I am so happy to be here today to teach you how to make your classes more fun and profitable and to show you how easy is to work full circle and get everything you need to be successful in Mary Kay from you classes!
I let me tell you that when I first because a consultant I could not wait until I was through with my initial welcome and introductions and get to the part where they were picking up their mirror and looking at themselves instead of me!  Holding skin care classes really helped get me overcome my fear of speaking in public… and since I was often called on to do solos because I sing – it really helped build my self confidence.  It is really hard to sing when your knees are knocking and you can hardly breathe!  So…let me share with you why I love holding skin care classes!
First of all I do not call them classes…They are either Girl’s Day Outs or Girl’s Night Outs.  Women today are so busy and so starved for down time just to share with their girlfriends – in fact, when someone says “I’m just too busy” – I immediately say – Oh, that is the very reason we need to set you up for an hour pamper session!  When was the last time you took just one hour for yourself?  You deserve it…when can we get together!

Now…Your objectives for holding these fun girlfriend sessions are:

1. Book future appointments           
2. Sell product and create customers for life

3. Find your next business associate                                                                              
I truly believe that we begin selling the moment that you enter your hostess’s home.  We have to sell ourselves first before we can sell our product.
WHAT TO DO BEFORE GUESTS ARRIVE:
- Share with your hostess to serve refreshments AFTER the class

- Let her know you will be doing individual consultations after the class 
   and arrange a place for you to do these.

I like to arrive early enough to allow me to do the hostess’s makeover before her class starts. This is what I call a PMS appointment – which stands for Personal Makeover Session.  So,,, when her guests arrive she looks great and they are already asking her about her new look!  So, my hostess becomes my assistant.  I teach her how to do Satin Hands on her guests while I am greeting them and getting their trays all filled with the proper foundation etc.  

I really love to take that special time with hostess before the class because this is what everyone really wants – special one on one time with you so you can answer their questions and personalize their look!  

OPENING REMARKS

I use the flip chart – thanking the hostess …
Then I say:  “I want to congratulate all of you for making time in your busy schedules to be here today.  Did you know that the skin is the largest organ in your body? ...and also the most exposed.  Have you given much thought to what is he best way to care for skin?  If you are like I was, I had more products to clean my house than I did to take care of my skin.  Wouldn’t it be nice to have your friends asking you – “What are you doing lately? – You look great!  And for less than the cost of a cup of coffee per day you can get compliments like that!
Does everyone have an hour right now?   Now the actual routine takes just 2-3 minutes, morning and evening.  It is scientifically designed TO DO something for you skin.  However, in order to get results, you must use the products correctly AND consistently.  That’s why I’m here…to help you select the right products and teach you how to use them.  I want to reassure you are under no obligation to purchase our products unless you feel confident that you will care enough to use them.  And the results are GUARANTEED!

Then I use the flip chart and tell them that this is the first of two appointments.  Tonight we will focus on skin care and at your second appointment (which I call the PMS appointment)!  We will focus on customized skin care and and glamour.  

My adopted Senior Director, Nell Tissiere, taught me that if I left a class or facial without at least one booking – it was like leaving a $100 bill on the table.  What a visual!  So... let me share with you how never to leave the table without at least one booking!

One thing I suggest is to mention the second appointment at least seven times or more during the class. I want them to think their face is going to just fall off if they don’t see me again in a couple of weeks!  I actually call my second appointment a PMS appointment – PMS is short for personal makeover session – that really gets their attention!  I suggest you write notes to remind you to say it on your flip chart pages.  I even play a game to get everyone listening!  I have a wrapped product gift on the table – and every time I say PMS appointment the first one to say “Mary Kay” gets to grab the gift.  The one with the gift in her possession at the end of the class gets to keep it.  It really makes for a lot of fun and you may need to get hostess to referee for you! – Since you will be talking and concentrating on your class script!

If you do this, it will be no surprise to her that you will see her again for that PMS appointment!

