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OUR MISSION  
Mary Kay Ash believed that beauty starts on the inside  

and shines beautifully through to the outside. It’s why making 

a beautiful difference in women’s lives is our passion,  

and it drives everything we do. Independent Beauty 

Consultants draw inner beauty out while delivering innovative 

skin care and irresistible colour through the trusted, caring 

relationships they build with their customers. And Mary Kay 

touches hearts through its commitment to giving back  

to the global community. Engage your customers with your 

best self. And feel how beautiful it is to be part of  

Mary Kay’s rich heritage of enriching women’s lives®.

is enriching women’s lives®.



When my grandmother created the business 
you’re beginning today, she considered it 
“equal to your ambition and abilities.”

It was 1963, and Mary Kay had enough experience at that point in 
her life – and enough hard-earned success – to know that women 
deserved more than they were being offered. The world has changed 
in the more than 55 years since she started this Company, but the 
heart of the opportunity has not. And it never will.

You still deserve the ability to work the way you want to work, 
to earn the way you are driven to earn and to pursue the dreams that 
are uniquely yours. It was Mary Kay’s dream to give that to you, and 
it’s my goal today, along with everyone who works at the corporate 
office, to make sure that legacy never wavers.

So, welcome to the family business. A business my grandmother 
built on the simple, radical idea of the Golden Rule: Treat others as 
you would want to be treated. That premise and that promise still 
resonate in every corner of our Mary Kay culture. From the way we 
interact corporately with the wider world through our commitment 
to charitable causes that serve women globally, to the way it informs 
every interaction you will have when sharing Mary Kay® products 
and the Mary Kay opportunity with the people in your life. 

Just remember the Golden 
Rule and lean on it. With that in 
your heart, I’m confident you can 
achieve all the hopes and dreams 
that moved you to sign your 
Independent Beauty Consultant 
Agreement.

Mary Kay truly was a special, 
visionary woman. And the values 
she taught me are the ones that 
guide my life, and her Company, 
to this day. I’m excited to  
share those values with you. And 
I look forward to being part of 
the legacy you begin building in 
the days, weeks and months to 
come.

Welcome to your Mary Kay 
business. It truly is the  
Start of Something 
Beautiful.

WELCOME TO  
THE FAMILY 
BUSINESS.

Ryan Rogers as a young boy with his 
grandmother Mary Kay Ash.
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YOUR 
MENTORS.
YOUR 
FRIENDS.
YOUR 
SISTERS.

You are ready to start making your dreams 
come true. And you may be feeling just a little bit 
overwhelmed. That's natural! 

But remember, with a Mary Kay business,  
you are not alone. In fact, you are surrounded  
by women in the independent sales force with 
experience and knowledge who want to  
guide and support you. That’s the Mary Kay 
difference. It’s about sharing with you, growing 
with you and celebrating with you as you 
achieve milestones both big and small.

They are your mentors. They are your 
friends. They are your sisters. And they 
only want the best for you. 

At Mary Kay, our deepest desire for you is to  
discover life-changing opportunities that can  
transpire as your business journey unfolds.  
Extra income. Empowered choices. Enriched  
lives. These are the things that offer a lifetime  
of true beauty. 

It’s the beginning of your Mary Kay 
business! Your Starter Kit has arrived.

These fearless, fun women are bonded by the unique Mary Kay sisterhood that 
encourages support, guidance and forever friendships.

INDEPENDENT SENIOR 
BEAUTY CONSULTANT

Maureen Sladky
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Welcome startsomethingbeautiful™

So she made two lists. One contained things the companies 
she worked for did right, and the other included the things 
she felt they could have done better. When she looked over 
the lists, Mary Kay realized that, without trying to, she’d 
actually created a marketing plan for a dream company. 
One that could provide women with unlimited potential to 
achieve personal and financial success.

Mary Kay went to the banks for a loan to start her dream 
company, but they said no. First of all, it was 1963, and 
banks just didn’t lend money to women back then. And 
secondly, they thought she was crazy.

Of course, Mary Kay wasn’t crazy at all. With her  
mother’s words to guide her (You can do it, Mary Kay!)  
and her 20-year-old son Richard Rogers at her side,  
she took her life savings of $5,000 and forged ahead.  
The rest, as they say, is history.

Today, there are millions of Independent Beauty Consultants 
in nearly 40 countries around the world. And we are all the 
beneficiaries of Mary Kay’s gumption, her brilliance and her 
belief that women can do anything.

IT’S MORE THAN HISTORY,  
IT’S HER STORY.

HERE’S HOW THE STORY GOES: 

In 1963, Mary Kay sat down at her kitchen table with a pad 
and pen. She had just “retired” from a successful 25-year 

career in direct sales, and she decided to write a book to help 
women survive in the male-dominated business world.
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IT’S MORE THAN HISTORY,  
IT’S HER STORY.

Linda Toupin
Independent National Sales Director

Lexington, KY

Jordan Helou Eicher 
Independent Future Executive Senior Sales Director

Mooresville, NC

‘How you run your business is how 
you run your life.’ That’s just one of the 
many lessons I learned from Mary Kay 
Ash. Every teaching from our Founder 
is not just a business lesson, it's a life 
lesson. Mary Kay taught principles 
that were timeless. That’s the most 
profound thing about the Company. 
The principles don’t go out of fashion.  
I tell people, ‘Before you listen to me 
or your Independent Sales Director, 
listen to Mary Kay Ash. Read her 
autobiography. Read The Mary Kay 
Way. Listen to her recordings. They are 
filled with fundamental principles that 
are timeless.’ 

We, as mentors, are teaching things 
that are important for this phase of  
your life or your business, but what 
Mary Kay Ash teaches is forever. 
Things I rely on and embrace daily are 
how you treat people. How you make 
them feel important. The independent 
sales force is filled with joy, and it’s not 

because we sell makeup. It’s because 
of the culture Mary Kay Ash created. 
It’s because women can live their 
values in harmony with their lives.

Mary Kay Ash taught me that to have 
success in this or any other business, 
you have to have a work ethic. It’s 
fundamental. I grew up on a farm 
milking cows. In farm life, you show 
up no matter what. I think Mary Kay 
related to my story because it was like 
her story. You grew up, and you had 
to do something. You had to show up 
every day.

I’ve filled my life with Mary Kay 
teachings and the teachings of women 
who’ve learned from her. It permeates 
every aspect of my life. It’s who I am, 
who I've become. Just this morning, a 
friend of mine who’s a business owner 
was telling me how his right-hand man 
got angry with someone and how 
he would need to talk to him about 

I grew up as a Mary Kay kid with 
parents who were already living  
Mary Kay values. It was the fabric of 
my childhood. Mary Kay Ash had an 

unending commitment to belief – belief 
in your dreams, belief in yourself and 
belief in others. There was no evidence 
on paper that founding this Company 
would work. In fact, people told her that 
it wouldn’t! But Mary Kay Ash believed 
in herself, and that made the difference.

I had been an Independent Beauty 
Consultant for two years as a college 
student when I changed my thinking and 
decided I wanted to be an Independent 
Sales Director. And since I had that belief 
that I could, I did it! And I had that belief 
because of Mary Kay Ash. Now, I teach 
this belief to my unit members. 

My mom was Queen of Sales seven 
years in a row, and that allowed me to go 
to Seminar each of those years. When 
I was 12 or 13, I was at Awards Night, 
and I was struck by the international 
independent sales force parade onstage. 
Mary Kay gave a speech and she said, 
‘We are doing something far more 

that. And I told him, ‘Mary Kay would say, 
“Sandwich every layer of criticism between 
two layers of praise.”’ Every single day of 
my life there is a Mary Kay-ism that I use!

Linda’s Story:

Jordan’s Story:
important than selling cosmetics; we 
are changing lives.’ Mary Kay exposed 
me to a global world view. Years later, 
my husband and I founded a nonprofit 
to feed and house over 700 orphans 
in Uganda. Now, they grow their 
own food, have teachers and have 
become self-sufficient. They began 
sharecropping with a smaller orphanage 
down the road. Because we breathed 
that belief into them, it allowed them to 
become benefactors to others. And we 
had the belief we could change lives 
because of Mary Kay. The seed was 
planted at that Seminar where I saw 
the international independent sales 
force members onstage.

There is no Mary Kay culture without 
belief. And the biggest thing Mary Kay 
passed on to me is that anything is 
possible. Now I’m passing that on to 
my daughters, and I hope it will help 
them change the world.



startsomethingbeautiful™
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First Things First

6STEPS TO SUCCESS!
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2
3 4

5
6

READ YOUR START  
SOMETHING BEAUTIFUL™ 
MAGAZINE AND WATCH  
THE VIDEO.
This magazine and the companion  
video in your first email will help you 
confidently maneuver through all the important 
education and information to help set up your 
business for success. Turn the page to learn 
more about how these educational tools work 
together in order to paint a bright and vibrant 
picture of all that’s available to you in your 
Mary Kay business.

ATTEND YOUR  
UNIT MEETINGS. 
A popular Mary Kay phrase 
is: “Those who show up, go 
up.” Attend to learn, grow, be 
recognized and stay connected. 

SET UP YOUR OFFICE AND 
YOUR ONLINE STOREFRONT.
Find a space in your home  
to work and store your inventory. The 
inventory that you’ll be able to sell with 
your very own Mary Kay® Personal Web 
Site. Subscribe today on Mary Kay 
InTouch®!

CONNECT WITH 
YOUR LEADERS.
Your Independent Senior 
Beauty Consultant and your 
Independent Sales Director 
can give you personal 
guidance. If you have 
questions, let them know. 
Simply ask and be rewarded 
with their invaluable answers.EXPLORE  

MARY KAY INTOUCH®.  
It’s your best business resource.  
 
You’ll find:

Online Ordering – Place your product 
orders.

MK News – Late-breaking news you need 
to know.

Product Information – Product education, 
ingredients and benefits. 

Recognition Information – Be in the know 
of everything your Mary Kay business has 
to offer.

Digital Tools – Online resources to help you 
take your business to the next level.

Link & LearnTM – Online training courses 
that will help you grow your business. 
Located on Mary Kay InTouch® under the 
Education tab. 

KNOW THAT WE CARE. 
We care about you and support you. 

Have a question about your first 
order, how to access the Mary Kay 
InTouch® website, and everything in 
between? Call or email us! 

Keep this contact information close 
at hand. 

1 (877) 411-6279 
Monday – Friday  
8:00 a.m. – 5 p.m., EST 

canada@mkcorp.com



As you explore and adore the contents of your Starter Kit, 
you’ll discover the purpose and function of every item.

LOOK WHAT’S IN YOUR 
STARTER KIT!

2

3

4
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1. Mirrors and Trays
  Guests use these at parties as they  

try products.

 2. The Look
  Share this quarterly shopping catalog  

with your potential customers. You can 
sign up your customers to receive each 
issue in the mail through the Preferred 
Customer ProgramSM.

3. Products and Samples
  Use these to sample with guests at your  

first parties. 

4.  Flip Chart
  This Flip Chart gives you a professional 

script that can help you feel confident 
while conducting parties and individual 
consultations. It even includes a before-
the-party to-do list to prepare you  
for success!

5.  Place Cards and Dry  
Erase Marker

 Use the marker to write each guest’s name 
on a place card, and then set it by the tray 
with her appropriate skin care formula. 
These laminated place cards are not just a 
pretty way to decorate the table – they also 
make guests feel special. Plus, they wipe off 
in a flash to use again and again.

Take note of these key 
business-builders:

1

5

*Subject to change without prior notice
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The Mary Kay independent 

sales force is filled with the 

most amazing women from  

all walks of life. Each had  

their own reasons for starting 

their Mary Kay businesses,  

but they all succeeded  

in the same way …  

by following the blueprint that  

Mary Kay Ash created.

WHAT’S
YOUR

I did it for 
ME!

Freedom!

Flexibility to stay  
home with my son.

To feel like a  
winner!

To avoid a  
mall job!

To be a  
work-from-home

mom. 

Extra 
cash!

“WHY?” 
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Like so many new Independent Beauty Consultants, 
I was excited but unsure of what to expect from my 
new business. To be honest, I wasn’t sure if I would 
even sell anything. At the time, I was working for 
Agriculture Canada and didn’t wear makeup. But 
then, as I watched and learned from my Independent 
Sales Director, I started to realize that Mary Kay was 
more than just about selling lipsticks. I thought to 
myself, ‘I can do what she’s doing.’

After all, the freedom and flexibility a Mary Kay 
business offered me was just so appealing. I wanted 
to be able to start a family with the option to work 
from home. Growing up on a farm, I loved the fact 
that my mother was able to spend so much time with 
me as a child.

When I began my Mary Kay business, I was working 
full-time at an agricultural research centre, so I 
allotted Thursday evenings and all-day Saturday to 
my part-time Mary Kay business. But soon, my life 
took an unexpected turn. Not only was I trying to 
juggle my Mary Kay business, a wedding, purchasing 
a new home and renovations, my parents were 

involved in a serious motorcycle accident that left my 
mother hospitalized for a year. If that wasn’t tough 
enough, my husband Chad lost his job when his 
company closed down. But I didn’t let this stop me 
from working my Mary Kay business. My business 
allowed me to balance all of life’s priorities. This 
discipline has given me the ability to take time off 
whenever I need it now, guilt-free.

Now, as a mom to my son Ty, I can reap the rewards 
of freedom and flexibility with my Mary Kay business. 
Since 2010, my husband and I are mortgage-free, 
and we recently purchased our dream cabin! And 
that’s on top of the several Career Cars I’ve earned – 
all while travelling the world in Mary Kay style. 

Angela Hargreaves 
Independent Future Executive Senior Sales Director  
Brandon, MB

MY “WHY?”   
MY DREAMS.

Use this magazine and the Company’s 
brochures and supplied literature. There’s so 
much available on Mary Kay InTouch®.  
The Company does it all for you! Do it the  
Mary Kay way.

Use the Hostess Program to elevate your 
business.

Work consistently – through all of the ups 
and downs.

Get your spouse involved! Have them attend 
corporate and unit events so they can 
support and encourage you.

Use a Weekly Plan Sheet. Stick it on your 
fridge. The reason I have balanced priorities 
is because I schedule my time.

4

5

MY TOP FIVE KEYS  
TO SUCCESS

1

2

3
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There is a reason you started your Mary Kay 

business, and we call it your “why.” Perhaps you 

needed the extra income. Perhaps you needed 

more flexibility in your work to have time for your 

family. Maybe you love the sisterhood or were 

looking for a way to make a difference in people’s 

lives. Whatever the reason, it was probably  

sparked at the very first Mary Kay® party you 

attended. And even though we’re sure you loved 

trying the products, it was most likely a Mary Kay 

Independent Beauty Consultant who opened 

your eyes to the opportunity and made you say, 

“Hmmm, maybe I could do that.”

WRITE YOUR OWN I-STORY.
It’ll be the story of your life!

Just like your life, your I-story is 
constantly evolving. As you continue through 
your Mary Kay journey, you’ll probably be updating your 
I-story to reflect your most current accomplishments and  
goals. But for now, here are some tips to help you write  
your I-story, which should be brief, heartfelt and enthusiastic. 

Today, you are that  
Mary Kay Independent 
Beauty Consultant. 
And you are at the beginning of 
your own Mary Kay success story.  
How it turns out is up to you. But 
the story of how you got here has 
already been written. And that’s 
what your I-story is all about.  
It is you telling the story of your 
authentic self.

Don’t compare your  
experience with others. 
Your background, strengths and 
personal characteristics are what 
make you unique. New customers 
and team members will be drawn 
to you because they see you as 
a real person who is believable, is 
approachable and cares about their 
beauty needs.

You don’t need to be a writer 
to create your I-story; all you 
need is to be a truth-teller. 
Why did you begin your Mary Kay 
business, how has it transformed your 
life so far, and what are your goals for 
the future? When you share where you 
came from, what you’re accomplishing 

and all you hope to become, the 
women you share this with will want 
to share their lives with you as well. 
So let’s get “write” to it!

startsomethingbeautiful™
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Grab a pen and some paper or your laptop or tablet so you can follow along, and write 

your story where you’re prompted. Once you’ve finished “filling in the blanks,” you’ll have created the 

basis for your I-story. Next, polish it up and write it into the space provided in the Flip Chart to use as a 

reference at parties. We think you’ll agree, it’s way easier than you thought it would be!

Share what you did before you 
started your Mary Kay business. 
Here are some examples:
• I was in school.   
• I was a stay-at-home mom.   
• I was working as a nurse.
• I was a schoolteacher.

Write down what you did before you 
started your Mary Kay business.

Mention what you like best about 
your Mary Kay business.
Here are some examples:
•  Although I enjoy the extra income and 

recognition, what I enjoy most about my 
Mary Kay business is the fact that I can 
enrich the lives of others by sharing the 
same hope that I have for my future!

• Although I enjoy the freedom of time that I 
have in Mary Kay so far, what I enjoy most 
is WHO I have become in the process: a 
woman who is confident, caring and making 
a difference!

Write down what you like best about 
your Mary Kay business.

 Explain why you decided to become 
an Independent Beauty Consultant 
and anything that almost held you 
back from making that decision.

Here are some examples:
• Although I enjoyed my job, I found 

that I was unfulfilled, but I thought I  
was too shy to be an Independent 
Beauty Consultant. 

•  I was tired of having to place my job 
before my family and was drawn to the 
philosophies of Mary Kay, but I thought I 
didn’t have enough time to take on one 
more thing in my life.  

 Write down why you decided to start 
your own Mary Kay business and 
anything that almost held you back.

To create a beautiful I-story, start by considering the following: 

Mention what your goal is and why you’re 
passionate about sharing this career 
opportunity with others.

Here are some examples:
•  I’m currently working to earn the use of my 

first Career Car, and I am hoping to build 
one of the most talented, excited teams in 
this area. 

•  What I’m looking for is women who want 
more than a 9-to-5 job – women who want 
to make a difference in the lives of others. 

Write down what your goal is and why 
you’re passionate about sharing this 
career opportunity with others.Describe how your life is changing 

since you became an Independent 
Beauty Consultant.
Here are some examples:
• I am amazed at the confidence I have 

gained in such a short time, the new friends 
I‘m making and the extra income!  

•  I am much more positive because I now 
have hope for my future, knowing I have 
the opportunity to take care of my family! 

Write down how your life has changed 
since you became an Independent 
Beauty Consultant.





How do you  
picture the life of  
your dreams? 

CREATE 
YOUR OWN 

DREAM 
BOARD.

More time with those you 
love? Independence?  

Family vacations? Create 
your own dream board, and 
focus on how your Mary Kay 

business can help you  
achieve the beautiful,  

enriched life you deserve.

Go to 
pinterest.com/marykaycanada 

for ideas!



