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A PROVEN SYSTEM

for managing progress and performance

THE LIMITLESS .. N
LAUNCH PROCESS Q LAY

your what and why
. ) ] Values
A simple business planning process to
take agency over your practice and Goals:
achieve new levels of success 3 year | 1 year
One Page
YOU CAN '_|_ Business Plan

TRANSPARENCY

view on plans and progress

Quarterly Business

MANAGE T e —
WHAT YOU

CAN'T
MEASURE

(0] ACCOUNTABILITY
ownership of results
@

According to Medley (1992) and Wilson (1992), the existence of o detailed mission
statement can lead to a 50% increase in the effectivenass of the company.

@ ALSO WATCH:
." ACTION & ACCOUNTABILITY LESSON

QUARTERLY
BUSINESS ReVIEW @

Fele st G

e | WORKBOOK LLLLLLLLL

PROACTIVE
PROCESS-DRIVEN

PRIORITY FOCUSED
PROFESSIONALLY MANAGED




Mapping your

BUSINESS VISION

OUR VISION FOR SUCCESS
MISSION

WVISION

VALUES

% REVENUE

AUM

888  AvEREV/

&= CLENT

wes)  #DAYS

tﬂl OFF

@] HoURs /

(@8  wEeEK

# IDEAL

QQ% CLIENTS
Q OTHER

DESCRIBE WHAT THIS WILL LOOK LIKE:

S ANDTHE|GAPS

CREATE

THEROADWAP



OBJECTIVES

QUARTERLY PRIORITIES

Q1

Q2

Q3

Q4

TAKE 60 DAYS OFF

Maximize
time

Implement

Annual .
Calendar and

Time Blocking

Implement
Calendly

Focus on
S1000/hr
RPA

Hire Virtual Asst

Raise fees / client
transitions

Hire P/T
paraplanner

Increase
Rev/Client to
$6,500

Raise fees /
client transitions

SYSTEMATIZE CLIENT SERVICES

Build
Client

Service
model

Define Client
Service Model

Raise fees / client
transitions

Draft core
processes

First Client
Meeting Surge

Prospect
process

2022 1-Page Business Plan

STM REVENUE + 100 DAYS OFF

Automate
workflows

Hire Redtail
consultant

Prospect
process

GROW REVENUE 20%

Increase Rev

per Client to
$6,500

*« Choose
niche

e Build
brand/story

*  Update
website

¢ Online sales
funnel

to $S600,000

6 new clients
from digital
marketing

Plan & Prep for Q2
podcast launch

Develop
downloads
(outsource)

SEO Optimization
12 new online leads

12 new online leads

10 referrals
(5 CQOl/Client)

Prep COI campaign

Launch Referral
Roadmap

Launch COI
campaign (niche
intro)

Thanksgiving
Referral Campaign
(Clients and COl)
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QUARTERLY
BUSINESS REVIEW ,,©

WORKBOOK 0

FINANCIAL
PERFORMANCE

ARE WE ON TRACK’?

‘ﬂ'. al/ &

WHY OR WHY NOT?2 f’%
SR "J & |
\*1)‘. 1\ / \

WHAT NEEDS ATTENTION? 1 ARKETING
¥ ﬁ}-}- 1—.“}-'-'—‘"5_-—. | PERFORMANCE
¢ ‘
WHAT ACTION WILL WE TAKE’)

€ 77

PRACTICE
PERFORMANCE

£/

PERSONAL/PROF.
PERFORMANCE



1. something that you do
often and regularly,
sometimes without
knowing that you are

rogrecss
doing it s

[pra‘gres| noun

the movement towar

higher stage.

>re 1s no struggle, there is no p1 ogress




Review 3-Year Vision, 1-pg
Business Plan & Landscape

Review your vision, goals and

plans. Celebrate wins and

progress achieved. Note

challenges and how you'll

account for them in the future.

Reflect on the current

landscape, markets and

business circumstances and

discuss any impacts.

o Review 3-Year Vision

o Review 1-page Business
plan

o Discuss market landscape,
circumstances, impacts to
plan

o Clarify or change plans to
remain aligned with your
goals.

e
cos REVEW
JUSINESS
Y e

OATTEN ATE)

