


Mary Kay History  
and About our Founder  
Founded in 1963 by groundbreaker 
businesswoman Mary Kay Ash, Mary Kay 
Cosmetics is an internationally coveted company, 
conquering the world of beauty. As a working 
woman, Mary Kay experienced disparities in the 
way women were being treated, in comparison 
to men, and that’s when she knew that it was time 
to fight for equality in her own unique way. She 
wanted to build a working community for women 
to feel important and empowered, and that’s how 
the powerhouse, Mary Kay Cosmetics, came to life. 

Mary Kay was a fierce leader who wanted nothing 
more than to help women around the globe reach 
their highest potential. She once passionately 
said, “The idea of giving women an open-
ended opportunity has catapulted countless 
thousands to achieve their dreams.  And now, women of many cultures are accepting 
our opportunity in their own countries” – Mary Kay thrived off giving every woman an 
equal opportunity. She found motivation in her mother’s words, who used to tell her 
daughter, “You can do it, Mary Kay!” and she went on to share that kind of inspiration and 
encouragement with millions of women around the world. 

She also ensured that she connected with people from the heart. One of her biggest 
beliefs was that everyone wears a sign saying, “Make me feel important.” So, that’s 
what she set out to do – with a successful direct selling business in the beauty industry, 
Mary Kay Ash was encouraging entrepreneurship, woman empowerment, and success – 
one lipstick at a time. 

Mary Kay Ash wanted to leave behind a powerful and inspiring legacy – that means 
we value everything that she represented through her business and personality. We, at 
Mary Kay, strive to enrich the lives of women and their families, regardless of where they 
are in the world, through the notion of giving. Programs such as Pink Changing LivesSM, 
and campaigns like Look Good Feel Better® right here in Canada, help the company take 
charge in leading the course of compassion. Mary Kay is dedicated to giving back in 
every aspect possible and on a global level.  

A Message from  
General Manager  
Lynda Rose 
Independent Beauty Consultants, welcome to 
Mary Kay, an opportunity that will change your life 
and the course of your career path forever.  
I am thrilled for you to join the Mary Kay family, 
a powerful and inspirational community of 
independent sales force members, where you will 
walk the course of compassion and help enrich the 
lives of women across the nation; enriching women’s 

lives is at the core of this company and we never stagger from this mission. 

Mary Kay Ash was clear on what she valued the most in life – a go-give spirit – and it’s 
through this spirit that we continue to impact so many women and their families every 
single day. 

As you take your first steps into this rewarding journey of an Independent Beauty 
Consultant, you will feel a sense of empowerment, something that will be heightened 
with the presence of the fabulous people around you. You will have your fellow team 
members and leaders guiding you each step of the way, and you’ll soon adapt to the 
positive energy that each Mary Kay family member exudes. It’s contagious, that’s for sure! 

You will be encouraged to achieve, and even beat, your potential.

You will be challenged to set goals that will stretch your perspective beyond measure.

You will be inspired to keep moving up the ladder of success at Mary Kay, while your 
fellow consultants applaud your accomplishments. 

Remember that we are in this business together. Yes, it was founded by a single and  
fierce woman, Mary Kay Ash, but it is our job now to carry the company forward together,  
and with strength and gusto! You are in the business for yourself but never by yourself.  
Take that with you as you step into this magical world and watch your phenomenal 
business unfold. 

I wish you all the success as you embark on this incredible journey. May you find the 
utmost satisfaction that you’re looking for in the form of your business and may your 
liner forever be perfectly winged! 

Welcome on board. Cheers to you! 

Love and Belief,
“AS AN INDEPENDENT BEAUTY CONSULTANT, 
YOU’RE IN BUSINESS FOR YOURSELF, BUT 
NEVER BY YOURSELF.”  –  MARY KAY ASH
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 “THE DREAM ITSELF MAY BE WHAT MAKES THE JOURNEY MOST INTERESTING.”  
– MARY KAY ASH 

o	 Connect with your recruiter 
 and Sales Director. 
o	 Download the following apps: 
  - Mary Kay® Skin Analyzer
  - Mary Kay® Mirror Me™
  - Mary Kay® eCatalog
  - Mary Kay®  Digital 
   Showcase CA
  - MyCustomers®+
o	 Create your business 
 social media pages. 
o	 Log on to InTouch™ and  
 browse the resources. 
o	 Join your Sales Director’s  
 team page and groups on 
 social media. 

o	Set a date for your   
 business debut. 
 o	Read the social media guidelines. 
 o	Complete the following  
 on Link & Learn™: 
  - “Product Knowledge"  
   Learning Plan
  - "VIPink Service" course
o	Complete your “Perfect Start.”
o	Build your Dream Team. 

o	 Attend your first Unit Meeting. 
o	 Place your first order.
o	 Join the Mary Kay Sales  
 Education Facebook group. 
o	 List your contacts 
 – who do you know? 
o	 Complete the “Building   
 Your Customer Base” 
 course on Link & Learn™.
o	 Set up your Mary Kay®  
 Personal Web Site.

o	 Complete the the remaining 
 Link & Learn™ courses. 
o	 Learn how to hold your very 
 first skin care party. 
o	 Book your first skin care party. 
o	 Complete “Power Start.”
o	 Share your iStory with someone.  

