REGISTRATION REMINDERS ‘H

; 0311.24 VALUE VIRTUAL SUMMIT

03.20-03.21 DELIVERING VALUE WORKSHOPS
03.21-08.22 LEADERS VALUE RETREAT

Sty ; f{/ N T
UPCOMING COACHING CALLS

; 02.06 BREAKTHROUGHS: Vision for Success 1 |IME

0220 PERSONAL PEAK CALL
Mindset Coaching w/ Coach Liz

2,26 .. FEADERS CEOHORIFEIEN
Bring your 1-Pg Business Plan
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CLARIFYING
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CREATING POSITIV
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PRODUCTIVITY &
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CLARIFYIN

YOUR VISION /

CREATING POSITIVE
PERSONAL HABITS

BUILDING
ACCOUNTABILITY
SYSTEMS

OUR FOCUS
THIS QUARTER



My Model Practice
*Bass Camp Learning Path . ) . Ima Awesome
Limitless Advisor NAME: 2024 e
S Al By e aahe .. SUMMIT ACTION PLAN ® 01 (erformance summit)
*Bos camp Learning Path * < Use this form to set Yourpﬂcﬂties and actions for the quarter GUARTER: ....................................
LI . f
.
. . B L . .
| .. This Quarter's Priorities Big Why & Desired Outcomes
: . Clarify the outcome you want to create, the benefits of
. P . . achieving it and why it's important to you.
. . BIG Priority: 3-
. . ty: 3-Yr Vision $1M/100 days, 30-hr weeks, travel lifestyle
L -
| I | A | 0008000000000 000000 S
R . . . . DUE DATE OWNER . NOTES
‘ I ’ ACTION 1. Complete 3-year Vision and My Model Practice practice worksheets
. . | . * ss Plan (pick top 3-4 objecti
Z . ACTION 3: Share vision/goals with team
<E _— ACTION 4: Schedule time to work on Q1 priorities | ..
. " ACTION S: Review. Vision/progress.in.Friday Check-In.& monthly. team.meeting.................
- -
—_— Progress Priority: .
) o9 ¥* Time Systems
» . . DUE DATE OWNER MNOTES
: . ACTION T: .Set.up.2024 Annual.Calendar..
Managing qun,s' Project & \, | . . ACTION 2: Implement. Model Weekly.Schedule.{surge and NON=SUrge)........c.ccovovvvrccvicniiinn,
. Priorities e ACTION 3:
" -Delegate-Email to-Asst-(get-Asst to-delegate to)- v i
A . . ACTION 4: ) )
. Amplement Email 2x Day ONLY policyt o s s
' ACTION 5:
\ s . - ‘Start prep for Client Meeting Surges' (Falt'or Spring 2025) s
. ] Progress Priority: .
s i Accountability Model (Launch Process)
: ' DUE DATE OWNER NOTES
ACTION 1. Watch Action & Accountability lesson; Managing Performance (advanced)
SEREURMANEE - 23 ’ ACTION 2; Fill out Key Performance Indicator worksheet; start tracking quarterly
AYBO "~ o . . ACTION 3:  Schedule Quarterly LAUNCH meetings; prep Agenda \
> ACTION 4 Hold Q2, Q3 LAUNCH meeting; update Q3 priorities/scheduling
ACTION 5: _
PERFORMANCE e
SUMMIT
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Establishing Sustainable
Practices and a Culture for

TIFFANY '
IR Operational Excellence

T2 . I 7 e
1{ y \¥ : 4 2 U \



TIMELINE

Vision, alignment, team transition, establish client
(\:},‘HE Destiny Capital Founded ' service model, technology and operations, investment,

etc.

Settle, measure, and build marketing, growth, and

Jarrod enters business :
business development channels.

Jarrod become Majority Owner with
Steve (Founder) becoming Minority Owner

Measure and Predictable Growth with a high
productivity and happiness.

Jarrod brings Tiffany on to partner in
transitioning firm from Lifestyle to
Growth Oriented

What's ahead? More change, hiring, and adapting.
What works for us at S3M in revenue won't work for us
at S6M and then S10M, so we're prepared to adapt!

So, how do you do all of this successfully???
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PARTNER ALIGNMENT

Leading Change Effectively
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Effective Leadership ) Slow by Be Involved &
Drives Cultural & Down \ Implement Change

Operational Shifts
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SITRATEGIC OVERSIGHT
AND PROACTIVE
MANAGEMENT FOR TEAM
SUCCESS

Methods to Manage Teams &
Ensure Accountability

X =
Y
All Company Team Meetings &

Weekly Meetings 11's

*o—0

e i

A A)'a /
MVEVER ./_ o

KPI'S | attice
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NAME: Zlg; Awesome
SUMMIT ACTION PLAN

This Quarter's Prioritieg

Big Why & Desired Outcomes
g S o e, e o
OU HAVE A CLEAR & ooy 3-v; e 1100y 0 weeks, travl sy
DO Y ISION?
ELLING V AN YOUR
\%(al\l\?I;)ED A WHY BIGGER THAN Y

Complete 3-year Vision and My l\eluggigfp
ACTION 2
I
WHAT IF'S

PPY, HIGH- T e ystes
OU HAVE HA
PERFORMANGE HABITS?

