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District Success Plan 								              Area ____________

District Mission and Purpose
The District mission is to build new clubs and support all clubs in achieving excellence.

The District purpose is to enhance the quality and performance and extend the network of the member clubs of 
Toastmasters International within the boundaries of the District, thereby offering greater numbers of people the opportu-
nity to benefit from the Toastmasters education program by:

	� Focusing on the critical success factors as specified by the District educational and membership goals.

	� Ensuring that each club effectively fulfills its responsibilities to its individual members.

	�Providing effective training and leadership-development opportunities for club officers and District leaders.

Team Composition
Name the members of the District’s core team.		  Name the members of the District’s extended team.

Core Values
Toastmasters International’s core values are integrity, respect, service, and excellence. These are values worthy of a great 
organization and should be incorporated as anchor points in every decision made within the organization. Toastmasters’ 
core values provide a means of guiding and evaluating the organization’s operations, planning, and envisioned future.

What are the District’s core values?

Team Operating Principles
What principles does the team hold? (These principles might include trust, safe learning, collaboration, etc.)
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Potential Obstacles
What obstacles will the team have to consider when strategizing? (These might include conflicting personal commit-
ments, distance, unresolved conflict, etc.)

Meeting Protocol
In general, how will the team process tasks? (For example, consider how often to meet or call, what the team’s meeting 
practices will be, etc.)

Team Interactions and Behavioral Norms
How will decisions be made?

What will be the team’s method of communication? Determine the team’s first preference, second preference, and so on.

What will the communication parameters be? Parameters might include whether the team communicates by phone or 
email, whether the team sets up a weekly conference call, or how often team members can expect to communicate.
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How will the team resolve differences of opinion? 

How will the team support one another? 

How will the team ensure equitable participation when completing activities? 

How will team members be held accountable for their responsibilities? 

How will the core team and extended teams be recognized for their efforts? 

Starting Number

Membership payments base

Club base

Number of Division and Area Directors

Qualifying Requirements
Submission of District Success Plan by September 30

Submission of Division and Area Directors  
Training Report for 85% of Division and 	 Number of Division and Area Directors x 0.85 
Area Directors by September 30

https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
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Goal 1: Membership Payments Growth

Distinguished	 Membership payments base x 1.015

Select Distinguished	 Membership payments base x 1.03

President’s Distinguished	 Membership payments base x 1.05

Smedley Distinguished	 Membership payments base x 1.08

Situation Analysis
What is the current situation in the District? How many membership payments did the District have last year? Does the 
District have special challenges? (One situation might be that membership payments usually arrive close to deadline 
making it necessary to hurry to meet goals.)

Strategy
What strategies will the District take? What has worked in the past? What has not? What new programs or incentives 
could the District implement? How will the District promote existing programs? How have other Districts been success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as creating a contest promot-
ing early submission of membership-renewal dues.)

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

Resources
What people, equipment, meeting places, and money does the District have at its disposal? What committee could 
work toward the goal? Are any members interested in heading projects toward leadership goals? How much money has 
been budgeted for achieving this goal? (Resources might include Area and Division Directors and gift certificates to the 
Toastmasters store.)
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Assignments
Who is in charge of each tactic? Who is on each team? What are each team member’s specific responsibilities?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

Timetable
When will each tactic item begin? When will each tactic item be complete? How will progress be tracked?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5
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Goal 2: Club Growth

Distinguished	           Club base x 1.015

Select Distinguished	           Club base x 1.03

President’s Distinguished	           Club base x 1.05

Smedley Distinguished	           Club base x 1.08

Situation Analysis
What is the current situation in the District? How many clubs did the District add last year? Does the District have special 
challenges? (One situation might be that members in the District do not know how to generate interest in new clubs.)

Strategy
What strategies will the District take? What has worked in the past? What has not? What new programs or incentives 
could the District implement? How will the District promote existing programs? How have other Districts been success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as appointing a club exten-
sion chair to pursue leads and scheduling demonstration meetings.)

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5
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Resources
What people, equipment, meeting places, and money does the District have at its disposal? What committee could work 
toward the goal? Are any members interested in heading projects toward leadership goals? How much money has been 
budgeted for achieving this goal? (Resources might include a club extension committee, a demonstration team, and 
newclubs@toastmasters.org.)

