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[day #1: Wednesday, January 8		Try to do 3-4 activities each day for the Next 21 Days in order to get a Prize from New Orleans.		{week one}
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call the Madson Phone Tree 641-715-3800 access code 610206# press 37 (7 mins) power buddy
· Find a Power Body in our Team to run with this month, call each other once a week to encourage.
· Make your “six most important things list” for tomorrow.
· Complete your weekly plan sheet and post a copy for your household.
· Rewrite your Affirmations for the New Year.
· Pay a sincere compliment to someone close to you.
· Text/email your Sales Director that you have completed day one (include at least 2 rewritten affirmations)."Don’t limit yourself. Many people limit themselves to what they think they can do. You can go as far as your mind lets you. at you believe, remember, you can achieve."
-Mary Kay Ash

[day #2: Thursday, January 9]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Watch The Power Class of the Month on mkintouch, education,
· Make your “six most important things” list for tomorrow.
· Book two definite selling appointments, call enough in order to get 10 NO’s and get comfortable with NO’s.
· [bookmark: _GoBack]Text/email  your Sales Director that you completed day two (include names/numbers of 2 hostesses).
[day #3: Friday, January 10]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call the Madson National Hotline: 641-715-3800 access code 610206# Press 28 (10 mins) team building
· Make your “six most important things” list for tomorrow.
· Book two personal interviews (watching lmadsonsharing.com).
· Send a love note to your husband, boyfriend, child, or friend.
· Text/email your Sales Director that you completed day three (include names of two personal interviews booked).
· Turn in Weekly accomplishments by Saturday night.
Congratulations! You have completed week one! 
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[day #4: Monday, January 13] 	I will be in New Orleans, but Text me or email me any way.					{week two}
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Go to mkintouch, education, power class of the month, while driving or during break.
· Make your “six most important things” list for tomorrow.
· Write a Thank you note to your Recruiter or Power Buddy.
· Create your weekly plan sheet and post a copy for your household.
· Text/email your Sales Director that you completed day four.
 [day #5: Tuesday, January 14]	
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call the Million Dollar Message 641-715-3900 ext. 44336#
· Make your “six most important things” list for tomorrow.
· Book 2 selling appointments.
· “Sparkle” about your business while you’re out and about and chat with two women, wear your pin.
· Call ten customers to check on their products/see if they need a restock, offer a discount if they buy Full Skin care set.
· Text/email your Sales Director that you completed day five (include 2 selling appts).
[day #6: Wednesday, January 15]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call the Million Dollar Message 641-715-3900 ext. 44336#
· Make your “six most important things” list for tomorrow.
· Do one thing that scares you today for your Mary Kay business.
· Call two teammates (if you do not yet have teammates, call two prospects) invite for coffee or as a guest for Tuesday night.
· Text/email your Sales Director that you have completed day six.
[day #7: Thursday, January 16]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call the Million Dollar Message 641-715-3900 ext. 44336#
· Make your “six most important things” list for tomorrow.
· Do one thing today to treat yourself.
· Send three team-building packets out to prospects (include product samples,  a catalog and team building brochure. Be sure to schedule a follow-up date to get her opinion on our product and company information). 
· Text/email  your Sales Director that you have completed day seven 
(include the names of the three prospects that are receiving the team-building packet).
[day #8: Friday, January 17]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call the Million Dollar Message 641-715-3900 ext. 44336#
· Make your “six most important things” list for tomorrow.
· Book two personal interviews (watching lmadsonsharing.com).
· Book two selling appointments.
· Text/email  your Sales Director that you completed day eight (include 2 selling appts and interviews).
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[day #9: Monday, January 20] 						{week three}
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call The Million Dollar Message 641-715-3900 ext. 44336#
· Make your “six most important things” list for tomorrow.
· Attend your weekly success event.
· Create your weekly plan sheet and post a copy for your household.
· Do something today to improve your appearance.
· Book two selling appointments.
· Text/email your Sales Director that you completed day nine.
 [day #10: Tuesday, January 21]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Send a Text or Phone calls to your 5 Best Customers and offer a New year, New you facial and offer a 20% off on total purchase only this week!
· Make your “six most important things” list for tomorrow.
· Write down fifteen things that you are grateful for today.
· “Sparkle” about your business while you’re out and about and chat with two women. 
· Dare to wear Mary Kay  RED lipstick. 
· Call ten customers to check on their products/see if they need a restock.
· Text/email  your Sales Director that you completed day ten.
[day #11: Wednesday, January 22]

