






Retail Profit $39 $39

$39 $49 $63 $76

$37$10 $24$0

$39 $39
Commission $

Total

Commission % 22%6% 14%0%



Why	are	you	star,ng	a	JP+	Virtual	Franchise?

WHY	people	choose	a	JP+	Virtual	Franchise
by	Kathrine	Lee



List	your	family	orders	and	your	other	households

FIRST MONTH INCOME
 based on achieving your HLP
 with 3 Trio** orders
 Trio 1 RSP                              $39
 Trio 2 RSP                              $39
 Trio 3 RSP                              $39

 HLP BONUS                      + $100
TOTAL INCOME                    $217

+ Promotion to DD 
+ 6% Commission on  
   future orders
+ $100 Bonus 
+ Retail Sales Profit (RSP)

HEALTHY LIVING PLAN

Children’s Health Study
Ask your sponsor for details of how the Children’s 

Health Study Program works; how it is funded and 
how you can participate in providing Juice Plus+ to 
children free so all they pay is the cost of shipping.

EXAMPLE YOU EARN

*Refer to your Profit and incentive Guide for PVC point values* Refer to your Profit and incentive Guide for PVC point values ** Orchard, Garden and Vineyard Blends



G E T T I N G  O R G A N I Z E D

Check out the  
Mission Driven Model 
section of the Virtual 

Office for official 
requirements,  

tools and resources!

1. Submit representative application and receive email from the Juice Plus+ Company.
2. Log into your JuicePlusVirtualOffice.com and bookmark site.

• Click on Personal File and set up your personal websites.
• Click on Submit Customer Order and place first order.

3. Get familiar with your personal JuicePlus.com website
4. Browse JuicePlusPromotions.com (free shipping on first order)

5. What are your expectations from this business? What is it you want?______________

1. VOXER is the primary communication tool to connect with your team.

2. Team Facebook group: _____________________________________________________

3. Customer Facebook group: _________________________________________________

4. Meet your National Marketing Director: _______________________________________

5. Add these contacts:  Customer Support 1-800-347-6350 customercare@juiceplus.com  

       Distributor Support 1-901-850-3000 press “3” support@juiceplus.com

1. Attend the Next Events.
• Local Events: __________________________________
• JP+ Conference: ________________________________

2. Start using VOXER to communicate with your mentors.

3. Complete your HLP in 72 hours.

4. *Post on Social Media  - click to see ideas 

5. Plan 2 Events of your own on Zoom, FB or in person.
• _______________________________________________
• _______________________________________________

GET CONNECTED

GET STARTED

GET MOVING

http://JuicePlusVirtualOffice.com
http://JuicePlusPromotions.com
mailto:customercare@juiceplus.com?subject=
mailto:support@juiceplus.com?subject=


+  Promotion to VF 
+  14% Commission on  
    future orders
+  $250 Bonus 
+  Conference Ticket 
    ($150 value)
+ Retail Sales Profit 

YOU EARNEXAMPLE BASED ON 
12 TRIO ORDERS:

Con,nue	to	Track	your	orders	and	households	to	2000+



Your earnings as a Virtual 
Franchisee on your 
Customer Qualified 

Business

Con,nue	to	add	customers	and	team	members

Next	Step	after	2000+…

 STAY ON TRACK

Customer	Qualified	Business

Serving approximately 40 
households contributes to a

healthy and qualified business.

Another benefit of qualifying your business is that you earn an extra 
5% Performance Bonus on your team members.



YOUR 6 MONTH 
BONUS 

OPPORTUNITY

YOU EARN
+  Promotion to SC 
+  22% Commission on  
    future orders
+  $500 Bonus 
+ Another Conference Ticket 
+ Business Partner Program
+ Retail Sales Profit 

Your	earnings	increase	as	a	Sales	Coordinator	on	your

FAST TRACK TO SALES COORDINATOR

Customer	Qualified	Business	

Accumulate 8,000 PVC points in 6 months. 
         Build your team with 2 VF’s + 1 DD and qualify your business.

