
Our goal is to create
life long, raving fan 

customers!  Many will 
become distributors and 
some will just love our 
products and send us 

referrals!



A Series of Educational and Relationship Exposures move 
Prospects to Customers, Customers to Raving Fan 

Customers, and Raving Fan Customers to Distributors. 

 

 

 

Date:  Friday, November 22nd 

Time: 7:30 pm 

                                          Westin Hotel 
    400 Corporate Drive, Ft. Lauderdale 
                Off I95 & East Cypress Creek Road 
                                                Guests are FREE    

For more information contact:  Julie Herbst 561-212-3981 

juliejp@me.com 
 

“Top Health Tips for All Ages” 
Dr. William Sears, Pediatrician  

 

 

 

 

Practical tools for building a healthier lifestyle for 
your WHOLE family! 

+  How to eat more fruits and veggies easily 
+ Simple ways to eat better so the extra weight comes off 

+  How to identify harmful ingredients in food  
+  How to fuel your body properly for physical activity  

+  How to build your immune system  and reduce your risk of 
cancer, heart disease, diabetes, arthritis, asthma etc…  

+ Practical tools for living healthier including Juice Plus+! 
 

Sponsored by Juice Plus+ - “Inspiring Healthy Living Around the World” 
 

Please join us and bring guests! 
 

Time:  Saturday, July 27th at 10:30am or  
Tuesday:  July 30th at 3:00pm 

 
Place: Home of Sharon Farrar 

9160 NW 21st ST, Coral Springs, FL 33071 
 

Brunch will be available on Saturday and healthy snacks on 
Tuesday. Presentation will begin 15 minutes after set time. 

 
RSVP Michelle 954-261-7405 or Sharon 954-579-4009 
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What does our company 
do for our customers?

• Emails us a confirmation after we place a new order

• Emails us reminders to call our customers 3 times during their first 4 months

• Emails our customers beautiful, educational emails during their first 90 days 
that reinforce the JP+ habit.  The final email contains a link to take a survey.

• Emails us a Preferred Customer Genealogy Report each month to remind us 
to call our customers before their next shipment

• There are Virtual Office ALERTS to remind us to take care of our customers

• Sends our customer free product through the JP+ Effect program

• Ongoing information is available to our customers via www.juiceplus.com

http://www.juiceplus.com
http://www.juiceplus.com


What do WE do for our 
customers?

• Place the new order

• Call our customers 3 times during their first 4 months 

• Be sure they fill out the Juice Plus+® Effect Survey to receive free product

• Review our Preferred Customer Genealogy Report each month and call our 
customers before their next shipment.  If their credit card declines we need 
to fix their card. 

• Check our Virtual Office ALERTS and do our customer care

• Follow up on the free product sent through the JP+ Effect program

• Continual Exposures to Customers to build belief and relationship (i.e. invite 
to events, send new tools, be sure to share any updates etc.)



3 Phone Calls from us!



7 Emails from our company





We want to encourage our new customers to take their JP+ 
consistently during their first 4 months in order to receive some 
free products with their 2nd shipment!  Our customers receive a 
link to take the survey on their own or we can do it with them.  
The survey is a wonderful way to learn what your customer has 

experienced!  Very often, they have had benefits of some kind and 
this may open the door to a conversation about the business!





We want to encourage our new customers to take their JP+ 
consistently during their first 4 months in order to receive some 
free products with their 2nd shipment!  Our customers receive a 
link to take the survey on their own or we can do it with them.  
The survey is a wonderful way to learn what your customer has 

experienced!  Very often, they have had benefits of some kind and 
this may open the door to a conversation about the business!



Our company will send 
information with 

shipments of Juice Plus+



Our company will send 
beautiful, education 
newsletters to our 

customers!  







Keep great customer records 
(Use the Connection Record Form)

• Important Information (i.e. 
What they hope to gain 
from taking Juice Plus+®)

• Conversations 

• Exposures you have shared 
(i.e. YouTube videos, 
articles, brochures etc.)