Review & Set 90-day
Action Plan

Review the prior quarter's 90-
day Action Plan to identify
status of priorities and
progress made. Then, after
covering QBR Agenda, set 90-
day Action Plan for the coming
quarter to reflect the priorities
most impactful to your goals.
o Review 90-day Action
Plan (prior quarter);
update status

o Identify reasons for
success / roadblocks
experienced

o Confirm any projects
continuing into next
quarter and/or new
projects to be prioritized

o Establish project owners,
key steps,
materials/resources and
due dates

Evaluate Financial
Performance

Evaluate the firm's financial
performance relative to goals
to ensure capital is being best
utilized and financial
performance is on track with
goals.
o Review revenue, AUM and
profit, evaluate goals vs.
actual

o Review Profit & Loss,
evaluate budget vs. actual
and projected

o Evaluate ROI for significant
expenses and investments
o  Clarify/confirm any

unplanned budget needs
for coming quarter

Evaluate Practice
Performance

Evaluate operating

performance and identify

opportunities to optimize
practice performance.

o Run Practice Benchmark;
evaluate performance
and opportunities to
improve

o Review Client Profitability,
as needed until meets
goals

o Review team productivity,
discuss staffing
challenges and/or needs

o Identify/discuss any

relevant practice issues
that need attention

QUA
BN

AG

2
Evaluate Marketing
Performance

Evaluate marketing

performance and identify

opportunities to optimize sales,

marketing and growth efforts

best aligned with goals.

o Review new clients, AUM,
fees, growth rate vs. goals

o Review new business
source reports, pipeline
reports, marketing
analytics

o Evaluate ROl and results
of marketing efforts and
investments

o Review marketing

resources and results,
clarify priorities

D

D

[ERLY
-VIEW
~NDA

Review Personal &
Professional Goals

(Founder/Others as desired)

Review personal and
professional goals for the prior
Q0-day period, celebrate wins
and note challenges as you set
new goals for the coming 90-
days.

o Review progress of
personal goals for prior
Q0-days

o Set personal goals for
next 90-days

o Review progress of
professional goals for
prior 90-day

o Set professional goals for
next 90 days

o Set professional goals for
the next 90-days
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THE

worklbook

NAME:
2022 BUSINESS GOALS EE .
Conduct annual strategic planning and updata this paga
with gaals and priorities for the yaar

AverogaFes
gy Feverua/Ciort
2 Clents

#1dsc Ciorts
2Dop0n
T———

Insert KP hara

Insert K2 hera

Insoet K hora

TP 3 PRACTICE GOALS THIS YEAR WHY [T MATTERS / WHAT WILL IMPROVE?

Q1PRACTICE GOALS
e e e

[ R

Q1 PROFESSIONAL GOALS

[ e S -

Q1 PERSONAL GOA|

s, Resouices Bk Mesckn

[ ——

[ r—

[ ———

[TS——————

[ERe—y——

Mot Rateureas, Bkt o

P ——

iyt  iestons

LS

[T e ——

What chalzngs right b fosed?

[FE—————

Mot Rateureas, Bkt o

Heoystaps [ Misskars  Kaysteps | Mlstanss

P ——

Haystope / isstonss

[T e ——

What chalzngs right b fosed?

[FE—————

@190-DAY PLAN: Practice Goals

o
s}

-DAY PLAN: Professsional Goals

90-DAY PLAN: Personal Goals

e | @ [ | movmmn || movmre | Q[ sovimn | e mmms || wovimes |

[ [

TOR 3 FROFESSIGNAL GOALS FOR THIS YEAR: WHY T MATTERS / WHAT WILL IMPROVE?
TOP 3 FERSONAL GOALS FOR THIS YEAR: WHY T MATTERS / WHAT WILL IMPROVE?
TOP 3 GOALS/CUTCOMES FOR THIS YEAR
#1DESIRED OUTCOME/GOALS REASON / MPACT
.
#2DESRED QUTCOME/GOALS REASON / MPACT
#3DESRED OUTCOME/GOALS REASON / MPACT
L]
.
This section tracks your Quarterly Busingss Review Agenda to capture key take-aways and oction item.
VISION & GOALS REVIEW L

Reviaw vision and goals ta maintain clanty of purpose and autcomes desired,
TASK ¥ UPDATS &NOTES
Reniw 3-Year ¥ision
Diszuss marketlands=ops, key rends, Impacts to piane
Discuss Top & Wins and Top 3 Chalanges
Reviw 1-pg Busness Flan

FINANCIAL REVIEW

Resew finonclal performance relative to gools.
GOALS YN REASONS./ LEARNING / IMPACT
Dic we meet or exceed quarterly financial goals?

i we meet or exceed quarterly AUM gook?

2

Dic e meet or excesd quartrly EBOC
PRACTICE REVIEW

Kdentify top 3 practice wins and chalienges this quarter.

3 BIGBEST WINS ‘3 BIGGEST CHALLENGES FACED

BRACTICE GOALS. SONS. / LEARNING / IMPACT

Didwe

v Encrity | for the quartar?
Dt e aeiewe Priority 2for the quarter?

