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Whether you're hosting your first Christmas open house or are looking for
ways to improve on what you did last year, there are always great new
things to learn and implement that will help you to sell more!

Theme Give your open house a greal theme ke Scenls of the Season
or Chaglmas Chansmasl

When Fight whean people begin shopping lor Chnstmas (Octobar or
MNavember)

Hours Choose 2 days during the weask in the evemng for a few hours and
then longer on Saturday.

Invitations: Ordar or maka really cuta, customized invitaions and than
paper chp them to all your brochures. Mail 1o EVERYOMNE you lnow AT
LEAST 2 wasks belore your open house week

Incentives: On the invitation wnte "Extra gift for calling in your résenvation
to attend by (day) Bring a friend and you and your guest will receive a

$5 product credit” (or whatever type of iIncenfive you want to give)
Organization Maks a To Do bst - wate it a2l down and check it olf as
you accomplish it

Pre-Event Follow-up Call sach guest & days after maling the inatahans,
devoting an entire waekend to follow-up. Even though it may be stressful,
call as many paople 45 you can o book thair open house appointmeants
Display Include a display of everything {men's, women's, Veloc
fragrance, stocking stuffers, etc.)

Selling Tips Lt guasts browss and than halp whan thay are

réady, Create a Gift Suggestions sheet for mothers, daughters

fathers, fiends, children, collegs kds, atc

If you need help with your open house, I'll he
thrilled to give you more suggestions, just ask!
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Decemeer PLAN

1. Follow up on all hus-
bands and men| They

benefit and prepare for
an exciting new year of
opportunity.

oLivay CoFFeegs

A holiday coffes is an easy, inexpensive way to introduce your customers
and their friends o your holiday gift selaction, especially the holiday fra.
rance collection Whils thare ara many versions of thes popular selling
strateqy, the following method by Sherml Steinmean of Figeon, Mich | is an
- nme favonte

What You'll nead: Santa” gift hsts and sales
tickats for each guest

» A holiday prepack and sales-aid = Hostess gift, small prize for a

are beginning to get se-
rious!

2 FO||0W _UD on all Holiday This is & small, beautifully wrapped si that a husband puts
Wish Lists. . o his wite's pillow Christmas night -- sitar all the other
3. Book Shopplng coffees. giftz have been opensd, the mess cleaned up, after dinner is

4, Book skin care and over and the guests have gone. The tag zays
glamour appointments.

(Help them prepare for “This if for vou because | appredate vou and all
parties & people ty that you do for us.”
looking their best). ; _

5 Talk to men about 12 A.!h the men 3Tw h.n:w Have you nurc.]used your pll.]aw

Da f Christmas Q‘fBl gift for you wife yet?™ Of course, he will ash what it iz and
ys o = youcan tell him and then offer to wrap it for him. You can
They love it! alzo tell him that thiz will maks him a trus hero in her Life!!

6. Have gifts with you at
all times - in your car, Even when men tell you they have finished their Christmas
in a basket that you thopping as sometimes they tall you “yes™ whether thay

% have or not . . . You can ask them if they remembared their
carry, atall appoint- pillaw gift
ments and reorders. )

7. Help pecple think about| put a small gift cortificaw including a froe pampering
stocking stuffers and gion in the box == maybo a Satin Lips Sot or a bath gel
last minute gfm Just about anything!

B.RECRUTI SO |y i onmt o
advantage of the tax “For all that you are

And all that vou do
This gift i= 1o show vou
How much [ loye vou.”

Hope we all sell bunches and make many women very happy

{men too!)
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packags

dravang and some gifts wath

= Fullsize body care collection purc hase
« Fullsize Satin Hands collection = One of two half-cup tins filled
a  Fullsize Revitalizng collection walh plaim, whole cofles
= 13 large vinyl merchandising beans
bags = A predy tinor tray filled with
inch-by-Sinch index cards Dutter cookies

Skin care profile cards, baauty four habday qift idea book

boaks, haliday gift ksts,"Desar

What ta Da:

= Make alist of prospective hostesses, Call each and say something like, "Christmas is anky
weaks awayl How would you lovs 1o get a jump on the teazon? Smmply imvite four
friends for coffee. T bring the cookies and introduce you and your friends to our new holiday
fragrance and color cosmetics collections. We'll have lats of funl Phes, Tl have a _as
your special gift just for hosting the coffee. Would this week or next be better for your
Greatl T can't waif 1o shaw you everything”

Place a complete holiday collection for each fragrance in a viny | merchandising bag. Write the
fragrance description en one side of an index card and an the reverse side write the price for
each item in the collection. You con find descriptive stafements for each fragrance in the Prod
wctsvohumne of the new Consultents Surde. Place each ndex card behind the collection m the
viryl bag. [Sherril also suggests copying the fragrance cross-reference chart from the new Con
sultants Guide and laminating it for easy reference in recommending Mary Kay® fragrances simi-
lar 1o other fragrances in the general market.)

Fallow the same procedure for the Winter Wonders collection of limited-edition Powder Perfecr®
Eye and Cheek Colors, Satin Hands, bady care and Revitalizing collections aswell You con find addi
tignal information in the Consultants Suide 1o inchude on your ndex

A Sneak Peek at
Mona Butters' Collection
Preview and Script

‘What could be more oaciting than attending an exchasive
Mary Kay Collection Preview? How about planning your
geom? If you've never conducted & seasonal Collection
Prowisw, why not 11 bndependert Nationsl Sales Director
Mana Butters help you get ready?

