
New Consultant Training 2 
 

A) Servicing, Coaching 
 1) Servicing Customers 
  a) Customer Profiles: keep track of what they ordered and follow up 3 days, 3 weeks, 3   
       months.  ‘My Customers’ at your In-touch site keeps track of everything.  Enter your                                                                    
       profiles there 
  b) Placing them on your Preferred Customer Mailing (PCP) gives you a reason to  
                             follow up every 3 months.  The Look Book is mailed out once a quarter to your 
       customers when you sign them up. 
  c) My Customer App 
  d) The Mary Kay G0-Give Spirit 
 
 2) Scheduling Appointments 
  a) Booking Scripts: Right now use the “I am working on a goal script”  
   
  b) Overcoming Booking Objections 
 
 3) Coaching the Hostess You coach your hostess so that your class holds. 
  a) Give her a hostess packet - Look Book, outside order sheets, Description of hostess  
       program.  When you purchase $35 worth of product you get an extra $40 to spend     
       free.  $75 for $35, or use the company hostess promotions which allows them to get   
       free product and they can choose what is best for them.  Also include Choices CD  
       and tell her to listen to it before the class. 
   
  b) Pre-profiling the class 
   1. Get names, numbers and addresses of everyone invited. 
   2. Call them all 48 hours before the class.  “Hi Beth, this is Amber with Mary Kay.  
       I was just calling in regards to Shannon’s Mary Kay pampering session coming 
                            up this Saturday.  I wanted to find out if Shannon could count on you to be     
      there.  Great! If you don’t mind I have a few questions for you so I can be sure 
      to bring the correct products for you.”  then ask the first half of the Customer  
      Profile card… “Thank you so much Beth, I can’t wait to see you Saturday.” This 
      will insure that more people attend the class.  “The Mary Kay lady called and  
      Shannon is counting on me.”  If they don’t come you have their name and  
      number to book them later. 

 

   



Booking Scripts 
 

Power Start Dialogue   
Hi_________, this is____________, I'm really excited about something, do you have a quick second? Great! I've just started my 
own business teaching skin care and make-up artistry with Mary Kay Cosmetics. As part of my training I need  to be pamper 30 
ladies to a makeover in the next 30 days. I could really use your help. I would love to show you the latest and greatest in Mary Kay, 
and get your opinion, and as my thanks, you'll receive a special gift. Grab your calendar; let's set a date. Which would be better for 
you, beginning of the week, or end of the week?  
 

Script to get your first bookings super fast... 
 
------(her name) I am super excited about something do you have a quick second? 
 
So I just started my business with Mary Kay and I need to schedule 6 group makeover appointments for my training this 
month.  I'm excited and kinda nervous! I immediately thought of you as someone who is super nice and might be able to 
help me.  I'm using all my courage asking but any chance I could borrow your face this week or next to be one of my 
face models for my training.  
 
Awesome what works best ---------- or ------- 
Examples: -weeknight or weekend 
-Me come to you or you come to me 
(Nail the date then move to turning it into a group) 
 
Ok awesome. I'm soooooo  
appreciative. Can you think of at least 2-4 ladies that you could invite so I can count our session as one of my 6 group sessions?      
 
Perfect. If you give me a guest list of 10 ladies you get an extra goodie!  
 
My hostess program allows you to earn up to $100 in free product. I'm going to text you a picture of it. If by 
chance you collect any orders before the session all of that can go towards your party sales. What's the best 
way for me to get you a couple catalogs?  
 
Turning a facial into a class       
(After you have scheduled a time say...) You know, _______, I have a great idea! Would you like some free products? I'm looking 

to get the opinion of 30 women to complete my training, and if you'll invite a few of your friends to share our appointment, it would 
put me in the position to offer you $50 of free product!! you can receive your own cosmetics practically as a gift with our host-

ess program. Would that interest you? (wait for her response to say yes) It's just as easy for me to give three or four facials at one 
time, as it is to give one, and it's more fun that way too. I know you'll be telling your friends about this anyway, so why don't you in-
vite them over? You'll earn even more free product for yourself, and you and your friends will have a lot of fun. Either way I want you 
to know that I am coming for you.  
 
Before and After Portfolio  
Hi ___________, this is ____________, I'm very excited about something, do you have a minute? Great! I am building a profession-
al portfolio of "Before & After" makeovers, and I would love to feature you in my portfolio. You have such (give sincere compliment: 
beautiful eyes, warm smile, wonderful person to be with, etc.). I would love to pamper you with a facial and a makeover and feature 
you in my book. Does it sound like fun? Grab your calendar and let's set a date. Which would be better for 
you_________________________ or ____________________? I have a great idea, do you have a couple of friends that might 
enjoy getting a make-over and then they can give you their honest opinion of your new look that will be featured in my book? You 
would earn free product for having some friends join you & then they can give us feedback about your new look.   
 