Explore the contents of your Starter Kit and watch the 
Unboxing Your Starter Kit Video on Mary Kay InTouch® under 
Education > For Consultants > Starter Kit.

Go to the Mary Kay InTouch® website to sign up for your 
Mary Kay® Personal Web Site and other business essentials. 

Write your I-story.

Attend your weekly unit meeting. 

Make it happen!

Consider taking advantage of the limited-time Ready, 
Set, Sell! bonuses. 

TODAY IS YOUR DAY
TO TAKE THE FIRST STEPS.

You’ve just read all about the first steps in your Mary Kay business. Now 
it’s time to do the work. Consider using the checklist below to check each 
box as you accomplish each task. And make today your day to step it up!

Set up your office.



heart.the
START
FROM
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!
($450 X 50% = $225) = $225 EARNINGS*

 50% $450 $225

Wholesale PriceSuggested Retail PriceDiscount

Mary Kay Ash considered every independent sales force 
member to be one of her daughters. Her “motherly” advice 
about inventory? “You can’t sell from an empty wagon.”
You see, Mary Kay believed that customers would be more 
satisfied and more likely to buy products at a skin care 
party if they could take the products home with them. 
Of course, purchasing inventory is an individual decision, 
and it’s certainly not a requirement for you to begin your 
Mary Kay business. That’s why we recommend that 
your decision about inventory is based on your personal 
business goals. If, let’s say, you are only working to make a 
little extra money to save for a vacation, then investing in a 
large inventory may not make sense. But if you are hoping 
to service a lot of customers to help grow your business on 
a weekly basis, then investing in a larger level of inventory 
may be a smart business decision. Either way, you can 
feel confident in your inventory decisions, knowing you can 
take advantage of the Product Repurchase Policy if you 
ever decide to end your Mary Kay business. See complete 
details on Page 110.

Earned Discount Privilege
When you order $450 or more suggested retail of  
Section 1 products in one month, you qualify for the 
Earned Discount Privilege (EDP). That means you receive 
a 50 percent discount on the suggested retail price on 
all your Section 1 orders for that month as well as the 
following two months. 

Inventory Options

THE BUSINESS OF 
YOUR BUSINESS

To determine 
what level of inventory is  

right for you and to find out 

about the exciting Independent 

Beauty Consultant product 

bonus guidelines, take a look at 

the Ready, Set, Sell! brochure 

found in your Starter Kit. You’ll 

find limited-time bonus offers 

that you may choose to take 

advantage of. And as always, 

your Independent Sales Director 

is an excellent source  

for recommendations.

*Gross profit before business expenses.
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60/40

Successful Mary Kay Independent Beauty Consultants have been building 
strong foundations for their businesses by following the plan that Mary Kay Ash 
created over 50 years ago. Why? Because it works!

*The 50 percent gross profit calculation is based on 
suggested retail prices of a $450 minimum retail order.      

CREATE A STRONG FOUNDATION.

Sell Products. Selling products to a growing 
customer base is the foundation of the business and 
how most Beauty Consultants earn money. With the 
Earned Discount Privilege, you can earn 50 percent  
on everything you sell.*

Build a Team. If you choose to share the 
opportunity and add team members, you can 
earn commissions and bonuses based on the 
wholesale orders your personal team members 
place to service their customers.

Move Up. When you promote yourself to  
Independent Sales Director, you can earn 
commissions and bonuses based on your unit 
production. Check out the Advance brochure on 
Mary Kay InTouch® to learn more.

Next, try these simple money 
management strategies. 

Bank on Success. Simple money 
management strategies can help keep you on 
track. It’s a good idea to set up a business bank 
account that is separate from your personal 
accounts. This will help give you an official record 
for tax purposes and help you track earnings and 
expenses.

$SELL 
PRODUCTS

BUILD A TEAM

MOVE UP

The 60/40 Rule. Once you have acquired 
enough inventory to support your business, 
you can deposit all of your sales each week, 
plus tax, into your business account. At the 
end of each week, keep 60 percent of the 
total amount of your deposits for that week in 
your account to cover new inventory and sales 
tools. Then use the remaining 40 percent for 
expenses and to pay yourself. 

Learn more. Log in to Link & LearnTM 
(under the Education tab on Mary Kay 
InTouch®) and select the “Foundational 
Business Skills” Learning Plan. Select the 
“Money Matters” course to learn more about 
money management and simple strategies for 
success! 

Find it online: Education >  Link and Learn
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THE BUSINESS OF 
MY BUSINESS

Nicole Bellemare  
Independent Senior National Sales Director
Mascouche, QC

We’ve heard it before – successful 
independent sales force members 
who declare that they were hesitant 
when first presented with the  
Mary Kay opportunity.

Not the case with Independent 
Senior National Sales Director Nicole 
Bellemare. She knew she wanted to 
be a Mary Kay Independent Beauty 
Consultant before the product even 
touched her face!

It all began with a referral by her sister 
and once she attended a skin care 
class, there was no turning back for 
Nicole. 

“I had actually taken a yearlong leave 
of absence from the bank to run an 
in-home daycare because I was tired 
of running around. 

My sister had given my name as a 
referral and when I attended the class 
I didn’t buy a single product. I wanted 
to know about the opportunity. I 
wanted to know how it worked. 

The Independent Sales Director who 
held the class was going away for a 
week and asked if I could wait until 
she got back. I was on pins and 
needles! 

As soon as she returned I asked her 
where to sign – I wasn’t listening to a 
single word she said! I realized I could 

make money. I was smart and I was 
willing to do whatever she told me to 
do. After one month with Mary Kay, I 
closed my daycare business.”

From the get-go, Nicole was 
fantastic at selling. It was sharing 
the opportunity that made her weak 
in the knees and spending the next 
four and a half months practicing a 
script until she perfected the right 
approach. 

“I just didn’t want to come across 
pushy. I was terrified of rejection. 
BUT, my dreams were bigger than 
my fears and I was just so fed up 
with struggling. Trust me, no matter 
how many times I felt like throwing 
up (every time!), I did it. It made me 
stronger. It built my confidence to 
prove that I couldn’t fail. It changed 
my way of thinking.”

But it was attending the Company’s 
annual Seminar that gave Nicole the 
big picture.

“Everything that was blocking me 
from climbing the career path just 
lifted. I got to see the Company in 
a bigger picture. I came home and 
said, ‘I’m going to come back to 
Seminar next year as an Independent 
Sales Director.’ That was in July and I 
finished by December 31.”

And it was Nicole’s refusal to fail and 
fortitude to succeed that motivated 
her to debut as an Independent 
National Sales Director on what 
would have been her fifth anniversary 
as an Independent Sales Director.

“It seemed like such a far-reaching 
goal. I thought it took 20 years to 
get there. The moment came for me 
when I attended this one Leadership 
Conference. I always knew it was 
important to go, but this time around 
I was more open to everything 
that was being said and taught. I 
heard everything. I thought, ‘this is 
possible.’ I saw it could be done 
and I always believed that I could do 
anything anyone else could do.” 

But it’s not focusing on her own 
needs that raised Nicole to the 
pinnacle of success. In fact, it was 
just the opposite. She believes that 
it’s focusing on your team members’ 
goals and helping them achieve 
personal success that will allow yours 
to follow. 

“I listen and understand what it is they 
want. No goal is too little or too big. 
Mary Kay Ash always said that if you 
help others achieve their goals, yours 
will automatically follow. And it’s true.”

How did Nicole Bellemare go from Independent Beauty 
Consultant to Sales Director in five months and then debut as 
a National Sales Director five years later?

How did she do that? 

How is she different? She’s not! 



WANT A 
POWERFUL 
START?
Facial 30 faces in 30 days.



     27

Perfect Start
Facial 15 customers in a two-week period  
beginning with your first party or facial.

Power Start
Facial 30 customers in a one-month 
period beginning with your first party or facial.

Pearls of Sharing
• Share the opportunity with three people in your first two weeks.
• Share the opportunity with six people in your first month.
• Add one new personal team member in your first month who 

places a minimum $600 in wholesale Section 1 orders in her 
first or second month.

Power Start Plus
In your first month, complete 30 facials and share the opportunity 
with six people.

Sometimes the toughest part of starting 
your business is knowing where to start. 
That’s why the Company has some activities in place that can 

help you chart a powerful course during your first month as an 

Independent Beauty Consultant.

One full calendar can 
lead to so much more!
Now you may be thinking, “How 
much difference can I make in 
30 days?” Well, the work you 
do in the first 30 days of your 
Mary Kay business could make 
a bigger impact on your future 
than you may think. Let’s say 
you want to go big and decide 
to try for a Power Start, so you 
need to facial 30 customers in 
one month beginning with your 
first party. How do you come up 
with 30 faces? It all starts with 
one party. At that party, you find 
one woman who wants to have a 
party of her own. And at her party 
you find one more hostess. And 
at that third party, there are two 
women who are up for hosting 
a party because they want to 

earn free product* and so on and 
so on. And since you’ve shared 
the opportunity with at least one 
person at every party (Hello, 
Pearls of Sharing!), you’ve also 
found a potential team member. 
So in 30 days, you’ve held at least 
five parties and found a potential 
team member. 

Rinse (chalkboard)  
and repeat!
The beauty of this scenario is that 
you’ve started a repeating pattern 
of business that is “chalk-full” 
of potential. With every party 
you hold, you give yourself the 
opportunity to find more potential 
customers, more potential 
hostesses and more potential 
team members. And that’s how 
your business gets more and 
more powerful!

* Your customers can earn free products through the hostess program. 
See Page 46.
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The Business of Your Business startsomethingbeautiful™

MARY KAY INTOUCH ® 
is your online business partner. 
Discover the invaluable information and top-notch tools  
you need for business success on Mary Kay InTouch®. 

This mobile-friendly website just might be your new 
best friend! It’s a one-stop shop for ordering products, product 
information, news, education, recognition and contests, prizes, 
and events. It’s constantly updated and personalized for you to 
help you grow forward in your Mary Kay business. 
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Mary Kay InTouch® Hot Spots: 

1. Product  
Impress your customers and get all the 
knowledge you need about every single 
product Mary Kay offers.

2. Recognition 
Check out the Recognition tab to 
discover the latest contests and 
Cinderella prizes you can earn while 
learning the business! You don’t have 
to be an expert to win, but you must 
be willing to make an effort and  
work your business!

3.

4.

5.

Events 
Take a look at upcoming Company 
events to attend that can help you see 
the big picture and help you achieve 
business success. Seminar is the star-
studded, action- and education-packed 
annual event that has inspired thousands 
to success! You won’t want to miss it!

Link & LearnTM 
This training website located on  
Mary Kay InTouch® under the Education 
tab, will help you quickly learn how to 
sell product, book parties, live the  
Mary Kay way and so 
much more!

Digital Tools
There are several digital resources to 
help take your business to the next 
level! Social media tools help promote 
your business to your 
online following, while 
the Mirror Me™ and 
SkinSight™ apps will 
help you better engage 
with your customers 
face to face!

Not at home? Not a problem! 
The site is mobile-friendly, so you can work 

your business anytime, anywhere!

Log on from your phone,   
tablet or desktop at 

marykayintouch.ca.
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LINK & LEARNTM

Offering you core competency that’s essential for success at each 
career path status!

Just ask any Independent Beauty Consultant what makes her Mary Kay journey so unique, and more 
than likely she’ll say, “I may be in business for myself, but never by myself!” Learning from the wisdom 
of those who have accomplished success on their terms is the hallmark of the 
Go-Give Mary Kay way of learning. And Mary Kay offers relevant, engaging 
education at Link & LearnTM. Found on Mary Kay InTouch®, under the 
Education tab, Link & LearnTM is the official online education platform that 
offers online courses designed to deliver the knowledge you need within 
a competency-based framework of curriculum on Selling Skills, Business 
Skills, Product Knowledge and Understanding the Mary Kay Way.

“School is
never out for

the Pro!”
– Mary Kay Ash
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INVALUABLE RESOURCES AND EDUCATION AT YOUR FINGERTIPS
Easily accessible through Mary Kay InTouch®, Link & LearnTM truly puts the whole world of Mary Kay in your hands. 
Within each of its four core competencies, you will find courses designed to provide specific, actionable information that 
can help you grow your Mary Kay business. Each course takes approximately six minutes or less to complete, so you 
can find time to learn at home, on the go or whenever is convenient for you! 

Link & LearnTM is an exciting, innovative way to learn the steps to success on your own time. 

Learn the building blocks to success by completing your core competency classes in the Learning Plan. Rate courses 
on a scale of one to five stars to give guidance on which courses were most helpful. Plus, you can refresh your memory 
at any time by retaking courses you found particularly useful.

Thrive as an educated entrepreneur and trusted peer by continuing to utilize Link & LearnTM throughout your business. 
Link & LearnTM tracks your progress through the core curriculum then rewards you with badges for your achievements.  
You’ll receive a badge after completing each of your first three courses, then you’ll receive another badge after finishing a 
complete Learning Plan. 
  
At its core, Link & LearnTM is designed to help you hit the ground running as you start your Mary Kay business and  
provide you continual support as a Mary Kay entrepreneur.

Course 1:  
Tell your iStory
Just signed your Independent Beauty 
Consultant Agreement? This is a great 
course to discover ‘Your Why’. You 
will learn about the importance of 
creating your own Mary Kay success 
story and how to share your story with 
new customers and potential team 
members.

Course 2:  
Mary Kay Glossary
Enhance your Mary Kay vocabulary 
by learning more about the words and 
phrases that are unique to the Mary Kay 
culture. You can refer to this glossary 
anytime you encounter an unfamiliar 
Mary Kay term.  

Course 3:  
Finding and Keeping Customers
Check out this course for a foundational 
lesson on how to use Golden Rule 
customer service to treat your customers 
the way you would want to be treated.  

GET STARTED WITH LINK & LEARNTM 
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Golden Rule Customer Service startsomethingbeautiful™
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When I meet  
someone, I imagine her  
wearing a sign that says,  

‘Make me feel important.’  
The value of this is one of the 

most important lessons in  
dealing with people I have  

ever learned.

– Mary Kay Ash

GOLDEN RULE 
CUSTOMER SERVICE

In every business, there is a point of difference. And Golden Rule 
customer service is yours. As a Mary Kay Independent Beauty 
Consultant, you OWN customer service in the marketplace. It’s 
what separates you from a retail store. 

Think about it. When was the last time a retail store delivered 
a product to you within hours because you were leaving on a 
trip and you needed it now? Ring any bells? We didn’t think so. 
Or have you ever had a retail salesperson who knew that your 
sister’s wedding was coming up offer you a makeover for the big 
day? We’re guessing this happened ... never! 

That’s the kind of personal service only you can offer your 
customers. As you get to know your customers and you develop 
those personal relationships that are so special, you can deliver 
the kind of Golden Rule customer service every 
woman deserves.

That’s the Mary Kay difference. And not 
only does it serve your customers 
well, it serves your business well 
also. Because the more you follow 
up and the more in tune you 
become with your customers, the 
more likely you are to increase 
bookings and sales. And that is 
golden too!

Mary Kay Ash’s philosophy was that Golden 
Rule customer service begins the moment 
you meet a potential customer, book the 
appointment or sell the product. And it continues 
as you develop a lifelong customer relationship.
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YOUR MARY KAY®  
PERSONAL WEB SITE

Golden Rule Customer Service startsomethingbeautiful™

It’s how to work while you’re sleeping!
When you have a Mary Kay® Personal Web Site, you’re open for business 24/7. That 
means your customers can shop, browse and communicate with you whenever they 
want to – even in the middle of the night. Waking up to sales? Now that’s what we call 
beauty sleep! 
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*Plus applicable sales tax. Must be an active Independent Beauty Consultant.   

What She Sees 

Your customer can use a computer,  
tablet or smartphone to visit your Mary Kay®

 

Personal Web Site. And when she does, she’ll 
see a site that looks similar to marykay.ca, 
except it’s personalized with your Independent 
Beauty Consultant information. Your customer 
can see your profile, including your photo and 
other information you choose to make visible, 
as well as the great product info that’s on 
marykay.ca. Plus, we ensure that your site is 
updated with new product every promotion 
period. So just like a department store, it has a 
fresh, new look for every season.

What She Can Do 

Not only can your customer shop directly  
with you, she can request personal delivery, 
courier delivery or pick-up, by typing in the 
comments field. Plus, with her very own myMK 
personal profile, she can save desired items to 
a wish list. Review product recommendations 
made just for her and sign up to receive 
reorder reminders! 

What You Can Do 

You can fill her order and use it to give 
the ultimate personalized service to your 
customer! For example, you’ll know what she 
likes, when she needs product, and what 
skin type and skin tone she has – so you can 
recommend new products to her!

And with the Mary Kay®
 Personal Web Site 

Manager, you can personalize your site with 
special offers and gift-with-purchase details 
specific to your business. 

How Much? 

You pay $30* for the year. You sign up, we turn 
it on and your customers can begin shopping 
with you 24/7. 

Find it online: Business Tools > Additional 
Tools > Personal Website Manager
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The Mary Kay® SkinSight™ app 
SkinSight™ is a digital tool that brings skin care and technology together at your fingertips. 

With one scan, SkinSight™ will highlight subtle signs of aging that can be easy to miss. By detecting wrinkles, 
under eye condition, uneven skin tone and texture, SkinSight™ offers customized product recommendations for 
your customers. Of course, nothing can replace the extensive product knowledge of a Mary Kay Independent 
Beauty Consultant. Think of SkinSight™ as a digital skin care helper! 

When it comes to staying connected with your customers, 
Mary Kay® marketing and social tools are a thing of beauty! 
And you’ll find them all on Mary Kay InTouch®.

STAY CONNECTED TO 
YOUR CUSTOMERS.
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Beaut-e-News®* 
The latest products, gift ideas and beauty essentials are all 
covered in the Beaut-e-News® e-newsletter. Not only  
does it promote your Mary Kay® Personal Web Site, it links 
customers directly to your site so they can begin shopping 
or browsing right away! Numbers show a marked increase 
in visitors immediately after Beaut-e-News® is sent. Your 
Digital Divas can stay in the know by subscribing through 
their myMK account on your Mary Kay® Personal Website, 
which requires them to opt in and provide express consent 
to receive commercial electronic messages (CEMs).

The Mary Kay Mirror Me™ App  
Mirror Me™ is a real-time makeover app that’ll help 
your customers find the most fabulous face from the 
palm of their hand! They can instantly apply any makeup 
artist-curated look or hundreds of Mary Kay® shades 
to their lips, eyes and face with just the tap of a finger. 
The app’s augmented reality technology lets them test 
out application trends or give themselves a complete 
makeover before buying products. When they find the 
look they love, it can help turn their digital makeover into 
a reality by offering the perfect Mary Kay® products based 
on their favourite Mirror Me™ looks! 

eCatalogs 
Mary Kay® eCatalogs are a great way to promote your 
business and encourage online shopping. You can post 
the electronic version of The Look and other eCatalogs 
on Facebook® or forward them to all your friends and 
customers. Never leave home without your Look Book, 
Trend Report and other eCatalogs again by downloading the 
eCatalog App.