First Day

Week 2

Week 1

Week 3 & 4

  How to Start
 

      What's Next?

 a successful business 

Starting a new business is a rewarding experience, but it also 

comes with some uncertainties, right? Where do I start? How do I 

get the job done? When will I see the results of my hard work? 

Unlike many other business plans, Mary Kay gives you answers to 

these questions right off the bat! We're going to give you some tips 

on what you can do and how to do it, so you can see your hard 

work come to life! Because we're ready to help you every step of 

the way!

Here’s a quick glimpse of what you’re going to read about in the 

coming pages!
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Critical and Vital Business Information 
Before you start something, you want to know how things work and what’s in it for you – 
we get it. We’ve got you covered. Your Mary Kay business will become an essential part of 
your life and we want to ensure that you are comfortable with the decision you’ve made 
to embark on this journey. 

 
We also want to make sure that you are staying compliant with the terms of your 
Independent Beauty Consultant Agreement, Company rules, and regulations to  
ensure that your business runs smooth! 

YOUR INDEPENDENT BEAUTY CONSULTANT AGREEMENT

You signed one when you started your Mary Kay business, and if and when you decide 
to build your team, you'll need to be familiar wit the terms and conditions of your 
Independent Beauty Consultant Agreement. You should do a thorough read of the 
Agreement to ensure that you are always compliant. Here are some points to keep in 
mind: 

 • Independent Beauty Consultants should never sell their Mary Kay® products via  
  any public, retail, online (the only exception to this is with a Mary Kay® Personal  
  Web Site.), or service establishments at any time; 

 • Independent Beauty Consultants should never sell their Mary Kay® products  
  outside  of Canada; 

 • Independent Beauty Consultants must protect the Mary Kay ® trademarks and  
  name, and seek written permission from the Company prior to their use in any  
  advertising outside of the company-published material. 

SOCIAL MEDIA COMPLIANCE

The digital world reigns supreme and the Company uses social media as a tool to reach 
out to the public and sales force members daily. So, we understand that you will also 
be using social media to promote your business. All we ask is that you create separate 
business handles to manage all your Mary Kay business needs. Your personal account on 
social media is not the place to post about your business.

Understand that you must also know the difference between a commercial social media 
post and an informational post. A commercial post clearly indicates that you want to do 
business with your audience; an informational post is one that showcases your love for 
the Mary Kay® product and cites an honest opinion of how you feel about your business, 
to your audience. 

We recommend that when you engage with others via social media communities, always 
follow the Golden Rule: do unto others as you would have them do unto you. After all, 
social media communities are real relationships, real communities, real conversations, 
and as such, they should be treated as real. 

CHECK OUT THESE TIPS ON HOW TO CONDUCT YOUR BUSINESS ON  
SOCIAL MEDIA:

 1. Only post truthful, accurate, and Company-substantiated results and benefits of  
  Mary Kay ® products. 

 2. Posts should include content appropriate for all ages. 

 3. An informational post can include “Learn More" with a link to your Mary Kay®  
  Personal Website because it only invites your audience to learn more about  
  what you shared and doesn’t solicit to do business with you. 

 4. “Boost” commercial posts only to followers on your business page. 

Friendly tip #1: 
Social media is great for a lot of things but talking about the earning potential of a 
Mary Kay business is not one of them.  Earnings claims, even if accurate, do not belong on 
social media or the internet.

You’ll also get some handy tips on social media in the “Around the Clock! Your Official Guide to 
the First Day” section of this guide and on  InTouch Home > Education > Digital Business Basics.

on your 30-day journey, 

But before we take you

we need to share some key points on your business.
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“THE FIRST STEP IS THE HARDEST; MAKING A COMMITMENT TO YOURSELF, FOR YOURSELF.  
BUT ONCE YOU DO IT, YOU’RE WELL ON YOUR WAY!”  

– MARY KAY ASH 

We’re here to help you take those first steps! 

Around the Clock!   
Your Official Guide to the First Day

MAKE CONNECTIONS

Making connections starts today, 
so start with chatting with your 
recruiter and  Sales Director! Your 
Sales Directors have been in your 
shoes and have championed their 

journey! If you have questions or come across 
obstacles, your Sales Director will be a great 
resource – always! You will get some tips, learn 
the tricks, and get welcomed the Mary Kay way!  

DOWNLOAD THE APPS!

Technology is going to be your 
best friend, and Mary Kay apps 
will let you access helpful 
information and tools right from 
your phone/tablet! 

Here are the apps you can download to get 
started: 

1. Mary Kay ® Skin Analyzer: This app uses 
advanced and scientifically based skin 
recommendation technology to evaluate 
skin in real time. The app then generates 
custom product recommendations, 
which can be shared immediately with 
customers. It’s the perfect way to provide 
your customers with a customized skin care 
regimen. 

2. Mary Kay® Mirror Me™:  delivers all the 
makeup you offer in every shade, right to 
your customer’s phone. On their own time, 
no matter where they are, your customer 
can play with the products they love and 
experiment without risk. Plus, she can add 
the product she loves right to her cart!

3. Mary Kay® eCatalog: a perfect way for you 
and your customers to get instant access to 
The Look® while on-the-go!

4. Mary Kay® Digital Showcase: access this 
virtual bookshelf for all your business-
related publications! Get instant access to 
Applause® magazine with more publications 
to come!

