
Executive National Sales Director, Cheryl Warfield Results as of August, 2013 

 

Barb Drabek 
Joyce Bruder 

Myra Leslie-Johnson 
Shirley Talley 

Sharron Tevanian 
Susan Hanna 

Earn Free Registration to Leadership Conference 2014  
if you debut between Aug. 1, 2013, and Jan. 1, 2014.  
 

You will also receive a beautiful  
Class of  2014 ring to match  
your 2013-2014 Sales  
Director suit and a stunning  
Badgley Mischka handbag. 
 

And there's more! 
Receive an elegant  
Badgley Mischka wallet  
when you debut one offspring 
Independent Sales Director  
during the contest period. 

Heather Dawson 
Julie Draulans 

Elizabeth Miller 
Brandy Nusbaum 

 Join us at Leadership Conference 2014 in NEW ORLEANS  
when you Debut as a New Sales Director Aug 1, 2013—Jan. 1, 2014! 



Future Executive Senior Sales Director Wendy Johnsen's  
MK Marketing Hotline: 641-715-3900  | Access Code: 741119# 

 Consultant 
Director Unit 

8 Active Team Members | 9% or 13% Personal Team Commission | $50 Team Building Bonus  

Julie Gerdeman 
Laura Poling 

Randi Ginder 
Cheryl Warfield 

Barbara Bloom 
Penny Jackson 

Sydney Laxton 
Lillian Yocum 

Marie Quick 
Cheryl Warfield  

Darcy Richardson 
Epsie Elmer 

Lisa Lute 
Joyce Bruder 

Tretta McNeill 
Lana Gaydon 

Linda Stawski 
Joyce Bruder 

Warfield Area 
Weekend Mentoring 

Hotline 
New Ideas Each  

Weekend! 
1-641-715-3900 

53147# 



 

Join the Warfield Wonder Women in New Orleans! 

 

WITH  
10 ACTIVE 

TEAM  
MEMBERS! 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

Name:  
____________________ 

 Who will take the Challenge?  Call or email me with your commitment! 

Name:  
____________________ 

 

This year, Independent sales members, who achieve a career path status 
of Future Independent Sales Director or Sales Director-in Qualification  

any time during the registration period, Oct. 1 – Dec. 31, 2013,  
can attend Leadership Conference 2014. 



 Consultant 
Director Unit 

5‐7 Active Team Members | 9% or 13% Personal Team Commission | $50 Team Building Bonus  

M. Kathryn Harris 
Lana Gaydon 

Carolyn Faircloth 
Linda Rowsey 

Cleyone Fowler 
Cheryl Warfield 

Karen Hillstead 
Penny Jackson 

Cheri Howard 
Linda Rowsey 

Valerie Simpson 
Debra Bishop 

Lynnette Perez 
Sandra Forsyth 

Gabriella D’Elia 
Penny Jackson 

Rhonda Jenkins 
Joyce Bruder 

Tami Klingenberg 
Rhonda Valley 

Kristine Pruitt 
Laura Poling 

Erin Vance Brown 
Melissa Smyre 

Victoria Peasley 
Penny Jackson 

Darlene Underwood 
Cheryl Warfield  

Gina Barfield 
Julie Draulans 

Nancy Bigley 
Jennifer Converse 

Jamie Boylan 
Jodi Bland 

Teresa Lennon 
Penny Jackson  

Lee Anne Loek 
Joyce Bruder  

Barbara Miner 
Renee Brooks 

Amy Postma 
Epsie Elmer 

Teresa Taylor 
Kathy McGinnis 

Barbara Tsagaris 
Penny Jackson 

Katie Van Hammen 
Wendy Johnsen 

Nancy Werner 
Cheryl Warfield 



  BE A STAR, ADD A STAR (TO YOUR TEAM) 
 
“I want you to aim for the moon and to remember that even if you miss, 
you will land among the beautiful stars.” – Mary Kay Ash 
 
The beginning of a new year is a great time to renew your commit-
ment to Mary Kay’s mission of enriching women’s lives and to set new 
and exciting goals for your Mary Kay business! Did you know that 
almost every Company-sponsored selling and team-building  
challenge available to you throughout each Seminar year leads to 
one goal? They each incorporate activities to help you achieve Star 
Consultant status. Mary Kay Ash herself believed that once you  
become a Star Consultant, you have what it takes to earn a Career 
Car, become an Independent Sales Director, and achieve a spot in the Queens’ Courts  
at Seminar. That’s why she created the original Star Consultant program in 1975. 
 
