Perfect Your Pitch
You have your list of potential customers and hostesses, but what will you
say when you pick up the phone?* Before you even utter a word, Laurie
has some suggestions to help you overcome any fear. “The first thing you
should know before you call is that they are only names and numbers. They
were not your friends or customers before you called; therefore, you can’t

THREE WOMEN SHARE
THEIR SEMINAR STORIES

T

o anyone who’s been
there, just hearing the
word brings back beauti-

ful memories. “Seminar” means
relationships, rewards and so
much more! Mary Kay history
is rich with Seminar stories of
women who came, saw and conquered whatever was holding
them back. From the newest
Independent Beauty Consultant
to a just-debuted Independent
National Sales Director,
everyone at every stage of her
Mary Kay life can benefit from
this unequaled experience.
Now three Mary Kay women
at different places in their
journey share how Seminar
changed their perspectives, their
businesses, their lives. Read on
to discover – or rediscover! –
what’s waiting for you at the
most unique gathering in all
the world.
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Seminar Opened Her
Eyes to a New Life
As a stay-at-home mom of three young
children and an active church member,
Independent Beauty Consultant Veronica
Wright, from the Darlene Berggren
National Area, immediately
felt comfortable with
Mary Kay’s message of
God first, family second
and career third. The
priorities, the values,
the common interests of
her new Mary Kay world
all fit with life as she
already was living it. So when
she went to Seminar, Veronica
expected more of the same. Once there,
however, she was amazed at the big picture
that emerged over those three days – moment
by moment, class by class, hug by hug. It
was a picture that painted a life she never
had envisioned.
“I was absolutely overwhelmed at Seminar
when I saw where I could go with my
Mary Kay business,” she says. “Seeing the
Queens, the Cadillac drivers and others walk
across that stage and be recognized for hard
work that not only brings rewards but also
means something significant in the lives of the
women they reach, it all came together in a
way I can hardly describe. I was inspired,
completely unexpectedly, to become an
Independent Sales Director and reach as many

lives as I could, too.” Veronica says Seminar
brought to life in a vivid way Mary Kay’s
dream for women’s financial independence,
healthy self-esteem and the opportunity to
enrich others. “Being around women at
Seminar who have achieved so much helped
me see where we can go when we shoot
for the stars, regardless of our backgrounds or walks of life. Every
woman deserves to be offered this
opportunity, but not everyone
wants to pursue a leadership
path. Seminar is a beautiful
illustration of the freedom we
have to create the life we want.”
Veronica says one of her most
memorable Seminar moments was sharing
the Go for the Gold Challenge Luncheon with
her Independent Sales Director, Allison LaMarr.
“Sitting there, I felt that I could learn to lead
women, too,” she says. “I may not have what it
takes right now, but through my Mary Kay
business, I know I can develop what I need.”

Remembering a Fairy-Tale
First Impression
From the moment Independent Executive
Senior Sales Director Allison LaMarr set foot
in the Dallas Convention Center that summer
day, just weeks after starting her Mary Kay
business, she knew she had hit on something
big. As a former marketing and product manager for a global bank, Allison had attended
her share of conventions and conferences.

lose anything! You can only gain a customer and a friend,” she says.

• Do you live in an apartment complex or a planned
community? You may place a Company-approved
advertisement in a common area – like the clubhouse or the main office – letting everyone know
that you’re a Mary Kay Independent Beauty
Consultant. You never know – someone who’s
just moved in might be looking for a Beauty
Consultant or a new opportunity!

What Else Can You Do?
• Set a daily and weekly goal of how many contacts
you’ll make or how much time you’ll spend on the
phone. Then stick to it!
• Use Company materials, like the hostess brochure.
Knowing that they help you look professional
will boost your confidence. Company programs,
like the Preferred Customer Program, also are
beneficial. “They keep my customers coming back.
With the samplers, I can call them to follow up,”
says Laurie. As for her Mary Kay® Personal Web
Site, she says, “It gives me credibility and one
more way my customers can order product around
the clock.”
• Always be sure to follow up – whether it’s with
a customer who received a sampler, a hostess who
postponed or someone who showed a spark of
interest in hosting her own class or party.
• List everyone you know who could be a potential
customer and hostess. As you build your customer
base and make new contacts, update your list. Ask
every customer for five referrals.

