WELCOME
OCTOBER COACHING CALL
m Coaching Calls:

Nov. 14 at 10 a.m. PT: Office Hours
Nov. 28 @ 10 a.m. PT: Relationship to Money

ax Limitless Book Club

Oct. 26 @ 2 p.m. PT:
W' “Tribes: We Need You To Lead Us”
" By Seth Godin

A lil DOWNLOAD YOUR

Marketing Accountability Form
in the chat

OR TODAY'S QUESTIONS
o.com, #GoodVibes

N your phone or second screen
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MARKETING
IMPLEMENTATION

FROM IDEAS TO ACTION

STEPHANIE
BOGAN
ADAM
4 o\ _ CMEJLA
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and training materials ma



WHAT'S HoL

FROM

| don't know how to try
something new

| can't do that
Asking for help is hard

| don't have the
time or talent

It won't work

TO

If it's been done before,
it can be done again

| have all the tools I need

And also happens to get
things done better

It's about who, not how

If you don't buy a ticket,
you can't win the lottery

DING YOU

RESULTS..

I'm clear on what | do, the
value | deliver and how |
can best help

| have a clear plan that
is scheduled

| have clear goals,
tracking

and accountability in
place

| am making progress
and seeing results



MAKE SURE YOUR
=yes AREN'T BIGGER

HAN YOUR Stomach




CLARITY

© Marketing Action Playbook
o 1Page Business Plan
© Success Shifter

RKETING
N TiON PLAYBOCY

TRANSPARENCY

o 1Page Marketing Plan
© Success Shifter
© Practice Benchmark Tool
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ACCOUNTABILITY

o Sample Marketing Mtg Agenda
o New Business Tracker Tool

o Marketing Task Tracking Tool
o Practice Benchmark Tool

© Success Shifter
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THE PRACTICE BENCHMARK ANALYSIS: ECONOMIC MODEL

Instructions:
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—QUIRES CONSISTENCY..

LATHER,
NINSI=S
REPEAT.

AND PATIENCE




NTO SMALL TASKS MARKET! \G
MOMENTUL

SROCE S S

#5 CREATE YOUR REAL BUDGET

Mark
eting Ace
2 > HeCountahbiliny
= oetability Forn,
R e

#4 LEVERAGE TECHNOLOGY

#5 CREATE ACCOUNTABILITY

#6 KNOW YOUR PIPELINE

DOWNLOAD YOUR
Marketing Accountability Form

#7 TRACK AND MONITOR SUCCESS in the chat




#1 1TU

=N

TRANSLATE
BROAD
STRATEGIES

NOTES &
SCRIBBLES

DISCUSSIONS
& FEEDBACK

MARKETING
MINDMAP

MARKETING
PLAYBOOK

SIG STRATEGH

=S INTO SMALL TASKS

INTO
SPECIFIC
TASKS

1-PAGE MARKETING
PLAN

PROJECTS &
PROCESSES

MARKETING TASK
TRACKIING

METRICS &
MEASURES




#”2 TAG YOUR TEAM
VAR Do

© What skillsets / abilities do | have ® Learn it and do

and what do | need? © Or delegate to others:

© Virtual Marketing T
@ Who is going to manage my rtual Marketing feam

© Virtual Assistant
marketing plan?

@ Hire / Train Internally

Tio:
IF YOU DON'T ENJOY IT, GET OTHERS
TO DO IT FOR YOU OR DON'T DO [T,



IN YOUR
LAN TIME
iNNUALCﬁLENDAR

"‘BUILD" VS. "PROSPECT .

CASH FLOW &

CAPITAL
INVESTMENT

)
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Your "vision in
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-CHNOLOGY

01 -January 02 - February

Use project
management —2
05 - May

tools

Meet w New COls 1 per month
& o1

COl - In Person Meeting (2 Per Mo)

= 0/2

Meet w BO COls 2 per week
= o8

Make calls for meetings w/ Existing
BO & BO COls 3 per week

= [ o2 ACCOUNT NAM
Marketing Plan - CityTawer Inc

2018 P : 5
Existing Client Ask - BO LinkedIn
- Needs Analysis Proposal Negotiation Closed ~ Mark Stage as Complate

Lists
KEY FIELDS Edit GUIDANCE FOR SUCCESS

OPPORTUNITY

CityTower Inc. - Document management system  + foliow Edt  Delete Clone ¥

CLOSE DATE AMOUNT

11/13/2017 5450,000.00

GrapeVine 6 Articles - 3x per week
$450,000.00 Undarstand the business need and decision criteria.