The Formula to BE A STAR: 
Your weekly activity adds up! It takes just one class a week to be a consistent star! 
� Quarterly Activity: 36 customers at $100 each per quarter = $3600 Retail or  
    $1800 wholesale, which makes you a Sapphire Star! 
� Monthly Activity: 12 customers at $100 each = $1200 Retail ($600 w/s).  
    When using the 60/40 split (60% reinvest/40% profit), you’ll earn $480 profit / 
    month! 
� Weekly Activity: 4 classes/month(3 at each class) equals just 1 class/week! 
� Another Option: Hold 2 classes/month with 6 faces per class! (or use the extra  
     profits to line your pockets and increase your star level) 

 WHO ARE YOUR PROSPECTIVE RECRUITS? 

 

Who do you know? 
 

• An established customer who you know well, who loves the product and tells  
   all of her friends about it? 
• A woman you think would be good selling cosmetics? 
• Has great classes for you?  
• Has asked you a lot of questions about the company? 
• Works full-time and wants to be home with her children? 
• Works full-time and doesn’t like her job? 
• Is at home with children and needs  
  adult interaction? 
• Works hard and needs more money? 
• Is a struggling single parent? 
• Has a husband who is on the road a lot? 
• Is retired and a bit bored? 
• Is the most reliable person you know? 
• Is a leader in her community? 
• Is looking for more FUN in her life? 
• Loves to win prizes? 
• Needs a new car? 
• Has a need for new furniture, carpet, etc? 
• Loves a challenge of something new? 
• Quit an executive position to stay home  
  with children? 
• Has a lot of sisters who use Mary Kay? 
• Is working too hard for too little income? 

Where do you find potential  
new team members? 

 

Skin Care Classes/Pampering Sessions or  
guest functions/unit meetings. Work smart!  

Take someone to a unit meeting. Tell her your 
Sales Director challenged you to bring  
someone. Why not say something like,   

“I really think you’d be good at this, and I 
want you to see one of our unit meetings for 
yourself. I think this is something you might 
want to consider. If it’s not for you, you will 
have the information to share with someone 

that you  feel it would be perfect for.” 

Great Rewards await those of you who are 

ready to move on up to directorship this year! 

If it’s your goal– contact me today! 

 
 
 
 
 
 
 
 
 

Save Time and 
Money!   

It costs almost 50  
percent less to mail  
The Look through the  
Preferred Customer  

Program! Plus, The Look 
includes a sampler. 

 

Order Early!   
When you enroll in The 

Look, you’ll enjoy an 
early ordering privilege. 
You can order your new 
promotional products six 

days early! 
 

And don’t forget the 
Month 2 Mailer. 

 

Enroll now and follow up 
with your customers after 
the mail date so you can 
fulfill all their post holiday  

needs. 
  

Enroll Sept. 16 through 
Nov. 15, 2013 

Only 45¢ per name 
Mails 1/15/2014 

Preferred Customer 
Program Holiday Look 

Enrollment begins 
Sept. 16, 2013 through 

Oct 15, 2013 
Only 70¢ per name 

Mails 11/20/2013 



 
Consultant 

Director Unit 

3‐4 Active Team Members | 4% Personal Team Commission | Red Jacket Rebate | $50 Team Building Bonus  