Step Ons: Baok Your Show

Before you can hold a show, you'll need 1o ask a hostess
to assist you by providing her home 1o you and o slso
inwite saveral of hor frends to the event Follawing is a
bocking script shared by Indepandent National Sales
Directar Sun Kikpatrick that you might wart 18 try

“Hi, this i @ Mary Kay Independent
Basily Conaultant, 05 you Fave & quick minua?

Fam g0 excied) We now have a fast, fn, new way of
sharing our fabiilous Mary Kay® products — it's caled a
Colliction Preview and it peily takes about 30 1o 45
mirutes! Thy best part is that there is no need 1o Lake off
your makeisph

All wornen love to shop, 5o i just irvalves inviting friends,
Eardy snd reighbore. This it on svent whars the mare,
the martier, and il is 3 greal way 1o socisize and become
imtrodiscud 1o aur nwest Mary Kay® products! 1l sven
have wonderful products that will leave your guests' hands
teging absolutely pampered!

You are one of the first people | thought to call when |
learned about this because, _______, you ane 50 fun

and | know you han wonderiil fun feends who would

Enjuy an Evening g

all 16 themsalves
*l alse know you
LOVE Mary Kay®
products and
would like 1o give
you 75
products far anly

percantage of
your show salus in
free produ
Mueneve: waorks

st fer youl

How does that
sound? Graatl
Which time would
wark better for
ouP Day or avaning? | could svan com Lo your
workplace and offer this CoBiction Preview 1o your co-
werkars for & fun, pampenng lanch hous, Grrat! 1 send
you a hostess packet tomarrow and wil need to gat your
guest ket by . 20 1hat | can mad each person
an imvitation Tappmciae you s mich,

and am loaking forward 1o your shaw and | cand wat fo
se how many thengs you gel for yoursell FREEN

“Flease note: As an independent businesswoman, feel
friee to offes your bostess rewards a3 i works for you
That i only ane approach

For more on the nest #ep. logn onlo MaryKaylrouch,
ehek an Loamhii|

Collection Preview Tidbits

Firat, slart wilh an mexpensmve, yel altractve Lunk

Using your cwn ereativity and flair, combing ragular

lrve and brnibed-edibon products to creste » set, Donl

fargat 1o give our sots cafchy namos

®  Topackage your sels, why ndt Iry the new
Fmarchandizing bags?

= Fora final touch, youll want to consider adding shred,
coloend tissus and ribbons 16 your bag

& Mona £3y8 you might want 10 Considar waarng 3

Tong, Mowing casual sk

#ince this is & man
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i1 Sweet Smelling Gifts . . .
" Fragrance Gift Sets

WVarious Scents

Find a scant and gift set for you
These 2 are wonderful (Acapsila,
and Angslfira). Ask me al
them

Prices vary.

i, and
she won't take sloew

for an answer
K nts

Journey® Explorer

Take her on a delghtful trip
through the senses with this | S
emolic coBecton of parfum N

Belara® Gift Set: $64

Men's Gift Sets
He's got a style all his |
twm. And nofhing |

Dornain or Tributel

Interested?

her to perfection Go Call me for more information

ead, indulge her
s0 loves b

| Elige® Gift Sat:
$82
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Capturing the Corporate Market
by Pam Higgs
September is the Time to get started with Holiday Business

Consumer Trend Survey:

[+ 94% execs polled say no one ever contacted them about their haliday gift-giving needs.

«  88% of execs order their cormpany's holiday gifts themselves & 12 delegate the responsibility

+  Largest group of execs said they'll spend $25 - $50 on employees and $35-355 on clients

[+ There is a 2.6 hillion market to tap with Corporate gifts

+  The RS allows a deduction of $25 per gift but most feel this is low.

+  Spending is consistent, they don't’ believe in skimping on Holidays

[« Corporate gift business is not satisfied with food. They want warmer more personalfun gifts. They want
fresh, hip ideas that show that they "Care". They want to personalize and acknowledge hard work. Ac-
knowledging STRESS allows for more permission to be casual. An Aromatherapy basket is a great crea-
tive gift.

Corporate vs. Consumer
1. Corporate buyers want ta buy. They are actively looking for gifts and services that help them run their
businesses more effectively. They want to save money while increasing productivity. Giving is mandatary
2. Corporate buyers are using other people's money
3. They are sophisticate and appreciate and pay extra for the personal touch
4. Corporate Buyers will read your information: Stress benefits of your service, not just features
9. Corporate Sales involve a multi-step process. Make your contact via mail or phone and be reachy to fol-
low-up. You must pass the Gatekeeper. the receptionist or assistant Say, "this is a call regarding a gift for
[you" or "this is about a gift they want."
6. Corporate buying involves multiple buying influences... .an administrative Assistant, the boss,& even a
committee. Don't be afraid of that process. They want to buy... Stay simple and choose price points they are
interested in. $15,$25, $30 $50 and above for Special gifts. Show how your assistance with their gifts can
save thern maoney, time and hassle. Watch your business Soarl Get on the phone, stop by they business.
Followi-up and Close the Deall
Planning the $8000 Selling Season
What would you do with $4000 extra by December 317
Below is a Plan... You choose what you want...and we will make it happen!

