First Things First!

Topics Include:
Your Future in Mary Kay
 Operating Your Business
 Powerful Scripts that Work
 Overcoming Objections
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(see Advance Brochure for details)

Team & Personal Production
(Build 10 to 24)
$4000/month min.*
4 consecutive months
or $18,000 in 1-4 mos.

Team & Personal Production
(Build 5 to 14)
$5000/month min. * & maintain
5 or more active team members
4 consecutive months
or $20,000 in 1-4 mos.

Monthly Unit Production* Bonus- $500++ ( no limit )

Annual $1000 bonus
for higher Circle of
Achievement/
Excellence
than previous year

$300 Bonus for 5-9 Star Consultants,
$400 for 10-14, $500 for 15 or more

Quarterly Star Consultant Bonus for Directors

9% $0—$3,999
13% $4,000 * +

Director Unit
Commission
9% -13%

Meet & Maintain
Chevy Cruze or
$375 mntly cash

$50 for each new
personal qualified
team member
beginning with #4

TEAM BUILDING

Personal Wholesale
9% -13%
Personal Team 4-13%

Personal
Team Members
4% 1-4
9% 5+
13% 5+$600
Personal wholesale
order

Personal Team
Building Bonus:

YOU

(Silent
Hostess)

On
Paper
50%

Marketing Plan

Cadillac
Program

UNIT VOLUME BONUS
Beginning at $5,000 wholesale-$500
$100 added per $1,000 wholesale

2 Consecutive Quarters
Totaling $96,000 wholesale;
$1,000 Bonus for qualifying
or re-qualifying
or $900 mnthly cash payment

$10,000- $100,000

Life Insurance

Senior Director to
Elite
Executive Sr.
Sales Director
1-7 Offspring—4%-6%

National Sales Director
Commissions, Trips,
Family Security Plan,
$5,000 Bonus for new
1st Line Directors
+ $1,000 promotional
bonuses

On with
The
Party
50%

On-line
50%

PRODUCT MARKETING

On The
Face
50%

Everyone Begins

The Professional way to operate
your Mary Kay Business!
Isn’t it exciting to have your very own business! You are the CHAIRWOMAN
OF THE BOARD! YOU are in control! What a great adventure you have embarked upon. As
your director, I am here to share with you ideas which experience has shown us are good for
building your success in Mary Kay!
Starting most businesses would require thousands of dollars. In Mary Kay, however you have
an unparalleled opportunity that comes to you in one small box, your starter kit. Think for a
moment of all the things that could be involved if you were to open a dress shop. We will use
that analogy as we discuss a variety of ways to look at the subject of stocking your very own
Mary Kay store. Starting with products on hand is an option. Experience has shown us that
there are many advantages to having inventory on hand when you begin.










You will sell more because women buy impulsively, and will be excited in being able to
take the product home and use it immediately.
When your client takes it home immediately, she remembers how to use the product. If you
come back two weeks later to deliver her order she might change her mind.
It is a time-saver for you. While you are making deliveries, you could be doing another appointment!
It can be very challenging to get customers to pay up-front for their product if you do not
have it available that day or night.
You can put product out on trial: This is especially good for very busy customers. Just let
her use the product for one week and at the end of the week, she can purchase it.
You will have product on hand for making and marketing your gift giving services
(baskets).
You will have the product on hand so that you can provide “Creative Financing’ for your
customers. Sometimes you need to offer split payment arrangements, but want them to take
their product home.
The most important reason to have products on-hand is ACCOUNTABILITY. You immediately start treating this with a business mentality. Experience has shown that when you treat
this like a business, you get business results. On the other hand, when you treat it as a
hobby, you get hobby results.

Think of it this way, if you tried on a dress and decided to purchase it, then found you had to
pay for it today, but had to be ordered and you would get it in a week or so, you could lose
some of your enthusiasm, right? In fact, you might even go to another store!
Your goal will be to have a full inventory! Regardless of whether you start with or without
product, you will eventually want to have a full inventory on your shelf. This will enable you to
continually hold appointments with the confidence that you have everything available on hold
that a client would want. You will have every style and size of dress in your shop!