Dt we GeHieve Priority Sfar the quarter?

PERFORMANCE REVIEW
Run Practice Banchmark and evaluats parforamncs felative to your goals.

Is M Frodhct ity where It nesds t ba?.

e clisnt ravenue/proftcklly In i with performanca
geais?

Ie ochscr / taam produetidty whara it acd to ba?

PERFORMANCE REVIEW CONTINUED:

TOP 3 KPIS WE ARE MEASURING AND MANAGING TOIMPROVE.  +/~

MARKETING REVIEW

REASONS / LEARNING / IMP2

Review key marketing data to evalugte marketing progress for the quartar,

Didiwa camplsta eur markatng pian for tha quartar?

Diciwa mast cur growth godl for tha quartar?

Identify top 3 practice opportunties or chalenges that need attention

ERICRA

PERSONAL GOALS

Use this sactinG to evaluate progress taward parsonal oeal (complete ana copy for each parsan)

PEROSONAL GOALS

#2

IMPACT

PRICRIT)
LEVEL

NEXT A

REASONS / LEARNING / MPACT.

Q1 PRIORITIES REVIEW

[ 3
FRIOATY sTaTus. REASONNGS/LEARNNGS

ROy stamus. REASONNGS/LEAINRIGS.
PERSONAL
FRIDATY sTaTUs. REASONNGS/LEARNNGS

Q2 PRIORITY PLANNING

Usa this saction to raview and select your priorifites for the coming quartar's action plan

Revlew tha potential priorities above, discuss and Identify the top priority Ineach saction. This Is your
# priority for the coming qual

Now, complete next quartars 90-Day Action Plan for tha coming quartst




2022 BUSINESS GOALS

Conduct annual strategic planning and update this page
with goals arnd pricrties for the yaar.

Awaroge Fes
oy, Rewenue,/Client
# Clinnts
& Idmal Clients
# Doys OF
Buag Wiicark hirs/ Wik

Imzart KP4 hara

Insert KP42 hara
Insert KP#3 hera

TOR 3 PRACTICE GOALS THIS YEAR:

TOR 3 PROFESSIONAL SOALS FOR THIS YEAR:

TOR 3 PERSCMNAL GOALS FOR THIS YEAR:

TOP 2 GOALS/CIUTCOMES FOR THIS YEAR
#1 DESIRED OUTCCOMEAGOALS

%2 DESIRED OUTCOME/GCALS

#3 DESIRED OUTCOME/GCALS

NAME:

YEAR:

WHY IT MATTERS / WHAT WILL IMPROVE?

WHY [T MATTERS / WHAT WILL IMPROWE?

WHY [T MATTERS / WHAT WILL IMPROWE?

FEASON / IMPACT

FEASCM / IMPACT

REASOMN / IMPACT

Q1 PRACTICE GOALS

Kay steps / Miestones Kay steps ¢ Mistoncs Ky steps ¢ Miestoncs

Q1 PROFESSIONAL GOALS
[ moer e e

key staps  Milastonas Ky staps / Mikastonas Ky staps / Mikastonas

Q1 PERSONAL GOALS

key staps / Milastonas Koy shaps ¢ Mikastonas Kisy shaps / Mikastonas

Matarials, Fesounces, Budgst Heedst

‘why Is this mpartont?

what doas success ook [ks?

‘What chalanpa might be faced™

How con wa prapana for / overome thami

Moterols, Rasourcas, Budgat heads?

Wity i this impartank?

what does succass look lke?

wihat chalenge might ba focad?

How oon weprepars for / overcoma them?

Motsrids, Fascurcas, Budgat Meads?

Wity i this Impertant?

wihat does succass look lke?

wihat cholenge might ba focad?

How can wepepare for / overcoma them?




Q1 20-DaY PLAN: Practice Goals

| CO-0AY ACTHT S || 0D ACTHTRS || -DLY ACTRTES

3

20-DAY PLAN: Professsional Goals

90-DaY PLAN: Personal Goals

| SOCU ACTITES || AOEAY AT TR || =D ACTITES |§| =0 AOTHITES || DAY AOTINTIRS || I0=0U ADTHTES |

QUARTERLY SNAPSHOT

This saction tracks your Quarterly Business Review Agendo to capturs key take-oways and action item.

VISION & GOALS REVIEW

Rawvigw visicn and goals to maintain danty of purpese and outcomes dasired.

