
PART 1: BEING A BETTER 
COACH!

GROWTH HACK TIP 
WEEK 4 of JANUARY



BY THE END, YOU SHOULD 
KNOW...

WHAT SHOULD MY MC/NST COACH BE GOING OVER 
ON A BI-WEEKLY BASIS IN OUR COACHING CALLS? 



YOU’LL ALSO KNOW 
HOW TO FIND WHAT’S 
UP IN EACH FUNCTION

So you can replicate this with 
performance coaching your VPs as well 

:D



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

1. WHAT IS OUR COACHING MODEL?

CONSULTANT COACH COLLEAGUE

❏ Are they healthy? 
❏ Are they hitting goals? 
❏ Are they growing? 
❏ Are they executing? 

❏ Team management 
bottlenecks

❏ Self-management 
bottlenecks

❏ Campaign/Engagement 
Feedback

❏ LC Growth Strategy Feedback
❏ VP Support Feedback

We’ll dive into consultant, the first step!



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

HEALTH.



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

Expansions

Projected to do 11 or more exchanges? 

1 exchange per member? 

$2,300 in Reserves? 

Projected to meet Expansion Code within 6 months? Even if 
you have 18 months, the sooner the better. 

HEALTH.



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

YEAR
 GOALS.



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

YEAR
 GOALS.

Look at year plan monthly/weekly goals for their function. Are 
they on track? 



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

GROWTH



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

GROWTH

IF these LCs aren’t growing in activity from the previous year, how can they 
expect to grow from last year for RESULTS? Let alone achieve their year 

goals? 



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 
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COACHING MODEL FT. CONSULTANT

STRAT.



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

STRAT. Lead → Open Open → 
Applicant

Applicant → Approve

6% or less 20% 33%

Leads 50 from 2017  and 200+ from  2016

Opens 15

Applicants 3

Approves 1

Lead Nurturing 
Strategy: Info session 
→ Consultation → 

Virtual Follow-up → 
Third in person 

touch-point

Uncertain if effort is balanced between leads nurturing for 2016 
and 2017 leads



VPs and SUPs still need to pay attention to 
functional information given by MCVPs for 
implementation & execution of strategies 

(e.g. running great consultations, marketing 
graphics, etc.) 

COACHING MODEL FT. CONSULTANT

STRAT. Lead → Open Open → 
Applicant

Applicant → Approve

6% or less 20% 33%

Leads 50 from 2017  and 200+ from  2016

Opens 15

Applicants 3

Approves 1

CALLS TO ACTION?
Begin leads gen. For 2017

Set deadline for all 2016 leads contacted. 



TO SUMMARIZE:

1. Are they healthy? 
2. Are they hitting goals? 

3. Are they growing? 
4. Are they executing? 



THANK YOU!

Make sure to what Part 2 on the 
“Coach” Phase. 