Assignments
Who is in charge of each tactic? Who is on each team? What are each team member’s specific responsibilities?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

Timetable
When will each tactic item begin? When will each tactic item be complete? How will progress be tracked?

Tactic 1

Tactic 2

Tactic 3

mailto:newclubs%40toastmasters.org?subject=
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Tactic 4

Tactic 5

Goal 3: Distinguished Clubs

Distinguished	           Club base x 0.4

Select Distinguished	           Club base x 0.45

President’s Distinguished	           Club base x 0.5

Smedley Distinguished	           Club base x 0.55

Situation Analysis
What is the current situation in the District? What percent of District clubs are typically Distinguished? Do members 
understand how to achieve success? Does the District have special challenges? (One situation might be that members in 
the District do not know how to achieve success. Another situation might be that the District has identified four solid new 
club prospects.)

Strategy
What strategies will the District take? What has worked in the past? What has not? What new programs or incentives 
could the District implement? How will the District promote existing programs? How have other Districts been suc-
cessful? What could the District do to stretch this goal? (The strategy might include tactics, such as training all Area and 
Division Directors on the Distinguished Club Program.)

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5
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Resources
What people, equipment, meeting places, and money does the District have at its disposal? What committee could 
work toward the goal? Are any members interested in heading projects toward leadership goals? How much money has 
been budgeted for achieving this goal? (Resources might include Area and Division Directors and the Distinguished Club 
Program and Club Success Plan (Item 1111).)

Assignments
Who is in charge of each tactic? Who is on each team? What are each team member’s specific responsibilities?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

Timetable
When will each tactic item begin? When will each tactic item be complete? How will progress be tracked?

Tactic 1

Tactic 2

Tactic 3

https://www.toastmasters.org/resources/resource-library?t=1111
https://www.toastmasters.org/resources/resource-library?t=1111
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Tactic 4

Tactic 5

Additional Goals
Answer the same types of questions to reach each additional District goal. Additional goals might have to do with align-
ment challenges, new leadership opportunities, or better service to members. Where else is there room for improvement 
in the District?

Goal
What specific, measureable, attainable, and relevant additional goal can the District meet? (An example of a goal is to add 
one new Division and three new Areas.)

Situation Analysis
What is the current situation in the District? Do members understand how to achieve success? Does the District have spe-
cial challenges? (One situation might be that Areas and Divisions have reached their maximum capacity causing service 
to the members to suffer and limiting leadership opportunities.)

Strategy
What strategies will the District take? What has worked in the past? What has not? What new programs or incentives 
could the District implement? How will the District promote existing programs? How have other Districts been success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as assigning a District align-
ment committee to determine best options for realignment and collaborating with the District Leadership Committee 
to identify leadership opportunities.)
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Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

Resources
What people, equipment, meeting places, and money does the District have at its disposal? What committee could work 
toward the goal? Are any members interested in heading projects toward leadership goals? How much money has been 
budgeted for achieving this goal? (Resources might include past District Directors, Area and Division Directors, the District 
website, and the District Leadership Committee.)

Assignments
Who is in charge of each tactic? Who is on each team? What are each team member’s specific responsibilities?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5
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Timetable
When will each tactic item begin? When will each tactic item be complete? How will progress be tracked?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

Signatures

District Director	 Date

Program Quality Director (1)	 Date

Program Quality Director (2)	 Date

Club Growth Director (1)	 Date

Club Growth Director (2)	 Date

Team member and role	 Date

Team member and role	 Date

Team member and role	 Date

Team member and role	 Date

Team member and role	 Date

For your District to qualify for the Distinguished District Program, this entire plan must be submitted online through 
District Central by September 30.
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Plan at a Glance
Use this page to keep the basics of your District Success Plan all in one place.

Starting Numbers

Membership payments base

Club base

Number of Division and Area Directors

Qualifying Requirements
Submission of District Success Plan by September 30

Submission of Division and Area Directors  
Training Report for 85% of Division and	 Number of Division and Area Directors x 0.85 
Area Directors by September 30

Goals

Tracking
Use online reports, available at www.toastmasters.org/DistinguishedPerformanceReports, to keep track of the 
District’s progress toward its goals. Create milestones throughout the year to measure your progress.

