Limitless Advisor NAME:

SUMMIT ACTION PLAN YEAR:

Use this form to set your priorities and actions for the quarter QUARTER:

This Quarter’s Priorities Big Why & Desired Outcomes

Clarify the outcome you want to create, the benefits of
achieving it and why it's important to you.

BIG Priority:

Mapping your Marketing Plan Follow this step-by-step process to map your marketing plan

DUE DATE OWNER NOTES
ACTIONT: - watch Mapping your Marketing Planleson Keep it simple. Be consistentl -
ACTION 2: - clarify your goals, budget & time commitments Investment precedes retumn -
ACTION 3: Define your channels and included activifies Don't over dot. Don't overthink it
ACTION %: complete the Marketing Action Playbook A framework you can follow
ACTION 5: Map your 1-page Marketing Plan Block time on calendar, show up!

Progress Priority:

Choosing your Channels This lesson compliments the Marketing Plan lesson (clarifying pre-work)
DUE DATE OWNER NOTES

ACTION T watch Choosing your Chamnels lesson Which channels are right for you?

ACTION 2: Evalneeds, time, cost for potential channels Clarify costs & commitment

ACTION 3t choose 23 chamnels to startwtn Stay focused to stay on track

ACTION % rainstorm activities for each channel Do a few things consistently -

ACTION 5:  confirm channels and activities See Marketing Plan Playbook

ACTION 1:

ACTION 2:

ACTION 3:

ACTION 4:

ACTION 5&:

Reference and use the On-Purpose Project Planner to help you effectively scope,
implement and manage each priority for optimal results.
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