
      YOUR BUSINESS DEBUT

        DEBUT CHECKLISTS
1.   Planning Your Debu  t  
2.   Debut   Outline   and Details  
3. A  fter Your Debut  

TOOLS YOU'LL NEED

1.    P  lanning for Your Debut  
 Debut Invite List

 Invitation Artwork

 Booking Scripts to Confirm Your Guests

2.    At Your Debut  
 Hostess Packet Contents:

• Hostess Program Sheet

• Party with Me Guest List

• Outside Order Form

• 3 Look Books (marykayintouch.com/Section 2)

• Your Business Card (MKConnections on marykayintouch.com)

 Printouts for the Debut:
• Marketing Plan Survey

• Business Debut Roll-Up Bag Close Sheet

• Starter Kit Contents Sheet

 Dream Book Template

3.    After Your Debut  
 Booking Scripts for Sharing the Opportunity

 Pearls of Sharing Tracking Sheet

 Power Start Tracking Sheet

 50/40/10 Sales & Profit Management Sheet

 Coaching Your Hostess & Guests
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Planning Your Debut
Objective:  To ensure you have a successful Debut of your brand new Mary Kay business! Your 
first goal is your POWER START (30 faces in 30 days), Pearls of Sharing (15 Practice 
Interviews) and 8 Parties.

First…
_____ Schedule your Business Debut  to occur within your first 2 – 3 weeks of business.  

However, if this is not possible, schedule your Business Debut ASAP! It’s better to do 
one later than to not do one at all. You will  want to have your inventory before your  
Business Debut.

_____ Hold your Business Debut in your home,  a friend’s home, a party room, etc. Don’t  
worry about the space! Some of the most successful Debuts were in a studio apartment.

_____ Send out a minimum of 75 Business Debut Invitations  to  your “Prospect List”
(including one to your Director). However, sending invites alone will not be effective. 

_____ After you have mailed them, send a personal email/text to each guest to inform them 
that their invitation is in the mail, but that you wanted to personally invite them (over  
email/text) and tell them to “save the date”.   

____ Attend/Listen to Jump Start to have a Rockin’ Debut!

3-5 Days   before your Debut...  
_____ Decide what simple refreshments you'll  serve.  Start thinking about  who you’ll   

delegate the serving of refreshments to…someone special  in your family or a close  
friend. At your Debut, you will be busy focusing on scheduling appointments, not serving 
snacks.  Snacks are NOT served until the very end!

_____ Call  each  guest  on  your  “Contact List.”  Your  attendance  will  be  in  direct
proportion   to the number of guests that you personally speak   to   within   the days   
just   prior to the event!!   Remember, if they can’t come to your Business Debut, you’ll  
want to either schedule a skin care class/facial with them and/or invite them to the next 
unit event.  (See script attached  for “Confirming Your Guest for your Business Debut”)  
Have   at least    5    product    appointments   already   scheduled before your Debut    and   
begin   having your Pearls of Sharing prospects   listen to   the business facts!   

_____ Email your Director a complete list of “Yes” and “Maybe” confirmed guests. Star the top 
5 or 10 women that you’re most excited to have at your Debut. 

_____ Highlight  your  date  book  with  dates  and  times  that  you  have  free  for
appointments, because you will book at least 30 faces in your first 30 days, 8 parties 
and 15 practice interviews at your Debut!

_____ Have the following supplies ready:

___Pens & Customer Profiles for each guest to complete as they arrive

___Look Books stamped with contact information enough for 1/person

___Marketing Plan Surveys – Enough for 1/person and used with >10 guests

___Starter Kit Contents Sheets, Laminated – 1/person (reuse for skin care classes)

___Debut Roll-Up Bag Close Sheets – Color copies, cut, and enough for 1/person

___Satin Hands set for guests to try as they arrive
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___Facial Clothes, wet and dry to wash product off & dry hand during demo

___Money bag (with cash and change), sales tickets and a calculator

___10 Hostess Packets: 3 Look Books, 3 outside order forms, Hostess Program Sheet,

Guest List for a Party & your business card (use MK bags, cellophane bags or folders)

___Demo-filled Debut Travel Roll-Up Bag & filled Debut Travel Roll-Up Bags to sell

___Hostess Program Sheet and Coupons, Laminated (reuse for skin care classes)

___5 Eye Shadows for Raffle prizes (Director will bring gift bags/tissue paper)

_____ Set up product display and hang filled Debut Travel Roll-Up Bags around the room 
for guests to look at. This lets your guests see that you are serious about your business 
and servicing their needs.  Place one of the filled bags in the middle of the table so they 
see the products you're demonstrating.

_____ Create 2 poster boards.  One with 30 lines on the front & 30 lines on the back, which 
will be used during the presentation to book your Power Start (first 30-60 faces).   The 
other poster board should have 15 lines on the front and 15 lines on the back and will be 
used to book your 15 practice interviews for your Pearls of Sharing.  Title each poster.

On the Morning of your Debut...
_____ Text this message to your guests to help ensure guests arrive and on time:  “So excited 

to see you tonight. So appreciate your support. Can you be here at 6:50?”  
Say 10 minutes before Debut start time.

Helpful Reminders...
• Your Recruiter/Director will arrive 30 minutes before the event/presentation to check the  

product display and to set up the prizes you can earn and the Raffle prizes.  You should 
arrange the seating in a semi-circle in front of the table.

• NO CHILDREN  SHOULD BE AT THIS EVENT, including your own.  It's a “Girls Night  
Out” adult event and your guests should be able to relax and be pampered.  You'll lose
$100 in sales for every child, including babies. Women won't focus and spend as much
money with distractions at the event. Ask your friends to get babysitters so they can relax.

• WEAR A PROFESSIONAL SKIRT OR DRESS and your Mary Kay Makeup! You are  
launching your new Mary Kay business...please look professional!

• You/Your Recruiter/or Director will bring 5 Interview Packets* and will pass these out to 
your sharp guests at the end of the presentation that seem interested but didn't sign up 
at your Debut. She'll also bring the full set of Pearls of Sharing to show your guests what  
you'll  earn; raffle  tickets to pass out during the  event; a prize for you if you have 10 
people attend; a prize for holding your first 8 skin care classes; your Power Start prize to 
show to  the  guests,  & gift  bags/tissue paper  for  Raffle  prize  eye shadows  that  you 
provide.  She'll also bring laminated Hostess Coupons to explain the program.

• Remember…Have  at  least  5  product  appointments  already  scheduled  before  your  
Debut  and begin having your Pearls of Sharing prospects listen to the business facts! 
Booking guests for your training event is best and counts!

*Interview Packet:  Independent Beauty Consultant Agreement, Steps to Success Career Path Brochure with pic of the Starter 
Kit, Applause Magazine Printouts (Top NSD and Director Checks) – print double-sided, “Y” We Fit Article – print double-sided, 
your business card, Guest Event info and Marketing Plan details  - online link or phone #. 3



B  usiness Debut   Outline  
 I. Guests Arrive

 A. Guests receive Drinks

 B. Guests complete Customer Profile Cards

 C. Guests Pampered with Satin Hands

 II. Consultant/Recruiter/or Director Welcomes Guests

 III. Explain Agenda of Event

 A. You're Launching your New MK Business

 B. You're Introducing the #1 Best Selling Brand of 

Skin Care/Cosmetics!

 IV. Guest Introductions and They Share Why they Think the Consultant will 

be Successful

 V. You/Recruiter/or Director All Share I-Stories and Consultant shares 

      First Goal of 30 Faces in 30 Days and 15 Interviews

 VI. Demonstration of Products

 A. The Ultimate Miracle Set on the Back of Hand

 B. Additional Products

 C. Travel Roll-up Bag Explained

 VII. Share Dream Book &/or Marketing Plan

 VIII. Consultant/Recruiter/or Director shares how Guests can Support You!

 A. Director presents prize to Consultant for having 10 Guests

 B. Director shows prizes Consultant will earn for:

 i. Power Start in 30 Days

 ii. Holding Your 1st 8 Classes

 iii. Pearls of Sharing -15 Practice Interviews

 IX. Present Hostess Program

 X. Consultant writes Guests' names on Power Start & Pearls of Sharing 

Posters

 XI. Consultant's Focus is to talk to each Guest and Secure Dates to 

complete your Power Start, 8 Parties, and Pearls of Sharing

 XII. First Raffle Drawing and Explain Debut Roll-Up Bag Special

 XIII. Refreshments are Served (select a guest to help)

 XIV. Pass out Sales Tickets, Look Books, Debut Roll-Up Bag Sheets and 

Pens to each Guest

 XV. Consultant/Recruiter/or Director fills orders and helps with Scheduling 

Pearls of Sharing Practice Interviews

 XVI. Last Raffle Drawing
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Debut Presentation   Detail   for the   D  ay of   Y  our Debut  

1. You greet  guests  as they arrive.  Everyone gets  drinks,  fills  out  Customer  Profile  cards
and gets pampered with the Satin Hands set (no food until after presentation).