• Events they attend

Connection Record Form for Prospects/Customers 
Source of Contact:  ! Referral of _______________  ! NSA Lead ____  ! Other _________________________________ 

 
Name _______________________________ Phone ________________________Cell:_______________________________ 

 
Address ______________________________________________________City ____________________________________ 
 
State ________________ Zip ___________________    Employer: _______________________________________________ 
 
E-mail ________________________________________Best Way/Time to Reach ___________________________________ 

 
Spouse/Children?(names/ages)___________________________________________________________________________ 

 
Health Concerns/Issues?________________________________________________________________________________ 

 
Interest:  ! Adding more F/V (JP+); ! Weight Loss  ! Business; ! Other ________________________________________ 

 
Series of Exposures (CD/DVD’s, Events) 
Exposure #1 _________________________________________________________________________________________ 
Exposure #2 _________________________________________________________________________________________ 
Exposure #3 _________________________________________________________________________________________ 
Exposure #4 _________________________________________________________________________________________ 
Exposure #5 _________________________________________________________________________________________ 

 
Prospect Calls (It is suggested to make 3 follow up calls to give prospects time to review info and order) 
_____Call #1 Ready to order? If not, offer: more time to listen; info; three-way call; event (WP or PPL)  
_____Call #2 (if needed). Ready to order? If not, offer more time to listen; info; three-way call; event  
_____Call #3 (if needed). Ready to order? If yes, place order at www.juiceplusvirtualoffice.com.  If no, thank them for considering 

and let them know that you are here if they’d like more information; offer to keep them on your mailing list for wonderful, 
upcoming health events.  

 
New Customer Care 
_____Send a follow-up piece, such as 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 a JP pill box 
_____Address 4 Follow-up postcards– Write in mailing dates where the stamp will go (send 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 and mail monthly.  

 Suggested Handwritten notes for postcards:      
 #1 What a wonderful thing you are doing for your health! Consistency is the key! 
 #2 Isn’t this exciting?  Who do you know who needs Juice Plus+®?  
 #3 Isn’t it amazing what fruits and vegetables can do?  Do you know someone I can help?   

#4 Aren’t you thankful you have Juice Plus+® to bridge the gap?  I’m thankful for you!  I hope JP+ will be 
a permanent part of how you take ccare of your health. Your next box is set to ship on ______; please 
call me if you need any adjustments.  My number is ________________. 

 
Continuing Customer Care – Make 3 Calls during 1st 4 months using VIRTUAL TRACKING email scripts  
 
Ongoing Follow Up Ideas 

• Invite to WP or Prevention Plus+ lectures. 
• Send newsletters or articles every 10 to 12 weeks.  
• Send occasional, informational e-mails.  
• Check Preferred Customer Genealogy Report monthly and call before each box is to be re-shipped.  
• Send Virtual Office E-card on anniversary of Juice Plus+® start date!  

 
Contact Notes: (Keep reference notes each time you contact prospects or customers– continue on the back) 

_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________ 



Electronic Records



New Customer Questionnaire 
 
Name:________________________________  Start Date: _________ 
 
O/G            Trio              Complete  _____     CHS  _____   Chewables _____   

 
Make it your goal to know the answers to each of these questions with all of your 
customers.  This will help to understand your customer and build your relationship. 
 
 
 

1. Why did you make the decision to take Juice Plus+®?  
(The needs question) 
 
 
 
 
 

           
2. What expectations do you have from adding Juice Plus+?  

(The measurement question) 
 
 
 
 
 

3. What do you expect from me in the way of support?  
(The relationship question) 
 
 
 
 
 

 
4. What is the best way to communication with you?  

(The communication question) - (Try to get as many specifics as possible.) 
 