Booking from a Referral 
Hi ___________, this is ________ with Mary Kay.  We have a mutual friend in Sally.  Sally and I met (at a scc, is a neighbor, etc) 
and I asked her if she knew of some really great friends that she thought deserved to be pampered and she thought of you!!!  I told 
her that I would arrange for a pampering session and give you a $10 gift certificate in her name.  When would be a good time to get 
together, this week, or next week……?  Would you like to know how to get even more free product?  If you invite 4-6 of you girl-
friends over, we’ll have a “Girls Night Out.”  Everyone will get a chance to get pampered and you will get $50 in free product! 
 
 



Booking Script Part 2 
 
 
Booking at a Class    Booking at a class takes place at the Individual Consultation.  You romance being a hostess the entire class.  
Offer a booking gift to the hostess if 2 or 3 (your choice) people book from the class.  Choices should be something not in the roll 
up bag like a brush set, spa set, or the hostess gift from the company.  Have your hostess choose which one she would like the 
best before the class when you are coaching the week prior.  She will help you get bookings when she wants the booking gift.  You 
are also selling the follow up appointment throughout the class so when you get to the individual consultation you either book her 
because she can’t go home with everything she wants so you offer the free product in exchange for a class or if she is comfortable 
taking what she wants home you can say… 
“__________ what would you like to learn about at your color appointment.  She will answer you in one of two ways.  1) I don’t 
want a second appointment.  Your Reply.  “Well ________I have really enjoyed pampering you tonight, I hope you had fun.  The 
biggest compliment you can give me if you had fun tonight is introducing me to the ladies in your circle.  Mary Kay is my business 
and I continue to have a business because my customers refer me to women in their circle.  Would you like to host an appointment 
so I can pamper your friends?”  If she says NO say “ ____________ that’s okay I am going to love servicing you.  If in the future if 
you run into someone who you want to refer me to I know you will.   
2) she could respond saying “I want to learn about  _____________” .  Consider it booked and find a date.  Always have your date 
book out and give her specific choices.  
When someone at a class shares that they are not sure they could book because they don’t know their calendar, or if their friends 
could come, you say this:   “Well, why don’t we do it this way, I’m sure you would like the hostess to get credit for your appoint-
ment, right?  Let’s set a tentative date, with the understanding, that if we need to change it we can, OK?”  As soon as you set a 
tentative date it ceases to be tentative because you are going to coach it as a firm date. 
 
Booking an interview at a Class 
I have decided to move up into leadership in my Mary Kay business, and I’m very excited about it.  One step in moving up is to 
select 5 women who love the product (or compliment ‘who are outgoing’ or ‘who are sharp’) and share the information about the 
career opportunity with them.  I immediately thought of you!  You may or may not be interested in Mary Kay, and that’s OK.  I 
would love to site and share the facts of our Company with you and gain your opinion.  Is there any reason why you couldn ’t help 
me out?  Which would you prefer to do, be  model Tuesday evening and receive a makeover, hen hear about the company… meet 
for coffee and sit one on one for about 30 minutes …or attend the next event__________?  (offer two of the three choices) 
 
Warm Chatter/Thank You Gift  
You've been (such a good friend, so helpful at work, terrific helping me pick out this dress, such a support) as my thank you I have 
a gift for you! I am an Independent Beauty Consultant with Mary  
Kay Cosmetics and I would love you give you a complimentary facial and a $5.00 gift certificate to spend at your facial. Jot your 
name and number down so we can arrange a time for you to spend your gift certificate. (Have your business cards and a pen 
ready) When you call back say ... Hi __________, this is _________, with Mary Kay Cosmetics. We met the other day at _______. 
Thanks again for your great service. I'm calling to arrange your pampering session so you can spend your gift certificate and see 
the latest and greatest in Mary Kay! Grab your calendar let's set a date. 
 
Inviting a Guest  
Hi _________, this is _____________, do you have a minute? Great! I am very excited about an event that is coming up this Mon-
day. My director has asked me to bring a model for our Skin Care Class. I am looking for someone with (beautiful eyes, red hair, 
warm smile) and I immediately  
thought of you! You would have the opportunity to have a facial and makeover, and then give your opinion of what you liked. I 
would be so honored if you would model for me; you would have a ball. As my thanks you would receive a special gift. Tell me, is 
there any reason why you couldn't  
be a model for me this Monday; I think you'd be terrific!  
 
