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Inbox Insight

*  Weekly “go-to” point

*  Weekly Coaching

* Important News & Upcoming Events

fol Good Vibes Tribe

x * Getin a groove (1-2x week check in)
* Tribe Talk is open and awesome
* New Tribe-Driven Coaching Calls

Launch Advisors
I 04.12 Lifestyle Coaching Call

5.12 -05.14 Value U. Virtual Retreat

FOR TODAY'S QUESTIONS

slido.com, #lifestyle
on your phone or second screen
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TODAYS
EOAUHES

, the most valuable

f\el you have.”



CHECKING IN: How are you feeling”

High Gear: High Vibes...

Answered: 63
Sk|pped O Pacing: Progress Slow

Pressured: I'm stuck
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CLARITY &
ACCOUNTABILITY

Big Levers

This Buslnas:
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Science
of Success

Your Vision
for Success

My Model
Practice
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Nailing Your
Niche

COMMUNICATING

@

Power of
Productivity

Telling Your
Story

———

Action &
Accountability

Finding Your
FeeModel
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COMMUNICATE VALUE

InvestmentNews

Building a thriving practice isn't about building a business case for your value and fees; it's
about building your belief case.

Monch 1, 2021 8y Stephomic Bepas \ in v f é i} (.U%,.I

Defining value is the most ambiguous problem in our profession. And the inability to define your value can be debilitating for you and
tive prosperity of your business.

DELIVER VALUE

DESIGN YOUR BUSINESS
TO RUN ITSELF

JIKE MIHALOW

!TFFRSTand THEPUJ'rfP.‘(IH PLAN

Author of PROF
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PHASE 2:
Rip off & Deploy




Cumulative Lifetime Income

$3,776,751

Your income could

potentially last

Assets at end of plan

Putting Your
VALUE into Play =

$796,913

37 years $13,294,201

$597 685

$398 457

199,228
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. Withdrawals from Assets . Other Income
Lifetime Income =m Estimated Essential Expenses  mm Total Expenses  J§ . End of Plan Ja End of Plan
My value proposition is...
“I do and others don't” o Clients are Jim & Pam (fake names)
“I don't do and others do.” They are 59 & 60.

o They have $3,000,000 in assets and

- : h ti ti budgetof $S200,000.
Ben's value proposition: Taxes & Guardrails ave a retirement income budget of 5

Highlight client’s pain point & possibility

LIMITLESS
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The
AWARENESS
Audit

SHIFT YOUR THINKING,
SHIFT YOUR LIFE

ry. By bacomin
i your thinking.
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STORY

STRATEGY

STATE

SUCCESS TRIAD



It doesn't.-have - Keep yourself Put Control
to be broken to - onyourside  down is @
be better ~of the street ~ the stick myth
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The

Current Reality

“rogress AU

3 Biggest Wins/Gains
From Quarter:

The Main Thing for Next Quarter:
[1]

Desired Future



Quarterly BUSINESS REVIEW

Quarterly Business Reviews provide an opportunity to ev(

o o oo o s s S ik s o e

e e e Quarterly BUSINESS REVIEW
WHAT IS A GBR MEETING? TEMPLATE

The purpese of this meeting is to communicate business;
Quarterly cbiectives and key results and foster positive rg
clients. The meeting traditionally has been most effective|
but technology, the growth of giobal business and th
distributed teams moke remote QBR mestings an increasil DURATION OBJECTIVE
15MIN WELCOME (FoR TEAMS)

This meeting focuses on planning for the next 90 day «+  Purpose of meeting: assess practice

When used in con with the: h e erior s e P ey 0

accountability arsenal. After cnr\dumng your Quarterly Bus e (e T ey
during your weskly tsam mestings by using the Weskly Teq
2HOURS BUSINESS REVIEW
BEST PRACTICES
The QBR includes a short welcome and a wrap-up til Vision & Goals Review
and action items, but the bulk of your meeting will be When yous ision i clecr, your decisions o
areas: o One-Page Business Plan (3 YECI’ Limitless Launch Plan)

o Celebrate Wins and What's Working
o Identify Misses and What's Not Working/Needs to
Change

1 Review your goals by refreshing vourself and tean
Plan. Take the time to review your goals, celebrate

2. Review your business situation. Now is the tim

challenges and opportunities exist.

Dive inta your practice performance. Evaluate finar > Whatet changes, challenges or spportunities to discuss

and revenue pipelines.

Business S\tuntlon Review
Get dear

o

4. Lounch into your quarterly priotities progress report * Procticel -
| issues and get clear on vour next steps for the comil Keap thetc
direction

. , ¢n  TEAM Report Card
Weekly Team Meeting Process ss .,,cmmmfwmmw

5

g
8
=

MEETING DATE: EVERY MONDAY AT TI AM — 12 PM Revowpne | MEMEER:
corming
© © o G 3-MIN UPDATE
MEETING PREP — END OF DAY FRIDAY 5 g List your top 3 priorities right now. Be propared with a 5-minute update on the stotus of sach peiority.
By end of day Friday, team members updats the Wesky Huddle Agenda in |
preparation or the Henday mesting NEXT STEPS & H
‘Add any weekly win or shout out, thess can be vour own of for someons + Revewal 5
elss
» Update the status to reflect if a priority is O ——
Siqnificant issuss, deadline in jeopardy e et bk e ces e by ek ot
s Each team member adds their most critical II" ,{ / T '\ [ R S
Issues and remaining issues to Remaining Is eeRt) eani v (‘(’fff{Q ar
DURING THE MEETING
» The meeting will start on time even if all teai KICK-OFF & PRIORITIES STATUS CHECK
= Berespectful, curious and work collaborativ Start with one weekly win or shout out, then review st
" . ROADBLOCKS REVIEW
= Team members are responsibls for copturin keystone priorities by team member.
» Meetings end on time, any remaining issue r Status: On Track, Issues to discuss, Deadline in jeoparc | odback s ourlriend v SR, o that t racdblocks for you or
i the next mesting or should be oddress in )
Jim - - e *  lsue |, give context, disouss and define the ssue sk /probilem to soke
AGENDA al New office space update .
« Priorities status check (On Track, lssue, Wan 3’ ggzﬁéﬁgﬁigsf;tem .
= Toplssues (1 per team member) - 30 min
N PRODUCTMTY SCORE
- Remaining Issues feveryons slse] - 25 min ot e e s o ety i,
N FOLLOWING THE MEETING a) GOl Touchpoint calendar 1- Time Wastar [Put o PencilinMy Eye) 10 - Cloar & Focused Productive Progeess)
- Team members note their tasks with due de b} Marketing firm
6) Client fee analysis N
NOTES & NEXT STEPS
T :plum importont notes and all your next steps from today's meeting and task fschedse by end of
v

Review status of top 3 most pressing issues to be reso
= Marketing firm: Taylor Designs or Be Svelte?
= Client transition list is behind schedule
« New office: parking situation?

REMAINING ISSUES
Discuss remaining issues and priorities
* Holiday schedule & Jim out 3 weeks in Jan.

MY NEXT STEPS

1. Follow up with Taylor Designs with decision to m
2. €Ol Touchpoint calendar appraved, set impleme

@ © 2021 EDUCE, INC. & LIMITLESS ADVISOR







1] Memb'e_r-A'd\(i-sbr_yBoard
2 | May Retreat U'p‘date

3 | Upcoming:

04.12  Lifestyle Coaching Call: Engagement /

4 | Office Hours And Joint Call
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