Social Media  
From Pinterest® to Twitter® to Facebook® to Instagram®, so 
many Digital Divas are in on the conversation. Talk about a 
referral network! You can use a Facebook® business page to 
create excitement and to make shopping easier and ordering 
more convenient for your customers. You can use it to book 
parties and help determine what products to carry in your 
inventory. And even though this communication is online, 
it’s still personal. It’s still you having a conversation with your 
customers!

Facebook®, Pinterest®, Twitter® and YouTube® are registered trademarks of their respective owners and not Mary Kay Inc.

Social Tips from Carol!
Posting on social media is a fast and 
efficient way to cast your net, find new 
faces and meet new customers. It’s been 
a total game-changer for my business – it 
can be for yours too!  
With so many people glued to their phones 
these days, why not take advantage of the 
vast social media landscape to boost your 
business? 

Just remember, the goal of social media 
shouldn’t be to sell. It should be to show 
your love for your Mary Kay business. 
To show why you love your life. To 
allow customers to get to know you. To 
show why Mary Kay is current, fun, and 
fashionable. Your goal is to help others feel 
good about booking with you and buying 
from you because they’re supporting 
someone who’s passionate about their job! 

There’s no need to stress or feel 
overwhelmed. In fact, simplicity is best! If 

you’re just starting out, use the Company-
approved posts and images on Mary Kay 
InTouch® to get active on social. All the work is 
already done! Or, share the content posted on 
Mary Kay Canada’s social media pages.

Stay positive and save the drama for your Mama! 
Social media is not the place for arguments, 
political opinions, angry statements, etc. These 
comments will turn customers off more than 
anything else. Remember, optimism is infectious! 
Your excitement about Mary Kay® products will 
attract new customers. 

Do a live makeup tutorial. The important 
thing about live videos is that they will never 
be perfect. They can’t be! And that’s okay. 
Embrace the imperfections. Your customers will 
LOVE seeing you be yourself, and they’ll learn 
that anyone can live a Mary Kay life. 

* This marketing tool is an exclusive perk of having your own Mary Kay® Personal Web Site.

Carol Thompson
Independent Senior Sales Director 

Okotoks, AB
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Imagine having a great big digital database, where all the 
information you have about your customers is literally at your 
fingertips. Welcome to myCustomers®. This digital organizer can 
help you manage your customers’ requests, track their purchases, 
recommend products and much more – all in one convenient digital 
space that never leaves you searching through piles of paper for the 
customer information you need.

With myCustomers®, you can enter info such as birthdays and 
anniversaries, skin care preferences or any special skin care 
concerns. You can keep tabs on product reorders, print receipts,  
set up order reminders and more! Plus, myCustomers® works  
with the Preferred Customer ProgramSM and your Mary Kay® 
Personal Web Site. 

Manage your customers at home with 
myCustomers® on Mary Kay InTouch®. 

Manage Your Customers. 
View your customer list and add, 
edit and modify your customer 
profile information, including phone 
numbers, email addresses, product 
preferences and more.

Manage Your Orders. 
Manage your new, pending or 
processed orders from your  
Mary Kay® Personal Web Site or 
from sales tickets you have created.

Manage Your Reminders. 
Create reminders to help you 
stay on top of your business. This 
section will even automatically 
generate reminders for you!
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Cassandra Lay
Independent Sales Director

Hamner, ON

Customer ProgramSM
Preferred

Building Customers for Life!

Promote your business with a personal 
touch! Each product launch you’ll have the 
opportunity to enrol your customers in the 
Preferred Customer ProgramSM (PCP) where 
we will mail them a printed copy of The 
Look!

The cost is only $1.25 per enrolled name* 

(mailing your own Look Books can cost 

upwards of 50% more). So, what’s 

included in the price? Your customers 

will receive a personalized message from 

you to generate excitement about the 

current promotion’s product lineup. Your 

phone number and Mary Kay® Personal 

Web Site address (if applicable) will also 

be printed on the back of The Look so 

your contact information will be right at your customers fingertips. And 

that’s not all! The PCP version of The Look will also promote a FREE gift with 

purchase – when they purchase $50 or more in Mary Kay® product – to your 

customers. It’s a convenient way to follow up** with your customers each 

promotion and share all the great products Mary Kay® has to offer!

 *You must enrol a minimum of 10 customers in order to participate in PCP.
**Prior to contacting referrals (class guests, prospective customers, potential new team   
members or hostesses) via telephone or e-mail, you should consider whether such   
communication is consistent with provincial and/or federal “do-not-call” and/or “anti-  
spam” and/or privacy laws and regulations. For more information on Canada’s Anti-Spam   
Legislation (CASL), visit the Resources tab on Mary Kay InTouch®.

INVEST A LITTLE OR A LOT – YOU CHOOSE! 
Business Debut Offer 

This is a great way to kick start your business! New Independent Beauty 

Consultants who place an initial product order of $1,200 or more in retail 

Section 1 product (discounted $600 wholesale, can be cumulative within 

your initial* ordering month) – receive 100 FREE names and five FREE gift-

with-purchase premiums.

You must place your qualifying initial Section 1 order in the month you sign 

your Independent Beauty Consultant Agreement, or the very next month to 

be eligible for this bonus. You have nine months to use the 100 free names, 

and use will be cumulative over the nine-month period. 

PERKS
Early Ordering!

When you participate in the Preferred Customer ProgramSM you qualify* 

for early ordering. What does this mean? You’re able to order all new** 

regular-line and limited-edition product on the 9th of the month. That’s a full 

week before everyone else! You’ve proven you are working your Mary Kay 

business consistently and are providing the ultimate in customer service and 

this is just one of the ways we’re saying thanks!

 *Applies to Preferred Customer ProgramSM participants in the correlating product launch period. For  
  example, Independent Beauty Consultants who enrol in the Preferred Customer ProgramSM for Fall 2019  
  will qualify for early ordering of the Fall product when it launches.
**Based on availability.

Contest Credits

Each promotion the value of every customer name enrolled ($1.25) will 

count towards your Seminar year Queen’s Court of Personal Sales total. For 

example, if you enrol 20 customers in the Fall promotion, 25 customers in 

Winter, 45 in Spring and 28 in Summer for a total of 118 customers, your 

year-end* total contest credit would be $147.50.

*Contest credits are added to year-end totals after May month-end.

“I love the PCP because it is a 
professional way to stay connected 
with my customers. I have an active 
business and this is a way for me to 
look after my customers without the 
work! My PCP customers tell me they 
love getting The Look in the mail, they 
scan through it, mark their favourite 
products and contact me! They even 
plan their orders to ensure they get 
their PCP gift! Catalogue shopping 
has been a success for me! I never 
miss enroling my customers and I 
welcome this proven tool Mary Kay 
has provided for us!”

Find it online: Business Tools > Customer Tools >  

Preferred Customer ProgramSM
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ALWAYS BE  
AT THEIR SERVICE.
Here are some top tips to help make sure your customer service is golden.

Ask, listen and learn.
By simply asking what your customer 
needs, listening to her response and 
learning which products she truly 
wants, you’ll be offering the kind of 
customer service that can create a 
strong, loyal customer base.  

“The most 
important mile 

in our walk is the 
‘extra mile,’ the 

one called service.”
– Mary Kay Ash

Ask questions like:

• “How often do you use skin care and beauty products?” 

• “What are your favourite beauty products?” 

Then listen. 
A customer is more likely to trust you if she senses that you are 
more interested in her than in making a sale.

Next, learn from what you’ve heard.
After you’ve discovered your customer’s true needs and 
interests, you have a much better idea of what products to 
offer and demonstrate. When you match her needs with the 
right products, you are on your way to becoming her trusted 
Independent Beauty Consultant.

Use the Preferred  
Customer Programsm.

Follow up with 
2+2+2.
Consider this tried-and-true formula. 

•  Contact your customer 
two days after her first 
appointment to see how she 
likes her new products. 

•  Check her progress two 
weeks later at her follow-up 
appointment. 

•  Contact her every two 
months for reorders or to 
suggest new products. 

When you process orders through 
myCustomers®, you can select the 
follow-up option within the order 
that will automatically generate your 
2+2+2 reminders!

Did you know that Independent 
Beauty Consultants who use the 
Preferred Customer ProgramSM 
boost their businesses by almost  
30 percent on average? Who 
wouldn’t want that?! 

When you enrol your customers  
to receive The Look, you have a 
great reason to follow up with them!
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CUSTOMER 
DELIVERY 
SERVICE

BE FLEXIBLE WITH 
COMMUNICATING

BE SAMPLER SAVVY.

Delivering products to your 
customers quickly and conveniently simply 
makes good business sense! And while you can 
always fulfil your customer orders with inventory on 
hand, you have another option designed to save you 
time, speed up delivery, build customer loyalty and 
help you provide Golden Rule customer service.

Customer Delivery Service allows you to 
ship products directly from the Company to your 
customers immediately, saving you time, gas and 
money. The Customer Delivery Service is a great 
way to provide more for less. And that’s Golden 
Rule customer service, Mary Kay style! Just click 
“Customer Direct Ship” in Online Ordering on  
Mary Kay InTouch®.

•  Jana loves to chat on the phone. She lives alone in a quiet 

house and loves when people call or drop by to visit.  

•  Susan is a working mother of three and prefers to keep 

in touch electronically. Whether through email, text or 

Facebook®, she wants to communicate on her terms in a 

way that best fits her schedule. 

Give your customers the service they want by asking them 

how you should stay in touch. They’re sure to be thrilled that 

you want to do what works best for them.

Your customers love samplers!   
That’s because samplers are free and fun, and they allow your 

customers to try before they buy. Samplers also are a great 

way to introduce potential customers to the Mary Kay® brand. 

Helpful Hints:

•  Keep samplers on hand. Put them in your handbag to give 

out at a moment’s notice.

•  If you’re handing out a sampler to a potential customer, ask 

for her contact information.

•  Follow up to see how she liked the sampler and ask if she’d 

like to purchase the product.

•  Place samplers in every reorder so customers can try 

something new.

•  Always keep business cards handy to give out to new and 

potential customers.



Facebook® is a registered trademark of Facebook, Inc.

TODAY IS YOUR DAY
TO GET DOWN TO BUSINESS!

You’ve just read all about the business of your business. Now it’s time to 
do the work. Consider using the checklist below to check each box as you 
accomplish each task. And make today your day to get down to business!

Ask your Independent Sales Director for advice on inventory 
options to match your goals and planned activity.

Place your first product order on Mary Kay InTouch® to take  
advantage of the Ready, Set, Sell! bonus program.

Plan your Perfect Start or Power Start.

Browse through Mary Kay InTouch® to get familiar with all 
the business tools and education available to you. 

Sign up for your Mary Kay® Personal Web Site.

Go to Mary Kay InTouch® to access the many advantages of 
myCustomers®. Then check out all the digital tools that can help 
you stay connected to your customers.

Create your own Mary Kay® Facebook® Business Page.

Log in to Link & Learn™ to access the courses to help you 
learn the essentials of the business.

Attend your weekly unit meeting. 

Make it happen!
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BE BOLD.
BE BRAVE.
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BOOKING 
PARTIES
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Next
While family and close friends most likely will be the first 
ones to place orders with you, you can’t stop there. 
Your customer list must expand if you want to keep your 
business growing.

First
Potential customers are all around you, but 
it may be easiest to start with the people 
closest to you.

• Mother
• Mother-in-law
• Close personal friends
• Sisters 
• Aunts
• Cousins
• Father 
• Brothers
• Uncles

• Co-workers
• Online friends
• College friends 
• Doctors, dentists and staff
• Former, current and new neighbours
• Maid of honour
• Bridal attendants
•  Mothers of your children’s teammates
•  Place of worship contacts

• Local business owners
•  Mothers of your  

children’s school friends
• Day care workers 
• Baby sitters
• Pet groomer
• Housekeeper
• Teachers 
• Lawyer
• Florist

Customers. You need them to start your business. 
It’s that simple. But where do you find them?  

It’s easier than you might think! Just look at your circle  

of influence.

!Remember,  
your potential 

customer list will 

grow as you begin 

to hold parties and 

appointments!
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When the  
party has $200 
retail or more in  

party sales.

$25

When two  
guests book  

a party with you.

When three or more 
guests (18+) 

 attend the party.

$25 $25

This chart demonstrates hostess rewards guidelines that many Independent Beauty Consultants have found to 
work best for them. It’s simple and straight forward, but it’s not the only way. The beauty of being an Independent 
Beauty Consultant is that you get to choose what works best for you and your hostesses!

Special Gifts
You can reward your hostess based on criteria you 
choose. For example, you could reward her when she 
holds a party on the originally scheduled date. Or you 
could offer her a special gift based on the number of 
guests in attendance. 

Giving Back
Some Independent Beauty Consultants choose to 
donate a portion of party sales to the hostess’s charity 
of choice. This can be an effective booking tool, and 
it demonstrates your commitment to giving back to 
the community, just as Mary Kay Cosmetics Ltd. does 
through its Beauty That Counts® campaign, the  
Mary Kay Ash Charitable Foundation and the Look 
Good Feel Better® program.

One-on-One Service
Your hostess will appreciate the “make me feel 
important” service you can provide to her and her 
friends. Consider giving your hostess a customized 
colour look to wear to the party.

Try Before You Buy
Your hostess will love that she’ll never have to say, “I 
hope I like this product” or “I hope this colour works on 
me.” With you as her Independent Beauty Consultant, 
she always can try before she buys!

VIP Perks
And as long as you have a Mary Kay® Personal  
Web Site, your hostess can use her myMK® profile to 
sign up to receive the Beaut-e-News® e-newsletter to 
stay up to date on the latest Mary Kay® products, tips 
and trends.

Potential party hostesses are all around you! Take a 
look at your customer list. Would any of them want to 
earn free Mary Kay® products? That’s an invitation 
that’s hard to resist! Free* products are what hostesses 
want, and that’s why they will host.

FIND HOSTESSES 

Hostess rewards guidelines 

More reasons for hostesses to book

*The Company suggests you offer discounts that result in free products with at least $200 in retail orders. 
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**Prior to contacting referrals (class guests, prospective customers, potential new team members or hostesses) via telephone or e-mail, you 
should consider whether such communication is consistent with provincial and/or federal “do-not-call” and/or “anti-spam” and/or privacy laws 
and regulations. For more information on Canada’s Anti-Spam Legislation (CASL), visit the Resources tab on Mary Kay InTouch®.

Scheduling appointments to introduce and sell Mary Kay® 
products is known as booking. But what do you say to book? 
Here are some basic dialogue suggestions**:

JUST BOOK

It’s easy!  
Learning a dialogue  
is helpful, but in no 
time, you’ll become 
a pro and the words 

will just flow! 

Create positive interaction.  
“Hi, I’m so glad I caught you.”

Develop rapport. 
“How are things going? Great.  
Listen, I won’t take up much of your time, but I wanted to 
let you know I just started my own business. I’m a Mary Kay 
Independent Beauty Consultant!”

Express the purpose of your call.
 Offer several options in case your first suggestion doesn’t work 
out.

Option A: “How would you like to host a get-together with 
your girlfriends? A party lasts about an hour, and you can earn 
free products of your choice.”

Option B:  “Yes, I understand that this is a busy time of the 
year, and you don’t have time to host an event. I’m just so 
excited about the Mary Kay® SkinSight™ app and I’d love 
to conduct a quick scan on your skin! Within seconds, 
SkinSight™ will evaluate your skin using insights from skin 
type, overall texture, number of wrinkles, skin discolouration 
and undereye appearance. How about if I come by for 5 or 10 
minutes so you can have a look?”

Option C: “Wow, you really are busy. Why don’t I just drop 
by a few samples and the latest issue of The Look, the Mary 
Kay® product catalogue. Great! What’s better for you, next 
Tuesday or Thursday? Around 6:30?”

Confirm your appointment.“Great! I’ll 
see you next Thursday at 6:30. And 
remember, if you see several products 
you simply must have, we can 
always schedule a party so you can 
earn some of them for free.”

Communicate next steps. 
“I’m looking forward to seeing you.  
I’m eager to hear your opinion.”

What is a facial? 
A facial is an individual one-on-one 
appointment where you show your 
customer skin care or colour products. 

Remember, turning a facial into a party 
gives you better selling opportunities. 
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A BOOKING  
SCRIPT FOR  
EVERY  
OCCASION!

When it comes to booking, what you say to a 
potential customer or hostess can depend on 
whether you’re talking on the phone, you’re 
out and about or you’re sitting right next to her 
sharing the products. That’s why we’ve created 
different dialogues to help you know just what 
to say every time.

On the opposite page, you’ll see four Dialogue Cards.  
Each one holds the words you need to help get results. 

Let’s say you are talking with a woman from 
your church who you know would benefit from 
using Mary Kay® skin care, and you really want 
her to host a party. How do you tell her that? 
Read Card 1.

Then there’s your co-worker – you know, the 
one who’s so bubbly and cute, but you also 
know her skin could really benefit from the 
Miracle Set®. You’re sure she would love the 
products, but you don’t want to seem pushy. 
Read Card 2.

Or how about this? You’re sitting with a 
customer (yay!), and you’re thinking, “I’ll bet she 
has friends who could be great potential new 
customers for me.” You’re thinking this, but 
you’re not saying this. Read Card 3!

Or you’re out and about running errands, and 
there’s a woman waiting in line right in front 
of you. Of course, you have some samples in 
your bag that you’re dying to share. But what 
do you say? Read Card 4, and you’ll know!

We suggest you make a copy of the Dialogue 
Cards on the opposite page or cut them out 
if you want to. Practice them, and make the 
words your own. Before long, you should 
know just what to say every time!

Booking Parties startsomethingbeautiful™

LOOKING FOR MORE GREAT DIALOGUES 
TO HELP WITH YOUR BUSINESS? CHECK 

OUT LINK & LEARNTM! 

Select the “Foundational Selling Skills” Learning Plan  

to learn about the importance of booking and how to 

have a booking conversation with a potential hostess.  

Link & LearnTM is located under the Education tab  

on Mary Kay InTouch®.



How to book by asking  
for referrals:

How to book by offering  
a sample:

“My goal this week is to offer a facial to 
five people who have never experienced 
Mary Kay® products. I’m thinking you 
know someone who would really enjoy a 
complimentary facial.  
If you connect me with her, I’d be 
happy to give you both a special gift.”

