Create Your Quarterly 1-Page Action Plan

To grow your business to the level you desire, you
need to focus on less, but what you focus on must
matter more.

[t’s not about more—more hours, more effort, more
control—rather, it’'s about better—better choices,
better focus, better alignment.

Do fewer things, but make sure the things that you
do matter more. Align your team and company
resources around these priorities as well.

To make the shift to sustainably scale your
business, you’ve got to make the tough choices

about where 1o invest your team’s limited As part of the Maui Mastermind Business Coaching Program,

resources of time, attention, and budget, and you'’ll absorb our proven strategic structure that has helped our

which things you simply can’t do for now. clients grow five times faster than the average privately held
company in North America.

At its most basic form, your “strategic structure”

is how your business rationally and effectively plans its pathway forward as you scale. It includes your
annual planning to set goals and create your map for the coming year, quarterly planning to check in on
progress and gain clarity for the coming quarter’s action plan, and weekly execution and accountability
to follow your quarterly action plan and get the results you want.

Essentially, the strategic structure you’ll master as part of the coaching program is the organized formula
through which you direct your team’s best time, talent, money, and attention on your Fewer, Better.
These are the small number of strategies, initiatives, opportunities, projects, customers, service offerings,
or tasks that truly make a difference for your company. Just like you'll build your Time Value Matrix of

A-, B-, C-, and D-level tasks for you as an individual, your Fewer, Better are your organization’s A- and
B-level activities. These are the things that create the most value for your company.

You'll start the year planning your big picture plan for your company (see “Our Annual 1-Page Strategic
Action Plan” tool later in this section of your program binder).

Our Annual 1-Page Strategic Action Plan Then, each quarter you’ll step back to

R review your progress. As a coaching client,
: we recommend that you use the “Quarterly

: Review App” which you and your staff have
|
|

access to through the Maui App online.
This will guide you through the process
of taking stock of your prior quarter’s
progress.
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What were your biggest victories? What
insights or lessons do you take from the
quarter? How do you see yourself or your
company applying these insights moving
Example of our Annual 1-Page Strategic Action Plan tool. forward to generate even better results?
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Where does your company stand in terms of strategic depth in each pillar of your company”? These and
other questions, which only take 30-45 minutes to answer, give you the framework from which to fashion
your coming quarter’s “Quarterly 1-Page Strategic Action Plan”.

Your quarterly action plan will direct your team’s best discretionary time and attention over the quarter to
maximum effect. Think of this process as a rolling series of 90-day sprints you and your team will repeat,
which cumulatively will lead you to astounding results.

Why all this emphasis on the “quarter”? Because the quarter is the perfect unit of time to bridge your big-
picture goals and your weekly planning and daily actions. It’s long enough that you can get meaningful
work done to bring you closer to your long-term goals, but short enough that you can hold your focus and

frequently course-correct.

For more than a decade, we’ve pushed
our coaching clients to leverage our

Sample Quarterly Strategic Action Plan
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your weekly task list. You'll also easily be
able to review key staff members’ quarterly
one-page Action Plans and hold them
accountable on a weekly basis.

You’'ll use the 1-page Quarterly Strategic Action Plan (SAP) to focus your
team to execute in a rolling series of 90-day sprints.

In essence, your one-page Action Plan becomes your quarterly and weekly GPS to make sure that your
team is focusing on the right things and hitting key milestones on time. Think of it as a visual cue that
glues your team’s best attention on those things that matter most. It's the written allocation of where your
team is investing its best discretionary time, talent, attention, and money. It will help align your team on
big-picture priorities so everyone can better manage their responsibilities and contribute more to the real
needs of the business.

Every quarter, you and your key leaders will step away from the day-to-day doing of your business in
order to concretely map out the next ninety days. You’'ll lay out your top three strategic priorities for the
coming quarter and write up a simple one-page plan of action specifying exactly what you must do that
quarter to grow and develop your business. Over the course of the quarter, you'll invest your team’s best
discretionary time into your chosen Focus Areas and execute exceptionally well on your Action Plan. At
the end of the quarter, you’ll evaluate your results, celebrate your victories, and clarify your lessons. Then
you’ll plan out the coming quarter. Over time, as you repeat this process quarter-by-quarter you’ll gather
momentum and enjoy compounded results.

The reason why this process works so well is because it prompts you to look freshly at your business
every quarter while also allowing you and your team time to dive deep into the execution and actually
accomplish meaningful progress on clearly prioritized Focus Areas of maximal importance to your
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Dr. Challa, his wife Jaya, and Michelle Meier of Kansas Medical
Clinic, a 10-office practice in the Midwest, with Maui coach Patty
DeDominic. Michelle shared, “It's [the Maui quarter planning
process] helped us manage tremendous growth and keep our
various departments aligned.”

business. Without this clear framework, too many
leaders change their focus so often that their
teams are left dizzy, feeling the vertigo of too
much change, and frustrated because, just when
they seemed to be on the verge of really getting
something big done, the leader shifted the playing
field yet again, forcing them to abandon projects
prior to completion and wasting hours of their
effort. The business leaders who finds themselves
changing things on their team monthly (or even
weekly!) may just be addicted to the adrenaline

of change or the illusion that this enhances their
control. Generally, stepping back once a quarter
to determine your priorities and resource allocation
is your best bet.

Done well, your quarterly ninety-day sprints will
reward your business with the biggest benefits

of regular opportunities to change and adapt as
well as the results you get from the momentum of
disciplined execution on known priorities quarter
by quarter.
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