Business Basics
Experience has shown that a full inventory is about $3,600-$4,800 wholesale, depending on how many appointments a week you want to hold. If you are looking at putting
in about 6-8 hours a week (2-3 classes), you will need $4,800 wholesale. If you are
looking at putting in about 1-5 hours a week, you will need $3,600 wholesale!
AT THIS POINT, YOU MAY BE IN A MILD STATE OF PANIC! You might be saying, I GOT INTO
MARY KAY TO MAKE MONEY, NOT SPEND IT! Don’t Worry! You will make money and it is important for you to know the best way to manage your business for MAXIMUM profit. That’s why we cover all
of these options, remembering that the final decision is yours. Where else can you take a sum of money and
double it? If you put $5,000 into a savings account, you will earn about $75 a year! In Mary Kay, you can
double it in much less time, or take advantage of the 90% buy back guarantee offered by Mary Kay Inc.
WHERE TO GET THE MONEY TO OPEN YOUR BUSINESS
You may be saying, Yes I want to start my business on a PROFIT BASIS, but where do I get the money?
Even if you have the money in savings, it is smarter to use someone else’s funding.
The most popular way to fund your business is to go to the bank and borrow it. Now, this is NOT a car or
TV. One skin care class a month can cover your payment to the bank, and all of the other sales will be split
between product replenishment and a salary for you! It doesn’t matter if you start with the $600 of the
$4,800 inventory, the payment will be the same because the larger the loan, the longer you can spread out
the payments, and ALL OF THE INTEREST CAN BE TAX DEDUCTIBLE!
By borrowing money, you are establishing credit in your name, plus that monthly payment gives you a
wonderful incentive to get out there and share your product!
ADDITIONAL WAYS TO FUND YOUR BUSINESS:





Visa/Master Card/Discover Loan against Saving’s Account
Add to your car loan
Loan against Certificate of Deposit Signature
Personal Loan






Line of Credit Loan
Finance Company Loan
Loan against Life Insurance Policy
Supportive friend or relation
(or co-signer)

Often times a new Consultant will ask what I would suggest for them, Of course this is a personal financial
decision. However, because of my experience in the business, I do offer the following suggestion: If you are
planning to succeed and want PROFIT RIGHT AWAY AND OFFER THE ULTIMATE MARY KAY EXPERIENCE TO YOUR CUSTOMERS, if possible, order the FULL INVENTORY. If you are absolutely
TERRIFIED or looking for HOBBY RESULTS, you may consider a partial inventory. But, know that you
will need to reinvest your profits!
Feel better? You see, this is a business, and when you begin to treat it as such, you are assuring your success! By the way, if there is still a doubt inside, know that Mary Kay, Inc. agrees to buy back your inventory for 90% should you decide for any reason you can no longer continue to be a consultant (for inventory
purchase in the past year).
There is absolutely no risk in Mary Kay!!!!

Star Packages!
PEARL STAR PACKAGE
Full Inventory for Full-Time Work
$4,800 Wholesale - (Approx $9,600 Retail) – 30-40 Customers (all skin tones)
Borrow S6,100 Pearl Star Consultant Status
$4,800 - Product 6 Free Product Bundles $620
$ 950 - Tax @ 8% Order within 15 day Bonus: $110
$ 200 - Business Supplies (Section II) Biz Builders Bucks (use on next order) $160
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately) Total Free: $890
You will receive enough products for 8 Roll-up Bags (all Skin Care Lines) and 2 Boutique line.





Need to sell about 12 Lipsticks per month to make loan payment.

Approx Monthly Loan payment: 4 years = $154 3 years = $196 (Based on 10%)

***********************************************************************************

EMERALD STAR PLUS PACKAGE
Full Inventory for Full-Time Work
$4,200 Wholesale - (Approx $8,400 Retail) – 25-30 Customers (all skin tones)
Borrow S5,400 Emerald Star Consultant Status
$4,200 - Product 6 Free Product Bundles $620
$ 850 - Tax @ 8% Order within 15 day Bonus: $110
$ 200 - Business Supplies (Section II) Biz Builders (use on next order) $140
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately) Total Free: $870
You will receive enough products for 6 1/2 Roll-up Bags (all Skin Care Lines)and 1 of the Boutique Lines.





