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UNCOMFORTABLY
Comfortable
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LIMITLESS -~ CLARITY
p our what and wh
LAUNCH Values 4 4
PROCESS Y —
Goals:
A simple strategic planning S year | 1year o

process that integrates Annual 1-pg

clarity, transparency, and Business Plan
accountability into an

effective model for defining TRANSPARENCY
and creating new levels of °lan Update your views and insight into
porogress

SUCCesS.

Use LAUNCH to identify: —

* your vision, values & goals

« the strategies and priorities
necessary to achieve them

o ACCOUNTABILITY

ownership of results

» the performance management
systems you will use to monitor
and manage your progress.

®

)



LIMITLESS

LAUNCH
PROCESS

YOU CAN'T
MANAGE

WHAT YOU
CAN'T
MEASURE

ALSO WATCH:

a ACTION & ACCOUNTABILITY LESSON
ﬂ‘”

Values

S YEAR
GOALS

ANNUAL
BUSINESS PLAN

SS REVIEW

QUARTERLY BUSINESS REVIEW LESSON

ANNUAL STRATEGIC PLANNING MEETING

+ Establish vision, values, and 3-year goals
+ Set business plan and priorities

+ Align team and gain commitments

* Next 90-days calendar update

QUARTERLY BUSINESS REVIEW

* Review business performance

* Priorities progress review

* Next 90-days priorities and commitments
* Next 90-days calendar update

MONTHLY BUSINESS MEETING

* Review business performance
* Priorities progress review

* 90-day plan progress review
« Compliance (optional)

WEEKLY CHECK-INS

« Owner/Partner Friday check-in (personal)
* Limitless Life book (goals, elements review)
« Confirm next week’'s schedule; align to goals



“OUNDATIONAL WORK

® CLARIFY & CREATE AN
eaw [NTENTIONAL CULTURE

= SOLIDIFY & SHARE YOUR
V MISSION, VISION & VALUES

@ INVEST IN REGULAR
RECOGNITION & TEAM BUILDING “If you want to build a ship,

il don't drum up the men to
gather wood, divide the
work and give orders.
Instead, teach them to
yearn for the vast and
endless sea.”

—ANTOINE DE SAINT-EXUPERY



PREPARE FOR A *  Set off-site meeting ST RAT E G | C

PRODUCTIVE MEETING Send out pre-meeting diligence

PLANNING
CREATE OR CLARIFY « Create and/or review 10-year vision & goals P RO C E S S

BUSINESS VISION & + Set 1-year and 3-year goals for firm
GOALS
HONEST ASSESSMENT & R e
CANDID CONVERSATIONS . Clarify arows of focus
SET CLEAR GOALS + Set annual goals

Define "keystone” priorities

& PRIORITIES FOR THE Establish an annual budget

UPCOMING YEAR * Plan your annual calendar
*  Getready for Q1 kickoff

MANAGE PLANS & * Quarterly meetings set priorities for upcoming gtr
+ Bi/weekly check-ins
MEASURE PROGRESS . Trock progross
WITH A QUARTERLY « Address and resolve issues
ROUTINE « Set next quarter's priorities




LIMITLESS

.

Planning Retreat

[ outcomes
» Clarifies vision, goals and

hared
Creates clarity, investment and s
accountability

Focus on a 3-year time horizon
Captures in Vision Document
| al)
ize into 1-Pg Business Plans (annu
« Organ

[ iews
lement through Quarterly Busines Rev
 Implem
(LAUNCH process)
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OPPORTUNITIES..

partner pre-work

jout reetind
\L{uve pﬂr\ner= il ot ut s formin prepofomn for ¥

sthe onetring e
1 wh:&, 1o i

ngthemm WOS

n 1 one )
z 5 coss 0 A e PO

awere
e 1ing Yot
B joon £ tofixit? | need 10 dototu®

ocess?
tu o re'pe“‘dde o p()\'\s\b\e for e i

eam of function WS
el

commpatito’ opered  0°
o ika? (562
cations. 2009

Seth 12 Godin: Smail/s the

Our gogi g5 Zoensuethesntreleu!r is invol Ad
i
PLEASE ¢ o |

st
iy e PG s WOf'k

COMPL,
O Review the ETE THE Fo
0

*9arding i
o Co"'ﬁ’ﬁ'te fbebm copy, ,‘ZNU BY DATE his past y ewﬂntyoum bave
e Strar,
e orheet Senazeg Plaming
CELEDR, st e 2 A9
2 ol mkAT NG Stce: e Bo1e] ot by
Ssre
S ey ! he past D yourcopy i the

RE FLEC
T«oN O[

N THE gy
USINESs

2 months,
what qr,
e the b
9IS or g
te s i
ums D"’“mnng SPeciivg op, hat the iy and

how
You think g (fn;mmg —

g
0 b e s

WHA
TS WORKNG iy o

/ WHAT.
"INT WoriG g,
L

of
S5 progeee
s,

MTES § /
B b m.  RISK 1SS
eats (lhmgs o ourn

th tare
@ the pos;
ibileg
& Opportune
DP““P Tt S 1hings we
ant to

dofang

BREAK DOWNS...