2. You  welcome  everyone!  Consultant/Recruiter/  or  Director will  explain  the  agenda  and  
purpose  of  the  event:  You  are  launching  YOUR  business  &  the  PRODUCT you  are  
selling!

3. All guests will introduce themselves, tell how long they’ve known you and their relationship 
to you, a bit about their family, work, hobbies, and why they think you will be successful in 
MK.

4. Consultant  shares a  brief “I  Story”  including background (to  build  credibility),  why you  
started your business and where you’re headed…your goal, your vision.  Talk in terms of  
how  your  Mary  Kay  business  is  helping  you  to  fulfill  your  dream  of....and  how
appreciative you are that, by your guests being here, they're helping you to live your dream. 
You share your first goal with your guests...30 faces in 30 days,  8 Parties & 15 practice  
interviews!  Your Recruiter and Director share their “I-Stories” too.

5. Mary Kay will  be  introduced  as  the  #1  Brand  of  Skin  Care  &  Color  Cosmetics  in  the
Nation!  All the guests will first sample the Ultimate Miracle Set on the back of one hand. No 
one will receive a facial or makeover that day. Consultant/Recruiter/or Director will then  
explain other top products and the Travel Roll Up Bag.

6. If your Recruiter/Director cannot attend, you share your Dream Book as the way to present 
the Marketing Plan.  If your Recruiter/or Director is at your Debut, then she will present the 
Marketing Plan.  Just before, explain that guests will receive raffle tickets when they ask  
questions about the business, which helps you learn.

When creating your Dream Book, keep these things in mind.  It is not  supposed to be  a 
collage. Instead, it's a story book that people can  easily follow as you explain it,  without  
having to study little details to understand it.  The pictures you choose for each page should 
be large enough so that those sitting  even 12 feet away can follow.  Best to choose 3-4 
decent sized photos per page versus a ton of smaller ones, a total of 12-14 pictures for the 
whole book, and it should take about 7 minutes to present.  You will also use this book at 
your Skin Care Classes.

Next, hand out laminated Starter Kit Contents sheets.  If you have more than 10 guests,  
pass out the Marketing Plan Surveys, explaining that this how we learn what women think 
and remember to collect them back. Then raffle some of the prizes.

7. Your Director gives  you  your  prize  in  front  of  everyone  if  you  have  10  people  in  
attendance. Introduce the Pearls of Sharing (15 practice interviews in your first  21 days)  
and Power Start Challenges (30 faces in 30 days).  Your Recruiter/Director then presents 
the prizes you will earn by holding your first 8 skin care classes, your Power Start and your 
Pearls of Sharing.  Share how the guests can help you earn all the prizes by supporting 
you.  As the prizes are explained, you will hold or be handed each of the fun prizes you can 
earn and wear them like you earned them for a quick second. Then the prizes are removed, 
with the explanation that for you to earn them, you need your guests' help.
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Explain  that by supporting you and agreeing to let you borrow their face and give their  
opinion on the business, they'll receive additional raffle tickets.  Explain how they can also 
earn $200 of free products with our Hostess Program.  Explain the details by role playing 
using the laminated Hostess Coupons.  Recruiter/Director will role play with you if they are 
there.  If not, Consultant can choose her closest friend there and ask her, ahead of time, to 
play along. When presenting the hostess program, remember to highlight how the hostess 
will be treated like a queen at the event, getting her own customized mineral makeover,  
smokey eyes, pouty lips, contoured cheeks, the works, while her girlfriends get pampered 
too, but with just a dash of color.  If you can offer your home for them to hold their event, 
offer it now, because it may eliminate obstacles for people agreeing to host a party. 

8. As you, the Consultant, ask to borrow faces for your first big goals, guests give names of 
who they will invite to their appointment (to hit your 30 faces goal) while you write names on 
the poster board you created for the event. One side of the poster board has 30 lines for the 
Power Start. The other side has 30 more lines for a Double Power Start.  If guests are  
hesitant to book a party, remember to ask for the 1:1 appointment first and then if she'd be 
willing to  just  share her appointment with  a few friends so she can receive some free  
products.  So you can track how many parties you book, place a circle around the line  
number for that guest on the poster board.  Guests  also sign up to help you  earn your 
Pearls of Sharing by giving names of people they think would be great at MK and you write 
them on the second poster board. Guests receive tickets for each line on the poster boards 
they give names for.  So if they give 10 names for a party, they'll receive 10 tickets.  Or if 
they think of 3 people that they think would listen to the business facts, they'd receive 3  
tickets...1  ticket/line on the poster boards.  Consultant/Recruiter/  or  Director hands out  
tickets.

9. After the presentation, do another raffle, pass out the Roll-Up Bag Close Sheets and explain 
it.  Pass out sales slips, Look Books, and pens to each guest  too.  Let guests know they 
receive raffle tickets for purchases.

Have the person you chose to serve refreshments pass them out now while you take your 
date book around and talk individually with each guest to  secure dates for  your guest's  
facial, party,  and/or  to attend as a  guest at  training  or listen to the  full  marketing  plan  
online or on the phone.  This is to accomplish your first goals of Power Start, 8 Parties and 
Pearls of Sharing.  

When someone agrees to host a party and you've agreed on the date, remind them the next 
most important step to earning all their free product is getting the guest list with addresses 
to you within 24-48 hours.  Give her a Hostess Packet.  It's a good idea to agree on a  
follow-up time within the next 24-48 hours to touch bases on the guest list and to go over 
the Hostess Packet, specifically collecting outside orders.  See “Coaching Your Hostess  
Guests” training document for details.

10. Consultant/Recruiter/or Director will fill orders, book interviews and talk with guests about 
the career opportunity in a separate area. If  guests don’t  have their  calendars we will  
pencil in a date. She can call you back if that date doesn’t work. Everyone else will mingle 
and enjoy refreshments.  Consultant/Recruiter/or

Director does additional drawings with raffle tickets at the end.
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After your Business Debut…

_____ 1. Add up your sales, number of skin care classes/facials you booked & the number of 
practice interviews you booked. 

Call or email your Director to share all your results, even if she attended! 

 _____ 2. Record your sales and number of faces on your Power Start and Pearls of Sharing 
Tracking Sheet.  Get ready for huge results when you track your activity! 

Also,  enter all  your  guests'  profile  card  information  into  your  PCP on  
marykayintouch.com

 _____ 3. Deposit your sales into your MK checking & savings accounts.  Remember, to follow 
50/40/10. This is important to running a profitable, clean business. 50% of your sales  
should always go towards replacing/building your inventory. 40% goes towards paying 
off your initial investment or profit. 10% goes into your MK savings account to pay for 
business expenses/workshops/seminars. See attached spreadsheet.

_____ 4. Quickly order any products you did not have at your Debut and to replace products 
you sold so you don't have holes in your inventory (50% of sales). You need to fill  
customer orders ASAP and the best way to do that is to place your order the same day 
of your debut on marykayintouch.com, Ordering, Create a New Order.

_____ 5. Follow-up within 24-48 hours (no later!) with a quick phone call to thank everyone 
who attended your Debut and to confirm their appointments. 

Also, call all the hostesses who booked skin care classes/facials to get guest lists for 
their upcoming events—in order to receive the $25 part of the hostess credit, she must 
send you the guest list with addresses within 48 hours.  Get 8 Skin Care Classes on your 
date book for the next 30 days to earn your Prize!

Be sure to use the Skin Care Class Packet, including the “Coaching Your Hostess &  
Guests for Successful Parties” portion for how to turn your bookings into successful  
parties.  