Need to sell about 11 Lipsticks per month to make loan payment.
Approx Monthly Loan payment: 4 years = $131 3 years = $167

***********************************************************************************

EMERALD STAR PACKAGE
Full Inventory for Part-Time Work
$3,600 Wholesale - (Approx $7,200 Retail) – 25-30 Customers (all skin tones)



Borrow S4.650 Emerald Star Consultant
$3,600 - Product 6 Free Product Bundles: $620
$ 750 - Tax @ 8% Order within 15 day Bonus: $110
$ 200 - Business Supplies (Section II) Biz Builders (use on next order) $125
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately) Total Free: $855
You will receive enough products for 5 Roll-up Bags (all Skin Care Lines)and 1 of the Boutique Lines



Need to sell about 10 Lipsticks per month to make loan payment.
Approx Monthly Loan payment: 4 years = $116 3 years = $148

***********************************************************************************

DIAMOND STAR PACKAGE
$3,000 Wholesale - (Approx $6,000 Retail) – 25-30 Customers



Borrow S3.850 Diamond Star Consultant
$3,000 - Product 5 Free Product Bundles: $525
$ 600 - Tax @ 8% Order within 15 day Bonus: $110
$ 200 - Business Supplies (Section II) Biz Builders (use on next order) $100
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately) Total Free: $735
You will receive enough products for 4 Roll-up Bags(all Skin Care Lines) and 1 Boutique



Need to sell about 10 Lipsticks per month to make loan payment.
Approx Monthly Loan Payment: 3 years = $125 2 years = $177

Star Packages continued...
RUBY STAR PACKAGE
$2,400 Wholesale - (Approx $4,800 Retail) - 20-25 Customers
Borrow S3,200 Ruby Star Consultant
$2,400 - Product 4 Free Product Bundles: $430
$ 500 - Tax @ 8% Order within 15 day Bonus: $110
$ 200 - Business Supplies (Section II) Biz Builders (use on next order) $ 80
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately) Total Free: $620
 You will receive enough products for 4 Roll-up Bags (all Skin Care Lines)



Need to sell about 8 Lipsticks per month to make loan payment.

Approx Monthly Loan Payment: 3 years = $100 2 years = $145

*************************************************************************************

SAPPHIRE STAR PACKAGE
$1,800 Wholesale - (Approx $3,600 Retail) – 15-20 Customers
Borrow $2,500 Sapphire Star Consultant
$1,800 - Product 3 Free Product Bundles: $335
$ 400 - Tax @ 8% Order with 15 day Bonus: $110
$ 200 - Business Supplies (Section II) Biz Builders (use on next order) $ 50
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately) Total Free: $495
 You will receive enough products for 3 Roll-up Bags



Need to sell about 6 Lipsticks per month to make loan payment.
Approx Monthly Loan Payment: 3 years = $79 2 years = $113

*************************************************************************************

ENHANCED PACKAGE
$1,200 Wholesale - (Approx $2,400 Retail) – 8-15 Customers
Borrow $1,700 2 Free Product Bundles: $210
$1,200 - Product Order within 15 day Bonus: $110
$ 250 - Tax @ 8% Biz Builders (use on next order) $ 35
$ 125 - Business Supplies (Section II) Total Free: $355
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately)
 You will receive enough products for 2 Roll-up Bags



Need to sell about 6 Lipsticks per month to make loan payment.
Approx Monthly Loan Payment: 2 years = $77

*************************************************************************************

BASIC PACKAGE
$600 Wholesale- (Approx $1,200 Retail)- 6-8 Customers
Borrow $ 950 Free Products $115
$ 600 – Product Order within 15 day Bonus: $110
$ 150 - Tax @ 8% Biz Builders (use on next order) $ 15
$ 100 - Business Supplies (Section II) Total Free: $240
$ 100 - Business Cards, Web Page & Misc. (Ordered Separately)
 You will receive enough products for 1 1/2 Roll-up Bags



