New Consultant Training six week class

Date Class number, title & brief description

Completed .
1. 1. Coming out of the gates

- communication
- Power Start
- court recognition
- Area & Unit promotions
- creating YOUR dream poster
- the 3 Ps
- training tree
2. 2. The lifeline of our business
- booking & coaching
- hostess packets
- working full circle
- checking homework
3. 3. Mastering your class
- opening
- table close
- one-on-one
- follow up
4. 4. Managing your business
- 60/40 split
- pro-pay
- tax info
- sales ticket
- customer service (2+2+2)
- replacement order
- earned privileged discount
o 5. Getting your head in the game
- Mary Kay image
- affirmation
- IPAs
- mental bath
- importance of the meeting
- emotional management
6. 6. Moving on up
- ladder of success
- vision casting
- PMS bag
- MRSCAB

Other training commitments
Read the Mary Kay autobiography (this will come with your first qualified inventory order)
. Complete all homework assignments
. Observe a minimum of 2 skin care classes. Ask one of the local Directors or Consultants to
observe them or live at your training center.
. Watch the skin care class DVD that came in your Starker Kit. Have your flip chart personal-
ized with you at each meeting.
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New Consultant Lesson Plan
Week 1

1. Welcome and introduce each Consultant.

2. Go over how you communicate with each Consultant. Your office
‘ef@— hours, times for training, events and hotline.

=

”// 3. Cover all the first week and first month contests and rewards.
Show the prizes and the success that comes getting a great start.

4. Go over the Power Start booking script. Role play several times.

5. Go over the first three P’s of the Mary Kay business.
- Perfect & Power Start
- Pearls of Sharing
- Profit level inventory

6. Cover the Ready Set Sell inventory brochure. The benefits, free bonus of
each and how many classes and people this will service. Cover the Star
programs with each one.

MARY KAY"

Mary Kay Ash




Pearls of Sharing

Out of town friends or family:

“Hi , this is calling! Do you have a quick second? | am so excited about
a decision I've made. I've just decided to build my own business with Mary Kay
Cosmetics. As part of my training, | have been asked to get help from the 6 sharpest
women | know this week. Of course, that is YOU! (smile) My Sales Director is going
to be training me on how to share information on the Mary Kay career opportu-
nity. Now , this doesn’t mean you have to have any interest in Mary Kay
yourself, it just means that you are willing to help me to develop my skills as | get
started. , my Sales Director, will be calling you to see if you are able to help us
out by doing a 20 minute 3 way phone call. , thank you so much, you are the
BEST!”

In town friends or family (DVD):
(must call your Director immediately after the DVD for follow up while still with
friend or family)
“Hi this is calling! Do you have a quick second? | am so excited about a
decision I've made. I've just decided to build my own business with Mary Kay Cos-
metics. As part of my training, | have been asked to get help from the 6 sharpest
women in know. Of course, that is YOU! (smile) My Sales Director is going to be
training me on how to share information on the Mary Kay career opportunity.
Now , this doesn’t mean you have to have any interest in Mary Kay yourself,,
it just means that you are willing to help me to develop my skills as | get started. Is
there any reason why [ could not come by and watch a fun DVD with you and then
, my Sales Director will follow up while I listen. | have or avail-
able this week, which works better for you?”

Q

, thank you so much, | will see you on at . You are the BEST!”

In town friends or family (pizza & possibilities):

“Hi this is calling! Do you have a quick second? | am so excited about a

decision I've made. I've just decided to build my own business with Mary Kay Cos-
metics. As part of my training, | have been asked to get help from the 6
sharpest women in know. Of course, that is YOU! (smile) My Sales Di-
rector is going to be training me on how to share information on the
Mary Kay career opportunity. Now , this doesn’t mean you have
to have any interest in Mary Kay yourself,, it just means that you are
willing to help me to develop my skills as | get started. Is there any rea-
son why you couldn’t join me for ‘Pizza & Possibilities” at my Directors’
house? | have this Thursday available or next, which works for you? It’s
at 6:30 p.m.




