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What reflects a healthy level of financial
performance for all stakeholders?
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Client Profitability Analysis

What reflects a healthy level of client base
performance for all stakeholders?
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GROW I H PERFORMANCE

GROWTH | GROW I
' METRICS

Agorogate Client Acquisition Cost [CAC) Of Most Widoly Ussd
Flinancial Achact Marksal g SLialegie

What reflects healthy growth performance for
all stakeholders?
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SETTING
UP YOUR
KPIs

USE WORKSHEET TO IDENTIFY YOUR
KP1 AND “INDEPENDENCE INDICATORS”

Managing Performanie
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Businezz Performance Key
Performance Indicator [KPI)

Advisor Profeszionals

Total Headeount

Total [Gross) Revenue

Cost of Goods Sold [COGS)

Total [Met] Revenus

Total Expenzes

Direct Expenzes [professional wages)

Praofessional wWages - Cwner

Frofessional Wages - Mon-Cwner

Direct Expenzes as a ¥ of Total Revenus

Indirect [Overkead) Expenses

Statfing

Owerhead

Indirect Expenzes as a % of Tatal Revenus

Operating Prafit

Operating Prafit Margin

| Tatal Revenue

Fievenue per Client

Fievenue per Profeszional
Fievenue per Total Headeount

Direct Expense per Client
Indirect Expenze per Client
Expenze per Professional
Expenze per Total Headeount

EBEQLC - Earnings Eefare Owner Comp
Operating Prafit per Client

Operating Prafit per Prafessional
Operating Prafit per Total Headeount

Tatal Clients
Clients per Profeszional
Clients per Tatal Headeount
Fee-based Clients




A DISCIPLINED
PROCESS o
CLARITY

@,
Values =
LIMITLESS your what and why
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ROCESS
Annual 1-pg

' Pl
A clear, simple strategic planning B "o

process that integrates clor.ifcy, cse Ras TRANSPARENCY

transparency, and accountability

int an effective model for in Updat ongoing insight into progress
degnlng and créating new levels

?Sf S}JCCGSS

i Use LAUNCH to identify:

ur vision, values & gools /
the strategies-and priorities heckins #f
necessary to achieve them y Priorities

the performance management " ACCOU NTAB' LlTY

systems you will use to monltor cnd ownership of results
manage your progress

\ ALSO WATCH:

' - ACTION & ACCOUNTABILITY LESSON
‘ \QUARTERLY BUSINESS REVIEW | ESSON
wlw Pt 5




anaging PERFORMANCE

STRATEGIC
PLANNING:

Turning Vision
into Action

Best Practices Guide & Resources

You can't whaot you can't

|
MANAGE ‘ | ‘ MEASURE.

Review business performance

Priorities progress review

Next ?0-days priorities and commitments
Next 90-days calendar update

ANNUAL

STRATEGIC
PLANNING

@ ALSO WATCH:
" STRATEGIC PLANNING LESSON



QUARTERLY
BUSINESS REVIEW
WORKBOOK

' ARE WE ON TRACK?
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WHY OR WHY NOT?
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WHAT ACTION WILL WE TAKE?
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QUARTERLY

SUSIN

(WITH TEAM)

* Review business performance

-SSR

v
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» Discuss progress, wins, challenges,

Issues

* Next 20-days plan, priorities &
commitments

* Next 90-days calendar update
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Managing PERFORMANCE

Annual Strategic Planning

Quarterly Business Review

Monthly Team Meetings

Qi? ) 1 SES

Weekly Meetings

MONT

SUSIN

HLY
-SSR

~ V|

-W

(OWNER/KEY STAKEHOLDERS)

* Business performance, new issues
 90-day plan

» Reflect on wins, challenges, issues
« Pipeline/growth review review

* Next 30-days calendar
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| TEAM CHECK-INS

90-DAY PLAN CHECK-INS FOR KEY TEAM MEMBERS
FULL TEAM SET WEEKLY, BI-WEEKLY OR MONTHLY

(depending on firm size/needs)

*  30-45-minute check-in with key team members to manage progress

* Maintain clarity, transparency, and accountability to maintain progress

* Review firm Vision & Goals to reinforce commitment and align 4
time/actions y/

o
*  3-minute status report by owner on their key priorities (not longer)
*|s the status red, yellow, or green; why or why not

« Share issues/challenges the team needs to be aware of & how they

TEAM
CHECK-INS

« Do not discuss/try to solve here; that's for later

» Group discussion of 'not-on-track’ priories to identify, solve & set next
steps Manage Progress
« Reflect on wins, challenges, and issues; what did you achieve/learn? Issues/ChQIIenges

» Confirm commitments between now and the next meeting Align Priorities/Calendars

@ ALSO WATCH:
." BUILDING & MANAGING TEAMS LESSON




| YOUR WEEKLY CHECK-IN

(EACH ADVISOR/TEAM MEMBER DOES ON OWN)

* 10-minute check-in with yourself to review & reflect on the week
« Did your time/actions align with your goals?

* Did you make the desired progress this week?

« Reflect on wins, challenges, and issues; what did you achieve/learn?

* Review your Limitless Life book to reinforce thinking and align
time/actions

Confirm next week's schedule focused and aligned.

Hi Evirgane:
My repart wil be brief & | have done limited work down here,

Significant Accomplishments:
s Made the decision to get through my ciscomfor 1o have Elizabeth take over my email.
s Had 30-minute coaching session with Jackie at Limitless about Aob and staffing in general. It was tremendous and she will wiork with Harold and me on some really important issues.

« Hed a tremendous fact finder lasi night with a couple and used the Kinder questions (probably for the 3rd-471 ime}. Those questions yie'd so much insight and they loved it!
= Listened to a couple of Kitces and Kices & Carl podeasts that were enlightening.

What made them significant:
» | found emails that went EBack to the beginning of the manih from Elizabeth and realized there must be another way. Having her "own” my email will make sure things that nesed my attenti
waysida,
s Wa have had coaches for vears but most ware from within the former B/D system and Jackia is the first professional wiho really unclerstands Row a staffing model fincluding Harcld and me
+ Emotional connections with prospecls are eribical and | was rarous abou this ona but i was a remirder of why | do what | do and how prospeets will opsn up heir lives tooyou if they sen

Stay on me about:
+ Giving Elizabeth aceess 1o my email and working oul a system. 1| any of you have an assistant controling your wark email, [would love tips
+ LIsing the hahbit fracker consistenty once 'm homa

Hawe & greal weskend evengone!

N

:>\¢

WEEKLY
CHECK=-INS

Weekly Progress
Limitless Life Book
Reflection Questions
Align Next Week Calendar




LIMITLESS

PLANS, PROJECTS & PRIORITIES

e l;:;; alam's
m-é
PROCESS FORMAT FREQUENCY
CLIENT SERVICE Asana® WEEKLY
MEETINGS Teams | One Note
MANAGER / Asana
LEADERS CHECK INS Word Agenda MONTHLY
PROJECT Asana WEEKLY
MANAGEMENT Priorities Tracker (Excel) MONTHLY
MARKETING / Asana
BUS DEV Word Agenda MONTHLY

@ ALSO WATCH:

*Asana or equivalent software

RN

.' ACTION & ACCOUNTABILITY LESSON
4 QUARTERLY BUSINESS REVIEW LESSON
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