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[bookmark: Step2]The Momentum Planner
Team Name:                         Year:
Step 1:  Review Prior Year
What were your accomplishments in the past year?
Type your answer here.. This box will expand as you type.
Financial Results & Productivity Measures
Type your answer here.. This box will expand as you type.
What were your business weak points?  What do you know needs to improve?
Type your answer here.. This box will expand as you type.
What marketing worked for you last year? 
Type your answer here.. This box will expand as you type.

Step 2:  Set Vision and Objectives
Vision
Answer the following question adapted from The Strategic Coach Program:
If we were meeting here 3 years from today and you were to look back over those 3 years, what has to have happened during that period for you to feel happy about your progress, both personally and professionally?  Think about your clients, how much time you are taking off, your team, your location, your health, your revenue etc..
Type your answer here.. This box will expand as you type.
Personal Vision Areas
Health and Fitness
Fun
Relationships/Family
Community
Personal and Spiritual Growth
Travel

Purpose/Company Vision/Your “Why”
What is the fundamental reason your business exists?
Make it client-centered, externally focused, no goals or strategies
https://www.youtube.com/watch?v=u4ZoJKF_VuA&vl=en
Examples:
Our vision is to be the most innovative with our client experience
Our vision is to provide an exceptional client experience
Our vision is to be the top financial advisory firm in our area
Type your answer here.. This box will expand as you type.
Your Mission Statement
How will you accomplish your vision?
Type your answer here.. This box will expand as you type.
Your Core Values
(write a blurb about this)
Type your answer here.. This box will expand as you type.
Ideal Client Profile
Establish who your ideal clients are so you can focus on attracting those types of people to your business. 
These people give you energy. Have you done this?
Type your answer here.. This box will expand as you type.
Define your Ideal Client (Marital Status, Age, Family, All Demographics) These are your favourite clients and the clients you want more of. Be as detailed as possible. Outline your plan of action, who is in charge and due date.
Type your answer here.. This box will expand as you type.
What opportunities currently exist for you?
Type your answer here.. This box will expand as you type.
How can you take advantage of these opportunities?
Type your answer here.. This box will expand as you type.
What dangers or threats could stand in the way of your vision?
Type your answer here.. This box will expand as you type.
How can you minimize these threats?
Type your answer here.. This box will expand as you type.
What are my main strengths as an advisor?
Type your answer here.. This box will expand as you type.
How can I capitalize on my strengths?
[bookmark: GoalSetting]Type your answer here.. This box will expand as you type.

Step 3: Operations and Team
Human Resources & Team Excellence
Complete this chart for your current team members. (would this be better without rows so advisors can insert as many team members as needed

	Team Member Name
	Position
(e.g. Marketing Assistant, Para-planner, Receptionist, etc.)
	Main Roles
	Expertise/Strengths
	Development

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	

	
	
	
	

	
	
	
	
	

	
	
	
	
	


New Hires Planned for 2025
Type your answer here.. This box will expand as you type.
Other Operational Initiatives 
Type your answer here.. This box will expand as you type.

Step 4: Goal Setting
It is important to have written, measurable objectives to aim for.  A good guideline to check if they are measurable is to see if they are quantifiable – could they be represented on a graph or chart?  Remember, the most effective goals are SMART – Specific, Measurable, Achievable, Realistic and Time-Based.
For example:
Increase the number of ideal clients from 12 per year to 15 per year.
Give 6 presentations by the end of the year.
Meet 3 Centres of Influence (COI) per month.
[bookmark: BusGoals]Business Goals
Complete the following tables, as applicable, for your business goals for next year and current year's results.
	
	Last Year (20__)
	Next Year (20_ _ )

	Recurring income (Renewals & Trailers)
	
	

	Cross selling to current clients
	
	

	New client revenue
	
	

	Total
	
	



	Investment business
	
	

	Insurance revenue
	
	

	Group business
	
	

	Total
	
	



	Number of new clients
	
	

	Number of life cases/sales
	
	

	Appointments per week
	
	

	Assets under management
	
	

	Revenue per client 
	
	

	Client Retention
	
	

	Seminars/Client Events/Presentations
	
	

	Other Process goals:
i.e. number of financial plans
face-to-face contact %
Client disengagements
[bookmark: _Int_1Ss2MamY]Centres of Influence
Social media engagement
	
	

	Vacation Days
	
	





Step 5: Quarterly Planner
Q1 FOCUS
Type your answer here.. This box will expand as you type.


Actions and accountability:
Type your answer here..
Q2 FOCUS
Type your answer here.. This box will expand as you type.

Actions and accountability:
Type your answer here..
_________________________________________________________________________

Q3 FOCUS
Type your answer here.. This box will expand as you type.


Actions and accountability:
Type your answer here..
_________________________________________________________________________

Q4 FOCUS
Type your answer here.. This box will expand as you type.


Actions and accountability:
Type your answer here..
_________________________________________________________________________
Step 6: Action Plan
Set up your weekly social media strategy and find time in your calendar to focus on your social media once a week.
	Posts 1-2
Articles, Quotes, Likes, Shares
	Direct
Messaging
	# of new
Contacts
	Potential
Prospects

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


E-Campaigns
Send communication directly to clients, prospects and centres of influence with the latest news, announcements, market updates etc. with a call-to-action. (i.e go to the website, products they don’t already have)
Are you doing this? Could you improve the process? Outline your plan of action, who is in charge and what is the due date.
Type your answer here.. This box will expand as you type.
Visibility & Relevance Strategy 
See Appendix A for examples. What visibility and relevancy TouchPoints do you have now? Do they have a consistent message? Could they be improved or updated? Is their anything else you want to consider implementing? Outline your plan of action, who is in charge and what is the due date.
Type your answer here.. This box will expand as you type.
Client Focused Connections 
See Appendix A for examples. What client-focused TouchPoints do you have now? DO they have a consistent message? Could they be improved or updated? Is there anything else you want to consider implementing? Outline your plan of action, who is in charge and due date.
Type your answer here.. This box will expand as you type.
Are there any other TouchPoints you want to consider that would be unique to your brand? It can be anything!
Type your answer here.. This box will expand as you type.
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