Different ways to communicate with your Director
Week 1

1. Start with calling me personally. Once | know what you want from your Mary
Kay business, then | can be a much better coach to you. My number is

2. SuzAnne Brothers is your National Sales Director. The Brothers Area website is
www.suzannebrothers.com. Refer to it often for information about events and
training.

3. We communicate with you through our weekly meeting, please let us know if
you are going to miss a training session so we can keep you up to date.

3. When you call your Director she will return your call within 24 hours and we ask
the same of you.

4. We will match our time with your effort. If you want to move fast then we will
move fast with you, if you want to take it slow then we will do the same.
Communication is key.

5. Attendance at your Unit meetings is vital to your success. There you will gain
skills, confidence, friendship, bonding and true motivation. It is like air to your
business and future. Your Director will work with you as you attend and show your
own commitment.



http://www.suzannebrothers.com/�

48 hours 48 hours

1st week 1st week 48 hours

1st week

New Consultant Rewards

Watch your Making Connections
DVD within the first 12 hours of
receiving your starter kit. Call
your Director with your questions
right after watching the DVD to
let her know you have won your
checkbook.

Bring 5 of your most fun and super
sharp guests (friends,
family, etc.) with you to
our Ladies Night Out ¢
(success meeting) during \
your first 30 days & earn
your Pearl Earrings!

Listen to the Time, Business & Money
Management CD by National Sales Director
SuzAnne Brothers. This CD will help you

build success in your business by

X managing your money and busi-
\ ness the proper way. You may
receive this before your

starter kit.

Share the marketing plan
with 5 top quality women ¢ .
and your Director within & 3
your first 30 days and earn *‘!9_@ \;,5",
your Pearl Bracelet! )

‘a_-g‘!e.lg__!‘

Place your initial inventory &
receive bonus product from
Mary Kay Inc.

Add your first Qualified
Team Member with in your 3
first 30 days and earn your ¢

Pearl Necklace!

—~ ___ Book & coach your 8 practice
P Skin Care Classes to be held
with in your first 2 weeks of
- business and earn this
money bag.

Hold 5 full circle classes or

see 15 faces within two [ == 4‘.
weeks and earn your 1!; B
Perfect Start Pin! A

- _Js'

— Turn in your completed
' weekly accomplishment sheet
after your first week and earn

your large business card

holder!

Hold 10 full circle classes or /»@1@
see 30 faces within 4 weeks /
and earn your
Power Start Pin!

Listen to extensions 2
(welcome) & 3 (booking) of
the Brothers Area Training
Tree; (641.715.9800;
access 59017#)

Complete your 30 faces

or 10 classes & 5 . (P
interviews & have your

Ist qualified team - =
member during your 1st )~

=
—" Power Start Plus

30 days & earn you
Power Start Plus pin!

1st month

1st month 1st month 1st month

1st month

1st month

Notify your Director when you complete
these steps so she can award your prizes!




Power Start booking script

Read and re-read this over and over until it sound natural to you. Then call your
friends and book your Power Start

“Hi , this is . Guess what . . . I've joined Mary Kay Cosmetics as a Beauty
Consultant. I'm really excited and also scared to death. | need a favor and thought
of you because | knew you'd laugh with me and not at me. This month, | have to
do 30 practice facials on people | don’t know. Will you be a face for me and invite
a few friends over that | don’t know? You see, I'm supposed to be practicing on
strangers. It’s just to practice my presentation and technique. They don’t even have
to buy a thing.”