Booking a 15 minute appointment  
This is a great alternative if someone says they are too busy to have a facial or class, "I would love to stop by for just 15 minutes to 
show you ____________ (whatever item you have called her about, skin care, or lipstick, or fragrance, or whatever is new). You'll 
be able to try the product on the back of your hand. Would it be better for me to stop over _________ or __________" (offer 2 
choices: after work, on your lunch hour, before work, in the evening, Saturday morning)  
 
Booking a Flash Collections Preview  
Hi ________ this is __________, I'm very excited about a new way to see the latest and greatest in Mary Kay, and get some of 
your favorites for free when you invite a few friends over. Do you  
have a quick minute? Great. It's called a Mary Kay Trunk Show. You can see and try all the products on the back of your hand, no 
mirrors, no taking off your makeup. You and your guests get to see all the new colors and our "forever young" set, and then enjoy 
each other's company. You can have as few as 6 or as many as 20 there. As my thanks for scheduling a Trunk Show  
you'll earn $75 of product for $25! Doesn't that sound like fun? Grab your calendar, let's set a date. Which is better for you ___ or 
___.  
 
Booking an E class (or book party)  
This is a great alternative for someone who lives out of town, or doesn't want to schedule a skin care class or beauty boutique 
show."How would you like to earn some free products with out  having a class? Great. All you have to do is take orders from family 
and friends during the next week, and then you'll earn $10 of free product for every $100 you sell. Would you prefer to send an 
email, and people order from the web page, or would you like to have samples and catalogs to take to work"  



Booking from a networking EVENT:  
Hi_____________________ this is________________________ with Mary Kay.  We met at the ____________________________ 
on ___________________. 
 
I was calling to let you know that you were one of our winners from our drawing.  The spa basket was given to ____________ .YOU 
have won one of our second place items —a complimentary makeover that comes with a $________ gift certificate!  I was calling to 
see when you wanted to schedule your makeover.  I have a few options for you….. 
 
Do you prefer a week night, week day, or a weekend?      Okay   I can come to you on ______________- or ___________________. 
 
 We also hold group appointments that you could come to me and this month those are on 
Tuesday evenings form 7-9pm at the Comfort Suites down by Newport on the Levee. 
Schedule her time. 
 
The say… What most of the ladies are choosing to do is have a few girlfriends join in on the complimentary makeovers.  If you 
have 4 girlfriends join in I can turn that $15 gift certificate into a $40 gift certificate and it is more fun with girlfriends anyway!  Do 
you have a few ladies in mind that you would like to invite? 
 
Booking from a REFERAL: 
Hi_____________________, this is________________________ with Mary Kay.  I met _______________________ on 
___________________.  And she gave me your name as someone who she thought deserved to be pampered and get a free makeover.  
So I have a $10 gift certificate here for you from ______________.  It is good at a complimentary facial this month.  
 
I was calling to see when you wanted to schedule your makeover.  I have a few options for you….. 
 
(if not interested some questions you can ask…. When is the last time you have tried MK?, what type of skin care are you currently 
using?,  Is it okay if I send you a catalog and some free goodies in the mail?   I will follow up with you in a week or two because 
sometimes it is hard to say yes to a facial if you haven’t seen our great products first - DEAL? ) 
 
Do you prefer a week night, week day, or a weekend?      Okay   I can come to you on ______________- or ___________________. 
 
We also hold group appointments that you could come to me and this month those are on 
Tuesday evenings form 7-9pm at the Comfort Suites down by Newport on the Levee. 
Schedule her time. 
 
The say… What most ladies choose to do is have a few girlfriends join in on the complimentary makeovers.  If you have 4 gir l-
friends join in I can turn that $15 gift certificate into a $40 gift certificate and it is more fun with girlfriends anyway!  Do you have a 
few ladies in mind that you would like to invite? 
 
Booking a Model for your portfolio: 
Hi_____________________, this is________________________ with Mary Kay.  I am looking for models to be in my model portfo-
lio.  All of my models are getting a fabulous __________ makeover.  I need __________ models this month and I would be so hon-
ored if you would be one of them.    I have a $10 gift certificate here for you as a thank you and you can use it at our model session. 
What do you say will you be one of my _____ models? 
 
Awesome!  I have a few options for you….. 
(if not interested some questions you can ask…. When is the last time you have tried MK?, what products do you use to wash your 
face??,  Is it okay if I send you a catalog and some free goodies in the mail?   I will follow up with you in a week or two because 
sometimes it is hard to say yes to a facial if you haven’t seen our great products first - DEAL? ) 
 
Do you prefer a week night, week day, or a weekend?      Okay   I can come to you on ______________- or ___________________. 
 
