For calling your downline’s customers, here’s the general script I use:

Hi _______________, this is Carol, with Juice Plus.  We’re making some random support calls…do you have a minute?  (if not, what would be a good time to call back?)  Great.

How long have you been taking Juice Plus?

Why did you start on it in the first place?

How’s it going?

(Here do reflective listening…”So what I’m hearing you say is…”  “Sounds as if …..”  )

You’re listening for raving fans and when you think they are, ask “Have you ever told anyone else about Juice Plus?”

“I don’t know if this is of interest to you or not, but we’re really wanting to spread the word about Juice Plus.  And we’re looking for folks who could use some extra income,  really understand the power of whole food and could get excited about making a difference in the lives of others.  Would you be open to a conversation to see if this might be a fit for you?”  AT THIS POINT, YOU DON’T WANT TO DISCUSS HOW THE BIZ WORKS.  YOU WANT TO MAKE AN APPOINTMENT TO MEET LIVE IF POSSIBLE, OR IF NOT POSSIBLE, MAKE AN APPOINTMENT TO HAVE A QUALITY PHONE CONVERSATION WHERE THEY ARE ON THE BUSINESS SITE ONLINE ALONG WITH YOU WHILE YOU EXPLAIN HOW OUR BUSINESS WORKS – WWW.NSAVIRTUALFRANCHISE.COM 

You probably want to get familiar with this site as well so you are comfortable going over it.  If you meet “live” you’ll go over the VF Brochure.  You might even suggest they host a Wellness Presentation so you can show them how this could work for them.  Make sure and coach them on how to invite, what to serve, etc.  