“Hi, I’m a Mary Kay Independent 
Beauty Consultant, and I’d love to get 
your opinion of this product. Here’s a 
free sample for you. All you have to do 
is try it, and then I will contact you in a 
few days to see what you think. What’s 
the best way to get in touch with you – 
phone, text or email?”

B O O K I N G  D I A L O G U E

WITH A CUSTOMER OR OUT AND ABOUT

B O O K I N G  D I A L O G U E

OUT AND ABOUT

How to book a skin care 
party:

How to start a Power Start:

“How would you like to host a get-
together with your girlfriends? I think 
the skin care party would be perfect. It 
lasts about an hour, and you can earn 
Mary Kay® products.  
By hosting a party, you would be 
helping me get my business off to a 
great start!  
What’s the best day for you, Friday or 
Saturday?”

“Hi, Cathy! I’m so excited. I just started  
my Mary Kay business, and I have a 
challenge to see 30 faces in 30 days. 
I would love to get your opinion. I was 
wondering if I could borrow your face?  
I promise to give it back!”

B O O K I N G  D I A L O G U E

 IN PERSON OR ON THE PHONE 

B O O K I N G  D I A L O G U E

 IN PERSON OR ON THE PHONE 

1 2

43
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“NOs” HAPPEN
Without a doubt, some hostesses will say “no.” But 
the most important thing to remember: Don’t take it 
personally. “Nos” are not about you; they are about 
the hostess’s time, concerns and fears. There are 
several ways you can overcome objections and turn 
“nos” into bookings. Remember, it takes about 10 
“nos” to get a “yes!”

Objection Response

Oh, I know. I am so busy too. I don’t 
know how we fit it all in. I have a lot going 
on right now, but you know what? I have 
next Thursday open if during the week is 
good for you. Or I actually have a window on 
Saturday too.  
We could just take an hour, relax and have some 
pampering time! 

Why don’t we set up a tentative date, and if we need to 
change it, we can. When would be better, Thursday or 
Friday? 7 or 7:30?

I have an idea. Why don’t we hold a unique theme party for 
your friends? We can do colour, spa or fragrances, so they 
get to see more than just skin care products. Parties last 
only about an hour, and the atmosphere is casual and fun. 
How does that sound?

OK, I understand. I’d like to leave (or mail) these samples 
and call you in a couple of days to see if you like them. 
If you do, maybe I could drop by and show you a few 
other things. Would you prefer that I call in the morning or 
evening? Good, I’ll call you Tuesday morning. 

I don’t have time.

I don’t know  
when I can hold  
an appointment.

Everybody I know 
has been to a  
Mary Kay party.

I just don’t 
want to hold an 
appointment right 
now.

“When a woman says, 
‘no,’ she usually is  

saying, ‘You haven’t told 
me enough yet.  

You haven’t given me 
enough information.  

Tell me more.’ ”

– Mary Kay Ash
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date

Track how many phone calls you make and how many 
appointments you book.

CUSTOMER  
CALL SHEET

independent beauty consultant

Suzy

Fill in contact name.

Put a slash mark when you  
leave a message.

Put an “X” when you  
speak to someone.

Fill in when you  
book an appointment!

x
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Booking parties and facials is 
the lifeline of your business. 
Here are some tips from top 
independent sales force members 
to help get you going!

BOOKING TIPS 
FROM THE TOP

Philomena Warren
Independent National Sales Director 

Pasadena, NL

“Without sounding like a cliché, ‘Booking is the lifeline of 
your business. I would recommend that as soon as you 
start your business, and are awaiting the arrival of your 
Starter Kit, attend two classes as an observer. I consider 
that initial training. Then book your Perfect Start (15 
facials) in the following two weeks. I recommend booking 
eight parties in a two-week period. It’s smart to overbook, 
that way if you do book eight, you have a better chance 
of getting a full appointment calendar than if you just 
booked two. Booking the parties two weeks in advance, 
maximum, is also my suggested timeline. Once your 
parties are booked, give your hostess a call and walk her 
through the party process so she’s prepared.”  

THE PERFECT START

“Bookings are the lifeline of your business. If you don’t have appointments in your 
date book, you don’t have money coming in. So here’s my list of Booking Dos:  
DO make a list of anyone you know with skin. Because if they have skin, they  
could use Mary Kay® skin care. DO practice your booking scripts and dialogues.  
Use the scripts that Mary Kay offers, or that your Independent Sales Director 
offers, because they work! The more you practice, the more confident you look  
and feel. DO know how to overcome objections. ‘I’m too busy,’ ‘I don’t have 
money,’ ‘I’m allergic’ – knowing the answers to 
objections beforehand is key. (Check out Page 
50 for some great examples.) DO set a goal for 
the number of calls you make every day or set 
an amount of time that you will make calls each 
day. And don’t stop until you reach that number 
or your time is up! And finally, DO be excited. 
You have great products to offer, so you have 
every reason to be enthusiastic. And remember, 
enthusiasm is contagious!  So when you’re 
excited, it makes other people excited. And 
that’s what it’s all about.”

MY BOOKING DOs

Candace Doverspike
Independent Executive Senior Sales Director 

Colorado Springs, CO

“I recommend 
booking eight 

parties in a two-
week period”

“If you don’t have 
appointments ... you

don’t have money
coming in.”

Booking Parties startsomethingbeautiful™
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“When you’re trying to book your first parties, create a list of all your friends 
and family. Now you can’t run a business on friends and family, but you can 
work through the people you know to meet new people. As friends or relatives 
host a party, you meet people who see you work and get to know you. Take 
advantage of those people in front of you. Each of them knows more 
people that you don’t know, and that’s the best way to get referrals. In my 
unit we do something at parties that helps make referrals super fun. It’s called 
a Selfie Send Out. At the end of the party, 
guests take selfies and send them to their 
friends. They say, ‘Hey, I’m at a Mary Kay® 
party. Susie is my Mary Kay Independent 
Beauty Consultant, and I’m going to share 
her with you!’ Then they write their friends’ 
info on the back of the Customer Profile. 
Sometimes, they even take their selfies with 
the IBC so their friends will know what the 
Beauty Consultant looks like when they talk 
to her. It’s a great way to get introduced to 
new people!”

INTRODUCING ... YOU!

Belle Martin
Independent Future Executive Senior Sales Director 

Fayetteville, NC

Candice Loeppky
Independent Sales Director 

Ste Agathe East, MB

This simple 
booking system 
runs like a well-
oiled machine.

“A focus on booking has completely transformed my business. I always say, 
sales come hand-in-hand with booking. If you want to increase your sales, 
increase your bookings! 

Your best plan of action to get started? Create a list of 30 names. From these 
initial 30 leads, you’ll meet more and more new faces, adding to your list of 
names. This simple booking system runs like a well-oiled machine. Once you 
get started, you’ll gain momentum and your list of leads will keep growing. The 
most important thing is to get started!

You can find leads everywhere you look. Take advantage of leads in your 
everyday life by using existing customers, friends and family to get started. 
Look at every woman as a potential woman to bless with product or the 
opportunity. Referrals are my favourite way to get leads. I play a referral game 
at all my appointments – whether it’s a facial or a party. And don’t be afraid 
to reach out to your existing customers and let them know you’re looking to 
expand your business and would love their help.

Once you’re on a roll, don’t forget to log your activity in your ‘booking 
datebook.’ This will help to keep track of your schedule. I pencil names into 
my schedule, and ensure I also plan follow-up communication. I contact a 
minimum of 10 leads a day, and I use all different forms of communication, 
such as text message, email, phone calls and social media. Remember, it’s 
crucial to follow up. It’s not the customer’s responsibility to contact us. It’s 
our job to contact them!”

My Sample Script

“Hi ____!  How are you?  I just received a shipment of our new products. 
I’m looking for a few women who’d like to try them out and give me feedback 
on the products so I can determine what to stock in my inventory. I’d love your 
opinion!  Can you help me out?” 

BOOK LIKE A BOSS!

“... work through 
the people you
know to meet
new people.”



TODAY IS YOUR DAY
TO BOOK PARTIES.

Write out your customer list.

Work your call sheet.

Find hostesses.

Book your first parties.

Practice your booking 
scripts, then practice again!

 Log in to Link and LearnTM and 
complete the “Business of Booking” 
course.

Attend your weekly unit meeting.

Make it happen!

You’ve just read all about how to book parties. Now it’s time to do the work. 
Consider checking each box as you accomplish each task that is suggested. 

And make today your day to succeed.



PUT ON YOUR
PARTY DRESS

Shine!AND
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Skin care parties are 

the foundation of any 

successful Mary Kay 

business because 

they can help you 

boost sales, find new 

bookings and share the 

opportunity.

LOVE YOUR 
SKIN CARE 
PARTIES



It really is true that when you help 

make a woman feel beautiful on the 

outside, she shines beautifully on  

the inside too.

CONFIDENCEis beautiful!

By holding skin care parties, 

you can actually send a woman 

home feeling more confident.



Love Your Skin Care Parties startsomethingbeautiful™
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“
CONSIDER this  
opening dialogue  
when calling a guest:

NEXT, ask her  
questions from  
the Customer  
Profile:

READ the skin  
type statements  
from the Customer  
Profile, then  
continue:

Sample Dialogues
Know just what to say.

As with any other party, you may want to know a bit about the 
guests before they arrive. This is especially true with a skin care party 
because the more you understand your guests’ skin care needs, the 
more you can give them the personalized attention they deserve. 

Introduce yourself.
Once you get the guest list from your hostess, consider calling the guests  
to preprofile them. “Preprofiling” simply means getting information about  
their skin types and any special skin care concerns they may have. This can help 
the guests get excited about the party because they’ll see that you’ve taken  
a personal interest in them and will be choosing products that meet their needs.

“Hello, (guest’s name)! This is (your name), and I’m the 
Mary Kay Independent Beauty Consultant who will be 
conducting (hostess’s name) party on (date). Do you have 
a minute?”

BEFORE THE PARTY 

You  
got  
this,
girl!

“(Guest’s name), I’d like to ask you a few questions about 
your skin so that I can be prepared for our party. Which one 
statement best describes your primary skin care needs: 
Would it be sensitive skin; a simple, healthy skin care 
regimen; early-to-moderate signs of aging; advanced signs 
of aging; or mild-to-moderate acne?” 

“Which response fits you best: If I don’t use 
moisturizer, my skin feels: dry/tight, neither dry nor oily, 
oily, or oily in the T-zone?”

“Thank you for your time, and I’m looking forward to 
seeing you on (date). We’ll begin promptly at (time), 
and I’ll have a special place set up just for you.”
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Practice makes perfect.
Conducting your first skin care party may seem a bit scary, but you have 
everything you need in your Starter Kit to guide you to success. 

Start by looking over the Flip Chart, which your guests can use at the party 
to follow your presentation. You’ll also want to watch the Start Something 
BeautifulTM video. And then, practice, practice, practice. 

More helpful tips!
•  Read the presentation aloud to get used to how it 
 will sound to your guests. 

•   Use a permanent marker or highlighter to 
make notes in the Flip Chart as you go. Continue 
practicing your dialogues until you feel comfortable. 

•  Get comfortable, using the Mary Kay®   
 SkinSight™ app before the party so you’re an  
 expert by the time you meet with your guests. 

•  You set the tone for the party, so sharing this  
 information with genuine enthusiasm can help   
 guests feel the excitement too! 

Coach your hostess.
Arriving 30 minutes before the party gives  
you time to set yourself up for success. 

Start by reminding your hostess how much you appreciate her opening 
her home to you. You’ll likely want to sit down with her for a few minutes 
to review the party preparations. This allows you to re-energize her, 
confirm the products she wants to earn through hostess credit, provide 
her customized colour look (if this is her follow-up appointment) and ask if 
she or someone coming to the event would be interested in the Mary Kay 
opportunity. Also, let her know that she can help make the party a success 
by greeting her guests at the door and introducing them to the Satin 
Hands® Pampering Set.

You also may want to use this time to set the table according to 
the skin types of your guests. For example, you may want to group the 
guests with normal-to-dry skin on one side of the table and combination-to-
oily skin on the other. This setting makes it easier to dispense product and 
acknowledge each skin type during the party. And if you preprofiled your 
guests using the Customer Profile, then you know exactly where everyone 
will sit and what products they should try. You can even set a personalized 
place for each guest with the tools you packed. 

Remember, everyone sets the table differently, so don’t be afraid to be 
creative or do what works best for you.

The Customer Profile is a  
tool designed to help you 
assess the best skin care 
products for your customers. 
It even generates personal 
product recommendations.  
Talk about making things easy 
on yourself! You can find a 
pack of profiles in your Starter 
Kit. They also are available on 
Section 2 of the online order 
form. During preprofiling, 
you can gather some of your 
guests’ information and enter it 
on the form. Then guests can 
fill out the rest of the form at the 
party. Or you can go paperless 
and have guests fill out the 
profile on your Mary Kay ® 
Personal Web Site. You can 
enter and save your customers’ 
profiles in myCustomers® on 
Mary Kay InTouch®, to organize 
and access their information 
easily.
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DURING THE PARTY

They’re here! 
  

 
  Having the hostess 

introduce guests to 

you as they arrive can 

help them feel more 

comfortable. While guests 

are treated to  

the Satin Hands® 

Pampering Set and 

others are filling out the 

rest of their Customer 
Profiles, you could 

begin by selecting their 

foundation formulas and 

shades. From the time 

you sit down at the table 

to the time you’re ready 

to begin the one-on-one 

individual closes, a skin 

care party should take no 

longer than 45 minutes. 

“The skin care class is the foundation of any 
successful Mary Kay business.”   

– Mary Kay Ash

Love Your Skin Parties startsomethingbeautiful™
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“Treat your selling experience like a 
learning experience. Who wouldn’t want 
help finding a new skin care routine or 
glamour look? It’s about helping them 
look and feel their best. That’s a sure-fire 
formula for success!”

Deanna Blue
Independent Senior Beauty Consultant 

Wyoming, ON

Here’s a breakdown:

MINUTES

MINUTES

10 

10 

Welcome  
and I-story

Skin Care

Table Close

How you conduct your opening will give 
guests an idea of what the rest of the 
party will be like, so the easiest thing is 
to just be yourself! 

This is your chance to thank everyone 
for coming and to make your hostess 
feel special. It’s also your first chance 
to mention a follow-up appointment. 
Asking guests to introduce themselves 
is a great way to break the ice and get 
them involved before you get started. 

As your guests follow along with the  
Flip Chart, you can tell them about  
Mary Kay and why the opportunity is 
a viable source of income for so many 
women around the world. After painting 
the big picture, bring it back to a 
personal level by sharing your I-story – a 
brief biography about how and why you 
started your Mary Kay business. See 
page 16-17 for help!

Let the beauty begin! 
The reason guests come to a party is to 
try Mary Kay®  products, so you want to 
get to that moment as soon as you can. 
Don’t worry about remembering every 
little detail — you have the Flip Chart for 
a reason! 

Instruct guests to try the products as 
you talk about the benefits of using 
them. They’ll spend the majority of 
the time experiencing the TimeWise® 
Miracle Set 3D™. But it’s also fun for 
them to play with colour, so you may 

want to have a Colour Card for each 
guest as well. You’ll find these cards 
with a complete colour look in your 
Starter Kit.

Table close 
The table close is the time to wrap up 
your presentation and quickly review 
the sets that are available. And it’s 
always great to let your guests know 
how beautiful they look! 

Party time  
Your guests will appreciate your respect 
for their time. Always do your best to 
begin your party on time and end it 
promptly. 

You’re on!

MINUTES
25 
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Heather Daniel-Kent
Independent Future Executive Senior Sales Director  

Blue Springs, MO

LaChelle Seleski
Independent Executive Senior Sales Director 

Hastings, MN

PARTY TIPS FROM THE TOP
Mary Kay independent sales force members share some of their favourite party tips. 

BRING THE FUN!
“I don’t buy into the myth that people don’t gather anymore.  
A Mary Kay® party is a free girl’s night out for people to get 
together and play. Women love to gather! Plus, a party gets 
the most work done in the shortest time. You do the 
same amount of work for one person as you do for a party 
of four. But you get more bang for your buck from the party 
because it multiplies your effort. One of the best tips I can give 
you is to book your first five parties close together. So when 
one is less than wonderful, you’ve got another to go to right 
away. This helps keep momentum going so you won’t chicken 
out. And there’s so much energy from people at parties. The 
focus is on friends instead of you, so just let the energy of the 
party take over. Mary Kay Ash said, ‘Women never want to be 
sold something, but they love to buy.’ So have fun! If you have 
fun, your guests will have fun. Even if you’re terrified, bring the 
fun. The goal is to get everyone to love Mary Kay as much as 
you do.”

PASS IT ON!
“My best advice is to relax and have fun. This is not brain 
surgery. If you do something wrong, you just wash it off 
and start again! A skin care party is about people, not 
procedure. Be clear on what’s most important to you about 
the party. I suggest that you keep your eyes open for 
a new team member. People who ask questions and are 
curious are great prospects. And that could happen at your 
first party! At the end of the party, I say, ‘Sometimes people 
come to a party and have no interest in the opportunity, and 
that’s great because I love customers! But if you are interested, 
I would love to talk with you about it during our individual 
consultation.’ Mary Kay Ash would always ask us to pass it on. 
It’s easy to make a sale at a party, but it’s also the easiest place 
to impact people’s lives.”

Love Your Skin Care Parties startsomethingbeautiful™
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PARTY TIPS FROM THE TOP
IT’S ABOUT CONNECTION,  
NOT PERFECTION. 
“Confidence is a big factor when we start our business. And confidence 
comes from doing. Prepare your mind to have a positive outlook. 
There are days we have sales and days that we don’t, but each day is 
experience gained. 15 faces in 15 days, 30 faces in 30 days — we do 
this to gain confidence and learn. The fact that we can also make sales 
and get bookings is a bonus! To have successful parties, I encourage 
you to build your relationships. Follow the Flip Chart. Share who  
Mary Kay Ash is. By talking about her as a woman, it makes it personal. 
I always tell guests that I’m here to service them. Take yourself out of 
the picture, and focus on the women in front of you. Be connected to 
them. I tell everyone, ‘Let’s put our phones on silent so we can pamper 
ourselves.’ A lot of times we are striving for perfection. Don’t worry 
about perfection; worry about connection! That’s why it’s important 
to not just talk, but to listen! Listen to what guests say because that 
helps you understand where they are coming from and what they’re 
thinking about. You can be as successful as you want to be. Just know 
that you are there to serve your customers, and if you keep that as 
your main thought, everything else follows.”