G & YOUR HABITS DEFINE :g;’g:; .Se.t.up.2.024.Ann.ual.1:a1endar.
| A il
WORK,

Implement. Mode

l.Weekl.y.Schedule. {surge ang FONSUMge) o
ACTION 3; -Delegate Email 1o Asst ; Email 2x day ONLY _.S_Q.c_i_al.Me.di.a_..t.im.e..r. @ 30min max
ACTION 4; .srar.tDa.i.l.y.P_r.a.c.t__i_c..e..andfr_id.a.v CheckIns .
ACTION 5; ~Start prep .for.Clie.nt.Mee.ting Su

rges.(Fall.or Spring 2025)

Progress Priority:

WHAT ARE YOUR rersonaLandPrACTICE [N S, focountability

MS? 2tch Acton & Accountapie '??."????TM?@??????TW?__._
e SIIEMS e FLout ey Pertormance o
ACCOUEgQLIJBSHT_ IBTE STRONGER THAN

THE Sstsi=

ACTION 3

! catgf_work_s_h_egt start trackj
Sehedule Quarterly | AUNCH Mmeetings; prep Agenda
ACTION 4; .Set up and start i
ACE
EY WILL F
TANCE TH
THE RESIS

Reference ane

use the Dn-Durpo
implement qng

5€ Project Plannar to ]
Mmanage each

B you effecf'mely scope,
ority for optimal resuits,

& Educe fne., | Imitlass 4
~IMiEE kel may gt 4




Q1/ SUMMIT ACTION PLAN

One-Page Business Pl

n

Your Limizless Lounch Al
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CLARIFY
YOUR VISION

« Big Why

+ Business Vision / Model Practice
* T-page Business Plan
 Limitless Life Book

CREATING POSITIVI
PERSONAL HABITS

 Daily Practice
«  Email 2x day Only
« Delegate your Email

«  Weekly Check-In

BUILDING
ﬂ-ii ACCOUNTABILITY
SYSTEMS

e Success Shifter
e KPI Worksheet



RADICAL 2

ELEVATE

YOUR
EMAIL

ACCOUNTABILITY

MANAGING STEPHANIE'S EMAIL INBOX
i’llﬂlIS
. » Process Owrer: Executive Assistant
LIMITLESS One-Page Busi lan
Your Limitless Launch Plan WHAT IS THE
1 INBOX PROCESS?  The process by which you review Stephanie’s inbowes (Erail, LACP, Linkedin) and pracess all
incoming messages.
ROLE The Executive Assistant's role is to manage Stephanies email so that it is processed and/ar
—< presented to Stephanie so that she can respond and direct wark efficientfy. Your job is to make
sure she delivers on time, as promised, every time, 2 critical to meeting this standard.
THIS IS
YOUR
Q1 GROW REVENUE 20%
FOCUS to $600,000
! \ \ ! ! FRIDAY
R Focus on Hire part- gl‘rellr?t BT Automate Increase Rev & new clients C O H O RT
time $1000/hr, time Service Crocesen workflows per Client to from digital & referrals
RPA assistant 600 marketin
model $6.60 9 CHECK-INS
*  Implemeant + HireR "
- annual +  Hire Virtuol Asst +  Define segments ire Redtall + Choose + Plan&Prepfor@2  +  Re-lounch niche to
o calendar and services & stoffing ErradlEni niche podeast launch COls
—< time blocking
w
W
E
[rd + Fee increose
THIS YOU g 8 - '&iﬂﬁ"t +  Draft materials + Client reviews + Client reviews to 56,600 +  Google/SEQ + 24 COlmestings
DECIDE o
>
EACH EJ Hire Virtual 1,000 downloads
i} «  Hire Virtu . o . s cliand = 1 ' © B b v o zra ] v e b ol
SUMMIT E o Poraparer e S  mdgta
(QUARTER) g Coasdrzoicd oo f 1231 TR, 42 e b bk g T ekl £ ok o e
i b sk vl vk o b o reragn ey Tha o deis Berrboabobe s 1) 2 anva | wha pipns breden 1pimalie phosas
5 * Prospect process : Pros_peft
Process

\ FINISH & BRING YOUR 1-PG BUSINESS PLAN TO
FEB. 26 LEADERS COHORT CALL




10 STEPS TO CREATE NEW LEVELS OF SUCCESS

To break old habits and build a better future, follow these top 10 steps

\
SELF CLEAR CREATE A REPLACE STAY
REFLECTION GOALS PLAN BAD HABITS ACCOUNTABLE
) (-
P O ' \
JZ‘. 78 RN/ V)
—
PRACTICE SEEK POSITIVE CELEBRATE CONSISTENCY
PATIENCE SUPPORT VISUALIZATION SMALL WINS COMPOUNDS
J

THE SYSTEM MUST BE STRONGER THAN THE RESISTANCE IT WILL FACE
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