Limitless Advisor NAME: Milton Aire

SUMMIT ACTION PLAN YEAR: 2024

Use this form to set your priorities and actions for the quarter. QUARTER: Q2 / De"VGfing Value

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:

Create an Amazing First Meeting Build value-focused meeting agenda reflecting our 'trusted advisor' role
DUE DATE OWNER NOTES

ACTIONT: - watch One Page Planlesson Keep it simple and client-focused

ACTION 2: use Elevated Questions resource Integrate behavioral questions

ACTION 3: Draft Amazing First Meeting Agenda. See library for samples -

ACTION 4: watch No Stress ProspectProcesss Integrate AFM into process

ACTION 5: Rehearse scripts & questions until confident Say it like your middle name!

Progress Priority:

No Stress Prospect Process Build disciplined process focused on conveying value to ideal clients
DUE DATE OWNER NOTES

ACTIONT: watch One Page Planlesson See lesson library for resources

ACTION 2: Brand your process using Our Process sample See lesson library for resources -

ACTION 3: rand your process with scripts & worksheet See lesson library for resources

ACTION 4: practice Story, Quoting Fees & Objectons See lesson library for resources

ACTION 5: Integrate into website and sales funnel See lesson library for resources

Progress Priority:

ACTION T

ACTION 2:

ACTION 3:

ACTION 4:

ACTION 5&:
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