Choose Plan | SalesiWeek Sales 50% Reorder | 50% Profit Gross Profit
A $100 $400 $200 $200 $750
$200 $800 $400 $400 $1.500
C $300 $1,200 $600 $600 $2.200
D $400 $1,600 $600 $800 $3.000
E $500 $2,000 $2,000 $1,000 4,000
Ho ‘or Septembel deas Galore! 5. Make-Over Models for your New Fall portfalio of

T. Pre-School Fund Raisers~ % goes back to pre- “Looks”
schaol (Book now_._hold in Cctaber& Moy B. Facial Fishbowls set in all the places you do
2. Backto school' Make-overs for Teens & Mom's business regularly. Give away a gift certificate
3. Fall Updates for all existing customers. Gift when for the business & Fall Colar Session
zhe chares it, 7. Invite 3 Model to every Success Night & doa
4. "Mom's Morning out”..now that schoal is in ses- Fall Make-over
sion! 8 Backto school' Crayon & Pencil Salel (Sale on

Lipstick and pencil combos!
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fits Top 10 Reasons to Start a

o

Mary Kay Career
ih October, November, or December ¢

[

‘Buy your holiday gifts for friends apd family 50% Off.

Take tax benefits at the end of the year without doing much to earn them. Jt's
like havivg a baby in Decemberi

A Catnera (For before + after photos), answering machine, & a computer are just
3 few of the tax-deductible gifts you might buy yourself. flot to meption, your
Cell phone ¢ Internet service becomes 3 write OFf fOr you oo,

Are you going to travel to see friends 4 family over the holidays? Take your
beauty Case, pracCtice ob them ¢ write your trip off. Friends abd family coming
€0 See you, praCtiCe ob them 4 get part of your Power Start dobe.

Heip your friends with their poliday |00k for their holiday parties.

Make immediate sales by letting your friehcs abd family khow th gt your store is
Opeh fOr (ast Mibute SLOCKINg StUFFErs & gifts that inClude a gift Wrappibg ser-
Vvice.

Get some traihing Wbderway 50 you are réady to take adVabtage of the bew year
wheh womeb are ready to take a Chahge for the better. They also have gift
mobhey to spend. Everyohe is (0okibg £or a pogt holiday fub thibg to do, Jabuary is
ohe Of our best sales mohths. If YOu wait Ubtil theh tO Start, You miss the oppor-
tunity.

Qver the holidays, You will See |05 Of people that You Wop't see often otherwise.
What a wobderful titme to be able to tell them abolit your hew Mary Kav Career ¢
arrahge for post holiday bookings.

SinCe Mary Ka¥ has bo territories, wheh you are makibg all of Your holiday phone
Calls, keep g0od records, beCause you Cab tell theén all about your Mary Kay Ca-
réer abd write off the long distance calls.

20. [Most importantly, YOU'll be ready to start your béw year with a bang! You'll have
a Career that allows yYou to shoot for the stars without hitting a glass ceiling. No
more waiting for someone to die, quit, get fired, or retire before the next pro-
motion!
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Here's a fun gift idea for your Open Houses, Office gifts,
as well as personal gifts!
You can use the Energizing Foot & Leg Treatment or any
item that pampers....
Hand cream, lotions gels: use your imagination {and whatever you have in
stock!)

r
BAS
3

= S
AS

The "soup™
1 package hot chocolate mix
3 Hershey Kisses
10 or so mini Marshmellows
1 candy cane
{Put all items in a colored plastic cello bag tied with a pretty bow).

S T D T > N

"

The "Package”
‘ Get a pretty Holiday or Winter mug and tuck some shred in the bottom. Add
‘ The “Soup Mix™ and tuck in a tube of energizing Foot & Leg Treatment (or
other similar cream product). Punch a hole in a corner of the “recipe card”
and tie to the handle of the mug. You can put it in cellophane and tie up with
a pretty bow, if you want,

The “Recipe” print on cardstock...
‘Was told you've been really good this year~
Always glad to hear it!
With freezing weather drawing near,
You'll need to warm the spirit!
So here's a little Snowman Soup
Complete with stirfing stick.
Add hot water and sip it slow.
It's sure to do the trick]
Then smooth your hands with Mary Kay,
And be sure to have an awesome dayl

t & & & & & 4 & & o & & & & & & & & & 4

Price around $12 depending on the product used.

I B EE SRS ERREE.
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And the Season of Selling Begms....

Make a st of hohday produels you wall
need for personal gill giving.
(Remember, gifts are advertising and a
tax deduction.)

Craate a list of holiday product and gift
=als to show & use as Dama tams at
classes, faoials, and open houses

. Remember o order Hand Creams (many

consultants sell upwards of 50 hand
creams during the holiday), Shave
Creams & Lip Glosses to be packaged
with Mugs, Bears and other “fun”
packaging idaas that you will learn about
al workshops and meelngs Uhis Fall.

£ Oftar "Wash Lisls”™ o evary customar
slarting Sep . and give an
for all who return il by November. (You
might do a drawing from all the returned *
Wish Lists” The winner can choose ona
itam from the list to gat as a qift from you,
or you might have a lun special “baskel of
Tun items” Tor the winner.) Its well woerth
having those lisls when itis time lo call
husbands in N bor & O ber.

. Make a list of all the businesses that you
deal with during the year,
The hest ara small offices lika insuranca,
doclor/dentist, velennanan,

@

o

These items are also used in

. Consider regular line products that are

popular for gift giving: Satin Hands (a
great Corporate Business gift), Satin Lips,
Body Care, Lipstick/Gloss Pancil safs and
Cuslom Compacts lo be combimed wilth
Gift certificates, and Men's Skin Care and
Fragrances.

