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3. Strategic Goals & Focus Areas

1. Strengthen Financial Sustainability

2. Revenue Drivers

3. Volume is key: Scale services with quality

4. Specialise in high-impact service areas


5. Market to and understand our ideal client

6. Diversify income and eliminate free services


7. Improve clarity of strategic direction

8. Optimize referral pathways

9. Promote highest-margin offerings


Revenue Growth Questions We Ask:


1. Can we earn more without raising costs disproportionately?

2. Can we offer premium services to existing clients?

3. �re we managing suppliers	 payments	 and debtors effectively?

4. Can we increase e ciency without reducing quality?

Revenue Growth /4.ti.s:

1. Increase pricing where appropriate

2. Invoice accurately and promptly


3. �void freeBdiscontinued services

4. Monitor participant plans for funding gaps


5. Offer additional and niche services

6. Improve retention and onboarding

7. baunch targeted marketing and follow-up strategies
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7. Organisation Culture & Internal Development

We will cultivate a culture of excellence, vulnerability, and creativity by:

1. Investing in staff training and joy


2. Documenting onboarding and sales journeys

3. Encouraging feedback loops and shared ownership

4. Rewarding innovation and impact

5. Centering lived experience in leadership roles

8. Monitoring & Evaluation

1. Key Performance Indicators (KPIs)

2. Client satisfaction and retention rates

3. Staff engagement and training completion

4. Revenue vs. cost growth balance

5. New service lines launched

6. Number of LGBTQIA+ clients served

7. Number of educational resources created and sold

8. Marketing engagement and lead conversion

9.  Inclusion and accessibility audits


10. Review Process

11. Quarterly reviews of goals, metrics, and market shifts

12. Annual community surveys

13. Annual strategic planning retreat for leadership and community co-designers
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