Recruiting Notebook

Instructions for Assembly:


You will need to purchase a nice (preferably black) ½” or 1”  3-ring binder.  If the binder has a clear sleeve on the front, put a nice picture (such as front of a Star Consultant “What a Life!” brochure) that will be attractive and appealing to women.

Pages:  Insert into protector pages.


Page 1 – front – Picture of Mary Kay—use one from an Applause magazine, or 

from a brochure.

Page 2 – (back of pg. 1) – Six Qualities of Mary Kay Consultants


Page 3 – FAITH, FAMILY, CAREER


Page 4 – (back of pg. 3) Mary Kay is the best selling brand.  Glue a picture of 

products onto this page.  Might want to use an up-dated picture from a beauty book or Look Book.

Pages 5 – 6 – How do we make money?  (#1, 2, 3, 4)  Glue a picture onto page 

6 at bottom-might use a family picture of your own, or a picture from a brochure of a Consultant talking to another lady.


Page 7 – Copy of Denise’s commission check.


Page 8 – What do I love about Mary Kay


Pages 9 – 11 – Personal pictures, ribbons, post-cards you’ve received 

(red-jacket, car, etc.). Put in anything that makes this book yours and shows what you value, your goals, etc.

Page 12 – Picture of the Starter Kit.  


Page 13 – Beauty Consultant Agreements—put several in this sleeve so that 

you can show it, then pull one out for her to sign.

Page 14 – Copies of Living the Dream, Steps to Success, or other recruiting 

information to hand to those who don’t make a decision that day.

Purchase from Sec. II:


Agreements (pk./5 – $0.25)


Living the Dream brochures (pk./4  $1.25)


Team Building brochures (pk./5  $1)


Steps to Success Career Path brochures (pk./5  $2)

Key Idea:


This notebook should be something you are so proud of that you want to show it to EVERYBODY!  Personalize it so that you can feel it—it’s YOU!
How to Use Your Recruiting Notebook

1. Take it with you everywhere!  You never know when you might need to share “what you do” with someone you meet!

2. At the close of a facial or skin care class, do the individual consultations with each guest as you take her order, book her second facial/class.  Then ask, ”Mary, does Mary Kay look like something you might enjoy doing?”  (She’ll probably say no!)  Smile and say, “I realize this may or may not be for you, but if you aren’t in a real hurry tonight, would you mind hanging around for  an extra 10-15 minutes.  I’m in management training for Mary Kay, and I need to go through the Company information with sharp women, so that I can be evaluated on how well I do.  Would you listen and evaluate me?”  (You might want to offer a free eye shadow if she’ll stay.) 

3. For those who say yes, after you have delivered all of their product orders, ask them to gather back around the kitchen table, or living room.  Go through each page of your notebook, don’t say too much on each page, but be sure to cover the information.  Keep the information quick, to the point, and fun!  Smile a lot, add in personal tidbits, and even ask questions. (Would you enjoy the flexibility of being your own boss?, etc.)

4. Closing – with 1 woman – Say, “Mary, now that you have heard the information, is there any reason why we can’t get you started today?”  She will probably give you a reason.  Respond to her truthfully about each concern.  Then ask her if there’s any other reason; again, respond to her concern. After you have responded to all of her concerns, if she’s ready to sign, pull out the agreement, hand her a pen, and sit quietly while she fills it out. BE SURE SHE SIGNS IT! After the agreement is in your hand, give her something to begin reading—Mary Kay’s autobiography, your products guide, your conversations guide, Mary Kay’s You Can Have It All, an Applause magazine, etc.  

5. Call your Director to sign it! (If I am out of town to you, sign your Director’s name (Denise M. Guthrie) and initial behind it.  Also fill in the Unit number M474 – Denise, BP12-Stephanie, or DH02-Sharon.)  MAIL IT (white copy) OR GET IT IN ONLINE THAT DAY!  Never hold agreements.  If it is near the last day of the month, call your Director!

6. Call your Director with her name and phone number.  I will follow-up, talk to her about inventory, and send or deliver to her a Welcome Packet.  Also, I need the yellow copy of her agreement for my files.  (White to Company, pink to her, yellow to Director.)

7. Closing – with a group – Ask if anyone has any questions and respond to them.  Hand each of them a small Mary Kay bag that contains a tape, survey, piece of candy, and a sample hand cream. Then ask each lady to quickly fill out the Pondering Pink survey—be sure to have her circle her interest level on the scale at the bottom.  Thank them for their time—you might even say “How did I do?  Give me your feedback on my presentation!”  Your final words need to be, “Thank you again ladies for your time.  Please take the time to listen to the tape in your goodie bag, I’ll call you back in 24 – 48 hours to see what you think!”  Take up the surveys.

8. Then, go through the surveys making sure each one is filled out with her name, phone number, and interest level.  BRING THESE TO YOUR DIRECTOR!  I will go through them with you, and we will decide which ones I will follow-up with and which ones you will follow-up with.  Any who have checked 4 – 10, we need to call back immediately and maybe schedule a time to take her to lunch, coffee, or meet her after work to answer questions specific to her needs.

SIX QUALITIES OF

MARY KAY CONSULTANTS

1. Busy Women

2. Don’t  Know a lot of People

3. Aren’t the “Sales Type” – Not Pushy

4. Have More Month than Money

5. Family Oriented

6. Decision-Makers
GOD

FAMILY

CAREER

Golden Rule Philosophy:

“Do unto others as you would have them do unto you.”

Mary Kay products are of the highest quality at a very affordable price!  Women LOVE our products – and they’re consumable!  Yay!

HOW DO WE MAKE MONEY?

1. Holding skin care classes/facials

Earn 50%

Average Skin Care Class

2 hours/$200 sales

Profit = $100

Average Facial

1 hour/$85 sales

Profit = $42.50
2. Reorders

Consumable products, customers will reorder again and again.

Same 50% profit

3. Sharing the Opportunity

4% - 9% - 13% commissions on wholesale orders of person team members.

4. Career Advancement

Commissions and bonuses can increase as you move up the career path.

What do I love about Mary Kay?

· Praise people to success!

· No territories!

· Free Car!

· Selecting who I want to work with!

· Flexible hours!

· Being my own boss!

· No quotas to meet!

Benefits of Being an Independent Beauty Consultant with Mary Kay 

Fee:  $100 (+tax, shipping)
· Starter Kit containing professional beauty cases, samples and retail products ($400+ value)

· Priorities of God, Family, Career

· Friendships with other successful professional women

· Privilege to purchase Mary Kay products and gifts for personal use at 50% discount

· Privilege to order and have inventory on hand at a 50% discount

· May apply for MK Connections VISA

· 4% - 26% commissions on personal team members’ monthly production for active consultants

· Monthly subscription to Applause magazine for active consultants

· Opportunity to earn a Company car

· Ongoing training at weekly Unit meetings and events

· Opportunity for yearly travel and training events

· Opportunity to advance and move up the career ladder

· Flexible schedule (set your own hours)

· Prizes and recognition

BOTTOM LINE Requirements:

· To be considered an active consultant – place at least one minimum $200 wholesale order per 3 calendar months

· To maintain valid consultant number – order one minimum $200 wholesale product order per 12 calendar months

	Denise Guthrie

Senior Sales Director

434-993-3278 (office)

dguth3@msn.com