THE BEAUTY OF FRIENDSHIP
“I am passionate about Mary Kay’s mission of enriching 
women’s lives®. That’s why I weave the Company’s mission 
into asking party guests for referrals. I tell them, ‘You know, 
Mary Kay’s mission is to enrich women’s lives. And I’ll bet 
each of you have women in your lives who do that for you. 
Think for a moment about some of your favorite women. The 
ones you can always count on. The ones you truly love and 
appreciate. Wouldn’t you love to do something special for 
them to show them how much they mean to you? That’s the 
Beauty of Friendship. And I want to give you the opportunity 
to treat these special women in your lives to a free 
makeover from me – compliments of you!’ It’s amazing 
the reactions I get from the women I call from these referrals. 
Just knowing that their friends were thinking of them in such 
a positive way puts a smile on their face, and they are super 
excited to book their free Mary Kay pampering session.”  
(We loved Terri’s idea so much, we added it to the script in 
the Skin Care Party Flip Chart!)

Terri Beckstead
Independent Future Executive Senior Sales Director 

Woodbury, MN

Karime Rosas
Independent Future Executive Senior Sales Director 

Wichita, KS
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AFTER THE PARTY
The party may be winding down, but there is plenty of fun left for you and the party  
guests. Because now is the time to close the sale and send customers  
home with the Mary Kay® products they love!

“Nothing  
happens until 

somebody sells  
something.”

– Mary Kay Ash

Love Your Skin Care Parties startsomethingbeautiful™
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A little one-on-one time 
Meeting one-on-one with each new customer can 
give you the opportunity to personally close each 
sale and provide every guest with the kind of Golden 
Rule customer service she’ll be sure to remember. It 
also can give you the chance to confirm her second 
appointment, help her with product selection and 
answer any questions she may have.

Unless someone is in a hurry to get home, it’s a 
good idea to choose your best prospect to begin 
your individual consultations and then end with your 
hostess. Think about the party: Who was the most 
positive and interested in the products? Start with 
her! When she returns to the group after meeting with 
you, her purchases can spark even more  
interest from the other guests.

When you sit down with your guest, consider using 
her Customer Profile to discuss the product sets 
she’s interested in and suggest customized skin care 
products that fit her needs.

Our little secret
The only way to make a sale is to ask for it! 
And if you involve the guest, asking for the 
order will come naturally.

The secret to closing a sale is to ask positive 
questions like these:

• Did you have as much fun as I think you did?

• How does your skin feel?

• Which part did you like best? 

   (When she answers, you can follow up with why 
she will continue to like using Mary Kay® products 
on a regular basis.)

•  When would be a good time to get together for your 
second appointment/colour consultation?

• Do you have any questions?

•  (Guest’s name), my goal is to help you get all that 
you want and can’t live without. Of the products 
you tried, tell me which ones you liked the most.

 

I object!
You may have some customers who express 
price objections, but you can turn them into 
something positive — like bookings! If money 
is a problem for a guest, you can suggest that she 
purchase what she can now, and then she can invite 
some friends to a party of her own. That way, she 
can begin earning the other products she wants in 
hostess credit. 

You can encourage her by saying:

 “When we get together for your follow-up 
appointment, I can show you a simple way to earn 
products through the hostess program! If you invite 
a few friends, you may earn products as a gift. Can 
you think of a few friends you’d like to invite?”

“Now, (guest’s name), part of my service to you is to 
make sure the products you purchased tonight are 
working for you. I’ll call you in a few days, and at 
that time, I’ll also ask you for the names and contact 
information for the friends who might be joining 
you. Then I can ask them a few questions about their 
skin and have the right products ready for them.”

Before the consultation is over, ask if she might be 
interested in the Mary Kay opportunity.

“You seem like you enjoyed yourself tonight. I would 
love to give you some information on the Mary Kay 
opportunity. And if it isn’t for you, I still would love to 
have you as my customer.”

As you meet with your hostess, you’ll want to thank 
her for her hospitality, determine what product 
discount she earned based on total sales and 
bookings from the party and ask if there’s anything 
else she’d like to purchase. You also can encourage 
her to host another event. 
 
Remember, Mary Kay Ash always said, “Nothing 
happens until someone sells something,” and that is 
the main objective of the individual close.
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FOLLOW UP WITH COLOUR.

While your customer is filling out her Customer Profile 
While you’re selecting her foundation formula and shade

By passing your date book around the table during the party

During the individual close4

Four opportunities to book  
a second appointment

1

2

3

This follow-up appointment not only ensures 
that the products your customer purchased at 
the skin care party are meeting her needs, it also 
gives you the chance to share another – more 
colourful – layer of beauty. 

By providing a colour look customized just for 
her, along with application tips to help her look 
her best, you can build a relationship that your 
customer can grow to rely on season after 
season and trend after trend!

Colour tools
Mary Kay offers several colour tools that can help 
you feel confident about selling colour. When 
prepping for that second appointment, you may 
want to explore the looks on the Mary Kay®  
Mirror MeTM.

While on the website, you also can create and 
print out a custom colour look for your customer 
and then bring it to your appointment. For other 
ways to choose a look, you can offer a Mary Kay® 
Color Card you think she may like or select one of 
the trends from The Look. In fact, why not bring 
the latest copy of The Look to leave with your 
customer? She’ll love browsing through it for even 
more ideas!

When packing for your colour consultation, you 
might think about bringing a Mary Kay® Perfect 
Palette and regular-line shades that correspond 
with the look you’ll be sharing with your customer.  
That way you’re prepared for success if she wants 
to purchase her look on the spot!

 

A second appointment  
focusing on colour products makes 
your Mary Kay business unique! 
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Colour tips
It’s a good idea to have your customer apply her makeup 
in natural light, if possible. This will give the most true 
representation of how the shades look on her.

Often customers are interested in a more natural look 
they can wear every day. However, you may want to 
share a few tips on how to take her look from day to 
night — maybe by adding a darker accent colour in the 
outer corners of her eyes or substituting gel eyeliner for 
her eyeliner pencil.

And don’t worry about being perfect every time. If your 
customer does not love an element of her new look, 
feel free to suggest a different shade. Go to Mary Kay 
InTouch® to find colour comparison charts or use the 
Mary Kay® Mirror MeTM   App for colour suggestions.

MORE GREAT TIPS 
FOR CLOSING THE 
COLOUR SALE!
•   If her new colour look  

enhances her natural  
beauty, let her know it! 

•  Share how the cheek colour 
brightens her complexion or how 
beautiful her smile is with her 
new lip look or give her another 
genuine compliment.

Build a relationship  
that your customer  
can grow to rely on.
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TODAY IS YOUR DAY
TO THROW A PARTY!

Plan your first party using tips from the magazine 
and from Mary Kay InTouch®.

Call party guests to preprofile them using the Customer Profile. 

Save guests’ information to myCustomers® on  
Mary Kay InTouch®.

Watch the Skin Care Party How-To   
video on Mary Kay InTouch® to see a skin care party in action.

Practice, practice, practice   
by reading the Flip Chart script out loud.

Throw your first party!   
Then your second, then your third ...

Follow up with your customers   
to check on the products they purchased. 

Hold your first follow-up colour 
appointment, then your second, then your third ...

Attend your weekly unit meeting. 

Make it happen!

You’ve just read all about how to throw amazing Love Your Skin parties.  
Now it’s time to do the work. Consider using the checklist below to check each box 

as you accomplish each task. And make today your day to shine.



ALL YOU NEED
IS LOVE
ANDLipstick!
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PRODUCT 
EDUCATION
When it comes to women and beauty products, 

one thing never changes. They crave the latest 

in innovative skin care, glamorous makeup, the 

perfect fragrance and a way to put it all together 

with ease. Enter the Mary Kay Independent  

Beauty Consultant! Because Mary Kay proudly 

stands behind the quality of our products and the 

benefits they provide, you have what a woman 

needs to let her beauty shine! 
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PRODUCT 
EDUCATION
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SATISFACTION
GUARANTEE

Mary Kay Cosmetics Ltd. stands 

behind its products sold by 

Mary Kay Independent Beauty 

Consultants. If for any reason a 

customer is not completely satisfied 

with any Mary Kay® product 

purchased from an authorized  

Mary Kay Independent  

Beauty Consultant,  

it will be replaced without charge, 

exchanged or the full purchase price 

refunded following its return to an 

authorized Mary Kay Independent 

Beauty Consultant or, if she is no 

longer active, to the Company with 

proof of purchase. 

The Mary Kay®

startsomethingbeautiful™



     73

Fulfilling the Satisfaction Guarantee

Mary Kay is dedicated to producing products that 

satisfy your customers. If a customer is unhappy with 

a product for any reason, you can offer to replace it or 

exchange it for another product before offering a full 

refund. This is to your advantage because you will not 

be refunding cash, only exchanging product. Many 

times the customer may be happy with an exchange. Of 

course, should the customer ask for her money back, 

we recommend that you cheerfully refund the purchase 

price for the returned products as soon as you receive 

them. In either case, we suggest you make sure to have 

the customer sign a receipt, itemizing the merchandise 

exchanged or refund given. 

The Mary Kay® Satisfaction Guarantee is designed to 

guarantee quality products and to ensure that every 

consumer receives products best suited for her or 

his skin type. The Product Replacement Program is 

available to you only after you have honoured the  

Mary Kay® Satisfaction Guarantee by either replacing 

or exchanging product or refunding money. In order to 

facilitate customer refunds and product exchanges, you 

can submit a Product Replacement Form online via the 

Mary Kay InTouch® website. Please submit a Product 

Replacement Form to the Company within 30 days of 

receiving the returned item(s) from your customer. 

Product Promise

The best relationships are built on trust. That’s why 

Mary Kay has earned the loyalty of millions of women 

worldwide. You can trust Mary Kay® products to meet 

or exceed your high expectations and those of your 

customers. It’s what our Product Promise is all about. 

It’s our commitment to offer you high-quality products 

that will satisfy the demands of women today. So, you 

can feel good about the products you sell. And your 

customers will feel great about doing business with 

you for life. You can check out the full Product Promise 

by going to the Mary Kay InTouch® website. Consider 

sharing the Product Promise with your customers to 

give them complete confidence in Mary Kay® products 

and what you can offer. It’s the perfect way to build trust 

– and your success! 

Allowing customers to try before they buy is one of the things that  
sets you apart from other beauty businesses. 

But if that still doesn’t ensure total customer satisfaction, the  
Mary Kay® Satisfaction Guarantee does! 

During your appointments and skin care parties,  
you’ll want to be sure to tell your customers that the Company backs all Mary Kay® 

products with a satisfaction guarantee. 

This should give you the confidence to offer products with pride. 

Our pledge puts your customers first.
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DISCOVER THE SCIENCE 
BEHIND THE BEAUTY.

Products  
you can trust.  

A company  
you can  

believe in.

Women everywhere want products that deliver results. That’s 
why at Mary Kay Inc., our expert team of scientists uses the 
most advanced skin care technology available to ensure that 
consumers get what they want: innovative products they can 
believe in at a price they can afford.

How do we do that? 
We connect with women around the world to help us understand what’s 
important to them. And that enables us to consistently deliver products that 
satisfy and delight. 

Testing 1-2-3-4 and More!
Every year, thousands of women worldwide use and evaluate Mary Kay® products 
under the direction of skin science experts so we can measure the effectiveness 
of every product formula and ensure that it delivers the beautiful benefits women 
are looking for. These insights help us to not only deliver what women want today, 
but also to develop the products that they will want in the future.
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In addition, Mary Kay Inc. invests millions of dollars in research and 
conducts more than a half-million tests every year to ensure that every 
individual ingredient and finished product meets the highest standards of 
safety, quality and performance. 

Just the Facts, Ma’am
We know that there can be differing points of view regarding ingredient 
safety and that some opinions can be the result of incomplete and 
inaccurate interpretation. We want consumers to know that at Mary Kay, 
every product decision is based on scientific fact, not opinion. We not 
only rely on our own in-depth scientific research, we also collaborate with 
impartial medical experts outside the Company to ensure the safety and 
efficacy of our products.

And before any product is allowed on the market, it must pass stringent 
government safety requirements. In fact, as a matter of principle, we 
regularly go beyond what is required by law when it comes to product 
safety. 

The Humane Way
Mary Kay is committed to the elimination of animal testing and is a strong 
advocate of finding alternative methods to substantiate the safety of 
our ingredients and products. We do not conduct animal testing on our 
products or ingredients, nor do we ask others to do so on our behalf 
except when absolutely required by law. For more than two decades, we 
have been a global leader in helping to develop alternative testing methods 
for product safety. 

The Mary Kay Way
As you discover the science behind the beauty, we are sure you will feel 
great about your decision to start your Mary Kay business. Because once 
you understand what goes into every single product we make, you can be 
even more confident about sharing the wonderful Mary Kay® products with 
your family, your friends and every woman you meet.

We want 
consumers  

to know that  
at Mary Kay, every 
product decision is 
based on scientific 
fact, not opinion. 
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If you want to build customers for life, it’s important to understand that skin 
changes over time, and a woman’s skin care regimen should change along with it!

As a skin care advisor, 
you can help your 
customers look and 
feel their most beautiful 
at every stage of their 
lives. And Mary Kay 
makes it easy to find 
the perfect skin care 
regimen customized for 
your customers’ ages 
and unique needs. It’s all 
right here and simple for 
you to understand, so it’s 
easy for you to explain to 
your customers!

LOVE YOUR SKIN FOR LIFE

EARLY-TO-MODERATE SIGNS OF AGINGEASY BEAUTY SOLUTIONS

TimeWise® Miracle Set 3D®Botanical Effects® Skin Care
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LOVE YOUR SKIN FOR LIFE

Linda Toupin
Independent National Sales Director

Lexington, KY

“As Mary Kay Independent 
Beauty Consultants, we should 
understand the four skin care lines 
and what type of skin they were 
formulated for. You have to know 
the products, not just for your 
customers, but for yourself as well. 
Remember, your first customer 
for life is yourself! Which is why I 
believe we should sell ourselves 
on the products before we sell our 
customers. We are taught to wear 
Mary Kay® products from head 
to toe so we can sell them with 
enthusiasm, coming from a place 
of knowledge.

Mary Kay Ash always taught  
us that skin care is the meat  
and potatoes of this business.  
It takes a woman a long time  
to go through one eye shadow.  
But when a woman uses skin care,  
it runs down the drain every day.  
That’s why skin care products are 
our biggest repeat purchase. Your 
customers will always need it. It’s 
also why Mary Kay offers a skin 
care regimen for every phase  
of a woman’s life. And that’s  
how they become your customers 
for life.”

SPECIAL SKIN SOLUTIONSADVANCED SIGNS OF AGING

 Products may not be as shown and are subject to change without notice.

Clear Proof ® Acne SystemTimeWise Repair® Volu-Firm® Set
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Product Education

As a brand-new Mary Kay 

Independent Beauty Consultant, 

you’re bound to have loads of 

questions about the Mary Kay® 

product line. No one starts their 

Mary Kay business knowing 

everything. And most new 

Independent Beauty Consultants 

start without knowing anything! 

That’s why the Product tab on 

Mary Kay InTouch® will be one of 

your favourite places. Check out all 

the great information you’ll find!

Find it online: Product

Find it online: Product > Skin Care 

Become a Skin Care Expert
Online tools can teach you all you need to know about 
Mary Kay® skin care products. 

It’s Central to Understanding Mary Kay® Products!

PRODUCT CENTRAL

startsomethingbeautiful™
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Find it online: Product

Find it online: Product > Product Information >  

Fact Sheets

Find it online: Education > Digital Zone > 

Watch & Learn 

Fact Sheets
It’s a fact. The fact sheets are one-pagers 
that spell out the product functions and 
benefits as well as cross-selling ideas and 
key ingredients.

Product Videos
From the science behind the 
products to selling to application 
tips, these quick videos can help 
you learn more about all of your 
customers’ favourite Mary Kay® 
products.

Order of Application Chart
These easy-to-understand charts can help you teach your customers 
when to apply each product in their morning and evening specific 
regimen.

Find it online: Product > Product Information > Order of Application

Comparison Charts
Use these helpful charts to compare the different formulas of make up 
and skin care products and foundations. For example, if you are trying 
to choose the perfect foundation shade or formula or the right cleanser 
for a specific skin type, these charts can help.

Find it online: Product > Colour > Shade & Formula Comparison Charts

PRODUCT CENTRAL
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Product Education

THE BEST-SELLERS LIST
It’s a must-read! 
Every year we publish the top-selling Mary Kay® 
products your customers love to buy so you 
can decide which products to showcase. 
These best-selling go-to faves are featured 
online for your customers to see.

“Mary Kay® best-sellers are best-sellers for a reason, 
and that’s because they work! They meet the needs  
of the majority of women. I have learned to follow  
any guidelines that Mary Kay Ash would approve of.  
And I know that she would tell us to first find the 
need of the customer, and then you can find one or 
more of these top performers to fit that need. It also 
pays to see how the products work yourself to help 
sell them, because you can use personal testimony 
as to how and why it works. And it’s great to demo a 
product that has instant results. Take the Mary Kay® 
Oil-Free Eye Makeup Remover, for example. I demo 
this by taking an eyeliner and drawing a mark across 
my hand as well as my customer’s hand. I put the eye 
makeup remover on a cotton pad, lay it on for five 
seconds and then gently wipe it off. It’s a product that 
works right in front of their eyes. So they see it and 
believe it! When new Independent Beauty Consultants 
turn to me to help with their first product order, I always 
lead them in the direction of the best-sellers because 
these are the products everybody wants. So if you 
want to be a best-seller, I suggest you start by offering 
Mary Kay’s best-sellers!”

Ann Ferrell Smith
Independent Future Executive  

Senior Sales Director 
Bowling Green, KY

MARY KAY® OIL-FREE EYE 
MAKEUP REMOVER 

MARY KAY® FOUNDATION 
PRIMER SUNSCREEN SPF 15 

CLEARPROOF® CHARCOAL MASK

ULTIMATE MASCARATM  
IN BLACK

MARY KAY® CC CREAM COMPLEXION 
CORRECTOR CREAM

LASH INTENSITY®  
MASCARA IN BLACK

startsomethingbeautiful™
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When beauty editors talk, women listen.

BEAUTY EDITORS’ PICKS
So when Mary Kay products are featured in national magazines and on beauty blogs that 
means great publicity for you! And it’s definitely something you want to take advantage of,  
so share the buzz.

Products and shades may not be as shown and are subject to change without notice.

MARY KAY® PERFECTING 
CONCEALER™ 
as seen on Makeup Your Mind

“At long last, I can finally wear 
under-eye concealer without 
having to worry about it. I’d long 
since given up thinking I could 
wear under-eye concealer just 
because no other brand has 
ever worked for me… 
I absolutely love them!”