. Place your holiday order early to finish

your STAR for the new Quarter & new
Ordar form  “Limited adition™ holiday
items do sall out and regular line items
can gel back ordered dunng the Holidays
Place your reorder shicker on each ilem
once they come n. Since many lems will
be given as gifts to women you do not
know, this will be very helpful for
reorders!

Orthod ts, School Principals,
Cleaners, CPA & favorite restaurants.
Then start a list of businesses where your,
customers work. Check with them as to
wha you might talk with about gift giving
dunng the “hohday” season. Meke & bnel
appointment to meet with them and
provide ideas for “executive gift-buying
services”, You can start doing these
appointmants in September while you
can still ordar "limited adition” items in
large quantity Businasses decide on
thear Hobday gifls early
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November

1 _ 45t

Send out invitations for your Open
House if this month, at least 1 week
in advance. Keep it simple.
Combine with a sister Consultant for
ease & cost cutting.

Continue booking full circle,
collecting Wish Lists & warm chat-
ting with the Go Tote.

Start offering Holiday Make-overs
Have a guest at every meeting for
the Make-overs and all Guest
events this month!

Continue following up with
businesses for Corporate gifts.
Keep track of community events,
fundraisers, Craft Fairs. You can
offer a pampering station or a table
of treats (have a facial box dis-
played with a Winner's Basket).
Many businesses may want a
special goody to give out over the
Holiday. You can create a Small gift
bag with sample Hand Creams, Gift
Certificate, candy. Charge your
cost. This is also a great Warm
Chatter “give away”.

16" — 39*

And the Season of Selling Contlnues....

Holiday To Do List!

Recruit! What a great time of the
year to begin a retail business! Your
own Holiday Shopping at cost! Tax
benefits for the year-end! Extra
Haoliday income!

Continue Booking, gathering Wish
Lists and Warm Chatting with your
Go tote.

You can start to follow-up with
husbands.

Recruit! Set your goal to move-up
to the next career level!

Continue booking Holiday Gift
Shows. Small intimate settings or
large fund raisers are all the same
procedure! Show & Tell...Smell and
Sell! Book Holiday Make-overs with
the guests that attend that do not
have a MK consultant.

October

1 wn_ 15m

+  Start following-up with PCP
customers. You might want to add a
sample lotion with the body care fra-
grance samples.
Set your goals for retail sales,
interviews and new team members.

. Send invitations to customers for your

October Open HOUSE. Give a 10-day

notice. Follow-up with a phone call.
.+ Have a guest at every Success Night.

And the Season of Selling Continues....

Holiday To Do List!

« Besure to have all guests at all
appointments fill in a “Wish List” for
the holidays. Have a drawing from all
“Wish Lists" at the end of November.
Continue to follow-up on businesses
regarding their Holiday Office Gift
Needs.

+ How about fund- raisers for ©
pre-schools” or private schools, church|
group, or non-profit? Do a product

iew & offer to give a % of the

Offer a 10% discount for all who call
you with their “recrder list” ahead of
time and pick it up at the Open House.

. Start “Showing, Smelling and Telling”
the Fall Line to everyone you see.

.+ Have your go Tote filed with samples,
fragrances & Look Cards. Hand out 3-
£ a day for best results. You are
planting seeds for future bookings.

- Have 10-15 Hostess Packets &
Recruiting Packets with a recruiting
CD prepared.

+ MNow is the time to book office visits to
do Shopping Lunches or Holiday
Preview Parties during the breaks.

+ Target: Booking Classes, Fall
Makeovers, Girls Night IN (pampering
nights/where you do Satin Hands, skin
care & L ), Nail & Pads

pun'.hasas back to the organization.

16" - 31st

« Check your goals...are you on track
with your retail and recruiting goal?

« Are you on track with your STAR
Consultant Goal? Your October
Cantest?

« Have you made up your own gift list?
Order what you need while the limited
edtions are available.

+ Continue collecting “Wish Lists™ at
your Open House & at Appointments.

HOLO12

December

1st=15th

Bring Guests to everything this
month...double your efforts!

If you are a Preferred Customer
participant, order your new Winter
products early!

Finish your STAR Consultant level by
December 15th!

Fallow-up on all Gift Wish Lists! Find
a script for calling husbands...or call
me and | will send it to you !

Carry around stocking stuffers in a
basket to all your appointments
Consider last minute Gift Coffess and
Open houses...for men?

Recruit! This is a great month to give
the qift of a business, and prepare for
a great new year of possibilities!

Call husbands for the “12 Days of
Christmas”. They need to be delivered
by Dec. 12th!

16th — 23rd

Call all your customers for their own
personal needs. They often forget to
call to reorder during the holiday rush.
Do not let them “pick-up” something
else at the drug store or grocery store!

23rd — 25th

26th — January 1st

And the Season of Selling Contlnues....

Holiday To Do |

istl

Deliver to offices as often as pessible
and bring your basket of stocking
stuffers with you!

Always have gifts in your car. This is
the time to get gas and let the
attendants see your trunk, etc.! Men
have not started shopping yet! Help
them! Offer a “special’ on gift sets
Isft...if you chooss.

Have a greattime with your family.
Ee ready for “Panic Calls"! frem your
customers!

Follow-up with gift certificates put in
gifts given
Book "New Year new You" Classes
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Last-Minute

b/ M/ag (deas

‘Hofliday Merchandising &) ips:

Flacs orders early

i plenty of inventory on hand . Remember theat
haliday limited an items are just that — Emired  Whan they are sald
ouf, thay are no longar available

e Put together the holiday giftideas shown in the holiday edition of The
Look.

