Some Absolute Do’s for your Mary Kay Career

1. DO wear tailored dresses and skirts to ALL skin care classes, meetings, and recruiting interviews.  Research shows that a woman in a skirt inspires trust, appears better educated and looks more professional.  That’s the Mary Kay Consultant and Future Leader.

2. DO tell your invited guests to dress professionally when attending a Mary Kay event with you.

3. DO wear ALL of and ONLY Mary Kay skin care, body care and color products, preferably all the time, but definitely to skin care classes, selling appointments, meetings and recruiting interviews.

4. DO be positive about your business at all times, especially at meetings.  If you had a prospective recruit present, would you want that person to hear a Consultant complaining about a problem?

5. DO make it a priority to attend EVERY unit meeting and as many functions as time will allow.  You will gain ideas at every function that will help you reach your goals and  your business will grow.  DO bring a friend, customer, hostess or prospect to every meeting.  They may become your newest recruit.  

6. DO allow your customers to do all or their own application at skin care classes and facials.  They will have confidence that they can recreate the look themselves.  In some states, it is illegal to touch another persons face if you are not a licensed cosmetologist, so make it a rule of thumb to not do it!

7. DO sell the basic skin care steps together to the first time user.  It is a company policy never to break the set except to establish reorder customers.  Breaking the set inevitably results in dissatisfied customers and usually a return for a refund.  Learn how to explain the reason for using the products together to your customer’s satisfaction during your presentation.

8. DO have respect for your sister Consultants.  Selling or recruiting another Consultants customer or prospect is unfair and it does not promote the “Do unto others” philosophy.  Always ask if they already have a Consultant.

9. DO follow the terms and conditions on the Beauty Consultant Agreement you signed.  Consultants are not allowed to sell products in a retail environment.  i.e.: Flea Markets, Beauty Shops, Booths, etc.

10. DO call Mary Kay before you do any advertising.  All advertisements must be approved by Mary Kay.  Yellow Page advertisements are available to Sales Directors ONLY!
V A L E R I E  B A G N O L

SENIOR NATIONAL SALES DIRECTOR
THEME SONG: “Oh Happy Day”

CAREER HIGHLIGHTS: Cadillac driver since 1987;
Half-Million-Dollar Circle of Achievement twice; Circle of Excellence four times;

top 10 Sales Director at Diamond Seminar ‘90, ‘91 and ‘93; Millionaires Club

(has earned more than $4 in commissions during her Mary Kay Career)
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s the oldest of five children, I 
set out for America after 

my mom died so that I 

could help provide my  

younger sisters with 

college educations. 
The adjustment from  
leisurely island life in Jamaica to the 
fast pace of the Big Apple was not an 
easy one. In my hometown I was “class”; 
here I was considered ‘no class.” It didn’t 
matter, however, because I had a burning 
desire, and I knew I could make it. [image: image12.jpg]


  
My husband, son and I bought a townhouse 
in Cambria Heights, N. Y., and we struggled 
to make ends meet. I worked as a nurse, attended 
school and tried to find time for my family and 
myself. [image: image2.jpg]


 When the Mary Kay career opportunity was 
presented to me by a family friend, I was immediately 
attracted to the flexible hours and the independence. I am a 
take-charge kind of person anyway, and I could see that this 
was an opportunity I could not afford to miss! I made the 
switch from nursing and plunged headlong into the Mary Kay 
career, with $2,000 in orders my first week! [image: image3.jpg]


 Seven 
months later, in 1987, I became a Sales Director and earned 
the use of my first career car. Money was my primary reason 
for joining, but I was also seeking personal and professional 
fulfillment, which I truly found. Today I am certain that 
since 1986, when I started, many of my best personal 
qualities have surfaced, and my family’s well-being has been 
positively impacted. [image: image4.jpg]


 After 17 years of working with the 
City of New York in the Corrections Department, my 
husband, Frantzy, was able to apply for early retirement. 
Although he didn’t take my career seriously in the 
beginning, he is now committed to working with me for the 
                   growth and success of our area. It is amazing, 
                        exciting and such a blessing to see, hear, and 
                           enjoy the transformation of a total non- 
                             believer. We are partners. When things 
                               are good, he’s there. When things are 
                                 not so good, he’s there. The 
                                  Consultants and Sales Directors in our 
                                   area are motivated and fascinated by 
                                   his involvement and dedication. 
                                   Other husbands are watching and 
                                  learning from him, and their support 
                                and participation has improved also. 
                               [image: image5.jpg]


