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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.
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Clarify the outcome you want to create, the benefits of 
achieving it and why it’s important to you.
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	Name 2: Milton Aire 
	Priority 1 Action 2: Complete Client Model Time Calculator
	Priority 1 Due Date 2: 
	Priority 1 Owner 2: 
	Priority 1 Notes 2: See Limitless worksheet
	Priority 2 Action 2: ID clients for fee increases (by segment)
	Year 2: 2024
	Priority 1 Action 3: Complete Client Profitabilty Analysis
	Priority 1 Due Date 3: 
	Priority 1 Owner 3: 
	Priority 1 Notes 3: Analyze capacity & profitability
	Priority 2 Action 3: Fee analysis / determine new fees
	Priority 2 Due Date 3: 
	Priority 2 Owner 3: 
	Priority 1 Action 5: Identify changes & transitions
	Priority 1 Due Date 5: 
	Priority 1 Owner 5: 
	Priority 1 Notes 5: Set up as priorities (below)
	Quarter 2: Q2 / Delivering Value
	Priority 1 Action 4: Define segments and service offerings
	Priority 1 Due Date 4: 
	Priority 1 Owner 4: 
	Priority 1 Notes 4: By segment and tier
	Priority 2 Action 4: Draft client communications (rehearse!)
	Priority 2 Due Date 4: 
	Priority 2 Owner 4: 
	Priority 2 Notes 4: See Guidebook for letters/scripts
	Priority 3 Action 4: Frame transition, changes and value story
	Priority 3 Due Date 4: 
	Priority 3 Owner 4: 
	Priority 3 Notes 4: Steps 1-3 , Transitions Guidebook
	Priority 1 Action 6: Automate service model 
	Priority 1 Due Date 6: 
	Priority 1 Owner 6: 
	Priority 1 Notes 6: L1 / Model meetings & surges
	Priority 2 Action 6: Continue fee increase by tranches
	Priority 2 Due Date 6: 
	Priority 2 Owner 6: 
	Priority 2 Notes 6: Set timeline for each tranche
	Priority 3 Action 6: First tranche of client transitions
	Priority 3 Due Date 6: 
	Priority 3 Owner 6: 
	Priority 3 Notes 6: Timeline remaining tranches
	Priority 2: Building out Client Service Model 
	Priority 3: Fee Increase
	Priority 4: Launch Service Model
	Priority 1 Big Why 2: Deliver deeper value to clients while maintaining margins & quality of life
	Priority 2 Big Why 2: Increase revenue to provide additional income and resources
	Priority 3 Big Why 2: 
	Priority 2 Due Date 2: 
	Priority 2 Owner 2: 
	Priority 2 Notes 2: All segments must be profitable
	Priority 2 Notes 3: See Fee Analysis worksheet
	Priority 2 Action 5: First tranche of fee increases
	Priority 2 Due Date 5: 
	Priority 2 Owner 5: 
	Priority 2 Notes 5: Email or convo; smallest clients 
	Priority 3 Action 2: Review Client Transitions Guidebook
	Priority 3 Due Date 2: 
	Priority 3 Owner 2: 
	Priority 3 Notes 2: Prep service model transitions
	Priority 3 Action 3: ID clients for service model transitions offer
	Priority 3 Due Date 3: 
	Priority 3 Owner 3: 
	Priority 3 Notes 3: See Client Profitability Analysis
	Priority 3 Action 5: Design communications plans, groups, comms
	Priority 3 Due Date 5: 
	Priority 3 Owner 5: 
	Priority 3 Notes 5: Steps 4-8, Transitions Guidebook


