


FIVES FOCUS:ccexor

“TS NOT HOW MUCH YOU WORK: IT'S HOW WELL YOU WORK CO  NSISTENTLY!

1. Five new contacts daily (Business cards, refemgan chatter...)
Monday Tuesday Wednesday Thursday Friday

2. Five customers contacts daily (Calls for reordersferred Customer Program, to invite...)

3. Five interviews weekly (Individual, “practice”, guests

4. Five classes weekly (Booked by this Friday for thieyahg week...)

5. Five TimeWise sold weekly (Think of your multiplying reartdesiness...)

If you fill in every line with a name, your businesdlwake off like a rocket!! Challenge yourself to foaus
these fives and improve your “score” every week!!

Scores: Last week This week Goal




Booking—Is it a challenge for you?
By NSD Pamela Shaw

Wouldn't you agree we have soooooo many tools in Mary Kaiythélp us to succeed? We KNOW what we
need to be doing, but the “doing” doesn’t always get doneremdwe get frustrated. My suggestion is to use
the analogy on this page to develop a script and thengaaptactice, practice saying it until you are comfort-
able with it and you are getting the results you wantnBtie best bookers STILL have their script in frdnt o
them when they are on the phone! Remember, if yoa samething that already works for you and you are
happy with the results, then keep doing it. Howevemif are not happy with how many bookings you have
and are not excited about your dialogue, sue the analdwgidalevelop one of your own!

When you book only with your heart, you say, “You jusvéto try this product... let’s get together”... When
you book only with your head, you say things like, “I neetlaee 5 classes. Would you have a class?”

It takes courage to book and consistently book with a puypasgssion, and a drive. It takes courage to have
a plan B. So let’s talk about the analogy of booking.

The ANALOGY is broken down as follows:

1. ENTHUSIASM...(The tone in your voicéii Jane”...

2. CURIOSITY...“I'm so excited, this is Sue with Mary Kay...Do you have a qewbsl?” (She is now wonder-
ing why you are excited.)

3. PURPOSE..“The reason I'm calling is that our company just came out fiitsert current limited edition or
product launch promotion herehd I'm offering{insert current Company or unit contest or gift with pur-
chase promotion here}

4. SPECIFIC PLAN.."Wait there is more. | am in a Pacesetters Class workirtlg my Future National as we are
building a National Area...and my part is to conduct 10 appointments befoent ofinsert current month}
Jane, you will make the difference. | really respect youriopiof our products and | know you have at least 3 girl-
friends that are as open and honest as you. Here’s what | would reallgcigigryou doing for me, if possible |
would like you to invite 3 or more of your friends to help mentesket these new products by trying them and giv-
ing me their honest opinions.”

5. WIIFM...(What's in it for me!)“As a special bonus to my first 10 hostesses, | am having a speavihg for a
$50 gift certificate you could use on your future purchases with me iticadi your regular hostess credit.”

6. ASK.."Is there any reason you wouldn’t want to invite a few friendsytthigse new products THIS WEEK?"...
(Give her a choice of your pink highlighted or star dates &re empty on your datebook)...Which is better
for you...Beginning of the week or the end. Great...| Fawesday...About 6:00 or 7:00...Great.

7. CONFIRM..Jane, if you had $75 to spend on Mary Kay products for just $25...What wouddlgot? (Give her
time to say some products. She is now owning the toneagreed on and this class is being confirmed in
her mind). great...and then we can add?@st add one or tow more products to get her thinkilagkg...who
are you going to invite? Which friends and family do you have in mi8di@ will at this point rattle off a few
names)Great. Now remember no more than 6. Jane, thank you so much for bpakirgass. | want you to
know that | am in business for myself and | will be there raishore...and | will do everything | can to insure you
the maximum hostess credit...| will be calling you in the futugetthe names of your guests and directions.
Thank you again for booking your class and being one of my star hostedsespetial time. | won'’t forget your
support and belief in me!

(This is adapted for Anatomy of a Script by NSD R&nShaw.)



1)

2)

2)

4)

S)

6)

Scripts
Power Start Booking Script

Script: Hi their namethis iSyour name do you have a minute? | am really excited
about what | am doing. | am teaching skin care with Mary Kay! As pantyof
training, | have to hold 10 practice skin care classes in the next 3Cadaylsam
calling you for your help. Is there any reason why you couldnt invite a €oupl
friends over to your home or mind, so that | could practice and complete my
training? Great! Here are the times | have available or

Which would be better for you?

Warm Chattering

Script: | dont know if you are interested or not but | teach skin care welhyM
Kay. | would love to get your opinion of our products. Here's a sanméme
get your name & number & I'll call in the next day or so to seatwbu think.

