
Take th
e n

ext step
 to

 yo
u

r h
ap

p
y fu

tu
re! 

 

T
h

is M
arketin

g P
lan

 w
ill sh

are th
e b

asics o
f a M

ary K
ay b

u
sin

ess. 
T

h
an

ks in
 ad

van
ce fo

r yo
u
r valu

ed
 o

p
in

io
n

 o
f o

u
r b

u
sin

ess. 
 T

h
e
re

 a
re

 3
 F

o
rm

s o
f In

c
o

m
e
: 

1. 
S
ales fro

m
 sh

o
w

s, facials an
d

 reo
rd

ers –
 5

0
%

 c
o

m
m

issio
n

 - o
n

e o
f th

e h
igh

est d
irect sales co

m
m

issio
n

 
p

aid
.  O

u
r p

ro
d

u
ct is co

n
su

m
ab

le, like m
ilk o

r b
read

, so
 reo

rd
ers are a large p

art o
f o

u
r in

co
m

e. 
2. 

T
eam

 B
u
ild

in
g - B

egin
n

in
g w

ith
 yo

u
r 1st team

 m
em

b
er –

 4%
 co

m
m

issio
n

 
F

ive o
r m

o
re team

 m
em

b
ers –

 9%
 o

r 13%
 co

m
m

issio
n

. 
3. 

C
areer C

ar P
ro

gram
 –

 D
rive a C

areer C
ar o

r ch
o

o
se th

e C
ash

 C
o

m
p

en
satio

n
 

C
h

evy M
alib

u
 o

r $375/
m

o
. 

C
h

evy E
q
u
in

o
x/

T
o

yo
ta C

am
ry o

r $500/
m

o
. 

C
ad

illac  o
r $900/

m
o

. 
 

       

W
h

y
 o

w
n

 a
 b

u
sin

e
ss? 

T
h

e
 A

m
e
ric

a
n

 D
re

a
m

 is to
 b

e yo
u
r o

w
n

 b
o

ss an
d

 set yo
u
r o

w
n

 h
o

u
rs 

T
a
x

 D
e
d

u
c
tio

n
s –

 w
ith

 tax w
rite o

ffs yo
u
 can

 lo
w

er yo
u
r in

co
m

e taxes 
 T

a
x

 B
e
n

e
fits a

n
d

 D
e
d

u
c
tio

n
s  

A
u

to
m

o
b

ile
 c

o
sts -  m

ileage fo
r b

u
sin

ess related
-travel 

T
e
le

p
h

o
n

e –
 yo

u
r cell p

h
o

n
e can

 b
e yo

u
r m

ain
 b

u
sin

ess lin
e 

E
n

te
rta

in
m

e
n

t a
n

d
 tra

v
e
l –

 w
h

en
 p

rim
arily fo

r yo
u
r M

ary K
ay b

u
sin

ess 

S
h

o
w

 su
p

p
lie

s –
 w

ash
clo

th
s, co

tto
n

 b
alls, tab

leclo
th

s, b
eau

ty sh
o

w
case, etc. 

O
ffic

e
 su

p
p

lie
s - p

rin
tin

g, p
o

stage, p
ap

er, p
en

s, etc. 
 W

h
a
t a

re
 th

e
 a

d
va

n
ta

g
e
s o

f h
a
v
in

g
 a

 M
K

 B
u

sin
e
ss? 

N
o

 sa
le

s q
u

o
ta

s o
r te

rrito
rie

s –
 T

ake yo
u
r b

u
sin

ess an
yw

h
ere in

 th
e U

.S. 

F
u

ll tra
in

in
g

 p
ro

g
ra

m
 -  E

d
u
catio

n
, M

o
tivatio

n
 &

 In
sp

iratio
n

 tau
gh

t b
y T

o
p

 D
irecto

rs w
eekly 

E
a
rn

 R
e
w

a
rd

s - D
iam

o
n

d
s, o

th
er jew

elry, lu
ggage, trip

s to
 exo

tic p
laces 

W
e
b

site
 B

u
sin

e
ss fo

r o
n

ly
 $

2
5
 fo

r th
e
 y

e
a
r –

 N
o

 h
id

d
en

 fee o
r m

o
n

th
ly m

ain
ten

an
ce fees 

F
a
m

ily
 S

e
c
u

rity
 P

ro
g

ra
m

 - as a N
atio

n
al S

ales D
irecto

r yo
u
 can

 retire at age 65 w
ith

 a p
en

sio
n

 

R
e
sid

u
a
l In

c
o

m
e
 - o

n
 sales (co

n
su

m
ab

le p
ro

d
u
ct) &

 team
 b

u
ild

in
g 

L
iv

e
 O

n
 Y

o
u

r T
e
rm

s –
 F

reed
o

m
 &

 F
lexib

ility, set yo
u
r o

w
n

 p
ace b

ased
 o

n
 yo

u
r sch

ed
u
le 

O
p

p
o

rtu
n

ity
 to

 S
h

a
re

 –
 G

reat lead
in

g b
ran

d
 p

ro
d

u
cts th

at everyo
n

e w
ill lo

ve. 