Goal
Quarter 1 Quarter 2 Quarter 3 Quarter 4

July Aug Sept Oct Nov Dec Jan Feb Mar Apr May June

 Membership 
Payments Growth

Club Growth

Distinguished Clubs

Additional Goal 1

Additional Goal 2

Additional Goal 3

Additional Goal 4

Additional Goal 5

Membership  

Payments Growth
Club Growth Distinguished Clubs

Distinguished
Membership  
payments base x 1.015

Club base x 1.015 Club base x 0.4

Select Distinguished
Membership  
payments base x 1.03

Club base x 1.03 Club base x 0.45

President’s Distinguished
Membership  
payments base x 1.05

Club base x 1.05 Club base x 0.5

Smedley Distinguished
Membership  
payments base x 1.08

Club base x 1.08 Club base x 0.55

https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
http://www.toastmasters.org/distinguishedperformancereports

	Area_3: 115
	Name the members of the Districts core team: District Director-Ken Richardson
Program Quality Director- Nadia Gilkes
Club Growth Director - Jennifer Smith
Public Relations Manager - Cynthia Dick
Administration Manager - Dana Wall-Oakley
Finance Manager - Phil Bateman
Division and Area Directors


	Name the members of the Districts extended team: Guardians Committee (Past DDs)
Club Extension/Retention Chairs & Committee
DLC- Committee & Chair
Credentials Chair, Operations Chair, Incentives Chair, Audit Committee, Chief Judge, Webmaster, DCP/CSP Chair, District Photographer, Alignment Committee, Parliamentarian, Protocol Chair
	What are the Districts core values: *Integrity, respect, service, excellence.
	What principles does the team hold These principles might include trust safe learning collaboration etc_3: *We will treat everyone with dignity and respect.
*We will work collaboratively to achieve the District's mission.
*We will create a safe space for open discussion and the exploration of new ideas.
	ments distance unresolved conflict etc_2: Time.  Work, family, and other time commitments must always be considered.
Limited resources.  Restrictions on available funds and a relatively small budget will be problematic. 
	practices will be etc_3: We have agreed that the Trio, along with the PRM will meet monthly.  We will also meet with D115 Division Directors monthly.  Additional meetings will be scheduled as needed.
	How will decisions be made_3: We will strive for consensus; however, the final decision rests with the District Director.
	What will be the teams method of communication Determine the teams first preference second preference and so on_3: Email & text messages, followed by phone calls and Zoom meetings.
	email whether the team sets up a weekly conference call or how often team members can expect to communicate_2: We have established twice monthly Zoom meetings.  Additional meetings will be added as needed. In addition, we regularly communicate via email, text messages, and telephone.  
	How will the team resolve differences of opinion_3: We will listen to all sides of a particular issue and reach consensus regarding the final resolution.
	How will the team support one another_3: We will treat each other with dignity and respect.  We will assist each other as needed by responding promptly and offering help on tasks and projects.
	How will the team ensure equitable participation when completing activities_3: We will review all projects and assign participation in an equitable manner.  We will practice active listening and be responsive to each other's opinions, and needs.
	How will team members be held accountable for their responsibilities_3: We will track our progress on a monthly basis and make adjustments as needed.
	How will the core team and extended teams be recognized for their efforts_3: We will celebrate our success with liberal praise and miserly criticism.  We hold a public celebration at the Hall of Fame event.
	Membership payments base: 1,650
	Club base_3: 51
	Number of Division and Area Directors: 16
	Number of Division and Area Directors x 085: 14
	Membership payments base x 1015: 1,675
	Membership payments base x 103: 1,699
	Membership payments base x 105: 1,732
	Membership payments base x 108: 1,782
	making it necessary to hurry to meet goals: At August 8, 2023 D115 had 412 membership payments, and 51 clubs.  Last year the District had 51 clubs and 1,650 membership payments.  Twenty-five D115 clubs were Distinguished or better.  The keys to increasing membership payments are to improve club retention, add new members to existing clubs, and build new clubs.
	ing early submission of membershiprenewal dues: We will focus on developing new club leads and existing club growth and retention.  We will provide incentives for early dues payment and member retention, and provide training on the DCP. We will allocate appropriate resources and provide incentives to become a Distinguished District by the end or the current year.
	Tactic 1_13: Solicitation of potential club leads from current District and Club leaders.
	Tactic 2_13: Prompt response to all leads, including phone and email contact, and an in-person visit.  
	Tactic 3_13: Support all membership building programs, such as the Smedly Award, Talk Up Toastmasters, and Beat the Clock. 
	Tactic 4_13: Train and deploy a new club charter team for demo meetings and guidance through the chartering process.
	Tactic 5_13: Provide incentives for individual and club achievements to support growth and retention.
	Toastmasters store: The CGD has established a Club Extension Committee, and a Club Retention Committee.  The DD has appointed an Incentives Chair and allocated 20% of the District's annual budget to recognition.  In addition, 10% of the budget is designated for marketing outside of Toastmasters; 15% for Club Growth, and 10% for public relations.
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_5: Assignments are detailed below.  Additional support will be provided through the Guardians Committee (Past District Directors) and other current and past District leaders, including the Division and Area Directors.
	Tactic 1_14: Club Growth Director- Jennifer Smith
	Tactic 2_14: Club Extension Chair, Pacita Florida,
	Tactic 3_14: Public Relations Manager, Cynthia Dick
	Tactic 4_14: Club Growth Director with support from the District Director and Program Quality Director, and the DCP/CSP Mentor.
	Tactic 5_14: Incentives Chair, Kay Collis, DTM, PDD, PRA
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_5: The District's efforts began shortly after District elections in May, 2023.  The Trio, along with the PRM started holding Zoom calls to discuss the overall approach to becoming a Smedley Distinguished District.  These are on-going tactics that will be monitored monthly, and ending on June 30, 2024.
	Tactic 1_15: This is an ongoing project that officially started on July 1, 2023 and runs through June 30, 2024.
	Tactic 2_15: This is an ongoing project that officially started on July 1, 2023 and runs through June 30, 2024.
	Tactic 3_15: Incentives have been announced and posted on the D115 website, and announced in the District Newsletter.  This tactic ends on June 30, 2024.
	Tactic 4_15: Our first new club has been chartered.  The development of the dedicated team for new club development has begun and will be completed by the end of September, 2023.  
	Tactic 5_15: The incentive period opened on July 1 and will end on June 30, 2024.
	Club base x 1015: 52
	Club base x 103: 53
	Club base x 105: 54
	Club base x 108: 55
	Strategy: This goal is closely tied to our goal for member payment growth. strategies and tactics overlap.

