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Chapter 8


Building A Customer Base Checklist 
Chapters 6, 7, and 8 covered on Part 2 of training call 3 and on calls 4 and 5.


Next Action Steps


� Establish a goal for completion of 10-10-10-10 (to qualify) by_________.


� Commit to a DMO of passing out ____ CDs/DVDs per week and hosting ___Wellness
Presentations per month until your business is qualified.


� Begin prospect follow-up with the help of sponsor and support team via three-ways.


� Contact several members of your support team (by phone, e-mail, Voice-Com, etc.) to
introduce yourself, hear their stories, and schedule three-way calls.


� Host Wellness Presentation(s) and complete follow-up with guests and those who didn’t
attend.


� Study the presentation outline for Wellness Presentations – Option 2 (from Chapter 7
or scripts at www.nsavirtualoffice.com) and take an active role at one of your upcoming
WPs. 


� Begin customer follow-up (phone calls, postcards, etc.).


� Determine which tracking forms you prefer using and begin downloading what you will
need from www.nsavirtualoffice.com. 


� Set up business organization for prospect, customer, and distributor care in an
Organizational Notebook or using your preferred system.


Next Education Steps
Read Chapters 9-14. Start with Chapters 10 and 11; then proceed with 9, 12, 13, and 14.


� Chapter 9 for team-building strategies


� Chapter 10 for further exploration of website capabilities and other tools of the business


� Chapter 11 to familiarize yourself with the audio and visual tools 


� Chapter 12 to increase your product knowledge


� Chapter 13 to understand the science behind Juice Plus+®


� Chapter 14 to get more information on the Juice Plus+ Children’s Research Foundation®
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4.5


BUSINESS STORY WORKSHEET


“Share Your Heartfelt Feelings”


Complete the statements to discover your 30- to 45-second core business story: 


1. “I was attracted to the Juice Plus+® business because… OR “Developing a Juice Plus+®


business appealed to me because_________________________________________________


_______________________________________________________________________________.”
(For example: I loved the product and it made sense that other people would too! I was
excited about being in a business with my friend/family member, I could work from home,
and I could start a business without changing my life.) 


2. “I became a Juice Plus+® distributor because…(your financial needs and desires)________


_______________________________________________________________________________.”
(For example: I needed extra money, I liked the idea of sharing health with others, I
wanted to stay at home with my kids, to prepare for-or supplement-my retirement, to 
provide extras for my family, and to create a business based on helping people.)


3. “What I want to achieve for myself and my family is (what you realize you can accomplish
financially) _______________________________________________________________________


_______________________________________________________________________________.”
(For example: extra income, stay at home with my children, college tuition, supplement
retirement, retire early, provide extras for my family, more time, freedom, and travel.)


Your story is really not about you. It is about the person’s life you will change by sharing it.


♥





		business appealed to me because: 

		undefined: 

		I became a Juice Plus+® distributor because…(your financial needs and desires: 

		undefined: 

		financially: 

		undefined: 
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CONNECTION RECORD FORM


Success Habit 2: Focus on Building Relationships


Source of Contact: � Referral of ________________  � NSA Lead ________  � Other _____________________


CONTACT INFORMATION:  Name ________________________________________________________________ 


Daytime Phone _______________ Is this � Home? � Work?   Alternate #s:______________________________


Address _______________________________________________ Employer: _______________________________


City ________________________________________________ State _____________ Zip ______________________


E-mail ___________________________ Fax ___________________ Best Way/Time to Reach _________________


Spouse? Any children?  (Names/ages)_______________________________________________________________


Health Concerns/Issues?____________________________________________________________________________________


Primary interest:  � Adding more F/V (JP+)   � Weight Loss (all products)   � Business   � Other ___________


JUICE PLUS+® EXPOSURES/INTEREST: (circle)   Caps   Chew   Gum   CRF   Com    Thins    Vin    Bus


____ 60-Second Story ____ Juice Plus+® 24-Hour Hotline ____ Juice Plus+® Website
Health Audios Health Brochures Event Invitations
_____ The Whole Truth in 15 Minutes _____ Recipe for Better Health ____ _________________________________
_____ The Science of Juice Plus+® _____ Juice Plus+ Orchard and Garden Blends® ____ _________________________________
_____ An Easy Solution _____ Science of Juice Plus+® ____ _________________________________
_____ From Here to Longevity _____ JP+ Gummies®


_____ Call Me in the Morning _____ JP+ Children’s Research Foundation®


_____ In Case of Emergency _____ Guide to Better Health Events Attended
_____ Run Faster, Jump Higher _____ Juice Plus+ Vineyard Blend® ____ ________________________________
_____ Making a Difference _____ Research Packet ____ ________________________________
_____ Surviving to Thriving _____ Prevention+ Newsletter ____ ________________________________
_____ Exploding the Diet Myth _____ HLP On-the-Go Book
_____ Digging Your Grave with Your Fork ____ __________________________________ Business Audios
_____ Woman to Woman ____ __________________________________ _____ Ron Blue Virtual Franchise CD
_____ Nine Simple Steps ____ __________________________________ _____ Sean and Jennifer Myers Virtual 
_____ The Power Behind Juice Plus+® ____ __________________________________ Franchise CD