Need to sell about 6 Lipsticks per month to make loan payment.
Approx Monthly Loan Payment: 1 years = $81

Star Advantages!
ADVANTAGES OF BEING A STAR CONSULTANT
(Sapphire – Pearl Packages):
Qualify for Company Referrals
(Receive new customer contacts through www.marykay.com and 1-800-MARYKAY)
Completes one of the qualifications to enter
Director in Qualification Program
Star Consultant Pin (Your MK report card)
Special Initial Star jewelry (each unit has a unique piece of jewelry to signify
those who invested in an initial inventory of Sapphire or higher.)
Prize from the Company
Recognition at Local Events
First entry of your Mary Kay Accolades
(Introduction and Recognition at events)

BIZ BUILDER BUCKS:
To be used on your 2nd order of $400 wholesale or more within 2 calendar months.

OTHER FACTS ON INITIAL ORDERING:
Free product bonus will come based on the amount of first order. This is available only on initial
orders placed in the first or second month of business.
You will receive a CUSTOMIZED COLOR COLLECTION for placing your initial order of $600
wholesale or more within 15 days of your start date.
Create a Roll up will include one set of each of the first two rows on our current Create a Roll Up
page (included in this packet)
The tax rate is based on retail cost* of product + Section 2 +
free product bonuses and rounded up to the next $50 for this brochure.
Your tax rate may vary from the amounts listed.

*Based on Huntsville Sales Tax of 8%.

~Full Circle Success~
ALWAYS HAVE BOOKINGS!!

Pick one and DO IT!! Today!!
These are Mary Kay’s ideas, other Directors’ and
Consultants’ and Mine… JUST DO IT!

— by Bernice Hartwell, Sr Sales Director
— revised by Carol Fulton, Exec Sr Sales Director

1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.
26.

Start with friends and family… JUST ASK THEM TO SHARE A FACIAL WITH 2 PEOPLE.
Ask your neighbor on either side to each bring 1 other neighbor you’ve never met and come to your house.
Ask someone at work to come and have a facial and ask her to each bring 1 friend to your house or go to hers.
Ask the girl at the corner store, the self-serve gas bar, the cleaners, flower shop and bank teller all come at once
to your house for a service facial.
Hand out 5 cards today with samples attached and ask for their opinion and offer a free facial.
Do cosmetic survey for at least 1 hour today, door-to-door or on the phone.
Put out 5 facial boxes, making sure that each location the person has had a facial from you and there is something in it for them to do it for you.
Book 2 or 3 presentations to ladies groups, churches, Mom-and-Me, coffee house, etc.
Pick a location, i.e. hospital, and go floor-to-floor offering the nurses free Satin Hands demonstrations and have
them fill out ballots and enter to win a Satin Hands Sampler set free.
Operation Occupation — “Gee, maybe you could help me, I’m in a contest to try to facial as many women in different occupations and I don’t have anyone in ____ yet. Would you be willing to help me?”
Letters of the alphabet — (same as above) “Gee, I don’t have anyone with O or Y, who do you know…?
Do a booth in an upcoming show, Career Day, Bazaar, have a pretty display and have them fill out ballots.
Offer to do makeup for Fashion Show and ask to have a display table and ballot box for names.
Ask for referrals from your customers and offer a discount or free product offer. “When I call your friend, I will
not say you gave me her name so that she doesn’t feel obligated and neither will you.”
Tape a penny to a card and hand it to your customer and tell her when she has a check-up facial with at least 2
people not presently using Mary Kay, she can use it to buy any one item at half price.
Spend on 8-hour day just booking (Mary Kay’s advice). It will change your business. Can you imagine the leads;
the possibilities are endless! Even in 4 hours you’ll have incredible results!!!
Complete the 20/20 program (20 classes in 20 days)! The challenge is great—that’s what will get your creative
juices going!
Make a list… if you were getting married tomorrow, how many people would you know? Then ASK.
Re-book every person who ever had a facial with you and offer any one item at half price.
Pick a business and offer to do a quick glamour look for work on their lunch hour. Have a drawing.
Book 20-minute facials at work. Leave eye makeup on, skin care and re-do blush and lips over lunch.
Pick a profession and have a contest for the best before-and-after photo… get them to refer others in their field
to do together or separate.
Do re-order classes gathering several different previous customers to your home for a single class.
Do an anniversary celebration, have ALL products on display and book everyone who comes. Have an attendance drawing, booking drawing and women-of-the-millennium drawing.
Have a Birthday Party for yourself, or a monthly party for customers’ birthdays.
Use the paper and whenever you see a birth announcement, call the mother, grandmothers and offer your services for a Free Pamper Session… just look their name up in the phone book.
NOW ADD YOUR 25 IDEAS!!! SEE, YOU CAN BOOK!!!
Sometimes we don’t know a new idea… but,
I don’t think it’s really a NEW IDEA we lack but rather a NEW WILL TO WIN!!!

