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Before each class, ask the hostess who is going to be 
there that might enjoy doing what you do. 
 
Enthusiastic I-Story...during the class, tell your brief I-
Story and be sure to include “why” you decided to do 
Mary Kay. Use the Career in a Bag game until you are 
comfortable discussing the career. 
 
Select at least 1 person to offer the opportunity to by 
scheduling an interview, and giving her recruiting litera-
ture & a CD to listen to. Invite her to the next weekly 
meeting. Use the script provided in your Skin Care 
Class Packet. 
 
Token…give the hostess a “token” gift ($50 in free 
product) when someone she recommends is accepted by 
the company and joins your team. 

CAREER STUDY BAGS CAREER STUDY BAGS   
♦ Place inside a cute cellophane bag (can be pur-

chased at Dollar Store) with a pretty ribbon: 
1.  Julie’s Career CD/Tape    
2.  Career Study Information Sheet   
3.  Sample (fragrance, lipstick, lotion, etc)    

      4.  Your Business Card 
      5.  “Tape Back, Feedback” card below (if using 
 the “100 CD’s to a New Car” idea below) 
 
♦ Put together your Career Game Bag (see page 3 

of class script for details) 

100 CD’100 CD’SS  TOTO  AA N NEWEW C CARAR!!  
Here’s a fun way to share the career opportunity 
with a lot of people in a short amount of time! 

1. Make copies of the “Fast, Fun, Facts Sheet” (see back of 
this sheet) and glue it on to the front of a large clasp enve-
lope. Inside the envelope place 1 Look Book and 5 Career 
Study Bags (see directions above). Include the “Tape 
Back, Feed Back” card below. 

2. Find 10 women who want to earn up to $100 in FREE Mary Kay product to be your Talent Scouts. 
3. Allow your 10 Talent Scouts one week to pass out the Career Study to 5 of their friends, co-workers, family, etc. 

Those friends should listen to the CD and fill out questionnaire, and she returns both to you. 
4. Each person who listens and participates by returning the CD and questionnaire to the Talent Scout within the 

week, will receive a FREE $10 gift of their choice, which they can choose from the Look Book the Talent Scout 
gave them. 

5. The Talent Scout will receive $10 in FREE product for each CD and questionnaire she gets returned within the 
week - up to $50 in FREE product! 

6. If someone the Talent Scout has given the Career Study to becomes a qualified consultant on your team, the Talent 
Scout will receive an additional $50 in FREE product of her choice!  

7. Collect all the CD’s and completed questionnaires from the Talent Scout at the end of the week. 
8. Follow up on each questionnaire and make arrangements to deliver their product in person! 
9. Find at least one person from each group of five to be your next Talent Scout and start all over again! 
10. You may order Julie’s Career CD’s by contacting your Director. They are $1 each. 
Possible Results: 
10 Talent Scouts each handing out 5 Career Study Bags     =  50 CD’s given out 
If only 1 out of every 5 CD’s given out and followed up with actually recruits  =  10 new recruits 
If only 1/2 you follow up with books a facial or class (average $50 in sales)  =  $1,250 in sales 

GGIVEIVE  THETHE CD B CD BACKACK, ,   
GGIVEIVE Y YOUROUR F FEEDBACKEEDBACK &  &   
GGETET  AA FREE G FREE GIFTIFT B BACKACK!!  

 
Thank you for participating in our Career Study Sur-
vey! Please listen to the enclosed fast, fun story of 
the career opportunity facts of Mary Kay in your car 
while you are out and about. Then, fill out the en-
closed Career Study Questionnaire and return it to 
the person who gave it to you this week and you will 
receive a FREE $10 gift of your choice just for par-
ticipating!! 
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Career Study Questionnaire 
 

Consultant______________________________________________ Date________________ 

Participant’s Personal Information 
 
Name_______________________________   Home Phone_________________ 
 
Street Address________________________   Work Phone__________________ 
 
City___________   State_____   Zip_______   Best time to reach you__________ 
 
Occupation___________________________ 
 
Married Y___ N___  # of Children_______  Ages________ 

Questionnaire 
 

1. What two things appealed to you most about what you heard? 
_______________________________________________________________________
_______________________________________________________________________ 
 

2. Are you currently where you want to be (Answer “yes” or “no” to each) 
Financially_____ Your Career_____ Balance of Time_____ 
 

3. What do you like most about your current position?_____________________________ 
 

4. What do you like least?____________________________________________________ 
 

5. Listed below are the top reasons why people choose a career with Mary Kay. If you were 
to consider a career with Mary Kay, which two would appeal to you most? 
A. More Money 
B. Recognition  & Prizes for Your Efforts 
C. Personal Growth You Get Paid For 
D. Free Car for 12-15 Hours Work A Week 
E. Personal Product For 50% Discount 
F. Incredible Tax Benefits 
 

6. After hearing the facts, is there any reason why you wouldn’t want to give this career a 
try? Yes____ No____ Other_____________________ 
 

7. On a scale of 1-10, what is your level of interest in this career? 
(1 meaning no interest, 10 meaning I’d like to try it, 5 is a “chicken” answer) 
 

                         1    2    3    4    5    6    7    8    9    10  
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Thank you for participating in our Career Study Sur-
vey! Please listen to the enclosed fast, fun story of 
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receive a FREE $10 gift of your choice just for par-
ticipating!! 
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1)  What about the career opportunity intrigued you most? 
 
2) In your wildest dreams if you ever did something like Mary Kay, what do you think you would you        
enjoy most? 
 
3)  If I could show you how to make an extra $200 to $400 working less than 8 hours would you be interested 
in finding out more? 
 
4)  Hypothetically,  if you were to be a consultant, knowing what your schedule is like right now and knowing 
if it takes two hours to hold a skin care class, how many would you hold in a week?  (1 would be 2 hours, 2 
would be 4, etc.)? This will give you an idea of the income you could expect for hours invested. 
 (have her refer to the income vs. hours section on the career information sheet and follow along) 
 
5)   Would an extra (whatever income it would be from above) a year help?  What would you use it for? 
  
6) If I could show you how to hold one class and work it full-circle so that when you leave you’ve not only 

sold product and made money, but you have more classes on your appointment book, so that you can build 
a strong client base, would you be willing to learn? 

 
7)  Every Consultant starts off with the Starter kit, it is $100 + tax and shipping for a total of (give total), and it 
includes over $306 in full-size sellable product in there (list what it includes).  It gives you everything you 
need to start your business and product to demonstrate on 100’s of faces.  The only thing it doesn’t include is 
wash cloths, and product to sell.  You can use MC/Visa, Discover, Check or Cash and the best part of all. . .it 
is 100% tax deductible! 
 
7) Is there any reason why you wouldn’t want to go ahead and get your Starter Kit ordered today, I think you 

would make a great consultant and I would love to work with you?  (do not speak until she answers) 
 
 If she says anything but “yes, sign me up” (I want to think about it, ask hubby, etc.)  you say: 
 
 On an interest scale of 1—10 (explain scale “1” no interest, “5” chicken, “10” nothing to lose) 
 where would you say your interest is? 
 
 Then end with this: 
 
 I want you to think about two things: 
 If I joined MK today, what is the worst thing that could happen? 
 What is the best thing that could happen? 
 Think about it tonight and I’ll call you in the morning to get your decision.   
 (set up a time to call her) 

The following is from National Sales Director Cheryl Warfield.  This is what she teaches her con-
sultants to say when following up with a career CD or to show a Career Video at the end of the 
Skin Care class while you clean up and they are eating refreshments and then follow up with 
these words at the One on One Close of a class.   