 Reaching my full career potential, 
                          living a balanced family life, helping 
                    provide my family with many amenities, 
               helping educate my sisters, and seeing my son 
         Courtney go to Johnson and Wales University in 
Providence, R. I., to study electrical engineering — all of 
these are blessings from Mary Kay. Debuting as a National 
Sales Director in September 1993 was the culmination of all 
these blessings. [image: image6.jpg]


 One of the greatest rewards of my 
Mary Kay career has been helping my unit members grow 
personally and professionally. It’s truly joyful and awesome 
to watch them. It has been especially gratifying for me as a 
black woman to proudly stress the Company’s philosophy of 
equality — treating everyone the way you want to be treated. I 
am thrilled to work in a career which promotes devotion, 
discipline, confidence, honesty, independence and faith in God. 
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I have thanked God over and over for Mary Kay and 
this blessed career. Passing along these positive qualities is a 
legacy my late mother would have indeed been proud of, for 
it was she who first passed them to me. Today, I pass them 
along to women everywhere because of Mary Kay.

VALERIE BAGNOL Sr. National Sales Director

· Valerie began her Mary Kay career in November 1986.

· She became a Sales Director in June 1987.

· A Senior Sales Director in December 1987.

· An Executive Senior Sales Director in March, 1989.

· She was the number one Director in the Gunter National Area from 1988 to 1993.

· She was also the number one Director in the State of New York.

· Seminar 1988 and 1989 she led her unit to the Half Million Dollar Circle of Achievement.

· Seminar 1990 she led her unit to the $650,000 Circle of EXCELLENCE

· 1991 - $700,000


1992 - $750,000


1993 - $800,000.

· She debuted as a National Sales Director, September 1993.

· Seminar 1996 she was recognized for earning her first Million in commission.

· Seminar 2001 she was recognized for earning her second Million in commission.

· Seminar 2005 she was recognized for earning her third Million in commission.

· Seminar 2008 she was recognized for earning her fourth Million in commission.
· Seminar 2009 she was recognized as Number 7 NSD in the Sapphire Seminar.
· Her area has been recognized as a Diamond Circle Area 10 times, earning over $250,000 a year!
· She has earned several trips around the world and many karats of diamonds.

· She has been featured in eight national magazines:

· New Woman 

*  Good Housekeeping 

· Working Woman 

*  Career Focus 

· Working Mother 

*  Family Circle 

· Black Hair Care 

*  Class Magazine 

· She is married to Frantz Bagnol, an Associate N.S.D., and they have one son, 

        Courtney, who is an Electronics Engineer
· Her highest combined income for one month was $49,299.

To know her is to love her.  Please stand on your feet and help me welcome …
SR. National Sales Director Valerie J Bagnol
Booking Your First Hostess
Make a list of everyone you know that has skin.  Write them below with their phone numbers.

1.____________________

2.____________________

3.____________________

4.____________________

5.____________________

6.____________________

7.____________________

8.____________________

9.____________________

10.___________________

11.___________________

12.___________________
13.___________________
14.___________________
15.___________________
16.___________________
17.___________________
18.___________________
19.___________________
20.___________________
Study Overcoming Booking Objections so you’ll be prepared to handle them. (What to say when they say “I’m busy” or I don’t wear make-up.”)

Set aside a time when you can call to book classes.  It must be uninterrupted time – no distractions from children or other background noise.

Start Calling.  This is what to say:

“Hi ____, this is ____.  Do you have a minute?  You’ll never guess what I’m doing now!  I’m a brand new skin care consultant with Mary Kay, and I need your help.  My Director told me to think of ladies I know that are sharp and care about their appearance, and right away I thought of you!  Is there any reason why we couldn’t get together for a makeover?  I’d really appreciate your help, and you’ll love our products!  We are the best selling brand of skin care and color cosmetics!”
Let her talk and answer her objections.

If she isn’t familiar with, or is already using the products, and she doesn’t want to hostess her own class, invite her to have a facial.