Triumph is “TRY WITH A WHOLE LOT OF UMPH!”

DO #16 just once and let’s amaze ourselves!
I am committed to this — COME OUT OF THE ORDINARY — JUST DO IT!! YOU CAN!!

Booking Scripts That Work!
New Consultant Approach
“Hi,
, this is
. I
am so excited!! I am a brand new Beauty
consultant with Mary Kay Cosmetics!
The reason I am calling you is that you
have always been supportive of me and
the things I do. I am in the training
portion of my business, and I am
required to practice on 30 faces in the
next 3 weeks. All I need you to do is be
one of my practice faces! There is no
obligation to purchase—you are going to
LOVE the products! Is there any reason
why we couldn’t set up a time to get
together? I start my training on
.
Which is better for you,
or
?
(i.e. beginning of the week or end of the
week?) ( set date… then …)
Oh, by the way,
, is there any
reason why you couldn't have a couple of
friends over to share the facial? I can do
several faces at one time and it would
help me get my faces in sooner. (If you
know her well, this is where you could
suggest a few people…)”

Class Approach
“
, at every class I
always select a few excited guests I’d
most like to have as future hostesses and
tonight, I’ve selected you! Tell me, when
we get together for you check-up facial,
is there any reason why you couldn’t
invite a few friends in? I think you’d
make a great hostess!”

Warm Chatter Approach
Pass out 5 Look Books or Beauty Books
with your business card or just your
business card, every day and say…
“Oh, by the way, this is for you. Has
anyone ever taken the time to offer you a
free makeover with Mary Kay Cosmetics?
(Listen!)
Great! I think you’d make a wonderful
model for my Before-And-After Portfolio!
Would it offend you if I asked for your
name and number? (write down her name
and number).
You will LOVE it! I will call you and
schedule your appointment at your
convenience. My name is
. I
will give you a call tomorrow; you’ll be
glad you took the time to pamper yourself.”

Warm Chatter Approach
“
“
“

, you’ve been so nice to me…
, you have such a beautiful smile…
, I’m so impressed with you…

...would it offend you if I offered you my
business card? I am
with Mary Kay Cosmetics. Have you ever
heard of Mary Kay? We specially select
women that we think would make great
models for us, and because of your
,
I have selected you. I’d love to have you
as one of my models for the product. Is
there any reason why I couldn’t get your
name and phone number and call you
tomorrow to set up a time?”

More Scripts That Work!
Turn a Facial Into a Class

Warm Chatter Approach #1

“I am very excited about getting together with
you on (date) at (time). By the way, I can do 2 or
3 faces as easily as one, so if you would like to
share your appointment with a few friends then
I will have some great gifts for you plus lots of
FREE MK. The more, the merrier! And you know
as women, we rarely ever powder our noses
alone. I’ll call you two days before the appointment to see how many friends will be
joining us. This is going to be so much fun and
you will learn so many new tips. If you have any
questions, before feel free to call me.”

“_____, you’ve been so nice to me…
_____, you have such a beautiful smile…
_____, I am so impressed with you…
…would it offend you if I offered you my business card? I am _____ with Mary Kay Cosmetics. Have you ever heard of MK? We specially
select women that we think would make great
models for us, and because of your ____, I have
selected you. I’d love to have you as one of my
models for the product. Is there any reason why
I couldn’t get your name and number and call
you tomorrow to set up a time?”