____ __________________________________
Three-Way Calls ____ __________________________________ Business Brochures
____ ________________________________ _____ Part-Time Magic
____ ________________________________ Personalized Health Articles _____ Virtual Franchise Brochure
____ ________________________________ ____ _________________________________ _____ Professional Support Program (PSP)
____ ________________________________ ____ _________________________________ _____ Success Express


ORDER INFORMATION:  Start Date ____________________________  Billing/Shipping Cycle:  � 4I � 2I � Pay-In-Full  


______ Orc and Gar   ______Chew     ______ Gum    ______ Com (Ch – Van – Var)    ______ Thins (Ch – AC – Var)    ______ Vin


______ CRF – Child’s Name/Birthdate/Product ________________________________________________________Caps or Chew


Notes:
________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________
Other question ideas: circle of influence (activities), stress level, current health habits (e.g., plant-based diet? exercise? drink purified
water? take supplements? which ones?) job satisfaction, spouse’s occupation, birthday 


DATE Follow up checklist NOTES
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DATE Follow-up checklist NOTES
Prospect Care


Call #1. Ready to order? If not, offer: �more time to listen; 
� info; � three-way call; � event (PPL or WP) 


Call #2 (if needed). Ready to order? If not, offer:_more 
time to listen; � info; � three-way call; �event (PPL or WP)
Call #3 (if needed). Ready to order?  If no, use take-away 
script on page 7.7/ �offer mailing list; �other:______
Place order at www.nsaonline.com or fax to 901-850-3061 
(Include credit card name, number, expiration date and e-mail) 


New Customer Care
Send a follow up piece, such as Guide or Recipe for Better 
Health Brochure with the following handwritten note:
“Dear__, Thank you and congratulations for deciding to 
add more fruits and vegetables to your diet with Juice 
Plus+®. I’ll be staying in touch to help monitor your 
progress. Best of health,_” �Consider a gift such as an 
orange or blue pill box, or Acorn 


Address 4 Follow-up postcards – �Write in mailing dates 
where the stamp will go (card #1- 7-10 days later, #2-30
days later, #3- 60 days later, #4- 90 days later). �File
postcards 2, 3, and 4 by month, Jan – Dec. (mail monthly).
� Include card #1 in current week’s mailing.


Add customer to database system and email address 
book (spreadsheet, planner, outlook, palm pilot, etc.)
File this and order form in your Organizational
Binder (see pg. 8.5) by last name – A-Z tabs


Continuing Customer Care (NSA WILL REMIND YOU)


Virtual Tracking Customer Call #1 –  After10 days of 
signing up: �received shipment? �received NSA emails?
� follow-up from me? �taking ok? �referrals?    


Virtual Tracking Customer Call #2 – After 30 days:
�remembering? �spouse taking also? (may need more 
sooner) � Invite to event (HLP, PPL or listen to 800#, conf 
call); �Need another CD/DVD or info on 
Vineyard/Complete/Thins?    


Virtual Tracking Customer Call #3 – After 100 days: 
�Ready for 2nd box? �Reinforce that staying healthy is a 
lifetime commitment. �Offer new CD �Referrals?    


Next Ship Date: ___/____/____After 2nd box – Send thank 
you note (JP+ “Stay Well” card) and consider gift (a second
CD, pill box, shaker, etc.)


Ongoing Follow-up Ideas


• Invite to HLPs or Prevention Plus+ lectures.
• Send newsletters or articles every 8-12 weeks.


• Send occasional informational e-mails.
• Check Genealogy Report monthly and call before each box is to be re-shipped.


• Send card on anniversary of Juice Plus+® start date!


Suggested Handwritten notes for postcards:     


#1 You are going to LOVE Juice Plus+®!
#2 Isn’t it great to know, Juice Plus+® is hard at
work in your body?
#3 What a gift you are giving your body everyday
with Juice Plus+®


#4 I trust you will make Juice Plus+® a permanent part
of how you take care of your health. Your next box is
set to ship on ______. Call me if you need to adjust it.