D115 Chartered two clubs in 2022-2023. (Epic Speakers, and Hunters Toastmasters.  The District is now better positioned to generate and pursue leads. Our goal for the current year is to become a Smedley Distinguished District.  We have already charted one new club and identified two additional leads.
	sion chair to pursue leads and scheduling demonstration meetings: Closely follow the TLM system, and follow up quickly.  We will also canvas regularly Division and Area Directors to identify club leads.  Our incentive program will support that effort, and our budget has allocated financial resources accordingly. Our new club response team will present demo meetings and guide new clubs through the process.
	Tactic 1_16: Check the TLM system daily.
	Tactic 2_16: Canvas Division and Area Directors at least monthly
	Tactic 3_16: Support clubs Open House projects to help identify new leads.
	Tactic 4_16: Use social media to solicit leads.
	Tactic 5_16: Identify potential corporate clubs using current data from our service area.
	newclubstoastmastersorg: We will utilize the Trio, our Club Extension Committee, Demonstration Team, and Division and Area Directors to support this effort.  We have allocated 15% of our budget for Club Growth, plus 10% for outside marketing.  We will allocate additional resources as the need arises.
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_6: The Trio, PRM, Division and Area Directors, and the Club Extension Committee will work together to achieve this goal.
	Tactic 1_17: Club Growth Director
	Tactic 2_17: Trio and PRM via monthly Zoom meetings.
	Tactic 3_17: Trio and PRM
	Tactic 4_17: Public Relations Manager
	Tactic 5_17: CGD, Club Extension Chair
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_6: We have already chartered our first club in the 2023-2024 year, and we have at least three leads currently working.  We expect to achieve our goals by the end of the current year, June 30, 2024.
	Tactic 1_18: This is an ongoing tactic that requires regular monitoring.
	Tactic 2_18: This tactic will be reviewed monthly at the Trio and Division Director Meetings.
	Tactic 3_18: Monthly support of all club events.  Offer Speech Craft to local companies.
	Tactic 4_18: Monthly using FB, Instagram, Twitter (now X) LinkedIn, Constant COntact and others.
	Tactic 5_18: Offer Speech Craft to local companies.
	Club base x 04_2: 20
	Club base x 045_2: 23
	Club base x 05_2: 25
	Club base x 055: 28
	club prospects: We had 25 clubs distinguished or better last year.  One challenge is that not all members have adopted Pathways.  Not all clubs actively participate in the DCP.
	Division Directors on the Distinguished Club Program: We will use incentives and provide educational opportunities to increase participation in Pathways and the DCP to at least 95% of D115 clubs.
	Tactic 1_19: Appoint a District Pathways Mentor
	Tactic 2_19: Hold regular Pathways training and Q&A sessions for members.
	Tactic 3_19: Appoint a CSP/DCP mentor
	Tactic 4_19: Hold regular on-line training sessions on the CSP/DCP
	Tactic 5_19: Provide incentives for member and club achievement.
	Program and Club Success Plan Item 1111: The PQD, Incentives Chair, Pathways Mentor, DCP/CPS Mentor will lead the way on this goal.  Education and training have been allocated 15% of the District Budget.  Recognition has been allocated 20%.  The District will provide space for in-person training and access to Zoom for on-line training.
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_7: The PQD with support from the DD, CGS, PRM, Pathways Mentor, DCP/CSP Mentor, Club Retention chair, Incentive Chair,and various trainers and educators in the District.