The other thing I want to impress upon you is the importance of the private consultation.  
1. It saves time and you will have higher sales and bookings
2. I believe money and finances are private.  I don’t anyone to ever be uncomfortable because they need to work out a payment plan with me. 
THE SKIN CARE CLASS

Get familiar with the flip chart and customize it for you.  Don’t try to re-invent the wheel – use the information about the product that is written for you to make it easy.  

I do try and insert all the supplements I can get in during the class. I demonstrate satin lips before we do cleanser – so they can wash that off as they are cleansing their face.  I also use the eye cream and demonstrate the eye makeup remover by having the hostess show  how effective it is by cleaning a bit of eye defining pencil from her wrist.  

YOUR “I” STORY

There are 3 things that are essential for your success in MK

1. Booking – getting your future appts. from facials and classes
2. Selling – observe the gal at your meeting who is having high weeks
3. Recruiting – I like to introduce recruiting at a class or facial by sharing my “I” story.  I am going to pretend I am at a class now and give my story.
“When I was first approached to sell MK, I said, no thanks – I’m not interested…I could never sell something.  When I found out hat a great profit margin my consultant was enjoying, I signed up just to buy my own products at cost and create some extra cash for my family.

A few years later, I wanted a career, one that would work around my growing family and allow me to be home with my children.  Today…I am a grandmother of three, with an awesome career, great income and all the flexibility I need.  I am driving my 9th free car this year, paid insurance,  paid taxes and paid registration and decals.  

Mary Kay may not be for you, but I want to ask you 3 questions – just for you to think about.  
1. Do you have all the flexibility you need for yourself and our family?
2. Are sufficiently praised and recognized in your current situation?
3. If you gave it your all for the next 5 years, could you change your financial situation?
Just watch me today and let me know if you think you could see yourself doing what I do.  You know, Mary Kay always said there is new consultants at every class…who do you think would make a great consultant.  The group usually points to one person, and they of course say “No way”!
The questions give them some food for thought…flexibility, recognition and money – usually one of these things is not being fulfilled.  No one will listen to if they don’t see a need that MK can fill.

------------------------------------------------------------------------------------------                                                         
I do a glamour race for the guests during the color segment.  I use the single cards for color – the Ivory/Beige card of the Bronze card.  These are great neutral looks for them to try.  I give them a sponge tip and a cotton ball and allow them to work on their own.  Letting them know once again that at their PMS appointment, they will have a customized look but tonight we are going to do a glamour race.  The first one to finish gets a prize!  Works great and it really get you through the color in a flash!  Years ago when I first became a consultant we did full color at the classes – what a mess and what a mistake!!!  My classes were sometimes 3 hours long and I arrived home exhausted and frustrated.  This way everyone gets some color and it leaves them eager to have more with you at their PMS appointment!
COMPLIMENT TIME AND THE NAME GAME

Have them look at each other and share what they like best about each others makeover.  Compliments make everyone feel good.
I tell them “You know, the nicest compliment you could pay me would be to help me share these MK products with your friends and family.  If you will turn over your profile your will see a space to write 5 names.  Instead of just having them write 5 names and phone numbers – I give them specific suggestions of who they might refer to me.
1st  blank – ask them to write down a person that they really care about (like  

        their best friend, someone who is really dear to their heart)

2nd blank – ask them to write down someone they know who needs to be 
pampered (going through divorce, just had a baby, lost a family member)

3rd blank – ask them to write down someone they know who likes to try new 
things (the cute trendy gal who always has the latest fashion, loves to shop)

4th blank – ask them to write down someone who has never tried MK before
5th blank – ask them to write down someone who may enjoy learning about        

        the MK business opportunity. (could be the housewife, or the woman   

       with the MBA who works 60 hours a week, corporate job but never sees 
        her family or your friend who has just retired)
The first person who to finish with the names and numbers of 5 friends wins a prize!

