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	Product— 100% Guaranteed
Love it to the bottom of the bottle
Quality
Priorities- Faith, Family & Career
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	Income— Average consultant makes $25-$50/hr
We also get commission from the company
when we team build.
Tax Benefits---lots of GREAT deductions!
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Nothing to Lose!— Only $100 bucks! You spend that
when you grab a cart a Walmart!
No Limits!-
You decide how much you'd like to earn
and we'll help you map out a plan!
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Keys to a NEW CAR— Mary Kay offers fantastic prizes
for Consultants and Directors.
(Explain the 3 Levels of Car)
(Mention the Cash Option)
Kudos!- Do you get recognized in your day to day life?
Do you get praised at your job?...or do they
just hand you more work?
We also earn other prizes such as jewelry,
trips, furniture, household items, etc.
CLASS OPENING, PINK MARKETING TABLE & POWER CLOSE

---Keys to a GREAT opening for your parties                                   1. Be ready ahead of time. Get there early to set up so you can greet your guests at the door---make them feel special. What are some things you can say to them? (be sincere)
-Is this your first mk facial?   -How do you know-______________ (hostess?)                                                                                                                 -Aren’t you excited to have some pampering time just for you!                                                                             -Love your hair, etc…   - Ask about her family, job, where she lives etc…                                              ***Connect and find common ground with her!

2. Do Satin Hands

3. Have a fun class greeting (be sure to thank the Hostess)

4. Tell a brief I story—make it fun and be real!

5. Highlights of our product---                                                                                                                             -Try before you buy                                                                                                                                             -Tried and true product with integrity and the BEST ingredients for your skin…one of the TOP skin care lines on the market!                                                                                                                                                      -I’m going to take care of your personal skin care and cosmetic needs…one less thing to worry about

6. BEFORE WE START, I want you to feel your face….remember how it feels---the texture, is it soft?, is it oily, dry etc…. The reason I have you do this is because I am NOT a salesperson....you know exactly what feels good on your skin so I have you feel it now and then I’ll have you feel it again at the end that way YOU can decide if this is something you want to purchase.  I’ll go through and show you how everything comes and then I’ll sit down and visit with each of you one on one to help you with whatever YOU need!  

So…..let’s get started!!! 

***After you finish Foundation….before color, tell them a little bit about MK by using the PINK acronym

Lead in to PINK Marketing with something cute like, “So, after trying our skin care and making your face feel AWESOME, I wasn’t to tell you a little about why I do MK? Well, I’ll tell you why and then you’ll know why I absolutely LOVE it! Turn your profile cards over and write P-I-N-K in the down the left hand side of the pink area.  Feel free to make notes or ask questions while I explain how we spell PINK!”

GO OVER PINK MARKETING--At the end you can say, "Now you have a little taste of why I love MK!!!  And if you feel like your life and career gives you all the recognition, flexibility & money you need....great!  But if not I would love to sit down with you some time and give you more info AND....I'm working on______________________ (earning my car, moving into the first level of management, earning a gorgeous designer handbag) and your listening would help me with my goal!  Plus, I'll have a product gift for you when we get together so it's great for you too!  You can let me know at the end if you'd be willing to help me out
TABLE CLOSE--
The goal of table close is to sell sets & encourage them to book follow up appt. This is not about tricking someone into buying something they didn’t want......it’s about helping them make the best decision for them because they do want and just don’t know how to get it or they need to be made comfortable in the purchasing process
-Talk about second facial throughout class—they are “entitled” to that pampering!

 

- Compliment time



-Transition “Ok, now it’s time to go shopping. Let me share my ‘sale rack’ with you but the entire MK store is in the book for your shopping. But before I do that, let me ask you a few questions…..”

-Ask about averages of money spent on hair and clothes

~“What do you think the average woman spends on her hair each year…cut, color, hair products etc….?  *$700-$1000
~“What do you think the average woman spends on her clothes each year? *$1,500-$2000
So on average, we spend over $2,000 a year on our hair and clothes and 10 years from now, will we be wearing the same clothes?  Will we have the same haircut? NO! But we will have the same face and we’re either going to be glad that we took good care of it (by looking “half” as young!) or we’re going to wish we had!” Where will you be?  Well, I know that I’m going to be the “glad I did” woman and I want to share our wonderful line with you, so that you can be too! “ 

--Quality skin care line that lasts forever because of GOOD ingredients

--less expensive price for same quality

--Go over sets with closing sheet

--Romance the Roll-Up Bag…everyone loves it! Treat it like you don’t want to give it away…make it exciting!

--Make sure they understand that the prices are for tonight only…it’s a deal when they buy more sets!

--I usually have them circle the sets they would love to have.

-Explain that you have products to deliver tonight (or tell them when to expect them) and remind them about the payment plan on roll-up bags. 

I do have on-the-spot delivery for most everything plus I take charge/check/cash and I have a variety of payment options, the favorite being my payment plan! If you’re interested in that, we can talk about it in our one on one time. Basically, if there is something you want...I’ll find a way for you to get it.”

