[image: image1.emf]Part 1 - What is Your Vision Today?
· Are you feeling on track with your vision for this business?  
· What would you like to celebrate? 
· What’s on your heart and mind?  (questions/challenges/concerns)
Part 2 - Where Are You Now and Where Are You Going? (fill in all applicable white spaces)
	PVC Report Numbers

	Promo PV (1)
	Required 

to qualify (3)
	PBQ 

(4)
	POBQ (5)
(SC() 
	Excess

PB
	Excess

POB
	Pref. Cust.(6)
You         Team
	Pref Cust PV

You            Team
	PVC Report Total
(Payline Only)
	Months in bulletin

	 
	
	
	
	
	
	
	
	
	
	
	

	

	NEXT STEP
	Volume Requirement*
	Mos. To Achieve
	Team Structure Requirements
	Current Structure
	 Volume Balance?


	Required  Teams 

(of 6 – 8 active distributors)
	Current Teams
	Goal for Qualifiers
	Current Qualifiers

	( PBQ Qualification
	1,000 Personal PBQ
	1
	N/A
	N/A
	N/A
	N/A
	N/A
	You
	

	( Sales Coordinator
	12,000 Promo PVC 
	Cum.
	3 DD
	
	N/A
	Start of 3 lines
	
	1-3
	

	( POBQ Qualification 
	3,000 POBQ 
	1 
	N/A
	N/A
	N/A
	N/A
	N/A
	1-3
	

	( Business Partner
	5,000 Payline PVC
	1
	2 VF legs; 1 with PB Qualifier
	
	N/A
	2 w/VF
	
	2-4
	

	( SSC
	28,000 Payline PVC
(avg 9,333/mo)
	3
	3 VF legs 
	
	Yes/No
	3 w/VF
	
	4-6
	

	
	
	2 of 3
	2 legs with PB Qualifier
	
	
	
	
	
	

	( QNMD
	80,000 Payline PVC
(avg 20,000 for 4 mos)
	3 of 4
	3 SC legs with PB Qualifier
	
	Yes/No
	3 w/ SC
	
	10-14
	

	
	
	2 of 4
	2 of 3 legs with POB Qualifier
	
	
	
	
	
	

	( NMD
	300,000 Payline PVC
(avg 33,333/mo)
	8 of 9
	5 SC legs with PB Qualifier
	
	Yes/No
	5 w/SC
	
	18-24
	

	
	
	5 of 9
	3 of 5 legs with POB qualifier
	
	
	
	
	
	


	Month Activity (Royal Crown Scorecard)

	Month
	New PCs (#)
	New DD(s)
	New VF(s)
	New Qualifier(s)
	New VC User(s)

	Current

(Accomplished!)
	
	
	
	
	

	Next

(Projected)
	
	
	
	
	


	WHEN AND WITH WHOM? 
Let the numbers take you back to the people…
	Complete by
	PVC(/Mo

Needed*
	# New Cust/Mo. (divide increase by 25 PVC)
	Distributors with Goals

10 Customers/Mo. = 250 PVC  OR  RC = 625PVC (25 Customers/Mo.)

	
	
	
	
	Name
	Next Goal
	Projected PVC

	Next Step from above 
	
	
	
	
	
	

	By Next Conference_____________________
	
	
	
	
	
	

	                     *Refer to Formulas for Accelerated Success Worksheet
	
	
	

	
	
	
	

	
	
	
	


Part 3 - How Will You Get There?
Attending and Creating Events, 3-Way Calls and Coaching Sessions  
	Immediately following this coaching session, I will call/do:
	Results
	(

	1. 


	
	

	2.

	
	

	3.

	
	

	4.

	
	

	5.

	
	

	6.


	
	

	7.


	
	


	What else needs your attention? (Future Planning, Personal Growth Steps for Self and Team)
	Results
	(

	1.


	
	

	2.


	
	

	3.


	
	

	4.


	
	

	5.


	
	


	What is your long range plan? (Conference to Conference, Bootcamps, Regionals, VF Workshops)
	(

	1.


	

	2.


	

	3.


	


Preparing for Your Coaching Call (your coach will request items from the following list)






Coaching Guide





Name______________________________





Appt. Date_____________ Time_________





Sponsor____________________________





(7) 	Review Royal Crown Impact/Activity (9.14 and 9.13)


(8) 	Review Sponsor Checklist (9.16 & 9.17)


(9)	Review Distributor Care Worksheets (9.18)


(10)	PVC to Paycheck Worksheet (Coaching Worksheets)


(11) Formulas for Accelerated Success Worksheet (Coaching Worksheets)


(12) Conference to Conference Planning Worksheet (Coaching Worksheets)








Worksheets


(1) 	Revisit Goal Setting Worksheet (2.4)


(2) 	Review Product/Business Stories as needed (4.3 & 4.5)


(3) 	Review Monthly Event Planning Worksheet (5.4)


(4) 	Connections Record Form (8.2 & 8.3)


(5)	Review Customer Care Worksheets (9.5)


(6) 	Review Potential Team Member Profile (9.6)








Reports


(A)	Review PVC Report


(B) 	Review PC Genealogy Report











(C) Review Performance Analysis


(D) Review PV Qualifiers Report
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