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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 Profitability Analysis
	Priority 1 Due Date 2: 
	Priority 1 Owner 2: 
	Priority 1 Notes 2: Assess profitability & capacity
	Priority 2 Action 2: Evaluate your Client Time Model
	Year 2: 2024
	Priority 1 Action 3: Identify opportunities to re-segment / raise fees
	Priority 1 Due Date 3: 
	Priority 1 Owner 3: 
	Priority 1 Notes 3: See Fee Transitions Guidebook
	Priority 2 Action 3: Define new services by segment 
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	Priority 1 Notes 6: Take ?s to Tribe & Coaching Calls
	Priority 2 Action 6: Systematize & automate services work flows
	Priority 2 Due Date 6: 
	Priority 2 Owner 6: 
	Priority 2 Notes 6: Use specialized tiers when ready
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	Priority 3: Client Service Model
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	Priority 2 Notes 3: See Client Service Model workshe
	Priority 2 Action 5: Prepare plan and materials for client launch
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	Priority 2 Notes 5: See Service Model Transitions Gui
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	Priority 3 Due Date 2: 
	Priority 3 Owner 2: 
	Priority 3 Notes 2: Assess impact of potential change
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	Priority 3 Due Date 3: 
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	Priority 3 Notes 3: See Setting Fees worksheet
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