Friday, May 23, 2014

RED ITEMS

REDOO1 REDO002

£ 20cg RED 2 1ot 8 o INTR@DUCING
i Sharing the Opportunity |s! Owre Wewest Fod Jacket

Make up your mind to share  Here are 4 chances at a skin care class and her team
Mary Kay's dream of helping  to offer the opportunity!

other women find the path to

their hopes and dreams and 1. To the hostess while setting up for the

before you know it, class.
you'll be wearing red! 2. Toeveryone at the class when you Bfandy
present you heart-felt |-story of why you
If wearing Red is the goal, then began your career and what it can offer
you're missing Mary Kay's to them. H I’tl l l
vision. The rewards of wearing 3. To each guest at their individual close. a’ a’n

Red are to recognize that you 4. By putting a copy of a recruiting

have given the dream to others! brochure into every customer order.

If you will simply include the offer of the opportunity to everyone at the class, youll

A oA LS e Do Jos o T DN oo o e Brandy started her Mary Kay career in May 2001

' too? Dont just set out to WEAR —- set out to SHARE! in Michigan, then moved to California where she
. . . started building her team. Brandy added four.

Thls ls a 1/2 page ltem team members this quarter and will be a Team

Leader by March 31st. Congratulations to our

newest Red Jacket!
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Anne Eva Marie Karen Jolene
Ramsey McGill Evans Westerholm Delk
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M ke Your Move ,/

4 -
v' Let me help you move up the career ladder. and gO|ng to the TOP
With commitment to retail sales and providing

outstanding customer service, you could earn d [ ; &d‘?
a Red Jacket, move to Team Leader 6 aa .

or be in a new car!

ThlS iS a 1/2 page ltem Qur goal is to \f;\.’;l'\]l;(en’lc())t :)(zllj\‘l?ovember 28th.
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Do you want it?
If you’re ready, | can show you how!

This is a 1/2 page item. Names
are not included in this layout
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RED and all the way!
Goal Setting for 2008

Earn the Red Jacket when you
have at least 3 active team
members by making an effort to:

R

Invite 8 people to a Mary Kay function
this month (maybe 50% will accept!)
Make sure to ALWAY'S bring a guest to
every function

Call your BEST customers (those who
order consistently) and ask them if
they'd like to hear more about the Mary
Kay career.

Include in EVERY customer order a flier
of information on the Mary Kay career.
Hold some sort of “career event’ (a
coffee, marketing meeting, etc.) and
invite your Director to be the guest
speaker!

8 People | Plan to Invite to
Events This Month!

ot

Earn the Pontiac VIBE when you have at least 12
active team members by making an
effort to:

e |
P

In addition to everything to
become ared jacket . . .
Place a total of $600 w/s for
the next 3 months.

Add 3 new qualified team
members each of the next 3
months

REDO006

" MAZE. ¢ Road to Red!

The way to red can beconfusing — but | have the map to getyou there! If youwill fallow the right
road, heed all the road signs and teke no detours, you will reach Red!

Never share the opportunity with others

START

S98SEpP ploy1.uo(

Skip any training offered

Invite a Guest to EVERY Mary Kay function!

Call your BEST custorners
(those who order consistently)
and ask them if they'd like to get
their product at 50% off

Recruit 3 qualih~d *eam members

Hold at least 2 classes a week

cetREaDy to wear RED!!

"SUUOW ¢ }x2U 2} Jo} o[esa joym [euostad oad Jo [e10) € 20e|d

Q Include in EVERY customer
order aflier of infomnation .1

O the Mary Kay career.
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becaus

Jane Doe

has reached

R-E-D!

ﬁ’

Jane reached red last month by
earning her Red Jacket when
she recruited her third business
associate, Sally Sue. Jane’s
other two associates are name
and name!

Congratulations, Jane

REDO08

New Car Driver . . . Z

Uane Adans

Congratulations to you and your team for reaching this wonderful goall As a new car driver,
the door is now open for your rise to the top. I'm very proud of you and your
commitment to providing a quality product to your customers and leadership to your team!

GOOD JOB! YOU’'RE AWESOME!

This 1s a 1/2 page item
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These Sr. Consultants
have made the

- | ' Pencilmein... commitment to wear the
@ ‘_ﬁfays t@ ﬁ"E-D \ :‘;@lllf' Re l Red Jacket!

W P Watch them as they go up

1. Invite 8 people to EVERY Mary Kay function (Y5 b the Mary Kay

2. Call your BEST customers (those who order consistently) and ask e ( Ladder of Success!
them if they'd like to get their product at 50% off & ,!

3. Include in EVERY customer order a flier of information on the

Mary Kay career
4. Hold some sort of “"CAREER EVENT” (a coffee, marketing
meeting, etc.) and invite your Director to be the guest speaker
5. Place a total of $600 personal wholesale for the next 3 months

Why Reach for Red? =1
Because being a Red Jacket means you have learned that red is successfull Being
inred means you have shared this wonderful opportunity with at least 3 other
people who can benefit from Mary Kay! Sally Sally
A Red Jacket is on the wayto leading a team and is poised for success! Jones Jones

This is a 1/2 page item This is a 1/2 page item. Please don’t request
this page unless you plan to keep it in your

newsletter for more than 1 month. Unlike
other items, this is not transitional, it’s de-
signed to be a recognition/motivation piece, it
doesn’t make sense to include it only once.

