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Prompts to Consider:
Clarity of Purpose – What’s our mission and why does it matter now?
Clarity of People – Who/what are we here to serve? And who’s on the team 
to help us get there?
Clarity of Plan – What outcomes are we aiming for? (Strategic goals, 
fundraising targets, program impact)

1.
2.

3.

Lay the foundation with clarity on 
purpose, people, and positioning.

Example Plan:

Purpose:  “We help families care for loved ones with dignity, safety, and compassion— 
while building a sustainable, rewarding business for owners and caregivers.”

Team Values: Dependable, Compassionate, Problem- Solvers

Ideal Client: Families with aging parents, adult children in need of respite care, clients 
recently discharged from hospital or surgery.

Common Traps: Relying solely on referrals without a scalable marketing system.

Positioning: By 2028, we’ve helped 500 families in Dallas, Texas live safely at home. 
We’re the go- to in- home care provider for dignity, reliability, and peace of mind.

Prompts to Consider:
Clarity of Focus – What 2–3 priorities matter most this quarter?
Clarity of Execution – What actions will move the mission forward?
Clarity of Ownership – Who owns what, and how do we stay accountable?

1.
2.
3.

What must we focus on— and how will we move?

Example Quarterly Priorities
Launch a family education webinar to build trust and leads.
Hire 10 caregivers and streamline onboarding process.
Set up CRM/automation for inquiry follow- up.

 Single Owner + Due Date + Status
  Each priority has a single owner and a firm deadline
    Write copy for upcoming webinar  | James, June 15
    Caregiver onboarding checklist    | Megan, June 20
    Create and train referral system     | Alex, June 30

Daily & Weekly Rhythm
  Review this plan daily and reset priorities every 90 days.
  Track progress weekly in team check- ins.
  CEO removes one blocker per week.
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Prompts to Consider:
Clarity of Metrics – What will we track weekly or monthly?
Clarity of Feedback – What helps us double down— or 
course correct?
Clarity of Scale – How do we turn small wins into systems?

1.
2.

3.

What’s working— and how do we grow it?

Growth Metrics--the last 7 days, reporting every Monday
   • Conversations (Calls or Referrals)
   • Decisions (New contracts)
   • Bi- monthly client surveys to gauge service quality/concern

Feedback Loops:
   • Weekly reviews of campaign results
   • Quarterly Initatives-- Are we on/off track? Blockers?
   • Which clients and caregivers are winning and why?

Common Traps:
   Chasing new tactics instead of doubling down on what works

Prompts to Consider:
Patterns - What patterns are emerging in our results?
Process – What’s repeatable, teachable, or automatable?
Feedback – How do we know who is winning and why?
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Example Metrics

What are we measuring? Value When do we review?

Caregiver Onboarding Rate 85% Weekly

Client Satisfaction Score (NPS or similar) 60+ Monthly

New Clients Signed 24/week Weekly

New Referrals (by Source) 300 Monthly

Status

Tip: Keep it simple and clear about who 
benefits and how.

Example: "Quality care for families. A 
strong, sustainable business for 

owners and caregivers."
Why do we exist— and who benefits? What are we tracking to measure progress?
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