




•Why do we want to recruit in the first place
•Who we want on our TEAM
•How to share at skin care classes & facials 
•How to approach the subject without feeling 
“PUSHY” 
•Understanding the LAYERING process 
•What to share with different personalities 
•How to answer peoples questions with ease
•How to get a DECISION



MARY KAY asks us to….
1. Share the PRODUCTS!
2. Share the 

OPPORTUNITY!

Team Building is just a 
natural part of the 
PROCESS!



§ You are NOT doing your 
job. It’s one of the most 
SELFISH things you can 
do….to keep it all for 
yourself!

§ Are you SELFISH?                   
Of course not!!!



§ You can make GREAT money selling 
the product  BUT you are only one 
person.  Team building is like 
duplicating yourself!



National Sales Director 
Linda Toupin’s

1099 her last year as a 
teacher: 

$20,994.84

Linda’s 1099 her first 
year as a Director:

$19,036.53



Melissa’s 
first full 

year as a 
Director:

$40,595.96



National Sales Director 
Linda Toupin’s

income last year: 

$422,748.80



§ ONE STEP AT A TIME!
§ Focus on your NEXT STEP  set 

a goal to move up the Career 
Path each month.

§ That’s EXACTLY what Melissa 
did….because Linda Toupin 
told her to. J

§ Again, only take advice from 
someone you would be willing 
to trade places with!











Want to earn 
your CAREER 
CAR?  Here’s  

how!!!
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§WHO do we 
want to 

RECRUIT?



§ Look for emotionally 
centered women
ú Women who no matter what is 

happening around them, they work 
anyway!  They know how to “milk 
the cows” like NSD Linda Toupin.  
“Whether you’re in the mood or not, 
the cows had to be milked.”  

ú Women who are not emotionally 
centered demand lots of your time 
and you see little or no return for 
your efforts.





§ You may think she 
already makes great 
money, or that she is 
too busy and wouldn’t 
be interested.

§ Again, YOUR job is to 
share the facts!

§ It’s HER job to make the 
decision whether to give 
it a try!



Before Mary Kay, Melissa was: 
1. working a full-time job as a restaurant manager
2. going to school full-time (on the Dean’s List)
3. married and her son Bryan was 7 yrs old and 

involved in Baseball, Band, Scouts, and church 
youth group

4. taught Sunday School at her church

Would you have thought she was too busy
to consider Mary Kay?



§ 3 basic questions to ask yourself:
1. Do I like her?
2. Does she love the product?
3. Would I be upset if someone                   

else recruited her because I didn’t ask 
her first?

If you answer YES to all 3,  she is a 
RECRUIT PROSPECT!



§ Consultants that get their first “Power 
Partner” (new team member) in their first 
month are more likely to move up FAST!!!



§ A part of the PERFECT PARTY is to share the info 
with 2 people.  PARTNER with your HOSTESS to 
make sure this happens!

§ Enrolling the guests in her goal at the beginning of 
the class will take the pressure off you at the end!  
You’re just doing your job & helping the Hostess!



§ Just for listening, she gets 
entered into the contest to win 
$1000 CASH!  If she WINS, YOU 
WIN too!

§ To enter yourself and all your 
prospects, go to 
www.lindatoupin.com and click 
on the schedule page.  Select 
the Adoptee contest.

§ The money is given away every 
4 months.

http://www.lindatoupin.com/


§ Here’s your DIALOGUE:
ú “You know Susie, my job is to select SHARP 

ladies from every party to share more info with 
and I’ve picked you!  I know you may or may not 
be interested in Mary Kay but I would love to 
share some more information and get to know 
you better and see if this could be for you.  I will 
really value your opinion PLUS you’ll be helping 
the Hostess to win her GIFT.”

ú She will be flattered that you consider her SHARP 
and that you’ve PICKED her!  

ú Women also LOVE to give their opinion and of 
course they always want to HELP!



§ If you let too much time 
pass,  she’ll lose her 
enthusiasm!

§ Try to meet with her face 
to face if 
possible…maybe at her 
Check-Up facial.

§ Remember, there   is a 
FORTUNE in FOLLOW-
UP!



§ 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 
Consultants and Sales Directors.



Let’s take turns reading…

Before every skin 
care class, ask the 
hostess, WHO is 
coming today who 
might be interested 
in doing what I do?



Present your heartfelt, 
enthusiastic I-story at 
every skin care class. 

Share why you began 
your Mary Kay business 

and what it means to 
you.

I LOVE my Mary 
Kay 

business because…



Select 2 people at every skin care 
class and offer her the Mary Kay 
opportunity.  You may want to 
plant seeds by sending guests 
home with a cd, then meeting 
with them to tell them more 
about the Mary Kay opportunity.



§ Offer a special gift for any 
person she suggests who 
becomes an ACTIVE 
Independent Beauty 
Consultant on your team.

§ You could offer a GIFT 
CERTIFICATE for some 
FREE product or a Satin 
Hands kit, etc.



1. Who’s coming that might be 
interested in what I do….how 
about you?

2. Share your enthusiastic                 
I-STORY.

3. Select 2 people to share with 
at every class.

4. Offer a gift for new recruit 
referrals.



§ Dream Big Hotline

§ Choices and Team Building 
CD’s

§ Imagine the Possibilities DVD
§ Team Building Brochure or 

Ponder Pink Profile

§ Your Mary Kay Website
§ Applause Magazine
§ Career Conversation Form
§ Dream Book



www.marykayintouch.com

Click on MY CALENDAR BUTTON
See #6 and $1000 Questionaire

http://www.marykayintouch.com/


§ Check out the AMAYSING videos with live 
testemonials!

§ This is a great way to share information with 
someone who is super busy or even out of 
town!



A. Too busy!  NO TIME!
B. Too shy
C. Not the sales type
D. Don’t wear makeup
E. Don’t know anyone
F. Don’t have the money
G. Don’t want to take time away from my family





§ At the Career Conversation, have her fill out a 
Weekly Plan so she can see where she could fit Mary 
Kay into her busy schedule.



§ Use your FOCUS CARD to keep track of your 
faces and their RECRUITING LAYERS.



§ Again, your job is to SELECT people to 
share the information with. 

§ Release the OUTCOME of the 
appointment and just focus on her.  

§ Ask her lot’s of questions…WHO, WHAT, 
WHEN, WHERE, HOW. 

§ Get to know her heart.  Find out what’s 
important to her then share what SHE 
wants to know…NOT EVERYTHING you 
know about Mary Kay.



� You’ve completed your class #4
which is one of the LONGEST 
classes!

� Just remember, it will take time to 
MASTER everything you learn 
from these classes.  

� You can always go to 
www.melissamays.com, and 
review this class on the New 
Consultants page.

http://www.melissamays.com/


1. Practice your Career Conversation with a friend,
family member, or another Consultant.

2. Send a prospect to your website to watch one of 
the videos under the SELL MARY KAY section.

3. Conduct a Career Conversation with her and ask her 
about the video she watched.  What appealed to her 
most?

Get 5 TICKETS in our MONTHLY 
PRIZE DRAWING for 

completing your HOMEWORK!  
This is on the Honor System.