The key is enthusiasm!  Let her know you are excited about what she thinks of your product.  If she hasn’t had on of YOUR facials, it doesn’t count!
Overcoming Booking Objections
1. I’m so busy……I love doing business with busy people.  You are the ones 
who get things done.  Let’s look about 2 weeks ahead.  I really would like to get together with you.  Let’s do this, suppose we set a tentative date.  What would be better…

2. My husband won’t let me…Would he object to you getting your product 
for free?  I’ll help you earn it.  Or say, I’m sure you may be able to have it at a friends home, better yet, you can have it at my home.

3. House is a mess…That’s OK, you would be having 2 or 3 friends and they 
ARE probably used to coming over anyway.  Better yet, you can have it at my house.

4. Kids home…….If you come up with a babysitter, I’ll have a gift for her.  
Would that be a solution?

5. I’ve had a Mary Kay facial…But you haven’t had one with me!!!  I know I 
can make this product look fabulous on you!

6. All my friends have had one…Great!  Then they are familiar with the 
basics.  I’ll give them a glamour class and we can learn how to do makeovers.

7. I’m on brand “X” and love it…That’s fine.  Since you are obviously 
interested in skin care, and that is a good product, I would value your opinion.  There of course is no obligation and I’d love to know how Mary Kay compares in your opinion.
8. Don’t know anyone…If you ask 1 friend, and have her bring a friend, you 
would have a class (suggest relatives, clubs,…)  I’ll give you a nice gift.
Team Building - What are the benefits?

By Cleta Mitchell FESD

	Level/Title
	# of ACTIVE

MEMBERS
	% Commission

Earned
	Apparel

or Jewelry
	Perks/Requirements



	Consultant
	0
	0
	MK Pin
	50% profit on Sales

	Sr. Consultant
	I - 2
	4% on PTM

(Personal Team

Members)
	SC Pin Enhancer Black skirt/white top
	Team Members must be ACTIVE - ordered $200 in last 3 months

	Star Recruiter/Red Jacket
	3 - 4
	4%+$50 bonus - Every New Qualified $600 PTM
	Red Jacket & Enhancer
	Special Seating & Recognition at all MK functions / $50 is on 4th PTM and beyond

	Team Leader
	5 - 7
	9% - 13% on PTM
	TL Enhancer
	13% if YOU order $600 and 5 Team Members order $200+ in same month

	On-Target Car
	5
	9% - 13% on PTM
	$4000 Team Production
	Monthly mm. $4000 / 1-4 months / $18,000 total (only $4000 of YOUR wholesale counts)

	Future Director
	8
	9% - 13% on PTM
	Future Director Scarf & enhancer
	Can go DIQ at 1st of following month!

	Director in Qualification
	8 by 1st of month/30 to finish
	9% - 13% on PTM
	
	Monthly mm. $4000 /1-4 months / $16,000 total (only $4000 of YOUR wholesale counts) includes production of New TM of your PTM your DIQ month and beyond

	Director
	30 Active Unit Members
	9-13% on PTM /9-13% on UNIT
	Director Suit & New Director Pin!l!l
	Bonuses $500-$5000 per month / $300 monthly bonus with 3 new Q

	Sr. Director
	1-2 1st Line Offspring Director
	4%-5% Commission on Offspring Units
	Sr. Director Enhancer / wings
	Special classes and recognition!

	Future Exec. Director
	3-4 1st Line Offspring Directors
	3offsprings-4-5% 4-6 offsprings 4.5%-5.5%
	Pin Enhancer/wings
	Special classes and recognition!

	Exec. Sr. Director
	5-7 1st Line Offspring Directors
	4-6 offsprings 4.5% - 5.5% 7+ offsp 5%-6%
	Pin Enhancer/wings
	ESD Lounge at Seminar - On-stage Recognition/ classes with food & taught by NSDs

	Elite Exec. Sr. Director
	8+ 1st Line Offspring Directors
	5%-6% commission
	Pin Enhancer/wings/special sweater
	Lounge/ NIQ classes! lots of recognition/teach at MK functions

	National in Qualification
	12 1st linel6 Srs 11 1st line/7 Srs 10 1st IineI8 Srs
	same
	4 month qualification - all units must average $5000 per month ($20,000 total) and have 30 unit members
	No more than $8000 can be in last month

	National Sales Director
	18+ offsprings - all lines
	5%-8% on 1st lines 3% on 2nd lines 2% on 3rd lines
	St John Suit!!!
	$5000 bonus for New Directors! $1000 on her Unit Anniversary each year if total $60,000 wholesale!$10,000 annual bonus on new offspring NSDI Eligible for Family Security Plan retirement program