CLEAR PROOF® DEEP-CLEANSING 
CHARCOAL MASK 

“My pores appear smaller. I am getting less 
makeup melt-down and breakouts, and 
overall my skin is much softer and more 
even… My skin is definitely in love with 

this mask. I can see why it is all over social 
media!” – Mandi Dawson, The Beauty Edition

MARY KAY® GEL SEMI-
MATTE LIPSTICK 
as seen on Hey Kerri Blog

“It’s like Mary Kay took 
everything I hated about 
matte lipsticks and came 
up with the perfect formula 
for myself. The gel aspects 
allow the lipstick to glide 
smoothly over your lips 
without settling into fine 
lines. Each shade has 
amazing colour payoff with 
only one or two swipes.”

Help boost your  
sales by sharing  
these editors’ faves!

Show new and potential 
customers these compelling 
beauty editorial mentions 
that substantiate the 
Company’s credibility and 
our status as an industry 
leader. You may even want 
to display these mentions  
at parties and carry them 
with you to show at a 
moment’s notice. You never 
know who will buy from  
you based on a positive 
editorial review!

Find all  
beauty editors’  

picks and  
best-sellers on  
marykay.ca.

TIMEWISE REPAIR® LIFTING  
BIO-CELLULOSE MASK 

“I probably could have written a gigantic article 
about how amazing these sheet masks are, 
but I need to keep it short and sweet so you 
can hurry up and buy a pack of these! My skin 
looks lifted, plump and my overall complexion 
appears brighter. I’ll definitely be picking up a 
pack for every lady in my family!” – Janelle P., 
Janelle Pepin Beauty 
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SHERYL ADKINS-GREEN
Mary Kay Chief Marketing Officer

Wherever I go, I meet women who tell me they 
love Mary Kay and describe their connection 
to the brand – she’s looking younger than 
ever because of TimeWise®, her aunt drove a 
pink Cadillac®, or she was able to achieve her 
dream because of her own Mary Kay career, 
for example. Hearing these stories is one  
of the perks of my job! 

When I’m asked why Mary Kay is so well-loved,  
I respond it’s because Mary Kay is such a personal  
brand to women. That’s something those other 
impersonal brands can’t match. Mary Kay Ash knew 
what she was doing when she authored her business 
plan more than 55 years ago. From the beginning, 
women were personally introduced to Mary Kay 
through our Independent Beauty Consultants, had a 
personal beauty experience and received the very best 
in personal customer service. That’s why women fall in 
love with the brand in a very authentic, meaningful and, 
well, personal way. 

I like to summarize the Mary Kay brand in three words: 
beauty, confidence and connection. We have an 
award-winning portfolio of fantastic beauty products. 
We believe looking and feeling your best builds the 
confidence to thrive. And we believe in the value of 
interpersonal and community connections. 

As an Independent Beauty Consultant, you share 
beauty, confidence and connections with your 
customers every day. You make the Mary Kay brand 
irresistible by sharing your passion for the Mary Kay  
mission of enriching women’s lives®, your love for  

Mary Kay® products and community, and your spirit  
of giving back through community impact. In fact,  
Mary Kay’s unique competitive advantage in the beauty 
industry is better than any multimillion-dollar ad campaign 
or celebrity spokesperson – that advantage is YOU!

You should know that every person at Mary Kay Inc. is 
dedicated to helping your business flourish by developing 
exciting new products, creating high-impact content, and 
building sales-enhancing tools and world-class product 
education materials. As Mary Kay always said, “You’re in 
business for yourself but not by yourself.”

BUILDING 
A BRAND 
WOMEN 
LOVE

Cadillac® is a registered trademark of General Motors LLC.

startsomethingbeautiful™
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9
 Beauty That 

Counts®

 Mary Kay Ash founded her 
Company on the Golden 
Rule and emphasized the 
importance of giving back 
to others. That’s why every 
day, Mary Kay is changing 
the lives of women and 
children around the world.

HERE ARE THE TOP 10 REASONS WHY MILLIONS OF  
WOMEN AROUND THE WORLD SAY, “I LOVE MY MARY KAY!”

6

   
Mary Kay Ash is an iconic Founder 
and her values are still integral to 
the way we do business. These 
defining qualities: inspiring women, 
caring and connecting, and Golden 
Rule customer service. Now that’s 
business with a woman’s touch!

1An Authentic 
Success Story 5

A Try-Before-You- 
Buy Philosophy
In today’s hectic and 
impersonal world, women 
value a personal beauty 
experience with someone 
they can trust, and the party 
atmosphere makes it fun to 
try before you buy.

10
 Mary Kay has always 

been, and will always be, 
about person-to-person 
connections. But sometimes, 
face-to-face might need to 
be FaceTime® to FaceTime®. 
Mary Kay invests millions 
of dollars in the latest 
eCommerce, video and 
mobile technology. For 
example, Mary Kay was one 
of the first beauty companies 
to launch a virtual makeover 
app, which continues to win 
industry awards. We aim 
to ensure that the brand 
is accessible anytime and 
anywhere because women 
run their lives from the palms 
of their hands, 24/7.

High-Touch 
Combined  
With High-Tech

3  
From on-trend products and 
collections to more sophisticated 
products and targeted skin care 
solutions, Mary Kay has the right 
products at the right price, for every 
woman and every walk of life.

Award-Winning  
Products That Deliver

 Determined to change women’s 
lives, Mary Kay Ash designed 
a flexible career opportunity 
allowing women to put faith first, 
family second and career third.

The Premier Career 
Opportunity2

4 
Mary Kay Independent Beauty 
Consultants provide 
the very best in 
personalized 
customer service.  
The connections the 
Beauty Consultants  
have with their 
customers often go 
beyond the business transaction  
with friendships that last a lifetime.

Unparalleled 
Customer Service

Global Beauty and  
Fashion Experts
Mary Kay regularly partners with 
experts in the fields of fashion and 
beauty to ensure that Mary Kay is 
always on-trend. Examples include 
Celebrity Makeup Artist and  
Mary Kay Global Beauty Ambassador  
Luis Casco, major fashion trend 
houses and up-and-coming fashion 
designers from around the world.

7

The Mary Kay®  

Satisfaction 
Guarantee
The Mary Kay® 
Satisfaction Guarantee 
means your customers 
know we stand behind 
the products you sell.

8

FaceTime® is a registered trademark of Apple Inc.

A Brand With Buzz 
Before “social media” became  
a buzzword, Mary Kay had  
already harnessed the power  
of word-of-mouth advertising 
through the independent sales 
force and loyal customers. 
Today, social media helps 
drive our brand-building 
efforts, and the Company 
provides content and digital 
tools to help you engage your 
own social networks. 
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TODAY IS YOUR DAY
TO LEARN ABOUT 
PRODUCTS.

Make it happen!

You’ve just read all about our amazing Mary Kay® products.  
Now it’s time to do the work. Consider using the checklist below  

to check each box as you accomplish each task.  
And make today your day to learn something new.

Learn more about the science behind our 
products on Mary Kay InTouch®.

Familiarize yourself with the benefits of 
the four skin care lines Mary Kay offers.

Go to marykay.ca to see the complete lineup 
of best-sellers and beauty editor picks.  
To keep current, check back every month to see 
the most recent picks from beauty editors. 
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SOMETIMES  
ALL A GIRL  

TO HOLD HER

REALLY NEEDS IS

S00me00 ne



SHARE THE  
OPPORTUNITY.



Women
helping women.
That is the foundation  
of every Mary Kay business. 
As an Independent Beauty Consultant, you are 
continuing a rich legacy that is over 55 years 
in the making. From offering products that 
help women look and feel beautiful to sharing 
a business opportunity that helps women fulfil 
their own definitions of success, you can enrich 
the life of every woman you meet.



‘
‘
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Mary Kay Ash often said, “People don’t care how 
much you know, until they know how much you care.” 
That’s because she understood that everything starts 
with a relationship. When you’re first introduced to a 
woman, she’s a customer, she’s a party guest or she’s 
a hostess. You learn about her wants and needs. If 
you meet her at a party, you also can learn about her 
friends. And as you service her as your customer, you 
develop a relationship that allows you to learn about 
her life. Team-building is a layering process. As you 
build a relationship, you can determine if the Mary Kay 
opportunity is something that would add value to  
her life.

First and foremost, this is a business. And it’s 
important to understand that not everyone is ready 
to have a business. If you ask someone about the 
opportunity and they say no, then embrace the 
no – not as a rejection, but as a “next.” After all, 
if everyone who buys products becomes a team 
member, then you’d have no customers left! That’s 
why you never want to be pushy about sharing 
the opportunity. You always want to protect the 
relationships you’ve developed.

So how do you know when the time is right to 
ask? A potential new team member is someone who 
really connects with the passion and excitement you 
have for your business and the possibilities it offers. 
You want her to identify with you, be inspired by you 
and see how her life can change because of the 
Mary Kay opportunity. When you can make that kind 
of connection, you’ll find that team-building comes 
more easily. 

A great way to develop this connection is by 
sharing your I-story. It personalizes the opportunity 
by relating what it’s done for you. Why did you 
choose Mary Kay? What has your business meant 
to you? Your sheer excitement alone can show 
your potential new team member how great the 
opportunity is. This approach can be very powerful 
because you’re sharing your real-life experiences with 
her. It helps you bond and build a relationship with 
her. And that’s the key to growing your business.

BUILDING  
RELATIONSHIPS

Mary Kay Ash  
often said, 

People don’t  

care how much  

you know,  

until they know  

how much  

you care. 

Share the Opportunity startsomethingbeautiful™
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The Four-Point 
Recruiting Plan
In a time when so many women are looking 
to earn extra money and to be a part of 
something special, now is a better time than 
ever to share the Mary Kay opportunity. 
Developed by Mary Kay Ash herself, the 
four-point recruiting plan is a great tool to 
use at each appointment. 

1  Ask your hostess to suggest guests 
who might enjoy doing what you do.

2  Tell your heartfelt, enthusiastic I-story.

3  Share the Mary Kay opportunity with 
at least one guest as well as with 
your hostess at the end of your party. 
Consider giving them a Team Building 
brochure to provide information and 
help get the conversation started. 
You’ll find it on Section 2 of online 
ordering. Then you can follow up and 
meet with them later if they want to 
learn more!

4  Offer your hostess a special gift 
for every person she suggests who 
becomes a new team member.

Build Your Team Using the Four P’s.
It’s important to realize that there are many women 
out there who do not know that having their own 
Mary Kay business can help them achieve their 
dreams – more flexibility with their schedule, being 
their own boss, open-ended income potential, extra 
money to help with life’s extras. Understanding what 
is important to your potential team members is key 
to having effective team-building conversations 
with them. Find out what their dreams are first, then 
share the Mary Kay opportunity with them in 
a way that allows them to see how it can help 
bring those dreams into reality. These team-
building conversations can be so easy when you 
use the Four P’s – Picture, Purpose, Passion and 
Possibilities. When you ask these four questions 
during your conversation, it can help you connect 
to potential team members in a way that’s more 
relevant to them:

Picture 
Would you mind telling me a little about 
yourself? 

Purpose 
What brings you joy? 

Passion 
Tell me about a time when you were proud of 
yourself? What was it about the experience 
that you loved the most?  

Possibilities  
Let’s dream for a minute. If time and money 
were not an issue, what dream would you like 
to be living a year from now? 

Creating a connection between the Mary Kay 
opportunity and a potential new team member’s 
dreams can make all the difference between a “yes” 
and a “no.” And mastering the Four P’s questions is 
a great way to start!

More tools you can use
The Company offers many tools you can use to not only learn more about team-building, but also to help you share the 
opportunity with your customers. You’ll find every team-building tool you could possibly need, including a great team-building 
flier, on Mary Kay InTouch® > Education > For Consultants > Team Building. 



‘
‘

90       

You love Mary Kay, so why not share why 
you “Love What You Do” with others?! 
And how fun would it be to do your  
Mary Kay journey with a friend? You 
CAN team build, and now is the best 
time to build your squad. The Mary Kay 
opportunity offers fun and flexibility, 
unlimited income potential and superior 
products – and it’s a value-based company 
with purpose and staying power.

Movin’ on Up  
When you build your team, you can earn rewards 
and monetary bonuses, plus a commission based on 
your team members’ product sales. You can move 
up the career path to Senior Consultant, Star Team 
Builder and beyond! Be sure to check out the rich 
rewards offered through the Great Start® Program 
and the Advance Brochure to review the career path 
levels, commission amounts, and potential bonuses 
and rewards available as you move up.

The Rewarding Benefits  
Share why you love what you do as a Mary Kay 
Independent Beauty Consultant, as well as the 
key facts, rewards and benefits that come with the 
opportunity. Refer to the next page for key points to 
share with potential team members, and consider 
using the Love What You Do team-building flier 
during those conversations.

SHARE  
THE FUN!

Mary Kay Ash  
often said, 

We are not  

just selling  

cosmetics,  

we are  

touching lives. 

Share the Opportunity startsomethingbeautiful™



Fun You Can Believe In
With our company values, superior products, money-
earning potential and a Starter Kit that makes her 
success easily achievable, the Mary Kay opportunity is 
easy to discuss with your potential team members!

Love What You Do,  
Love Mary Kay
• Freedom and flexibility – side gig or full-time  
 business.
• Fun and friendships – a worldwide sisterhood  
 of women helping women, sharing the fun.
• Start your Mary Kay business today.

Money & Rewards
• You can earn up to 50% on everything you sell  
 at retail.
• If you build a team, you can earn product  
 rewards and monetary bonuses, plus a  
 commission based on your team members’  
 product sales.
• The opportunity to earn the use of a Mary Kay  
 Career Car, one of the best-in-class car  
 incentive programs in the world.

Products Women Love
• More than 300 beauty products – innovative  
 skin care, on-trend colour cosmetics, body care  
 and fragrances.
• Hundreds of thousands product tests each year  
 for quality, safety and performance.

MARY KAY
• 55 years of Enriching Women’s Lives®.
• Values-based Company with purpose and  
 staying power.
• Proven business opportunity that helps women  
 discover extra income, empowered choices  
 and true beauty from the inside out.
• In nearly 40 countries worldwide.
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IDENTIFYING 
AND TALKING 
WITH 
POTENTIAL  
TEAM 
MEMBERS
Mary Kay Ash’s personal philosophy was to “hand- 
pick” her team members at skin care classes. She 
believed that women who were already familiar with 
Mary Kay® products as satisfied users are more likely 
to have a thriving Mary Kay business. Talking with a 
woman about the Mary Kay opportunity will help you 
identify if it’s best to keep her as your loyal customer 
or whether the Mary Kay opportunity is right for her 
based upon her personal goals. 

The fact is, no one could know what to say better 
than you! After all, not too long ago you were on the 
other side of this conversation. Think back to what 
your Senior Independent Beauty Consultant said 
to you. Odds are, she learned about your life and 
found a way that a Mary Kay business could fulfill 
something you were looking for. That’s the key. Once 
you identify a potential team member, simply let 
her know what’s in it for her!

Team-building appointments can happen 
anytime and at any place, during or after a selling 
appointment or at a scheduled time. There’s no 
set way to conduct a team-building appointment; 
however, there are several suggested elements  
that have worked for other Independent  
Beauty Consultants.

Closing the Appointment
You know how to start the appointment, but how do 
you finish? You could end your appointment by saying 
something like this:

Consider this conversation setup:
1.  Give her a sincere compliment like,

“I love your enthusiasm! You’re just the  
kind of person who makes a great Mary Kay 
Independent Beauty Consultant.” 

2.   Ask if she has a few minutes to hear more about the 
Mary Kay opportunity. 

3.  If she wants more information, give her the Team 
Building brochure or direct her to the “Sell Mary Kay” 
tab on your Mary Kay® Personal Web Site to take the 
Discover Your Strengths quiz and learn more about  
the opportunity.

4.  Make a 30-minute appointment to follow up and get her 
opinion of the information you shared with her.

“(Potential team member’s name),  
what did you like best about everything  

that we have talked about? What other questions do you 
have? Then our next step is to read and complete the 

Independent Beauty Consultant Agreement. And finally, 
our last step is to decide how you want to take care of 

the cost of the Starter Kit.”

Share the Opportunity startsomethingbeautiful™

LEARN MORE!

 Log in to Link & LearnTM and select the “Foundational 

Selling Skills” Learning Plan to learn more about team-

building. Link & LearnTM is located under the Education 

tab on Mary Kay InTouch®.
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I’m not the sales type. 
“That’s OK. Many successful independent 
sales force members aren’t either. Do you 
believe that women want to take care of 
their skin with great products?” 

(If she answers “yes,” respond as follows.) 

“If I could teach you how to help them do  
that, rather than try to SELL them 
something, would you feel better about the 
Mary Kay opportunity?”

It’s just not the right time. 
“Would you be surprised if I told you I  
understand how you could feel that way,  
because I felt that way myself?” 

(Wait for her answer.)

“May I ask you what’s not right about  
this time?” 

(Wait for her answer, because that will be her real 
objection. She may say she doesn’t have time, etc., and 
then you can overcome with responses already provided.)

I don’t have any money. 

“If I could teach you how to earn your initial 
Starter Kit investment back, could you find 
someone to help you get started?”

(If you think she’s just saying she doesn’t have money as 
an excuse, then say something like,)

“If you had the $85, is this something you 
would like to do?” 

(The purpose of this is to determine whether she’s just 
using money as an excuse or whether it really is an issue, 
and whether she is truly interested in the opportunity.)

I don’t have time. 
“I totally understand. Would you be 
surprised to know that some Independent 
Beauty Consultants work as little as three 
to five hours per week on their Mary Kay 
businesses to add income for their families? 
If I could show you how to consistently 
work three to five hours per week to add 
income to your financial situation, could 
you find three to five hours?”

No matter how brilliantly you prepare for team-building appointments, you may not be 
fully prepared without knowing how to overcome objections. 

SUGGESTIONS FOR OVERCOMING TEAM-
BUILDING OBJECTIONS AND HELPFUL RESPONSES

T E A M - B U I L D I N G  O B J E C T I O N S

 IN PERSON OR ON THE PHONE 

T E A M - B U I L D I N G  O B J E C T I O N S

 IN PERSON OR ON THE PHONE 

T E A M - B U I L D I N G  O B J E C T I O N S

WITH A CUSTOMER OR OUT AND ABOUT 

T E A M - B U I L D I N G  O B J E C T I O N S

OUT AND ABOUT  
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TEAM-BUILDING TIPS 
FROM THE TOP

Valérie Jetté
Independent Executive Senior Sales Director

Mascouche, QC

Learn their “Why”.  
If a guest at my party decides to join my team, I schedule an 
individual appointment within the next couple of days. This way I can 
spend quality one on one time with her and share my passion for this 
business. If she decides to join right there on the spot – great! It’s 
important to personalize each team-building appointment – I want 
to know their why. I take time to explain how having a Mary Kay 
business can change their life if they treat it like a business or how it 
can supplement their income if they simply want to work part-time. 
That’s what makes this business so great – you control your destiny!

