
 
 
 

Boot Camp  

 Emotions / Time Management  

1. Emotional cycle  

2. Planning  

- Planning sheet  

- 6 most Important list  

- Checklist for the day  

Party  

 Booking  

1. Scripts  

2. Turing facials  to parties  

- Before appointment  

- At appointment  

 Coaching  

1. Hostess plan 

2. What you need from her  

 The party  

1. Go over party sheet  - set up expectations  

2. Deserted Island Sheet  

- Beauty of friendship or compact – for single facials  

3. How you run your party – makeup ? 

 Selling  

1. Set sheets  

2. Knowing your products  

- Intouch product knowledge  

- Foundation chart  

 Recruiting  

1. Marketing survey  

2. Recruiting is a layering process  

3. Asking for help  

4. Career path  

- Focus folders  

Taxes  

 Tax forms  

 What you need to keep  

 How to fill out form 

Gen X – go over it  



 
 
 

 



 
 
 

 

 

 

 



 
 
 

 

 

 

Name      Week of:    

 Sunday Monday Tuesday Wednesday Thursday Friday Saturday 

6:00 
       

7:00 
       

8:00 
       

9:00 
       

10:00 
       

11:00 
       

12:00 
       

1:00 
       

2:00 
       

3:00 
       

4:00 
       

5:00 
       

6:00 
       

7:00 
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9:00 
       

10:00 
       

 

 

 

Mary Kay Weekly Plan Sheet 



 
 
 

 

 
Week of _____________ 

     
        

  Sunday  Monday  Tuesday Wednesday Thursday  Friday  Saturday  

8:00               

8:30               

9:00               

9:30               

10:00               

10:30               

11:00               

11:30               

12:00               

12:30               

1:00               

1:30               

2:00               

2:30               

3:00               

3:30               

4:00               



 
 
 

 

 

 

 

 

 

 

 

 

 

 

4:30               

5:00               

5:30               

6:00               

6:30               

7:00               

7:30               

8:00               

8:30               

9:00               

9:30               

  Sunday  Monday  Tuesday Wednesday Thursday Friday  Saturday  



 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

  

  

 Name_______________________ 

Date_________ 

 IPAS completed: 

 _____ 1 Group Appointment (3 faces & $200+ 

retail) 

_____ 2 Facials ($150+) 

_____ Re-Orders (1 per $100) 

_____ 1 Interview 

_____ Follow up with a CD 

_____ 1 Guest at meeting 

_____ 8 NEW Contacts   

_____ 1 NEW Booking 

_____ 1 NEW Team Member (5 IPAS) 

_____ 1 Travel Roll up Bag (3 IPAS) 

_____ 2 New Basics Sold 

_____ Business Debut (3 IPAS) 

_____ Attend training event (3 IPAS) 

  

_____TOTAL IPAS produced for the week 

  

INCOMING PRODUCING ACTIVITIES 

CONSULTANT 

 

6 Most important things!!! 

Make sure you make a list each 

night before you hit the pillow of 

the 6 most important things you 

must do the next day.  

You may want to include….. 

Booking 

Coaching 

Customer Service calls  

Family needs  

Etc.  

Just make sure the list is made 

each evening. It will help you to 

stay more clear on your goals and 

help you to feel accomplished as 

you mark each one off your list.  

 



 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 
 
 

 

POWERSTART SCRIPT 

“Hi Susie!  This is Tina!  Do you have a quick minute?  I am working on a huge goal with Mary Kay to 

practice on 30 faces in 30 days and I thought of you!  I would love to borrow your face to get your 

opinion of our product!  Just for getting together with me to sample some products I will give you a 

$10 gift certificate to spend on some products you fall in love with!  I do my appointments on some 

week nights and on the weekends…what works best for you, a week night or weekend?  (Book her 

by offering 2 options until you narrow it down to a date.  For example…“What works best for you, 

Saturdays or Sundays, afternoons or evening, etc”  Once you have her on the date book, turn the 

facial into a party!) 