What’s more, Laurie believes that your sincere wish
to help others also will build your confidence.
“Believe in your heart that you will not obligate
anyone to purchase something she doesn’t want or
need, and you’ll find that you’ll be going through
your stash of business cards before you know it.
Your new customers will get a lot out of the appointment. Be of service to them!”
If you’re talking to an acquaintance, Laurie
suggests a script like this one when you get on the
phone: “Hi! This is (your name). Do you have a
minute? Great. The reason I’m calling is that I’m a
Mary Kay Independent Beauty Consultant. I’ve
accepted a challenge to share our products with 15
women in the next two weeks. I immediately
thought of you (and here give her a sincere compliment, such as ‘because you always look great’ or
‘you just seem to be so fun’). I really value your
opinion – is there any reason why you would not
be able to help me with this opportunity?”
You could alter your opening just a bit for
referrals, saying something like: “Hi, this is (your
name), and I understand you are a good friend of
(or that you work with, etc., the person who
referred them). Is this a good time to talk? Great!
The reason that I’m calling is that I’m a Mary Kay
Independent Beauty Consultant, and (your referral’s name) said some great things about you. She
also said you’d love having girlfriend fun and
would enjoy getting together for (a skin care class
or a color party, etc.).”
To follow up after giving someone your business card, you may want to say something like:

“If you recall, we met last week at (name the
occasion). I’m calling because I am a Mary Kay
Independent Beauty Consultant, and I thought you
were so fun and sharp when we met. I love to share
all the best Mary Kay opportunities (for girlfriend
fun or for fabulous skin care, for example) with the
ladies I meet who seem to (enjoy people, know how
to look their best, etc.).”
Give her a choice of days and times that would
be good and be sure to let her know that you
appreciate her help in building your business. Once
you’ve booked an appointment with her, suggest,
“I can do facials for three people just as quickly as
I can for one. Do you have some friends you would
like to invite?” You could turn that single appointment into a class!
Don’t worry about making conversation on
the phone or even trying to sell products at that
point, Laurie advises. All you want is the opportunity to get together with her and her friends. You
can mention to the hostess what’s in it for her –
a free gift or credit toward products – to help
get her excited.
If your contact doesn’t book, simply thank
her and tell her to have a great day. And if she
tells you it isn’t a good time to talk, offer to call
an hour later or tomorrow at the same time. Before
you hang up, you can remind her of how to get
your name and number again, in case she changes
her mind.
Then, move on to your next prospect! Every
call you make will build your confidence and move
you closer to the Mary Kay business you want.

*Independent sales force members may recommend obtaining referrals from current customers, sometimes
through articles like this one in Applause® magazine. Prior to contacting those referrals via telephone or
e-mail, you should consider whether or not such communication is consistent with state and/or federal
“do-not-call” and/or “spam” laws and regulations. When in doubt, Mary Kay recommends face-to-face
contact. For more information, you can go to LearnMK® on the Mary Kay InTouch® Web site and click on
the “Legal and Tax” link.
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Making
Contacts
As a brand-new Independent Beauty Consultant, you couldn’t

Start Making Contact

wait to tell your family and friends all about your new

Who can help you find potential customers? Lots of people
you already know!
• Ask former co-workers at previous jobs.
• Your husband can ask his co-workers.
• What about the moms you know from Boy Scouts, Girl
Scouts, or soccer, basketball or Little League teams?
• If your hairdresser can refer her best customers to you, you
can return the favor and refer your own customers to her!
• Once you’ve built up your customer base, you can continue
to ask customers for new referrals. For example, you could
offer each of your hostess’s guests a small incentive for
every name and phone number of a potential customer
they provide to you.

business and the new products you were sure they’d love.
Now, you have their support, and it’s time for the next step.
You need to meet more people, find new customers and book
more classes to build your Mary Kay business.
But how? Independent Future Executive
Senior Sales Director Laurie Cole of
Allen, Texas, and the Stacy James National
Area has a host of ideas – each of them
surprisingly simple and extremely
effective. She’s even got sample dialogues
to build confidence in even the shiest
Independent Beauty Consultant.
First, she says, “Parties are the thing.
Beauty Consultants have always booked
additional classes from classes. Finding
customer referrals and future hostesses
at skin care classes, color classes or pedicure parties can be easy because they’re
a relaxed and casual way to work up your warm chatter.”
A big fan of the Company’s new hostess brochure, Laurie likes the choice
of offering a free gift or free Mary Kay® products to the hostess. “It’s a foot in
the door,” she says. “Some women don’t know what to order and might be
hesitant to book because of that. But those women might appreciate
a gift like the Dazzling Diva sunglasses.”
Not only does the hostess brochure have a fun attitude that
works perfectly with the relaxed and casual atmosphere that Laurie
finds so successful, it also “makes you look more professional,” she
says. And the Company materials can take you beyond bookings,
Laurie explains. “When the hostess sees the products selling well,
she’ll see how fun it can be.” To help you follow up on her enthusiasm, the new hostess brochure includes a team-building message to
reinforce the rewards of the Mary Kay opportunity.
In addition to booking future events from classes and appointments, it’s important to find new contacts for customers and
hostesses to book your parties and set the stage for selling and
team-building success. Laurie shares her own recommendations,
and the recommendations of others who have been successful,
with us here.