		Referral of: Off

		NSA Lead: Off

		Other: Off

		Success Habit 2: Focus on Building Relationships: 

		undefined: 

		undefined: 

		undefined: 

		CONTACT INFORMATION:  Name: 

		Home: Off

		Work: Off

		undefined: 

		Daytime Phone: 

		Alternate #s: 

		Address: 

		Employer: 

		Zip: 

		E-mail: 

		State: 

		Best Way/Time to Reach: 

		Fax: 

		Spouse? Any children?  (Names/ages: 

		Adding more F/V (JP: Off

		Weight Loss (all products: Off

		Weight Loss (all products: Off

		Business: Off

		Other: Off

		undefined: 

		JUICE PLUS+® EXPOSURES/INTEREST: (circle: 

		CRF: 

		Juice Plus+® 24-Hour Hotline: 

		Event Invitations [1]: 

		Event Invitations [2]: 

		Event Invitations [3]: 

		Events Attended [1]: 

		Events Attended [2]: 

		Events Attended [3]: 

		HLP On-the-Go Book [1]: 

		HLP On-the-Go Book [2]: 

		HLP On-the-Go Book [3]: 

		HLP On-the-Go Book [4]: 

		HLP On-the-Go Book [5]: 

		HLP On-the-Go Book [6]: 

		Three-Way Calls [1]: 

		Three-Way Calls [2]: 

		Three-Way Calls [3]: 

		Three-Way Calls [4]: 

		Personalized Health Articles [1]: 

		Personalized Health Articles [2]: 

		ORDER INFORMATION:  Start Date: 

		Billing/Shipping Cycle: 

		4I: Off

		2I: Off

		Pay-In-Full: Off

		undefined: 

		CRF – Child’s Name/Birthdate/Product: 

		Chew: 

		Gum: 

		Com (Ch – Van – Var: 

		Vin: 

		Notes [1]: 

		Notes [2]: 

		Notes [3]: 

		Notes [4]: 

		Notes [5]: 

		Notes [6]: 

		info: Off

		three-way call: Off

		event (PPL or WP: Off

		Call #1. Ready to order? If not, offer:  more time to listen; info; three-way call; event (PPL or WP): 

		info: Off

		three-way call: Off

		event (PPL or WP: Off

		Call #2 (if needed). Ready to order? If not, offer:_more time to listen; info; three-way call; event (PPL or WP): 

		Call #3 (if needed). Ready to order?  If no, use take-away: Off

		offer mailing list: Off

		other: 

		Call #3 (if needed). Ready to order?  If no, use take-away script on page 7.7/ offer mailing list; other:: 

		Place order at www.nsaonline.com or fax to 901-850-3061 (Include credit card name, number, expiration date and e-mail): 

		New Customer Care: 

		(New Customer Care, <Row 1>): 

		Consider a gift such as an: Off

		(New Customer Care, <Row 2>): 

		undefined: Off

		undefined: Off

		undefined: Off

		set to ship on: 

		(New Customer Care, <Row 3>): 

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., Add customer to database system and email address book (spreadsheet, planner, outlook, palm pilot, etc.)): 

		(New Customer Care, <Row 4>): 

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., File this and order form in your Organizational Binder (see pg. 8.5) by last name – A-Z tabs): 

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., Continuing Customer Care (NSA WILL REMIND YOU)): 

		(Continuing Customer Care (NSA WILL REMIND YOU), <Row 1>): 

		received shipment: Off

		received NSA emails: Off

		follow-up from me: Off

		taking ok: Off

		referrals: Off

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., Virtual Tracking Customer Call #1 –  After10 days of signing up: received shipment? received NSA emails? follow-up from me? taking ok? referrals?): 

		(Continuing Customer Care (NSA WILL REMIND YOU), <Row 2>): 

		remembering: Off

		spouse taking also? (may need more: Off

		Invite to event (HLP, PPL or listen to 800#, conf: Off

		Need another CD/DVD or info on: Off

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., Virtual Tracking Customer Call #2 – After 30 days: remembering? spouse taking also? (may need more sooner) Invite to event (HLP, PPL or listen to 800#, conf call); Need another CD/DVD or info on Vineyard/Complete/Thins?): 

		(Continuing Customer Care (NSA WILL REMIND YOU), <Row 3>): 

		Ready for 2nd box: Off

		Reinforce that staying healthy is a: Off

		Offer new CD: Off

		Referrals: Off

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., Virtual Tracking Customer Call #3 – After 100 days: Ready for 2nd box? Reinforce that staying healthy is a lifetime commitment. Offer new CD Referrals?): 

		(Continuing Customer Care (NSA WILL REMIND YOU), <Row 4>): 

		undefined: 

		(#1 You are going to LOVE Juice Plus+®! #2 Isn’t it great to know, Juice Plus+® is hard at work in your body? #3 What a gift you are giving your body everyday with Juice Plus+® #4 I trust you will make Juice Plus+® a permanent part of how you take care of your health. Your next box is set to ship on . Call me if you need to adjust it., Next Ship Date: / / After 2nd box – Send thank you note (JP+ “Stay Well” card) and consider gift (a second CD, pill box, shaker, etc.)): 
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Sunday Monday Tuesday Wednesday Thursday Friday Saturday


New
Prospects


Prospect 
Care


Customer
Care


Distributor
Care


Name of Contact


For the Month of____________________    Week of________________________


2X2X2X2
DAILY METHOD OF OPERATION
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DESIGNING YOUR TEAM 
Identify five people you admire and respect and would like to spend more time with. Answer the 
following questions about each: How do you know them? (friend, co-worker, etc.) What do you know
about them? (cancer survivor, mom) What have you already shared about Juice Plus+®? If you need
more space, a pen and pad works equally well or use the form on page 9.5. Your sponsor will help
you with the “next steps.”


