With each career level, you change
business attire and pins.
h@/lary Kay

Mary Kay Consultant: Dress or Business Suite, black or neutral hose (optional), black dress s

Mary Kay Senior Consultant: Same attire as MK Consultant with MK Senior Consultant Pin Enhancer
Star Team Builder: Black Skirt, white blouse, RED Jacket w/ MK Star Team Builder Pin Enhancer
Team Leader: Same attire as Star Team Builder except Team Leader Pin Enhancer is worn.

Grand Achiever: Same attire as Team Leader parked proudly | that brand new car!

Future Sales Director/DIQ: Black skirt, BLACK blouse (DIQ only), Red Jacket with Future Sales Director Pin Enhancer and/or optional scarf,

black neutral hose (optional), and black dress shoes.

FASHION ETIQUETTE MEETING ETIQUETTE

1. If you wear hose, please wear hose that are the same color as the 1. Always arrive 10 to 15 minutes early to all events
hem line or a neutral color. meetings, and appointments.
. . ) ) 2. Mary Kay attire should be worn to business events,
2. Wear shoes that match or coordinate with business attire. Shoes meetings, ect.
should never be I|ghter than color of the hem line. (EX.: Don’t wear 3. Arrive with a 100% posiﬁve attitude and |anguage‘
white shoes, whit hose and black skirt.) 4. Try to bring guests to all events. They deserve it!
3. Accentuate your attire with jewelry that compliments your business 5. Socializing with fellow consultants should be done before

) i ) and/or after meetings or events.
dress. Nice pair of earrings, necklace, bracelet, ect. . . . . .
6. Talking and disrupting the meetings are rude and disre-

4. Purse or briefcase should be professional looking. Black or neutral spectful to the speaker and/or Director.

7. Chewing gum during meetings and/or events is distracting.

color such as brown leather will look more professional. :
P Mints and/or candy are suggested.

5. Wear a hair style that compliments your facial features. Preferablyan 8. Electronic devices such as cell phones should be silenced
during meetings and events. Excuse yourself completely

up to date style and off your face. Have you received a compliment before placing or answering a call

5 . . .
recently? If not consider a different hair style. 9. Children should not be brought to meetings and/or events
. . . unless they are over the age of 18 and/or a recruit
6. Even though fragrance is part of our business, it should be subtle. A prospect. Talk to your Director regarding nursing infants.
lot of customers and fellow consultants are allergic or bothered by 10. Cheer and applaud in the same manner you would like
strong fragrances. others to applaud or cheer for you.

7. Nails should be clean and well manicured. Nail color should match
your attire or a clear nail polish should be applied.



Communication determines the healthiness of all relationships. | take
my role as a mentor and encourager very seriously, and work closely
with the Consultants who are “in my face and space!” | want to be
sure you’re aware of all the great ways for us to stay in touch, so you
can always get the training and support you need to head straight to
the TOP!

Do you have an email address? Several times a week, | send training and
information messages out to our unit members on email. This also includes the
monthly schedule for all events. My email address is: angielimon@marykay.com

You will want to check your email daily.

We have our very own website that you can visit at

Most people five and die i sheir music i unplayed. They revar dare o ty.

e

,/ Let's start a PINK RIOT! www.angielimon.yolasite.com
X 2012013

It’s newly updated with tons of valuable
information for you and your business!

B MA Ry KAy Our company website is phenomenal! Go to

www.marykayintouch.com Enter your Consultant number
and password to gain access to TONS of information. Plus

you can do your own orders on-line! The “LearnMK” icon on the home page will
take you to the main training area. Click on the icons that interest you! You can

also sign up for your own website for half-price as part of your First Steps!

Find me on Facebook! Receive information and get
connected with other consultants! |

Facebook: Angie’s All-Star Crew

www.facebook.com/AngieLimonMK




Weekly

Meetings

New
Consultant
Training

You will always want to bring guests. This is your
most important full circle appointment of the week!
There truly isn’t a better way to Learn while you
Earn.

Professional attire. No children.

('\/ s

% ﬂ@bnday Night @ 7pm

=2

At Angie’s Studio
5508 Sun Gold Dr.
Salida, CA 95368

BAl



Accomplishm
Sheets

One of the most important forms of Communication
Each week with your Director is your Weekly
Accomplishment Sheet and IPA chart. Be sure to
turn in your Weekly Accomplishment Sheet EACH
WEEK! This is how | track your success in sales, and
give you guidance in areas that may be challenging
you. A “Weekly Accomplishment Sheet” is attached

to this sheet. It includes an “IPA” chart...you’ll want

The best way to keep track of your sales is by filling out a weekly
accomplishment sheet and you can do this on the one enclosed in
this packet by making copies or you can do it online. Just go to
www.marykayintouch.com and then on the drop down menu click
on “Business Tools” and then select “Weekly Accomplishments”
@nd proceed to fill in the information from there. You will be able to
track your sales and store your WAS for the entire year so that you
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Incame-Producing Activities
Weekly Tracking Sheet for Consultanis

