Preprofiling the Guests before the Class

Prior to the event, (about two days before the event), you might consider calling the guests to preprofile them.  Preprofiling can help affirm the guest's commitment to attend because she sees that you've taken a personal interest in her and will be selecting products for her to try. It also allows you to ask questions from the customer profile. The customer profile is a tool designed to help you assess the best skin care products for your customers. 
You can try this opening dialogue when calling guests to preprofile them. "Hello, (guest's name)! This is (your name), and I'm the Mary Kay Independent Beauty Consultant who will be conducting (hostess's name) skin care class on (date) and (time). Do you have a minute?" 

At this point, you can ask her skin type, skin tone, what she is currently using on her skin and if there is anything she would like to change about her skin.   Record this information in your skin care class notebook.  The conversation might sound like this:  I just need to ask you a few quick questions about your skin, because, you see, I’ll be bringing products that are formulated just for your skin type, okay? Which one statement best describes your skin type?" (Here you can read the skin type statements from the customer profile, then continue.) "Is your skin tone ivory, beige or bronze? How would you describe your skin, normal, dry or combination? "What would you like to change about your skin?”  Whatever she says, your response is, “Oh I know you are going to love what I am going to show you!”

 I also want you to know that we’re going to be starting at 7:00,okay? Now, if you get there at 7:05, you won’t get the Microderm® treatment and you don’t want to miss that, okay? And the other thing I want to tell you is that I will be bringing products with me just in case you want to purchase a lipstick or something, okay? 

You know, ______ I don’t know if (the hostess) told you that this class was by reservation only. Did she tell you that? Well, I want you to know that you’re really very, very special to her, because you were one of her five guests. Now the other thing I want you to know, though, ______, is that (the hostess) is working as a hostess for free products. And one of the ways she earns free products is by guest attendance.

I’m looking forward to seeing you, but just in case there’s an emergency or something comes up and you can’t be there, you’ll want to let (the hostess)  know in plenty of time so that she can replace you, okay? Thank you so much.  I look forward to seeing you, and I can’t wait for you to try our Mary Kay skin care line. Now listen, if you come up with some other questions about something you want me to cover at the class, let me just give you my phone number.

You can just give me a call back, okay? ”Thank you for your time, and I'm looking forward to seeing you on (date), and I'll have a special place set up just for you." 

 Guests can fill out the customer profiles at the class. You can find a package of profiles in your Starter Kit. They are also available on Section 2 of the Consultant order form. Also be sure to enter the guest's profile information online by going to myCustomers through the Mary Kay InTouch® Community. 
Dynetta’s Stuff/Mary Kay/Classes