EXAMPLE



FAST TRACK OVERVIEW

MONTHLY SUCCESS FORMULA





Tab 1:   Plan it / Relationships

1.  Success Habit #1: Plan it  (Cover Sheet) 
• Plan your Week 

Prioritize & block off time slots in your schedule to make connections  
Enter your time slots on either a paper or electronic calendar planner

• Activate your Plan Daily  

Focus on each Activity and avoid Multi-task during scheduled plan

• Record your Results 

Evaluate your efforts & plan again

2.  (Opt) Share your Journey w/ 4 Step Communication Process

3.  “Who” to Contact Categories / Memory Jogger List 

4.  Monthly Event Planner / Invitation List

5.  Daily Method of Operation; (Weekly “A” Activity Guide) 
  Use Calendar Planner to block off time to focus on 4 Categories of people

6.  Royal Crown Monthly Scorecard to Record Results

		Habit	#1:		Plan	It	/	Share	your	Journey

Other Resources

• JPVF.info / MDM Resources in Sec C





















Tab 2:     Prospect Care

1.   Success Habit #2: Do it  (Cover Sheet) 

• What do we do?   Build Relationships 

• Habit 2 focuses on 3 groups of People 

• Prospects  - Customers - Team Members 

2.   Memory Jogger Next Steps

3.   Connection Record Form
•  It’s important to get to know & care for our people

•  A System is needed to save time and do it well

•  Our MDM System can be paper or electronic

•  This MDM Worksheet is a teaching tool of what to do.

Other Resources 
• JPVF.info			Sec/on	A	

• Mission	Driven	Model	Resources	in	Sec	C

		Habit	#2:		Do	It	/	Prospect	Rela,onships







                          Memory Jogger - Next Steps

Ask questions to learn about the people you are inviting 
(F: Family O: Occupation R: Recreation M: Message)  (S: Strengths I: Interests G: Goals  N: Needs) 

Worksheet to effectively plan conversations about JP and the VF







Tab 3:    Customer Care

1.  Qualify Your Business / Customer Planner / Tracker 

2.  Engage Customers  / Connection Record Form - Track Educational Exposures

3.  JP New Customer Questionnaire - Get to know Your Customer

4.  JP Experience Survey 

5.  Customer Care System for New Customers in 1st 4 Months
• (Opt) Insert 4 Tabs for 1st 4 Month Customer Care  ( or Electronic System)

• We follow New Customer Questionnaire and move it each of the 4 months

6.   Long Term Customer Care System - After Second Shipment
• (Opt) A-Z Tabs in Binder for Paper Tracking or you can …

• File Electronically using the editable PDF File or use an App like Evernote

•  The system is the same no matter what Tool you use to track - it’s up to you 
•   It’ s important to know & care for our customers 
•  A System is needed to save time and do it well
•  Our MDM System works with both paper or electronic tools
•  Studying the MDM Worksheets is a great way to learn the Cust Care System

Other	Resources	
• Customer	Welcome	Le?er	(Op/onal) 
• JPVF.info			Sec/ons	A,	B	&	C		

• Mission	Driven	Model	Resources	in	Sec	C

		Habit	#2:		Do	It	/	Customer	Rela,onships



Your earnings as a Virtual 
Franchisee on your 
Customer Qualified 

Business

Con,nue	to	add	customers	and	team	members

Next	Step	after	2000+…

 STAY ON TRACK

Customer	Qualified	Business

Serving approximately 40 
households contributes to a

healthy and qualified business.

Another benefit of qualifying your business is that you earn an extra 
5% Performance Bonus on your team members.



                          Customer Planner / Tracker







 Why are you making the decision to use the Juice Plus+ products?

 What are your expectations from using JP+?  

 What would you like to see improve in your health?

 Where will you and your family be keeping your Juice Plus+  so you will remember to take it every day?
 
 What is your favorite way to learn?  read, listen, attend live events?
 What is the best way to contact you?  phone, text, email, facebook?
 May we add you to our Facebook Support Group and introduce you?                  Yes               No

Get to know your customer and their expectations

The JP+ Experience Customer Care Program
Below are some ideas for engaging and building a relationship with your new customer. Add the dates below to your 
calendar and remember to connect one on one with your customer. The JP+  company will assist with customer care 
by the following: sending educational materials with each shipment, emailing a variety of inspirational messages during 
a customer’s first 100 days, creating monthly One Simple Change themes for the purpose of engaging customers and 
providing Inspirational Healthy Living events with doctors around the country and so much more.