Name| | Week of|

Da you want results from your Mary Kay business?
Mora Monesy? Eam the use uf a cereer v ?  Independenl Sales Direclor?
Thesn yeu'§ weol o conuenbiale un hese incomearodocig acbvilies on a weekly aasis

A1 sKin care classcollection preview (minirmum S100 ratail ¥ 3 faces)
8 - 2fadas or onrtha-co appointments [minimum 3100 retail § 2 facas)
G - 2 new bookings

0 - 3700 reiail in customer servics, Vued site or brochure sales

T - 1 markeling lape [llews up with auestinnnaire completad

F - 1 tzam-building intarview with quasiionnairs comoleted

G - 1 guestto 8 un't maeting - slay for marketing presentation

H - 7 new names and numbcrs

I - 1 now leam member

What's Your Goal: |

- v~

1. Inthe spzcas below, wris te ey of cach aivily s wou Sonplele il

2. Avanaty of gchotiies are sungosied, bal youll wesr sk care classes Foolechion seviews ta be wour
first priznty!
5. Subimil thie 2heet aloag W ih your Waes<ly accompishment Shaet ond any aother suppiarling malerial or

a weekly 2386,

Do you want to ¢carn the

Are you a part time Are you a full-time use of a car or be a Sales
Beauty Consultant? Beauty Consultant? Dirsctor?
Compicle any § achwties Complefe any 10 aulinlics Complele any 13 activinas
v T oo day o 2 gper day 02 ey oay
1. 6. 1.
2. 7. 12. |
3. 8. 13. |
4. 9. 14, |
e 5 .
5. 10. 15,
Part-Timers Full-Timers Car / Sakes Director
|PAs Dons IPAs Done IPAs Done

Did your activities suppart your goal this weak?

Ihe dea for thiz fonn was provided by ndepondent Natnng! Ssies ivacror et Vemon




, y4 Earn your Pink Ice Ring!
Sell any 25 items in 7

s and place your minimum $600 wholesale order the same month
and with your stunning Pink Ice Ring!

Earn your Mary Kay Money Bag!

Hold your business debut or hold your first Skin
Care Class with a minimum of five guest.

Date held

r Raise the Bar Pin!

Date completed

My Sales during my PS were

BONUS: With you first team member earn your MK Pearl Necklace

Earn your Business Card Holder!

Complete your contact list and give to Angie, PLUS attend Pink Power Night with a Friend.
Models Name/Phone

Earn your Checkbook Cover!

Personal website date

Business Card order date

Open Bank Account date

Sign up for Pro Pay date

Congratulations! Make sure to bring this completed form t@meetin
email this form to my office!

Send me a photo so we can feature you in our new




PR ®

[« & Sesior Cossllasd

Name Date

Earn your Senior Consultant Enhancer when your first new Team Member places
her initial order! You are a brand new Senior Consultant! Congratulations!

| recruited my first team member, her name is

___She placed her initial wholesale order of $ on

Name Date

Earn your Red Jacket Poster and Red Jacket Order Form when you add your se-
cond active Team Member who places her initial order! Now you are a brand new
Senior Recruiter! Keep it up!!!!

| recruited my second team member, her name is

KE




'35« & STinr Tessn Boilden

Name Date

Earn your Star Team Builder Enhancer when you add your third active Team
Member and she places her initial order of $200 wholesale or more! This will
make you a new Star Recruiter and eligible to wear the elite Mary Kay Red Jacket!

| recruited my first team member, her name is

___She placed her initial wholesale order of $ on

{53« = Tesss Lesden

Name Date

Earn your Team Leader Enhancer when you add your fifth active Team Member
and she places her initial order of $200 wholesale or more! This will make you a
new Team Leader and eligible to enter qualifications for your first Mary Kay
Career Car!

| recruited my first team member, her name is

___She placed her initial wholesale order of $ on

o
EEEEEEEEEEEEESR

('35« & Fetone Dinector

Name Date

Earn your Future Sales Director Enhancer when your eighth active Team Member
and she places her initial order of $200 wholesale or more! This will make you a
new Future Sales Director and eligible to enter qualifications to become a Sales
Director!

| recruited my first team member, her name is

___She placed her initial wholesale order of $ on




Inventory

Please talk with Angie and listen to the inventory CD before placing

your first order.

If Alggghas not personally contacted you when you are ready to

/




If you're wondering if you really need an inventory of products for

YO u C a n nOt your business, keep in mind that when Mary Kay started this

company, she tried to eliminate problems she had encountered in
other companies.

open a store

One major problem was trying to deliver merchandise after
a two-week lapse of time. She found that invariably customers lost

With a C a n Of enthusiasm and in many cases, they completely cancelled the order,

diminishing the hostess gift and casting a veil of gloom over the

entire process. She remedied this situation by establishing
to I I ato e S delivery the day of the class, realizing that women are particularly

anxious to begin using their cosmetics immediately.

a nd a 5 I b | One of the greatest merchandising techniques that has put

the Mary Kay Beauty Consultant where she is today is
b ag Of D om“‘lo immediate product availability, so it is very important that

/ you have an adequate supply of Mary Kay products at your
. s classes to deliver on-the-spot.

