FINANCIAL MANAGEMENT

ACTION PLAN 1

o Specific @ Measurahle - | Achievable o Relevant o Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
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BOTTOM LINE: Benefits of Achieving Your Goal. . Consegquences of Not Achieving Your Goal
Moce  sales = more forg“.‘z‘ éhéﬁcr__:%g their _self- esteem
v et ' condipence i .

effect oy pesist  Fathoe o
o CUShmecs, <o Sell _mece '.o,qr#s'

. _. .}0_ sk ,Qr Fhe

72;%'}»3 the (uStumer
Wilonig LAy, feels Jihe Lew Solr,

When will you start? Tmmerpde :

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