1. Next Steps:


2. Next Steps:


3. Next Steps:


4. Next Steps:


5. Next Steps:


Who do you 
know who is… 


� Credible and 
connected


� $ motivated and 
entrepreneurial


� Positive  
� Cause-oriented
� Ready for a 


change 
� Likes to help    


others 
� Self starter and 


teachable
� Health conscious


For each person,
include…


� City/state, 
� Age
� Occupation
� Spouse’s 


occupation,
� Children’s ages
� Group affiliations/ 


circle of influence 
� What you like, 


love and/or 
respect about 
them


NAME





		1. Next Steps:: 

		Next Steps:: 

		2. Next Steps:: 

		Next Steps:: 

		3. Next Steps:: 

		Next Steps:: 

		4. Next Steps:: 

		Next Steps:: 

		5. Next Steps:: 

		Next Steps:: 

		TextField1: 
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A
Ask people if they have 


heard about Juice Plus+®


B
Be generous and ask if they


would like to learn more about
the benefits of Juice Plus+®


C
Consistently follow up and ask


if they are ready to start getting
healthier with Juice Plus+®


Share your story with 
enthusiasm.


(Refer to Chapter 4)


Share a CD or DVD.
(Refer to Chapter 11)


Complete and place their 
Juice Plus+® order.


(Refer to pages 5.9-5.11)


FAMILY and RELATIVES
Father, mother, father- and mother-


in-law, children, brothers, 
sisters, uncles, aunts, nieces, 


nephews, cousins, etc.


NEIGHBORS, FRIENDS, 
CO-WORKERS


Including those of spouse and/or
other family members


GROUPS and AFFILIATIONS
Church, Rotary, Kiwanis, 


political clubs, professional 
organizations, etc.


PEOPLE YOU DO 
BUSINESS WITH


Doctor, lawyer, barber, merchant,
grocer, dry cleaner, insurance 


or real estate


PAST ASSOCIATES
Schoolmates, job associates, 
people in your former town, 


neighbors who have moved, etc.


YOU FIRST
BECOME A 
Juice Plus+®


PREFERRED
CUSTOMER


If you need more room,
you can create a 
MEMORY JOGGER
(page 5.3) for each of
these groups. You may
also want a separate
“local” list and “long-
distance” list since your
approach will likely be
different


1.__________________________


2.__________________________


3.__________________________


4.__________________________


5.__________________________


1.__________________________


2.__________________________


3.__________________________


4.__________________________


5.__________________________


1.__________________________


2.__________________________


3.__________________________


4.__________________________


5.__________________________


1.__________________________


2.__________________________


3.__________________________


4.__________________________


5.__________________________


1.__________________________


2.__________________________


3.__________________________


4.__________________________


5.__________________________


CREATING A HEALTHIER WORLD AROUND YOU
IS AS EASY AS A-B-C


People you know – your warm market – will give you lots of practice in building your skills and
are key to the successful launch of your new enterprise… easy as A-B-C!





		1: 

		2: 

		3: 

		4: 

		5: 

		1: 

		2: 

		3: 

		4: 

		5: 

		1: 

		2: 

		3: 

		4: 

		5: 

		1: 

		2: 

		3: 

		4: 

		5: 

		1: 

		2: 

		3: 

		4: 

		5: 
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Getting Started Checklist (Chapters 2-5)


First Action Steps
Chapters 2-4 (Covered on Training Calls 1 and 2)
� Submit your distributor application with $50 to NSA (annual renewal is $40). This can be


completed online (see next step) or faxed to NSA at 901-850-3063. You will receive your
Starter Kit, which includes the Virtual Franchise Owner’s Manual and some sales support
materials.


� Complete the Goal Setting Worksheet on page 2.4.
� Complete your Story Worksheets on pages 4.3 and 4.5.
� Identify the first five people you would like to have as customers on page 5.2.
� Listen to training calls 1 and 2 as soon as possible calling 212-990-7090.


Chapter 5 (Covered on Training Call 3, Part 1)
� Set up your Virtual Office with your own Juice Plus+® Product and Business websites


($15/month deducted from your earnings). Click on log in on the menu bar, select United
States, click on bar that reads CLICK HERE TO SIGN UP ON NSA Virtual Office and
select level 2.