AR

suG

S

At the skin care class, your guests have a chance to try the

R 1 i product and fall in love with it. They are happy and excited
- about using it right away, while your instructions are fresh in
- their minds. Women also tend to be “impulse buyers”and will
e j often purchase more when they know they can immediately
e take possession.

: With adequate inventory, you will:
It's a known fact that “ Yry

you will sell more when
you know you have
enough inventory.

1.Have a sales advantage. Many sales are missed because at the moment of the
customer’s greatest desire, the product is not available. Clients often “cool” when

When you are out of they have to wait.

product, you are late 2. Operate efficiently. A well balanced inventory ready for delivery tremendously
getting it to your increases the day-to-day operating efficiency of your business.

customers, which means 3. Avoid extra trips to deliver products to each of the customers who ordered at the
they could go elsewhere class, saving time, money and gasoline.

to buy it. You may be 4. Book more classes, resulting in an increase in your overall profit. (It's hard to book
reluctant to call and a check-up facial if she won't be using the product for two weeks.)

service your clients or 5.Establish your team members’ confidence in you. If they know you have adequate

book classes because
you're afraid someone
may want something you
don't have.

inventory, they will follow your example.The results will be more confidence and
enthusiasm, meaning greater success for you, too.

Remember, when an enthusiastic customer has to wait for a post-class delivery of

Set yourself up for the merchandise she has selected, her enthusiasm wanes and she may have second

success by borrowing at thoughts.You can avoid much time and effort by making sure your customers

a low interest rate to receive

purchase inventory at a their merchandise at the class, while they are“in the mood.”

profit making level.

Isn't it easier to shop As National Sales Director Dalene White has said so many times, “You cannot open
at a Kroger Store than a store with a can of tomatoes and a five pound bag of sugar.” Likewise, you are
a 7Eleven? operating at a decided disadvantage when you do not have enough products in

your Mary Kay store to service your customers.



Inventory
\ One Time Invescment -

$Money Bag$

All sales money deposited into the
moneay Jag.
Make bank depcsic on Fridays.

WORK FROM CASH
/ ,
6&% Product Account 40% Profit Accou\t
. /5/0% replaces products sold .+ Repay your busiess
investment.

10% is your floating sales tax
money and to be used for sales
aids.

Profit money can be used
many ways.VWhat does

» This account will only nced a debit
card.

« You may reorder as often as you
like, bur with a full store (profit
inventory) yau will most lileely
order | or 2 times per month.

your family need? Value? Or
desire?




Success = ""Your" Personal Use

“MY” TRAVEL ROLL UP
COLLECTION .
POCKET #1 -

___TimeWise Cleanser 3
___TimeWise Age Fighting Moisturizer
___Foundation

___Day/Night Solution

___TimeWise Eye Cream (Age Fighting or Firming)

___TimeWise Targeted Action Toning Lotion

POCKET #2

___Black Compact & Brushes

___3 Mineral Cheek Color

___Lipstick

6o0Y
....

___Lip Gloss
___Lip Liner
___Eye Liner
___Mascara

___Lip Primer

POCKET #3

___Indulge Soothing Eye Gel
___Oil Free Eye Make Up Remover .

___Oil Free Hydrating Gel or Intense Maisturizing
Cream =

___Microdermabrasion Set =

POCKET #4

___Satin Hands

___Satin Lips

ADDITIONAL ITEM

___2Black Compacts Filled

___2 Additional Eye & Lip Liner ? 4
=
___1Brow Pencil (2l

As a brand new Beauty Consultant, you’ll want to
make sure that you are using 100% Mary Kay prod-
ucts from head to toe! You will find that you will
sell what you use. It helps you feel confident in
how the product works, order, of application and
it’s benefits. If you are not currently using every
product in the travel Roll Up Bag, then this will be a
good place to start. Use the worksheet below to
figure out what you need. | want you to have the
success you deserve right from the start of your
business and it starts with you!

STEP #1: Toss out all “other brands” in your cos-
metics and skin care wardrobe! (Nothing is worse
than having someone ask you what color your lip-
stick is and having to tell them it’s brand “X”)

STEP #2: Look at the “personal Use” products to
the left. Check off all the Mary Kay products you
currently use. Then take the current “Look” Book
and go shopping for any unchecked items.

Add your color choices below:

Foundation Color:

Mineral Cheek Colors

Powder Color: 1
Mineral Eye Colors 2
1 3
2. Lipstick
3. 1
4. 2
5 3.
6. Lip Gloss Colors
7. 1
8. 2
Concealer Choice 3.
1 4.

Eye Line Colors Lip Liner Colors

1 1

2 2
Eye Brow Pencil Color 3.

1 4.

Mascara Choice Fragrance Choice