Inviting Guests

Warm Chatter Approach #2

To a Meeting: “______, every week my Director
asks us to bring models to our training. You
would be a great model for my Portfolio and it
would be so much fun. Can I count on you?”

Pass out 5 Beauty Books with your business card or just
our business card, every day and say...
“Oh by the way, this is for you. Has anyone ever taken the
time to offer you a free makeover with Mary Kay
Cosmetics? (Listen!) Great! I think you’d make a wonderful model for my Before-and-After Portfolio! Would it offend you if I asked you for your name and number? (write
down her name and number) You will LOVE it! I will call
and schedule your appointment at your convenience. My
name is____. I will give you a call tomorrow, you’ll be glad
you took the time to pamper yourself.”

To a Guest Event: “We’re having a special guest
night on _____ at _____, and I’d love to have
you As one my special guest. It will be so fun!”
For a Practice Interview: “Our unit is in a contest
to tell 30 people about our company during the
month of _____. Could you give me 15-30 minutes to help us meet our goal? I don’t know if
you would ever
consider this but I do think you’d be great because you are so_______. Best time?”

Recruiting at an Appointment
“_____, there is just one more thing I’d like to
say, because I believe it ...I really do. I believe
that you would be good in Mary Kay because you
are _____. With the proper training, don’t you
believe you could do most of the things you saw
me do tonight? It would only take about 20 minutes to show you how easy it is to make $200 to
$1000 in your first 30 days. Would that kind of
money be helpful to you right now? My schedule
is kind of tight, could you stay for a few minutes
after the class or would tomorrow be easier for
you? Whichever is easier for you would be fine
with me.

Pre-Profiling Your Customers
“May I speak to (name) please? My name is (your name)
with Mary Kay and I’ll be Consultant at (hostess name)
party/class on (date). Do you have just a minute? I’d like
to ask you a few quick questions.” (Go over the left side
of the profile card with her. She can do the rest at the
appointment).
After the question about what changes she’d like…you
say, “great, I have the perfect thing for that and I’ll be
glad to show it to you at the appt. The class will begin at
(time) and if you could get there 10 minutes early, you’ll
get a hand pampering before we start.” “Thanks, I’ll see
you then, we will have so much fun.”

Power Start - 30 Faces in 30 Days!!

Don’t Let Phase 2 Keep You From Winning!
Did you know that most Consultants go through a four-phase swing many times during
their Mary Kay careers? Not all of the phases are positive ones and it’s important for you
to know how to work through them to keep yourself and your Mary Kay business thriving!

The first phase is excitement.
You’ve caught the vision of where you can go and what you can do for yourself and your family through our Mary
Kay opportunities! You don’t know or understand just how it will all come about, but you just know that it will.
Nothing can stand in the way of your pursuit of the Mary Kay dream—you’re ready to take on anything!

Then phase two hits - frustration.
Things are not going as fast as you’d like them to. Can you relate to this? Of course, you can. We’ve all been
there. We get impatient with ourselves and our customers. We tell ourselves that nobody wants to book a beauty
show or buy Mary Kay cosmetics.

Then comes phase three - the crisis point.
Do you throw in the towel and shoot holes in your Starter Kit, or do you get your head straight and work it
through? Do you tell yourself that unit meetings are the last place you’re going since you have not done anything
to crow about? Or do you tell yourself that unit meetings are where you need to be to get your act together? The
right question to ask yourself is the last one—as hard as it may be to push yourself to a unit meeting, it's the best
thing for you and your Mary Kay career right now. You’ll actually be glad you went.

The last phase is recommitment.
You’ve made it! You’ve recovered from the situation and you’re stronger for it. You’ve recaptured your dream,
you’re excited again, and ready for the next obstacle. One thing is certain—each time you slip into the frustration
phase, your trip back to phase one (excitement) gets quicker and quicker, because you know the way.

