
 

WHY
Events are a perfect way to introduce people to Plexus® products and the Opportunity. Help your friends 
discover the possibility of leading a healthier and happier life, while being a part of an amazingly supportive and 
fun community.  

What can Plexus Events do for you and your guests?
1. Increase enrollments and sales¤
2. Inspire your guests with impactful stories and motivate them to experience a healthier, happier life.
3. Build belief for your existing Customers and new Ambassadors.
4. Create positive relationships and lifelong friendships.

BUILD
Take 10-15 minutes to expand or revisit your contact list. You can easily select people from your list to invite to 
your next event. Don’t forget to add them as friend on Facebook too! 

IDENTIFY
You have your list. Who will you invite? Be intentional about the people that you invite to your events. Select 
the people that you feel will gain the most from your particular event.  

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

How To Invite

HOT TIP
Download the 64 Connections List located in your Virtual Office Training Center ‘Resources’ and start adding 
to your list today!  

Event Invitation & Follow-Up Guide
Share Health & Happiness. Build Belief. Create Lifelong Friendships.



INVITE
It’s all about them! The first step to inviting your friend to an event is to personalize your conversation. People 
are more likely to get excited about Plexus when you understand where they are coming from and help them 
discover why they want to learn more.*

1. Ask questions.
Think about why your friend would be interested in attending the event. Ask your friend questions and let them 
talk to learn more about their dreams and health goals.

• Are they trying to lose weight?*
• Do they want to earn supplemental income?¤
• Are they looking for a positive community of friends?

When you truly listen, and show interest in what your friend has to say, you can identify how Plexus® can benefit 
their life.

2. Use the four color personalities.
Review the four color personalities to help personalize your invitation. This will help you identify what words to 
say that will resonate with them. (Find your color by taking the quiz in the Rank Up Roadmap™ “Road to Silver.”) 

“Hey, hey! I need your help. I’m looking for a friend to give me an honest opinion on my pink drink – Plexus 
Slim®. We’re presenting about this product on Friday at 7 pm, and I need to bring one person with me to 
meet my goal for the week. Would you be willing to help me out and come with me? It’s free, and only 
about an hour and a half without any pressure. It would help me so much! What do you think?”  

“I’ve started my own business and I would love to know what you think. Are you free to join me Tuesday 
night to learn more?”

“I would love for you to join me at this event. You will get to hear incredible stories of how Plexus has 
helped many people improve their lives. And, I would love to get your feedback on the event.”

“Hi! I know you love Plexus Slim and I’d love for you to come listen and learn more about Plexus at an event 
we’re having this Friday at 7 pm. You’ll have a chance to win free stuff just for showing up and being engaged. 
Would you be interested in coming with me to hear how easy it is to use all of our products?” 

“We’re doing an event this Friday at 7pm. You’ll get to hear about the products, but also get entered to win 
free stuff. You’ll hear about our compensation plan, the 11 ways you can earn additional income and about 
the perks of the business side. You’ll learn how you can be more successful in 2018. It’s free and only an hour 
and a half. Would you like to come with me?”¤

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

How To Invite

HOT TIP
What type of event are you having? Highlight the names of those who would get the most out of your event and 
get ready to give them a call. It’s never a bad idea to over invite. If you’d like to have 10 guests, consider inviting 20.

* 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.



 “I’d love for you to come hear more about why I joined Plexus®. I know you have the drive and motivation to 
succeed and this could be a game-changer to help you reach your goals!” 

“The rewards with Plexus are incredible and you have what it takes to be an amazing leader. I would love to 
share more information with you that can help you decide if you want to jump on board with me.”¤

“Hey girl!! I know how much you love fun and exciting things, and we are doing this event on Friday night at 
7 pm that is right up your alley. You’ll meet tons of new people and get to talk with them before, during, and 
after the meeting. It’s free, and we can go together, get dinner before, and maybe even hang out with new 
friends after. You’ll learn all about why it’s so easy and exciting to use these products and talk all day with 
your friends. Want to go out to dinner before and come with me?” 

 “This is going to be so fun! Let’s go to dinner first and carpool over. You will meet some amazing people 
who I really think you’ll hit it off with.” 

“I love the Plexus community! You would really enjoy the people I’ve met through Plexus. Let’s go to the 
event together and get drinks after. This event is a great way to meet fun, new friends.”