	Tactic 1_20: District Director
	Tactic 2_20: Program Quality Director
	Tactic 3_20: District Director
	Tactic 4_20: Program Quality Director
	Tactic 5_20: Incentive Chair
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_7: The above tactics began July 1, 2023.  Educational offerings will be available monthly.  We will track progress by analyzing attendance, and changes in Pathways Enrollment.
	Tactic 1_21: July 31, 2023
	Tactic 2_21: Scheduled monthly on Zoom
	Tactic 3_21: July 31, 2023
	Tactic 4_21: Scheduled on a periodic basis.
	Tactic 5_21: The first round of incentives have been published in the District Newsletter and posted on the D115 Website.
	one new Division and three new Areas: We will add new clubs and expand to four areas per Division.
	to the members to suffer and limiting leadership opportunities: We currently have 4 Divisions with 3 Areas per Division.  Each Area has between 4-5 clubs.  To achieve Smedley Distinguished by 6/30/24, we need to add 5-6 clubs (net growth).  If we stretch we can add 10 - 12 new clubs and realign Areas and clubs so that each Division has four Areas.
	to identify leadership opportunities: We will promote new club growth by holding Speech Craft events at local companies, and expand out outreach to include more business networking events and job fairs. 
	Tactic 1_22: Obtain a list of business Network events from the Chamber of Commerce.
	Tactic 2_22: Obtain a list of job fairs from company postings and community bulletin boards.
	Tactic 3_22: Train committee members on the use of the Speech Craft program.
	Tactic 4_22: Create a team to make "cold calls" to local companies.
	Tactic 5_22: Ensure the Demo and Club Charter Team is properly trained.
	website and the District Leadership Committee: We will recruit and train volunteers as needed.  We have allocated $2,010 to outside marketing, $3,015 to Education and Training, and $2,010 to PR.  These resources should help us reach our goals.
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_8: Senior District Leaders (DD, PQD, CGD, PRM) will oversee and actively participate in the achievement of this goal.
	Tactic 1_23: PRM
	Tactic 2_23: PRM
	Tactic 3_23: PQD, CGD, DD
	Tactic 4_23: CDG
	Tactic 5_23: PQD, CGD, DD
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_8: This project will start September 1, 2023, and conclude on June 30, 2024.  Tracking will occur via monthly reports.
	Tactic 1_24: September 30, 2023
	Tactic 2_24: September 30, 2023
	Tactic 3_24: October 30, 2023
	Tactic 4_24: September 30, 2023
	Tactic 5_24: October 30, 2023
	District Director: Ken E. Richardson
	Program Quality Director 1: 
	Program Quality Director 2: 
	Club Growth Director 1: 