THE TABLE CLOSE

After the class is over and I have asked them to look at their neighbor and decide what is the best thing about their makeover, I transition to the close by saying:  “ I know you all are dying to know how much this stuff costs and how you can get it – so open up your brochure and I’ll show you!

I am sure all of you have been trained about how to do an effective table close.  I do use the company set sheets and market the roll up.  I don’t believe in a lot of discounts.  I offer the rollup bag for free when the customer purchases any four sets from the set sheet. I believe in keep it very simple!!!

I consider the Ultimate Miracle Set  =  to 3 sets

                        Miracle Set = to 2 sets 

All the other sets are equal to one set.

I also tell them we accept cash, checks,  visa/ master card and discover,  and that I have a “Husband Un-awareness Plan” which is where they use cash, check and plastic so no one knows the total cost but them!  This always brings some laughter!

INDIVIDUAL CONSULTATION
To transition into the individual consultations - I then ask the hostess to serve refreshments and ask who is in a hurry…has a baby sitter or needs to leave first.  I ask that person to join me in another place to do her individual consultation.  

 Here is what I say at the private consultation:

1. Did you have a good time?
2. How does your skin feel?  (feel your face with the back of your hand…and she will do the same)
3. What part of the TW set or Miracle set did you like the best? – Notice – I don’t say what part of the facial did you like the best – I don’t want to hear she like the lipstick the best!!!
4. What would you like to take home with you today?

When you sit down with her at the private consultation – you have already gone over the sets with her at the table close.

Now – let’s go over what to say when she decides to purchase the TW set or the Miracle set.  You say “Great” – is there anything else you wan to add…No – fine!  Write her ticket up and collect her payment.  And then smile…and say “Donna – Is there any reason why you wouldn’t want to share your PMS appointment with a couple of friends – I think we’d have a great time!

Now – you may get several answers when you ask about her second appointment.  What if she says “I don’t have any friends or I’m too busy…or whatever excuse she gives.

Say – Let me tell you how I handle by second facials.  If you choose to share with a couple of friends, I will come to your house or you can come to mine.

If you choose not to share with friends, I offer your second facial at our Tuesday night meeting at 7:00 pm.  

Which would be better for your – Tuesday night at my success meeting OR your home or mine with a couple of girlfriends?
YOU GIVE HER TWO CHOICES

Let’s say she says …Well, do I really have to have the second facial? I look at her and say…No, you don’t have to…but our products are completely guaranteed and that is why I recommend that we get together for the second facial – so I can know that you are totally 100% satisfied.

At this point, if she says NO, I don’t want to have the second facial…I smile and I say NO PROBLEM!...Is it okay if I call and check to see how you are doing with it?

So, TWO CHOICES – CLASS OR SECOND FACIAL AT MEETING.

This will really help you work smart and not hard and capitalize your time with classes – not individual facials!

Also – your phone time will be spent more on pre-profiling and calling for reorders – instead of  constantly calling for new business.  Your new business will be coming from you classes!

NOW – LET’S GET BACK TO THE INDIVIDUAL CLOSE  
where she says “Yes, I would like to share by PMS appointment with a couple of friends.  Then I go into hostess coaching!  Set the time and date.  Which is better for you, weekday or weekend – 7 or 7:30?  Great – you have the date and time and place set – You are in control!

Then look at her and say – Donna, I have a favor to ask you…This is my business and I will be there rain or shine…You can count on me.  I do not mind at all if the tentative date set has to be changed when you check with your friends.  Could you check with them in the next day or two to see if this day is okay?  And call me to confirm that date…
I know I can count on you and extend your hand for a handshake and a big smile!  Letting them know that you are counting on them to keep their word with help you avoid postponements.  People with still sometimes disappoint you – but it you let them know what you expect with a handshake and a smile – it will really make a difference!