“Hi! We’re having an event Friday night that goes into detail about the health & happiness company I love 
and how it’s been a huge benefit to my family the last two years. I know how much you value learning, and 
this event will be completely focused on just that. All facts and nitty gritty details. Basically, at the end of 
the event, you’ll have info that will help you decide if this would be the right thing for you. I’d recommend 
that you try a sample of Plexus Slim® while you’re at the event just so you can gather all of the facts along 
the way and have your own experience. Plus, it’s a free event!”  

 “You are going to love this event. You will receive great information that will answer your questions.” 

“I’ve discovered life-changing products that could really help answer your questions. Are you free next Friday 
to join me for a Plexus event? You will leave with all of the information you need to decide how you want 
to get started on your health goals.” 

DAY OF EVENT
On the day of your event, send a quick text or follow-up message to ensure they’re confirmed.

“Sarah, this is going to be so much fun! Pick you up for dinner at 6 pm and we can carpool to the event 
together? I can’t wait to spend some quality time with you.” 
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How To Invite

HOT TIP
You will get more “yes’s” when you invite your guest in-person, on the phone, or a video chat. Avoid simply 
sending a text or group message.

HOT TIP
Let the presentation do the heavy lifting and be a support system for your guests. Get them excited about 
achieving their own goals with the help of Plexus®.   



CLOSE
How do you close at the event? You want to keep building excitement for Plexus and keep the conversation 
going once the presentation is complete.

Pay attention to what appeals to your guest at the event. 
• What are their expressions?
• What makes them laugh?
• What topic interests them most?
• What do they comment on?

Ask for feedback
Share what you love most about Plexus and ask your guest, “what do you love most about Plexus based on what 
you just learned tonight?” 

Continue the conversation
Continue to build belief in Plexus by showing how your guest will have full support when they decide to order 
the products or join as an Ambassador. 

You may want to show your guest:
• The product catalog and clinical study summaries (in your Virtual Office share Plexus)
• Your Success Kit with the Opportunity Brochure and Training Guide
• Product brochures and product videos
• The Plexus Worldwide Facebook page and Ambassador Community page

Sharing more information and tools can help your guest decide how they want to start their Plexus journey as 
a Customer, Preferred Customer or Ambassador. Use action-oriented phrases to close the conversation with  
your guest.

DON’T SAY “if”
Avoid using verbiage like, “If you want to sign up, let me know.” Or, “If you want to try the product, give me a 
call.” 

DO SAY 
action-oriented phrases:
Use verbiage like, “Let me help you get signed up.” Or, “Let’s talk more about the products that interest you over 
dinner.” Or, “I’ll call you tomorrow on your lunch break to help you order the products you want to try.”

FOLLOW-UP
Don’t leave your guest hanging after the event! Fortune is in the follow-up. Remember, you invited your guest to 
the event so that you could connect with them and you want to stay connected.
Create a follow-up calendar and write down a follow-up plan with every guest you invite to an event. 
Create a sense of urgency around follow-up. 
Plan your first follow up within 48 hours.

Make follow-up about them
You are building a relationship. You want to personalize every conversation you have with your prospect and 
keep track of the individual reasons they could be interested in Plexus.
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How To Invite



Consider objections
Did your friend have objections during or after the event? If so, why weren’t they comfortable trying Plexus® 
products? Before your follow up, think of how you will answer their objections with confidence and how you 
can ease their concerns.  

Common objections include:
• The products are too expensive.
• I don’t need the products.
• It’s too time-consuming to build a business.
• I don’t want to sell products.
• I’m afraid to share on social media or talk to people in-person about Plexus.

ORDER/ENROLL
When your guests are ready to order and enroll, walk them through the process to ensure they have a pleasant 
experience. When their order goes through, celebrate with them or give them a call and congratulate them. 
Get them excited about using their products and share how they should use them. Welcome them to your 
community and give them a great Plexus® start. This is the beginning of their amazing Plexus journey.
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How To Invite

HOT TIP
Use the product cards found in your Success Kit. They can also be found in your Virtual Office Training Center 
‘Resources’ within the digital Success Kit. They are the perfect tool to explain more about each product and 
help your new Customers and Ambassadors have a great start. 

“Let’s talk more about the 
products that INTEREST YOU 

over dinner.”