Is it worth it?
Is your Mary Kay career worth the hassle of putting up with postponed appointments? Making yourself go to unit
meetings and finding something to crow about? Could you find this kind of never-ending excitement,
Supreme challenge, and positive attitude in any other job? I wouldn’t be the person I am today without the great
opportunity Mary Kay gave me. I have a healthy self-image and so many chances to share this positive way of life
with other people. Is Mary Kay worth it? You bet it is!!!
We must never sell ourselves short. Give yourself time to grow, and above all, never lose sight of your goals.
When you lose sight, then you have time to see the obstacles that lie before you. Remember, Mary Kay sells
dreams as well as cosmetics.
Resolve now to work through every phase two and never forget where you could be in six months, a year, three
years, or five years from now if you just persist! Sure, it can be difficult at times, but if you always look ahead and
imagine a positive aide to everything, you’re sure to go far with Mary Kay. And pretty soon the positive things
that you were imagining are coming true!

Overcoming Objections &
Correct Responses
“I'm too busy!" - Great! Mary Kay has taught us that it is the busiest people who get things
done. That's one reason why I chose you. With all of the services I offer, (makeovers in
your home, free delivery, and mailings each quarter) I can actually save you time! Which
date would be better for you, this date or this date?
House problems - "Great! I would love to have you and your friends as guests in my home!
Which day would be better for you? (This could also be because of husband, guests, redecorating)
"I don't know anyone." - Great! This will give you a chance to make some new friends!
Just ask your neighbors on each side of you and have each of them bring two or three
friends. What a wonderful way to have an “excuse” to meet people! Would this day or this
day be better for you?
"I'm allergic." - Great! Mary Kay has just recently improved all of our skin products. They
are now allergy tested and fragrance free! Mary Kay gives you the opportunity to try the
products before you consider purchasing and you are protected by a satisfaction guarantee! You see, ______, Mary Kay caters to people with problem skin!
"I don't use makeup!" - I can appreciate that. Do you not use makeup because no one ever
taught you the proper application techniques or are you just not into the color part? (let
her answer) I believe you will really be impressed with our skin care. I would certainly
value your opinion and I believe you would have fun with it! Would this day or this day be
better for you?
"I've been using Brand X." - Great! I've heard a lot about that product but I've not tried it.
Getting your opinion would really help me later because I will be talking with others who
use your brand too and your opinion will give me a good comparison. Would this day or
this day be better for you?
"Let me check with my friends." - That would be fine, but if you talk with six different
friends to find a good time, you may get six different answers. Why don't we do this....let's
go ahead and schedule a time that would be good for you first since you are the one I'm
meeting with, then let your friends know when your having it and if they can come Great.
Either way I'll be there for you."

Overcoming Objections Scripts’
Booking Scripts and Overcoming Objections POWERSTART SCRIPT
“Hi Susie Q! This is.... Do you have a quick minute? I am working on a huge goal with Mary Kay to practice
on 30 faces in 30 days and I thought of you! I would love to borrow your face to get your opinion of our
product! Is there any reason why we couldn’t get together? (Book her by offering 2 options until you narrow
it down to a date. For example...“What works best for you, weeknights or weekends, Saturdays or Sundays,
afternoons or evenings...”) When you share your appointment with at least 2 or more friends you will receive
a free gift and discounts on your products. Is there any reason why you wouldn’t want to have a few girlfriends attend your appointment with you?”