Lhispley Mary Kay produds throwghout your home. Be sure e have plenty
ol altractvely displayed ilerns under your ree wrapped in clear bags end
bowas wath hohday accants — easy for customens o pick up, buy and
take home

= Dwecorate a small tree and hang stocking stuffers of small items of
anything you have in inventory that wiould makie 3 gresat lithe stocking
stuffer. Last minute doesn’t have to mean feeling rushed or disonganizéd|
ILmeans I lhis busy Ume of year with good business-building 1deas or
spreading good cheer with vour customers

) ime Savers and Selling oY ips:

Time is ofthe ESSENce durlng the month of December. Here are some

I:ps for p ga ber:
U')Illwtl‘:lb wyour bme and money by “over merchandising” your prog
Use the boxes and bags theat come with the producls end accessonze
simphy with finsal, bovwes and parhaps a haliday ornamant

. Dioprovide a holiday cand to go with each gift Buys saveral
of holiday cards and split them up

e Look professional at all mes. Don't forget, you'ne competing with big
stores and ogs for your customer's day budgst
Ulilize your cuslemer prohiles and contact your customer's husband. Tell
furmn wihal bis wale wanls as weall as whal she nesds Adding basics o a
qift can help you increass your sales! [ |

HUGS, - Holiday Tlrgent Gift Sets:
Fill several vinyl bags with red shredded baper and add one of the
following to each:

Hand Creem or Lip Gloss

Hydreting Body Lobion

s

| bowad sats

Thesa packanes are for customears to buy and nick away in case they need a
Iaf‘[ rrnnulL -"Ilﬁ for somaana on thair list and they don't want to deal with the

HOLO15
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10 Steps to GREAT

Holiday Sales!

1 . 4 10. Contact business owners for gift sales!

9. Sign up for a Mary Kay Personal Web Site.

8. Remind customers you accept all major credit cards.

7. Give hostess an EXTRA gift for booking a Holiday Glamour class

6. Setagoal to reach 3 classes, 3 interviews and $300 in sales aweek

5. Take your holiday basket, brochures and business cards when you run errands

4. Reap the benefits of reorders. Get on the phone and call customers for holiday sales
3. Set aside a Saturday and invite co-workers to an Early Shoppers Tea at your home.

2. Use your lunch hour to make sakes. If permitied set up a display basket of products at wark!

1. Make sure EVERYONE knows you are a Mary Kay Beauty Consultant!

This 1s a 1/2 page item
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Wanna have a

and drive a hew car?

Here’s What You have to Have
You must be active

+ You must have 12 active persenal team members by the 2.

end of the third month.

Total production from you and your tearn rmust equal $18,000 4. Sel $500-$600 aweek.

wholesale production 4. Interview 3-8 a week

Your maximum contribution amount is $4000 personal 6. Send me your YWeekly Accomplishment

production over the 3 months. (You can do more than the Sheets

$4000 but OMLY $4000 will count towards your car

production)

The minimum $4500 wholesale production is required each

meonth

To be on-target for this maonth, you must have § active team

members and 3 total of $4500 whelesale team production at

the distribution center by the last werking day of the month.

Here’s What You have to Do!

Call me s0 we can and go over all of this
Warm chatter § cards a day

Book 2 selling appointments a day

You will be in the Driver’s
Seat of Your New CAR!

VWanna have a

CHRISTMAS

and be on your way to Directorship?

Here’s What You have to Dol
Call me 50 we can and go aver all of this
Warm chatter § cards a day

Here’s What You have to Have
fou must be active
You cantake 1,2, 3, or 4 months to complete the gualification 2

« Total production from you and your team must be at least 3. Book2 selling appointments a day
$4,000 per month to continue qualifying (even if you've 4. Interview § people a week
reached $76,000 {otal) “our team members mustcontribute 5. Have $600 weekly sales backed up with

at least $12,000 toward the $16,000 wholesale production
requirernent. You may cortribute up to $4,000 total in B
personal whalesale toward the production

fou must have 30 active unit members by the end of the
fourth menth. (To count toward this requirement, none of
your tearn mermbers can be any of the following; the spouse
of a Consultant, your spouse, a current DIC: (during your
qualification) or a current Sales Director)

$1,200 whalesale monthly
Send rme your Weekly Accomplishrment
Sheets.

You will be on your way to
wearing your new Blue suit!

This 1s a 1/2 page item

This 1s a 1/2 page item
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From
5 Days
/ 4-8

+ Call business contacts
for volume employee/
client gift sales
Review customer
profiles to aid in
holiday fragrance
inventory planning
« Encourage
prospective recruits to
become a Consultant
now and benefit from
the profitable holiday
season!

« Mary Kay anniversary!
Hold 10 skin care
classes!

+ Achieve Star Status to

earn a star and meet

quarterly and yearlong
contest goals

Begin to stock up on

decorative gift bags

and tizsue for your
holiday open house
and gift service

,,,\Hollday Business Ideas
em s o

Call on businesses
with brochures,
fragrance samples
and fragrance gift sets
for employees/clients
« At skin care classes,
demanstrate holiday
glamour looks
« Plan your first holiday
open house

>

From

Days

18-22 From
Days
25-29

+ Mail holiday brochures to
newest customers and
referrals. Follow-up for
bookings

Create a holiday display
basket to carry with your
during the holiday selling
EEEEnY]

Office a special gift to each
hostess who books a gift show

This is a 1/2 page item

For use in your September
Newsletter.