Follow up from warm chattering
Script: Heytheir name this iSyour name We met the other day at . I'm
calling to see what you thought about the sample | gave you (wait for éheir r
sponse). | would love to get together with you. What day is bettgodor

or :

Turning a facial into a class

You knownheir namdt is just as easy for me to do 3-4 faces at one time asit is t
do one. ltis up to you. Which is better for you?

Correct booking approach

Their nameat every class | always select those women who | most likg &sture
hostess. Angleir nametoday | selected you. Is there any reason why when we get
together for your check up facial you couldn' invite a couple of your friehds
think you would be great.

Tentative Date book approach

Script: | know you wamostess namt0 get credit for your class. Why dont we do
this? Why dont we set a tentative date now with the understandingltbattie
time comes if it is not convenient we can move it? But thatsatass nameéan get
credit for you having booked.



BOOKING IDEAS

Booking is an attitude. If you think you can...you can.
If you think you won't...you won't.
Booking Approaches:

1. Friends, relatives, neighbors, people you work with, gepmh once worked with, former classmates, peo-
ple from your husband’s job or organizations, recrgatontacts...this is a way to get started. Booking
Dialogue “How to Book Your 1st Eight Classes.”

2. Promotion—Dialogue “How to Book Your 1st Eight ClasseSthange to say you are getting a promotion
to Star Consultant, Star Recruiter, Team Leader, Bge with family, friends, former hostess, etc.

3. Second Facials—to everyone who buys the Time Wsa&nSer and Moisturizer.

4. To Win—for those customers who couldn't afford allgheducts they wanted.

5. Selective Approach—people you just like.

6. Hostess Contest—Rebook hostess—having a contest artbught about you.

7. Tentative Date Approach—Use when a hostess is unktire date.

8. Fish Bowils

9. Warm Chatter—Use a survey or portfolio booking approach

10. Book to Look—have a basket in center of table and wherbothal; they get to draw for an extra hostess
gift.

11. People who have postponed or cancelled.

12. Mother’s Day Class—all of your customers for a Moth&ay Gift from you.

13. Birthday Call—all of your customers who have a birthdathe same month.

14. 1/2 Price Sale—for anyone who didn’t buy the bastie€all and offer basic at half price if they share a
facial with three ladies you haven't facialed.

15. Give your hostess an extra special gift if shetim@® bookings before you arrive to do her class.

16. Fun Packages—make up packages of product or use a beautynbdakea special customers sell a cer-
tain product for you. Example: sell six lip glosses—aget free. This approach works great for teenag-
ers.

17. Penny Booking idea—use at classes. Put a penny on a\Nten the customer asks about the penny, ex-
plain that when they start with at least the basidlsey can use their penny to purchase one item when
they share their second facial with three friends.

18. Promotion or Transfers—watch newspaper for ladiesret®@ve a promotion or a transfer. Call them and
congratulate them. Offer a free facial.

19. Teachers of Your Children—Don’t forget to do something racéhiem.

20. Chamber of Commerce—most cities have a book youwawibh a list of all clubs and organizations.
Follow up by calling the program or social chairman reqnggtie opportunity to teach skin care at one of
their meetings or coffees. Tell them there willfeesales that day.

21. Men’s wives and girlfriends—think of the men you comeantact with each day—insurance men, repair-
men, husbands’ friends, postman, UPS man, etc., asoaith whom you work. They all have wives or
female friends. Don't forget them.

22. While vacationing—remember we have no territories. aftake your samples and mirrors with you on
trips. You can get lots of business and recruits.

23. Business, Modeling or Beauty School—wonderful sourcskiiorcare and glamour presentations.

24. Hotel, Motel and Restaurant Employees—contact thegeand hey love for their employees to look their
best.

25. Conventions—ever think about what the wives have to dongentions? Find out who the manager is of
the hotel for these events and you can often have atmgive facials.

26. Referrals — always ask for referrals from each peysa come into contact with. Make this a habit.



27. Fashion Shows—offer to do the models or set up a bodtbftar a drawing.

28. Preprofiled Guest List—any guest you have preprofiled thatuwable to attend the class.

29. Sample Booking—staple samples to your business cérflden you meet someone you would like to
book, call them back and ask how they like the product gkdoa her opinion of our skin care and book
her for a skin care consultation.

30. Bookstore Booking—call bookstores and offer to do a promotiodary Kay’'s books by setting up a ta-
ble and displaying their books.