5. MyCustomers®+:  this app that has been 
made to put the future in your hands! By 
turning your smartphone into a portable 

business manager, you can be all-in in your 
Mary Kay business. Accomplish your goals 
in real time so reorders become future 
vacations, email blasts turn customer 
service into onstage recognition, and 
inventory tracking helps make more 
time for meeting new faces. It simplifies 
everything when it comes to managing your 
customers, products and orders! And if you 
thought that these were some of the best 
aspects of the app, they’re not! The best is 
yet to come: it is absolutely FREE! The app is 
available in Apple® App StoreSM and Google 
Play™." 

IT’S TIME TO GET SOCIAL! 

We can’t stress enough how 
important it is to set up your 
business social media pages. 
Social media is the perfect 
place to stay connected and be 

discovered – you can network with a larger 
group of people, right from the comfort 
of your home, and promote your business 
through various channels. It’s safe to say that 
as a business owner, you WANT a social media 
presence. 

We encourage you to set up your Facebook 
business page specific to your Mary Kay 
business, because today, you’re not always 
meeting people face-to-face. Interactions have 
taken many different forms – emails, texts, social 
media messaging – and it’s important to have a 
strong ground. For step by step instructions on 
how to set up your business page, check out the 
Social Media Playbook on InTouch.

Don't forget to check if your Sales Director has 
a team page on Facebook, you can join it to get 
business updates as well as learn from and stay 
connected with others.

MAKE INTOUCH™ YOUR BEST FRIEND 

InTouch is your place for all things product and business related! On your first day, make sure to 
browse the following resources: 

1. Mary Kay's Lucky 13: Product > Resources > Top 13 Best Sellers

2. Beauty Advisor Campaign: Business Tools > MyBusiness Tools > Beauty Advisor Campaign

3. The “Product” Tab on InTouch™: become the product expert you’re meant to be! 

4. Link & Learn™: Education> Link & Learn - Tune into the “Story of Why” video, read the “6 Most 
Important Courses” PDF, and complete your first Learning Plan to earn points and badges!  

Congratulations on completing your first day! You’ve been connected, acquainted, and socialed! 
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“WE DO HAVE A MISSION - TO SHARE OUR LOVE AND OUR ENERGIES, OUR HOPES, OUR 
DREAMS, OUR SUPERIOR PRODUCTS AND OUR BEAUTIFUL, ABUNDANT WAY OF LIFE.”  

– MARY KAY ASH 

You’ve taken the first step and completed your first day, now it’s time to tackle the week!  
And boy, is it an exciting one! 

Week 1   
Your First Full Week! 

 ATTEND YOUR FIRST UNIT 
MEETING: a great place to 
network, meet-n-greet, and make 
friends of a lifetime! Your Sales 
Director will host classes on 
different topics during your unit 
meetings and this will be a great 
vehicle to learn more about the 
business. 

 JOIN THE MARY KAY SALES 
EDUCATION FACEBOOK GROUP: 
this group will help you learn 
from the best of the best, with 
daily inspiration and, education, 
and Facebook LIVE classes with 
Sales Directors on different topics 
to help you grow in your business.

 SET UP YOUR PERSONAL 
WEBSITE : your Mary Kay® 
Personal Web Site (PWS) is your 
customer’s one-stop-shop for all 
things product and service! It’s 
your time to shine through your 
PWS – customize it to best reflect 
your personality and the services 
that you offer. Add a photo of 
yourself, list the languages you 
speak, include links to your social 
media channels, and add a short 
biography to help your customers 
get to know the real and beautiful 
you! 

 FAMILIARIZE YOURSELF WITH 
THE FOLLOWING TOOLS:  
• myMK: your customers' hub to 
get personalized service based 
on their skincare and beauty 
needs. They’ll need a myMK 
account to purchase products 
with you online, where they’ll 
also get access to product re-
order reminders, create and 
save a wish list of the products 
they’re dreaming of, and save 
addresses, payment information, 
and delivery preferences to speed 
through the checkout process. 

 • Beaut-e-News®: puts the 
latest products, gift ideas and 
beauty essentials right into your 
customers' inbox. Not only does it 
promote your Mary Kay® Personal 
Web Site, it links customers there 
so they can begin shopping! 
Encourage your customers to sign 
up on their MyMK account!

 COMPLETE THE “BUILDING 
YOUR CUSTOMER BASE DEEP 
AND WIDE” COURSE ON LINK & 
LEARN: every successful business 
is built on a solid foundation of 
customers. Learn the benefits of 
building a deep and wide customer 
base and how to start building your 
best customer base right away.

 CREATE A LIST OF NAMES – WHO 
DO YOU KNOW? Customers. You 
need them to start your business. 
It’s that simple. But where do you 
find them? All the people you 
need to get your business started 
are around you: mom, mother-in-
law, sisters, aunts, cousins, dad, 
brothers, uncles, and your besties! 
But your family and close friends 
shouldn’t be your only option. 
Remember, if you want to expand 
your business, you will have to 
expand your customer base. 
Next, make a list of the following 
people: co-workers, college friends, 
neighbours, your kids’ friends’ 
parents, people you know through 
your place of worship – this list can 
go on and on. You get the gist, right?