_____ 6. Send a friendly reminder email and text to every guest we booked to come to the 
training or to listen to the Marketing Plan online/phone.

_____ 7. Write a quick thank you note to everyone who attended your Business Debut! 

_____ 8. Call all   names/  referrals   on the Pearls of Sharing poster   within 3 days of the Debut 
Party to schedule them to listen and give their opinion on the Business Facts.  You could 
say something like this:

“Hi Sarah! This is Ashley. You don't know me, but I got your number from Katie. We  
were together a few days ago for a Mary Kay event and had a blast! She gave me  
your number because she's giving you a $10 gift card.  She spoke so highly of you 
and thought you would probably be open to giving your opinion on the business.  
I'm a consultant and moving into leadership with the company.  Katie will actually  
get some free products too, after you listen just for your opinion.  Have you ever  
heard about the 6-figure side of Mary Kay and the Leadership Career Path?”

After she says yes, use the “Booking Script for Sharing the Opportunity” as a guide for 
how to schedule her to listen,.

If no, let her know that she could also earn the $10 gift card just for her opinion of the 
products. 7



_____ 9. Earn your Pearls of Sharing in the next 21 days! So easy! Just complete 15 practice 
interviews with your Director for the whole set of MK Pearls!

_____ 10.  Last,  but  VERY CRITICAL...Call  all  your  guests  who could  not  attend your  
Business Debut so you can borrow her face!  Say something like the following, but make 
it NATURAL & KEEP IT LIGHT!  Don’t take yourself too seriously!

“Hey Susie Q, this is Molly...do you have a quick second?  I'm so sorry you missed my  
Business Debut.  We had a great time and missed you.  Everything went great!  Even 
though you couldn't attend my debut, I would so appreciate your support with my first big  
goal – to practice on 30 faces in 30 days.  I get this really beautiful prize once I have 
practiced on 30 faces!  I would love to borrow your face and get your opinion on our  
products!  Could you help me out? 

If yes, then...What works best for you, this week or next week?”

After you book a day and time with her say:

“Would  you  be  willing  to  let  2  friends  share  your  appointment?   You  qualify  for  
discounts/free products when you do! It would be so fun because you'd all be together  
getting pampered and those extra couple faces would really be helping me reach my 30  
faces goal!  Of course you'll get the most pampering since I'll be customizing a special  
mineral color look just for you and because of all the free stuff you'll get.”

Follow the “Confirming your Guests for your Debut Script”  with how to continue with 
getting  addresses,  explaining  the  Hostess  Program and  being  prepared  for  different 
responses and how to address them.

**If you get voicemail say that you have a really important question to ask & leave it at 
that!  Don’t ramble on about your goal! 

STEP 10 IS VERY IMPORTANT!  Don’t miss out on sales & appointments by not calling 
your people!  You could seriously pass up thousands of dollars in the long run!  No joke!
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DEBUT Invite LIST
Make a list of every person you know that has skin!  They can 
help you start your business, give you their opinion, and     

allow you to practice on them.  Write down literally everyone
that comes to mind—people with whom you went to school, 

work with, previously worked with, relatives, relatives of        
relatives, neighbors, church friends, business associates, etc.  

If you were having a wedding—who would you invite? 
Put an * by those who you think would be great team      

members & tell your Director about them!

    Name: Address  Phone:
1.    ______________________________________________________
2.    ______________________________________________________
3.    ______________________________________________________
4.    ______________________________________________________
5.    ______________________________________________________
6.    ______________________________________________________
7.    ______________________________________________________
8.    ______________________________________________________
9.    ______________________________________________________
10.  ______________________________________________________
11.  ______________________________________________________
12.  ______________________________________________________
13.  ______________________________________________________
14.  ______________________________________________________
15.  ______________________________________________________
16.  ______________________________________________________
17.  ______________________________________________________
18.  ______________________________________________________
19.  ______________________________________________________
21.  ______________________________________________________
22.  ______________________________________________________
23.  ______________________________________________________
24.  ______________________________________________________
25.  ______________________________________________________



  

26.  ________________________________________________________

27.  ________________________________________________________

28.  ________________________________________________________

29.  ________________________________________________________

30.  ________________________________________________________

31.  ________________________________________________________

32.  ________________________________________________________

33.  ________________________________________________________

34.  ________________________________________________________

35.  ________________________________________________________

36.  ________________________________________________________

37.  ________________________________________________________

38.  ________________________________________________________

39.  ________________________________________________________

40.  ________________________________________________________

41.  ________________________________________________________

42.  ________________________________________________________

43.  ________________________________________________________

44.  ________________________________________________________

45.  ________________________________________________________

46.  ________________________________________________________

47.  ________________________________________________________

48.  ________________________________________________________

49.  ________________________________________________________

50.  ________________________________________________________

    Name: Address  Phone:



  

51.  ________________________________________________________

52.  ________________________________________________________

53.  ________________________________________________________

54.  ________________________________________________________

55.  ________________________________________________________

56.  ________________________________________________________

57.  ________________________________________________________

58.  ________________________________________________________

59.  ________________________________________________________

60.  ________________________________________________________

61.  ________________________________________________________

62.  ________________________________________________________

63.  ________________________________________________________

64.  ________________________________________________________

65.  ________________________________________________________

66.  ________________________________________________________

67.  ________________________________________________________

68.  ________________________________________________________

69.  ________________________________________________________

70.  ________________________________________________________

71.  ________________________________________________________

72.  ________________________________________________________

73.  ________________________________________________________

74.  ________________________________________________________

75.  ________________________________________________________

    Name: Address  Phone:





CALLING SCRIPTS TO CONFIRM GUESTS 
FOR   YOUR   DEBUT  

After  hello  and greeting  ask,  “Hi  Julie!   This  is 
___________  Do you have a quick second?” 
I’m  calling  to  get  a  final  head  count  for  my 
business debut on Friday, May 13. It would mean 
the world to me if you could make it!  Since I'm 
brand new in this business, I would so appreciate 
your support as I start my new business!  

IF YES  :  
Wonderful! Bring a friend and you'll get 1 item at 
50% off and just for coming you get 40%  off  an 
item too.  Also, arrive at least 10 minutes early to 
get  a  special  hand  pampering  treatment.  We 
won’t be doing facials, but will do some super fun 
pampering.  Because this is an actual event, not 
an open house, it will start promptly at 7pm and 
last about an hour/hour and half. Do you think you 
can arrive at 6:50/7? I can't wait for you meet my 
director and mentor/recruiter, ____.  She's coming 
just to help me get started and the more people I 
have come, the more I learn, so bring friends.  I 
even get a present from my Director when I have 
at least 10 people come. Thanks so much again 
Julie! Look forward to seeing you Friday at 7!

IF MAYBE  :    Count  the maybes as No's.   Book 
her facial right then using the script below.

IF NO  :  
I’m so sorry you aren’t able to make it Suzie; we 
will miss you. I'm super excited about starting my 
new  business,  but  a  little  nervous  too  about 
completing my training.  Even though you can't
attend  my  debut  I  would  so  appreciate  your 
support with my first big goal--to practice on 30 
faces in 30 days. Can I borrow your face to get 
my  first  big  award?  I  would  love  to  get  your 
opinion on the products! Could you help me out? 
What works best for you, this week or next week?

Once you have an appointment set, then and   only then   do 
you try to  transition the appointment into 3 or more people 
by  saying  this  verbatim,  and  as  if  this  thought  just  now 
crossed your mind… 

You know what  Suzie, it’s actually just as easy 
for me to do a couple faces as it is for me to do 
one, plus I’m trying to get to 30 faces. Is there 
any  reason  you  wouldn’t  want  to  share  your 
appointment with a couple of girlfriends? I mean 
it’s actually more fun with a couple of girlfriends 
anyway and it would help me out tremendously 
with  my  goal  plus  you  can  get  $200  of  free 
products.

IF YES  :  
Oh that’s awesome! I will do all the work to get 
ready for the appointment; all I need from you is 
a list  of  girlfriends you want  to invite.  Actually, 
why don’t you just go ahead and grab your cell 
phone and throw out some names, numbers and 
addresses,  and  I  will  start  working  on  the 
invitations!   You'll  get  $25  of  the  $200  free 
product  just  for  giving  me your  guest  list  with 
addresses.