	Club Growth Director 2: 
	Team member and role_13: 
	Team member and role_14: 
	Team member and role_15: 
	Team member and role_16: 
	Team member and role_17: 
	Date_15: August 21, 2023
	Date_16: 
	Date_17: 
	Date_18: 
	Date_19: 
	Date_20: 
	Date_21: 
	Date_22: 
	Date_23: 
	Date_24: 
	Membership payments base_2: 1,650
	Club base_4: 51
	Number of Division and Area Directors_2: 16
	Number of Division and Area Directors x 085_2: 14
	JulyClub Growth: 
	AugClub Growth: 
	SeptClub Growth: 
	OctClub Growth: 
	NovClub Growth: 
	DecClub Growth: 
	JanClub Growth: 
	FebClub Growth: 
	MarClub Growth: 
	AprClub Growth: 
	MayClub Growth: 
	JuneClub Growth: 
	JulyAdditional Goal 1: 
	AugAdditional Goal 1: 
	SeptAdditional Goal 1: 
	OctAdditional Goal 1: 
	NovAdditional Goal 1: 
	DecAdditional Goal 1: 
	JanAdditional Goal 1: 
	FebAdditional Goal 1: 
	MarAdditional Goal 1: 
	AprAdditional Goal 1: 
	MayAdditional Goal 1: 
	JuneAdditional Goal 1: 
	JulyAdditional Goal 2: 
	AugAdditional Goal 2: 
	SeptAdditional Goal 2: 
	OctAdditional Goal 2: 
	NovAdditional Goal 2: 
	DecAdditional Goal 2: 
	JanAdditional Goal 2: 
	FebAdditional Goal 2: 
	MarAdditional Goal 2: 
	AprAdditional Goal 2: 
	MayAdditional Goal 2: 
	JuneAdditional Goal 2: 
	JulyAdditional Goal 3: 
	AugAdditional Goal 3: 
	SeptAdditional Goal 3: 
	OctAdditional Goal 3: 
	NovAdditional Goal 3: 
	DecAdditional Goal 3: 
	JanAdditional Goal 3: 
	FebAdditional Goal 3: 
	MarAdditional Goal 3: 
	AprAdditional Goal 3: 
	MayAdditional Goal 3: 
	JuneAdditional Goal 3: 
	JulyAdditional Goal 4: 
	AugAdditional Goal 4: 
	SeptAdditional Goal 4: 
	OctAdditional Goal 4: 
	NovAdditional Goal 4: 
	DecAdditional Goal 4: 
	JanAdditional Goal 4: 
	FebAdditional Goal 4: 
	MarAdditional Goal 4: 
	AprAdditional Goal 4: 
	MayAdditional Goal 4: 
	JuneAdditional Goal 4: 
	JulyAdditional Goal 5: 
	AugAdditional Goal 5: 
	SeptAdditional Goal 5: 
	OctAdditional Goal 5: 
	NovAdditional Goal 5: 
	DecAdditional Goal 5: 
	JanAdditional Goal 5: 
	FebAdditional Goal 5: 
	MarAdditional Goal 5: 
	AprAdditional Goal 5: 
	MayAdditional Goal 5: 
	JuneAdditional Goal 5: 
	JulyAdditional Goal 6: 
	AugAdditional Goal 6: 
	SeptAdditional Goal 6: 
	OctAdditional Goal 6: 
	NovAdditional Goal 6: 
	DecAdditional Goal 6: 
	JanAdditional Goal 6: 
	FebAdditional Goal 6: 
	MarAdditional Goal 6: 
	AprAdditional Goal 6: 
	MayAdditional Goal 6: 
	JuneAdditional Goal 6: 
	JulyAdditional Goal 7: 
	AugAdditional Goal 7: 
	SeptAdditional Goal 7: 
	OctAdditional Goal 7: 
	NovAdditional Goal 7: 
	DecAdditional Goal 7: 
	JanAdditional Goal 7: 
	FebAdditional Goal 7: 
	MarAdditional Goal 7: 
	AprAdditional Goal 7: 
	MayAdditional Goal 7: 
	JuneAdditional Goal 7: 


