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

= A4

? 02.06 BREAKTHROUGHS: Vision for Success

0220 PERSONAL PEAK CALL
Mindset Coaching w/ Coach Liz




IFESTYLE

PEAK PRACTICE
, COACHING CALL
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CLARIFYIN

YOUR VISION /

CREATING POSITIVE
PERSONAL HABITS

BUILDING
ACCOUNTABILITY
SYSTEMS

OUR FOCUS
THIS QUARTER
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LET'S TALK ABOUT RESISTANCE
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My Model Practice

*Bosa Camp Learning Path

’
\

Your Vision For Success

*Base Camp Learning Path

PERFORMANCE

g /
o

PERFORMANCE
SUMMIT

Ima Awesome

leltless AdVisor NAME: 2024 .....................................
YEAR:

SUMMIT ACTION PLAN e

Uze this form Lo set your priorities and actions for the quarter QUARTER:

This Quarter's Priorities Big Why & Desired Outcomes

Clarify the outcome you want to creats, the benefits of
cchieving it and why it's important to you,

$1M/100 days, 30-hr weeks, travel lifestyle

BIG Priority: 3-Yr Vision

ACTION 1:
ACTION 2:
ACTION 5 -Delegate Email to-Asst-(get Asst to-delegate to) i i
ACTION 4:

ACTION &:

Set.up.2024 Annual.Calendar..
Implement Model Weekly.Schedule (surge and nan-surge)..........................

Imptement Email 2x Day ONLY policyh: o v
‘Start prep for Client Meeting Surges (Fall or Spring 2025) e

Progress Priority: Accountability Model (Launch Process)

ACTION 1. Watch Action & Accountability IgLJsEngF\E; Manggﬁng Perfo;‘g;snce (advanced)
ACTION2: Fill out Key Performance Indicator worksheet; start tracking quarterly
ACTION3: Schedule Quarterly LAUNCH meetings; prep Agenda \
ACTION 4 Set up and start using Success Shifter to develop happy, high-performance habi
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MY BIG WHY

To simplify my practice through insanely
simple and effective processes so that | can
create time, opportunities, and great
experiences for myself and the people in my
lite.

S1IMM REVENUE
80 DAYS 000
32 HOUR WEEKS
60% EBOC

80 IDEAL CLIENTS

MISSON

OUR WHY

THE ENDURING REASON FOR THE COMPANY’S WORK

To provide our clients with a goals
unlike anytf

VISION

YOUR DESIRED FUTURE STATE, WHAT YOU ENVISION FOR THE FIRM

To build a $1,000,000 lifestyle practice that serves 250 homes, generates
60% EBOC and opens up unique experiences and prosperity for owners,
clients and the team.

VALUES

OUR WHAT

THE BELIEFS AND BEHAVIORS THAT GOVERN YOUR CULTURE AND DECISIONS

Conviction in the Firm's Our client experience IS our
Mission & Vision marketing

Do good work Kindness (like reuniting with a long
Growth Mindset (CANI) lost friend)

We are the benchmark Accountability

to which all other firms Do the MOST right thing

compare themselves Everyone leaves with their dignity



3 Year Vision The Limitless Life Launch

The Top 3 Priorities for The Year

CLARITY

pos

c
3 yeor |1

8

One Poge
Business Plan

TRANSPARENCY

v

IMPLEMENT SURGE DEFINE WHO WE SERVE BEST START USING 1-PAGE PLANS -
MEETINGS & A SERVICE MODEL FOR Keasd
DOING SO

O |;
Q_

CURRENT 1-YEAR GOAL 3-YEAR GOAL ANMNUAL STRATEGIC PLANNING MEETING
(YE 2021) (VE 2022) (VE 2024) WHAT WILL IT TAKE?

* Fstablish vizian for fubare
anral priorilies and

$627,000 = Aligr Learm and

REVENUE (18259,000 Other Revenue)
$886,000

Sell off-profile clients
3'685'000 v STAEEL ~sell (most) clients being serviced by other
th {15250,000 Other Re

A advisors
I otal Reverie -Develop & Focus on a niche

$70,000,000 $70,000,000 $80,000,000 -Grow Jed's client base with ideal clients

-Have other work off-niche clients (or sell)

$1,549 $2,740 43,000 “Trim unprofitable clients

3 7 - ~Nurture and duplicate T1's
{$627,000/405) {$685,000/350) ($750,000/ 250} -Max of 100 ‘other’ clients

AVG REV/CLIENT

~Surge Meetings

70 ~Refine/Define Service Model
# OF DAYS OFF 20 (Surmmer Friday's & Ski Boss) ey Clear processes that team uses and ! o
understands Biness Review
o Price los
HOURS PER WEEK 40+ 36 32 s above