TURN THE FACIAL INTO A PARTY 

“A fun thing about your appointment is that you can bring girlfriends!  When you share your 

appointment with at least 2 or more friends over 18 you will receive a free gift and discounts on your 

products.  Is there any reason why you wouldn’t want to have a few girlfriends attend your 

appointment with you?” 

INITIAL COACHING SCRIPT 

“I will take care of all of the work for this appointment so you don’t have to worry about it; the only 

thing I need from you is a list of girlfriends you want to invite and I will take care of everything else.  

I’ve got some cute invitations (ask if she wants to do email or postcards) I will send to your 

girlfriends so start thinking of the women you want to invite!  You can earn more free product for 

having 4 friends over 18 attend your appointment…to get 4 to show up you usually need to invite 15-

20!  Let’s follow up in 24 hours to confirm just to give you a chance to double check your schedule.  

Also, at that time I will get your guest list so I can start working on invitations.  You will earn a free 

eye shadow of your choice for having your guest list ready in the next 48 hours!  Would tomorrow 

evening be a good time for me to follow up with you (set a specific time)?  Also check out my 

website at marykay.com/leahlauchlan to start creating your wish list!”  

FOLLOW-UP COACHING SCRIPT 

Cover your hostess program, get the guest list, talk about food (save it until the end) and children 

(tell your hostess to have her girlfriends get a babysitter for the night). 

 



 
 
 

 

Referral Script 

SCENARIO A: You reach her by phone  
Introduction:  

Hey Julia, this is Becky with Mary Kay! You have absolutely no idea who I am but I'm 

actually a friend of Ashley! I'm her Mary Kay consultant and a few weeks ago we just got 

together and had a really great pampering session that was a lot of fun. During her 

session, she was able to give away a gift certificate and a free pampering session to a 

friend of hers that she thought would love it and she thought of you!  

If she has a positive response like "Oh great, how sweet of [my friend]": 

    It is so much fun and it takes about one and a half hour. What typically works better for you, week nights or 
weekends? [no pauses, assume she is going to take advantage of this] 
 

 If she says "what is this again???"  
     Then repeat "Oh it's a really fun pampering session and Ashley was able to give it to you when she had her session. 
It's a makeover and a facial! It's tons of fun and you receive a gift certificate to spend on products! So, what works best 
for you….this day or that day?”Let her choose a day and time, choose if you come to her or she comes to you. 
  

Once she's booked, here is how to book it into a group.  
     A fun thing about your appointment is that you can bring girlfriends with you to your pampering session. You actually 
get a $10 giftcard in addition to the one from Ashley for each friend over 18 up to 5, so you could potentially get up to 
$50 in free product just for having 5 or more friends with you. It's tons of fun that way. Is there any reason why you 
wouldn't want to share your session with some of your girlfriends? [typically she'll say "yes I can think of some people"!]  

     I'm going to send you a confirmation email today. What I need to do is to confirm this within 24 hours. At that time 
I’ll run through some questions about how you’ll look so we can pick out some colors for your makeover. And I’ll also get 
your list of girlfriends you want to bring with you to your appointment to get invitations ready.  What’s a good time to 
catch you tomorrow…afternoon or evening? [set up a time to call her; this helps to know if the appt will hold]  
 

Confirming:  
After you send the follow up email (same day), she can either send you the names of her friends by email or you can get 

them when you call her back with the confirmation call (24 hours), so you can prepare for them as well! If it appears she 
can’t think of enough people, you may want to offer a free item in exchange for names “Tell you what, if you have your 
guest list when I call tomorrow I have this really cute mini-compact that I’d love to give you.” 
 