31. Reorder Bookings—offer customer a chance to win theides free by booking a class.

32. Fund Raising Groups—Women'’s Clubs, Churches, etc.—offercentage of sales for their gift.\

33. At your skin care class, have envelopes filled withegrand “duties”. The guests decide if they want to
open an envelope or not, but if they open one, they toage what's inside (i.e., hold a class or give refer-
rals, etc.).

34. Star of My Business: On a star-shaped pierce of pajie, “You are the star of my business. When you
share your review facial with three or four of yourrids, you may choose one item in my entire product
line for a penny.” Also, have a penny taped to the piepapér.

35. Models and Muffins: Call three people on Sunday nighvimdels and Muffins in your home the follow-
ing Saturday. Tell them they can each bring one frieratitique their look and call them again on Tues-
day or Wednesday night to see who they are brining.n&waés so you can personalize your table with
place cards, etc.

36. Give your hostess 10% off her order for each guediahat her skin care class (up to 50%)

37. After your skin care class, call all of the people wlaced outside orders and thank them. Offer them a
complimentary facial, and as an incentive for havirfevafriends in, offer them a duplicate of the item
they just purchased absolutely free!

38. Offer your hostess either the all-in-one glamour catmpathe multi-glamour compact just for holding her
class on the date she originally scheduled it. To helfilhi (no one likes an empty compact), offer a
free eye color for each guest she has at her class faed blush or pressed powder for each booking or
$100 in outside orders.

39. Trunk Show-collection preview. Everyone try this produrcthe back of their hands. It's a great way to
show more products.

40. On Line Parties—Select Hostesses who have theiry"par the web where guest order then put the host-
ess name on the order form. Give them 2 weeks.

41. Half Back Plan—A great way to turn a facial intdass. If they purchase $100 at facial and they host a
class they can get $50 back if their class is $200. Hss cleeds to double to get 1/2 back.

42. Lips and Chips—Serve chips and soda while the guest sammpl8atin Lips, Liners, Lipsticks and
Glosses.



Pre-Profiling Script & Questions

Sound Upbeat!

May | speak to , please? Hi, , this is . Do you have a
quick minute? Great! I'm (hostess name) friend and Mary Kay Consultant. Whatio-
ing is calling all the guests that (hostess) has invited to her Beauty Bash on , SO

I'll be more prepared and know what to bring!”

“First of all, you may not see anything in the Mary Kapelthat you want and that’s okay. I'm going to teach
you how to take care of your skin and put on make-up no nvaltiz brand it is! But, if you are tempted |

will have all the products with me so you won'’t have &twwo weeks to get your stufft And just to let you
know | do take MC, Visa, Discover, cash, check or paymém.”

“Let me tell you what we will be doing, so you’ll knowhat to expect:

1. Satin Hands and Satin Lips, which you will love!
2. Skin Care for the TimeWise woman of today.

3. An everyday make-up look for (season). Something you can wear everyday with any'outfi

“May | ask you a couple of questions, so I'll be prepared diit their profile card while asking these ques-
tions).

1. Have you ever tried MK products?

A. If so, when?

B. Are you currently using aryiK ?

C. If so, what products ameho is your consultan®
(Explain that if she has a consultant, she cancstitie or place an outside order to help the
hostess win free products, but she will need to retutret original consultant because we want
loyal customers and we don't take each others custortfesse has NOT been in contact or
been serviced by her consultant in over a year shelmply open territory. Please be sure and
ask those probing questions).

D. What other product brands are you using that yowgeat tio?

2. What would you like to change about your skin?
3. What does your current skin care program consist offidat Wrand are you currently using?
4. Do you have dry, normal, combo or oily skin?

5. What is your skin tone?

You may want to ask some additional questions:
1. What color are your eyes?

2. What's something you would love to learn about taking eiyeur skin or putting on make-up?

“Do you have any questions for me? Thank you for your tim@&an’t wait to meet you!”



A CLASS WORTH BOOKING IS WORTH

COACHING!!!

Use the following checklist for evaluating your hostess coaching methods for your past 5 skin care
classes. Next follow the checklist for your next 5 classes. By using these 12 steps you will see a
huge increase in the number of skin care classes that will hold.

1st 2nd 3rd 4th 5th 6th 7th 8th 9th 10th

1. When | booked my hostess for
her class, did | make sure it
was a firm business
appointment by saying, “You
can count on me to be there.
May | count on you?”

2. Did | coach her thoroughly,
telling her how to invite her
guests so that she would have
a good class in order to “earn”
the hostess credit she wants
and deserves.

3. Did | give her a specific time
when | would be calling her to
get her guest list and phone
numbers?

4. Did | call her back at the ap-
pointed time and accurately
guest her guest list?

5. Did | call those guests
promptly and complete their
skin care profiles?



10.