· Read a motivational book or listen to a motivational CD for 15 minutes.
· Hand out 3 business cards to The First 3 women that gives you a Smile and give an Honest compliment, it doesn’t matter if you get her number or not, just get comfortable handing out your business cards with a Smile. (“ Would I offend you if I offer my Mary kay business card, has anybody ever offered you our complimentary facial in the past 3 months?  I think you look so sharp and love your smile, and I make it a habit to hand out my business cards to beautiful women I meet daily.  “) Attach a eyeshadow sample to business card.
· Send a love note to your husband, boyfriend, child, or friend. 
· Text/email  your Sales Director that you completed day eleven (include 2 interviews).
[day #12: Thursday, January 23]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Call a friend or 2 for our Tuesday Night guest event for a Fun Makeover and a Prize for coming.
· Make your “six most important things” list for tomorrow.
· Book two selling appointments, call enough so you will get 10 NO’s and just get used of the NO’s, its part of the business.
· Invite five guests to next week’s success event, I will have a Starbucks coffee card for YOU when you have 5 and your guests gets $5 coffee card each from me. Tell them about your goal to add 1 new teammate this month.
· Text/email your Sales Director that you completed day twelve (include 2 selling appts).
[day #13: Friday, January 24]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· ASK 3 of your Best Customers to Listen to our New Company Hotline, tell them about your Goal to add 1 new teammate this month and would love to ask for their opinion - 641-715-3900 code 91076# it only takes 18 minutes, make sure they listen all the way to the end for the Special word, offer them a special gift for listening in. 
· Make your “six most important things” list for tomorrow.
· “Sparkle” about your business while you’re out and about and chat with two women.
· Call ten customers to check on their products/see if they need a restock.
· Text/email  your Sales Director that you completed day thirteen.
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[day #14: Monday, January 27] 						{week four}.
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Open 1 Mary Kay product that you haven’t tried so you know how it feels, open as a Tester.
· Make your “six most important things” list for tomorrow.
· Try a bright and new eyeshadow for the day and see if anyone notice.
· Call or Text Power Buddy for encouragement and support.
· Create your weekly plan sheet and post a copy for your household.
· Call two teammates (if you do not have teammates yet, call two prospects).
· Create your weekly plan sheet. 
· Text/email your Sales Director that you completed day fourteen.
 [day #15: Tuesday, January 28]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Come to meeting 5 minutes early and mingle with teammates and guests.
· Make your “six most important things” list for tomorrow.
· Mail out three team-building packets to prospective teammates.

· Book two selling appointments. 
· Text/email  your Sales Director that you completed day fifteen (include 2 selling appts). 
[day #16: Wednesday, January 29]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Write you 25 of Bucket List you’d like to do, accomplish in your lifetime, (dreams or goals) 
· Make your “six most important things” list for tomorrow.
· “Sparkle” about your business while you’re out and about and chat with two women, don’t forget wear your Red lipstick.
· Book two selling appointments. 
· Text/email  your Sales Director that you completed day sixteen (include 2 selling appts).
[day #17: Thursday, January 30]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Bring the Satin lips set and have a friend or co worker try it and get opinion.
· Make your “six most important things” list for tomorrow.
· Say your Positive Affirmations out loud.
· Book two interviews (watching lmadsonsharing.com).
· Send a love note to your husband, boyfriend, child, or friend.
· Invite five guests to next week’s success event.
· Text/email  your Sales Director that you completed day seventeen (include 2 interviews).
[day #18: Friday, January 31]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Say your Positive Affirmations out loud.
· Make your “six most important things” list for tomorrow.
· Book two selling appointments. 
· Call five teammates (if you do not have teammates yet, call five prospects).
· Text/email your Sales Director that you completed day eighteen (include 2 selling appts).
[image: https://fbcdn-sphotos-b-a.akamaihd.net/hphotos-ak-ash3/565023_10201797240352116_932873895_n.jpg]
[day #19: Monday February 3] 						{week five}
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Say your Positive Affirmations out loud.
· Make your “six most important things” list for tomorrow.
· Attend your weekly success event.
· Create your weekly plan sheet and post a copy for your household.
· Call ten customers to check on their products/see if they need a restock.
· Text/email your Sales Director that you completed day nineteen.
 [day #20: Tuesday February 4]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Come to the meeting at least 5 minutes early to mingle.
· Make your “six most important things” list for tomorrow.
· Book two personal interviews (watching lmadsonsharing.com).
· Send a love note to your husband, boyfriend, child, or friend.
· Text/email your Sales Director that you completed day twenty 
(include names of two interviews).
[day #21: Wednesday, February 5]
· Read a motivational book or listen to a motivational CD for 15 minutes.
· Text friends and customers about your challenge to sell 24 items, in 24 hours.  Everyone who purchase gets their name in a $24 Free MK product drawing and 1 will win.  When you finish this goal you get to choose 1 item from my prize basket.
· Make your “six most important things” list for tomorrow.
· Book two selling appointments. 
· Invite five guests to next week’s success event. 
· Text/email  your Sales Director that you completed day twenty-one 
(include dates of two selling appointments).
Congratulations on creating strong new habits!
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The hardest victory
is over myself.
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Success seems to be connected
with action.
Successful people keep moving.
They make mistakes,
bot they don't quit.
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WARNING

Start Date: January 1st, 2014

Getready to JUMPSTART your Mary Kay business in
21 days! Experts say it takes 21 days to form a habit, and
whether you are a brand new consultant or a seasoned

consultant, good habits and DAILY discipline are behind
any Mary Kay goal!

CHALLENGES
_ AHEAD

Each week, you will be given a list of basic tasks to complete daily in
your business Monday - Friday. You must complete all of the daily tasks
and text/email/vox your director before bed that night to say that you
have completed the day. You have 3 grace days for when you are unable
to complete the daily tasks, but you must still message your director
before bed to say that you are using a grace day.
When you complete your 21-Day 1 et FE
JumpStart Challenge, you will earn a Girls
Night Out dinner with your director and
all other unit achievers of the JumpStart. = .o

LD

Complete your JumpStart PLUS hold 5
Add an ﬂ parties (3+ people & $100+ sales) AND hold 5

sharing appointments with your director (or

x t f with director follow-up) during your
in! ]umpSFart, and you will earn a “Designing

Your Life” datebook by NSD Pam Shaw!
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Your tracking worksheet is due to your director by
Monday, February srd, 2014

CONSULTANT’S NAME:

CLASSES HELD:

Hostess Name:

Hostess Phone Number:

# Guests (include hostess)

TotalSales:

SHARING APPOINTMENTS:

Prospedive Team Member:

Prospect Phone Number:

Director Present/Follow Up?

Scale1-10?
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