. ipliarce meeling loplional)

“Wow service model
~Deliver massive value client meetings (and in
# OF IDEAL CLIENTS 48 60 80 between)

o L -1-page plan/Planning First
{Iotal 600) (Total 550) {lotal 250} ~Referrals: Our client experience IS our
marketing! cliank, service
-Develop a marketing plan T e ing prep
= Prospact pipeine
= Align teom and gain commitments
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LIMITLESS 2022 1-Page Business Plan
MORNING ROUTINE
|

H . . . 5:30 AM DAILY STOIC READING, 20 MINUTES
i I MEDITATION
ﬁ 6:00 AM EXERCISE
7:00 AM COFFEE & BREAKFAST
§ 7:30 AM WORKSHEET WITH KIDS
§ 8:00 AM SHOWER & DRESS

$1,000/hr
ONLY
N
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o GETTING THINGS ety :
TAKE CONTROL OF BZTYETIES[%REET = v
L~ o's
YOUR TIME =
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=
=
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=
Things that encourage distraction G2 Book Furmg @ &=
or procrastination to be addressed e ﬁ¢,,1‘§5 = 8 =
during buffer/email time @ ene f;:u(‘.u‘@ :

& Snl Parsaier. (O




Annual Calendar Template

Japeary 2022

Fobriary 2022

March 2¢22

June 2022

. ©
v . i | 22 | a
EURRRETRY FPYS BTN I U
n o n | |
w av ] wn

Novesber 2022

Decesber 2022

MONDAY

Prep & Management &
Coaching

File Prep

File Prep & Management
To Do's Catch Up

Surge Week

TUESDAY

Client: Meetings, Plans &
Promises (P&P)

Daily Prep & Email

Notes Plans & Promises

Notes Plans & Promises

Notes Plans & Promises

WEDNESDAY

THURSDAY

Client: Meetings, Plans &  Client: Meetings, Plans &

Promises (P&P)

Daily Prep & Email

Promises (P&P)

Daily Prep & Email
| ClientMeeting

Notes Plans & Promises ~ Notes Plans & Promises.

Notes Plans & Promises  Notes Plans & Promises

Notes Plans & Promises  Notes Plans & Promises

FRIDAY

Plans & Promises Catch-

up OR Out of Office

Email & Asana
Buffer (Notes/P&P)

2Ct S30%E0

MEETINS FIER POLLIR-TR/ SALES & CASL 1%
ok

Non-Surge Week

(Appointments only if needed for sales or follow-up)

WEDNESDAY THURSDAY FRIDAY

MONDAY

TUESDAY

Plans & Promises andlor  Plans & Promises andior  Plans & Promises andior  Plans & Promises Catch-
Follow-up/Sales Meetings Follow-up/Sales Meetings Follow-up/Sales Meetings up OR Out of Office

Prep & Management &
Coaching

“*Only if needed
Goal of 30 days 000

File Prep & Management
To Do's Catch Up

The End
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DO YOU HAVE A CLEAR &

LING VISION?
\%(L)Jl\l\/lIIEEEI_A WHY BIGGER THAN
YOUR WHAT IF'S

DO YOU HAVE HAPPY, HIGH-

2
PERFORM%@%&UQﬁEEHSS DEFINE
HINKIN :

iggg JVORK, WEALTH & WELL-BEING

WHAT ARE YOUR rersonAL and PrRACTICE

?
ACCOUNTABILITY SYSTEMS™

THAN
T BE STRONGER

E SYSTEMS MUS .

¥EE RESISTANCE THEY WILL FAC

Limitless Advisor NAME: ZIgZAweS e
SUMMIT ACTION pi an e
Use this form ta set yayr Priorities gng actions for (ha quarler QUARTER: .

This Quarter's Priorities Big Why & Desired

Outcomes
Clerify the UCOME Yoy want ¢ creats, the bensfits of
. .. hisving it ano wibny it's Impartant to oL,
BIG Priority- -Yr Visj -
v 3 Vision S1M/100 days, 30-hr weeks, trave| lifestyle

i DATE OTES

ACTION 1. Complete 3 Year Vision and My Mode] Practice practice worksheets

ACTION 2 Draft1 g |_3_u__s_|_r_1es§_ Plan (pick top 3 4_(_)__k_)_j_g_ct|ves for the year)