 PLACE YOUR FIRST ORDER 
AND TAKE ADVANTAGE OF THE 
EARNED DISCOUNT PRIVILEGE: 
take advantage of the Earned 
Discount Privilege (EDP) when you 
order a minimum of $450 retail. 
This means you’ll receive a 50% 
discount on Section 1 products and 
30% discount on Section 5 products 
in your order – just for working 
your business! Amazing, right? 
You’ll also receive the 50% discount 
on any subsequent Section 1 orders 
you place, regardless of size, for 
the rest of the calendar month and 
the following two calendar months. 
There’s no better incentive to start 
selling! 

HERE’S A CHECKLIST FOR YOUR FIRST 7 DAYS: 

Friendly tip #2:  Once you’ve set up 
your personal website, you can link it 
from your Facebook business account!

  |  1312  |  New Independent Beauty Consultants Guide



“OUR GOAL AT MARY KAY COSMETICS HAS ALWAYS BEEN TO HELP WOMEN BRING THE 
BEAUTY THEY HAVE INSIDE, OUTSIDE.”  

– MARY KAY ASH 

The List That’ll  
Be Your Bestie!

It’s  very common for a new Independent Beauty Consultant to think, “I don’t know a lot of people.”  
You will be very surprised when you start writing down names on a piece of paper. Sometimes 
all we need is a little memory jogger. Remember to tell everyone in your network and share the 
opportunity. Of course, there are your family and friends, but what about your neighbours, the kids’ 
teachers, small business owners in the area? If you need some inspiration, go through your Friends 
List on Facebook!

BEST PRACTICE:
	` Who do I know that likes makeup? Who might love doing this business?

 

Friendly tip #3: Data privacy laws require that you keep the personal information of customers, 
potential customers, and fellow Independent Beauty Consultants safe and secure. You also require 
consent for sending electronic messaging such as email, text, social media messages, and more. 
Check out Resources / Customer Consent on InTouch™ to get a downloadable Customer Consent 
form.  It's that easy!

WRITE THE NAMES HERE AND GET CALLING! 
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“BE A DREAMER.  HAVE A SENSE OF GREATNESS.  IT HAS BEEN SAID THAT IF YOU CAN DREAM IT, YOU 
CAN DO IT.  AND I BELIEVE THAT.  BEFORE YOUR DREAM CAN BECOME A REALITY, YOU HAVE TO SEE IT 

IN YOUR OWN MIND; SEE ITS FULFILLMENT, WHATEVER IT MAY BE.”  

– MARY KAY ASH 

You championed the first seven days of being part of Mary Kay, congratulations! So, what does  
Week 2 look like? We’re here to map it all out! 

Week 2    
Triumphing Your First Two Weeks!  

 SET A DATE FOR YOUR BUSINESS 
DEBUT:  think of it as a proverbial 
grand opening – you’re ready to open 
your proverbial doors and you want 
to let everyone know! With the help 
of your Sales Director, come up with 
the ideal debut date and get working 
towards the big day! Think of who you 
want to invite – you will share with 
your guests why you love Mary Kay® 
products and ultimately why you 
decided to join the company. The right 
guest list, people who will support 
you and your business, will help you 
launch your business on the right foot. 

 LEARN EVERYTHING ABOUT OUR 
MARY KAY® PRODUCTS:  there are so 
many resources to help you master 
the products that you’re going to sell! 
Be sure to check out the following:

• Product ingredients: learn what 
goes into making the best products 
in the market. It’s good to have this 
knowledge in case your clients ask 
you for reasons such as product 
allergies. And no, we’re not  
asking you to memorize ALL the  
 products! The list is right at your 
fingertips: InTouch™ > Products > 
Ingredients > Ingredients List 

• Skincare Workshop: participate in 
this workshop and arm yourself  
with important information on 
skincare and how Mary Kay® 
products address individual 
skincare needs. Find it here: 
InTouch™ > Products > Workshops > 
Skincare Workshop 

• Product Knowledge through  
Link & Learn™ – complete the 
following on Link & Learn™: 

 - "Product Knowledge"  
Learning Plan. 

 COMPLETE YOUR PERFECT START: 
book parties and complete 15 facials 
in 2 weeks! Perfect Start will help 
you practice your facial skills and 
introduce products to your potential 
customers; a hands-on demonstration 
will also help your customers to 
believe in the magic of what you’re 
using on their skin! Note all your 
perfect faces on page 17! 

 BUILD YOUR DREAM TEAM:  the 
opportunity is yours to discover 
and pay forward. “Women helping 
women” is the foundation of every 
Mary Kay business, and we want 
you to be able to give women a 
chance to define success in their own 
terms. Also, you want to share the 
opportunity with women you know 
love Mary Kay® products, have the 
drive to work for themselves, and 
understand the value of a Mary Kay 
business. Also, share the marketing 
plan with your friends! Who doesn’t 
want to do business with her besties? 
If you need help on how to approach 
them, ask your Sales Director and set 
up some conference calls! She can 
help you! Visit InTouch™ today for the 
Team-Building Flyer, Conversation 
Guide, and the Opportunity Brochure 
to help you come up with the right 
pitch to build your team. InTouch™  
> Education > For Consultants  
> Team Building 

Here is a checklist of what to do in week 2:

The Perfect Start for 
the Perfect Faces
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“ALTHOUGH IT IS TRUE A SMALL-BUSINESS ENTREPRENEUR IS HER OWN BOSS, SHE MAY HAVE TO  
BE A VERY TOUGH BOSS TO SUCCEED - MOSTLY TOUGH ON HERSELF.”  