Share the Opportunity startsomethingbeautiful™

TEAM-BUILDING TIPS 
FROM THE TOP

Susan McCoy
Independent Future Executive Senior Sales Director 

Kansas City, MO

“No” doesn’t mean “never.”
“I think it’s important to understand that when people say 
‘no,’ it’s normal! You’re going to hear a lot of ‘nos’ to get to 
those ‘yesses.’ ‘No’ doesn’t mean ‘never,’ it can mean ‘not 
right now’ or ‘I need more information.’ When you’re looking 
for a potential team member, ask yourself, ‘Does she use the 
product? Has she heard the marketing plan? Has she attended 
a function or unit meeting? Has she been a hostess?’ A 
potential team member might need to be a hostess to see how 
much money she could make at a party. To see how much fun 
it can be. A hostess could be your best prospect for team-
building because her party is like a training session for her. 
She sees what you do from start to finish. She’s ahead of the 
learning curve because she has experienced it through you.”
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Tracey Chavez
Independent Senior Sales Director 

Tucson, AZ

Team-building is one of the best ways to enrich a woman’s 
life. Check out these fantastic team-building tips from some 
of our top independent sales force members. 

Don’t prejudge or  
assume anything.
“When I was a new Independent Beauty Consultant, I started team-
building right away ... by accident!  I asked my best friend to become 
an Independent Beauty Consultant too, because I thought it would 
be more fun to start my Mary Kay business with someone else who 
didn’t know what they were doing! You know, confidence in numbers. 
That one act set me up to be a team-builder from the very beginning. 
Here’s what I learned: Don’t prejudge or assume what someone 
will say or do with the opportunity. There was one woman, and I 
remember thinking, ‘She is so shy, she doesn’t have what it takes 
to be successful.’ That woman turned out to be now Independent 
National Sales Director Tammy Vavala, and I almost took that life 
away from her by not offering the opportunity! I also think it’s 
great to get familiar with other people’s success stories. Go to  
Mary Kay InTouch® and click on “Meet your NSDs” in the footer and 
read the Independent National Sales Director stories. By reading 
those stories beforehand, I was able to find something that related 
to the person I was sharing the opportunity with. Be a student of 
other people’s stories so you always have one that could match the 
audience you’re talking to.”

Party with a purpose.
Use your enthusiasm to spark theirs! Nearly every woman 
loves quality beauty products. So when it comes to sharing 
the opportunity with other women, you can quickly connect 
by talking about the Mary Kay® products you’ve fallen in love 
with. As you plan to start building your team, you’ll want to 
consider what excites you the most about your own journey. 
Is it the products? The fun team building opportunities? The 
beautiful rewards? When you are clear on why you love your 
Mary Kay business, it’s easier to share your passion with 
those around you. They’ll sense your enthusiasm and want to 
know how they can get on board!

Keita Powell
Independent Executive Senior Sales Director  

Bowie, MD



TAKE YOURSELF FOR A RIDE!

Find it online: Recognition > Career Car Program

Share the Opportunity startsomethingbeautiful™
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TAKE YOURSELF FOR A RIDE!

In 1968, Mary Kay went car 
shopping to buy her very first 
Cadillac. When the salesman asked 
her what colour she wanted, she 
pulled her Mary Kay® lip and eye 
palette out of her purse and told him 
she wanted it to be that colour.  
Mary Kay didn’t realize it then, but 
she started something big. She’d 
created the prototype for the now 
iconic Mary Kay pink Cadillac.

Since then, the Mary Kay Career Car 
program has evolved into one of the 
largest incentive car programs in the 
world. And you can be a part of it! 
Are you driven to succeed? Then shift 

your goals into high gear and take your 
dreams for a ride in one of these exciting 
Mary Kay Career Cars. 

Here’s how the story goes … 

In 1969, the average retail price of a pink 
Cadillac® was approximately $5,900.  
Today, it’s approximately $48,500! 



A Grand Choice

DIRECTOR GRAND ACHIEVER REWARD OPTION 
Earn the use of a Toyota Corolla Sedan or Cash Compensation of up to $500 per month as a Grand Achiever qualifier.  

Any and all information in this article including, but not limited to, vehicle models, vehicle equipment, colours and options, and Cash Compensation amount are subject to change without prior notice.

The vast majority of the Independent Sales Force Members primary source of profit is selling product.  In addition, all Mary Kay Independent Beauty Consultants can earn income from commissions, dovetailing and 
awards.  To be eligible for commissions, Independent Beauty Consultants must be active themselves and have at least one active recruit during the relevant period.  Members of the Independent Sales Force are 
considered active in a particular month (and for the two months after) when they place at least $450 retail orders ($225 in discounted wholesale orders) for cosmetics intended for resale during the month.

In 2018, there were over 29,500 members of the independent sales force of Mary Kay Cosmetics Ltd. in Canada.  Of the 3,701 who were in the independent sales force for at least one year and who earned 
commissions, 47.1% earned commissions in excess of $100.  Of the 447 of those who were Mary Kay Independent Sales Directors, the top 50% earned commissions during the year of $20,378 to in excess of 
$100,000.  Of the 16 of those who were Mary Kay Independent National Sales Directors, 56.3% earned commissions during the year in excess of $100,000. 

THE PINK CADILLAC REWARD OPTION
Earn the use of a Cadillac XT5 or Cash Compensation of up to $1,200 per month as a Cadillac qualifier.

The Dream Machine

Earn the use of a Chevrolet Equinox or Cash 

Compensation of up to $700 per month as a 

Premier Club qualifier. 

Premier Club Reward Option

Driven to succeed 

I’ve earned the use of 11 Mary Kay Career Cars (7 of them being 

the prestigious Pink Cadillac) and it’s been a huge benefit to my 

family! The money that would have gone to a car payment each 

month was put toward education savings for my two children, as 

well as family vacations each year. My children will now graduate 

high school with enough money saved to attend university for 

four years – debt free. The pride one feels representing this 

amazing company as a car driver is unmatched and provides 

even more credibility to the incredible opportunity. 

The Career Car will not only 

benefit you and your family, 

but your community and 

sister Independent Beauty 

Consultants as well. Oh, 

and the best part of all? 

Being able to say, “Why 

yes, I certainly do drive a 

pink Cadillac!” 

BEAUTY CONSULTANT GRAND ACHIEVER REWARD OPTION  
Earn Cash Compensation of up to $500 per month as an Independent Beauty Consultant Grand Achiever.
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Tamara Swatske
Independent Senior Sales Director 

Maple Ridge, BC
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MARY KAY EVENTS

During the course of every 

year, Mary Kay holds 

different special events 

to educate, motivate and 

recognize the achievements 

of the independent sales 

force. The grandest of these 

is the culmination of the  

Mary Kay year, our annual 

Seminar.

What is Seminar!
It’s the place where your dreams are given the power to move forward. 

It’s three days filled with education, motivation, inspiration and the kind of recognition 
that fills your heart and fuels your future. And one of the most priceless things 
about Seminar is the sisterhood. It’s like a big-girl slumber party that gives you the 
opportunity to bond with your Mary Kay sisters, to cheer each other on and to learn 
from each other. It’s the highlight of the Mary Kay year, every single year.
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WORDS TO LIVE BY
Known for both her heartfelt words of wisdom and  
inspiration as well as her humorous quips, no one said it  
quite like Mary Kay Ash.

Look for the 

silver lining of 

success –  

it’s close by 

every failure.

A determined person 
cannot be kept from 

success. Place  
stumbling blocks  

in her way, and she will 
take them for stepping 
stones and will climb  

to new heights.

Hitch your  

wagon  

to a star.

There are three types 
of people in this 

world: those who 
make things happen, 

those who watch 
things happen and 
those who wonder 
what happened.

A good goal is  

like a strenuous  

exercise — it  

makes you  

stretch.

A house is indeed 
only as strong as 
the foundation on 
which it was built. 

And the  
foundation of  
Mary Kay is  

the Golden Rule.

Behind every 

achievement, 

large or small, 

lies a plan.

I have always  
maintained that in  

a confrontation 
between two people, 
a sale is going to be 

made. You either  
sell them — or they 

sell you!

Before you ever  

receive the  

wonderful  

treasures of a  

happy life,  

you must first  

give.

Dare to  

grow into your 

dreams.

We are doing 

something far 

more important 

than just selling 

cosmetics.

We are  
changing lives.

If you have an idea  
and you keep 

yours, and I have 
an idea and I keep 

mine, we each have 
one. BUT — if you 
give me yours and  

I give you mine,  
we each have two!

 Nothing  

happens until  

somebody sells  

something.

If you can 

dream it, 

 you can  

do it.

You can do  
anything in this world 
that you want to do if 

you want to do it  
badly enough and 

you are willing to pay 
the price.

If you  

think you can,  

you can.  

If you think you 

can’t,  

you’re right.
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MARY KAY BY THE NUMBERS

1963
Mary Kay Ash founded the 
Company in Dallas, Texas.

100%
level of confidence in Mary Kay® 
products, thanks to high standards 
of safety, quality and performance 
and the Mary Kay® Satisfaction 
Guarantee

Nearly 40
countries where Mary Kay® 
products are sold

Multibillion-dollar
company

1 Million
trees planted around the world 
as part of the Mary Kay 
commitment to sustainability 
and Pink Doing Green® 
intiatives

Over  
160,000
independent sales force 
members worldwide who have 
earned the use of a Mary Kay 
Career Car

More than 1,400
patents Mary Kay Inc. holds for  
products, technologies and  
packaging designs

Hundreds of  
Thousands
of tests Mary Kay conducts each 
year to ensure every individual 
ingredient and finished product 
meets the highest standards of 
quality, safety and performance

200+
products in the Mary Kay® line 
consisting of premium skin 
care, colour cosmetics, body 
care, sun protection  
and fragrances

 Millions
  of Mary Kay Independent  

Beauty Consultants worldwide
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It began over 55 years ago when Mary Kay founded her 
Company based on the principle of the Golden Rule: 
treating others as you would like to be treated. 

Within this philosophy, she emphasized the importance 
of giving back. And it wasn’t just talk. It’s something 
she lived in her daily life. From teaching Sunday school 
at her church to collecting green stamps for charity 
to ultimately creating a foundation in an effort to help 
women, Mary Kay Ash lived as we all aspire — from 
the heart.

Today, through the Mary Kay Corporate Social 
Responsibility efforts called Pink Changing Lives®, 
we’re helping women and children in every corner  
of the globe. By joining forces to be leaders of change, 
the Mary Kay independent sales force members  
and corporate employees are proudly carrying on  
Mary Kay’s rich legacy of giving back.

THE HEART OF MARY KAY
Making a difference has always been at the heart of this Company. 

Launched in 2001, as a way for the independent sales force to continue giving in Mary Kay Ash’s 
name, the Mary Kay Ash Charitable Foundation is a non-profit organization that honours  
Mary Kay by supporting two causes that were closest to her heart.

Through the support of Mary Kay Cosmetics Ltd., its independent sales force and generous 
donors, The Foundation has awarded more than $1.3 million to shelters and programs 
addressing domestic violence and almost $1 million to help women going through cancer 
treatment throughout Canada. From every dollar raised, 96 cents goes to these two important 
causes. This is almost unprecedented in the charitable world.
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Transforming Women’s and Children’s  
Lives for the Better
The Mary Kay global cause-related marketing 
program Pink Changing Lives® is making the 
world more beautiful – inside and out. Millions of 
dollars have been donated to organizations around 
the world from the sale of Pink Changing Lives® 
products. And while we paint our world pink, we are 
making a difference. Mary Kay is helping to bring 
an end to domestic violence and cancers affecting 
women, inspiring future generations through 
education and empowering women through the 
spirit of entrepreneurship.

Inspiring the Next Generation of Women
Mary Kay honours women by giving back in the 
communities where we live and work. Around the 
world, independent sales force members, their 
customers, corporate employees and friends give back 
to organizations helping women and children. Through 
scholarship programs and partnerships with leadership 
development organizations, Mary Kay is helping to shape 
and inspire the next generation of leaders and is helping 
communities thrive.

Empowering Women to Realize 
Their Highest Potential 
Mary Kay Ash founded her Company with 
her life savings and a dream to enrich the 
lives of women. Her success has served 
as a source of inspiration to empower 
women entrepreneurs around the world 
to find their dreams — redefining what 
once seemed impossible. 

Preserving Our Precious and  
Limited Resources
Knowing our actions today will 
affect the quality of life for future 
generations, Mary Kay continually 
seeks opportunities to improve our 
environmental performance and 
strives to find ways to be even more 
sustainable and green. Mary Kay 

recycles everything from traditional 
recyclables to alcohol-containing 
waste materials while employing 
responsible transportation and energy 
consumption practices. Mary Kay has 
also partnered in reforestation efforts 
in the U.S. and has committed to 
planting 1 million trees worldwide.

SM

PINK
CHANGING
LIVES
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SHE’S GOT THAT 
GO-GIVE SPIRIT.
Mary Kay Ash built her Company on the Go-Give spirit, believing that 
all you send into the lives of others will come back into your own.

As a single mom raising four kids (all involved in sports) and with a 
full time job to juggle, Independent Future Executive Senior Sales 
Director Lucie Beauregard – and Seminar 2018 Annual Go-Give® 
Award recipient – says there wasn’t a lot of time for “self-care”. 

“I suffered a burnout, and a second one was imminent. I needed 
to build my self-esteem. It seemed that there was only work and 
chauffeuring my children around,” she admits.

In need of a little extra money to make ends meet, Lucie initially started 
her Mary Kay business to save on the products for herself and her 
two daughters, while also setting the goal of making $100 extra  
a week.

Lucia attended her first Seminar and says, “It was magical, seeing 
all those women receiving rings and diamonds, car keys….Wow. 
That’s when I decided that I would be there the following year, as a 
Sales Director and having earned the use of a career car”.

Lucie is happy her hard work has paid off, resulting in a successful 
business, as well as a lifestyle that has enabled her to live life on 
her own terms, surrounded by an incredible support system of like-
minded entrepreneurs. 

“Today, I appreciate the flexible schedule above all. I built a great 
team, beautiful Sales Directors, while being at home. I appreciate 
my quality of life. I am at peace with myself!”

Sharing is Caring 
Along with her many accomplishments, it’s the go-give spirit that 
permeates everything Lucie does – whether it’s travelling with 
her sister Sales Directors to conferences, teaching at Seminar, or 
congratulating others on their inspiring success.  

“I love what I do. I am passionate and I love to share. I listen to the 
needs of others and if I can help while doing my work, distance 
does not matter,” she says, adding her definition of the go-give 
spirit is to: “Appreciate every woman for who she is and to inspire 
her to stretch herself so she can attain her moment of satisfaction. 
To see someone succeed gives me the same satisfaction as if I 
were succeeding myself! Seize everything that allows you to share; 
it’s a winning choice, every time.”

The Heart of Mary Kay startsomethingbeautiful™



BEAUTY COAT
Think of it as the little black 
dress for your business! Perfect 
to wear for skin care parties and 
individual appointments, this 
professional, designer-inspired 
jacket is available to everyone 
through Section 2 on Mary Kay 
InTouch®.

CAREER APPAREL

She made sure that every Independent Beauty Consultant understood the need to 
maintain the “Mary Kay image” at all times. That’s why, as women moved up the 
Mary Kay career path, she had fashion-forward career apparel designed to match 
their level of success. Take a look at the “Who’s Who” of Mary Kay career apparel. 
And make sure you always put your best foot forward!

The Red Jacket

Mary Kay Ash held the firm belief that when you walked out the 
door of your home, you should always put your best foot forward. 

Independent  
Sales Director Suit

Images may not be as shown and are subject to change without notice.

Find it online: Recognition > Career Apparel 
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TODAY IS YOUR DAY
TO LEARN ABOUT  
TEAM-BUILDING.

Make it happen!

You’ve just read all about sharing the Mary Kay opportunity. Now it’s time 
to do the work. Consider using the checklist below to check each box as you 
accomplish each task. And make today your day to share something new.

Practice reading different team-building 
scripts until the words become your own.

Consider asking your Independent Sales 
Director or Team Leader if you can shadow her as 
she conducts a team-building appointment.

Discover the many benefits of team-building, 
like moving up the career path, earning the use of 
a Career Car and achieving the Star Consultant 
program – to determine if this is a path you want 
to take. 

Check the Events tab on Mary Kay InTouch® for 
the dates of the next Mary Kay event. Then, mark it 
on your calendar!

Attend your weekly unit meeting. 



THEBest
TO COME.
IS YET
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I’M
NEW!

CADILLAC
UNIT

Mary Kay Resources

ACsB
There are many words and phrases that are unique to the  
Mary Kay vernacular. Some are part of the culture, some are 
product-related and some are business terms. But they are all 
worth knowing. Here’s a rundown to help keep you letter perfect!

THE ABCs OF MARY KAY

A

Active Status
An Independent Beauty Consultant is considered 
“active” in the month a minimum total of $450 
in retail Section 1 orders (discounted $225 in 
wholesale Section 1 orders) are received by the 
Company and in the following two calendar 
months.

Adoptee Program
As part of Mary Kay’s “no territories” program,  
an Independent Beauty Consultant who lives 
away from her Independent Sales Director  
can be “adopted” and welcomed into another 
unit, allowing her to be mentored without  
financial consideration.

applause
new! Mary Kay® Essential 
Brush Collection

BEST-IN-CLASS 
BRISTLES.

new! Satin Body® 

Collection

SILKY SMOOTH 
FOR SPRING.

SPRING 2018

Applause® Magazine
A free quarterly magazine sent to Mary Kay 
Independent Beauty Consultants from the  
Company that keeps you up to date on all the  
latest news, including new products, contests, events 
and Company information.

B

Bling Buttons
At Mary Kay, we love recognizing the many successes 
of our independent sales force. And one of the ways we 
do that at our corporate events is with Bling Buttons. 
Each Bling Button is a super-special representation of 
an individual achievement. The Bling Buttons you earn 
are showcased on the sales force name badges worn at 
Seminar and Leadership Conference. The more you 
achieve, the more bling you have!

C 
Circle of Achievement

 Independent Sales Directors who represent  
units with between $300,000 and $550,000  
in estimated unit retail production for the  
Seminar year.

Circle of Excellence
 Independent Sales Directors who represent units with 
at least $600,000 in estimated unit retail production for 
the Seminar year. They can also earn a trip to an exotic 
location.

D

Debut
The ceremony during which a Mary Kay Independent 
Beauty Consultant takes the oath to become an 
Independent Sales Director or Independent National 
Sales Director.

Diamond Circle  
Independent National Sales Directors who have earned 
$200,000 to $299,999 in NSD commissions during the 
Seminar Year.

Direct Deposit
Direct deposit automatically places any payments the 
Company owes you directly into your bank account.

