4-Point Recruiting Plan!
Mary Kay knew that to build teams, you first need to build your customer base. 
It’s a belief that is just as relevant today as when Mary Kay first began her Company in 1963.   In that, skin care classes offer wonderful opportunities to meet prospective teammembers.  Additional opportunities such as facials, open houses, color parties are also great opportunities to meet prospective teammembers.  

Mary Kay herself developed the 4-point recruiting plan when she 1st began holding classes.  Since then it has been used successfully by thousands of IBC's and ISD's.  Because we know scripts work, let's work to memorize this!

BUILD RAPPORT (tips; eye contact, smile, be interested in them)
DON'T BE DISINGENUOUS (find a fallback compliment)
GET CONFIDENT and be a good MK role model.
· Mary Kay’s Four-Point Recruiting Plan which is:

1.      Before every skin care class and collection preview, ask the hostess, “Who is coming today who might be interested in doing what I do?”  (How about you?  I think you'd be great... wink)
2.      Present your heartfelt, enthusiastic I-Story at every skin care class and collection preview. Share why you began your Mary Kay business and what it means to you now.  
(Make them want what you have!)
3.      Select at least one guest with whom to share the Mary Kay opportunity (who was the sparkler??)  Consider sending guests home with teambuilding tools and meeting with them to tell them more, if interested.  Engage them!
4.      Offer the Hostess a special gift for any person she suggests who becomes an Independent Beauty Consultant.  (She may be your best contact.

W.I.S.H.