– MARY KAY ASH 

You’re on your way to completing an entire month as an entrepreneur, bravo! At Mary Kay, a 
rewarding learning experience never comes to an end. There are always tasks for you to complete 
and tools for you to take advantage of so that you can continue to grow your business and expand 

your knowledge. And we’re going to continue doing just that! 

You are just 15 facials away...

Weeks 3 & 4  
Completing Your First Full Month! 

 COMPLETE THE REMAINING LINK 
& LEARN™ COURSES: you’re always 
learning through Link & Learn! Simply 
type the name of the course you want 
to complete in the search bar, and get 
to it! Here are some more important 
courses to finish by the end of the 
month: 

 1. Mary Kay Glossary 

 2. Skin Care Product Basics 

 3. Finding and Keeping Customers 

 4. Socially Connected: Market Your  
 Mary Kay Business

 5. Tell Your iStory 

 6. Sharing the Mary Kay Opportunity 

 7. Team-Building Success 

 HOLD YOUR FIRST SKIN CARE 
PARTY: remember how we suggested 
you book those Perfect Start 
appointments in your second week? 
Well, now it’s time to host those!  
Visit  the "Setting Strong Foundations" 
section of this guide for more 
information on skin care parties 
and remember that you can ask 
Independent Sales Director to help!  

 
Friendly tip #4:  Product benefits should 
never be overstated to end consumers 
– always use the Company’s published 
materials to ensure your claims are 
scientifically supported!

COMPLETE YOUR FIRST POWER 
START: facial 30 people in your first 30 
days and kick your business off with 
a bang!

 SHARE YOUR ISTORY: let others 
know what it means to have a Mary 
Kay business and why you chose to 
start one of your own. Your iStory, and 
your “why”,  is a powerful resource to 
inspire others to dream bigger and 
possibly start their own MK journey. 

Here is a checklist of what to do in weeks 3 and 4:

Prepare for your 
Power Start
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“EXPECT TO ACHIEVE THE GOAL OF YOUR DREAMS, AND YOU WILL ACHIEVE IT.”  
– MARY KAY ASH 

Congratulations! You’re all set up to start your Mary Kay business with your best foot 

forward! You know exactly what you need to do in the first month of this incredible 

journey to see rewarding results. Remember, this is the start of something beautiful, 

and we can’t wait to see you shine through. 

There may be some ups and downs in your journey, but don’t ever get discouraged. 

The entire team at Mary Kay is here to pick you back up and get you back on track. 

We are here for you. Your Sales Director is here for you. 

Remember, this journey is all about getting you out of your comfort zone, having 

you take on your business with confidence and empowerment, all while making 

your dreams of becoming an entrepreneur come true. 

We’re ready to have you be part of this incredible group of independent sales  

force members, are you ready to jump on board and never look back? 

      Your
  journey has
        Just Started 
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“IF YOU EXPECT THE BEST, THEN THE BEST WILL COME TO YOU.  EXPECT TO MAKE SALES, 
AND YOU WILL MAKE THEM.  EXPECT TO BOOK, AND YOU WILL BOOK.  EXPECT TO RECRUIT, 
AND YOU WILL RECRUIT.  EXPECT TO ACHIEVE THE GOAL OF YOUR DREAMS, AND YOU WILL 
ACHIEVE IT. WE WANT TO SET YOU UP FOR SUCCESS AND THE BEST WAY TO DO THAT IS TO 

ARM YOU TO TAKE ON ALL THAT’S TO COME YOUR WAY.”  
– MARY KAY ASH 

Setting Strong Foundations 

MONEY MANAGEMENT 

Everyone starts a business so that 
they can take home money at the 
end of each month. 

It’s important that you know 
how to manage your income so that you’re 
not purchasing inventory from your credit 
card or replenishing your personal accounts. 
So we suggest the 60/40 rule, a simple money 
management strategy to ensure that you never 
run out of funds to carry forward with your 
Mary Kay business, while still making a profit.

How it works: split your Mary Kay income into 
two accounts – INVENTORY and BUSINESS 
EXPENSES. Of the 100% (including taxes) funds 
that are brought in at the end of each week, 60% 
should always go into the “inventory” account 
so the money is sitting there for when you must 
restock. The remainder 40% will go into “business 
expenses” which you can use to payoff things 
like meeting fees or other expenses you may have 
incurred this week. You can take home what’s left 
from the 40% after all expenses are paid. 

Remember that you decide on the inventory you 
invest in, there is no set requirement from your 
Sales Director or recruiter. You need to pay for 
your orders yourself so you want to be smart 
with what products you’re buying, the quantity, 
and how they’ll cater to your customers.

Continue this motion to see your business grow 
and earn a profit. Independent National Sales 
Director Emeritus Marcia Grobety explains 
the 60/40 rule best in her video. You can watch 
it on InTouch™: InTouch™ > Education > For 
Consultants > Money Management. 