Day 1:  Add Customer to Customer FB Group and introduce them. Send OSC Tracking Form or 
        Brochure with a thank you note or optional gift from www.juicepluspromotions.com. Address 
        and stamp 4 postcards to customer and/or their child so they are ready to mail during first 4 months. 

Day 10 Contact #1  Thank you!  Are you being consistent with JP+ and one Simple Change? Any 
        Results? If so, will you share in Customer FB Group, on social media or at an event?  Did you 
        receive emails from the JPC? Share another exposure such as a video, invite to event or 3-way
        Call; or invite to join mission. 

Day 30 Contact #2  Congratulate for consistency with taking JP+ and One Simple Change. Ask them
        questions on the JP+ Experience Survey. Any Results? If so. will you share in Customer FB group, 
        on social media or at an event? Share another video, invite to event or 3-way Call; or invite to join
        our mission.
 
Day 60 Contact #3  Congratulate for consistency with taking JP+ and One Simple Change. Any
        Results? If so. will you share in Customer FB group, on social media or at an event?  Which emails 
        have you enjoyed most from the company? Share another  video, invite to event or 3-way Call; or
        invite to join our mission.

Day 90 Contact #4  Congratulate for consistency with taking JP+ and OSC. Ask them the questions 
        on the JP+ Experience Survey. Any Results? If so, will you share in our FB group, on social media
        or at an event? Alert to next shipment every 4 months; Share a video, invite to event or 3-way Call; 
        or invite to join our mission.

  JP+ New Customer Questionnaire

http://www.juicepluspromotions.com


EXPERIENCE SURVEY





Tab 4:   Team Member Care

1. Thriving Bus Community / Join our Mission 

2. 30 Reasons “WHY” we love our JP 

3.   “Why” Worksheet

4.   Design Your Team Worksheet

5.   Potential Team Member Profile

6.   Stair Steps of Marketing Plan

7.   Points Chart for Products 

Other Resources
• Team	Member	Welcome	Le?er	(Op/onal) 
• JPVF.info			Sec/ons	A,	B	&	C		
• Mission	Driven	Model	Resources	in	Sec	C

		Habit	#2:		Do	It	/	Team	Member	Rela,onships





















Tab 5:   Get Better at it 

1.  Success Habit #3: Get Better at it  (Cover Sheet) 

2. Thriving Business w/ 4 P’s and Graphics

3.  Assessment Tools to Evaluate Skills & Identify where to Focus 

4.  Conference to Conference Planning / Royal Crown Monthly Scorecard

5.  Monthly JP Reports  (Printed or Saved Electronically) 
• Customer Genealogy Reports
• PVC and 12 Month Analysis Reports 
• Coaching Documents 

6.  Your Planning & Tracking Tools (Paper or Electronic )
•  Preferred Customer Trackers  /   Printed Paper or Excel Worksheet
•  KPI Reports at end of month   Personal Customers,  PB & POB
•  Royal Crown Monthly Scorecard 

Other Resources 
• 5 Belief Resources 
• 3 Success Pillars Tools / Mindset, Skill-set, Heart-set 
• Communication Skills Trainings - See Core Competency Sheet
• L.E.A.D.  Yourself 1st Training - It applies to all areas of our life

		Habit	#3:		Get	BeWer	at	it	









2. Do it - Build Relationships  See Tabs 2-4

• Consistency in doing the following “A” Activities  
• Meet New People - Prospects 
• Follow Up Connections with them  
• Get to know your Customers 
• Get to know your Team Members

3. Get Better at it - Assessment See Tab 5

• 3 Success Pillars: Evaluate your strengths and weaknesses 
1. Mindset:     Are you Positive, Grateful and a Lifelong Learner? 
2. Skill-set:     Are you actively armoring yourself with the 5 Beliefs? 
3. Heart-set:  Are you connected to people; Do you desire to share?. 

• Are you clear about your Why, Vision, and Goals?  
• Assess your Monthly Progress with your Monthly Reports 
• Do you have an accountability partner?

Evaluate Skills in Following Areas

Assessment Tool

1. Plan it - See Tab 1

• Do you Picture the Possibilities to Design your Life? 
• Do you update your Conference to Conference Plan? 
• Do you update your Weekly Connection / Activity Planner? 
• Do you stay focused on Daily Activities scheduled in Planner? 