	Circle of Achievement
	 $300,000 - $499,000 Retail production in one Seminar
	30-50 STARS in the year
	Diamond & Gold Bar pin / plaque!
	On-stage Recognition at Seminar/ banner! Royalty Reception

	Half-Million Unit Club
	$500,000- $649,000 Retail production in one Seminar year
	50-65 STARS in the year
	Diamond & Gold Bar pin / plaque/diamond ring or choice of gift
	On-stage Recognition at Seminar/ banner! Royalty Reception

	Circle of Excellence/Trip
	$650,000 Retail production one Seminar year
	66+ STARS
	Diamond & Gold Bar pin/plaque/ diamond ring or choice of gift/Top Director TRIP + 1st class
	All expenses paid for you and your husband week long trip!!!

	Extended Trip
	$800000 Retail production in one Seminar year
	80-99 STARS
	Diamond & Gold Bar pin / plaque/diamond ring or choice of gift / Top Director TRIP + Extended trip
	Get 4-5 EXTRA days at another location before or after the Top Directors Trip!!

	Million Dollar Circle
	$1,000,000 Retail production in one Seminar year
	100+ STARS
	Diamond & Gold Bar pin/plaque/diamond ring or choice of gift /Top Director TRIP + Extended trip +$5000 bonus!
	Million Dollar Slumber party! Million Dollar Weekend in Dallas in Feb with 5 of your top people!

	National Ct. of Recruiting
	24 Q PTM in Seminar year
	9%-13% on each PTM
	Diamond & Gold Bumble Pin
	On-stage Recognition at Seminar!/banner/Royalty Reception

	National Ct. of Sales
	$36,000 Retail production in Seminar year
	50% profit!
	Diamond Ring or choice of prize
	On-stage Recognition at Seminar/banner/Royalty Reception/STAR prizes each quarter/ Special luncheon


What is your goal? Where do you see yourself in one year, 5 years, 10 years?
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

PROPAY: Solutions for Your Payment Needs

Finally…accepting Mastercard, Visa and Discover credit cards is affordable and easy to do.  There are two easy ways to process your credit card payments.

· Call 1-800-922-3234

· Have your Consultant ID number ready

· Follow the prompts; you will receive a check in the mail in 2 to 3 business days for deposit into your Mary Kay bank account

OR

· Log on to www.propay.com
· To create an account, click on the “Sign Up” tab in the upper tool bar

· Fill in the required information on the Propay Classic Account Sign Up Form and Submit.  You will need to provide your bank account number that you want to link to your Propay account, the bank’s routing number and your Social Security Number.

That’s it!  Your account should be ready in 24-48 hours.  You will receive an email confirmation from Propay upon completion.

Frequently Asked Questions

Q. How do I process Mastercard, Visa or Discover credit cards?

A. Taking credit card payments with your Propay account is very easy.  You will need your customer’s first and last name, Mastercard, Visa or Discover card number and the expiration date.  To process their card:

· Go to www.propay.com and log on to your Propay account by entering your 

     email address and password

· Enter your customer’s credit card information in the “Submit My Customer’s Credit Card” area and click “Submit”

· Enter and desired optional information in the next screen

· Click “Submit” and review your transaction on the confirmation screen.

· Click “Submit” again and the transaction will be processed.

You’ll get an instant approval (or denial) and the money will be moved from “Transactions in Process” to “Available Balance” in your Propay account within 2-3 business days.
**Remember: When finalizing your customer’s order, make sure to get their first and last name, card number and the expiration date.  Make sure to process their card on the same day you take the order to ensure timely payment.

Q. How do I get the money into my checking account?

A. The money from your credit card orders is settled in your Propay account within 3 business days.  Propay does not deposit money automatically into your Checking account, nor will you receive a check from Propay.

You must transfer money out of your Propay account into your checking account at your bank anytime you wish, after it settles in your Propay account.  You’ll know it has settled when it’s listed under “available” instead of “pending”.  Such transfers cost 35 cents each, no matter the amount, and usually take about 3 business days.

Here’s how you do it:

· Go to www.propay.com and log on to your Propay account by entering your email address and password

· Enter the amount you wish to be transferred to your checking account in the 

“Transfer Funds to my Checking” area and click “Submit.”  (If you haven’t entered your checking account number and bank routing number into your Propay account, you’ll be prompted to do so by clicking the “Add a Bank Account” link in the text.  We recommend that you contact your bank and confirm those numbers to ensure accuracy.)