Here’s another  resource for you to check out 
and reference when it comes to managing your 
money: 

The Link & Learn® course: “Money Matters – 
Independent Beauty Consultants” 

TEAM BUILDING

Ladies, you need your dream team, 
to get things done in your business! 
It’s important to have strong, like-
minded people on your team so 
you all work towards the same 

vision – expanding your business while helping 
empower those around you. 

You want to build your team using the four P’s – 
Picture, Purpose, Passion, and Possibilities. This 
method will help you create a strong connection 
with the people you’re speaking to. Ask them the 
following questions: 

Picture: “Tell me about yourself.”

Purpose: “What makes you happy?” 

Passion: “Share an experience that made you 
proud of yourself, and what you loved about the 
moment the most.” 

Possibilities: “What’s the dream you want to be 
living a year from now?” 

And to build on the conversation you have with 
your new team members, using the four P’s, here 
are some other team building tips: 

• Build relationships: this means you’re trying 
to get to know your team members on a 
personal level. Focus on those who you know 
will benefit from having their own Mary Kay 
business, and don’t ever forget to share your 
inspirational iStory. 

• Have conversations: you want to know why 
your potential team member loves our 
products, reassure her that you are there to 
help her overcome any objections, and make 
sure that you also share why you love your 
business so much. 

• Practice the Four-Point Recruiting Plan: 
ask your new team member if they know 
someone else who might be interested in 
her own business, tell them your iStory, and 
share the Mary Kay opportunity to engage 
them.  

• Practice the Golden Rule, always: we’ve said 
it before, and we’ll say it again, treat others 
the way you’d like to be treated, always. 

Make Link & Learn™ and InTouch™ your best 
friend, because there are numerous resources 
that you can turn to, to help you recruit the ideal 
team. 

• Link & Learn™: “Tell Your iStory” under  
your “Understanding the Mary Kay Way"  
Learning Plan.

• Link & Learn™: “Sharing the Mary Kay   
Opportunity", under your "Business Skills”  
Learning Plan.

• Link & Learn™: “Team-Building Success”,  
under your “Selling Skills” Learning Plan.

Friendly tip #5:  Team building is great, but it's 
not for everyone and that's ok.  No matter how 
you choose to build your business, remember 
every Independent Beauty Consultant's top 
priority is the retail sales of products to satisfied 
end consumers.  

GO DIGITAL!

A digital party is simply hosting a 
gathering through social media, 
Zoom, or Google Meets. 

These parties help you with your 
business the same way an in-person party would. 
For example, a Facebook digital party can easily 
help you sell, book, and team-build without 
having to leave the comfort of your home. You’re 
essentially sharing the same information you 
would if you had you clients at home, it’s just 
a more convenient and modern way of going 
about your skin care parties! And isn’t everything 
digital now anyway? 

"Don't forget to pre-profile before your virtual 
party because it provides for a personalized 
experience to each one of your clients. When 
you pre-profile your customers, you're putting 
their skincare needs first and catering the virtual 
party to their needs. It makes the party that much 
more engaging and enjoyable."

Check out the resources below to help you plan 
the perfect skin care party: 

• Digital Parties: InTouch™ > Education >  
Social Media > Digital Parties 

• Flip Chart: InTouch™ > Education >  
For Consultants > Flip Chart PDF 

• “The Golden Way to Sell”: InTouch™ >  
Education > For Consultants > Team Building 

• Link & Learn™: “Business of Booking” 

• VIPink® Service: become your clients’ beauty 
BFF with these tips and tricks!

HOW TO HANDLE OBJECTIONS 

You’re bound to get someone 
who says “no,” and it’s imperative 
that you’re ready to take on these 
objections, and even rejections, 
and turn them into potential 

clients and/or team members! Remember not 
to take these no’s personally, though – it takes 10 
“no’s” to get a “yes!” 

Mary Kay believed that “when a woman says, ‘no,’ 
she usually is saying, ‘You haven’t told me enough 
yet. You haven’t given me enough information. 
Tell me more.’” This just means that you must 
load up on all the information that you can share 
with your hostess and be sure to address all 
concerns. 

Here’s an example of a common objection:

Hostess: “Everybody I know has been to a 
Mary Kay party.” 

Consultant: “Ok, let’s make the one you host 
different! Why don’t we hold a unique themed 
party for your friends? We can do colour, spa or 
fragrances so they’re experimenting with more 
than just skin care essentials. Parties last about 
an hour, and the atmosphere is casual and fun. 
How does that sound?” 

You can always run scenarios by your Sales 
Director to understand how you would respond!

PREFERRED CUSTOMER PROGRAMSM

You want to show your customers 
how much you appreciate them 
and gifts that best suit their 
individual needs is the way to 
go! Offer your customer a free 
gift when they purchase $50 or 
more in Mary Kay ® products 
during any product promotion. 
Remember that the free gift 

of choice is available to Preferred Customer 
ProgramSM participants only. They’ll also get a 
Look Book in the mail once you enrol them! 