We also hold group appointments that you could come to me and this month those are on 
Tuesday evenings form 7-9pm at the Comfort Suites down by Newport on the Levee. 
Schedule her time. 
 
The say… What most of my models are choosing to do is have a few girlfriends join in on the session.  This makes it more fun 
for you and then I get to give you free product.  If you have 4 girlfriends join in I can turn that $_____ gift certificate into a $______ 
(40-50) gift certificate!  Do you have a few ladies in mind that you would like to invite? 



Overcoming Booking Objections 

I’m too busy... 

Actually  that is why I 
thought of you– because you 
are so busy and I just 
thought you deserved some 
pampering. It takes about an 
hour and we just go through 
how to take care of your skin 
when you don’t have a lot of 
time and a quick makeover 
that you can do with just a 
few minutes to get ready.    

I know what you mean.  Life 
seems to be flying by! Well for 
my busy ladies I do a quick 1 
hour appt. We just go through 
how to take care of your skin 
when you don’t have a lot of 
time and a quick makeover 
that you can do with just a few 
minutes to get ready.  What do 
you say? I think you deserve 
the pampering!  

I use Brand X 

Oh great!  Well I tell you what I 
would love to get your opinion 
of Mary Kay since you are   
loyal to ______________.  
You don’t have to buy a thing.  
I just want to get your opinion 
of how MK stacks up against 
___________. Can you help 
me out? 

I tried MK and it 
broke me out! 

I am allergic 

 Oh no! If you don’t mind me asking… 
what type of reaction was it? Hives, itch-
ing, and burning? OR acne type break 
out?  How long ago was it that you tried 
it? Our line changes pretty  
frequently as far as ingredients.  We  
actually have several different skin care 
lines that you can try because every-
one’s skin is so different.  We do have a 
sensitive skin care line now. What usual-
ly happens is that you tired 1 of our 
lines .  Did the consultant work with you 
to find something in our line that 
would work for you? I would love the 
opportunity to find something for you. 

I don’t wear 
makeup.  

That is perfect!  We are 
mainly about skin care.  
Do you wash your face?  
GREAT– we will just do 
the skin care and  
pamper you! 

Then give her options 
again… 
This weekend or next? 
Weekday or weekend? 
You come to me or I come 
to you? 



Coaching and Pre-Profiling a Skin Care Class 
 
 

Coaching-Reasons to coach your appointments: 
 
1. Build rapport with hostess. 

2. Help the hostess have the best class she can  

3. Meet the maximum potential of customers & prospects. 

Tips: 

 Don’t wait too long to start coaching. Get the guest list names and phone numbers of whom 
she is inviting when you book the class.  (Before she has even invited them).  Then you 
have names to work with even if they can’t come. 

 Get double the names you want to show, you can give an extra gift for the guest list 

 If she only has 1-2 names have each person bring a friend to increase the numbers once you     
start pre-profiling 

 Have hostess call you with those coming once she has invited them-when she calls give her 
a special gift (saves you time and keeps her on the ball) 

 
Pre-profiling: Calling Invite list. 
 
“Hi this is Amber.  I am a friend of _________ & I understand you are coming to her MK class, 
I am so excited to meet you.  I just wanted to find out if ___________ is going to be able to 
count on you to be there this Friday?   
IF YES:  Awesome! Well do you mind if ask you a couple of quick questions so I can be pre-
pared for you as our guest.  GREAT! 

Then ask the questions on the left side of the Customer Profile Card 

  ‘Lastly, at the class, we’re going to start promptly at 7pm.  Is there any reason why you 
can’t be there at 6:45 to participate in the Satin Hands Treatment?” 

Oh, and _______, _________ is earning lots of free product at her class.  If something changes 
in your schedule could you call me so we could replace you so that _______ gets all of her host-
ess credit (give your name and number)?  Thank you so much – I can’t wait to see you on 
_______ at _______am/pm! 
IF NO:  “Oh I am so sorry we are going to miss you.  For all the ladies that can’t make it I have 
a gift certificate and makeover from ___________ that you can use at a more convenient time. 
What would work best for you weekday or weekend.  Afternoon or evening.  6 or 7? 
NOT SURE YET:  Oh,  _________ is earning lots of free product at her class.  As soon as you 
figure out your schedule could you call me so we know if ___________ can count on you in 
order to get all of her hostess credit (give your name and number)? Go ahead and ask the  
profile questions in case she can come! 