Shawnta Fleming 
Denise Crosby 

Elena Knollinger 
Debra Bishop 

Pam Howard 
Debra Bishop 

Eleanor Leech 
Cheryl Warfield 

Lisa Kerkof 
Shannon Kadlec 

Patti Hebert 
Ashley Kelly 

Beth Haely 
Julie Draulans 

Reba Lay 
Linda Rowsey 

Judy Allen 
Jean Batts 

Linda Burtzner 
Cheryl Warfield 

Bernice Bush 
Epsie Elmer 

Bernice Carter 
Linda Rowsey 

Rebecca Hasenbeck 
Laura Poling 

Sarah Kelley 
Linda Rowsey 

Rosalynn Alexander 
Elizabeth Webb 

Susan Blake 
Denise Crosby 

Sue Campana 
Jennifer Converse 

Shannon 
 Armstrong 
Tina Parker 

Janie Hullinger 
Cheryl Warfield 

Tami Johnson 
Epsie Elmer 

Heather Cearbaugh 
Brandy Nusbaum 

Nora Fowles 
Renee Brooks 

Angie Kuhn 
Renee Brooks 

June Grundy 
Nadine Marino 

Ruth Kato 
Rhonda Valley 

Alicia Bjorklund 
Melanie White 

Karen Evans 
Renee Brooks 

Melody Fredrick 
Jodi Bland 

Nancy Gettinger 
Jenan Wood 

Linda Johnson 
Debra Bishop 



 Consultant 
Director Unit 

continued 

3‐4 Active Team Members | 4% Personal Team Commission | Red Jacket Rebate | $50 Team Building Bonus  

Rachel Morales 
Lopez 

Linda Rowsey 

JoAnn Nestor 
Penny Jackson 

Angela Little 
Elizabeth Webb 

Cathleen  
Meyer-Butler 
Epsie Elmer 

Trishelle Smith 
Laura Poling 

Rebecca Ruiz 
Leticia Velasco 

Ruth Smith 
Linda Rowsey 

Stephanie Lelo 
Lisa Woodke 

Carrie Lero 
Laura Poling 

Tangela Lewis 
Snowe Saxman 

Alicia  McLaughlin 
Renee Brooks 

Norma Reeser 
Linda Rowsey 

Elizabeth Sevier 
Penny Jackson 

Kelley Sillaway 
Epsie Elmer 

Sarah Stuckey-
Diaw 

Jodi Bland 

Debie  
MorganDoyle 
Snowe Saxman 

Dana Rollins 
Debra Bishop 

Regina Raney 
Denise Crosby 

Rina Miller 
Jenan Wood 

Theresa Moore 
Irish Dickerson 

Janet Sairs 
Joyce Bruder 

Geneva Leek 
Gloria Leek-

Tanneenbaum 

Catherine Nemmers 
Denise Crosby 

Jessica Olds 
Brandy Nusbaum 

Sharron Palow 
Joyce Bruder 

Latasha Patterson 
Nadine Marino 

Shelly Rosenberger 
Laura  Poling 

Mary Sanderson 
Laura Poling 

Trina Siebenaler 
Rhonda Valley 

Anne Spry 
Cheryl Warfield 



 Consultant 
Director Unit continued 

3‐4 Active Team Members | 4% Personal Team Commission | Red Jacket Rebate | $50 Team Building Bonus  

Cindy Watkins 
Brandy Nusbaum 

Betty Thompson 
Lana Gaydon 

Penelope Wesselhoff 
Lillian Yocum 

Judy Thomas 
Cheryl Warfield 

Christine Tarchala 
Denise Crosby 

Stephanie Vanasco 
Penny Jackson 

Barbara Vaughn 
Lillian Yocum 

Jessica Whittington 
Annette Johnson 

Million Dollar Director,  
Beth Piland’s 

First Steps INVENTORY  
HOTLINE 

610-214-0299 
400338#  then # again Michelle Webster 

Epsie Elmer 

 

Skin care classes and collection previews offer the best place to find prospective team members. Mary Kay herself 
developed the Four-Point Recruiting Plan when she first began holding skin care classes. Since then, it has been used 
successfully by thousands of Independent Beauty Consultants and Independent Sales Directors. 
 

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. 
 

Select at least one person at every skin care class and collection preview and offer her the Mary Kay opportunity. 
You may want to plant seeds by sending guests home with information, then meeting with them to tell them more 
about the Mary Kay opportunity.  
 

Offer the hostess a special gift for any person she suggests who becomes an Independent Beauty Consultant. 

ENJOY THE BENFITS! 