REDO11 REDO12

@ ‘p péx ‘v:@u’ way Wanna have a
@3 " To Red!!

f——

Use this script in calling a customer to schedule a recruiting interview ‘ ;

and drive a new car?

Hi Jane, this is Saity with Marny Kayl How are you foday? The reason [ am calling is because my

divactar has challenged me fo begin huilding my team and | thought of you because vou love the Here’s What You have to Have M
product and are a greal, layal customer! To build 2 leam, I need ta learn haw to share the Mary Kay| [ ieumustelacte, Lallmeisywecanandyoovernall ofis
- - [+ “You rmust have 12 active personal tearmn members by the 2 Wann chatter § cards a day

opportunily. Is there any reason why we couldnigel logether so that | can share with you the facls end of the third month 3 Book? selling appointmentsa day
on the Many Kay caresr? If would really heip me {0 praciice the inferview on someone | know! . Total production from you and your tearm must equal $18,000 4. Sell $500-$600 2 week
wholesale production 5. Interview 3-5 a week
If she says Yes to the interview, say Greal, thank you so much -- when would be a good {ime this [+ Yuudr maximum Eunénbunc:hm am(uYunt s $4§00 pers:rmlh 6 2?” me your Yeekly Accomplishment
2 2 production over the 3 months ou can do more than the eets.
waek or naxi to get together? Iz the beginning of & week or the end of & wesk baffer for vou £4000 bt ONL 4000 il eoUttovwards your car

. . production). . L .
If she says No to the interview, say Jane, | appreciale your time today, | know how busy you are The minimum $4500 wholesale production is required each  You will be in the Driver’s

Can | slip zome liferaiure into the mail fo vou abouf the opporunify? mohth ] Seat of Your New CAR!
To be on-target for this month, you must have § active team

members and a total of $4500 whelesale tearm production at

the distribution center by the last working day of the month

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

P, et VT
"CHRISTMAS @
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and be on your way to Directorship? _ ‘L? [ g -

Here’s What You have to Have Here’s What You have to Do! =4 * - 4 - ;

+ You must be active. 1. Call me so0 we can and go over all of this a

+ Youcantake 1,2, 3, or 4 months to complete the gualification 2. YWarm chatter § cards 3 day

+ Total production fram you and your team must be at least 3. Book 2 selling appointments a day
$4,000 per month to continue gualifying (even i you've 4. Interview § people a week Red Stars 3 . R_ed Jac}(ets
reached $718,000 tatal) Your team members must contribute 5. Have $600 weekly sales backed up with Have at least $2,400 in Be on target with 3+ active | Recruit 3 qualified team
at least $12,000 toward the $18,000 wholesale production $1,200 wholesale monthly wholesale orders! team members and members
requirernent. You may contribute up to $4,000 total in B Send me your Weekly Accomplishment $4,500 wholesale
personal wholesale toward the production Sheets

+ You must have 30 active unit memt?ers hy_the end of the You will be on your way to Make October YOUR menth to put it into another gear and reach for RED! Here's how:
fourth menth. (To count toward this requirement, none of ) P 1. Write down the goal (that makes it real for YOU)
your team mermbers can be any of the following; the spouse  WeArING your new Blue suit! 2. Tell me which goal you are reaching for and Il help you rmake it a reality!
of a Consultant, your spouse, a current DIG) {during your 3. Schedule a skin care class for each week of October. From those classes, you can sell enough product
gualification) or a current Sales Director) to help vour goal of reaching a star; you can share the appartunity which will help your goal of reaching a

red jacket ora carl Sovyou see — it all starts with selling the product!

This is a 1/2 page item This is a 1/2 page item
Also note: This piece can be for
ANY month, not just October.

Just specify the month!
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Take the guess-work out of

recruiting. If you will follow
these 5 steps to sharing the
B opportunity, your hunt for new
recruits will be an easy one!
: A

Being a Red Jacket Driving Red
means you have learmned means you have
that red is successfull leamed to lead a
Being in Red means you team! Driving ) TR
have shared this wonderful Red means you have shared this | AT G
opportunity with at least 3 \Wanderful oppartunity with at least 8 week of the month.
ather peaple who can benefit from other people who can henefit fram “;E:E:::;i‘
Mary Kay! Mary Kay! D a2 iz S details about the
A Red Jacket is on the way to 5"‘:?:“'::1!"“ apportunity.
leading ateam and is peised A Red Car Driver is on the way to T P
s et At the individual
for success! leading a UNIT! : recruiting close, give a
H L (T il objections. pamphletabout the
1 Call allyeur hostesses for the |ast 2 menths and a3k themm o be g Buest gt the next Mary Kay event. goal of having at career and ASK if
2. Tell them you are henoting them for being a hestess, and your direCtor Wants w meat the Women who IS5 Often when she would be
; qualified recruits someone says no, [ ——
hetped you reach your skin Cane Class B04ls for the |85t CoLp e of Momths. this month. they are really )
3. Ifyou didr't have any hostasses - no problam Comtact every Customer who purchased morg than 350 asking for more

and tell themm you are having a HOSTESS APPRECIATION NIGHT and she is invited to be honored by
your direCtor T'll dothe Tesd Tl present the marketing plan o your Suest and yoLrng on your way i

