
How to Use the
Next Level Success
Checklist

Edit text boxes to personalise your plan 
Tick checkboxes to track progress
Follow each step daily for Success

Need Help?
Grab our Business Workbook for FREE,
complete with instructional videos!
https://www.askfleur.com/next-level 

Thank You 

This checklist was initially created as a
personal tool to track the progress of Ask
Fleur’s premium clients. However, during its
development, I realised it could serve as a
powerful resource for all business owners.

To your success!

Fleur



TAKE 100% RESPONSIBILITY

1

2
CLARIFY YOUR PURPOSE

DECIDE WHAT YOU WANT

3

APPLY A SWOT ANALYSIS

5

DEVELOP CONVERSION DOCUMENTS
7

4
SET A BREAKTHROUGH GOAL

6
PREMIUM CLIENT

8
TEST AND MEASURE

Next Level Success
Checklist

www.AskFleur.com

Express Gratitude
Act As If
Event + Response = Outcome

Why You’re Here
Your Passion Your “MOJO”
Your Purpose

Assess resources to achieve your goal
ID Strengths & Weaknesses (internal)
Opportunities & Threats (external)

Set Clear Measurable Goals
SMART Goals
“I am so happy and grateful...”

Make it Big and Motivating
Often a Revenue or Financial Goal
Stretch you not to Overwhelm

Know Your Premium Client
Demographics & Interests
Communication styles & Networks

Develop Conversion Documents
Proposals, Letters or Emails
Red Hot Tip = Follow Up Process

Feedback Opportunities
Track Engagement, Conversion 
Continue to refine Client Journey

9
TAKE DAILY ACTION

Practice the Rule of Five
5 Daily Actions
Essential for Success

10
MCKINSEY’S 3 HORIZONS

Horizon One: Current Short Term
Horizon Two: Medum Term
Horizon Three: Long Term
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Write what are you grateful for in Business

Write Your Purpose Here

Strengths            Weaknesses (internal)

Opportunities     Threats (external)

    Write  3 SMART Goals
.
.
.

Write your Breakthrough Goal

Who Are Your Premium Clients

What is Your Follow Up Process?

When do you collect client feedback?

9
TAKE DAILY ACTION

    List Your 5 Daily Actions
.
.
.
.
.

10
MCKINSEY’S 3 HORIZONS

Horizon One: 
Horizon Two: 
Horizon Three:

Insert Your Business Name