If she doesn’t have her cell with her, then  arrange a time 
for you to call her back later the next day. Remember, no 
list=no group appointment.

IF NO  :  
That’s  no  problem!  I'm  just  grateful  to  borrow 
your  face  and  get  your  opinion.   In  the 
meantime, if you think of anyone, then just invite 
them and I’d be happy to still give you $200 of 
free products: It will be so fun to see you. I have 
appointment times coming up on ___ and ____. 
Would 1 of those work for you?  Ok great.  The 
next  thing  I  need  to  do  is  confirm  your 
appointment  in  24  hours  and  ask  you  some 
questions  about  your  skin.  When  would  be  a 
good time to catch you, tomorrow evening?

Follow up phone call 24 hours later to confirm the date and 
time and ask her all the questions on the profile card. Ask if 
you can send her an email confirmation and get her email 
address. Also send a thank you card in the mail.  Thank her 
for the booking and remember to tell her your goal.

Calling each guest—NOT facebooking, 
texting or emailing—a few days before is 
key to having a successful business 
debut! Use the following script when 
calling your guests.
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IF SHE SAYS: 
Oh,  that  sounds  great,  but  let  me  check 
around and see who would come. 

THEN YOU RESPOND: 
Oh, I totally understand that. Hey, why don’t we 
just do this: I really want to make sure I get you 
in. What most people do is just set a date that 
works best for us.  Then, check around, and if a 
few of your key people can’t make it, then just call 
me back and we’ll move it, no big deal at all. So 
what generally works best for you, a weekday or 
weekend? 

IF SHE SAYS: 
Oh, I don’t have my calendar. Let me call you 
back and then set a date. 

THEN YOU RESPOND: 
Oh, I totally understand that. I don’t do anything 
without my calendar either! Hey I tell you what – I 
really  want  to  make sure  I  get  you  in,  so  why 
don’t  we do this,  let's  just  set  a date and then 
once you get home and check your calendar, we 
can always move it.  What’s generally better  for 
you, a weekday or weekend? 

IF SHE SAYS: 
Oh I’d love to have you borrow my face but 
Mary Kay makes me break out. 

THEN YOU RESPOND: 
Oh no, I hate to hear that. Do you mind if I ask, 
“How long ago was it that you tried Mary Kay?”

(if it's been a while...)
Oh well, the product has changed tremendously 
since then.  Actually I'd love to get your opinion 
of  how  you  think  it's  changed.  Nearly  every 
product  except  for  the  classic  basic  skin  care 
has  been  re-formulated.   So  what's  better  for 
you, a weekday or weekend?

(if it’s been recently—ask of course if she has a  
consultant) 
Did  that  consultant  ever  follow up with  you  to 
make sure everything was working properly for 
you? Oh I hate to hear that, because Mary Kay 
is so big on customer service. If  you still  have 
that product, I  can actually exchange it for you 
and it doesn’t cost me anything. Usually, it’s one 
little  key  ingredient  that  doesn’t  sit  well  with 
someone’s face that causes them to break out. I 
mean, if  you use any brand and it’s the wrong 
formula type for your skin, you would break out. 
Would  you  be  up  for  maybe  just  letting  me 
experiment with just color and no skin care? It 
would still help me out with my big goal plus I’d 
love to see you!

These are some common responses you’ll 
receive. Memorize them so you’ll feel more 
confident on the phone. 
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Party with Me   Guest List  
Make a list of at least 30 people.  

  I'll take care of the rest.
Name: Address: Phone  :  

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. __________________________________________
27. __________________________________________
28. __________________________________________
29. __________________________________________
30. __________________________________________



 

 
Outside Order Form 

Customer Name: _______________________________                 
Address: _____________________________________        Phone: _______________________________ 
City/State/Zip: _________________________________        E-mail: _______________________________ 
 

Quantity DESCRIPTION (including skin type/shade) Price/Unit Total Price 

        

        

        

        

        

        

        

       
  

Subtotal   
  Sales Tax   

     

  TOTAL   
*Please make checks payable to: ________________________________________ Additional Questions, Call: _____________________       
*For more information on products and beauty tips, please visit my website at www.marykay.com/____________________ 
 
 

 
Outside Order Form 

Customer Name: _______________________________                 
Address: _____________________________________        Phone: _______________________________ 
City/State/Zip: _________________________________        E-mail: _______________________________ 
 

Quantity DESCRIPTION (including skin type/shade) Price/Unit Total Price 

        

        

        

        

        

        

        

        
  

Subtotal   
  Sales Tax   
     

  TOTAL   
*Please make checks payable to: ________________________________________ Additional Questions, Call: _____________________       
*For more information on products and beauty tips, please visit my website at www.marykay.com/____________________ 

Credit Card Information:  Exp. Date           -   
Credit Card #:                    -                    -                    -                              
Name on Credit Card: _____________________________ 
Signature:__________________________________ 
Billing Zip Code:___________ 

Credit Card Information:  Exp. Date           -   
Credit Card #:                    -                    -                    -                              
Name on Credit Card: _____________________________ 
Signature:__________________________________ 
Billing Zip Code:___________ 



 

 

Why Start a Mary Kay Business? 
 

1. Money: Mary Kay offers the highest direct sales commission in the U.S. – 50% 
2. Leadership Roles: Hundreds of Directors earn over $100,000/yr and our National Sales Directors have a retirement 

buyout called the Family Security Plan. My National Emeritus retired to exclusive Fisher Island, FL and received a $7.2 
million buyout – 40k/month for 15 years! Her highest MK check was $101,000 in 1 month! My top mentor became an NSD 
in 2007 and her highest monthly check is almost $30,000! We currently have over 400 women millionaires in Mary Kay! 

3. Recognition: Jewelry and luxury trips for you and your spouse (Applause Magazine and Jewelry Brochure) 
4. Drive for Free: Earn a FREE car or the monthly cash option ($375, $500, or $900/mo & $1400/mo for NSDs) 
5. Faith, Family, Career: This MK principle allows for life balance and keeping your priorities in check. 
6. Flexibility & Freedom: Full time pay for part time work. You can flex MK in to your everyday life and sell online through 

your personal MK website,  “on the go” with samples, with Mary Kay catalogs, at a MK facial/party, and at social functions, 
charities, fundraisers, corporate deals etc.—so many options for busy women. 

7. Mentorship & Business Training: You get an incredible business coach & support system to help you reach your goals. 
You own your own business, but you’re not in business alone. 

8. Be Your Own Boss: No glass ceilings, unlimited earning potential! 
9. Tax Advantages: Tax benefits and deductions are endless for the self-employed (Essence Magazine) 
10. Friendship & Camaraderie: sisterhood of successful, driven, passionate, caring women (“Why We Fit” & MK photos) 
11. Products: 100% customer satisfaction guaranteed on the #1 Brand of Skin Care & Color Cosmetics in the USA. Mary 

Kay will be at 5 billion in retail sales by 2013.  (Look Book, Lucky, Essence, Elle, etc.) 
12. Recession Proof & No Saturation: Even when money is tight, you don’t ration your mascara or use less soap. And, 

baby girls are born everyday so there’s always new business. (New York Times & USA Today articles) 
13. Consumable Product: You put it on in the morning and wash it off at night—this means re-orders and residual income. 

Develop 10 Miracle Set  skincare clients - $2,000 profit/year. Develop 100 Miracle Set Clients - $20,000 profit/year 
14. No Quotas/No Territories: You decide how much $$ you want to make. Work when you want. You can develop 

customers and/or team members anywhere in the U.S. 
15. Mary Kay Foundation: Cause-conscience company—two main platforms are the prevention of domestic violence and 

the elimination of cancers that affect women 

 

What do outside sources say about Mary Kay Cosmetics? 
 

– Working Women Magazine ranked the Top 500 Women Owned Businesses – Mary Kay #6 
– Forbes Magazine ranked the Top 500 Privately Owned Business – Mary Kay Ranked 174 
– Brand Keys 2011 Consumer Loyalty Index – Mary Kay #7 – others at the top of the list are Netflix, Apple, Walgreens and 

McDonald’s 
– Fortune Magazine – Mary Kay was listed as “One of the Best Companies to work for in America.” We made the list 3 

times while we were publicly traded. 
– Good Housekeeping listed Mary Kay Ash as one of the “125 Women Who Changed Our World.” 
– Ebony/Baylor University named Mary Kay Ash as the #1 Female Entrepreneur in U.S. history. 