2. Which core area of business do you believe this breakdown falls under?
(Select One) *

O Business Strategy

O Culture & Paople

O Operations, Finance, & HR

O Client Service & Experience

O Investments & Finandial Planning
O Compliance, Security, & Legal

O Marketing 8 Business Development

ome s
() Technology : Ome yp, Thi e ¢
o up- S Wy

3 What's the preakdown?

4. Whois involved? (team members, clients,
*feel free to be as general Of specific 85 Y9

Enter your answer

5. What technology platform(s) are invom



- DESTINY CAPITAL

IN-PRACTICE "FIRM" EXAMPLE

FOUNDERS / Full day annual
SENIOR PARTNERS meeting
Align on weekly meetings

PARTNERS Strategic annual meeting

PARTNERS 1 hr. biweekly meeting

1 hr. annual meeting

Emphasized quarterly & weekly

TEAM

© DESTINYCAPITAL
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» Totalcost and €

2022 Firm. s
RESPECTFUL | SELF-MOTIVATED

lue Pro|
100-200 EAVaLS 70

4 Onboart

Values Shout Qut (Monthly Meeting Lead)

Ops Manual Collaboration (Tiffany/Charissa/Renee)

Ops Manual Process

.
= CS: 99% of processes should be linked
= TC/CS: Everyone submit 1 process to the manual for JANUARY
Fidelity, eMoney, Riskalyze, Holistiplan, Operations, Role specific, etc...

Check Completed for final processes.
+ Previous processes are all outlined Here

Please use the submit Form for January’s submissions!

Ideas: Fidelity, Annual Client Reviews, etc...

e Ml &

COLLABORATION EMPATHY INTEGRITY

Big Rocks (Team Lead)
Custodian Change - Completion Goal: 12/31/2021
s FIDELITY
i & OneNote: i

© UPDATE - See Eidelity Spraadsheel {
* You can review Fidelity Spreadsheet for updates
o PROJECT UPDATE - eMoney, portfolio connections, Albridge, Riskalyze
. o Wealthscape Training - Learning Hub
* Mutual Securities and Remove RR
Brokerage account closing updates!

«  Pershing Close Out

Broker Dealer Withdrawal — Filed 12/31/21

Advisor Platiorm
Data is flowing. As of 1/7, the data stream began based on our MCL upload, and it looks like we're in

good shape so far. Still a lot to do but we appear to be capturing the vast majority of our Fidelity AUM

right now.
Note: Links below may only work in the Word App.
Please read TD's update related to Albridge/Orion/Fidelity Transition here: Tim's Opus on the

Albridge and Oricn Transition




& Setting Priorities
& Managing the Plan

What's the

BIG WHY

What are the

GOALS & OUTCOMES

you want to create

What needs to happen/change to

ACHIEVE THE GOALS

ALSO WATCH:
"' MANAGING FIRM PERFORMANCE LES



| CLARITY >
CONFUSION

WHAT IS YOUR

BIG WHY

WHAT 3 OBJECTIVES DO YOU NEED TO ACHIEVE

GOALS

WHAT ARE YOUR TOP 3 'MOVE THE NEEDLE' DECISIONS

PRIORITIES

WHERE DO YOUR GOALS SHOW UP IN YOUR

CALENDAR

ANNUAL GOALS

Expand into digital marketing
strategy

Build a COI Referral Network to
increase new client growth

Create a systematic client
experience that results in NPS
of 70 and client satisfaction 9+

Establish a new minimum that
aligns with firm 3-year goal

Define and only work with
clients who meet our ideal client
profile

Improve adviser capacity and
align with partner personal
time-off goals

CURENT QUARTER PRIORITIES Owner

Hire digital marketing firm
Build COI Touchpoint Calendar
Client segmentation & fee analysis

Establish time management model
and annual calendar

Owner | Measurement
Jim # Followers
Seth # of Referring
CcoIs

# of COI Referrals

Seth NPS Score (70)
Client satisfaction
(9+)

Jim % of clients that
meet minimum

Jim % of client
that meet ideal
client profile
Jim # Partner
Days Off

Status

Jim

Seth

Jim

Seth

Priorities

Keystone priorities

to reach our goals
Hire digital marketing firm
(Jim, Q1)
Build COI Touchpoint
Calendar (Q1, Seth)
Implement the COI Referral
Roadmap System
(Seth, Q2)
Move to new office space
(Jim, Q4)
Implement client preference
form (Seth, Q3)
Review and improve client
review process (Jim, Q2)
Client segmentation & fee
analysis (Jim, Q1)
Establish and complete a
client transition plan
(Seth, Q2)
Define ideal client (Jim, Q2)
Establish and complete a
client transition plan
(Seth, Q2)
Establish time management
model and annual calendar
(Jim, Q1)

Issues







The Formula for Change
Stephanie Bogan

Take the Uncomfortable Leap
Stephanie Bogan

Harnessing your Head Trash
Stephanie Bogan

Mindset: New Psychology of Success
Carol Dweck

How to Unf*ck Yourself
Gary John Bishop

Think & Grow Rich
Napoleon Hill

ACT

« Watch « Use Success Shifter to define and
Mindset Mastery Learning Path reinforce new, empowering habits
* Review

. Stort AM/PM Routines & Rituals

* Morning Practice how you start your day
sets your day; 10 mins day to big shifts

* Mindfulness or meditation practice

» Journaling

» Vision, Goals, Big Why reflection

» Set daily intentions

* Evening review & reflection

7 Mindsets Guidebook

« Complete
Lesson exercises/resources

* Practice "Catch & Correct”

» Attend Mindset Coaching calls
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