Cys b
3( '\“
-

Add impact to selling
efforts at classes by
displaying gift sets
Begin wrapping gifts
for early December
delivery

Display holiday gift
iterns in your home or
wiork

Send a post card or
flier to customers
rerminding therm of
your gift services

HOLO19

G\Hollqay Busmess Ideas -~

CLh /a7

From
Days
1-3

« Don't let these days
pass until you have at
least 10 facials or
claszes on your books
far the rest of the
month

« Hold a holiday
glamour class just for
your preferred
customers!

2 i
From ' "
Days ‘
6-10 From
Days
1320 E;‘;";
24-30

Contact customers
traveling during the
Tharksgiving (U.5.)
and Rememhbrance
Day (Canada)
holidays to suggest
they take fragrance
gifts a5 thank-yous for
sharing the holiday
with therm

+ Ask customers to take baskets
of holiday items to work for 1
week. Offer a special gift
when they have 150+ in
sales

+ Invite top hostesses to your
home far a holiday glamour
gala. Dermaonstrate fastive
glamour looks for eyes, nails
and lips

- N
)k
EF LTS
T

)

Finalize plans for the
first holiday open
house

Send post cards as
invitations or
reminders

Check inventaory,
place and order if
necessary

Offer fragrance
sample assortrments
as gift-with-purchase

,-.\Holldj

HOLO18

\

From
Days
2-6

« Give fragrance
sarnples to potential
custormers. Set your
goal to gain at least 5
new fragrance
customers

Follow-up with
businesses ta close
the orders you made
in September

Busmess
/!/J_/

Ideas
\g Gk

-

4 B‘ E‘\.
From - L\
Days |l
9-13 . From
Days
16-20 Er:y“;
2327

Maritar your progress
in this Star gquarter
Follow-up with PCP
customers to increase
holiday sales and
orderg

Follow-up with
customers who
received the Look
Hold the first open
house

« Invite all prospective recruits

to a Mary Kay information
night. Show the latest
recruiting video or have me as
a guest speaker!

Continue PCP follow-up

Qffer a special gift to
customers who book a class
far Movember!

This 1s a 1/2 page item

Delivery all business

orders. Invite
hushands and
children of regular
customers to an
exclusive gift show
next week

« Encourage customers
to arder anline and
remind them of the
convenience of using
a credit card

HOLO020

+ Hold the husband/
children gitt show
Have customer files
on hand to help
suggest gifts for
moms, wives, sisters,
etc
+ Go to businesses with
a basket full of gift-
wrapped products to
relive gift-huying
stress

././.? 2

From

Days
11-15

Call PCP custamers
who have yet to order
and remind them of
last-rinute gifts with
purchase

Call your gift basket
everywhere to seek
out last-minute
shoppers and sales

day Business Igeas -

oy .-“-"jfr%r,

From

Days

18-22 From
Days
25-29

Relax and enjoy the festivities
Hold a pre-Mew Year's Eve
glamour workshop and invite
all glamour customers

Take note on the sales efforts
most successful so you'll have
a record for next year!

Hold after-holiday classes
while customers have time off
fram wark!

This 1s a 1/2 page

1tem

This 1s a 1/2 page item
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Holiday Sales to Businesses

Keyg to a Successful Holiday

Greatings! ~4

In Just 10 to 15 minutes, you can get a head start on how you will show Be | n
appreciation to your employees and cherts during this holiday season. g

1 am an Independert Beauty Consutant with Mary Kay Cosmetics, inc N OWI
This season, | have a selection of quality gfts at very reasonable prices

which I'm sure your employees and clients will be debghted 1o recsive.

These Imited edition fragrance gifts are quite attractively packaged and

£anhe ghio Jepacalely of Jrouped in it sals, depanding upon the pice . Place your order as soonas the holiday products are available.. DON'T WAIT!
range for each person on your gift list N .
2. Pickthe righttime for your open house. Early November is great (you want to catch people
Ial.',s.r\n.-o & regular ln? of skin care gl.l.mo\u and body core fems you before they do tao much haliday shopping)
iy WhekLo Csnalaar gl 13 haki-on Jour pariansl g 3. Send out invitations a couple of weeks prior to the event

Sew B iy, TH ol o amrrion s ppolitosant ot your cameibins. | 4. Consider working as a team with another consultant. (It might be a good learning experience for
would appreciate the opportunity 1o mest with you for st & few minutes

10 discuss these Gif ideas and show you haw they can make your a new team member)

heliday gifi-giving easy, economical and rewarding. 5. Be creative with product groupings. Think about grouping each fragrance as a collection with

Cordialy its complementing bath and body products

6. Have a Velocity Girl arsa, a Color 101 table, as well as other "theme” areas

7. Have a stocking-stuffer area

8. Qffer a gift for any customer who brings a guest

9. Offer a gift for any order placed on your website BEFORE your Open House. {This would be
great for any customer who cannot make itto the Open House)

Fo 10. Spread the word. Give customers AND potential customers your business card and tell them

ook forward o helping

you how to get to the event
Lt me bnow I you hawe any offer questions sbout how you Can tke advantage.
of up< oming holiday sabkes,

Independent Beauty Consutant

- Coliect st least 172 ofthe tb

ale whven 11 order b8 placed a0 ¢
] apiny et PS5, My git servic
canvenient for you

Cox

Directors, these are 2 FULL PAGE items. . s .