Then you hand her your hostess packet.  My packet consists of a company hostess brochure with a place for her guest list, the hostess plan you use, a couple of LOOK books for her to use for outside orders – my business card and a piece of recruiting literature and CD.  You can offer a special gift for getting the guest list to you in 48 hours and a special gift for listening to the CD before the class.  Remember, the hostess is tuned in the station called WIIFM => What’s in it for me? So have some special incentives
I really do not care which hostess plan you use – the important this is that you are excited about it!  You must be excited about your hostess plan so you can offer it with enthusiasm!!!
What if they DO NOT purchase the TW set – How do you book them?  Let’s just say she purchases a lipstick.  Complete the sale – so there is not pressure on her and then say “Donna, I have a question for you…If you had the TW or Miracle set for little or no money – would you use it?  If she says NO, say “I was just curious.  If she says YES – say – I have a really great way you can earn it  OR ortion of it and I would love to tell you about it, with your permission….All you need is two plus you – to count as a class!  I give you 10% of the sales in free product .  So, if we sell $300 at your class, you get $30 in free MK.  If one of your girlfriends books an appointment with me to share with her girlfriends – you will receive 15%   - or $45 in free product.  And if you nave 2 bookings…you receive 20% or $60 in free MK.

------------------------------------------------------------
IS THERE ANY REASON WHY YOU COULDN’T GET TOGETHER A COUPLE OF YOUR FRIENDS...I THINK WE WOULD HAVE A GREAT TIME!

Remember, don’t change your script – the dialogues are simple and effective.  Use them over and over again until they just roll off your tongue!

RECRUITING DURING PRIVATE CONSULTATION
First of all I want you to ask yourself these 3 questions when you are considering talking to someone about the MK opportunity.

1.  Do I like her?
2. Does she like the product?
3. Would I be upset if someone else recruited her?

This is what you might want to say when you are talking with someone in the private consultation.

Could you ever in your wildest dreams, see yourself selling MK for fun or extra cash?

If she says no, say “I felt the same way, but I found that after I heard the facts, I was so surprised at what MK had to offer.  I would love to send you home with this CD - and I promise if you listen – and say it is not for you – I will not bother you again – I promise!  You can even offer a small gift for watching it!

If they say YES!!! – set up an appt with your director or bring her to a meeting.  The meeting should take place with 24 - 48 hours!  Don’t wait – you need to talk to her in that time frame – as close as possible to when she tried the product!

THERE IS ONE MORE THING I WANT TO COVER – DO NOT TAKE NO’S PERSONALLY!  WHEN YOU DO GET A “NO” AND YOU WILL!!! – KNOW THAT THE PERSON IS NOT SAYING NO TO YOU AS A PERSON.
SEPARATE THE IDEA OF PERSONAL REJECTION FROM THAT OF AN IMPERSONAL REFUSAL.  WHEN WAS THE LAST TIME YOU SAY A FLIGHT ATTENDANT RUN TO THE BACK OF THE PLANE – IN TEARS – BECAUSE YOU DIDN’T WANT ANYTHING TO DRINK!!!.

REMEMBER – YOUR SUCCESS IS NOT DEPENDENT ON ANY ONE PERSON.  ATTITUDE CAN MAKE OR BREAK HOW YOU REACT TO A NEGATIVE RESPONSE.  DEVELOP THE ABILITY TO GET PEOPLE EXCITED. BE SINCERE, BELIEVE YOU CAN DO IT (THIS IS THE SUPREME SECRET)    BELIEVE IN THIS WONDERFUL PRODUCT AND KNOW THAT YOU ARE DOING A SERVICE!!!

You know, Mary Kay Ash designed this company to be built around the skin care class – meeting new people and booking new appointments at each class.  
Why not make a commitment today to honor her and decide to “Book 8 skin care classes to hold 5 per week!!!!!

1. Plan every week based upon your goal
2. Use your weekly plan sheet to plot your time
3. Use the 6 Most Important Things list daily
4. Be willing to stretch and step out of your comfort zone
5. Be willing to take a risk
6. Do it…don’t just plan it

