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 Priority:

Build Client Referral Program

ACTION T: Complete Ideal Client Profile

ACTION 2: Identify Top 10 Clients for referral meetings

ACTION 3: Build Client Referral meetings process

ACTION 4: Draft Cilent Referral scripts and resources

ACTION 5: Launch Client Referral campaign

Progress Priority:
Build COIl Campaigns

ACTION T: Complete COI Profile

ACTION 2: create your COI Deep Discovery sheet

ACTION 3: Draft annual COI campaign

ACTION 4: Draft col meeting process, scripts and invites

ACTION 5: Launch col campaign(s)

Progress Priority:

Referral Roadmaps

ACTION 7T watch Referral Roadmap lesson

ACTION 2: Develop Client 3-step Roadmap process

ACTION 3: Develop COI 5-step Referral Process

ACTION 4: Implement client and COlI referral tracking

ACTION 5: systematize & automate referral roadmaps

Big Why & Desired Outcomes

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

Develop steady pipeline of high quality client referrals

DUE DATE OWNER NOTES
Clarify your ideal client

DUE DATE OWNER NOTES
See Cultivating COI workbook

DUE DATE OWNER NOTES

A little effort goes a long way!
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