For Successful Recruiting, Use The Proven
Four-Point Plan!!
 
1
Before anyone arrives ask the hostess, “Who’s coming today who would be good at doing what I do?”  If she suggests someone say, “Well I’m certainly going to have to offer her my job!”  Then say to her, “Judy, I’m building my own unit in this area, and I’m looking for a  few quality people to do what I do -  teach skin care.  Is Mary Kay something you’ve ever thought about or would ever consider for yourself?”
 
She will say she’s thought about it but... and then will give you an objection, usually that she can’t sell.  You then say, “Judy if I could teach you to do what I do, could you learn?”  She will say yes.  Then say, “I’d love to have a cup of coffee and share with you what I do (don’t stop) are you free tomorrow morning (or a specific time that you are) for us to talk over coffee?”
 
2
At the beginning of the class, give a heartfelt enthusiastic recruiting talk using the recruiting page in your flip chart.  See the Script printed below.

 
3
Select one person to talk with privately and say, “Jane, do you remember my saying that I am building my own unit in this area and am looking for a few key people to do what I do - teach skin care?  I couldn’t help but notice how well you wore our product, how knowledgeable you are about cosmetics, and how you seemed to lead that whole group.  Would an extra $500- $1000 per month be helpful right now on a consistent basis?  Well my schedule is kind of tight, but could you stay just a few minutes after the class or would tomorrow for about 10 or 15 minutes be better for you.  Which ever is better for you would certainly be fine with me.   

 
She’ll probably say just what the hostess said - for some reason she would be no good.  Then say, “We provide complete and free training -- if I could teach you to do what I do, could you learn?  I’d like to get together with you over a cup of coffee and tell you what I do.  I’m available (give her 2 choices) - which is better for you?”
 
4
Offer the hostess/guest a merchandise gift  ($25-50 suggested retail) for any person suggested by her who becomes a qualified Beauty Consultant.  Say, “If you know someone you feel would be good at doing what I do, and you recommend them to me and they are accepted by my Company to become a Mary Kay Beauty Consultant.  I will give you a gift of Mary Kay products.
 
If you use this at every class and with every other prospect you meet you will be finding your personal recruits first one at a time and then several a month, just because you took the time to ASK!  Memorize this technique.  Use it weekly.  Repetition makes you good.  Once or twice a month won’t do it!
 
Remember classes and facials are your income today .recruits are your future!
Page 2-3 Tell them Why you love Mary Kay!!  
LOW KEY RECRUITING SCRIPT

Here's a simple to the point and thought provoking script to use for your "Career Talk" from the No. 1 Director in Mary Kay, Lisa Madson: 
"This is my favorite page. I want to ask you some questions about your career. I don't want you to answer me out loud; I just want you to think in your mind about the job that you are at right now. At your current job, do you have all the flexibility in the world? If you wanted to take a day off for your son's soccer game...could you?? If you wanted to take off for your daughter's pep rally, could you?? If you all of a sudden had a hot date with that special guy and he wanted to take you somewhere special in the middle of the afternoon...could you go??? Do you have all the flexibility in the world right now??? 
At your current job, right now, if you gave it your ALL for the next 3-5 years...could you change your financial situation greatly?? In your current job, are they constantly praising you for everything you do?? Are they constantly building you up and telling you how much you mean to them?? Are they doing that??  Doing what you are doing now...and giving it your all...could you go to the very top with your company???
Now, I know, you may be sitting there thinking there isn't a career like that. I want you to know that I was approached to sell MK-- years ago. When I was first approached, my initial reaction was NO THANKS!, I am not interested!  But, to make a long story short, I decided I would sit down and listen to the woman, and hear about the facts...and then I could say "no"!" 
Mary Kay has changed my life!
What I would like you to do is just watch me and see if you could ever see yourself doing it, and you what MK says...there is a new beauty consultant at every class...and I agree with her. Who do you think would be good???(Physically back off and be quiet...they will hint of someone there a lot of the time)...well, just watch me." 
During the individual close:
"Mary Kay may or may not be right for you, and that's ok.  If after 10 
min! utes you don't want to hear anymore of what I have to say, we'll call it a coffee day.  At the very worst, we'll have a great time having coffee 
together.  But if it is for you, and MK could change your life and give you a 
career opportunity like it did for me when I was unsuspecting and thought I 
had no interest, I will be thrilled to have extended that invitation to you."
