M Onth Of' My Goal for Monthly Contest;

THIS BOOK BELONGS TO:
NAME;
PHONE #:

"Throw out the words 'if | can,’

‘I hope,' and 'maybe,’ and replace

them with 'l can, | will, | must." *
— Mary Kay Ash

believe

DAILY AFFIRMATIONS:

My Booking Goal: My Sharing Goal:

My Retail Selling Goal: My Team Member Goal/New Career Path Leve

(D
—

My Goal for Parties & Faces: o~ My Goal to be a Star Consultant this Quart

My Progress this MontBrowth & Goals Achieved:

AYou wil/l never change your | ife until you <ch
in your daily routine. o ~ John




Mary Kay Phone Directory
For Beauty Consultants

24-Hour InfoLine 1-800-454-1130

Menu Options:

1 = Met Check or Direct Deposit Amount
2 = Order Status

3 = Production

4 = Active Team Members

5 - Special Events

Consultant and Medical Relations M
[Option 7)

Contact Center - For Independent Beauty Consultants Only 1-800-272-9333

Manu Options:

- Order Options

- Mary Kay InTouch®

- Branch Customer Service {now includes Product Replacement)
- Prize Orders or Questions

- Preferred Customer Program

& = Special Events

7 = Consultant and Medical Relations

8 - Career Car Services

9 » Consultant Records

o Ll B

Corporate Headquarters (Mary Kay Inc.) 1-572-687-6300

Oparating Hours:
Monday - Friday: 8:30 am. - 5 p.m. CT

Mailing Address (U.5. Postal Service Maill:
Mame or Department

Mary Kay Inc.

F.0.Box 799045

Dallas, T¥ 75379-9045

Shipping Address (Commercial Carrier parcels & packages):
Mame or Department

Mary Kay Inc.

16251 Dallas Parkway

Addison, TX 75001-6801

Customer Satisfaction (for Customers only) 1-800-627-9523
Director In Qualification 1-800-347-7666
Legal Resources Department 1-972-687-5777
Mary Kay Inc. Risk Management Department 1-972-687-4591
Mary Kay Travel, Ine. 1-800-627-8777
MKCennections Program Staff 1-800-627-9577
Telephone Device for the Hearing Impaired (TDD) 1-800-767-0787

Tours of Mary Kay Building/Manufacturing 1-372-687-5720



Consultant Master To Do List
6 Most Important Things To Do List is pulled from your Master List Each Day
(3 High/3 Medium)

Every Sunday night, take 1 hr to dump your brain out! Funnel all sources of information
to one piece of paper all emails, voicemails, texts, voxers, FB msgs, random thoughts
etc. Use a spiral notebook or the notes section of this workbook to record everything so
AlQa Ay 2yS LI IFOSd® {St SO0 ¢ AdSYa 6o | LI

6 most important things to do list.

HIGH (people)
« Initiate bookings or follow up with...
(list names from initial contact listreferrals- event leads)
. Invite guests for weekly meeting or event
. Follow up with hostesses for this week (list names)
. Preprofile guests for upcoming appts

. Follow up or schedule career chats
(suggestion: use Team Building Layering GHadated on unit website)
(if the booking or interview attempt failssee what product she needs)

. Follow up with customer service rotation calls
Call regarding booth for bridal show, festival, networking event, etc.

MEDIUM (papenr process thatsupportsthe people)

. Place product order

« Fill out Weekly Plan Sheet

. Decide on upcoming holiday specials and how they will be communicated
. Send out invites for upcoming appts

LOW (delegate)

« Add new profiles to InTouch

. Add sales tickets from previous week to InTouch

« File receipts from week for taxes

« Fill outside orders from classes to be held this week
. Pack inventory bags for classes

. Clean mirrors and supplies for classes

. Assemble 10 party packets

. Label new product and rotate new to back

. Assemble glamour goodie bags

. Assemble networking goodie bags

. Update Customer Loyalty Rewards Prograand out postcards
e lye 20KSNJ YA&AO GlFalaxo



POWER START BOOKING SCRIPT

Read these scripts out loud over and over until it sounds natural to you. Then get on the phone and call
all your contacts!