Page 1 is instruction for how to use the letter This1s a 1/2 page 1tem
and page 2 is the letter for consultants to send

to corporate buyers of Holiday Gift items.

You can include in your newsletter or request

as stand alone (for free). No-Brainer direc-

tors, these can go on your pages 8 and 9.

HOLO023 HOLO024

Holiday Shopping Online Making the
” o 8ales wbus
Your holiday open house and gift opportunities should be JJ;./ ) tO bUSI nesses
ant\cwpated by your customers. To help prepars your customers to
%wahgl??{tga}ft ‘Qrggg\fe?]‘ge'gt'g'%"d”gv%?‘té%?é rzﬂjiijrusr%tgaim%%ur Many employers like to give festive  » Present the haliday issue of The
. gifts to employees during the Look to give the buyer an overview
L R .Svuesgglrtr;efﬁdcligttiléerzsmmgu‘éh time:asitfiey:neecigoing thraughiyour holidays. Begin early to establish a of all the products you have to offer
relationship with the businesses in o« Offer free delivery and gift-wrapping
Also remember, when your customers visit your site, they will not only experience the convenience Yaur comrmunity to pravide beautiful services.
of online shopping, but also will have access to all of the great information about the company and qift sets for their employees. You « Mention that you'd be happy to help
the business opportunityl Once your customers have experienced the ease, convenience and ser- can: with holiday party gifts
vice online shopping offers, they are sure to make it a year-round tradition « Carty a basket with praducts every-
. ) « Ask all your customers wiho work where yau go in thecar to be ready
Here's what you can do to make your website more profitable for you: outside the home abolt their to show and tell
1. Remind all customers that you offer the services of online shopping. Make sure company's gift-giving policiss and  » Suggest Visa, Discover or
all fliers and business cards have your website address. the name of the gift buyer. MasterCard f(ljr orders
2. Update your answering message to include your website acldress . « Call each business to set up a « Update your phone message with a
3. Send out emails to customers the second week of December to offer assistance brief meeting with the gift buysr holiday greeting
with last-minute gifts and stocking stuffers. The convenience of online shopping « Dress professionally for each « Keepin touch with all businesses
will be very valuable as the countdown to the holidays gets closer. appointment that you have made cantact with so
« Emphasize your flexibility and that next year they will remember
selection of prices youl

This 1s a 1/2 page item This is a 1/2 page item
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Looking for a new
Holiday (Glamour

Look?

You can experience
wonderful new Glamour
looks and be prepared for
the Holidays!

I have just the look you
are going for at a price
you'll love!

Contact me today to
schedule your Holiday
Glamour Makeover!

Loaking for a new
G [o[idal' (5lamour
Look?

You can experience
wonderful new Glamour
looks and be prepared for
the Holidays!

I have just the look you
are going for at a price
you'll love!

Contact me today to
schedule your Holiday
Glamowr Makeover!

Looking for a new
Holiday (5lamour

Look?

‘You can experience
wonderful new Glamour
looks and be prepared for
the Holidays!

I have just the look you
are going for at a price
you'll love!

Contact me today to
schedule your Holiday
Glamour Makeover!

N7
. /\\\

Have you ever
considered a career with
Mary Kay Cosmetics?

Right now is the perfest ime
to begin because the holidays
are right around the comer.

Thesa hext few manths
representthe biggest selling
season of the year!

Begin now and you can take
advantage of great sales and
getyour career offto a
fabulous start

Contact me today to learn
more!

R7%

Have you ever

considered a career with
Mary Kay Cosmetics?

Right now is the perfect time
1o begin because the holidays
are right around the comer.

Thesa next few manths
representthe higgest selling
season ofthe year!

Begin now and you can take
advantage of great sales and
et your carser offto a
fabulous start

Contact me today to learn
more!

X7

Have you ever

considered a career with
Mary Kay Cosmetics?

Right now is the perfect time
to begin because the holidays
are right around the comer.

These next few months
represent the biggest selling
season of the year!

Benin now and you can take
atvantage of greatsales and
getyour career offto a
fabulous start!

Comtact me today to learn
more!

the Mary Kay lin

HOLO027
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From holiday open houses to On the Go selling, there are lots of ways to share
ited e ems and regular
way that fits your selling style or your customer’s personality and lifestyle!

e products. You choose the

. The Travel Roll-up Bag can be a great merchandising tool
Consider offering the bag as a free gitwhen custormers

4. Follow up with custormers who receive the Fall’Holiday issue
ofthe Look. Remind them products go fast so they need to

HOLO026

Full Circle Open House | &
Furpose. Customer Appreciaton. To "Thank” ry Custarners! To have Fun, bond ) s .
and to work Full Circle: Layer Recruting, Introduce new products, Book Follow: —_
up Coftees! Fund Rasers! Book Classes! Tram new consultants! SELL
Set Date: Oclober! Earky Novemnber! Decernber (lor men)
Invitations are interesting, attractive, on great paper with personal nate

-

Send out 10-14 days in advance if a three day evert. 1 day, gve 2 weeks
Must eall everyone 34 days before to personally imvite

Offer Discount on invitation. Wery Impartant! (g 10%) when Skin Care order
&5 called in by a certain date. (Appro:.2 days before) Thes does several things
a Almost everyons calls with hiz or her order) They now Inok fonsard to this
“special”. ks for your customers onlyl

If they do not call, call thern askng thern f they want ther discount... and haw rasch | am leokng for-
ward 1o eeng tham| This is their parsonal invitation.

