Limitless Advisor NAME: Milton Aire

SUMMIT ACTION PLAN YEAR: 2024

Use this form to set your priorities and actions for the quarter. QUARTER: Q3, Productivity

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 A RED CARPET CLIENT EXPERIENCE Create a 'red carpet' client experience to deepen client value/relationsips
DUE DATE OWNER NOTES

ACTION T complete Evolve Your Client Experienceform Get clarity on CX opportunities

ACTION 2: po Ciient Intelligence Form for clients Start with Ideal Clients

ACTION 3 complete Mapping Your CX PPT worksheet Create your CXroadmap -

ACTION 4: map your CX across clientjoumey Keep the client as your North Star

ACTION 5: Develop a CX Roadmap action plan Use Project Form to get it done!

Progress Priority:

CLIENT SERVICE MODEL Define and deliver your service offering to deliver value efficiently
DUE DATE OWNER NOTES
RCMONTE soaumideenFan Glau@enetsts pEUEEs s
ACTIONZ2:
ACTIONS:
ACTION 4
ACTION 5:

Progress Priority:
CLIENT REFERRALS A better CX means more and better referrals.

DUE DATE OWNER NOTES
ACTION T:  see Summit Action Plan: Client Referrals Implement as needed

ACTION 2:

ACTION 3:

ACTION 4:

ACTION 5&:
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