Gl A Yoy pyyypyz GKAE Ad YYYYyYyyyyyypykK 52 e2d

because | just became a Beauty Consultant teaching skin care and glamour with Mary Kay and | am so
SEOAGSR LQ@S 0SSy ReAy3a (2 &KIFINB 6AGK Y& FTNRASYRaE
YSEG on RIFe&a G2 380 a2YS LINIOGAOS® LA GKSNB |ye
your friends for some complimentary facials? (wait for resp@meger to overcoming

objections if need be)

DNBFGz f£SiQa LIAO] | RIFIGS GKIGQAa F22R F2N) @2dzd L Q
would you prefer? Ok, weekday or weekend? Morning, afternoon or evening? Ok, | have and :
which works best for you? (pause) Awesome, | have you down for
Now, for helping me out | want to treat you toa shopplng spree in FREE productsI YOU get to choose from
anti-aging skin care or mineral makizLJX A 1 Qa G 20GFff & dzLJ 42 @&2dzH LQY 37
SOSNREGKAYTIDd ¢KS FIFOAIE A& gl & Y2NB TFTdzy 6KSy @2dz
help you with all that. Who do you think you might invite? (Help brainstpiamily, friends, school, work,

church, neighbors, facebook) Great!

[ SG YS aAKIFINB a42YS | ROAOS 6KSy Aym\ﬁ;\ya TNASYyRa®
LI2aadaArofsS gA0K SOSNEBE2YySQa aOKSRdAZ Sa GKSasS RlIeaod {
YydzYoSNE 9 SYIFAf&a L OlFly &ASYR 2dzi Iy AYy@AdSo ¢&LAC
adzNB &2dzQ@S 320 + €20 3A2Ay3A 2y &2 LQY KIFLILR G2 a

when you get the guest list to me withird3#irs! How does that sound? Great! When would be
I 322R GAYS F2NJYS (G2 NBFEOK &2dz Ay (GKS ySE(G O2dz

Well thank you so much for helping me. | promise everyone is going to LOVE the facial! Oh, and one last
GKAYIXKSF@ZSYy F2NDPAR a2YSUKAYy3 02YSa dzlJ gAftf @&2dz
NBEaOKSRdzZ AyaK DNBFGH ¢Ff] (G2 @&2dz a22y HE

F hyOS 282dz 380 2FF (KS LK2ySs aSyR I ljdAaOl SYFAf 2Nayd§SEG
to get guest list. Either include the Party Packet in email, mail or deliverit¥s8p8 LJ Ay YAYRT AGQ& y2i4G |y
have the guest list & invitations have been sentlout

NETWORKING/WARM CHATTER SCRIPT SAMPLE GOODIE BAG

LG sl a a2 yAOS G2 YSSG & 2dzH . I8IFde: RSnest cardf pck o S L
goodie bag with a sample and | want to treat you to a facial! | think you ¢andy and product sample

would be a great model of our products! Plus, | have a huge goal to
complete my 30 practice facials and | would LOVE to borrow your f
FYR 3S0O @2dzNJ 2LIAYAZ2Y D LQY | @I )
you? (Pause & Wait) Great! | can come to you, or you can come tof s
which would you prefer? ]

Great! Please fill out this card and if you want to bring a friend let i
know when | contact you, ok? Thank you so much! Enjoy your sample; it is
2yS 2F Y& TFlI@2NAGS LINPRdAzOGaHH {SS &2dz 2y WYuyyda



SCRIPT FOR REFERRALS ON THE BACKOMWHERJIEROFILE CARD

If your customer IS NOT hosting a party for you THEN the referrals on the back of your profile card
are there for you to call! YOUR Red Jacket, YOUR Free Car, YOUR Directorship is sitting on the back
of those cards. Pick up the phone!

GIAYYYUYYYYYYS Aa GOKadyop goptkgoyw gne upyour iénd y I YS A &

gave me your name and number because she recently had a Mary Kay makeover with me and
absolutely lovedt & she just knewou would too so she offered your name through our Beauty of
Friendship referral programBasically you receive a complimentary facial and a $10 gift certificate at
your facial. How does that sound? Great!

Since we have never met, if you would feel more comfortable sharing your pampering session with a few
friends, they will also receive a free facial. It is actually a lot of fun to share this and you can even earn
additional free product when you have; 5 women plus yourself. How does that sound? Great!

[ SG§Qa LAOL I RIFEGS g GAYS® 2 2dzZ R ImorgiggSaftéiriodn o2 NJ 4 S
eveningAGo through the steps and choose a dab®, | have and available,
which is better for you@&reat! | have you down for at

So who do you think you might invite to join y@d®lp brainstorny, family, friends, school, work, church,
neighbors, faceboo NB I 1 H LF @2dzQff 2dzald aSyR YS GKSANI yI
C@LIAOFHftEe mMkH (G2 mMko OFyYy dzadzffte O2YS a2 RSTAYA
KFELILR (2 aASYR GKS AYy@AGlIGA2Y 2y @2dNJ 6SKFEEFad ! b
tomewithin24n y KNBEH | 2¢ R2Sa&a GKIFI{d a2dzyRK DNBIFIOH LQR f 7
you can reply to that with your guest list. What is your email address? Can | also get your mailing address*
Thanks!