� Become your first re-order customer! Fill out Preferred Customer Order Forms for your
household – online if you choose after signing up at NSA Virtual Office! (If you’re already a 
customer, call Distributor Support at 901-850-3000 and have it switched to your 
distributor number.)


� Sign up for Voice-Com Classic Box – $19.95 per month (First month FREE) See form on
page 5.7 or visit www.nsa.voicecom.com or call 800-327-8898 to order by phone.


� Place an order from Promo Plus+ for your initial supplies at www.nsapromoplus.com
or call 888-552-8200.


Next Action Steps 
� Continue adding names using the A-B-C or Memory Jogger forms on pages 5.2 and 5.3


(shoot for at least 25).
� Begin sharing CDs/DVDs (suggested Language in Chapter 6) and track new customers


using the forms on pages 5.13 and 5.14.
� Set the dates for your first Wellness Presentations (read more in Chapter 7) and fill in the


dates on your Monthly Event Planner, using the form on page 5.4.
� Using the form on page 5.16, identify potential team members to discuss with your sponsor.


Next Education Steps
� Read Chapters 6 through 8
� Continue with the training call series after you’ve read the chapters covered.
� Listen to the CDs and DVDs in your Starter Kit and review the print materials.
� Begin listening to 24-hour Hotline options at 800-942-1260 as well as any team training


calls: ____________________________________________________________________________
� Check out websites including: www.juiceplus.com, www.nsavirtualoffice.com, 


www.nsavirtualfranchise.com,  www.childrensresearch.org
Other:_______________________________________________________


� Attend local events and trainings (more in Chapter 6)
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Goal Setting Worksheet


1. What is my purpose for starting a Juice Plus+® business?


______________________________________________________________


___________________________________________________________________


_________________________________________________________________


_____________________________________________________________


2. When would I like to have that happen?


_________________________________________________________________


3. What are you willing to do to make that happen?


a. In terms of time?______________________________________________


b. Money (towards education, tools, etc.)?____________________________


c. Commitment?_________________________________________________


______________________________________________________________


________________________________________________________________


______________________________________________________________


____________________________________________________________________


_________________________________________________________________


__________________________________________________________


4. Where would I like to see my income in 3-5 years?_________________________


5. Based on my answers – what is my WHY for doing this business?____________


_________________________________________________________________


Be sure to share this worksheet with your sponsor and support team so they can 
support you in your goals.
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How would 
more money 
change my 


life?


How many hours in
a week can I carve 


out to begin achieving
my goals?


What
obstacles


will I need to 
overcome?


What strengths 
do I bring to the


table?


Where will I 
need personal 
development
and coaching?


How would 
more time 


change my 
life?


How would
making a 


difference
change my life?





		1. What is my purpose for starting a Juice Plus+® business [1]: 

		1. What is my purpose for starting a Juice Plus+® business [2]: 

		1. What is my purpose for starting a Juice Plus+® business [3]: 

		1. What is my purpose for starting a Juice Plus+® business [4]: 

		2. When would I like to have that happen: 

		a. In terms of time: 

		b. Money (towards education, tools, etc: 

		c. Commitment [1]: 

		c. Commitment [2]: 

		c. Commitment [3]: 

		c. Commitment [4]: 

		c. Commitment [5]: 

		c. Commitment [6]: 

		c. Commitment [7]: 

		4. Where would I like to see my income in 3-5 years: 

		5. Based on my answers – what is my WHY for doing this business: 

		undefined: 










Memory Jogger
and Resource Tracking Sheet


Your Name:     
Start Date:     
 


 Name Address E-Mail Phone No.     
1         


2         


3         


4         


5         


6         


7         


8         


9         


10         


11         


12         


13         


14         


15         


16         


17         


18         


19         


20         


21         


22         


23         


24         


25         
 





		Your Name: 

		Start Date: 
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		Phone No.: 
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		(E-Mail, 1): 

		(Phone No., 1): 
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		(Phone No., 9): 

		(Address, 10): 
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		(Address, 18): 
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		(Address, 19): 

		(E-Mail, 19): 
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		(Address, 21): 
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		(Address, 22): 
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Wellness Presentation 
Date:   Date:   
Time:   Time:   
Place:   Place:   


      


Your  
Monthly 
Events 


(1 each week) 


 
 


 
 


 


Conference and 3-Way Calls 
Date/Time:   Date/Time:   


Place:   Place:   
Speaker:   Speaker:   


       


 


 


Invitation List 
(Include Name, Phone,  
Event & RSVP results) 


Event Type 1   2   3   4   5   
Place      


Date/Time      


Name Phone # RSVP 
Result 


RSVP 
Result 


RSVP 
Result 


RSVP 
Result 


RSVP 
Result 


1       


2       


3       


4       


5       
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7       
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Prevention Plus+ Lectures/Webinars 
Date/Time:   Date/Time:   


Place:   Place:   
Speaker:   Speaker:   


      


Local Team Trainings/Webinars 
Date:   Date:   
Time:   Time:   
Place:   Place:   


      


NSA Conference NSA Bootcamp 
Date:   Date:   
Time:   Time:   
Place:   Place:   


      


Plan 4 or 5 events 
each month 
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4.3


PRODUCT STORY WORKSHEET


“Share Your Heartfelt Feelings”


Complete the following statements to create your own 30- to 45-second product story.