11.

12.

1st 2nd 3rd 4th 5th

Did | coach and confirm each
of those guests on the phone
and let them know that this
was a definite appointment?

Did | write a thank you note to
the hostess before her class,
telling her that her guests were
eagerly looking forward to her
class?

Did | arrive at the class on-half
hour early in order to kitchen
coach my hostess and ask
which of her guest would be
booking classes, and which
might be interest in the Mary
Kay opportunity?

Did I give an informative and
enjoyable class?

Did | do a strong, individual
closing, either at the table or in
another room?

Did | schedule everyone for
definite dates for their private
makeover session and turn
them into classes to be held
within the next two weeks?

Did | choose at least on person
from the class to tell her about
the Mary Kay opportunity, set-
ting a definite time to see her
again, either taking her to my
next class or my next unit
meeting, or calling my Director
about her OR asking her to
listen to a “Choices” tape and
complete the questionnaire?

6th

7th

8th

9th  10th



Booking Bags—Get Additional Bookings at your
Classes!

On the table with your Skin Care Displays add a
few colorful bags with a sticky note on them with
the next 3 dates you would like to book...put a fun
product in each bag...could be some of your PCP
gifts...or maybe a product that Mary Kay gave you
for ordering or something that you would love to
get...foot cream, hand cream...you choose. If they
pook a class on that date they get to take home

the bag!l!

*Thanks Gail Crutchfield



The 5 Steps to Alleviating Rejection

By: Bill Cantrell

“I Earn $20 Every Time | Pick Up The Phone!”

When someone tells you “NO”, Do Not take it personaBgcause WE KNOW we have an
EXCELLENT COMPANY, and WE KNOW we have an EXCELLENT BRUCT. We automatically
assume that We Are To Blame when we hear a “NO”! Tiituh is that it COULD BE THEM!

You see. IF THEY KNOW what YOU KNOW about Mary K&psmetics wouldn’t it be EASY
for them to TELL YOU YES? So, When Someone Tells YNO”, What they really need is More Infor-
mation! After you hear a “NO”.

1. KEEP IN TOUCH!

When People say “NO” - Ask them if you can
keep in touch from time to time to let them know about
upcoming events/exciting product news! %
2. “SO WHAT, NOW WHAT!"”

Know Your Numbers!! = A e

» Ifittakes you 10 Calls to Book 1 Class

» And Your Class Average is $200

*  You Are Actually Making $20 Per Call
So, At $20 per call

* You made $20 for the “YES” Call

* And You Made $180 on the “NOs”!

THE BIG MONEY IS IN THE “NOs"!

So when you the “NO”, you can hang up the

phone and say “Thanks for the $20"!!

“I AM EARNING #20 EVERY TIME | PICK UP THE PHONE!"Write this message down on an index
card and Tape it To Your Phone!ll | could care lesstwiey say, remember, they just need more informa-
tion!

TAPE A $20 BILL WITH A PICTURE OF YOURSELF TO YOURHONE! This will protect yourself

from any negative thought. (If you have a teenagerarhtiuse, you might want to hide it when you’re not
on the phonel)

MAKE ANOTHER CALL! Nothing gets in the way of yourquuctivity! Their “NO” is not a personal
rejection of you. It's a Lack of Knowledge on theirthaKeep in touch, and Keep Calling! And Calling!
And Calling! And Calling! And Calling! And Calling!



Overcoming Booking Objections

G

ﬂow exactly what you mean. Life \
seems to be flying by. Do you ever feel
like you need a little personal pampering
time? How about inviting 2 or 3 of your
buddies for a 1 hour spa session? |

/

wthm for you.

=

I m so sorry! If you don’t mind my asking, what
kind of problem did you have? Was it an allergic
reaction with itchiness and redness or did you
break out with blemishes? Did your consultant
work with you at a follow-up facial to solve the
problem? Often times, if a consultant is not well
trained they can misformulate products. That can
be disastrous! Were you able to take advantage
of $back guarantee? Since we have cutting edge
new products, | would love to have the chance to
make it right for you. You can bring along the old
product and | will give you credit for them.

Q\/

e

Hey that is great! Itis obvious that you are in-
vesting time and money in your skin care. Let
me ask you, do you feel you are getting the re-
sults you want for the price you're paying? |

would love to take 45 minutes to show you the
#1 brand in the US and get your opinion. | can
share with you how much money | can save

/

>

at s perfect! You might be surpns\
to know that Mary Kay is the leading
developer of basic skin care products.
| would really love to get your opinion
of our skin care basics. We won’t even

Great! Is there a day thi
week that will work or do
we need to look at next
week?