L LINPYAAS S@OSNERB2YyS A& 3I2Ay3 G2 [hx9 (K FIFOALFfH
AYOAGSad hKI YR 2yS f1ad GKAYIXKSI @Sy F2NDAR &
I RO YOS F2NJ Iyeé NBAOKSRdz AyaK DNBIFGH ¢t G2 &2
F hyOS e2dz 3Si 2FF G(GKS LK2ySs aSyR I 1jdza 0Ol SYIAf 20NdasSEi

to get guest list. Either include the Party Packet in email, mail or deliverit¥s8 LJ AY YAYRT AGQ& y2d |-
have the guest list & invitations have been sent!out

Inviting a Guest

oHI _ ________ , this is _____________ , do you haveMadami nut
My director has asked me to bring a model for our Skin Care Class. | am looking for someone with (beautifudeyssjitell hair,
and | immediately thought of you! You would have the opportunity to have a facial and makeover, and then divéagtbyowpinion o
liked. | would be so honored if you would model for me; you would have a ball. As my thanks you would recésvinarspevyal gif

reason why you couldn't be a model for me this Monday; I

Booking a 15 minute appointment

This is a great alternative if someone says they are too busy to have a facialar tlassvoul d | ove t o stop ¢
show you (whatever item you have called her about, skin care, or lipstick, or fragrance, or witat\@r ébleew). Y
to try the product on the back of your hand.(offer@choited: aftet b e
work, on your lunch hour, before work, in the evening, Saturday morning)




Turning a Facial Into a Class

(After you have sYohkaavu!| e d , bhave a gneat idead Wethave a plan where you
can receive your own cosmetics practically as a gift. Would that interest you? (wait for her response to s:
It's just as easy for me to give three or four facials at one time, as it is to give one. And | know you'll be te
friends about this. Why don't you invite them over? You'll earn even more free product for yourself, and y
your friends wil/| have a |l ot of fun. Either way

Before and After Portfolio

oHI , this is , I dm very
buil ding a professional portfolio of oBefore &
have such (beautiful eyes, warm smile, beautiful hair & then compliment her). | would love to pamper you
faci al and a makeover and feature you in my boo
Which would be better for you or ? | have a great idea, do you have a couple of

that might enjoy getting a maker and then they can give you their honest opinion of your new look that will
featured in my book? You would earn free product for having some friends join you & then they can give u
back about your new |l ook. 6

Tentative Date Booking Approach

When someone at a class shares that they are no
calendar, or if their friends could come, you say thisve | | , why dondt we do it
the hostess to get credit for your appointment,
need t o c¢hand\®sodntsyeeeta tantative date, it éeases to be tentative because you are
going to coach it as a firm date.

Warm Chatter/Thank You Gift

You've been (such a good friend, so helpful at work, terrific helping me pick out this dress, such a support
thank you | have a gift for you! |1 am an Independent Beauty Consultant with Mary Kay Cosmetics and | w
you give you a complimentary facial and a $5.00 gift certificate to spend at your facial. Jot your name anc
down so we can arrange a time for you to spend your gift cgiifieatgour business cards & a pen ready)

When you call back saye

Hi , this is , with Mary Kay Cosmetics. We met the other day at . Thanks
for your great service. I'm calling to arrange your pampering session so you can spend your gift certificate
your calendar let's set a date.

Another Example of warm chatter:

|l AH LQY |y LYRSLISYRSy( .Stdzie /2yadZ G4lyd 6AGK a

NEIFIffe aKFENLI YR LQR t2@S @2dzNJ 2LIAYA2y® L& GKSN

me call you in the next day or so to get your opinion? Great. Just put your name and number down here.

2 KSy A& | 3I22R GAYS G2 OlFff @2dzKk DNBIF{iId LQfE Gl
When you follow up, use the Lipstick Survey...

Gl AL YYYYpYypeyyyys dKAA Aa Yy yygys NBYS

LINEYA&aSRZ LQY OlFfftAy3d (2 aOKSRdZ S I GAYS F2NJ &2
about the lipstick, or to share with you how we make our money). What would work for you, or
?

Additional scripts can be found on our unit website @ www.virnausvictors.com
Education tab - Booking
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= contact *ar empted, but no contact made

= contact made, and no booking obtained

= contact made and booking obtained

1 sheet completed each week = Team Leader in 6 months

2 sheets completed each week = Team Leader in 3 months
and Free Car in 6 months

3 sheets completed each week = Team Leader in 2
months, free car in 4 months, and Director in 6 months.

(See explanal on below)
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* When texi ng, you must get a response to count it as an a1 empt

Explanal on: Numbers are based upon contacts who are 21 or older (unless married), who are quality prospects. You should

obtain at least 10 bookings per completed sheet.
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