PVC Report Coaching (Where are You?...and What’s next?)
The PVC Report is the primary tool used to help team members evaluate where their businesses are right now, and to identify “next step” options.
Start with Congratulations
Coaching should always begin with the coach identifying what is working well in the team member’s business and congratulating them.  Areas of strength might include:

1. Excess PB and/or POB

· On a typical PVC report, only 3-4 people per page have excess volume in these columns; 
· Having the maximum in PB and POB with overage tells the coach this distributor is regularly sharing the product and business.  

· There is consistency of effort and duplication taking place.

2. Preferred Customer Column

· Look for distributors with 2-digit numbers in this column; these are their players.  Customer acquisition is the one skill that is hard to teach.  When team members are successful in this area, the goal is to help them succeed.
· Look at the bottom total in the preferred customer column and affirm how many lives have been touched by their team’s efforts.
3. Number of Qualifiers

· Again, this is a great indication of duplication and the key characteristic of businesses moving forward to the top levels of SSC, QNMD and NMD

4. Months in Bulletin

· Affirm their own success and the difference they make by sharing the product and business

Teach the Numbers

A primary goal of coaching is to help team members master an understanding of what PVC report numbers tell them about their business.  Important areas to cover include:
1. Promotional PVC

· for VFs new to coaching, confirm their understanding of promotional volume (relevant only in achieving DD, VF and SC) and how this differs from PBQ (explanation on page 4.__)
2. Total Group Volume 
· The total at the bottom of the PBQ column on the report (largest amount) is used to identify what is needed (monthly volume requirement) for the next positions (Business Partner and above).
3. Cumulative Downline Payline and Required to Qualify Columns

· The “cumulative” column shows the total volume that has already been accumulated towards the next position during the specified window of time for qualification (e.g. last two months for SSC, last 3 months for QNMD, last 8 months for NMD).  
· The “required” column indicates the volume that would needed to qualify for the next promotion within the current business month.
Please note:  formulas to help distributors calculate the volume they would need each month for a promotion in 3, 4, 5, or 6 months in the future are provided on page ___.

4. Structure Requirements
· What is required for the next promotion? Since this isn’t spelled out on the PVC report, refer to the coaching guide and review the requirement (Sales Coordinators need 3 DDs; Senior Sales Coordinators need 3 VFs with distributor teams of 6-8 distributors; QNMD’s need 3 SCs legs with 6-8 team members; and NMDs need 5 SCs with 6-8 team members)

· Review where they are today in meeting this requirement?  If they haven’t already done so, have them write this down on the coaching guide.
· Review lines in bonus requirements (2 for VF; 3 for SC; 5 for NMD) and share the illustration of a 3-legged stool:  3 lines in bonus is the bare minimum of building a solid business just like 3 legs is the bare minimum for a stable stool.  Most chairs have 4 legs for more stability; likewise, 4 lines in bonus are better.  For maximum stability and security, 5 lines or more are best.
5. 2/3 Volume Balance 
· The top positions (SSC and above) receive an expense allowance (the rationale behind BIB) which NSA awards to distributors who have developed lasting and stable income through multiple distributor teams.  If a distributor has more than 2/3 of their total volume in one leg, more balance is needed for stability.  Where are they now? (fill in on Coaching Guide)

6. Qualifier’s Clubs

· The easiest way to achieve the top positions is by shooting for the appropriate number of qualifiers.  Six qualifiers will usually give a distributor the volume needed for SSC; 12 will take them to QNMD and 24 is about right for NMD.  Qualifiers can be ANYWHERE in the organization, as opposed to the “lines in bonus” (requirements spelled out in #4 above).  
· Important Note:  The more lines there are with qualifiers, the greater the earnings.  Width builds wealth and depth builds stability.
7. Personal Business

· The distributor’s own numbers set the pace for their entire organization; people do what we do.  Again, look at the number of preferred customers (how many lives they’ve touched) to affirm them.

· Look at PVC from customers – is there enough to passively qualify with the customer base?  This is a key piece for stability and duplication.  It is also the place to identify the 10-20% of potential distributors.

· Review the total PBQ for this distributor.  This number includes the PVC from their personal customers, as well as their dealers and DDs (go down the PVC report to identify the people who are already included in the PBQ).  The goal will be to double the 1000 PBQ requirement for qualification.  1000 more than the passive customer base means the distributor is bringing in new people.  This is a business builder.  If the customer number is about the same as PBQ, they are not working with any new distributors.

· Important Note:  The way to do this is Royal Crown activity which produces another 625/PVC each month!  (covered below)
· (If SC or above) Review POBQ for this distributor – includes all the PBQ + VF volume (excludes SC lines).  This includes everyone this distributor is working with up to SC.  Add up the total VF Volume and write it down on the coaching guide.  If this number is less than 1,000, this distributor likely doesn’t have any VF’s with goals at this time.  Note:  While the coach looks at this split between personal and VF volume at this point, they don’t start coaching yet.  If necessary, say:  “We’ll be talking about next steps in a minute.”