Booking at your Parties: Correct Booking Approach: (Taught by Mary Kay Ash) 

“ At every Beauty Show (Class or Party), I always select a couple of people to be my future hostess and 
today I have selected you. (Pauses lightly) Tell me, is there ant reason why you couldn’t have a Beauty 
Show? I think you’d be great!” 
When she gives you a reason why she might not be able to have a Beauty Show, use the Tentative Date 
Booking Approach: (Taught by Mary Kay Ash) “ Well, _________(her name), I know that when you do 
have your Show, you are going to want_________ (your hostess) to get credit, so why do we do it this 
way? Let’s set a tentative date with the understanding that, if something comes up, we can change it. OK? 
(Pauses lightly) Here’s my datebook. Pick a time that is good for you.” 







 

 How to Go On-Target and Stay On-Target 
 
1. ATTITUDE: Stay positive. Don’t let yourself believe  
for ONE MINUTE that you aren’t going to earn the car. 
Think about how much fun it’s going to be to drive up to 
your job where they call you “Miss Mary Kay” in your  
new car. 
 
2. TELL EVERYBODY: Tell EVERYBODY you know  
that you will be  driving free beginning _______ date.  
You have to tell your friends, your family, your boss,  
recruits, potential recruits, hostesses, guests, other  
consultants, your director, and anybody else you talk to. You have to tell people this all of the time, and 
with utter conviction and assurance. When you tell everybody that you are winning a car, they’ll start 
asking you if you’ve picked it up yet. This will motivate you to meet production every month. 
 
3. LOOK AT THAT CAR A MILLION TIMES EVERY DAY:  Keep pictures of the car EVERYWHERE. 
Put one in the bathroom across from the toilet, one on the mirror where you put on makeup, one or two 
on the fridge, one on your dashboard, one in your date book, one at your job, one in your bedroom 
where you can see it while lying in the bed, one on your desk, etc. You have to see the car everywhere 
so it will be on your mind constantly. Out of sight, out of mind. Don’t let that happen. 
 
4. SET A GOAL FOR $5,000 PRODUCTION:  Tell yourself from the very beginning that car  
production is $6,000 or higher. Forget $5,000! If you set a goal of $6,000, you can still fall short and 
make production. Plus, your 13% checks will be great! 
 
5. BE WILLING TO DO WHATEVER IT TAKES TO MAKE IT HAPPEN: You will probably never  
order more inventory than in car production. You’ll be holding so many classes and selling so much 
product, you’ll have to. Build your inventory and SELL IT! Make the money through sales to make car 
production. 
 
6. TRACK YOUR PROGRESS: Either devise a tracking system of your own or use one that your  
director gives you. The point is that you have to SEE your production in ONE PLACE. You need to know 
what someone wants to order (high), what you think they’ll actually order (low), and what they in 
fact order (actual). Base your production on that low estimate and talk to your recruits like 
they’ll order the high amount, no problem. 
 
7. DON’T FORGET THAT YOU NEED 14 ACTIVE RECRUITS! Everybody concentrates on the dollars, 
but you have to have 14 ACTIVE recruits at the end of the 4 months also. It is easy to forget this, so 
keep telling yourself that you MUST recruit every month. New recruits keep you motivated, help  
production, and you won’t end up in your last month with only 9 qualified recruits. 
 
8. DON’T GIVE UP: Staying on-target for your car is not going to be easy. There will be days when you 
want to say, “Forget this! It’s not worth it! My car is okay.” You may be disappointed because a team 
member  said she was ordering $600 at the beginning of the month, and now she can’t even do a $200. 
You will want to have one evening of peace and watch TV instead of calling recruits and potential re-
cruits or holding a facial and a skin care class.  But, DO NOT GIVE UP! Don’t let anything or anyone 
stop you.  
 
Earning the car and driving FREE will be UNBELIEVABLE, and the sense of accomplishment 
you’ll feel will be AMAZING! You will do what others want to do, but won’t. You will be one step 
forward towards your next goal– DIRECTORSHIP! 



Take back control of your skin! 
 

With the Mary Kay Clear Proof™ Acne System, you get an effective  
regimen clinically shown to provide clearer skin in just 7 days.  
This easy-to-use regimen feels soothing to irritated skin as it helps  
clear up blemishes and allows skin to heal.  
 