 

What does it take to get started? 
 

$100 for the Starter Kit and there’s over $300 of product and training materials in the kit! (Discover Extra Income brochure). 
Attend Orientation Class – learn how to get started with business basics (business cards, website, how to fill orders, FREE 
product bonuses from Mary Kay). Then, there’s training to help you develop your customers, team members and all other 
aspects of your business. 

 

 
1. What impressed you most about the Mary Kay Career? 

 
 

2. What part of the business information excited you the most? 
 
 
3. Circle the option that best describes your MK interest level: 

A—Let’s get started, sign me up 
B—Buy me a cup of coffee, I’m willing to hear more 
C—I’m happy being your customer 

 
 
Customer Name:______________________________ Consultant Name:____________________________ 
 
Best Number to call you:______________________________ Best time to call:_______________________ 
 







DreamDreamDreamDreamDreamDreamDreamDream
BookBookBookBookBookBookBookBook

“Shoot for the moon. 

Even if you miss you'll land amongst stars.”

-Mary Kay Ash



Insert pictures of you & your 
life at the time right before you 

started you MK Business.

When MK Found Me...When MK Found Me...



And so myAnd so myAnd so myAnd so myAnd so myAnd so myAnd so myAnd so my
 journey journey journey journey journey journey journey journey
 began... began... began... began... began... began... began... began...

Insert a pic of you and your recruiter. 
– Tell how you met her, & what 

attracted you to the MK opportunity.



This is Why I'm WorkingThis is Why I'm Working

My Mary Kay BusinessMy Mary Kay Business

Insert pics of MK "WHY"--family, 
freedom, flexibility, student loans, 

confidence & money--Insert things you 
have purchased with your MK money 
OR/and things you want to purchase 

with your MK money"



Money & Money & 
Income PotentialIncome Potential

Paste a commission check here! 
Use your check, your Director's 

check, and the Applause 
Magazine list of National Sales 

Directors' commissions.

3 AVENUES OF INCOME IN MARY KAY3 AVENUES OF INCOME IN MARY KAY3 AVENUES OF INCOME IN MARY KAY3 AVENUES OF INCOME IN MARY KAY

Product Marketing/Sales:Product Marketing/Sales:Product Marketing/Sales:Product Marketing/Sales:
50% Commission!  Highest in the direct sales industry and the #1 brand of 
skincare/color cosmetics in the country! This industry is recession-proof, 
consumable, unsaturated and viewed as a necessity, not a luxury.

Team-Building:Team-Building:Team-Building:Team-Building:
4% commission from Mary Kay for sharing the business with 1 person.  9-13% 
commission with 5 team members.  Up to 26% as a Director, plus bonuses.

Career Car Program:Career Car Program:Career Car Program:Career Car Program:
Choose Cars or Cash-- Go on target for your car with only 5 team members!

MK has over 300 women who have become millionaires!MK has over 300 women who have become millionaires!MK has over 300 women who have become millionaires!MK has over 300 women who have become millionaires! 
● Hundreds of directors earn over $100k/yr and our National Sales Directors (NSDs) have a 

retirement buyout called the Family Security Plan.

● The #1 generation coming into MK right now is Generation Y (women between the ages of 
18-34). They are breaking records and becoming MK millionaires younger today.

● My National Emeritus retired to a private island, Fisher Island, FL, and received a $7.2mm 
retirement buyout–$40k/mo for 15 yrs. Her highest MK check was $101k in 1 month! 

● My top mentor, a Purdue graduate, former Amoco Oil environmental engineer, became an 
NSD in 2007 and her highest monthly check has been almost $30k. 



Earn a Free Car!Earn a Free Car!

Chevy Cruze or $375/mo

Toyota Camry Ford Mustang

Cadillac Escalade or $1400/mo

Chevy Equinox
Choose 1 of these 3 Cars or $500/mo

Cadillac CTS/SRX or $900/mo



Prizes, Recognition & TripsPrizes, Recognition & Trips

Insert pics of prizes you've earned and 
or the current Star prize/Seminar jewelry 

you're working toward.

Trips for you and your spouse!



● Flexibility & Freedom:Flexibility & Freedom:Flexibility & Freedom:Flexibility & Freedom:  Full-time pay for part time work.  You can flex 
MK into your everyday life and sell online through your personal MK 
website, catalogs and samples (MK creates and maintains the website & will 
send out our catalogs and samples for us!).  Also sell at skincare/facials, 
social functions, charities, fundraisers, corporate deals, etc. - so many options 
for busy women.

● Be your own boss:Be your own boss:Be your own boss:Be your own boss:  No glass ceilings, unlimited earning potential.

● Mentorship & Business Training:Mentorship & Business Training:Mentorship & Business Training:Mentorship & Business Training:  You get an incredible business 
coach & support system to help you reach your goals.  You own your own 
business, but you're not in business alone.

● Tax Advantages:Tax Advantages:Tax Advantages:Tax Advantages:        Tax benefits and deductions are endless for the self-
employed (Essence Magazine).

● No Quotas/No Territories:No Quotas/No Territories:No Quotas/No Territories:No Quotas/No Territories:  You decide how much $$ you want to 
make and when you want to work. You can develop customers and/or team 
members anywhere in the U.S.

● Recession Proof & No Saturation:Recession Proof & No Saturation:Recession Proof & No Saturation:Recession Proof & No Saturation:  Even when money is tight, you 
don't ration your mascara or use less soap.  Women view skincare and color 
cosmetics as a necessity, not a luxury.  And baby girls are born everyday so 
there's always new business. (New York Times & USA Today).

● Consumable Product: Consumable Product: Consumable Product: Consumable Product:  You put it on in the morning and wash it off at 
night...it literally goes down the drain every night and every 6-8 weeks, you 
need more – this means reorders and residual income.

● Amazing Products:Amazing Products:Amazing Products:Amazing Products:  100% Satisfaction guaranteed on the #1 best selling 
brand of skincare and color cosmetics for 15 years.  We're in over 36 
countries and we'll be $6B in retail sales in 2013.  This means MK has 
outsold every other brand (Lancome, Mac, Chanel, etc)!

AdvantagesAdvantages



Personal Growth &Personal Growth &
Self ConfidenceSelf Confidence

Paste pictures from your meeting, 
Career Conference, Seminar, 
Pink Achiever Outings, your 
Red Jacket Debut or other 

MK events!



PrioritiesPriorities

Paste pictures of what's most 
important to you....family, friends.  

Dedicated to ending women's cancers and domestic abuse

Mary Kay founded her 
company on the principles of 
faith, family, career allowing 
for life balance and keeping 
your priorities in check.

Last year, just two of the many highlights are, Mary Kay:Last year, just two of the many highlights are, Mary Kay:Last year, just two of the many highlights are, Mary Kay:Last year, just two of the many highlights are, Mary Kay:

● Awarded 13 doctors/scientists $100k each in cancer research grants
● Granted 150 domestic violence shelters $20k each



FriendsFriends

Paste pictures of your MK friends here!

Sisterhood of successful, driven, passionate, caring women



Outside Sources on MKOutside Sources on MK

Working Women Magazine Top 500 Women Owned 
Businesses – Mary Kay Ranked #6

Forbes Magazine Top 500 Privately Owned Businesses – 
Mary Kay Ranked #174

Brand Keys 2011 Customer Loyalty Engagement 
Index/Entrepreneur – Mary Kay ranked #1 in the Cosmetics 
category and #6 for “Brands that Delight” – others at the top 
of the list are Netflix, Apple, Walgreens and McDonald's.

Fortune Magazine – Mary Kay was listed as “One of the Best 
Companies to work for in America.”  MK made the list 3 times 
while we were publicly traded.

Good Housekeeping listed Mary Kay Ash as one of the “125 
Women Who Changed Our World.”