1. “I was attracted to Juice Plus+® because..., OR “It made sense to me because


__________________________________________________________________


_________________________________________________________________.”


(For example: I knew my family and I didn’t eat enough fruits and vegetables, a doctor or
trusted friend shared it with me, it was simple and convenient, the research was convincing.)


2. “I decided to take Juice Plus+® because____________________________________


_________________________________________________________________.”


(For example: It was something good I could do for myself everyday, I have a family
history of heart disease and cancer, prevention is important to me, it allowed me to give
my children the benefit of fruits and vegetables each day.)


3. “I will continue to take Juice Plus+® because_________________________________


_________________________________________________________________.”


(For example: I love the way I feel (general statements like “more energy” – not disease
specific); it protects my body and gives me the physical edge I need to maintain quality of
life and longevity, I love the way I feel and science demonstrates that it really works!)


You need to know how to share your story from the very beginning, to become so 
comfortable with it that you can share it anytime, anywhere, any place. In fact, 
you really have two stories to share: a product story you share with everyone 


and a business story you share more selectively.


♥





		1. “I was attracted to Juice Plus+® because..., OR “It made sense to me because: 
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Column 1 Column 2


TOTAL PVC Monthly PVC  2
Date of Date Product(s) for tracking 6% or 4 Installments


Customer Name order Processed Purchased and 14% (see below)
(Promo PV) (PBQ)


Yourself!


2.


3.


4.


5.


6.


7.


8.


9.


10.


11.


12.


13.


14.


15.


16.


17.


18.


19.


20.


Column Totals (transfer to next page)


Product Total PVC 2I PVC 4I PVC
Juice Plus+® Orchard and Garden 101.25 50.62 25.31


Juice Plus+ Complete®


(4 cans/case) 63.00 31.50 15.75


Juice Plus+ Thins® (8 bottles) 60.00 30.00 15.00


Juice Plus+ Vineyard® 60.00 30.00 15.00


JP+ Gummies® or Juice Plus+® Chewables 52.50 26.25 13.13


GOAL 1 – Fast Track to the Virtual Franchisee position in your
first 60 days by starting the 10-10-10-10 method:
10 – You + 9 customers in 1st month = 1,000 PVC (more


than enough for first promotion to DD 6%)
10 – Add 10 customers in 2nd month = 1,000 PVC = 2,000


PVC (enough for second promotion to VF 14%)


GOAL 2 – Add 10 customers in month 3 and 10 customers
in month 4 to QUALIFY your business for bonuses!


Use this form to track your progress:
1. Accumulate 500 PVC in Column 1 to reach 6%
2. Accumulate 2,000 PVC in Column 1 to reach 14%
3. Accumulate 1,000 PVC in Column 2 to “qualify” 


your business for 5% performance bonus
4. Next, help others achieve Goals 1-3 above


[To reach Sales Coordinator (22%), help 3 people reach
the 6% level and accumulate 12,000 PVC (with your
distributors) in Column 1]


Key for
Abbreviations


2I = 2-month
installment


4I = 4-month
installment


QUALIFIER’S TRACKING FORM


GOAL 1 – Tracking to Virtual Franchisee (5.13)


5.12
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5.13


Column 1 Column 2
TOTAL PVC Monthly PVC  2


for tracking 6% or 4 Installments
and 14% (see below)


(Promo PV) (PBQ)


Customer Name Date of Date Product(s)
Order Processed Purchased


21.


22.


23.


24.


25.


26.


27.


28.


29.


30.


31.


32.


33.


34.


35.


36.


37.


38.


39.


40!!


Keep Going!


TOTAL PVC


Product Total PVC 2I PVC 4I PVC
Juice Plus+® Orchard and Garden 101.25 50.62 25.31
Juice Plus+ Complete®


(4 cans/case) 63.00 31.50 15.75
Juice Plus+ Thins® (8 bottles) 60.00 30.00 15.00
Juice Plus+ Vineyard® 60.00 30.00 15.00
JP+ Gummies® or Juice Plus+® Chewables 52.50 26.25 13.13


Key for
Abbreviations


2I = 2-month
installment


4I = 4-month
installment


Goal 2 - Tracking to Qualify (5.14)


TOTALS (from prior page)
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9.13


At the end of
each business
month, fill in
the blanks to
chart your
progress and
where you
need to focus
to achieve
Royal Crown.