SRR SRS T

Clase Date 13/2017
Set tasks with i | U
+ Add another card Stan Consultation Offer: Wait 81 least 2 days and Consultation Offer: Wailt &t lems: 4 cays and Caonsultation Offer: Wail at beast 1 week and
u Mot sure where io start._" - then run at 10:15 AM “Do you have time. " - then run at 2:15 PM “The pleces of your puzzie™ then run at 8200 AM
Emai #1 Email #2 Email #3
ACTIVITY COLLABORATE DETAILS

pS ~ o~
Track leads and prospects e mimmn o Eimon omec SEmon e
in your CRM 3 B

@‘_.-_' .‘.& ..&

Wait at least 1 week and Consultation Offer: Apply 1 Tag Remove 1 Tag
1hen run on @ weekday ol “Final email:

Marketing automation o =i




New Business Summary

SAMPLE

#5 CREATE
ACCOUNTABILITY —

THE PLAN WILL ONLY FAIL IF
YOU FAIL TO WORK THE PLAN

Success Shifter

PLANS FAIL BECAUSE..

= It isn't clear who is
] ] o o e e e e responS|b|e

FOR INDIVIDUALS

FOR ENSEMBLES

© 2022 EDUCE, INC. & LIMITLESS ADVISOR

People aren't held
accountable (including you)




#6 KNOW YOUR PIPELIN

BUSINESS STRATEGY (Vision, Goals, Product, Pricing)

© Lead: warm or cold

MARKETING STRATEGY © Prospect: by stage/source
(Goals, Position, Packaging)

© New Client

AWARENESS

MARKETING
LEADS EDUCATION (i? (MAP)
ENGAGEMENT
(g SALES

@ SERVICE

New Business Source Tracking ( ‘ )

PROSPECTS

ONBOARDING

NEW CLIENTS CLIENT SERVICE

MODEL © 2022 EDUCE, INC. & LIMITLESS ADVISOR



RACK AND MONITOR SUCCESS
TRACK MONTHLY:

1-PAGE MARKETING PLAN

SOLO Monthly plan/tracking: Success Shifter
Marketing budget
{;1 ADVISERS New Business Tracker
"' AﬂﬂUO| CCI|eﬂdCH’ KPls: selected KPIs

MARKETING PLAN
Marketing meeting agenda
Marketing budget

New Business Tracker
~—

&E —~ ENSEMBLE Know your data
1) \O\IIQ TEAMS Firm-level KPIs

- Advisor-level KPIs

e 1l

i’\

&) ©2022 EDUCE, INC. & LIMITLESS ADVISOR
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#1 #2
TURN BIG TAG YOUR TEAM
STRATEGIES INTO
SMALL TASKS

v

#4
LEVERAGE
TECHNOLOGY

=

#5
CREATE
ACCOUNTABILITY

#6 #7
KNOW YOUR TRACK AND
PIPELINE MONITOR

SUCCESS
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Coffae Chat
Launch walks Updote
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Coffee Chat
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BREAK WEEK
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LEARN
MORE

All Marketers Are Liars: The Underground
Classic That Explains How Marketing
Really Works, Seth Godin

The 1-Page Marketing Plan: Get New
Customers, Make More Money, And
Stand Out From The Crowd, Allan Dib
The Power of Practice Management:
Best Practices for Building a Better
Advisory Business, Stephanie Measure
What Matters: Rock The World With

OKRs , John Doerr

v o

ADAPT &
APPLY

Use your Marketing Action Playbook
to decide where you most need to
focus.

Turn your 1-Page Marketing Plan into
action items using the Marketing
Task Tracking Tool or your CRM
Block out your Q4 schedule using the
Template Annual Calendar and
Weekly Schedule Sample

TAKE
ACTION

» Track and monitor your
marketing results with the
Success Shifter and New
Business Tracker Tool

» Use your T-page Marketing
Plan to guide your
marketing efforts each
week and month.
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