           



Life Long Customers

• Know their expectations

• Customer Appreciation 

• Share New Information

• Invite to all Events

• Stay in Touch 



Send your Customers 
E-cards and check MY 

ALERTS on your Virtual 
Office



Learn to read PC Genealogy Report

How to Read the PC Genealogy Report 
Here is an explanation of the columns: 

NAME of customer  

ADDRESS of customer 

PHONE of customer 

 

TITLE 

PC – Preferred Customer 

CR – Childrenʼs Research Study Customer 

 

FREQUENCY 

 4I = customer who is paying in 4 installment payments 

 3I = customer who is paying in 3 installment payments 

2I = customer who is paying in 2 installment payments 

 4 = customer who is paying in full every 4 months 

 3 = customer who is paying in full every 3 months 

2 = customer who is paying in full every 2 months 

 

NEXT SHIP DATE – Circle all of the dates for this month and CALL TO BE SURE THEY 
ARE READY FOR THEIR NEXT SHIPMENT!!!!!!!! 

ARO Status – STAT 

 A = active customer 

 C = cancelled customer 

N = new order 

R = ship dates was RESET (changed ship date, form of payment etc.) 

D = declined credit card (call them to get a new card number or expiration date) 

I = In Process Change (changed ship date during the installment cycle) 

HC = the order has been sent to a Collections Company who works for NSA  



Cancelled Customers

• “Absolutely,	
  I’ll	
  put	
  your	
  order	
  on	
  hold.”

• May I ask why you’re cancelling?

• If they say results is the reason revisit their expectation - “I know when you 
got started on Juice Plus you wanted...”

• If they say Financial is the reason - “Would you stay on Juice Plus if we 
could solve the financial aspect?” 



Customers into Distributors

• I	
  don’t	
  know	
  if	
  you’d	
  be	
  interested	
  but	
  I	
  thought	
  of	
  you	
  because...

• I love what I’m doing with Juice Plus+.

• I’d love to share more with you about the company. 

• Maybe this would be a good fit for you. 



Do Gratitude Calls
Gratitude Calls 
 
PURPOSE:  connect with all customers and family distributors in this Thanksgiving Season (not 
just a November Business month activity) to appreciate them, 
to make sure they are taking their JP, and  
thank them for their attention to their own health, to  
thank them for their patronage with JP and their rep 
AND 
To invite them to take a next step…information, event and/or join our Team 
 
WHO 
Julie (initiating Distributor) 
Amy (Julie’s sponsor/mentor) 
Fred (Julie’s customer) 
 
HOW LONG 
3 way connection calls unscheduled goal is 10-15 min 
 
3 PARTS 
FIRST…INTRODUCTION and HELLO 
1. hello is this a good time to talk? 
2.  I have my friend Amy on the phone and we were just calling to check on you and see how it’s 
going with your JP? 
3. Well Fred I want you to meet my friend Amy, a collegue, friend and nurse.  She’s helped me so 
much with Juice Plus these last few years.  And Amy, I want you to meet Fred, he and I met at our 
boys band recital and he and his family have been eating JP for 3 years.  In fact they are 3 years 
into the CHS. 
4. So now Amy (the sponsor takes over the conversation) 
 
SECOND…GRATITUDE 
Amy first acknowledges the customer for being intentional about good health,  
Amy thanks them for being a Juice Plus customer and  
Amy thanks them for being a customer of Julie’s and edifying Julie to Fred. 
 
THIRD…RELATIONSHIP BUILDING AND NEXT STEPS 
Amy asks the following clarifying questions:   
 
 A.  Remind me why you (and your family) started JP?  Reflect back 
 B.  Were you able to realize what you were looking for?  Notice anything else Reflect  
 C.  So tell me what JP products you eat and how’s your habit? (survey questions)  Reflect  
 D.  So have you told anybody? Have you thought about doing what Amy does? 
 E.  Get them to say yes to something?  Information, event, business, jpvf.info nationwide calls  
 
REGROUP AND FEEDBACK AND TEACHING! 
 
 
 


