


Strategic Planning Meeting Worksheet
SAMPLE Template – IPWM, LLC



Rules:
1. The firm and our clients are bigger than each of us. Everything that we discuss today has to be through the filter of doing and saying what we need to do to serve clients well. IPWM is still the primary business and focal point of our energy.
2. Leave your emotions and feelings at the door. Don’t sugarcoat anything. We’re all adults.
3. Nothing is off the table or out of question. We’re going to throw everything against the wall in this conversation and “see what sticks.”
4. “I don’t know” or “nothing” is not an acceptable answer. There is always something that can be done to improve our business.
5. Accountability is key after this meeting and goes all around. We each owe it to the firm and our clients to hold one another accountable to our agreed-upon action items.


I. Vision: Optometrists nationwide are given unbiased, objective advice to help them live their best life on purpose.
II. Mission:
a. Our mission is to be the premier financial and business planning firm for optometrists nationwide.
III. Values: honest, ethical, transparent, accountable.
IV. Key differentiator
a. What is the true value in working with us that separates us from other advisors? Do we need to look at adding additional…
i. Products



ii. Platforms



iii. Providers


V. Our Clients
a. Who is our ideal client profile and what are their…
i. Qualities (from website)



ii. Characteristics



iii. Needs





VI. Roles in the firm
a. Daily activities:
i. What do you want to be doing more of?




ii. What do you want to do less of?




iii. What does a healthy, productive work environment look like in 2020?




VII. As a firm, what should we
i. Start doing that we’re not currently doing




ii. Stop doing that we’re currently doing




iii. If we were launching a firm today to compete with our firm, what would we do to put us out of business?






VIII. Operations
a. Technology
i. Our inventory and thoughts on it:




ii. Do we have any other technologies that we have but don’t use?




iii. Our “wish list” of technology and what it would mean to us:


b. Hard assets




IX. IPWM Process: Discovery, Data Collection, Strategy, Implementation
a. Discovery




b. Data Collection




c. Strategy





d. Implementation






X. Client Goals for 2021
a. Number of new households:
b. Number of new assets:

XI. The End Game
a. What’s an absolute “won’t do” in 2020?



b. What’s an absolute “must do” in 2020?



c. What is a limiting belief that we will eliminate in 2020?  





XII. Our Call-to-Action and To-Do’s
a. Absolute Must-do’s
i. 30 Days




ii. 60 Days




iii. 90 Days
	Project
	Responsible Party(s)
	Start Date
	Est. Completion
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