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This Quarter’s Priorities Big Why & Desired Outcomes

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

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

© Educe Inc. | Limitless Advisor
Limitless materials may not be reproduced, used, or sold in whole or in part, in any manner, without written consent or license for use by Educe, Inc.

Clarify the outcome you want to create, the benefits of 
achieving it and why it’s important to you.
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	Priority 1 Action 1: Map Marketing Funnel: top, middle, bottom
	Priority 1 Due Date 1: 
	Priority 1 Owner 1: 
	Priority 1 Notes 1: Reference Mktg Funnel wksht
	Priority 2 Action 1:  Refine Ideal Client Avatar
	Priority 2 Due Date 1: 
	Priority 2 Owner 1: 
	Priority 2 Notes 1:  See Ideal Client Worksheet
	Priority 3 Action 1:  Get clear about Ideal Client profile
	Priority 3 Due Date 1: 
	Priority 3 Owner 1: 
	Priority 3 Notes 1:  See Ideal Client worksheet
	Year: 
	Priority 1 Action 2: Get people IN (attention) - tailored content 
	Priority 1 Due Date 2: 
	Priority 1 Owner 2: 
	Priority 1 Notes 2: Content for ideal client profile
	Priority 2 Action 2: Brainstorm 3 Lead Magnet concepts
	Priority 2 Due Date 2: 
	Priority 2 Owner 2: 
	Priority 2 Notes 2: 
	Priority 3 Action 2:  Clarify your Brand Messaging
	Priority 3 Due Date 2: 
	Priority 3 Owner 2: 
	Priority 3 Notes 2:  Review Breakout Brand session
	Priority 1 Action 4: Get in the right mental model 
	Priority 1 Due Date 4: 
	Priority 1 Owner 4: 
	Priority 1 Notes 4: Keep is simple & experiment 
	Priority 2 Action 4: Use content, test and watch data
	Priority 2 Due Date 4: 
	Priority 2 Owner 4: 
	Priority 2 Notes 4: See Website Analytics
	Priority 3 Action 4: Develop your website sales funnel
	Priority 3 Due Date 4: 
	Priority 3 Owner 4: 
	Priority 3 Notes 4: Drive to CTA, capture emails
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	Priority 1 Action 3: Create a great , free lead magnet (convert)
	Priority 1 Due Date 3: 
	Priority 1 Owner 3: 
	Priority 1 Notes 3: Turn attention into leads
	Priority 2 Action 3: Create lead magnet content 
	Priority 2 Due Date 3: 
	Priority 2 Owner 3: 
	Priority 2 Notes 3: 
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	Priority 3 Due Date 3: 
	Priority 3 Owner 3: 
	Priority 3 Notes 3: Content they WANT to sign up for
	Priority 1 Action 5: Review the data 
	Priority 1 Due Date 5: 
	Priority 1 Owner 5: 
	Priority 1 Notes 5: Rip off & deploy 
	Priority 2 Action 5: Update Lead Magnet to optimize
	Priority 2 Due Date 5: 
	Priority 2 Owner 5: 
	Priority 2 Notes 5: See Build Your Marketing Funnel
	Priority 3 Action 5: Update your website to reflect best practices
	Priority 3 Due Date 5: 
	Priority 3 Owner 5: 
	Priority 3 Notes 5: See Outsource Partners list
	Priority 1: Building Your Marketing Funnel 
	Priority 2:  Create your Lead Magnet 
	Priority 3: Websites that Work
	Priority 1 Big Why: Generate attention and create awareness that leads to conversion. 
	Priority 2 Big Why: 
	Priority 3 Big Why:  Create a website that drives resutls & converts high quality leads