Set Includes: 
 Clear Proof™ Clarifying Cleansing Gel* 
 Blemish Control Toner* 
 Acne Treatment Gel* 
 Oil-Free Moisturizer for Acne-Prone Skin. 

*Over-the-counter drug product 

NEW! NEW! NEW! - CLEARER SKIN IN 7 JUST  DAYS! 

The company received a few questions about the proper use of products in the new Mary Kay ClearProof™ Acne 
System, the company has provided some FAQs that may help when sharing this easy-to-use regimen with your  
customers. These FAQs will be located under the “Want More Selling Tips” section on the ClearProof™ Acne System 
product page.  

September 13, 2013 
50th Anniversary  

Mary Kay, Inc 
 

Mary Kay’s Last Words at 1997 
Seminar; due to her stroke, she 
was not able to speak and Arlene 
Lenarz read these words while 
Mary Kay stood beside her: 
 
“What more could any woman ask for? To be  
surrounded by all of you… to feel and to hear of all your 
love; to feel the great joy in this arena… I’m convinced  
I must have done something right. 
 
“It is true, I did see the dream! I did see the vision! I did 
provide you the vehicle, and for 34 years I have 
watched with such pride, because you just took my 
dream and this opportunity and ran with it. And you will 
continue to run with it because there are so many 
women who want to follow your great example. 
 
“Believe me, we have so many lives left to touch! This 
work will never be finished… Never, never, never!  
 
“I am so blessed by each of you who are inspired by my 
example! Today I would like to think that you can use 
my example and let it inspire you to become your own 
best example. 
 
“It is so simple when you understand the big picture of 
what we’re about. Then, and only then, are you fully 
capable of being the best you can be, inspiring others. 
“Thank you from the bottom of a very grateful heart for 
allowing me to touch your life. “And now, listen… now 
it’s your turn to run with your dreams, and touch more 
lives than I have ever imagined.” 









ARE YOU UP FOR THE CHALLENGE???? 
by NSD & Million Dollar Director Tammy Crayk 

 

Imagine your 50% profit being over $1600 for 1 week! HOLY COW! There are REAL Women 
out there doing this with their Mary Kay businesses! I was so inspired by this story that I’m  
passing it along! 
 

This Consultant did 55 faces in just 18 work hours, for a face average of $51 and an hourly income of  
$89, she was a STAR Consultant and kept a great paycheck!! 
 
First, she made a list of 25 people and then she called them all and said:  
 

"I am building a portfolio of before and after pictures of models and my goal is 100 by the end of 
_______.  I think you'd look so good in my book that I’d like to feature you, so could you do that?"  
 
Then she said, "I'm looking for different face shapes, skin tones and hair color, and of course, I need lots 
of faces this week, so if you know anyone who could come with you, that would be WONDERFUL! I have 
12 places for  ladies in each time slot, so if you could just bring one, or even two, that would be so helpful! 
What do you think? Who could you bring?" 
 
 No one turned her down to be in her book, and some even brought a friend! 
 
Her sales and faces were: 
4 faces Monday - $250 in sales 9 faces Tuesday - $203 in sales 7 faces Wednesday - $177 in sales 
12 faces Thursday - $531 in sales 7 faces Friday - $867 in sales 20 faces Saturday - $1074 in sales 
 
Notice how her sales at the end of the week were higher than the first of the week?? I believe that is  
because her momentum built and her confidence increased. It was thereby reflected in her sales.  
As she said, I started thinking of how many times over the past few years "I tried" to do 30 faces in  
a month or how many times she has "tried" to  
schedule a high number of classes in a week and  
how many times it did not work out. 
 
But you know what, she has not given up and in  
Mary Kay the only way a person can fail is to quit. 
Mary Kay has told us that numerous times. 
 
What was the difference this time? Why did people  
say “yes,” when she had tried so many times before? 
 
1. She made a decision she was going to be  
    successful - no matter what. 
 
2. She didn't let herself even feel the fear. You leave  
    your comfort zone to change someone else's life. 
 
3. She used her family as a reason. She used her  
    financial situation to her advantage. Instead of  
    getting stressed over bills, she deeded to "do"  
    something about it. 
 

YOU CAN DO THIS TOO!! 