Mow you keiow who is coming and when! You can even schedule special imes for those wha will
need gxdra help, foundation change, new lipcolor, ete

This gives you a chance to up seil wath their Skan Cane tems, handle Foundation, Formula, and other
ssues that you do not hive bme for duning an Open house

o B

a n o

I have all pre-orders in Paper Shopping Bags Ened up with fissue, alphabetized, their PCP gift, e,
and sales tag with the discount all igured

1 have Shopping Bags for each CUSIOMEr When She Comes m

Have a friend there to offer Satin Hands! handle food. Keap food simple,

Card Tables are set up argund my Living room in Caegories. | use iy bookshehves for product 35 wel

a, Fads, Teens, Men, Hand Creams with Bears/Cups ek, (have lots), Color, Body Care, etc

b, Various price groups, ane good too

T. ‘fou can cover tables with fabric using bowes undemeath <o you have differert levels, Try not to have
flat surfaces. | have covered different sized bowes vath Holiday wrap, and keep from year to year

@ - o

B luse plastc Frames as well as other unique frames i tell about the product . you can use pages from
thi Loak Boak
9 Imake sure that before she leaves, She fills out her Wish List

10. The wish kst has her "Santa's™ name and number. | gat her parmission to contact ker Santa to let Him
know her “weshes”

11 One wish kst will be drawn after all iz over on Sundsy The winner will receive 3 Body Care Basket that |

have on display valued around $30

12 Have Recruiting packets & booking packels ready 1o ghve to prospects

13, Call everyone who did nof come and schedule an*Onthe Go™, a

14. chance far her to drop by in the next couple of days o see your “holday

Ideas” or to scheduls her own Halidey Product preview:, etc

15, Follow-up with 3l wha came, by phone and note, Send everyone 3 Thank

Wou nole done on the Compuler S0 you Can MEerge names

16, Follow-uwp on the phone for recruitng, booking product previews, etc

17, Whide you are waiting for peaple to amve & when na ane is these, get on

the phane and start calling to remind and imate |

18. Play instrumental Music.. not 50ngs, Have FLINI

HOLO028

Due to additional activities during the holidays, especially during Du i more

you may
booking objections than usual, 'Y our prospective hostesse s and gue sts may not be able to see how
wasily a skin care or glamour class, holiday gift show or open house can fit into their hectic holiday
hedules. Buty ibjection into a great book an Here are
COmman g with suggeste= o can use to overcomea tham

| have alre ady finished all my haliday
shopping! | dont need anything elze.

Idon't have ary
money toLoean!

purchase the entire callection!

Display color products near your class tahle. Customers

may find the products so enticing you could hook future

appointments and collection previews.

Many customers have daughters, nieces or friends' daughters

to buy for during the holidays. Consider making up git haskets

ofthe Velocity line

. When you prepare a gift basket, include your husiness card
and a sampler of the product they DIDN'T buy. The sample
could lead to future sales

B

w

-

place their gift orders eardy!

Offerto help customers create one of the new Color 101

|ooks featured in the Fall/Holiday issue ofthe Look

Have a stocking-stuffer areato display areat last minute

iterns

8. Think about a 2-day open house. Some customers may
not be able to attend ifyou just have it 1 day!

9. Make sure to have a Personal Web Site. Customers can
purchase anline and never leave their homel

10 Hawve lots of fun! If yvou are enjoying vourself, your
customers will toa!

i o

This 1s a 1/2 page item

yourselfa e Ourhostessgft

QogrET aliowe you o eam podychs
by folding & class or presermiabon o
winch you can invile several frends

Yow can also eam your favonile
roducts by doing something we call
“ouiside sales " Would you like ko
knowmora?

I have too 11an:
things goingin
right now!

Carn, i gt i o How rful that you're o ],
buying gifts for othars, Cathyl But parhaps you Sl have same
et yod Bk you sfocking stuffers or & Qff ar two you ST need
desan 19 pamper D pickyp. [F'satvays nice b be prepared

wilh extra little Qs for those unexpectsd sitvabions Plus,
you have & few inends who may mol be s ogamzed ag
you, [ et they'd aopracrale am apporiundy 1o avond crowdsd
Ehores and do e folday Shopping | your borme,
Remember, you can eam cradit Bwe ms prducts by beiny
& hasfess

o My relatives are coming to visitfrom

out of town,
‘ Greafl Everyone can enjoy being logetter
4 while learming skin care. Why nol schedule
@ complimen fary facial before your planned
shopping excurson? Whal g gres! vay i
Dhegin & fun day of shapoing!

This dafimilsly ima
by time for

Wil you're atending
I &l thes (s o your scheduls,
don'tyou want o look and feel your
very DeEl? A4 gkin came or 8 Qlamaour
class 15 a gres! vay ko pamper
yoursef and ey only fake & shart
e Lets ook at my dafebook and
find & convenient fime for you. Also
you may want b invite a fewfnends
ar neighbars over o join us

It's s0 cold out —no one wants
1o (o anywhars !

Yol ba surpnsed, Nancy, &l how many

(o are valling o gal aulof the houss i

Wy frmowe thare wall be samalhim fus &t

thair desiination! You can mming your
Quests that the atmosahens wall be much more oofy &and
Inss crowded than shopping cantys. And, i adoiban o
learming about skin cane or glamour they can oo their
hofiday shopping becauss wall ave holday deplE s eiup
and gt ideas fov everyane in their lis¥