E

Earned Discount Privilege
When an Independent Beauty Consultant maintains 
activity status of A1, A2 or A3, she’ll qualify for the 
Earned Discount Privilege - a 50 percent discount on 
any Section 1 product orders she places, regardless of 
size. For example, if she places a minimum total of $450 
in Section 1 suggested retail orders on August 1, 2019, 
she will receive a 50 percent discount on that order and 
all subsequent orders she places during the remainder 
of August, all of September and all of October. And 

startsomethingbeautiful™
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s
using this same example, if she places another 
minimum  $450 Section 1 suggested retail order or 
orders accumulating to $450 Section 1 suggested 
retail or more in September, she’ll renew her Earned 
Discount Privilege and receive a 50 percent discount 
through the last day of November.

F

Five O’Clock Club
 A term Mary Kay Ash coined. She believed that getting 
up at 5 a.m. and getting an hour or two of focused 
work in before the rest of the family woke up was the 
best way to maximize your time and make your whole 
day more productive. Give it a shot, and join the club!

G

Gold Circle  
Independent National Sales Directors who have earned 
$125,000 to $199,999 in NSD commissions during the 
Seminar Year.

Golden Rule Customer Service 
The exceptional service Mary Kay Independent Beauty 
Consultants pride themselves on offering. It is based 
on the Golden Rule: Do unto others as you would have 
them do unto you!

I

Inner Circle
 Independent National Sales Directors who have earned 
$300,000 or more in NSD commissions during the 
Seminar year.

L

Leadership Conference
An annual Company event held in January for  
Mary Kay independent sales force leaders, including all 
Independent Sales Directors and Independent National 
Sales Directors.

Limited Edition
Products that are offered for a limited time only.  
In most cases there is a limited production,  
so when the supply runs out, the product is no  
longer available.

M

The Mary Kay National Area
When an Independent National Sales Director retires, 
and she does not have an active Senior National Sales 
Director, the independent sales force members in her 
area move into The Mary Kay National Area. This area 
is mentored by Mary Kay corporate staff members as 

well as select Independent National Sales Directors, 
and they are provided with education events and 
special recognition created just for them.

Miracles 
Happen
Mary Kay Ash’s 
autobiography was put 
in your Starter Kit for 
a reason. Read it – it’ll 
change your life!

O

Offspring Sales Director
When an Independent Sales Director has a unit 
member who becomes an Independent Sales Director, 
she is an “offspring” Independent Sales Director of 
that Independent Sales Director.

Open House
An event typically hosted during the holiday season 
by an Independent Beauty Consultant for her current 
customers and guests where products are displayed 
and sold.

P

Products for Purchase
All Section 1 items are retail products that you sell 
to customers and are commissionable. Section 2 
items are sales aids and tools that you can use to 
promote sales. However, they are not for retail sale 
to customers and, therefore, are not commissionable. 
Place your order electronically on Mary Kay InTouch®.

Q

Queen’s Court of Personal Sales
When you have $30,000 Personal Estimated Retail 
Production in the Seminar year, you become a 
member of this court, earning onstage recognition 
and a prize at Seminar.

Queen’s Court of Sharing
When you add 24 qualified new personal team members 
during the Seminar year, you are a member of this court, 
earning onstage recognition and a prize at Seminar.

R

Regular Line
The term used to describe a Mary Kay ® product that is 
available year-round and is consistently in production to 
be available for sale.

S

Seminar Year
The Mary Kay contest year which represents the period 
of time between July 1 of the year through June 30 of the 
following year.

Six Most Important Things List
Every day Mary Kay Ash wrote a list, in order of 
priority, of the six most important things she had to 
do the next day. Any tasks not completed were to be 
added to the following day’s list. She called it the “Six 
Most Important Things” list. Mary Kay was often heard 
touting the fact that writing a daily list of things to do 
was one of the smartest things she had ever learned. She 
believed that the beauty of lists is that they require you 
to write things down, because if you trust everything 
to memory, you may never get around to doing even a 
well-thought-out task. Mary Kay said, “I value my Six 
Most Important Things list so much that it has been 
passed on to every Mary Kay Independent Beauty 
Consultant.  Once you work it into your routine, you’ll 
wonder how you ever got along without it. Try it for 90 
days, and see for yourself!”
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Legal Resources

INDEPENDENT CONTRACTOR STATUS
As a Mary Kay Independent Beauty Consultant, you are an independent contractor 
and your own boss! As an independent contractor, you are not an employee of 
the Company. There are many advantages to your independent contractor status, 
including the freedom to choose your own hours and the business methods that 
work best for you. The Company retains no right of control over you except for the 
few items discussed in the Independent Beauty Consultant Agreement. You, in turn, 
have no power or authority to incur any debt, obligation or liability, or to make any 
representations or contracts on behalf of the Company.

TRUTHFULLY REPRESENTING THE  
MARY KAY OPPORTUNITY
Under your Independent Beauty Consultant Agreement, you agree to truthfully 
represent the Mary Kay opportunity to all prospective Independent Beauty 
Consultants. This requirement prohibits inappropriate behaviours such as 
providing inaccurate or exaggerated earnings claims, suggesting that a new 
Beauty Consultant is required to purchase inventory or implying that a new 
Beauty Consultant would become an employee of Mary Kay Cosmetics Ltd.

SELLING AND DISPLAYING OF PRODUCT  
IN RETAIL OUTLETS 
Selling or displaying product in retail outlets of any kind constitutes a violation 
of your Independent Beauty Consultant Agreement. Aside from the legal 
considerations, there are also a number of very important practical reasons why 
you’ll want to avoid selling through retail-type establishments, such as beauty 
shops, flea markets, dress shops, spas, etc. Your success with your customers 
depends upon a very personal relationship: the customer’s ability to try before 
buying; to receive proper individual instruction in product usage, both before 
and after the sale; and her ability to rely on the Satisfaction Guarantee which 
only you, as an authorized Mary Kay Independent Beauty Consultant, are able 
to offer. 

ADVERTISING GUIDELINES
Company-supplied literature, supplies and brochures that use Company names 
and trademarks may be used by you in your Mary Kay business. Find everything 
you need to get started on Mary Kay InTouch®. 
 
As a Mary Kay Independent Beauty Consultant, you agree to make truthful, 
accurate representations to your customers and potential team members 
concerning Mary Kay Cosmetics Ltd., the career path and Mary Kay® product. 
The Company, of course, carries full product liability insurance as protection 
against lawsuits claiming damage arising from any possible defects in the 
products themselves. However, exaggerated claims regarding earnings or 
potential product effectiveness, etc., are another matter, and, if untruthful and 
unsupportable, can involve you in a legal controversy with your customers or 
government regulatory agencies. 

PRODUCT REPURCHASE POLICY
While we hope you remain an Independent Beauty Consultant for years to 
come, we realize that some Beauty Consultants will decide to end their  
Mary Kay businesses and that they may have some products left when they do 
so. Beauty Consultants may choose to sell any remaining inventory they may 
have. Or, upon cancellation of their Agreements with the Company, they may 

return eligible products to Mary Kay which the Company will repurchase at 90 
percent of the Beauty Consultant’s original net cost. Eligible products subject to 
repurchase are original and unused Section 1 products, provided such items were 
purchased by the Beauty Consultant from the Company within one (1) year 
prior to their return.

To initiate a repurchase, an Independent Beauty Consultant may contact her 
Independent Sales Director for a Request for Repurchase form, access it on  
Mary Kay InTouch® or by contacting Sales Force Support at 1 (877) 411-6279. 
The Request for Repurchase form provides details on how to return products to 
the Company and how the repurchase amount will be calculated. It is important to 
note that products sent to the Company for repurchase cannot be returned to the 
Beauty Consultant and that a Beauty Consultant who returns merchandise to the 
Company for repurchase is no longer eligible to become a Mary Kay Independent 
Beauty Consultant in the future. 

Find it online: Product > Resources > Product Repurchase Policy

PRODUCT CLAIMS
It’s important that you share each product claim word for word.  
Mary Kay Cosmetics Ltd. has gone to great lengths to ensure that our product 
labelling follows the Health Canada regulations and guidelines. Exaggerated 
or false claims could result in legal action. The Flip Chart, Product Fact Sheets, 
The Look, Applause® magazine, Product tab on Mary Kay InTouch® and product 
packaging are great reference tools.

THE “NO TOUCHING” POLICY 
The Company strongly recommends that Mary Kay Independent Beauty 
Consultants adopt a “no touching” policy at all appointments. Although 
Independent Beauty Consultants use the term “giving a facial,” this actually 
means that they instruct and guide customers in applying Mary Kay® product 
themselves.

PRIVACY AND ANTI-SPAM 
Keeping the personal information of your customers, potential customers and 
fellow Independent Beauty Consultants safe and secure is a requirement of your 
Independent Beauty Consultant Agreement as well as a requirement under 
applicable provincial and federal privacy and data protection laws, such as the 
Personal Information Protection and Electronic Documents Act (PIPEDA)  
and it also is smart business. Personal information is information that identifies 
or permits you to contact an individual; this includes the name, address, 
email address, telephone or mobile numbers, credit card information or other 
information associated with a particular individual. When you are entrusted with 
this information, it is your duty to protect this information. 

Building and maintaining trust can be an essential part of establishing long-term 
relationships with your customers and fellow Independent Beauty Consultants, 
and that trust can be lost by using personal information in an unauthorized 
manner. You should always consider any applicable laws or regulations that 
might prohibit the unauthorized disclosure of personal information (such as full 
name and address, personal identification numbers, credit card or other financial 
information). 

legal, business and tax considerations
As with any new business, there are laws and procedures that should be followed in order 
to properly conduct your Mary Kay business. We want to make sure that you are aware 

of several important considerations to help protect your business and ensure that you are 
complying with the terms of your Independent Beauty Consultant Agreement. 

Find it online: Resources > Legal Resources > Legal Ease

startsomethingbeautiful™
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Additionally, you must abide by the federal regulations of CASL (Canada’s 
anti-spam legislation) which requires a consent based regime for sending 
electronic messages (email, test messages, social media messages and other 
forms of electronic communications).

Find it online: Resources > Legal Resources > Legal Ease

PRODUCT SAFETY GUIDELINES 
Incorporating product safety guidelines into your business is an important part 
of being a professional skin care and cosmetics advisor. Of course, the Company 
conducts rigorous testing of each and every product, from inception throughout 
the life of the product. But product safety also lies in the hands of the  
Mary Kay Independent Beauty Consultant. On Mary Kay InTouch®, you will 
find guidelines regarding how to safely demonstrate products, information 
on product shelf life, storage and handling, and keys to the product day code 
that allow you to determine the manufacturing date of each product as well as 
information to help you understand the difference between cosmetics and drug 
products.  

Find it online: Product > Resources > Product Presentation 

GENERAL LIABILITY  
This type of policy is designed to protect you from bodily injury, property 
damage, personal injury or advertising injury liability claims arising out of 
your activities as a Mary Kay Independent Beauty Consultant. Additionally, 
if you participate in bridal fairs, etc., you will be able to provide a certificate of 
general liability insurance to the owner/operator of the premises. Refer to an 
independent insurance agent in your local area, or contact Waddell Insurance. 

Find it online: Business Tools > Promote your Business 

Note: To protect yourself against any accidents which a business guest might 
have while on your property or which you might have on personal property 
other than your own, you may want to check with your local insurance agent 
about adding a special amendment to your homeowner’s policy.

TRAVEL TO FOREIGN COUNTRIES
Mary Kay® product manufactured for sale in Canada cannot be sold in foreign 
countries. You should be aware that taking product designed for sale in Canada 
for resale in other countries could involve you in difficulties with customs 
authorities for failure to pay import duties, packaging and labelling officials 
because product is not properly labelled for other markets and tax authorities 
for failing to pay tax on the sale to their governments through the Mary Kay 
Inc. subsidiary. 

NOTICE OF CANCELLATION
The last copy of the sales slip is a notice of cancellation form. Current 
government regulations require that this copy of the notice of cancellation be 
given to the customer.

•  You should also inform the buyer verbally, at the time she purchases the 
product, of the right of cancellation. You will naturally discuss the Mary Kay® 
Satisfaction Guarantee and the customer’s right to cancel an order during 
your sales presentation.

•  Honouring the Mary Kay® Satisfaction Guarantee means that you, as a seller, 
are giving your customer more than might be required of you under various 
cooling-off laws which may be applicable to your sale under municipal, 
provincial or federal law requirements. These laws generally allow any 
customer purchasing product in the home an absolute right to return the 
product and receive a refund within a limited time period. Failure to follow 
these procedures could subject you, as a seller, to legal liability under various 
cooling-off laws of your municipality, province or the Canadian International 
Trade Tribunal.

RECRUITMENT OF FORMER INDEPENDENT BEAUTY 
CONSULTANTS AND CHANGING UNITS 
A former Independent Beauty Consultant in good standing with the Company 
may reactivate her status after more than one year from her last order month 
(or anniversary month if no order was ever placed). She will be considered a 
new team member and will be required to submit a new Independent Beauty 
Consultant Agreement and purchase a new Starter Kit to ensure she has the 
most current product, literature and sales aids. Examples of matters that can 
affect an Independent Beauty Consultant’s “good standing” status with the 
Company are whether the Independent Beauty Consultant returned product to 
the Company for repurchase and whether the Independent Beauty Consultant 
owes money to the Company as a result of any outstanding accounts receivable. 
In the event an Independent Beauty Consultant wishes to move from one 
unit to another, she must remain totally inactive for one year from the date 
of her last order prior to joining the new unit. Such total inactivity would 
prohibit her from attending any Mary Kay functions, soliciting new customers 
and purchasing product from the Company or other Independent Beauty 
Consultants. Once the full year of inactivity is completed, the individual is 
eligible to submit an Independent Beauty Consultant Agreement with a new 
recruiter in a new unit to the Company for acceptance.

TEAM-BUILDING GUIDELINES
•  Follow the Golden Rule – If your prospect is a close relative or established customer 

of another Independent Beauty Consultant, we suggest that you follow the Golden 
Rule and allow that Independent Beauty Consultant the opportunity to ask her to 
join her team.

•  No territories – Mary Kay follows an open-territory policy for team building as well 
as for selling. This means that your team-building efforts are not limited to a specific 
geographic area within Canada.

•  A potential team member must be 18 years of age or older.
•  Avoid conflict of interest – Your prospect cannot be a Mary Kay Cosmetics Ltd. 

employee or relative of an employee.

ADDITIONAL LEGAL CONSIDERATIONS
For answers to additional legal questions, please review the Legal Ease guidelines 
on Mary Kay InTouch®.

Find it online: Resources > Legal Resources > Legal Ease

TAX INFORMATION
As a Mary Kay Independent Beauty Consultant, you may be able to deduct 
expenses you incur in conducting your Mary Kay business on your tax return. For 
further information on this, please speak with a professional accountant. You may 
also refer to Legal Ease on InTouch™.  

Find it online: Resources > Legal Resources > Legal Ease
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MY PERKS
For most people who own their own businesses, discounts and support can be 
hard to come by. But not for a Mary Kay Independent Beauty Consultant! 

Find it online: Business Tools > Promote Your Business

Exclusive Discounts

Count on Staples for exceptional services, unparalleled quality 
and tailored solutions for any type of printing needs and 

budgets. Plus exclusive discounts, pick up at any location 
across Canada and free delivery on orders over $45.

Independent Beauty Consultants save 
25% on all bouquets every day.

Set a professional image and brand your 
business with custom packaging to fit the 

Mary Kay product line-up. 

3698-SF-33x80-Branded-Banners2018-vf.indd   1 2018-03-06   4:50 PM

Mary Kay Pro Palette™ 
CHEAT SHEET

Curated for deeper to very deep skin tones.

Crème-to-Powder 
Foundation, Bronze 5

GOLDEN COPPER

WINEBERRY

CINNABAR

ESPRESSO

ONYX

GOLD 
STATUS

SHINY 
PENNY

BURNISHED 
BRONZE

RUSTIC

SUNLIT 
ROSE

HAZELNUT

MERLOT

SWEET 
PLUM

STARRY 
NIGHT

EVENING 
NAVY

MOSS

EMERALD 
NOIR

Crème-to-Powder 
Foundation, Bronze 2

COCOA

HONEY GLOW

SAND 
CASTLE
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The Company has gone to great lengths to identify a fantastic array of quality products and services offered by third-party 

vendors to help you run your business – and your life – more efficiently and effectively. From health insurance to business cards 

to discounts on wireless service, there are so many ways to give your Mary Kay business a boost.

 
Supporting direct sellers with insurance needs for over 
30 years, Waddell Insurance is North America’s premier 

resource for independent business owner coverage, 
offering peace of mind for entrepreneurs.

We understand how vital banking solutions are to you 
and how you conduct your business so we’ve partnered 
with the Bank of Montreal to offer personalized service 

and special product offers, on personal banking, 
business plans and BMO Mastercard, exclusive to 

Mary Kay Independent Beauty Consultants.  

Global Payments’ mobile payments solution is the ideal 
solution for busy entrepreneurs, transforming your existing 
iOS or Android device into a powerful payment platform. 
Offering full EMV and contactless credit and debit card 

acceptance, it’s a turnkey solution that is flexible, simple  
and secure. 

 

ProPay is a convenient way to do business and offers a 
simple, safe and affordable service to accept and process 

your customers’ credit cards! We now have custom Mary Kay 
branded mobile swipe devices (included with your account 

sign-up or renewal). 

Financial and Insurance

ProPay®, Staples®, Global Payments®, and Teleflora® are trademarks and registered trademarks of their respective owners and not Mary Kay Inc and Mary Kay Cosmetics Ltd.
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M I L L I O N S  O F  W O M E N  C A N
B E C A U S E  O F  M A R Y  K A Y

I CAN
BE THE BEST

VERSION OF ME.

I CAN
SPEND TIME WITH 

MY FAMILY.

I CAN
SET MY OWN 

FINANCIAL
GOALS.

I CAN
HELP WOMEN 

CHANGE 
THEIR LIVES!
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I CAN
SPEND TIME WITH 

MY FAMILY.

I CAN
HELP WOMEN 
ENRICH THEIR

LIVES.

I CAN
USE MY 

CREATIVE 
TALENTS

I CAN
LEAD THE 

LIFE 
I CHOOSE.
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  C A D I L L AC  Y E A RS

Fifty years after Mary Kay Ash drove her first Cadillac® off the lot, more 

than 21,000 pink Mary Kay icons have been driven as a symbol of success. 

Spot one on the road, and you’ll know a sharp, savvy, top-selling Mary Kay 

independent sales force member is behind the wheel. Each of them has 

a story of empowerment, flexibility and freedom. A story of hope. These 

women drive the heart and soul of Mary Kay, and are painting the roads of 

North America pink! We’re still driven, and we know you are too!

If These Wheels Could Talk, They Would Say 

“We’re Still Driven!”