2x2x2x2 Activity to
Achieve Royal Crown


• Follow up with 2 current 
prospects


• Connect with 2 of your
customers 


• Connect with 2 distributors
• Connect with 2 new


prospects to share Juice
Plus+®


Monthly Installment PVC


Juice Plus+® Orchard/  
Garden blends . . 24.38
Gummies . . . . . . . 13.13
Chewables. . . . . . 13.13
Vineyard . . . . . . . 15.00
Complete . . . . . . 15.75
Thins . . . . . . . . . . 15.00


Total New Dollars for the Month


$__________________________________


(= New PC $ + New DD $ + New VF $)


“ROYAL CROWN” MONTHLY SCORECARD
If your goal is to increase your income quickly by building a team, this is a great activity plan.  It focus-
es on all the high payoff activities: adding customers, and new distributors, coaching with distributors
to VF and teaching them to qualify their businesses. It also includes qualifying your own business for
5% and 4% bonuses, and connecting team members via Voice-Com.


Add one new Direct
Distributor 6%


Add five new 
Preferred Customers


1. _________________ PVC_____
2. _________________ PVC_____
3. _________________ PVC_____
4. _________________ PVC_____
5. _________________ PVC_____
New PC PVC _____ 
New PC $_____


1. __________________________


New DD PVC _____       
New DD $ ______


Previous month’s 
DD at 6% to


Virtual Franchise at 14% 


1. __________________________


New VF PVC _____
New VF $ ______


Qualify your Business
(X2) PBQ and POBQ


PBQ total_________
(goal is 1,000 minimum)


POBQ total_________
(goal is 3,000 minimum)


Qualifier Name(s)
Add Qualifiers and Voice-Com Users


___________________________________________________________
___________________________________________________________
___________________________________________________________


Royal
Crown
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Impact of Royal Crown Activity in Just One Month


Activity PVC $$$ Amount


For A Virtual Franchisee
(14% commission)


Activity PVC $$$ Amount


For A Sales Coordinator
(22% commission)


Use the 2x2x2x2 Plan**


The recommended daily activity to achieve Royal Crown is:


• Contact 2 new prospects;


• Follow up with 2 current prospects;


• Connect with 2 of your customers;


• Connect with 2 of your distributors;


and, remember to check Voice-Com and e-mail.


A 2x2x2x2 Daily Method of Operations Worksheet is available on page 9.15.


**Choose an activity plan that works best for you. The important concepts are to be consis-
tent and give attention to all areas of your business.


Add 5 new
Preferred


Customers
(Orchard and


Garden)


Start one 
person with 


10-10-10-10 to
Direct Dist. 


Promote last
month’s DD to VF
(with month 2 of


10-10-10-10)


TOTAL


5 PCs 
X 25 installment PVC each =


125 PVC X 14% =
$17.50 commissions +


5PCs x $20 retail profit each =
$100 Retail Sales Profit


TOTAL $117.50


10 PCs 
x 25 installments each =


250 PVC x 14% =
$35.00


14% - 6% = 8% 
+ 5% (Bonus) = 13%


X 250 PVC =
$32.50


$185.00 increase in your check


125


250


250


625


Add 5 new
Preferred


Customers
(Orchard and


Garden)


Start one 
person with 


10-10-10-10 to
Direct Dist. 


Promote last
month’s DD to VF
(with month 2 of


10-10-10-10)


TOTAL


5 PCs 
X 25 installment PVC each =


125 PVC X 22% =
$27.50 commissions +


5PCs x $20 retail profit each =
$100 Retail Sales Profit


TOTAL $127.50


250 PVC x 22% =
$55.00


22% - 6% = 16% 
+ 5% (Bonus) = 21%


X 250 PVC =
$52.50


$235.00 increase in your check
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 Sponsor’s Call Outline for New Distributors 
              
 


         Rebroadcast 
    Coaching      Training Calls: 
       Call: NSA Online or 212-990-7090 Worksheets:             Notes: 


 
 1: Orientation to the    Goal Setting Worksheet (2.4)                  


          Virtual Franchise        Product Story (4.3)       
         Deana Christofferson &     Easy as A-B-C sheet (5.2) 
          Sharron Rankin   Memory Jogger (5.3) 


   2: Sharing Your Story  Fill in Monthly Event Planner (5.4) 
            Carol Ranoa    Qualifier’s Tracking Form (5.12, 5.13) 
       Explain 10x10x10x10 
       Connection Record Form (8.2, 8.3)  
       Set date for Wellness Presentations (Call 4) 
       Review Placing Product Order (5.11) & online option 