ACTION 3: share vision/goals with team

ACTION 4 Schedule 1

m_e__.t_o_..\_'_V_Qr_k_Qn_Q_l__pr"qr_i.t_i?_s____._._,
ACTION 5 Review Visi

on/progress In.Eriday Check-In & monthly, team.meeting
Progr. iori
rogress Priority Time Systems
DUE DATE DWNER NOTES
ACTION 1: _Se_t.up.2.024_Ann.ual..CaJendar..
ACTION 2: _]mp_l_em_en_t_!_\/jodel_Weekh/.Schedule..(su.rge a.nd..non.-.surge.).------.----------~------~---~~---~
ACTION 3: ...D.e,l..e,ga.t.e..Emai.l.m.A.S.s.t.;.Ema.il 2>.<..day.,QN.LY;.SQ.c.i.a!.M.e.di.a...t,i.m.e.r..@...3.Qmin.m.,a,x
ACTION 4: -Start. .Da.ily..P.ractice.and..l:.riday Chec|
ACTION 5:

: ..S.tart.prep..for._Clie.nt.M.ee.ting Surges.(FaJ.Lor.Spring..20.25.)............_.....

.
Priority: .
Progress Priority Accountability Mode| (Launch Process)

E DATE OWHER NaTES
ACTION 1 Watch Action &ACCO_(_J_Q_t_abI“tV lesson; Managing..l’.erformance (advanced).....
ACTION 2: __E':’.!..Q’:J.t..K.e._Y_.E..e.er.'Tman_C_e_!n_dicator_.warks.heet;.star.t.tracking.quarte.rly............._4_ {
ACTION 3 gchedule

._Qua.rterly.LAUNC.H- Meetings;.
ACT’ON 4: Set y

ACTION 5: Starta aill Practice

& .develop-happy,--hig-h—perfo

rmance hap;fl
Prove Pef..f.Q.rmﬂ_nC.e_.a_n_d,.\./v_eH-b.eing._.______....v..........

Refaranca and use the Op Purpoze Praject Flonner 5 hel
implement qno manoge eqch Priority for optipg) results.

Io you effectively scope,




Q1/ SUMMIT ACTION PLAN

One-Page Business Plan

¢ Pmipamoeon S

NOHAGING STEFHANE'S ENAL KB
i

et

font it

Your limitless Lounch Plan

CLARIFY
YOUR VISION

«  Big Why

+ Business Vision / Model Practice
+ Pmooged3usiness Plan

+  lipiidesBlsiadssdian
 Limitless Life Book

CREATING POSITIVI
PERSONAL HABITS

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

«  Weekly Check-In

ihd e Wi e ding 21

BUILDING

== ﬂiﬁ ACCOUNTABILITY

SYSTEMS

e Success Shifter
e KPI Worksheet
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THIS IS
YOUR
Q1
FOCUS

—

THIS YOU
DECIDE
EACH
SUMMIT
(QUARTER)

\.[

QUARTERLY PRIORITIES

@LIMITLESS

[¥]

Maximize

*  Implemeant
5 annual
calendar and
time blocking

* Implement
Calendly

a2

Q3

G4

~RUA
NMENTS

Focus on

$1000/hr, time
RPA assistant

* Hire Virtual Asst

*  Hire Virtual
Paraplanner

RY

One-Page Busi

Build
Client
Service
model

Al [eie i Draft core

processes

+ Define segments
services & stoffing

* Draft materials

*  Client reviews

*  MNew client
onboarding

= Prospect process

Automate
workflows

*  Hire Redtail

consultant

= Client reviews

*  Naew client

onboarding

* Prospect

process

il
BUILD

1-PAGE
BlZ PLAN

Plan

Your Limitless Launch Plan

GROW REVENUE 20%
to $600,000

Increase Rev 6 new clients

per Client to from digital & referrals
56,600 marketing
N
* Choose +  Plan & Prep for G2 * Re-lounch niche to
niche podeast lounch COls

+ Fee increose

to $6,600 * Google/SEQ = 24 COlmeetings

* 1,000 downloods
= 20 digitol
prospects

POST YOUR 1-PG BUSINESS PLAN ON TRIBE FOR FEEDBACK
NEED HELP, REQUEST FEEDBACK AND/OR SUBMIT FOR OFFICE HOURS

2
ELEVATE

YOUR
EMAIL

MANAGING STEPHANIE'S EMAIL INBOX

PROCESS

Process Owner: Executive Assistant

Frequency: Daily

VHAT IS THE

INBOX PROCESS?  The process by which you review Stephanie's inboxes (Email, LACP, Linkedln) and process 2l

incoming messages.

The Executive Assistant' role is to manage Stephanie’s email so that it s processed and/or
presentad to Staphanie so that she can raspond and direct work efficiently. Your job s to make
i i ime, and erail s crtical ing this standard.




10 STEPS TO CREATE NEW LEVELS OF SUCCESS

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

4 I
SELF CLEAR CREATE A REPLACE STAY
REFLECTION GOALS PLAN BAD HABITS ACCOUNTABLE

Al ()
= O ﬁ( \
(A Y (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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