COACHING SCRIPT

“The only thing I need from you is a guest list and I will take care of everything else. Would tomorrow evening be a good time
for me to follow up with you to get your guest list? Also, do you mind if I send you an email confirmation for your appointment?
Ok, I will call you tomorrow evening to get your guest list. You will want to invite about 15 people to get 5 guests to attend
your appointment. Also check out my website at marykay.com/.... to start creating your wish list!”
The Only Booking Dialogue you’ll ever need........
“Hi ___________. This is _______________ calling! Do you have a quick second?”
“I’m so excited about a decision I’ve made. I’ve decided to .......
1) build my own business with Mary Kay Cosmetics
2) raise money for the Mary Kay Ash Charitable foundation which supports research into the cancers that affect women
3) promote myself up to mid-management
4) blitz my business this week (month)
5) take my Director’s challenge
What I need to do is:
1) get opinions from 15 women of my presentation and products over the next 2 weeks
2) hold 10 classes/parties/appointments this month so I can reach my goal of _______
3) give information about the business of Mary Kay t the five sharpest women I know this week.
Is there any reason you wouldn't:
1) Let me borrow your face and get your opinion? I’ll have a great gift for you.
2) Allow me to pamper you and some friends with a hand treatment, a skin care analysis and a color consultation? I’ll have a
great gift for you, plus you can get free products.
3) Get together with me later in the week over a coke or coffee and let me share the information with you? I’ll have a nice gift
for you for listening. It may be for you or it may not, but you have nothing to lose to listen.
THEN.....
When she says “yes,” then immediately give her two choices of appointments...I have Tuesday night or Saturday morning
available. Which works better for you?
Once you have scheduled a specific time, then add:
“Janie, I also need the opinion of women I don’t know. Is there any reason you couldn’t include 2 or more women I don’t
know? In fact, having a few friends with you gets you FREE PRODUCTS!”
“Great, I will call you tomorrow and get the names and telephone numbers of your guests. I need to call them in person so
that I can get advance information on their skin types and skin care needs.”

More Scripts for Overcoming Objections
The Most Common Booking Objections
1. Too Busy...
”I understand__________, you know, I’m a really busy person too, so I can appreciate that! It may take us an hour or so
to find your special need & preferences, but after that I can save you an enormous amount of time- you’ll never need to
go to the mall again for your cosmetics. I can save you $$ too! Do you think you could find 1 hour for you to get pampered? Great! Which would be better for you______ or ________?”
2. Have to check with friends first...
I can appreciate that, however, why don’t we go ahead and schedule it on my calendar and then let your friends know...
if we have to change it we can later (this is the tentative booking approach). Those that can’t come can schedule at a
different time. Which is better for you at the beginning of the week or the end of the week?
3. Don’t do parties...
That’s good because we only need 2 people besides yourself. In fact, the most I usually have at an appointment is 6.
When would be a good time for you... this week or next?.. etc. Then casually invite her to share her time with a friend or
two.
4. Don’t know anybody...
I can appreciate that... I didn’t know many people before I started Mary Kay. Why not just invite a neighbor on both sides
and we’ll ask them to each bring a friend...what a great way to get to know each other. (Also make other suggestions like
people from: church, gym, ball park, kids school, work, etc) Now, which is better for you, end of the week or beginning of
the week?
5. NO $money$...
I understand ____________, are you aware that Mary Kay is a third to half less that anything at the department stores
(just a few $s more that Walmart) and you never even have to pay full price for our products. We have discounts & lots
of ways to get it free, we even have NO Interest Payment Plans! Plus, there is no obligation to purchase. I’d just appreciate your honest opinion. Which is better for you ________ or ___________?
6. Use Clinique (or Brand X)...
Great! You obviously appreciate good cosmetics! I’d love to get your opinion of Mary Kay's products! Is there any reason you couldn’t compare your ___________ to Mary Kay? You can have a glamour item at half price just for giving me
your opinion. Which would be better for you, ___________ or _____________?
7. I Tried Mary Kay Once & Broke Out!...
I’m sorry you had that experience – may I ask how long it has been? (Explain the product changes) _______, may I ask
you what you mean by ‘Broke Out”? Was it blemishes? (Wrong formula) or little red itchy bumps? (A sensitivity to possibly one of the products – doesn’t mean she can’t use the whole line – some people have a “sensitivity to” milk & strawberries!) Is there any reason we couldn’t work together to find the perfect program for you and let you try the NEW Mary
Kay skin care lines? Which would be better for you ________ or _____?

She Still Resists:
Tell you what- Here’s my card (or my number), if you ever change your mind will you give me a call? I’d love to be the
one to show you our products! OR Here’s my card, if you know of anyone who would like to try our products, would you
pass it on? ALWAYS LEAVE WITH A YES!

