
2013 Workshop: Big Vision Pre-Work Preview  

Here’s a sneak peek at what we’ll be covering during the 2013 workshop. Enjoy! 

Your Big Vision for your business

Where do you want to go with your business in 2013 and beyond? Do you have a 
concrete “end point” in mind or are you just kind of flying by the seat of your pants? 
Leaving a little room for some improv isn’t a terrible idea; having no idea of the big 
picture at all, however, can add a lot of stress to your life & hamper your business in the 
meantime. 

When you’re planning for the coming year, it helps to have a compass to go by so that 
you can filter all of your ideas through that. If your big vision includes doing less 1:1 
client work and doing more writing & speaking, you’ll want to take that into account and 
build ways to keep yourself accountable to that big vision into your plans. 

So here we go: 

Where do you want your business to be in a year? 

This doesn’t have to be super detailed; but it does need to be clear. There’s a difference. 
You don’t need to know “I’ll be working with 5 one on one clients a month and be 
running a group coaching program that has 15 members”, but you do need to know “My 
time will be a 50/50 balance of one on one work versus group work.” 

Write your one year vision on the next page. Include things like: 

• What kind of work you’re doing
• How much work you’re doing
• What kind of clients you’re working with
• How you’ll feel while working
• Where you’re working from
• New activities and/or revenue streams you want to be doing (writing, speaking, 

interviews) 
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My one year vision: 

Now do the same thing, but for your five year vision. This can be much less detailed & 
much more of a general overview; again, we’re going for clarity over details. The purpose 
of this is more to make sure that your one year vision is aligned with your five year 
vision - if there’s a disconnect there, that’s something that you need to look into. 

My five year vision: 
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Choosing + prioritizing systems that support your big vision

Now we’re going to make sure that you’re systematically (see what I did there?!) taking 
action that will support your big vision. What I want you to do is look at the 
systems categories below and choose no more than three that need the most 
focus right now. In the live part of the workshop we’ll be going over more about how 
to choose, but really, the chances are that you probably know what areas need dire 
focus. Under each system category is the description of the category, the current grade 
(how many points out of 10 you’d give yourself on this right now, today), and some signs 
you might need to prioritize that category. 

Client follow up & retention 

Description: Exactly what it sounds like. Do you follow up with past or lapsed clients on 
a regular basis to see if their situation has changed and they might be interested in 
working with you? Do you make it as easy as possible for current clients to stay current 
clients? 

(If your business is more product based than service based, you can mostly substitute 
“customer” for “client” here.) 

Current grade:   /10

Signs you might need to prioritize this: People tend to work with you once, and then not 
work with you again. You don’t have a way to keep track of people who have worked 
with you. You don’t check in with people after they’ve worked with you. 

Marketing & outreach 

Description: There’s a lot of overlap between marketing and promotion, but I split them  
up into two categories because I see there being two different kinds of these activities: 
activities that can get your clients and/or customers right now and activities that are 
building authority/credibility so that you’ll have clients & customers coming to you 
further on down the line (instead of you having to seek them out). Both of them are 
worth doing, of course, but I think there’s a definite distinction to be made. For the 
purposes of this worksheet, when I say “marketing” I mean things that can get you 
clients now or in the immediate future (emailing someone and asking to work together, 
for example). 

Current grade:   /10

Signs you might need to prioritize this: Really, if you need to prioritize this, you 
probably know that already. Most marketing plans are focused on more long-term 
things, which are great, but you also need to have a list of activities you’re doing 
regularly that will get faster results. 
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Promotion

Description: As I mentioned under marketing, for the purposes of these exercises I’m 
categorizing promotion as activities that are building authority/credibility so that you’ll 
have clients & customers coming to you further on down the line (instead of you having 
to seek them out). Think: blogging, guest posting, webinars and teleclasses, getting 
interviewed or getting media features, etc. 

Current grade:   /10

Signs you might need to prioritize this: In general, promotion is always a good thing to 
have in mind; however, if your business is currently booming, you’re booked to capacity, 
and the thought of promoting stresses you out, it’s okay to leave it on the backburner. 
(Just keep in mind that that can also come back to bite you later, if you don’t have a 
steady stream of clients coming in!) Promotion is an especially good place to focus if 
you’re a new business and you’re also working hard at marketing (after all, you want to 
be getting clients/customer now and building your credibility for the future). 

Services & intake

Description: This is anything that has to do with either taking new clients on (meaning 
intake questionnaires or consults) or doing the actual work itself.  

Current grade:    /10

Signs you might need to prioritize this: You’re booked to capacity, but your profit 
margins aren’t near as high as they should be. You wind up forgetting steps with clients 
and having to apologize to them for snafus that have happened before. You don’t have a 
clear, streamlined set of steps for each service you provide, with an entry and exit 
procedure. 

Administrative

Description: This is kind of a general catch-all category, where I put things like billing, 
invoices, emails/customer service, and so on. 

Current grade:    /10

Signs you might need to prioritize this: Your email response time makes angels weep. 
You forget to bill clients for work and only realize it three months later when you’re 
doing paperwork. Things like that. (You’ll want some specific reasons or examples here - 
it’s such a broad category that if you don’t have specific reasons/examples, you won’t 
really have a place to start when it comes to creating your systems & action plans in the 
nitty-gritty part of the workshop.) 
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Team systems

Description: This category covers things like communication between you and your 
team members, creating meeting agendas, turning those agendas and notes into action 
items, and team roles.  

Current grade:    /10

Signs you might need to prioritize this: Your team meetings are a meandering mess. 
Team communications are difficult and can be confusing. It’s not clear who’s supposed 
to do what or when, so there’s a lot of duplication of effort & crossed wires going on. 

Planning, organization, & priorities 

Description: Exactly what it sounds like! Having systems in place to make sure that 
you’ve got plans for your future, that you have access to the information and people you 
need, when you need it, and that you know what your priorities are for your business. 

Current grade:    /10

Signs you might need to prioritize this: Well, you’re already doing a pretty good job by 
being here! But you might need to make this a consistent priority past this workshop if 
you find yourself doing “busy work” on a regular basis, you feel like you’re spinning your 
wheels, and you’re not sure if the work you’re doing is actually moving you closer to your 
big vision for your life & business. 
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Reviewing & choosing 

Just because you gave yourself a low score out of ten doesn’t necessarily mean that that 
area should be a focus for you. You might not be focusing on it because your business 
model, personality, or client base means that you get a low return on investment from 
working on that area - in which case, you shouldn’t be prioritizing it. 

But it’s still a good idea to give yourself an honest assessment of where you’re at now so 
that you can consciously decide whether you want to improve or whether that’s just a 
low ROI area for you and something to can continue to ignore (on purpose). 

Now you need to decide what your priorities are going to be for 2013, big vision systems 
wise. Look at what could help you the most, the fastest, and make sure that you’re 
choosing each of these priorities based on a concrete reason, not out of a vague feeling of 
obligation. 

Once you have priorities, we’ll be able to start creating action lists to have those systems 
in place, in order of importance. 

My priorities: 

Focus #1: 

Reason this is a focus: 

Focus #2: 

Reason this is a focus: 

Focus #3: 

Reason this is a focus: 
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Find this pre-work useful?

If you loved this sample & want to dig deeper, make sure to check out the 2013 planning 
+ systems + strategy workshop and see if it’s a fit for you. One day, lots of results, and 
for $75 you can’t beat the price! Either way, I hope you enjoyed this workbook, & feel 
free to email me if you have any questions. 

xoxo

Michelle
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