
FOR TODAY’S QUESTIONS
slido.com, #GoodVibes
on your phone or second screen

WELCOME
OCTOBER COACHING CALL

Q3 Quarterly Business Review
Q4 Quarterly Planning  

Coaching Calls: 
Oct. 25: Digital Marketing Services with EntreTeam
(recording available for Launch)
Nov. 8:   Relationship to Money with Stephanie

Tribe Insights
BE COOL LIKE CATHY PINARD: CONNECT ON TRIBE! 



LIMITLESS COACHING CALL
Quarterly Review
October 11, 2021
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And the Results Are In…
Overall Rating: 9.5 out of 10 stars

Most Talked About Sessions: 

Steph’s Keynote, Gearing Up for Growth, Choosing Channel, Websites that Work!

Most Positive Experience: Keynote speakers and overall event experience  

Best Learning: Breakouts and Peer Conversations (breaks, lunch, bars…)

Key Takeaway Action Item

Venue and Hotel 
Considerations

• Give clarity around event experience, logistics 
and communication

• Send instructions clearly, several times and in 
the email rather than in a PDF

• Seating and volume considerations for next 
retreat

• Nicer hotel (when available!)

Workbook 
• Fillable PDF/Online workbook added or in lieu of 

print 
• More closely follow the agenda and session 

slides

Areas to improve 
• Adding more ‘workgroup’ time into agenda  
• Share action items at the end of each lesson
• Follow up in coaching calls (Bring to Office 

Hours!)
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NEW COURSES PAGE



YOUR MARKETING M.A.P.



Building 
Your Marketing Action Playbook

DEFINE 
Your Goals

IDENTIFY 
Your Audience

CHOOSE
Your Channel(s)

CREATE 
Your M.A.P. 

LAUNCH & 
Manage

1 2 3 4 5
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SET YOUR GOALS

Bring on 10 new clients 
@ average of $10,000 in 
revenue per client

Build brand awareness 
and credibility in community

Increase # of referrals from 
COIs and clients to #/AUM year

Define your goals
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Starting from Ground Zero
ESTABLISH YOUR TARGET CLIENT

• Retirees in my area; with major local employer(s)
• Want secure retirement, family focus, time to live

WEBSITE
• Update, retirees ready to follow what sparks joy (family)
• Clear space speaking to employer sub-specialty

CONTENT MARKETING
• Social media campaigns (retirees/employer)
• Monthly Retirement Ready newsletter
• Podcast: retirees (employer plan special editions)

PASSION PROSPECTING
• Flying, Community, Company events

CENTERS OF INFLUENCE
• Local CPAs/Tax preparers
• Local Estate Attorneys
• Major Employer HR managers

WORKSHOPS
• 2x year: 5 retirement mistakes not to make with your “employer name” 

retirement plan



CREATE
your 1-Page 
Marketing 
Plan

HOW WILL I REACH THE PEOPLE?



IN-PRACTICE
• Complete your Marketing M.A.P.

• Build your One-Page Marketing Plan

• Create a system to manage (Asana/CRM)

• Schedule annual marketing calendar

• Block time in your personal calendar

• Track activities and results with Success Shifter or Habits Journal 
(or other log)

• Start growth tracking and/or use the Practice Benchmark tool 
(quarterly review) 

• Commit, calendar and consistently implement your marketing 
plan

• Remember, the plan will work if you work the plan
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Share your #1 marketing 
growth focus and your key 
action steps. 

LET’S BREAKOUT!
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CLARITY
your what and why

TRANSPARENCY
view on plans and progress

ACCOUNTABILITY
ownership of results

The Limitless 
LAUNCH 
PROCESS
A simple process to focus your energy 
and launch new levels of success

Mission

Vision

Values

1-3 Year Goals

Key Objectives

Quarterly Priorities

Weekly Huddle

Execution

People

Priorities

Problems

Mission

Vision

Values

1-3 Year Goals

Key Objectives

Quarterly Priorities

Weekly Huddle

Execution
People Priorities

Problems



YOU CAN’T 
MANAGE
WHAT YOU
CAN’T 
MEASURE

QUARTERLY BUSINESS REVIEW

Progress report on quarter priorities
Set upcoming quarter’s priorities

ANNUAL STRATEGIC PLANNING MEETING

Establish vision for future and set annual 
goals & priorities for the upcoming year

WEEKLY TEAM MEETINGS

Review initiatives
Identify issues
Establish next steps

DAILY PRACTICE

Be mindful  
Be intentional
Be energized
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L I M I T L E S S

STRATEGIC
Planning Retreat
o Clarifies 3 year outcomes
o Captured in 1-year plans 
o Focused on quarterly progress
o Driven by weekly meetings
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o Tracks quarterly progress
o Plan for next 90 days
o Focused on next 30 days increments
o Supported by Success Shifter
o Driven by weekly action plans
o Quarterly Business Review 

L I M I T L E S S

QUARTERLY
Business Review

Insert image of QBR; 
pending
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BEST 
PRACTICE:

use tech tools 
like Asana 

or CRM

PRIORITIES
MANAGING PEOPLE, PROCESS & PROBLEMS

ANNUAL GOALS & 
LAUNCH PRIORITIES

o Define your goals

o Identify key objectives

o Define next quarter priorities

DETERMINE LAUNCH
PRIORITIES FOR Q1

o Set Q1 Priorities

o 1 owner per priority

o Manage w/ Weekly Team 
Meeting 



L I M I T L E S S

WEEKLY
o “Run the shop” day-to-day  
o Maintains clarity and accountability 
o Manage priorities, progress and people 
o Address and resolve issues

Team Meeting Agenda

Insert image of WEEKLY 
MEETING AGENDA 
SAMPLES
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MANAGING PRACTICE PERFORMANCE
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What will you have to do 
differently to make your 
goals happen this quarter? 

LET’S BREAKOUT!
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