Baylor University/Ebony named Mary Kay Ash as the #1 
Female Entrepreneur in U.S. History.
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12

13

14

15

16

17

18

19

20

21

22

23

24

25

26

27

28

29

30

31                                      Y/N

32                                      Y/N

33                                      Y/N

34                                      Y/N

35                                      Y/N

36                                      Y/N

37                                      Y/N

38                                      Y/N

39                                      Y/N

40                                      Y/N

41                                      Y/N

42                                      Y/N

43                                      Y/N

44                                      Y/N

45                                      Y/N

46                                      Y/N

47                                      Y/N

48                                      Y/N

49                                      Y/N

50                                      Y/N

51                                      Y/N

52                                      Y/N

53                                      Y/N

54                                      Y/N

55                                      Y/N

56                                      Y/N

57                                      Y/N

58                                      Y/N

59                                      Y/N

60                                      Y/N

Facts/Career Talks

Million Dollar Work PlanMillion Dollar Work Plan $375/mo

Product Events
1                                         Y/N

2                                         Y/N

3                                         Y/N

4                                         Y/N

5                                         Y/N

6                                         Y/N

7                                         Y/N

8                                         Y/N

9                                         Y/N

10                                      Y/N

11                                      Y/N

12                                      Y/N

13                                      Y/N

14                                      Y/N

15                                      Y/N

16                                      Y/N

17                                      Y/N

18                                      Y/N

19                                      Y/N

20                                      Y/N

21                                      Y/N

22                                      Y/N

23                                      Y/N

24                                      Y/N

25                                      Y/N

26                                      Y/N

27                                      Y/N

28                                      Y/N

29                                      Y/N

30                                      Y/N



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

27

28

29

30

$900/mo

Million Dollar Work PlanMillion Dollar Work Plan

Facts/Career TalksProduct Events
1                                         Y/N

2                                         Y/N

3                                         Y/N

4                                         Y/N

5                                         Y/N

6                                         Y/N

7                                         Y/N

8                                         Y/N

9                                         Y/N

10                                      Y/N

11                                      Y/N

12                                      Y/N

13                                      Y/N

14                                      Y/N

15                                      Y/N

16                                      Y/N

17                                      Y/N

18                                      Y/N

19                                      Y/N

20                                      Y/N

21                                      Y/N

22                                      Y/N

23                                      Y/N

24                                      Y/N

25                                      Y/N

26                                      Y/N

27                                      Y/N

28                                      Y/N

29                                      Y/N

30                                      Y/N

31                                      Y/N

32                                      Y/N

33                                      Y/N

34                                      Y/N

35                                      Y/N

36                                      Y/N

37                                      Y/N

38                                      Y/N

39                                      Y/N

40                                      Y/N

41                                      Y/N

42                                      Y/N

43                                      Y/N

44                                      Y/N

45                                      Y/N

46                                      Y/N

47                                      Y/N

48                                      Y/N

49                                      Y/N

50                                      Y/N

51                                      Y/N

52                                      Y/N

53                                      Y/N

54                                      Y/N

55                                      Y/N

56                                      Y/N

57                                      Y/N

58                                      Y/N

59                                      Y/N

60                                      Y/N



Booking Script for   Sharing the Opportunity  
Pearls of Sharing is the oldest tradition in Mary Kay and one you will definitely want to earn!  It's an outward symbol 
that you shared this incredible opportunity with other amazing women.  You can only earn them in your first 3 weeks, so 
get started right away!  Here's how:  Have 5 people listen to the Mary Kay business facts and give their opinion each 
week for your first 3 weeks so you can earn the full set of pearls (beautiful genuine faux pearls :-).  You'll earn your 
necklace for your first 5 people, earrings for the next 5 and your bracelet for the last 5 people...15 people in 21 days.  At 
your weekly success meeting, you'll receive special recognition as you're presented with your beautiful pearls.  Go for 
it!  Everyone in our area earns their pearls!

1.  Make your Prospect List and circle the sharpest 15 people on your list.

In other words, if you could hand pick your dream team, who would you circle first?  Statistically, on average, 1 out of 5 
people will want to join your team and start their own Mary Kay Business.  So, wouldn't it be great if in your first 3 
weeks, just for doing your Pearls of Sharing, you added 3 new team members.  Once they become active, that will 
make you part of the top 6% of the company, a Red Jacket.  Email your director this list of incredible women ASAP, so 
she can help to track your success.  Also use your Pearls of Sharing Tracking Sheet to be sure you're on track to earn 
the full set.  A tracked number grows!

Even though you'd love for all 15 people to join your team, you also want customers, so for the other 4 out of 5 who 
aren't ready to have their lives changed yet ;-) you'll want to schedule them to sample products ASAP.  You'll want to 
bring to them to your training center –  it's the best way to see the full MK picture.  However, meeting up for a 1:1 
appointment or dropping off samples works great too (Pamper Packet:  Timewise Cleanser/Moisturizer/Day/Night 
Solution samples, Microdermabrasion sample, and a Color Card).  Make sure you follow-up with her if you drop off or 
send samples!  

Pearls of Sharing is as much about sharing the MK business to build your team as it is about learning.  Can you 
imagine how much more you're going to learn by hearing live opinions from 15 women, than if you're just reading facts 
about your new business?!?  Earn, while you learn!

2.  Start contacting your top 15 people   RIGHT AWAY   to help you earn your Pearls of Sharing  

Things to keep in mind:

• Be excited!!!    The higher your energy, the more you'll attract people.  People want to be around excited 
energetic people, not people that timid and unsure.

• Sound Confident!    Even if you need to “fake it till you make it”.  This does not mean you're 
insincere...sometimes you must act the part first in order to become it!  Besides, if you're asking for people's 
time and opinion and you don't sound excited and confident, why are they going to want to give it to you, 
right?!?

• Set the right expectations!    Make sure you tell her why you're excited about your new business, what dream it's 
going to fulfill for you, what she's going to listen to, and specifically why you chose her and how much you 
value her opinion (i.e., she's fun, outgoing, driven, entrepreneurial, wants more out of life, etc.) .  After she 
listens, you'll schedule a quick 3-way call with your director to get her opinion and your director will answer 
questions/comments.  Never worry that your director is too busy to help you.  We work with those that work 
and we want to help you, so schedule follow-ups like crazy!

• Sell the event!    When inviting people to come with you to the Hyatt/your local training center, romance it!  Don't 
say “meeting” – how boring, who wants to go to another meeting?  Instead use the word “event”.  Let them 
know they can see things in action, that they'll get to either try the #1 skin care line on the market or try the 
beautiful mineral makeup colors that you'll customize for her.  Say, “It's a quick 2-hour event that ends around 
8 so you can still go out to dinner and have the whole evening after.”
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3.  Pros  pects   can listen and provide   their   opinion   in several ways.  

• Chicago Hyatt Regency Training Center/Local Training Center:  Tuesday/Thursdays from 6-8pm and 
Saturdays 9:30-11am.  When they attend the training center and see/try everything firsthand, you'll get the best 
results.  However, since you're on a time line to earn your pearls, you can't wait, so if they can't attend the very 
next 2-3 meetings (Tues/Thurs/Sat), then get them to listen to the call or online.

• Pre-recorded Conference Call _____________

• Online Link _________________

• Here's how they can give their opinion:

• If they attend the training center, you and your director will get their opinion at the event on the spot.  This 
where you'll get the BEST results!

• If they listen online or on the phone, the best way to get their opinion and for you to learn is to schedule a 
quick 3-way conference call (your director knows how to 3-way call).  You will learn so much by listening to 
how your director answers questions/comments!  After you schedule a time for your prospect to listen, let her 
know that you and your director will be calling her immediately after she finishes the call at  ____ am/pm for a 
super quick call to get her opinion.  

• If it's absolutely not possible to do a follow-up call, you can also use the Marketing Plan Survey (located in 
your New Consultant Packet).  You can email your director the key information from the form (name of 
prospect, phone, profession, and the responses to the 3 questions at the bottom of the sheet).  

4.  Scripts for Calling and for Facebook

Phone Call Script   to Invite someone to hear the Business Facts  :  

“Hi Julie, how've you been!?!  So excited to hear what's new with you, but I've got to tell you about the 
most exciting news before I explode.  I started my own business!  Can you believe it?  I'm finally taking  
control of my life and not settling for less anymore.  The first part of my training is getting opinions on 
the business facts from a few of the sharpest, nicest people I know and of course that's you.  Would 
you help me out by just listening and sharing?”

