Practice Interview WORKSHEET
Consultant: __                                       

Study Prospect Name____________________                                    

Date                                      
 City/State & Phone_________________________________                                                 
MY AGE GROUP IS:        20-25                       26-34                       35-45                       46+ _____ 

Explain the purpose of the practice interview and give a short “I” story (optional).
No more than 15-20 minutes!
Question #!:

“Tell me a little about yourself and your present career.  What do you like the most



  about it?   What’s most important to you in life?   What would you change If you could?”
Question #2:

“What do you like least about your job?”
Question #3

“Do you have any personal goals for yourself at this time?    Any special dreams you want for your future if you knew you could not fail?   




Where do you see yourself in 5 years?    More of the same?”

Question #4:
  “If you could change just one thing about your present circumstances, what would that be?
“Well,                           , what you have shared with me has been very helpful and  I’m really excited to share with  you how easily  Mary Kay might fit into your life without those negatives that you mentioned, and perhaps add in all those things you dream of!

Let me  share  how we make our money in a  Mary Kay home-based business:”

     (Options:   MRS CAB sheet, or script on reverse side) 
At this point, have the Agreement ready, hand her the pen and say:     “Any reason we can’t get your paperwork started?  I think you’d be great!”    Or be prepared to do an online agreement right then.
You may have to overcome objections and go to the following closing questions.
Closing questions:
Tell me, _____ on a scale from 1-10 . . . . 1 being “no, not for me” 5 doesn’t count, and 10  being  “I’m ready I think I can do this.” . . .  Where do you find yourself?”     _____________

  “What would it take to move you from  ______ to a 10?”

 “What reservations or concerns  do you have?"
 “do you have any other questions about the Mary Kay business?"
 “Other than fear  . . . .  what would stop you from giving Mary Kay a try?”

  “______________, I think you’d be great in Mary Kay!”    “Any reason we can’t get your paperwork started ?   How would you like to handle your starter kit  - check or VISA?”


“Congratulations on taking a chance on yourself!    You will be terrific!”

Can you think of two people that would benefit from hearing  this information?   
1.  ______________________________________________phone/_____________  
 2. ______________________________________________phone/_____________

(Please explain that your Director may be calling to verify this practice interview)
MARY KAY BUSINESS FACTS Script
THIS TAKES JUST 10 MINUTES (OR LESS)!!

Think of MARY KAY as a “pie” – with 50% for her and 50% for you – but your half is divided into 5 “slices” – each of which pays a separate income!!!

1.  Selling appointments – 50% commission  -  mini-sessions with 2 or 3 people or a regular party “class”  with 4-6.   Takes about 1½  - 2 Hrs.   For example, if your orders total $500 –   your “pay” would be $250 for 2 Hrs work!!   However many times you do that each week is up to you!

2.  Refills – 50% commission - consumable product – like bread & milk  -  they use it up and reorder.  The average woman today spends approx $700 to $1000 per year on cosmetics for herself and her family.    Of that portion about $200-300 is for skin care product reorders.   She will buy.   It’s irrelevant where!   This is your residual, guaranteed income. You have the best product, best quality, best service, at the best price.  Why NOT you?!

3.  Team building     -  commissions  paid directly from Mary Kay's 50%.   As you go about your business you will meet women that are sparklers that would be great in Mary Kay and you will tell them so.   Some will say “yes” – and some “no” – sometimes it fits and sometimes it doesn’t.    Mary Kay sends  you a “love check” each month that  essentially says:  ‘ thank you for taking the time to keep your eyes open for those special women we want to join us . . .  go do it again!’
4.  FREE CAR  -  you can earn the use of an absolutely gorgeous and “loaded” PONTIAC VIBE or  G-6  in 1-2-3 or 4 months from joining the company!!   Imagine not having to make a car payment, insurance payment, or having to pay for tags anymore!    What would you do with that extra money each month?!!  This, too, comes from Mary Kay's 50%!    
5.  Leadership  Positions  -   Directorship is available for those women who want it all!     Commission on the performance of a “group” (unit) of women.   With   bonuses of  $500 to $5000 –  depending on the Unit’s monthly performance.   Minimum in a unit is 30.   .  .  .  in addition to your personal sales AND team commission AND almost FREE car!!!  NEW directors average about $36,000 in 1st year and they work from home!  Imagine a Unit of 50, 75 or 100!!

There are no territories – you can sell and recruit anywhere in the U.S. and its territories.  Write off the trip!

No quotas – no one will call you each week and ask why you didn’t sell $500   . . .  it’s YOUR business!

You get to write off a portion of  expenses  you pay for already – NOT  in Mary Kay . . .   like house payment, phone, electric, car, child care.   Lowers your taxable income . . . you keep more of your money!!

AND . . .  there’s NO RISK . . . you CANNOT lose money by giving Mary Kay a try!   Should you decide not to continue,   Mary Kay will buy back your inventory at 90% of what you paid for it.   If you have held even ONE class at 50% commission plus the FREE product that comes in your starter case . . .   it more than compensates for the 10% she uses to destroy your products.    Mary Kay has more to lose.   We don’t want you to DO that . . . .  but  that wise lady knew that if she removed the “fear factor”  you would take a chance on yourself!

"On a Scale of 1 to 10:   1 being "never never" and 10 being "I think I could do this", where do you find yourself?

5 doesn't count (that's sitting on the fence) so it's got to be 6 or above. . . ."    smile.

“Tell me _____ have you ever thought of earning some extra money with something like Mary Kay?   Is this something that might fit your life either hobby time, part time, or full time?   I  think you’d be GREAT!!   Any reason we couldn’t get you started?   Call or email me and I'll begin the process online for you! ”

Alternate Closing if she is hesitant and "needs to think about it":   

A –   I'm so excited, but call me tomorrow for my answer
B –   Buy me a cup of  coffee because I still have a few more questions.

C –   Keep  calling me and inviting me to guest events.  I’m interested, but now is not the time . . . . but keep calling me.

D –  Definitely not.     This is just not for me, but I might know someone.

ASK FOR TWO REFERRALS!!!
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