

newsletter distribution 

list. 

Page 3 of 3 

Proud member  of the 

Professional Business Coachôs 

Alliance 

 

Inside This Issue:  

 

Page 1:  

The Gallup Q12 

 

Page 2: 

Smart Business Quotes 

 

Page 3: 

Identify Your Ideal 

Client 


