
Qualify Your Potentials
Preferred Customer vs. Ambassador
Which one works best for your potential? People come to Plexus® with 

their own unique reasons. You want to make sure you qualify every 

potential and set them up for an amazing Plexus journey! Here’s how:

Ask the right questions 
Qualify your potential by asking the right questions. Do they want to live a 

heathier life? Are they interested in building a business? Asking questions 

can help you determine what option fi ts with your potential’s goals.

Preferred Customer
As you share Plexus with potentials, you will fi nd that many people start 

out fi tting in with the Preferred Customer program. A potential who wants 

to try the products at a discounted price, but isn’t ready to share Plexus 

makes the perfect Preferred Customer.

Ambassador
When people see your excitement for sharing Plexus and building a 

business, it can rub o�  on them! They want to know what has led to your 

healthier, happier lifestyle and are motivated to join you. These potentials 

are ready to lead and make great Ambassadors!

5 Questions To Qualify Potentials
    1. How did you fi nd out about Plexus?

    2. What are your goals with Plexus?

    3. Do you want to help people improve their health?

    4. Are you interested in the opportunity to make additional income?

    5. Do you want to start your own business?

¤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.

Qualify Potentials

Want product discounts

Want to enhance health

Interested in add’l income

Ready to share products

Ready to lead a team

Want to devote time to 
starting a business

Preferred
Customer Ambassador

Build Your Business - Qualify

ACTIVITY:

Practice using these questions to qualify your new 

Customers and Ambassadors.