Evaluate Current Business Month

Review Royal Crown Activity

1. Add 5 personal customers x 25 = 125 pvc
2. Add a new DD who does the first month of 10-10-10-10; 10 customers x 25 = 250 pvc
3. Help last month’s DD complete second month of 10-10-10-10; 10 customers x 25 = 250 pvc
This totals 625 in new PVC; all would be in their PBQ (and POBQ)

· This month, what did they do?  Review coaching guide.  Discuss ways to generate more RC activity.
· Reinforce all the PVC report concepts by completing the PVC to Paycheck worksheet.
Coach Distributor Care

“Distributor Care” is the PRIMARY focus of coaching from the PVC report.  Is this a healthy organization of duplicating Sales Coordinators and VFs or a bunch of stuck dealers and DDs?  The coach should review:

1. Title Dates
· Look for who has been promoted in the current 3 months.  This tells you how much duplication is going on and the activity level of team members.
2. PBQ Column

· Look for numbers with a comma in the PBQ column (qualifiers)

· How many qualifiers could be added next month if they were duplicating Royal Crown activity? (Go down the PVC report and identify those who are between 375 and 999 PBQ.)  Discuss those who might want to move forward and offer a 3-way call.
3. Preferred Customer Column
· If VFs or SC have single digits in this column, discuss whether there are more committed/inspired people on their teams to work with.

· Look for DDs with double digits, or “stuck DDs.”  If a DD has more than 5-6 customers, they have credibility and are able to secure customers.  It says there is potential.  A next step might be a 3-way call or local event.  For DDs with double digits, coach your team member on getting them restarted:  
· Get them on Voice Com

· Talk to them about getting 5 new customers and starting a raving fan customer who could add 10 customers;

· Teach them about 3 way calls
· Ask them to commit to the next event (WP, VF workshop, bootcamp, etc.)
· Help them create an attainable goal

If they’re willing to take these steps and move forward, offer to help them restart their fast track. (NSA will generally work with the coach if the distributor is serious because ALL THE BREAKS ARE OFFERED TO THOSE WHO HAVE ADDED LOTS OF CUSTOMERS!)  
Coach your team member to go back to the people identified during this session and say something like:  “My coach got excited about you and so appreciated all the customers you have added.  S/he wanted me to reach out and help you achieve…the VF position.”
4. Promotional Volume Column

· Look for VFs with the promotional volume for SC with a lack of structure.  This person probably feels like failure.  Again, offer a 3-way call.
5. SC Legs

Look at each SC Leg (all those with POBQ) as well as SCs on their Team
· Do they have double digit preferred customers?
· Discuss the SC’s team members (done any 3-ways with them?)

· Does the SC attend events? 
· Do they have a bunch of stuck DDs? If so, are they able to get people to VF?  If the SC is not plugging in, help might be better offered to some of their team members with stronger desire.  These distributors are part of the business of the upline as well!  Don’t assume the sponsor knows what they’re doing. Offer the sponsor help or look at all the 2’s in their organization and offer help to stuck DDs and VFs with a focus on duplication.
6. Establish ABC Activities

After considering the opportunities, it’s important to prioritize who will be contacted (primarily via Voice Com and 3-way calls) with offers of help: 

· A’s

Create next steps for people who could move forward this month; people where goals need to be clarified.  Provide clues on what to do within the coaching session (how to help leaders who need help with their leaders)

· B’s

Someone who has recently been coached and is doing fairly well; set up coaching for one of their people if they need help (or if they’re not the direct sponsor, contact the sponsor to see if they want to do that coaching.)  Sometimes, a sponsor may have given up on someone who is close to an achievable goal.
· C’s 
These are people to come back to in a month
Schedule next steps.
Review Raving Fan Worksheets

· Customers to Distributors – The coach asks the distributor to give an example of next steps with someone they have identified (taped call, 3-way call; Ron

Blue CD, event, etc.).  Discuss next steps.

· Distributors to Distributors with Goals – Make sure everyone on their worksheet was covered from the PVC report discussion.
· Identify any areas that don’t seem to be working and ask for their verbiage.  Share yours.

Additional considerations as you review the PVC report

· Offer personal growth suggestions (books, etc.) in areas where the distributor is challenged
· Always be thinking…how can I help them step out of a comfort zone? (this is the essence of personal growth)

· Elevate the conversation as appropriate to introduce concepts such as:

…working smarter, not harder

…how to reinvest BIB 

…setting up group codes on voice com

…personal growth

