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The Pursuit of Progress

No problem can be solved with the same

consciousness that created it.
~ Albert Einstein

With Clarity & Accountability, you've clarified your core motivations and reasons for the
work you do: your mission, vision, and values—now it's time to turn your vision into action.

But what practices can you institute to ensure your envisioned reality takes shape next
month, next year or 3 years from now? The twin keys to unlocking your limitless practice
are action and accountability—in other words, the ability to craft clear goals, then
cultivate actions that progress you toward those goals.

Creating a new level of success requires you learn to manage change, which in the end
is about aligning the tongue in your mouth with the tongue in your shoes so that they
are moving in the same direction.

These guidelines offer a simple framework for turning your current reality into your
envisioned future:

1. Develop new, empowering habits by establishing a practice of individual accountability

2. Elevate your practice with a simple, clear, and practical framework for professional
accountability

3. Be willing to take imperfect action and consider any mistakes or missteps as valuable
learning that moves you closer to your goals.
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Best Practices

Bridge the Behavior Gap: Developing Personal Accountability

If you want to supercharge your personal and professional achievement, you need to
align the tongue in your mouth with the tongue in your shoes. In other words, make sure
your stated goals and actual actions line up.

Start by practicing extreme ownership of your habits. Let's face it—human beings tend
to cling to our comfortable patterns, even if those patterns aren't benefitting us. So if
you want to progress, start by identifying your own habits—and get ready for some
discomfort.

Developing specific rituals and routines will help you zero in on detrimental habits.
Having a hard time focusing? Keep a journal of how many times a day you check your
email. Then use this real-time feedback loop to establish a new habit, like using email
only at scheduled times. Make specific, actionable changes, and continue journaling to
measure your success.

Whether your goals are professional or personal, always ask yourself, "What action will
bring me closer to achieving the goals?”

Read and apply principles and lessons from the recommended reading list, including:
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Next, use simple tools to help you develop new and more empowering habits - the kind
that will generate the results you want! Use the Limitless Success Shifter tool or the
James Clear Habit Journal to identify and track the habits that will elevate your success

and well-being. '

Create a Framework for Professional Accountability
By now, you should be increasingly clear on your “Big Why."” But if you want to see your

bigger vision blossom into reality, you need to build ¢ consistent but adaptable
structure for realizing it.



Whether you work alone or with a team, plan for your practice to engage in a four-
phase strategic planning process:

1. Annual Strategic Planning Retreat. Once a year hold a Strategic Planning
meeting with your team to ensure the firm is clear, focused and ready to take
aligned actions. Ideally, these meetings are held off site, as changing your setting
can also change your state of mind and helps you examine your situation and
goals with fresh eyes. At this meeting, you will evaluate the prior year's progress,
establish a 3-Year Vision and build the 1-Page Business Plan that will define your
plans for the year.

2. Quarterly Business Review: Quarterly Business Reviews are quarterly check points
to evaluate progress on the prior quarter's 90-day plan, identify, and resolve
issues and to set the 90-day plan for the upcoming quarter. Ensure that each
goal is specific, measurable, and aligned with your 3-Year Vision and 1-Page
Business Plan.

3. Monthly Business Meetings. Monthly Business meetings are monthly check-ins to
manage ongoing operations and monitor progress. You can do these reviews on
your own, or with your team, depending on your situation and preference. During
these meetings you review financial performance, marketing/new business,
practice management issues and status of the 90-day plan.

4. Weekly Team Meeting: Weekly Team Meetings are your “run the shop” meetings
where you and your team identify, address and resolve matters related to client
service, practice issues and new business to ensure effective operations. This is
where day-to-day issues are raised, questions asked and problems solved. Use
this time to establish and review tactical actions.

Take Imperfect Action, Then Adapt as Necessary

Adjusting to new personal and professional patterns can feel daunting. Sometimes, you
will fail—but that is as it should be! Do not invest time in beating yourself up; there is no
ROl in negative thinking. There is ROl in figuring out what there is ROl in.

Let's be clear. Growth is messy, change must be managed, and success is a process,
not an event. So remember to be kind to yourself, trust yourself, and treat each mistake
as a new data point to help refine the process of creating a new level of success.

In other words, forget each mistake, but remember each lesson learned. And remember,
success starts with taking the time to build habits that feed your forward momentum.
Progress will never be perfect, you will falter and fail, just be sure to fai/ forward.



Action & Accountability Resources

BELOW ARE THE AYAILABLE SAMPLES YOU CAN CUSTOMIZE. EDITABLE VERSIONS ARE AVAILABLE.
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THE PRACTICE BENCHMARK ANALYSIS: BENCHMARKS & GOALS

1. Input current and 3-year godls into the cels highlghted light biue, allother goas will caleulate based onyour inputs
2 Use the dropdon to select your benchmark for comparison

3. Review your % to Goal and % to Benchmark to evaluate your progress.

Business Performance Key @
Performance Indicator (KPI) LULTBIDE oo the below workshest to identify your priorities for the year, current priorities in process in order to

track progress and next steps. Update status by entering the corresponding value: 3 = Green/On Track,

2= Yellow/Issues, 1 = Red/Significant Issues, 0 = Black/Not Started. As o best practice, consider using a

project management technology.
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