(Payment plan---If you’d like, when you purchase the 4 Set Roll Up Bag or above, you can break your total into 2 payments!  Pay half today and half on your next payday OR at your party that you host!)

POWER CLOSE---

At the end of your party, AFTER the Table Close you'll say.....
 

So now we are going to take a POP Quiz. You will get to grade me and you love me right?! Just kidding!  The POP Quiz is at the bottom of your Create a Roll Up sheet---here are the questions that I need you to  answer for me:
#1-If you had a money tree in your back yard or your grandma’s CC and you could get ANYTHING you wanted,   how many sets would you buy?  6  4 or  2

#2-Remember how I said I am working on a big goal in Mary Kay (remind them of your goal)?  

      Well you can help me earn that __________________(red jacket, bag, car, etc...) just by doing one of the following. 
A.  Alright, I’m kind of interested…I’ll listen! ( (and you get $10 of free product too!)
B. Bribe me….I’m not that interested but if you bribe me with $10 free product I’ll listen!  (I will tell you how the company works. (and I promise I won’t make you sign up! ()
C. Commercial Call---My director has a commercial call that I can test you the info and you just call in, listen and then let me know when you’ve listened.  It’s about 20 minutes long and you get any item at half off after you listen! 
… And really you guys we get credit just for telling you about Mary Kay. So just by coming you are helping me with my big Mary Kay goal.  And lastly...

#3 When you come back for your second appt - would you like to come by yourself or with friends and win prizes?    
INDIVIDUAL CLOSE DIALOG:
It’s important to talk about the Follow Up Facial or Check Up Facial in your party at least 7 times.  This helps remind them of it and then in your individual consultation (don’t call it a close to your guests!) they aren’t surprised when you schedule one with them.  Meet individually with each one----this saves time and is a great service to them. Money is a personal, whether they’re spending a little or a lot. You will sell more in a one on one situation than in a crowd.  Use the same dialog on each customer.  Have the roll-up bag laying across your lap and then ask the following questions:

***To start the individual consultations and get them away from the table I say, 
“Ok, so who is in a hurry or needs to leave first?  Great…Jennifer, why don’t you come first---I have my things over here on the couch (or in the kitchen…wherever you have your datebook, money bag and any goody bags you may be giving away) so bring your Look Book, Roll Up Bag Sheet and also your pink profile card and we’ll visit.  And guys, when she comes back, why don’t we have Anne come next, then Susie and Crystal will you be after Susie? Great!  While you’re waiting for your one on one time you can be looking at your Catalogs and playing with these sample lotions and perfumes that I have—have fun!” (or color samples…whatever you have)  

ONE ON ONE TIME:

“Did you have a good time today?”  Yes
“How does your skin feel?”  (Take your hand and caress your face)
“What part of the Skin Care did you like the best?”

“I see here on your little Pop Quiz that you put the 4 Set Roll Up Bag down---now obviously you know your financial situation better than me so what would you like to take home today?  (Wait for her to answer)  “Great!”

 Make the transaction.  Then ask:

“Now we get to schedule your Checkup/Advanced color facial and I see that you put that you’d like to do it with friends…yay!  Let’s pick a date and then I’ll tell you about my hostess plan…you are going to LOVE it!  So, does a weekend or week night work best for you?

Get out date book and give options of two days, two times and book her then.

If she says that she doesn’t have any friends or doesn’t have very much time say, “No problem __(Name)___ let me tell you how I handle my Color Analysis Facials.  If you choose to share your facial with a couple of friends, I’ll come to your home at your convenience or you can come to mine.  If you choose not to share it with a couple of friends, I offer second facials on  (day of the week)______ night at the (place)__________ at (time)__________.  What is better for you? (day of the week)_________night at the _(place)_______ at (time)___________ or your home or mine with a couple of friends?” (Schedule ALL individual facials together so you can maximize your time) 

Do I have to have a second facial?  “No, but our products are guaranteed and that is when I can get back together with you to make sure you are totally satisfied and exchange product with you if you are not.”  Get information for the date that they book, ie, names and telephone #’s to do your pre- profiling.  

If she doesn’t buy the skin care set, write up the order and make the transaction and then say “(customer’s name)__________, I have one question for you.  If you had the Time Wise or the Velocity set for little or no money would you use it?”    Yes, I think I would.  Then say, “I have a really neat way you could win it or a portion of it.  I would like to tell you about it with your permission.  All you need is 2 other people besides yourself and that counts as a class.  That’s all you need.”  Then share your hostess program with her.

Recruiting/Interview--

Last question to ask:  “____________, I see that you marked down   ______________ (A, B, or C) on the last question. Thanks so much for being willing to help me out!!! We have _________________ coming up with my director OR let’s pick a time to get together and I’ll share all the info with you.  (Schedule a date for the interview)
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