
Power Prospecting
Working Through Your Odds
At Senior Gold, you have reached out to your warm market and been connecting with prospects like a rock star. But, don’t stop there! 

Keep looking for ways to fi nd new customers and personally sponsor Ambassadors. Plus, as you keep your prospecting alive, your team 

will be motivated to do the same.

Now’s a great time to tap into power prospecting and fi nd more rock stars who want to run with you! While you’ve connected with many 

people about Plexus®, you will always fi nd even more people searching for health and happiness. Power prospecting requires stepping 

out of your normal prospecting routine to discover more possibilities.

Talk to strangers
Talking to people is part of your lifestyle. The more people you talk to, the more you will grow. It may feel awkward at fi rst, but as you learn 

to connect with strangers you will build more confi dence and just may fi nd that you have a lot in common. Plus, as you listen to their story, 

you will discover how Plexus can benefi t their life.

As you reach out to strangers:
• Put yourself in their shoes

• Be confi dent and direct

• Don’t oversell

• Don’t be emotionally connected to their decision

You may introduce Plexus by saying something like:
“Hey! You mentioned that you’ve been at the gym frequently trying to lose extra pounds. I actually have a few nutritional products I take that 

may be a great addition to help you reach your targeted goal. Let me tell you about them…”*

“Oh, I’ve totally been there with trying to get my whole family to stay healthy. Fortunately, I found a way to do so with Plexus nutritional 

products. I really think you would love the benefi ts and want to tell you more…”
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*These statements have not been evaluated by the Food and Drug Administration. This product is not intended to diagnose, treat, cure, or prevent any disease.
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Don’t be afraid of rejection
Rejection is a big fear when it comes to talking to strangers about your business. A simple way to lessen the fear of rejection is to remember 

that they aren’t rejecting you. They are rejecting the opportunity you present to them. 

Think about it this way, a waitress o� ers co� ee to several customers each day, but many reject her o� er. The waitress isn’t bothered by this, 

but knows that the customer just doesn’t want co� ee. Talking about Plexus should feel similar. You don’t want to be emotionally connected to 

your prospect’s decision. Remember, it just may not be the right time.

It’s your job to share Plexus and your prospect’s job to decide. If they aren’t ready now, they could be in the future. So keep the people who 

reject Plexus in mind to follow up in the future. 

Set prospecting goals
Where would you like to be at the end of the month? How many people do you want to reach out to this week? 

Where do you plan to connect with new acquaintances? 
• Review your Connections List and follow up with those “maybe’s”

• Write down online or local communities you want to get involved in and start getting to know people in those communities 

(i.e. Facebook groups for moms, families, health and wellness)

• Stay focused on personally sponsoring three new Ambassadors each month

Make it a goal to talk to three people you don’t know each day. Start conversations, build friendships, and add the people you connect with to 

your social media network. 

Reach out to fi ve new people each day about Plexus. Pull up your list of social media connections and make a list of people you haven’t 

reached out to for a long time.

Work through your odds
Are you willing to hear many “no’s” to fi nd those people who are ready to try Plexus? Don’t give up when you are running into the “no’s” but 

remember that your success is directly related to how much you are willing to work.¤

Never grows old
Your network never needs to run out. You will always meet new people in a variety of situations. Connect with people who have small 

and large networks of friends. Those who are infl uencers among their peers. Your business longevity comes when you make it a goal to 

continually reach out to people about Plexus.¤

Activity:  
 1. Reach out to three new people each day. Add them to social media.

 2. Talk to fi ve new people each day about Plexus. 

 3. Join two new online or local communities to expand your network each month.

¤Plexus makes no guarantees on income, as such representations may be misleading. Your success depends on your e� ort, commitment, skill 
  and leadership abilities, and how e� ectively you exercise those qualities. Please see the Plexus Annual Income Disclosure Statement.


