10 Ways To Focus On Classes Not Facials

1. Time. A facial takes as much time as a class because you may relax too much and talk too much! With a
class, you have three to six prospects to book, sell and recruit. You only have one or two at a facial.
Which makes better sense?

2. Skill. You can’'t become an expert at something by doing it once a week. Repetition builds technique. The
better you feel about your class procedure, the more readily you will book. The more you work, the easier
and faster your expertise will come.

3. Master Consultantship. Holding classes will make you a master at this business. When you decide
become a Director, it will be a piece of cake. |®

4. Holding a Class lets you do it all—book, sell, and recruit. :

» Buying is contagious and women love doing things in a group. They will SELL each other!
* Book at least two people from each class, one to replace it and one to build on. Turn follow-
up facials into classes by promoting the hostess program.

» Coaching is simple at the class. Your prospect has just withessed what will be expected of

her. Coach future hostesses together on the spot! Give them each a hostess packet. Find out

what they want to win as their hostess gift and show them how to win it. Look each woman in

the eye and say. “For some consultants this is just a hobby, but it is my career. You can count

on me to be there rain, sleet, or snow! May | ask that same consideration on your part?” Be

peppy and enthusiastic. Shake her hand with tender loving care and tell her you love working

with dependable people. Set the date on the spot and send her a thank you note the very next

day for agreeing to hold a class. This method can help you wipe out postponements all

together!

» Select two people to recruit at every class. Give them a recruiting tape or video. Book a time

to pick it up within 48 hours. IF they're interested in starting their own Mary Kay business,

interview them to take them to your Director.

5. Positive Attitude. | never see a depressed Consultant who is consistently holding classes.

6. Booking Classes is a Mindset. When you think you can, you can. If you think you can’t you're right. It's
all in your attitude.

7. Build a Strong Team by Setting a Good Example. | believe that when we =
Recruit off the street, they will come to meetings. - -
Recruit from a facial, they will hold facials. ;r

Recruit from a class, they will hold classes.

8. Hold Five Classes the First Two Weeks of Every Month. Imagine how this will increase your business.
Many a race is won at the starting gate. This will perpetuate more classes and new team members for the
rest of the month.

9. Keep Ten Classes on Your Date book at All Times. Each time you hold one, make sure you replace it.

Here’s how

Make a list of all your good customers, friends, family and past hostesses.

Plan your time. In your date book, circle in green every time period that you have to do your Mary Kay
business.

Call from your list and say, " Hello Jane! This is with Mary Kay. Do you have a second? The
reason | am calling is that my Director has challenged me to hold five classed this week and | am excited! |
need your help. Is there any reason you couldn’t have four or five ladies over for a cup of coffee and a free
facial so | can meet this challenge?” Give her a choice of circle dates from your date book.

10. JUST DO IT!!!

DID YOU KNOW...
Holding 5 classes at the beginning of each quarter insures your success as a Star Consultant for the quarter!!!
Booing and sales from classes will carry you to Sapphire, Ruby, Diamond, or Emerald!!!




