FINANCIAL MANAGEMENT

ACTION PLAN 3
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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

10 will  nerege AlG Hure /JU' /Q ‘P@m
g0 - .40 by Juw Q023

(

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
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When will you start? S:ﬁ [‘{8({ &{/[/]7(— 90 21 ‘

How will you gauge your progress? When? Using which metrics?
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ACADEMY

What specific actions will you take to achieve your goal? Who can help you?
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Potential Challenges? Potential Solutions?
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