Click “Submit” after you review your transaction on the confirmation screen and the transaction will be processed.

Q. How do I refund a credit card?

A. Refunding credit card payments with your Propay account is also easy.  To do so:

· Go to www.propay.com and log on to your Propay account by entering your 

     email address and password

· Pull up either your “Pending” or “Completed” report.

· Click on the transaction number of the item you wish to refund to bring up a “Detail Report” for that item.

· Enter a refund portion of the transaction or the entire amount.  Note that if you issue a refund before the transaction has been completely processed, the fees ($0.35) for the amount you refunded may be returned to your account.  Additionally, you will not be required to have funds in your account to process the refund (i.e. the charge will simply be reversed).  However, if you issue a full refund after the transaction has been processed, or a partial refund at any time, the fees ($0.35) will not be refunded to you, and you will be required to have enough money in your account to process the refund.  Transactions are processed each evening.
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                      The Value of Good Inventory

Maintaining a good inventory is the first step towards building a strong customer service business.  Just as you depend on your florist to carry fresh flower, your clients depend on you to offer the same professional service.  A good inventory will also motivate you to reach higher sales goals, increase customer satisfaction, and reduce business costs.

Some new recruits and potential recruits do not understand the total value of their initial order for their inventory.  This is very understandable because it is new and let’s face it, borrowing money can be a little overwhelming.  However, you are borrowing money to make money.  In addition, you’re making 50% on your money.  That’s a good investment.

We must remember from the beginning that starting our own business with inventory is one of the keys to success.  Can you imagine the difficulty of a retail store opening for business with a couple of items versus the same store with complete inventory?  What the eye sees, the eye will buy.  Customers will purchase more when they can feel, touch, and smell it.  Some refer to it as impulse buying.  Think of how many times we go to the grocery store for a gallon of milk.  Do we ever leave with just a gallon of milk?  Of course not, we pick up the dog food, bread, chips, etc.
OUR FIRST FEAR – Borrowing

Many bankers are more willing to make a loan to a stable woman, regardless of age, than a man, as they have a better repayment record.  That usually means if we try to do something, we usually do it.  Isn’t that the first thing we learn in Mary Kay from our Recruiter and Director, “You can do it if You remember, the Company offers the 90% buyback guarantee.  Don’t just try one source when you borrow. – Donald Trump wouldn’t have given up after visiting only one bank.
OUR SECOND FEAR – Interest Rates

Is money too high?  Should I wait?  Should I only order a minimum amount?  Do not let these things bother you.  
You are not borrowing that much and it’s only short term.  Do you realize there is only a $35 difference between borrowing $3,600 for six months at 18% versus 14%?  Did you realize that if you borrow $600 at 18% for six months versus borrowing $3,600 that is only about $95 more?

Would you rather go to a clothing store and see what you need and buy it, or would you rather wait until they order it?  Would you rather make one trip to one appointment and sell product to 3 people at one time, or would you rather take orders and make 3 additional deliveries?  If you don’t have product at your appointment, how many customers will say “No, or I guess you can call me when you get it.”  In other words, HOW MANY SALES ARE YOU GOING TO LOSE and how many additional hours will you work delivering, reselling, collecting, and revisiting to finally collect your profit?  Time is precious to everyone and we are all given the same amount of hours in a day.  By starting your business at profit level of $3,600, your business will run much smoother.  Remember, you can’t sell out of an empty wagon.

OUR THIRD FEAR – Can I pay it off?

The average conservative sale is $200.  That means you will make $100 profit at that appointment.  Depending on how much time you take.  Also, after 30 days your reorder business will kick in, and that’s another 50% profit.  What does that mean?  It adds up to this.  If you only hold 3 appointments per week, you can pay your loan and have a profit too.  More importantly, you have $3,600 worth of product that you own, and it is worth $7,200.

Planning a good inventory is vital to building a strong, growing business.  Without products, you can’t sell them and without sales, you are out of business.  Keep your product inventory up to date and plan for your future needs.

As you begin to build your team, your new consultants will always ask, “Where did you start?”  They follow in your footsteps.  You don’t want to say, “Well, if I could do it over again…”
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