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SUCCESS SPRINT CHECK IN

30 Day Sprint

When telling your story
comes back.

Daniel Suiter 2 weeks ago
3 Aspiring Limitless Advisor
One of my "little old ladies" emailed me

this today. Made my Monday and
wanted to share with the tribe.

ﬁ Dan Darchuck a month ago
7

Summer Success Spl’int Family Man, CED, Advisar, Author, MTB riding & Skiing Faol

rt @ a manth ago Not sure whether I'm setting this up correctly,
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1 just wanted to write and say “thank
you” for the July 4th card that you
sent. | love the cards and notes that |
get from time to time that let me know
that you're out there. The best part .of
my relationship with you and Elaine is
that you're in charge of worrying about
my money so | don’t have to. The fact
that you make me feel good about
myself is an added bonus.
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I need more RPA-time

Michael Hansen m 2 manths ago

Fiduciary Glahal Financial Planner

Summer Sprint - Prospecting and Workouts
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" Here ta spend more time with peaple! Instead of, you know, other "stug"

For the next 5 weeks (through end of July), Mon-Thurs
Sally

F'will schedule time with my assistant to offload even more tasks to her. Week 1 Update: Completed the goals!

a couple of nights where | was working

Though, not always in an ideal way.. There w

out or doing my revenue-producing activities |
in the evening due to dentists and
Ni che & Story client appointments, but | didn't let them slide or make an excuse for skipping them,
2 days ag@
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Professional: Study CFP materia| every single day. °1€ s8ms to be the real issue. 9 time

s out of ten when | don't do this, it's because of
items WITHIN my control. And the mid-day time is key. It makes such a difference in m
W Personal: Get to bed by 10pm day to exercise mid-day.
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