SCENARIO B: You reach her answering machine and leave a message, after the 3rd 
attempt  
First message - answering machine:  
    Hey Julia, this is  Becky with Mary Kay! I know you have absolutely no idea who I am; I'm actually a friend of Ashley! 
I'm her Mary Kay consultant and a few weeks ago we just got together and had a really fun pampering session. During 
her session, she was able to give away a gift certificate and a free pampering session to a friend of hers that she thought 
would love it and she thought of you! So I was calling to tell you about that.  
    Since I didn't reach you, you can call me at ... But I tell you what: if you give me a call first then I'll give you a free lip 
gloss or lipstick of your choice along with your gift card. If I don't hear from you, I'll follow up with you in 2 days. I hope 
you have a great day and I look forward to connecting with you! [put her name and the person who referred her in your 
datebook to call back in 2 days].  

 
If she doesn't call back, here is the follow up call in 2 days:  

     Hey Julia, this is Becky with Mary Kay - hey I told you I'd call you back on Friday so that's why I'm calling. I know you 
are very busy and haven't have a chance to call me back and I totally understand, but if you do have a chance to call 
me back I'd really appreciate it because, I do have this gift from Ashley that I'd like to give you and I'd like to set up a 



 
 
 

time to get this to you! In case you lost it, here is my number again ... I want you to know (say this sweetly) I'm not 
going to call you again because I'll feel like I'm bothering you and I definitely don't want to bother you, so you're going to 
have to call me back! Thanks so much and have a wonderful day!  
 

If she still doesn't call back ... scratch her off the list ... but some do call back after the second phone call. 

  



 
 
 

 

 

 



 
 
 

 

 



 
 
 

 

 

 



 
 
 

SKIN CARE CLASS OUTLINE 

I. SET UP 

II. INTRODUCTIONS 

a. I-Story 

III. AGENDA 

a. 3 parts:  skin care, color & individual consultation 

b. Tickets 

IV. SKIN CARE – MIRACLE SET 

a. “This is the 1st of 2 appointments...” 

V. SATIN LIPS 

a.  Deserted island - Get referrals 

VI. COLOR 

VII. COMPLIMENT TIME 

VIII. MARKETING – PURSE GAME & SURVEY 

IX. CLOSE THE ROLL UP 

a. Write 4 favorite sets on profile card 

X. INDIVIDUAL CONSULTATIONS 



 
 
 

 

 

 



 
 
  



 
 
 

 



 
 
 

 



 
 
 

 



 
 
 

 



 
 
 

 

Ok, So I have just one more question to ask you. 

Now you remember at the beginning when I told 

you that I am working on earning 

_______________. Well I was wondering if you 

might do one more thing to help me. I was 

wondering if you could watch/listen  to this you 

tube video/hotline number , then we will talk in a 

day or so and you can give me your thoughts on it. 

Does that sound ok?  

 

Set up a time to talk make sure you have set a 

time in the next 24 hours and checked with your 

director first.  

 
 
 
 
 



 
 
 

“I would love your opinion!” for our What Women Want Marketing 
Survey 

Your name will be entered in a drawing to win a COACH handbag just for sharing your opinion! 

Why do women start a Mary Kay business? 

Money: 50% commission on the products, which is the highest direct sales commission in the US and team 
building commissions along with a lot of perks! 
Recognition: MK believes in praising women to success! Your achievements will be recognized & applauded! 
Whether with prizes or praise, it’s great to be appreciated! 
Self-confidence & personal growth: Build confidence in a positive environment with a support system that 
encourages you! You’re in business for yourself, not by yourself! 
Car: Earn a free Chevy Cruz in less than a year working your business 10 hours a week! Directors can earn a 
Chevy Equinox, Toyota Camry, BMW or the prestigious pink Cadillac. 85% of car insurance, tax, title and 
license fees are paid for by Mary Kay! 
Advantages: Flexibility, advance/promote yourself at your own pace & tax advantages. 
Beliefs: Priorities of God first, family second and career third. 
 

How do I get started? 
The Starter Kit is only $100 - includes $410 in product and $200+ in business aids as well as everything you 
need to begin training and holding appointments. We have the opportunity and privilege of carrying 
inventory, which is not required, but recommended. 
 