When she says yes, then say  :  

“Thank you, thank you, thank you!  I'm super excited, but of course nervous too, so your support 
means the world to me.  Listen to what I'm doing...I am now the proud owner of my own Mary Kay 
business. I'm totally loving the products and my skin feels and looks amazing now.  Did you know 
Mary Kay is the #1 best-selling brand for 14 years?...I had no idea.  And, I am blown away by the 
leadership path and income in Mary Kay too.  One of my mentors used to be an Amoco engineer and 
has had Mary Kay checks of $30,000 in a single month.  There are even women in their 20's making 
over $300k/yr...tons of doctors, attorneys and CPAs in Mary Kay who still wanted a great income, but 
a life too.  Who knew, right?  Anyway, your opinion will be invaluable to my training – I really 
appreciate you and your time.  I have no idea if you'll see what I see in the business, and either way is 
totally fine, but if you could benefit too, and I never told you about it, you'd be mad at me.  I know 
you've mentioned that extra money for your school loans, the condo you're saving for, your dream 
trip to Paris, your wedding, etc. would really help, so who knows, but take a listen and just tell me 
what you think.  
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There are a couple of ways for you to listen, but the most fun way for you, would be to come with me 
to one of my events.  You could listen, play with a ton of products, even get a mineral makeover.  
Because you're helping me reach my goal, I'll give you a free lip gloss and we can even grab dinner 
right after and catch up.  There's an event this Tuesday and Thursday evening. Would one of those 
work for you?”  (Always offer the next 2 events, Thursday/Saturday, Saturday/Tuesday, but don't 
say we have them every week or she'll think coming in a month is ok.)

If yes to Tuesday or Thursday, give her the details for the event and make plans to meet up or come 
together..  Then say:

“What color lip gloss is your favorite?  Pink, tawny, coffee, red?  Do you like a matte or shimmer?  
Ooo, that’s awesome because we’ve got this gorgeous gloss called __  (name of gloss)  ___  .  It looks best 
with __  (___skin tones)  ___  , do you have something _(color)_ you could wear that would match and 
accessories too?

If she can't come in the next 7 days,   schedule her to listen   online   or   on the phone  :  

Don't miss your Pearls of Sharing...5 each week for the first 3 weeks.  Say this:

“Ok, since this week won't work and I have my first big goal for this week to get 5 women's opinion on 
the business, would you be willing to help me by listening online or on the phone?  Ok great, would a 
day or evening work better for you?  Today or Tomorrow?”  Keep narrowing it down until you agree on 
a time.

Then and only then,   after you have a specific time she'll listen  , do you give her the information to 
listen to the recording (online link or call-in number).  If you send her the info to listen without first 
scheduling a time, it won't happen.  She's busy and will take it more seriously if you set the 
appointment with her to listen and then discuss the quick follow-up call with your director immediately 
after she listens to get her opinion and enter her into the       Say your   d  irector's Prize, i.e. Coach   
Purses, Michael Kors Bag, etc.          raffle.  Try to do the follow-up call as close to her listening as 
possible!  You'll have much better results.  For example, if she listens at 7pm, tell her you and your 
director will call her immediately after she listens at 7:45pm.  It's always best to call her 45 minutes 
after she started the call and make sure your director knows you've scheduled the 3-way call.

It's a good idea to let her know what to expect when she listens.  You could say:

“Susie, here's what you can expect when you listen...the first few minutes you'll hear the leadership 
team introducing themselves.  Pay close attention to their backgrounds and what they've been able to 
accomplish here in Mary Kay, many just part time.  Then, my director will go through the business 
facts for about 30 minutes.  The best part is at the end with the buy-out plan.  I'm going to warn you 
though...the info is pretty amazing, so be prepared to have you jaw on the ground.  (Laugh!)

Then send her a thank you text the day BEFORE she has agreed to listen:  

“Thank you again so much for helping me by listening & giving your opinion as I build my new 
business!  Just so you have it handy, here's the link/phone # again & my director & I will call you @ 
8pm tomorrow.  As you listen, see if you can think of anyone that this might be great for & who knows, 
you may hear something that would interest and benefit you...you never know. <3 Jill”

Then send her a text the DAY she's listening:  

“Excited to talk to you tonight at 8pm after you listen to the call.  Thank you!!!”
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Facebo  ok   Script  

DO NOT SEND a mass FB message.  You must personalize the message so it goes to a single 
person with her name in it.

“Hey Julie!

Long time, no talk! Hope all is great with you and can't wait to catch up soon! I was wondering if you 
could help me out with something I'm super excited about. I just started my own business with Mary 
Kay and I LOVE LOVE LOVE it...the positivity, the extra money and I finally feel like I'm not settling for 
less anymore.  Part of my training is to have a few of the sharpest women I know give me opinions on 
the business facts in the next week.

Just for listening and giving me your opinion, I'll be able to enter you into a       Say your   d  irector's   
Prize, i.e. Coach Purses, Michael Kors Bag, etc.          raffle and I'll send you a free lip gloss!!!  Girls 
love their lip gloss, right?  LOL.

It would mean the world to me and would help me out so much with my training.  Would you be willing 
to help me out?”

If yes, message this back:

“Thank you, thank you, thank you!  I'm super excited, but of course nervous too, so your support 
means the world to me. There are a couple of ways for you to listen, but the most fun way for you, 
would be to come with me to one of my events.  You could listen, play with a ton of products, even get 
a mineral makeover.  We would have so much fun and I would love to get your opinion.  I can bring 
your free lip gloss and we can even grab dinner right after and catch up more.  There's an event this 
Tuesday and Thursday evening. Would one of those work for you?”  (Always offer the next 2 events, 
Thursday/Saturday, Saturday/Tuesday, but don't say we have them every week or she'll think 
coming in a month is ok.)

If yes to Tuesday or Thursday, give her the details for the event and make plans to meet up or come 
together.  Then message:

“What color lip gloss is your favorite?  Pink, tawny, coffee, red?  Do you like a matte or shimmer?  
Ooo, that’s awesome because we’ve got this gorgeous gloss called __  (name of gloss)  ___  .  It looks best 
with __  (___skin tones)  ___  , do you have something _(color)_ you could wear that would match and 
accessories too?

If she can't come in the next 7 days, schedule her to listen   online or   on the phone  :  

Follow script above for how to schedule her to listen.

Always remember, 1 out of 5 women who hear the Business Facts want to get started and will 
become part of your team!  The numbers work when you do!  :)  Go for it!!!!
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Pearls of Sharing 
Tracking Sheet
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You Can Do It!!!You Can Do It!!!You Can Do It!!!You Can Do It!!!You Can Do It!!!You Can Do It!!!You Can Do It!!!You Can Do It!!!

Remember, 1:5 will want to join your team, but the other 4 
should become customers, hostesses or referral sources.



30 Faces Tracking Sheet 
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Monthly Sales & Profit Management Spreadsheet

Current Month Apr-12

Initial Star Order (Or Next Goal)  $3,600.00 

Goal Date Jul-12

Average Sales/Guest $100.00 
Amount Saved  $900.00 

Selling Event Date # of Guests Total Sales

Mom's Party 4/5/2012 6  $600.00  $100.00  $300.00  $240.00  $60.00  $3,360.00 
4/16/2012 4  $400.00  $100.00  $200.00  $160.00  $40.00  $3,200.00 

Aunt Liz's Party 4/19/2012 7  $700.00  $100.00  $350.00  $280.00  $70.00  $2,920.00 
Courtney's Facial 4/20/2012 2  $200.00  $100.00  $100.00  $80.00  $20.00  $2,840.00 
Liz Facial 4/25/2012 13  $1,300.00  $100.00  $650.00  $520.00  $130.00  $2,320.00 

4/28/2012 6  $600.00  $100.00  $300.00  $240.00  $60.00  $2,080.00 
Julie's Party 5/5/2012 8  $800.00  $100.00  $400.00  $320.00  $80.00  $1,760.00 
Aunt Susie's Party 5/12/2012 12  $1,200.00  $100.00  $600.00  $480.00  $120.00  $1,280.00 
Party from Referral 5/19/2012 4  $400.00  $100.00  $200.00  $160.00  $40.00  $1,120.00 
Kathleen's Party 5/26/2012 2  $200.00  $100.00  $100.00  $80.00  $20.00  $1,040.00 
Angela's Party 6/2/2012 3  $300.00  $100.00  $150.00  $120.00  $30.00  $920.00 
Debbie's Party 6/9/2012 8  $800.00  $100.00  $400.00  $320.00  $80.00  $600.00 

6/16/2012 4  $400.00  $100.00  $200.00  $160.00  $40.00  $440.00 
Kim's Party 6/23/2012 6  $600.00  $100.00  $300.00  $240.00  $60.00  $200.00 
Susan's Party 6/30/2012 5  $500.00  $100.00  $250.00  $200.00  $50.00 $0 Balance 

 $-  $-  $- Begin New Goal 
 $-  $-  $- 

Monthly Totals 90  $9,000.00  $100.00  $4,500.00  $3,600.00  $900.00 
This activity earns you:

- Initial $3600 investment paid off in 3 months
- Pink Achiever Elite every month
- On-Target Court of Sales

- On your way to 4 Quarter Consistent Star (Tiffany Necklace)

A PROFITABLE AND SUSTAINABLE BUSINESS!