There are a wide variety of products your clients 
can choose from; you can get all the details by 
visiting InTouch™: InTouch™ > Business Tools > 
Preferred Customer Program. 
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BE THE STAR THAT YOU ARE – THE STAR 
CONSULTANT PROGRAM AND MK TOTAL 
REWARDS 

We want you to achieve success through 
consistency; we want you to shine like the star 
that you are. These are the reasons why we’ve 
introduced the Star Consultant Program to 
Independent Beauty Consultants, and the perks 
are impressive! 

To participate in the Star Consultant Program, all 
you do is place a minimum of $1,800 in wholesale 
Section 1 and/or Section 5 order(s) each quarter 
(orders can be cumulative) – that’s all! But it 
gets better! The more you order, the more MK 
Total Rewards (MKTR) points you’ll earn! At the 
end of each quarter, your MK Total Rewards 
points will be uploaded to the MK Total Rewards 
Marketplace. Sell enough product to support a 
minimum cumulative $1,800 wholesale  
Section 1 and/or Section 5 quarterly order(s)  
= 1,800 MKTR points.

What are MK Total Rewards points? Mary Kay 
Ash wanted to reward the sales force with 
incentives that would encourage them to 
perform to the best of their ability, and the 
MKTR points were the best way to do just that! 
These points will help you redeem luxury items 
(designer purse, anyone?), outdoor/indoor 
experiences (do you like river rafting?) and 
various other prizes you can take home! It’s a 
rewards experience that is tailored to YOU! 

Receive 1 MKTR point for every $1 in a minimum 
$1,800 order. Be consistent and you’re on your 
way to achieving a once-in-a-lifetime, dream-

come-true, prize! 

Visit InTouch™ for more details: 

InTouch™ > Recognition > Year-Long Promotions > 
Star Consultant Program/MK Total Rewards.

TAXES

We want you to run your 
business fully compliant with 
provincial and federal laws.  
As self-employed, you may be 

subject to certain federal, provincial, and local 
laws regarding your business, which you must 
abide by. Although we have compiled some basic 
information for you to read, we recommend 
that you consult a professional (ie. Lawyer, 
accountant) to make sure you’re fully compliant 
with all applicable laws. 

To assist you with your income tax return, annual 
income information is available on InTouch™ 
at the end of February; Independent Beauty 
Consultants and Independent Sales Directors 
who earn commissions, prizes, or other rewards 
adding to more than $500 in the calendar year 
will receive an Income Information Letter. 
This letter will report actual earnings paid in 
the calendar year therefore it would include 
commissions earned from December  of the 
prior year (paid in January) to November of the 
current year.

You should keep detailed records to support 
your income and expense information.  These 
records may include, but are not limited to, 
customer sales tickets, packing slips/invoices 
included with each wholesale order, monthly 
commission statements, car mileage log for 
business use, and detailed business expense 
receipts.  In addition, every year you need to 
perform a physical count of the inventory that 
you have in stock as of December 31.

We’ve put together certain tools to help you run 
a Mary Kay business the right way. Visit InTouch™ 
for information on sales tax as well as resources 
for the Native American Independent Beauty 
Consultants: InTouch™ > Resources > Taxes > Sales 
Tax Information. 

$1,800 wholesale 
Section 1 and/

or Section 5 
quarterly order(s)

= 1,800  MKTR points.

Your Independent Contractor Status: As an independent contractor, you are not an employee nor an agent of Mary Kay Inc. Throughout Independent 
Beauty Consultant Guide, you will receive guidance, suggestions and ideas regarding your Mary Kay business, yet you have the freedom to choose your 
own hours and the business methods that work best for you. The Company retains no right of control over you, except those terms of your Independent 
Beauty Consultant, Independent Sales Director and/or Independent National Sales Director Agreement(s) with the Company. You, in turn, have no power 
or authority to incur any debt, obligation or liability, or to make any representation or contract on behalf of the Company.
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F
Five O’Clock Club
A term Mary Kay Ash coined. She 
believed that getting up at 5 a.m. and 
getting an hour or two of focused 
work in before the rest of the 
family woke up was the best way to 
maximize your time and make your 
whole day more productive. Give it a 
shot, and join the club!

G
Gold Circle
Independent National Sales Directors 
who have earned $125,000 to 
$199,999 in NSD commissions during 
the Seminar Year.

Golden Rule 
Customer Service
The exceptional service Mary Kay 
Independent Beauty Consultants 
pride themselves on offering. It 
is based on the Golden Rule: Do 
unto others as you would have 
them do unto you!

I
Inner Circle
Independent National Sales Directors 
who have earned $300,000 or 
more in NSD commissions during 
the Seminar year.

L
Leadership 
Conference
An annual Company event held in 
January for Mary Kay independent 
sales force leaders, including all 
Independent Sales Directors and 
Independent National Sales Directors. 
 

Limited Edition
Products that are offered for a 
limited time only. In most cases there 
is a limited production, so when the 
supply runs out, the product is no 
longer available.

M
The Mary Kay  
National Area
When an Independent National Sales 
Director retires, and she does not 
have an active Senior National Sales 
Director, the independent sales force 
members in her area move into The 
Mary Kay National Area. This area is 
mentored by Mary Kay corporate 
staff members as well as select 
Independent National Sales Directors, 
and they are provided with education 
events and special recognition 
created just for them.

Miracles 
Happen
Mary Kay Ash’s 
autobiography 
was put in your 
Starter Kit 
for a reason. 
Read it – it’ll 
change your life!