A
c
h

ie
ve

 S
u

c
c
e
ss –

 E
n

jo
y o

p
p

o
rtu

n
ities to

 reach
 yo

u
r go

als. 

E
n

ric
h

 L
iv

e
s –

 S
h

arin
g th

e o
p

p
o

rtu
n

ity w
ith

 o
th

er w
o

m
en

 to
 h

elp
 th

em
 reach

 th
eir go

als. 
 W

h
a
t d

o
e
s it c

o
st to

 sta
rt a

 M
K

 B
u

sin
e
ss? 

$
10

0
 b

e
a
u

ty
 sh

o
w

c
a
se (a $350 retail valu

e) p
lu

s lo
cal tax an

d
 sh

ip
p

in
g 

In
v
e
n

to
ry –

 o
p

tio
n

al, b
u
t h

igh
ly reco

m
m

en
d

ed
 

9
0
%

 b
u

y
 b

a
c
k

 g
u

a
ra

n
te

e
 fro

m
 th

e
 c

o
m

p
a
n

y
 

 O
u

r C
o

m
p

a
n

y
 P

h
ilo

so
p

h
ie

s 
 M

a
ry

 K
a
y
 P

h
ilo

so
p

h
y
 

G
o

d
 first, fam

ily seco
n

d
, an

d
 career th

ird
. 

   

 

W
h

at C
an

 Y
o

u
 P

ro
ject F

ro
m

 Y
o

u
r Sales In

 1 Y
ear? 

 

A
t each

 Sh
o

w
, th

e n
u
m

b
er o

f gu
ests ran

ges fro
m

 3-6 w
ith

 an
 average o

f 4 
O

n
 average a cu

sto
m

er w
ill sp

en
d
 $50, w

ith
 an

 average o
f $175 p

er Sh
o

w
 

T
h

e average reo
rd

er p
er cu

sto
m

er each
 year is $157 

  

5
 S

h
o

w
s p

e
r w

e
e
k

 (15
 –

 2
0
 h

o
u

rs) 
$175 x 5 =

 $875 w
eekly sales 

$875 x 50 w
eeks =

 $43,750 an
n

u
al retail sales 

425 cu
sto

m
ers x $157 p

er year =
 $66,725 an

n
u
al reo

rd
ers 

$
110

, 4
7
5
 to

ta
l a

n
n

u
a
l sa

le
s 

$
5
5
,2

3
7
 p

ro
fit  

 

4
 S

h
o

w
s p

e
r w

e
e
k

 (10
 –

 15
 H

o
u

rs) 
$175 x 4 =

 $700 w
eekly sales 

$700 x 50 w
eeks =

 $35,000 an
n

u
al retail sales 

340 cu
sto

m
ers x $157 p

er year =
 $53,380 an

n
u
al reo

rd
ers 

$
8
8
,3

8
0
 to

ta
l a

n
n

u
a
l sa

le
s 

$
4
4
,19

0
 p

ro
fit  

 

3
 S

h
o

w
s p

e
r w

e
e
k

 (6
 - 8

 h
o

u
rs) 

$175 x 3 =
 $525 w

eekly sales 
$525 x 50 w

eeks =
 $26,250 an

n
u
al retail sales 

255 cu
sto

m
ers x $157 p

er year =
 $40,035 an

n
u
al reo

rd
ers 

$
6
6
,2

8
5
 to

ta
l a

n
n

u
a
l sa

le
s 

$
3
3
,14

2
 p

ro
fit  

 

2
 S

h
o

w
s p

e
r w

e
e
k

 (4
 - 6

 H
o

u
rs) 

$175 x 2 =
 $350 w

eekly sales 
$350 x 50 w

eeks =
 $14,500 an

n
u
al retail sales 

170 cu
sto

m
ers x $157 p

er year =
 $26,690 an

n
u
al reo

rd
ers 

$
4
4
,19

0
 to

ta
l a

n
n

u
a
l sa

le
s 

$
2
2
,0

9
5
 p

ro
fit  

 

1 S
h

o
w

 p
e
r w

e
e
k

 (2
 h

o
u

rs) 
$175 x 1 =

 $175 w
eekly sales 

$175 x 50 w
eeks =

 $8,750 an
n

u
al retail sales 

85 cu
sto

m
ers x $157 p

er year =
 $13,345 an

n
u
al reo

rd
ers 

$
2
2
,0

9
5
 to

ta
l a

n
n

u
a
l sa

le
s 

$
11,0

4
7
 p

ro
fit 