 

Power Class of the Month 

 www.marykayInTouch.com/education 
 
 

Each month there’s a 
NEW TOPIC where your 
Mary Kay mentors share 
their tips and  
experience. 
 

 

Get Ready to Dream 
Big and Be Bold!  
Ind. NSD Tammy Crayk 
will be the guest 
speaker on this very  
special 50th Anniversary show. 
 
Take notes as they discuss the importance of  
creating BIG, BOLD Dreams and share some tried 
and true tips for how to turn them into realities. 

 
Then join on September 24 at 7 p.m. central or a  

LIVE chat with Tammy. 

September  
Guest Speaker:  

NSD Tammy Crayk 





How to Capture Extra Holiday Sales 
 
September 1st—10th: 
�Plan your Holiday Strategy. 
�Call all your customers and offer them a $75 for $35 for  
   all Hostesses who have 3+ guests, $100 in class sales  
   and one class booking! This is great for moms and daughters,  
   Velocity, Clearprrof and TimeWise classes, Trunk/Gift Shows  
   or Office Pampering Parties! 
 

September 11th—15th: 
�Complete your Star! 
�Order your holiday items early. 
�Set up preview appointments with your best customers to get  
    their opinions of what they like. This will help you with Holiday  
    inventory ordering. 
 

September 16th—30th: 
�Begin your preview appointments with customers. 
�Begin sending letters and making follow up calls to local     
   businesses. Start with business owners within your customer  
   base. 
�Hold appointments that you scheduled the 1st part of the  
   month. 
�Do your own personal shopping using our wonderful Mary Kay  
   products and gift items! 

 

October 1st—15th: 
 

�Set your goals Retail Sales, interviews held and new  
    team members. 
�Have guests to every meeting! 
�Start “showing, telling and smelling” with everyone  
   you come in contact with. 
�Have your car filled with samples, fragrances and  
   Look Cards and Look Books. 
�Hand out 3 a day for best results. You are planting  
   seeds for your future! 
�Have 10—15 Hostess Packets and Recruiting  
   Packets  
�Start following up with PCP customers. 
�Target: Booking Skincare Classes, Fall Makeovers,  
   Pampering Parties (Satin Hands and Body Care).  
   Offer a variety of choices based on her personal  
   needs. Get in front of them with the products so you  
   can get a wish list filled out for her, interview her and  
   meet more wonderful ladies. 
�Offer a free lipstick / lip gloss to your customers for  
   allowing you 15-30 minutes to share your Career  
   Opportunity so they can earn extra income during  
   the Holiday Season. Tie this in with the above  
   appointment if possible. 
�Now is the time to start booking office visits to do  
   Shopping Coffees/Holiday Preview Parties during  
   break/ lunch time at customer’s place of employment  
   or in a neighborhood setting. 
 

 
 
�Continue to follow up with businesses, always  
   adding more to your list. 
�Look ahead at your fall calendar and schedule your  
    Open House(s). This is for Consultants with ample  
    customers locally to them. 
 

October 16th—31st: 
 

�Continue booking Wish Lists and warm chatting. 
�Have guests at every meeting! Offer a free  
    Lip Gloss for coming. 
�Make sure you have everyone fill out a Wish List! 
�Order items from the holiday catalog for your own  
   gift giving needs. 
�Send out letters to husbands on your list. 
�Offer a variety of classes. Skincare, glamour,  
   pampering, On-the-Go, etc. Begin to talk to  
    everyone about preparing for the holidays. 
�Remind everyone of your gift giving / wrapping  
   service. 
�RECRUIT! Build your team in October so they  
   can take advantage of holiday selling season and  
    the tax advantages for the entire year. 









Mary Kays largest ever pink Cadillac rally today to celebrate its 50th anniversary Ð 50 years to the day after 
the  iconic beauty company was founded. More than 100 pink Cadillac sedans and SUVs gathered in  

Dallas, where Mary Kay Inc. is headquartered, blanketing the City's highways in a sea of pink.  
Here they form a 50 in an open field near the headquarters.  

Over 100 of the famous Mary Kay pink Cadillacs lined up outside the AT&T Performing Arts Center  
as their owners posed for a group photo to celebrate the 50th Anniversary of the company,  

Friday, Sept. 13, 2013.  