Survey Questions 
1) What would you like more of in life right now (circle one)…fun & girlfriend time, money & perks, 

flexibility, OR making a difference to someone else?  
 
2) From everything you heard today about the MK opportunity, what was most appealing? 

 

 
3) There are 6 qualities we look for in women that make them successful in Mary Kay. Circle all the 

qualities you have...1.) Busy! 2.) NOT the sales type! 3.) Want to earn extra money! 4.) Don’t know a lot 
of people! 5.) Family as a reason, not an excuse! 6.) “Right now women” who can make a decision! 
 

4) If you could ask 2 questions about the Mary Kay opportunity, what would they be? 
 

 
5) On a scale of 1 – 10, 1 = never, 10 = sign me up today, rate your interest level? No 5’s! Weiner Dogs! 

 
6) What would it take to get you to a 10? 

 

 
Name _______________________________________ Phone#_____________________   
 
Occupation ______________________________ Consultant’s Name_________________________________ 
 



 
 
 

 
 
Sales Director and above 
24+ Unit Members 
9-13% Unit Commission + 
9-13% Personal Team Commission + 
Bonuses starting at $500/m and much more! 
$100 Bonus each qualified New Team Member 
 

DIQ (Director in Qualification) 
10+ Active Team Members 
Star Consultant consistency 
9-13% Personal Team Commission 
$50 Bonus each qualified New Team Member 

Car Driver (Grand Achiever) 
14+ Active Team Members + production 
4 months to qualify 
9-13% Personal Team Commission 
$50 Bonus each qualified New Team Member 
 

Future Director 
8+ Active Team Members 
9-13% Personal Team Commission 
$50 Bonus each qualified New Team Member 
 

Team Leader 
5+ Active Team Members 
Eligible to go On-Target for earning Career Car 
9-13% Personal Team Commission 
$50 Bonus each qualified New Team Member 
 

Star Team Builder 
3+ Active Team Members 
Eligible to wear the coveted Red Jacket 
4% Personal Team Commission 
$50 Bonus with 4th qualified New Team Member 
 

Senior Consultant 
1-2+ Active Team Members 
4% Personal Team Commission 
 

Independent Beauty Consultant 
Star Consultant, Company and Unit Prizes 
Bonus Products 

 



 
 
 

 

 

 

 

NAME & PHONE 

NUMBER 

ON 

PRODUCT 

HOSTESS PREFERRED 

HOSTESS 

RECRUITING 

PACKET 

GUEST 

EVENT 

Career 

Chat  

ANSWER 

1        

2        

3        

4        

5        

6        

7        

8        

9        

10        

11        

12        

13        

14        

15        

Recruiting is a Layering Process 



 
 
 

