










Ima Awesome

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

Complete 3-year Vision and My Model Practice practice worksheets

Draft 1-pg Business Plan (pick top 3-4 objectives for the year)

Review Vision/progress in Friday Check-In & monthly team meeting 

Share vision/goals with team 

Set up and start using Success Shifter to develop happy, high-performance habits

Set up 2024 Annual Calendar

Time Systems

Implement Model Weekly Schedule (surge and non-surge)

Start prep for Client Meeting Surges (Fall or Spring 2025)

Delegate Email to Asst (get Asst to delegate to)

Implement Email 2x Day ONLY policy! 

Watch Action & Accountability lesson; Managing Performance (advanced)

Accountability Model (Launch Process)

Schedule time to work on Q1 priorities

Schedule Quarterly LAUNCH meetings; prep Agenda

Start a Daily Practice to improve performance and well-being

3-Yr Vision

2024

Q1 (Performance Summit)

Fill out Key Performance Indicator worksheet; start tracking quarterly







MY BIG WHY
MISSON

OUR WHY

VISION

OUR WHERE

VALUES

OUR WHAT

THE ENDURING REASON FOR THE COMPANY’S WORK

YOUR DESIRED FUTURE STATE, WHAT YOU ENVISION FOR THE FIRM

THE BELIEFS AND BEHAVIORS THAT GOVERN YOUR CULTURE AND DECISIONS

•

•
•
•

•

•

•
•
•



3 Year Vision

DEFINE WHO WE SERVE BEST 
& A SERVICE MODEL FOR 

DOING SO

IMPLEMENT SURGE 
MEETINGS

START USING 1-PAGE PLANS

CURRENT 
(YE 2021)

1-YEAR GOAL 
(YE 2022)

3-YEAR GOAL 
(YE 2024)

WHAT WILL IT TAKE?

REVENUE
$627,000 $685,000 $750,000 

-Sell off-profile clients
-Sell (most) clients being serviced by other 
advisors
-Develop & Focus on a niche

AUM $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)

AVG REV/CLIENT $1,549 $2,740 $3,000
-Trim unprofitable clients
-Nurture and duplicate T1's
-Max of 100 'other' clients 

# OF DAYS OFF 20 70 80

-Surge Meetings
-Refine/Define Service Model
-Clear processes that team uses and 
understands

HOURS PER WEEK 40+ 36 32 -As above

# OF IDEAL CLIENTS 48 60 80

-Wow service model
-Deliver massive value client meetings (and in 
between)
-1-page plan/Planning First
-Referrals: Our client experience IS our 
marketing!
-Develop a marketing plan 



TAKE CONTROL OF 
YOUR TIME

Time 
Block 
Your 

Schedule(s)

Ruthlessly 
Eliminate  

Distractions

Draft 
Scripts

Eat 
Your 
Frogs

Just 
Say 
‘No’

$1,000/hr  
ONLY

Never 
Multitask. 

EVER

Have 
a 

Daily 
Practice 

Avoid Fake 
Work

Protect 
the 

Asset

Create 
Barriers to 

Entry

Automate 
Everything

MORNING ROUTINE

5:30 AM
DAILY STOIC READING, 20 MINUTES 

MEDITATION

6:00 AM EXERCISE

7:00 AM COFFEE & BREAKFAST

7:30 AM WORKSHEET WITH KIDS

8:00 AM SHOWER & DRESS

IVY LEE / 
GETTING THINGS 
DONE INSPIRED 
DAILY TO DO LIST

Things that encourage distraction 
or procrastination to be addressed 
during buffer/email time

Must 
Do’s



The End



PERSONAL and PRACTICE
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THIS IS 
YOUR 

Q1 
FOCUS

THIS YOU
DECIDE
EACH

SUMMIT
(QUARTER)

21
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