Directions: Enter your values into the white cells to track repayment of your initial investment. After initial investment is paid off, enter new financial goal. Hover over any column 
heading for a full description of the calculation. You will see some examples in the cells below. Delete these examples and enter your own data.

Average 
Sales/Guest

50% Inventory 
Replacement

40% to 
Investment/Profit

10% to 
MK Savings

Initial Investment 
Balance

Then Next Goal

Sarah's Party

Sarah's Party

Alexis's Party

i.e. Paris Trip

- 90 Customers (and many team members!)



Coaching Your Hostess and Guests 

for Successful Parties
1. Get the Guest List:  You need a list of everyone’s addresses.   If you don’t have a guest list, you don’t have a party. 
Again, no guest-list, no party!  Here's what to say to your hostess:

a.  Could you come up 25-30 people (friends, relatives, acquaintances, neighbors, kids' friends' parents, etc.)

b.  Do you have their addresses?  If your hostess needs an idea on how to get everyone to send her their 
address here is a suggested text script she could send out to everyone she’s inviting:  

“Hey Lady!  Having a super fun (makeover, skin care, pampering ect) event @ my place Jan.26th@3:00, you 
have to come!!  Putting super cute invitations in the mail now, what’s ur address?”

c.  Could you email those to me by _______.  Or just write them down on the Guest list in the hostess packet, 
take a pic with your phone and text/email it to me.  Super easy.

2.  Get the Hostess Packet to Her:  Either mail it or drop it off if she doesn't already have one. A hostess packet 
should contain 3 Look Books w/ 3 outside order forms, Hostess Sheet, Guest List Sheet, your business card.  After 
sending the packet, text her:

“Hi there.  Just mailed/dropped off your hostess packet & I want to make sure you get all the free stuff. Do you 
have 5 min for me to explain how on _____ or ______?”

The times you suggest to go over the hostess packet should be after she's had a chance to receive it in the mail.  

Then when you talk to her, go through the details of earning all $200, go through the hostess program so she knows 
how to earn it all....3 things she can do to ensure she earns $150 in free products (party date & guest list w/i 48 hrs, 
$100 in outside sales, and attending your Beauty and Business Event at the Hyatt/training center) and the 2 things you,  
as her consultant, will do at the party to help her earn the remaining $50 ($500 in sales and 2 future party bookings.  
For her to receive the half off brush set, you'll work together to get 5 to attend.

Coach her specifically on outside orders (people who can’t come to the party, who say that they would love to order) 
and her goal of getting 5 adults there!  

Book a date for her to be your guest at your weekly meeting.

Check in 24 hours later to remind her about guest list (good idea to also email her so she can just push reply with her 
list).  

3.  Do the Invitations:  Handwritten is best.  Avoid electronic invites when possible.  The cuter the invites the better the 
turnout!!  You are going to make it look like your hostess wrote the invitations (put her return address) but you’re going 
to put your cell phone # on the RSVP line (no name).  This way when people call back to RSVP they are calling you, 
the consultant, and while you have them on the phone you can pre-profile them.  If they can't come, ask if there's 
anything they're running low on that you could send to them since they can't attend?  Mascara?  Eye Makeup Remover.  
These will count toward the hostess's outside orders.  When you have all the invites done, send the hostess a picture of 
the finished invites along with this message: 

“Cute invites right?  Headed to the mailbox now, let me know what your friends say when they get them.”

4.  Check back in on your Hostess for Outside Orders:  1 week before class – check in on outside orders.  She 
probably won’t have any. Take book to work?  Out of town family or friends who’d add to it? Remind her that she can 
send your website address (www.marykay.com/_______) to out of towners to help and just have them put your name in 
the “Comments” section at check-out or email their order to you.
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5. Pre-profile the   Guests  :    Remember you’re starting your relationship with your party guests!  The purpose of pre-
profiling is to make them want to come to your event.  Here are the questions to ask:

a) What color lip gloss do you want to try that day?  Pink, tawny, coffee, red?  Do you like a matte or shimmer?  
Ooo, that’s awesome because we’ve got this gorgeous gloss called __  (name of gloss)  ___  .  It looks best with 
__  (___skin tones)  ___  , do you have something _(color)_ you could wear that would match and accessories too?

b) Have you ever tried Mary Kay before?  Don’t take other consultants customers.  
c) What color is your skin Ivory, Beige, Bronze?
d) What is your Skin type, combination to oily or normal to dry?
e) Is there anything you want to change about your skin?  Customer profile card question #4 will tell you what 

products to recommend for her.  Print out product fact sheet (from Product Central on intouch) for her of that 
specific product and let her know you will have the description at the party.

f) Are you low on any products?  

In an effort to get everyone there on time, tell your guests that if they arrive 15 minutes early you will expertly match 
their foundation and she'll be able to receive a special hand pampering treatment.  (The majority of women are wearing 
the wrong color foundation.)  Then ask if she can arrive at that time and tell her it's so much more fun with the whole 
group.    

The night before the party have your hostess send the guests a text saying: 

“Girls, I’m so excited for tomorrow. It’s going to be so much fun and I’m totally in LOVE with their products!  
Thank you in advance for supporting my friend, she’s excited to meet you”

6. Put it in the Mail:  You are going to mail out a total of 3 different things:  

#1  When you get the booking, mail out a heartfelt thank you card to the hostess immediately, along with 
the Hostess packet (if you haven’t already given it to her.) If you've already given her the hostess packet at a 
party where she was the guest, then send her the thank you note with the hostess program sheet.  Wording 
example for thank you card:  

“Hi Sarah!  It was so great to talk to you today!  Again, thank you so much for helping me reach my goal of 30 
faces in 30 days. I just knew I could count on you!  I can’t wait to see you Saturday at 3:00 and you can count 
on me to be there rain or shine.  You make such a  difference! Thank you helping me to live my dream!”

Dress up your envelope!!!  Go junior high, fun fonts, stamps, paint pens, ect.

#2.  Mail her the Pink Doing Green Tote, (found at marykayintouch.com under ordering, section 2, Supplies/Packaging, 
then Packaging) pictures of what you’re giving her for free, and the hostess program coupons.  If you are using 
the “$200 Free to Party with Me” hostess program, then you can mail her the coupons that explains how she 
earns all her products and a catalog so she can pick them out.  Wording example for the tag on the tote:  

“Sarah,  “I’m so thankful for your help and I just can’t wait to watch you shop for free in my Mary Kay store with 
your NEW Pink Doing Green Tote.  Fun right?!?  The coupons for your free products are tucked inside :-)  I 
can’t wait to see you Saturday at 3pm.  Your girlfriends are going to love their makeovers!”

#3.  Send out a Thank you card to everyone after the party.  Thank them for coming and let them know you 
are so happy to have them as customers!  Excited to build a relationship and be her beauty expert.

5. Book from your bookings: Here is how to get a guest list at the party!  When a guest at a party says she’ll be a 
hostess for you, get the guest list from her right then (the list may already be started on the back of the profile card from 
the Referral Game).  Have her take out her cell phone and take a picture of her (she'll already have her Dash-out-the-
door look on).  Text the picture to the people she wants to invite, along with this message:  

“That’s me with my fabulous new look, THANK YOU MARY KAY!  Want one too? Save the date for a super fun  
pampering session at my house next Saturday at 3pm.  Sending out super cute invites now, what’s your 
address?” 2
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