Name_________________________   Year________ 

If this is your first year - Give Start Date________ 

_____Total Sales (Bottom Line - Including Tax  _____ Commissions_____ Prizes 

_____Beginning Inventory (At Your Cost or 50% of Retail) 

_____Section 1 Purchases (From Packing Slips - At Your Cost) 

_____Personal Use Product (Unseen - Physically Can Not See - At Your Cost) 

_____Closing Inventory (At Your Cost or 50% of Retail) 

_____Advertising (Preferred Customer, Cards, PINK!, etc.) 

_____Vehicle Expenses: 

_____Purchase Price  _____ Gas, Oil, Repairs, etc. _____Tags 

_____Lease Payments    _____Interest on Loan               _____ Insurance 

_____Insurance Rider on Mary Kay Product 

_____Interest on Business Loan or Credit Cards used ONLY for Mary Kay 

_____Laundry and Dry Cleaning 

_____Legal, Accounting, and Professional Fees 

_____Office or bookkeeping Expenses (To Keep Track of Your Business) 

_____Rent/Lease Paid on Equipment (Copiers, etc.) 

_____Weekly Meeting Fees 

_____Supplies (What You Use To Do Your Business) 

_____Sales Tax Paid to Mary Kay (From Packing Slips) 

_____Travel Expenses (Hotel, Cab, Parking, Airfare, etc.) 

_____Meals and Food (Business Dinners, Open House, etc.) 

_____Telephone and Communication Expenses: 

_____Mary Kay Long Distance   _____Cell Phones & Pagers 

_____Second Phone Line    _____Voice Mail Fees 

_____Home Phone Add-ons   _____Internet Access 

_____Bank Charges on Mary Kay Account 

_____Credit Card Processing Fees (When a Customer Charges Something with you) 

_____Dues and Publications that Increase Your Professionalism 

_____Postage 

_____Freight Expenses (From Packing Slips) 

_____Section 2 (From Packing Slips) 

_____Workshops (Career Conference, Dallas, etc.) 

_____Misc. (description) 

Office In Home Expenses: 

_____Utilities (Gas, Electric, Water, Sewage, Cable & Garbage) 

_____Telephone Base Rate (For the Year) 

_____Rent for Renters 

_____Insurance (Homeowners or Renters) _____ Repairs and Maintenance 

_____Real estate Taxes     _____Mortgage Interest 

_____Sq. Foot Of Home or Apartment   _____Sq. Foot of Mary Kay Usage 

_____Cost of Home    _____ Purchase Date 

DON'T FORGET!!  _____Total Miles For The Year   _____Mary Kay Miles For The Year 



 
 
 

 



 
 
 

 



 
 
 

 



 
 
 

Money Management & Expenses Worksheet 
 
GenX Activity – 15 faces (4 parties with 4 NEW customers + reorders) = $1300.00 retail sales 

- $1100.00 retail (4 parties – $275/party ($74/face – basic set, mascara & eye makeup 
remover)) 

- $200.00 retail in outside orders, reorders, catalog, website 
- $1300.00 TOTAL RETAIL – 60/40 SPLIT 

o SAVINGS – 40% of retail sales ($520) 
o CHECKING – 60% of retail sales (50% reinvested, 10% to cover expenses = $780) 

 50% to reinvest - $650 reorder 
 10% to cover expenses - $130 

 PCP – 45 customers X .70 cents each + tax = $36/quarter –  $12/month 
  Propay ($2.50)/Biz Cards ($2.50)/Website ($4) – $9/month 

 Intelliverse – $15/month 
 Supplies/Samples (5% of ws order) – $33/month 
 Postage/Shipping –  $15/month 
 Workshops – $46/month 

- Pay down investment 
o What is your total investment?  What is your pay off date?  _______________________ 
o Do you need to build your inventory?  ________________________________________ 
o When is your goal to have a full inventory?  

____________________________________ 
o How much do you need to sell weekly to make your monthly payment?  

_____________ 
GenX ELITE Activity – 30 faces (8 parties with 4 NEW customers + reorders) = $2500.00 retail 
sales 

- $2200.00 retail (8 parties – $275/party ($69/face – basic set, mascara)) 
- $300.00 retail in outside orders, reorders, catalog, website 
- $2500.00 TOTAL RETAIL – 60/40 SPLIT 

o SAVINGS – 40% of retail sales ($1000) 
o CHECKING – 60% of retail sales (50% reinvested, 10% to cover expenses = $1500) 

 50% to reinvest - $1250 reorder 
 10% to cover expenses - $250 

 PCP – 100 customers X .70 cents each + tax = $70/quarter –  
$27/month 

  Propay ($2.50)/Biz Cards ($2.50)/Website ($4) – $9/month 

 Intelliverse – $15/month 
 Supplies/Samples (5% of ws order) – $66/month 
 Postage/Shipping –  $33/month 
 Workshops – $100/month 

- Pay down investment 
o What is your total investment?  What is your pay off date?  _______________________ 
o Do you need to build your inventory?  ________________________________________ 
o When is your goal to have a full inventory?  

____________________________________ 
o How much do you need to sell weekly to make your monthly payment?  ____________ 