UPDATS & NOTES

Review 3-Yaar Vislon

Discuss market lardscops, key trards, Impocts to plans
Discuss Top 3 Wins and Top 3 Chalenges

Review 1-pg Business Plan

FINAMNCIAL REVIEW

RFevigw financial performance relative to goals.
[Cid we meet or excead quartarly financlal goalk?

[id we meet or excesad quartarhy AUM goals?

[id we meet or excesd quarterly EBOC goals?

PRACTICE REVIEW

dentify top 3 practice wins and challenges this quarty

3 BIGGEST WINS

PRACTICE GOALS

Ovd we ochiewe Priority 1for the quartar?
Oid we ochieve Priority 2 for the quarker?

Oid we ochieve Priority 3 for the quarter?

PERFORMAMCE REVIEW
Fun Practice Benchmark and evaluate parforamnce
|z firm productiity whens It needs o ba?

I= client revenue/profitabilly In ke with performanca
godals?
l= adhisor ¢ team productivity where It needs to be?

PERFORMAMNCE REVIEW CONTINUED:

TCP 3 KPIS WE ARE MEASURING AND MANAGING TO IMPROVE.  +/- REASONS / LEARNMNG / IMPACT

MARKETING REVIEW

Rewvlaw key marketing dato to evaluate marketing prograess for the guartar.

REASONS / LEARMING / IMPACT

Did we completa cur marketing plan far the quartar?

Did we mest cur growth gods far the quartar?

PERSONAL GOALS

U=s2 this sectino to ewaluate progress toward perscnal goal (complete ane copy for each person).




Q1 PRIORITIES REVIEW

PRAZTICE

PROFES

Q2 PRIORITY PLANNING

Usa this saction to reew and select yvour pricrritas for the coming quartar's actlon plan

Review the potential pricrties above, discuss and Identify the top priarity Ineach secticn. This Is your
#1 priarity for the coming quarter,

Now, complete next quarters @0-Day Actlon Plan for the coming quarter

@1 90-DAY PLAN: Practice Goals

‘l s0-0uy JOTITES || AV ASTITES

@1 90-DAY PLAN: Professsional Gaals

Q1 90-DAY PLAN: Personal Goals

COMPLETE NEXT 90-DAY ACTION PLAN

2022 1-Page Business pjlgn

.
=Ny

'
: GROW REVENUE 20%
e} $600,000
Maximize inere
time o
Rev/Clent to
$6,5
‘ o Increase Rey 6 new client
: " Cli 3
pe lgzgm from digital 10 referrals
\ | 3 marketing i (5 CON/Cliny
BERD e :
i Time Bocking
; e Reckai
- consultant - by
g - : Cros * Pln & Prop for o
) podcast launch * Prep COlcam, P
s * Fint Chant -
: m Mesting Surge i "
‘| . brand/stor, | Govelon ‘L
Service Mode| e
webere
g * SE0Optimizati
SRR

* Roise feas /
client transitions

* Roise foes / cley
tronsitions

* Prospect
Process

* Prospect
—— * newc

online laads

REVIEW BUSINESS PLAN




BEST PRACTICES

Keep these best practices in mind as you start and refine your meetings over time:

? -------- o GET STARTED, THEN GET BETTER

o You don't need to figure out the perfect process, turn this into an exhaustive 3-day event or spend three hours
reviewing the reports and data referenced.
o What matters most | developing a disciplined process for managing performance in line with your vision and goals.

ﬁ -------- o SHARPEN YOUR AX

o Don't make excuses you're too busy and skip or shortcut meetings.

o If you're that busy, QBRs are imperative.

o Abe Lincoln said, “If I had five minutes to chop down a tree, I'd spend the first three sharpening my ax.”
o Don't work with a dull ax, schedule and hold QBR meetings religiously to maintain clarity and alignment.

(Y S— o FOCUS ON THE ESSENTIAL FEW

o Maintain clarity of vision and what priorities will truly "move the needle” each quarter.

o Chasing shiny things and constantly shifting priorities distracts and dilutes results.

o A disciplined approach means focusing on the few priorities that can be effectively executed each quarter to
maximize results.

é -------- o CONSISTENCY COMPOUNDS

o You're doing more that meeting, you are building the habit of effectively managing your firm to higher standards.
o As you consistently follow the process, you and your team have greater clarity and accountability, and you have a
roadmayp for executing with discipline.

LIMITLESS



ROFF & DERY (08
HEN REFINE

What's on your QBR Agenda?

Who attends your QBR?
How long is your QBR?
How do you prepare for QBR?

Customize your QBR agenda to your
needs and preferences

o Repeat and refine until disciplined
QBR process in place

o Progress over perfection!
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