This 1s a 1/2 page item This 1s a 1/2 page item
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Sally Sue

What great commitment and dedication
you have shown to have reached this new
career levell Helping others to begin their
own business has helped you to reach
your goal. That's the Mary Kay way!

E The OL R of Success

1. Build a strong customer base of AT LEAST 50 skin care
customers.

Your business is selling cosmetics. Keep growing your customer base one

sale at a time. Work to sell at least $300 a week.
2. Provide EXCELLENT customer service by keeping

consistent contact with customers.
Don't make a sale to a customer and then not follow-up! Get in touch at
least every other month to see if any other product is needed.
3. Present the opportunity with honesty and openness so
that your team is built on a strong foundation.

Every potential team member needs to know that they are running a business
and will be responsible for the growth of their business. Give all the facts!

Hereitis ...
Waiting for
How many of you will commit to earn a \/’OU‘
Red Jacket this month? Who will be the
our next Sr. Consultant to step up to
Red?
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e\\» Y .. 4. Never forget that you're a selling Consultant even when you
_ are building a team.
Just begin to share the opportunity and Youcando it, Rememeber your customers deserve your best even if you are trying to climb
soon you too will be wearing red! I KNDW vnu can! the career ladder. Don’t neglect your sales or customer needs!

This 1s a 1/2 page item This 1s a 1/2 page item
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I’m looking for
consultants who wantto....

for Kedl

Do you want it?
Do you REALLY, REALLY want it?

If you will follow these steps, | will guarantee that you'll put
yourself in the position to wear the red jacket!

it I|| b:glns with .

» Putting the product on faces! You cannot expect someone to sella
product they don't personally usel

+ Being a great SELLER of the product. You cannot honestly tell someone
that they can make great money selling Mary Kay if YOU are not making
areat maney.

Get on FIRE to reach red by determining that vou WILL:
Hold 1 class and 1 facial EACH WEEK. No exceptions. Keepcalling, keep asking, keep working until
your book is full each wieek with at least one of each,
} - e SELL $100 aweek, EVERY week of every month. This can be in reorders or new sales. Grow fram here
o J-_ hut make this your minimum goal
«  Once you begin to be successful in gefting the product on faces and seling consistently, sharing the
opportunity hecomes easier because your confidence is in the RESULTS!

This 1s a 1/2 page item

Book 2 selling
appointments every
week for this menth.

Why? Because you'll find
your tearn mermbers at
your classes and facials
The hest consultants are
those who use and lave
the products. Sell mare to
recrit more

Make the opportunity
attractive
Becomne an expert at skin
care and glamour
application. When your
customers see that
teaching people to use the:
product is simple fo do,
they'll be more interested.

Don’t be afraid to
simply ASK!
Some people will notwant
to consider the
opportunity, but you'll not
know until you ask.

Say
“Would you like to know
mare ahout the Mary Kay
opporunity?”

These are the rewards of reaching
red. Do you want it?
Do you really, really want it?

This 1s a 1/2 page item
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Start Seminar 2011 with the momentum that will
propel you into a new car!

« Be aTeam Leader wilh5 or more active
personal leam members

You must be active

#When you and the Gonsultants on your feam
have at least $5,000 wholesale in a calendar
month, you are on-arget!

Eam your car in 1, 2, 3, or4 monihs, on you and
your feam member achieve the following

* $20,000 wholesale

» YOU end the qualification period with 14
active personal team members (new
Gonsultant that your team members recruit
during this time do not count toward your 14
required)

YYou may contribute no more than $5,000 in
personal wholesale toward the total $20,000
requirement

The rest of your team members must
contribute a minimum of $15.000 wholesale
toward the total $20,000 requirement,

In each month, you must maintain at least§
personal team members (basically stay a
Team Leader) and you and your team
members must have atleast $5,000 combined
wholesale to remain in qualification for the carl

Here’s How To Do It!
« Contact me to let me know you
want to work to earn a car.
. Ifyou are not already a Team
, you must reach that goal
before you can go on-target for the
car.
+ Make a declslon that you WI|| hold
at least 2 p
more to reach the goal faster!
Learn the skills it takes to sell at
ast $250 at each party. Your
ultimate goal is always to sell as
much as you can. $250 is a
minimal starting point.
Master the steps of the 4
i SO you can Iay
the foundatlon for building a team.
If you're not sure of the steps in
the recruiting plan, ask me!
Become an expert at the
vidual close where you ask
each guest for an opportunity to
share the career with them.