(Wait for a response)

“Great, let’s pick a date that is good for you.” (Select a date during your Power
Start) “Now we need to have at least three people there, but you can invite up to
five besides yourself. Talk to some people about coming and | will call you the Fri-
day before the class to get their names and numbers so | can find out about their
skin type. By the way, just for doing me this favor, you will get to choose some free
Mary Kay products yourself! You'll find that the product is incredible! One last
thing . . . these are practice faces and | have to hold them within the 30 day time
period to get credit. Promise that nothing will keep you from holding this appoint-
ment for me. Thank you so much for doing this. You are such a great friend. | can’t
wait to get together with you!”




Homework
Week #1

1. Go to www.marykayintouch.com - put cursor over the
“Education” link on the top dark gray horizontal menu
bar. Drop down to the “Business Basics” link with your
cursor. When you highlight it, a side menu will come up. Click on the “Forms” link.
Please select the Weekly Plan Sheet (WPS) print and complete. Bring back next
week.

2. Go to www.marykayintouch.com - put cursor over the “Business Tools” link on

the top dark gray horizontal menu bar and select weekly accomplishments all the

way on the bottom. Enter your accomplishments for the week and submit them to
your Director.

3. Complete your ‘six most important things to do’ (MIP) list
for your business every day before going to bed. You can do
this in your date book.

4. Complete a Dream Poster. Bring back to next class to share.

5. Listen to SuzAnne Brothers’ Time, Business and Money Management CD with
your spouse.

6. Listen to extensions 2 & 3 of the Brothers Area Training Tree
(641.715.3800; access 59017#)

7. Review coaching with your Director - role play!

« Just as a reminder - stay focused on your Pearls of
Sharing and your Power Start bookings.

o Completing the Area “grand slam™ would be a real
home run to begin your business!




brothers national area
training tree

)

Take advantage of the brothers national area “learning tree” right over your
telephone! This is a great tool for training and sharing the Mary Kay business!

Call 641.715.3800 and. enter the access code 59017# and then you will have a choice to
listen to the options listed below.

1. Marketing and the Mary Kay business opportunity. Guests are invited to tune in
and hear SuzAnne’s marketing call.

2. Welcome, getting started and inventory. New Consultants will want
to check this out immediately after signing their agreements. It is also a
great refresher for the rest of us.

3. Booking your first appointments. SuzAnne talks about techniques
and gives booking scripts.

4. Overcoming objections. Learn how to overcome “concerns” to gain new customers
and team members by listening and asking questions.

5. Coaching your hostess and pre-profiling. If a class is worth hosting, it is worth
coaching! Learn how to create an exciting hostess packet.

6. Booking from your appointments. This will help you have continued business.
Your goal is to book two classes from each class you hold.

7. 4 point team building plan & team building. Mary Kay Ash said that your classes are
the best place to find new team members.

8. Closing on product sales.
9. The Mary Kay business opportunity in Spanish.

10. Brothers Area contest, events & promotions. Brothers Area “grand slam” year long
contest.

11. Setting up your pro-pay account. Learn how to process those credit debit card
payments. It is very simple and easy!

12. Preferred Customer Program. Mary Kay Inc. helps by sending professional,
personalized promotions to your customers - directly to their mail
box!

13. Lucky 13! MK Company contests & promotions for youl!

14. Buckle up baby! Earning your car—qualifications plus conference
call invite.




brothers national area

“grand slam”
30 faces, 12 miracle sets, 12 interviews, $60o wholesale order
monthly game plan tracking sheet

name:
30 faces 12
miracle
1. sets
2.
;. 1.
i 2. 12
5. 5 interviews
6. 4
7 16. > !
8. . 6. z
9. 18. & >
1o. 19. 8. 4
11. 0. 9 >
12. 21 10 N
13. 22. 11. Ic
1. 2. 12. 8.
15. 24. >
2. 10.
%:K {K 26. i:
27.
28. K <3
$600 29.
wholesale ;..
order

x

Complete a “grand slam” in a month and receive front page
recognition in the Brothers Area newsletter

Consultants & Directors who complete a “grand slam™ receive reserved seating at all
Brothers Area functions and October retreat recognition
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