8

Finding your next customer,
your next hostess and
your next team member!
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Other Sources of Contacts Include:
• Your place of worship, where you can let acquaintances know
that you are available for individual appointments and classes.
Perhaps there is a single women’s or new mom’s group you
also can contact – suggest holding a skin care class just for
them! Or, announce your business in the newsletter.
• Your child’s school and PTA is another good source of
potential customers. Surprise teachers with samplers, then
follow up to ask if they liked the products. Let the women
you meet at PTA gatherings know that you are an
Independent Beauty
Consultant and ready to
help them with their
Mary Kay needs.
• You can find future customers at baby and bridal
showers. In addition to
your gift for the woman
of honor, you might put
together a special package
of product and samplers to
capture the interest of the
other guests as well.
The new hostess
brochure offers both
fun and flexibility.

But nothing she had seen compared to the
sights around her. “I had never been in one
place with 10,000 other women before! The
feeling of sisterhood was almost overwhelming,” she remembers as vividly as though it
were yesterday. “Sitting in the Arena as a
new Independent Beauty Consultant, I felt
utterly starstruck, and the feeling lasted the
entire three days. The whole experience was
in a league of its own. I don’t think anyone
can be truly prepared for her first Seminar.”
Admittedly, Allison had never cared
much about recognition until she saw the
glittering Seminar stage on Awards Night.
Like a fairy tale opening to its first promising page, she closed her eyes and began to
dream of her own appearance there – accepting the rewards, and the applause, that her
hard work would bring. “Watching the
seemingly thousands of ordinary –
yet extraordinary – women
receive the recognition they

had earned over
the year was a
powerful motivator for me,” shares
Allison. “I kept
thinking that if all
these women could do it, I
could do it, too. They had little in
common except intense determination. I
knew somewhere deep down that I had that
too. I left that place totally committed to
going home and finding it.”
And find it she did. At Seminar 2004,
Allison, then an Independent Sales Director
for just five months, received a diamond
ring totaling approximately 3.33 carats for

reaching the Half-Million-Dollar Circle of
Achievement – one of only 230 Independent
Sales Directors to qualify that year in that
category. She had obtained one of her goals,
and Allison came away with an even more
fervent dream. “Seeing the NSDs glide
across the stage in their gorgeous suits, I
think I almost stopped breathing,” she says.
“I closed my eyes and imagined my own
NSD debut with my family gathered all
around, and a new dream was planted in my
heart that day. I don’t intend to stop until
we’ve achieved it!”
Gazing back over the exquisite tapestry
of that first Seminar, Allison has found a
golden thread that shines brighter than
all the glamour she observed there. “The
money is great, the prizes are great, the
diamonds are great,” she says. “But there
are intangible reasons for which I would
never leave the
Mary Kay
life, too.
It’s really true that
there comes a time when
you’re more than just ‘in’
Mary Kay, because
Mary Kay is in you.
Seminar 2003 was my
defining moment. And my
life will be forever changed
because of it!”

A Mary Kay Moment
Deepened Her Faith
In 1976, the Company’s 13th birthday year,
Independent National Sales Director
Linnie Woods-Stewart attended her first
Seminar and received a present from Mary Kay
Ash. In an unforgettable moment on that
spotlighted stage, Mary Kay placed the

Consultant
Queen of
Recruiting crown on Linnie’s head. But a
few words Mary Kay spoke just seconds
before, when Linnie was stunned to realize
she had obtained her goal, have stayed with
her even longer than the dazzle. “I had never
been in sales and was overcome to be receiving such an honor,” recalls Linnie. “All I
could think as I was standing out there on
that stage was that I didn’t know what to
do. I turned to her and said, ‘Mary Kay, I
don’t know how to act!’ She took my hand,
looked into my eyes, and said, ‘Linnie, just
act like a queen.’ Hearing her words, I felt
the assurance that I could do more and be
more than I had ever dreamed before.”
In fact, that moment was both a culmination and a crossroads in Linnie’s life. Just a
few months before, the former IBM secretary
and teacher’s assistant had resigned both her
full-time jobs to give her Mary Kay business
a chance. “I had been trying to do it all,” she
says. “Then one day Mary Kay told me, ‘You
can’t chase two rabbits, Linnie,’ and I knew
I had to make a choice.” Now, years later,
that first Seminar and the new beginning it
heralded in her life is forever ingrained in
Linnie’s mind. Her voice still sparkles with
excitement as she describes how Mary Kay
burst out of the cake commemorating the
Company’s 13th anniversary. “My experience
with Mary Kay at that Seminar laid the
foundation for the rest of my journey. I began
my Mary Kay business as a widow with six
children. It took a leap of faith to resign my
two other jobs, especially with one son ready
to go to college. When I debuted onstage
at Seminar as an NSD at nearly 65, I was
just continuing the possibility-thinking that
Mary Kay taught us.”
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