O
Offspring Sales 
Director
When an Independent Sales Director 
has a unit member who becomes 
an Independent Sales Director, 
she is an “offspring” Independent 
Sales Director of that Independent 
Sales Director.

Open House
An event typically hosted during the 
holiday season by an Independent 
Beauty Consultant for her current 
customers and guests where 
products are displayed and sold.

P
Products for 
Purchase
All Section 1 and/or Section 5 items 
are retail products that you sell to 
customers and are commissionable. 
Section 2 items are sales aids and 
tools that you can use to promote 
sales. However, they are not for retail 
sale to customers and, therefore, are 
not commissionable. Place your order 
electronically on Mary Kay InTouch®.

Q
Queen’s Court of 
Personal Sales
When you have $30,000 Personal 
Estimated Retail Production in the 
Seminar year, you become a member 
of this court, earning onstage 
recognition and a prize at Seminar.

Queen’s Court 
of Sharing
When you add 24 qualified new 
personal team members during the 
Seminar year, you are a member 
of this court, earning onstage 
recognition and a prize at Seminar.

R
Regular Line
The term used to describe a 
Mary Kay® product that is available 
year-round and is consistently in 
production to be available for sale.

S
Seminar Year
The Mary Kay contest year which 
represents the period of time 
between July 1 of the year through 
June 30 of the following year.

Six Most 
Important Things List
Every day Mary Kay Ash wrote a list 
of the six most important things she 
had to do the next day. Any tasks 
not completed were to be added to 
the following day’s list. She called it 
the “Six Most Important Things” list. 
Mary Kay was often heard touting the 
fact that writing a daily list of things to 
do was one of the smartest things she 
had ever learned. She believed that 
the beauty of lists is that they require 
you to write things down, because if 
you trust everything to memory, you 
may never get around to doing even a 
well-thought-out task. Mary Kay said, 
“I value my Six Most Important Things 
list so much that it has been passed 
on to every Mary Kay Independent 
Beauty Consultant. Once you work it 
into your routine, you’ll wonder how 
you ever got along without it. Try it 
for 90 days, and see for yourself!

The Mary Kay Dictionary 
(yes, we have our own!) 

At Mary Kay, we want you to walk the walk and talk the talk – literally! 
The Mary Kay world has it’s own vernacular, business terms, and 
product-related descriptors that you should get familiar with. So, 

without further ado, here’s your very own Mary Kay glossary: 

A
Active Status
An Independent Beauty Consultant 
is considered “active” in the month a 
minimum total of $450 in retail orders 
are received by the Company and in 
the following two calendar months. 

Adoptee Program
As part of Mary Kay’s “no territories” 
program, an Independent Beauty 
Consultant who lives away from her 
Independent Sales Director can be 
“adopted” and welcomed into another 
unit, allowing her to be mentored 
without financial consideration.

Applause® Magazine
A free quarterly digital magazine 
for Mary Kay Independent Beauty 
Consultants that keeps you up to 
date on all the latest news, including 
new products, contests, events and 
Company information. Available on 
the Digital Showcase app!

B
Bling Buttons

I’M
NEW!

CADILLAC
UNIT

  
At Mary Kay, we love recognizing the 
many successes of our independent 
sales force. And one of the ways we 
do that at our corporate events is 
with Bling Buttons.

Each Bling Button is a super-special 
representation of an individual 
achievement. The Bling Buttons you 
earn are showcased on the sales force 
name badges worn at Seminar and 
Leadership Conference. The more you 
achieve, the more bling you have!

C
Circle of Achievement
Independent Sales Directors who 
represent units with between 
$300,000 and $550,000 in 
estimated unit retail production for 
the Seminar year. 
 

Circle of Excellence
Independent Sales Directors who 
represent units with at least $600,000 
in estimated unit retail production for 
the Seminar year. They can also earn a 
trip to an exotic location.

D
Debut
The ceremony during which a 
Mary Kay Independent Beauty 
Consultant takes the oath to become 
an Independent Sales Director or 
Independent National Sales Director.

Diamond Circle
Independent National Sales Directors 
who have earned $200,000 to 
$299,999 in NSD commissions during 
the Seminar Year.

Direct Deposit
Direct deposit automatically places 
any payments the Company owes you 
directly into your bank account. 

E
Earned 
Discount Privilege
When an Independent Beauty 
Consultant maintains activity status 
of A1, A2 or A3, she’ll qualify for the 
Earned Discount Privilege - a 50 
percent discount on any Section 1 
product orders and a 30 percent 
discount on any Section 5 product 
orders she places, regardless of size. 
For example, if she places a minimum 
total of $450 in Section 1 suggested 
retail orders on August 1, she will 
receive a 50 percent discount on 
that order and all subsequent orders 
she places during the remainder of 
August, all of September and all of 
October. And using this same example, 
if she places another minimum $450 
Section 1 suggested retail order 
or orders accumulating to $450 
Section 1 suggested retail or more in 
September, she’ll renew her Earned 
Discount Privilege and receive a 50 
percent discount through the last 
day of November. 
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“As you start your journey to success, keep 
in mind that the greatest Consultant has 
not yet been crowned; the greatest Sales 

Director has not yet been found.” 
– MARY KAY ASH
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