 
 3: Building Your    Review Qualifier’s Tracking Form progress 


  Juice Plus+®    Business story (4.5) 
    Customer Base   Next Step Connections (Schedule 3-Ways) 
   Cynthia Gompers &   Review Business Building Tools: 


     Jennifer Myers   DMO (6.2) 
       Virtual Office (5.8) 
       Voice-Com (5.5) 
       Promo Plus (5.8)   


 
 4: Wellness Presentations  Review Qualifier’s Tracking Form progress 


         Julie Herbst & Kathrine Lee  Review Next Step Connections 
             Designing Your Team (5.15) 


                                     Confirm completion of Chapter 5 Checklist (5.16) 
 


 5: Organizing Your    Review Qualifier’s Tracking Form 
         Customer Care   Review Next Step Connections 
         Joy Kelly & Dawn Rathmann  Royal Crown Scorecard (9.13) and 2x2 
     Organizational Workbook (8.5) 
     Confirm completion of Chapter 8 Checklist (8.10)   


 
 6: Building a Team   Review Qualifier’s Tracking Form & Next Step Connections 


        Lynora Bayless & Chris Drobes  Answer remaining getting started questions 
                 Check Team Building Checklist (9.21) 
     Bring upline guest to the call to: 


       Share their story, vision & team support 
       Encourage their ‘Why’ 
       Build for events & next steps 


Name __________________________ 
 
Sponsor ________________________ 
 
Phone/email: _____________________ 


Call 1 
Chapters 


1-4 


 Call 2 
Chapters 
     5-6 


Call 3 
Chapter 


7 


Call 4 
Chapter 


8 


Call 5 
Chapter 


9 
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9.19


Chapter 9


Team Building Checklist (Chapter 9)


Next Action Steps (Covered in Training Call 6)


1. Continue to identify customers you would love to work with and write out the relevant
details to discuss with your sponsor. Discuss next steps. (Can use Designing a Team
Worksheet or Customer Care Worksheet, pages 5.15 and 9.5, respectively)


2. Equip yourself with a variety of educational exposures to have with you at all times
(several CDs/DVDs, event flyers, copies of articles, list of 800 calls, etc.)


3. Ask your sponsor for coaching, as needed, regarding the use with your new team mem-
bers of the Sponsor Checklist on page 9.14.


Check off the skills you have mastered:
1. I can fill out a Distributor Application with a new distributor.


2. I feel comfortable with my product and business stories and am sharing them at every
opportunity!


3. I am setting follow-up appointments (day and time) within 72 hours of sharing information
with prospects. 


4. I understand the importance of customer care and have organized my follow-up efforts.  I
am planting seeds for the business when I identify customers who are excited about Juice
Plus+®.


5. I am prepared to teach someone how to use the 10-10-10-10 to achieve 6%, 14%, qualify
his/her business, and to duplicate this effort with others.


6. I have completed a three-way call with my sponsor (or support team member) to share the
business with a prospect.
• I am prepared to help facilitate a Wellness Presentation for a new team member:
• I can download flyers from www.nsaonline.com.
• I have necessary supplies on hand.
• I have practiced suggested presentation outline (Option 2).


7. I can promote distributors by fax or online.


Next Education Steps
Read Chapters 15-16 


1. Chapter 15 outlines the Professional Support Program that NSA offers for busy professionals.


2. Chapter 16 provides a full explanation of Distributor Earnings, along with suggested goal
steps to accomplish each position.








 
 Welcome to Juice Plus+® and the New Distributor Coaching Program!


As you begin your journey towards sharing the benefits of Juice Plus+®, you will 
find it helpful to learn the basics of what we do. This coaching program is 
designed to familiarize you with the Virtual Franchise Owners Manual, help you to 
share Juice Plus+® information, and give you an understanding of how we 
organize and run our business. 
 
The coaching program will give you a complete picture of how to achieve success 
by covering information over a 5 week call series.  Please print and place the 
worksheet packet in a 3 ring binder.  This material will be covered throughout the 
series. 
 
 
Before each scheduled call with your coach: 
 


1. Following the Sponsor’s Call Outline, Listen to the corresponding 
Rebroadcast Training Call at 212-990-7090.  You may also 
download the training call at www.nsavirtualoffice.com by going to 
the Training tab and clicking on Training Calls. The calls are 
available in mp3 format within the corresponding chapters. 


 
2. Fill out the bolded worksheets listed for each weekly call and fax or 


email them to your coach before the call.  This will save valuable 
time for both you and your coach. 


 
3. Please come to the call on time, prepared, focused, and ready to 


learn. 
 


 
 
Remember, you are in business for yourself, but not by yourself!  You have a team 
of mentors willing to teach you everything they know to ensure your success.  
Once you are familiar with our tried and proven systems, you will be well trained 
and ready to share Juice Plus+®, making a difference in the lives of many! 


 



http://www.nsavirtualoffice.com/



