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See pages 4-5 

Hope Barker 

from Baconton, GA 
Beth Piland Unit 

Laura Garland 

from Cordele, GA 
Amanda Jones Unit 

Susan Hanna 

from Exeter, NH 
Tonya Sorrell Unit 

Dear Warfield Inner Circle Area, 
There are sooo many wonderful things that have happened in June!! 
 

Look at this.......We have 4 new Warfield Directors......Susan Hanna (Sorrell Unit),  
Regina Richardson (Stewart Unit), Laura Garland (Jones Unit)  AND......We have  
another One Month Wonder Director!!  Hope Barker form the Beth Piland Unit /
Future National Area completed DIQ in one month, just 6 weeks after joining MARY KAY! 
 

28 more DIQ's are bursting to put on that new Director's suit!! 
 

4 New Warfield Directors have earned their NSD to speak at their New Director Debut!!! 
Jennifer Converse, Melanie Bass and Catherine Martinez each debuted with 50+ Unit 
members!!!And New Director Hope Barker debuted in One Month!!  
 
I am soooo proud of you! 
 

Pink Hugs, Cheryl 

Regina Richardson 

from Nashville, GA 
Ruth Stewart Unit 



One woman can change 
anything.   

 
Many women can 

change everything! 

Elizabeth Webb 
Debut Date:  

2/2013 

Shirley Talley 
Debut Date:  

10//2012 

Tina Parker 
Debut Date: 

12/2012 

Laura Garland 
Debut Date: 

7/2013 

Regina Richardson 
Debut Date: 

7/2013 

Lauren Gamage 
Debut Date:  

10//2012 

WHOOHOO!!  WE ARE CELEBRATING 12 NEW  

WARFIELD AREA SALES DIRECTORS AT SEMINAR 2013!! 

Jennifer Converse 
Debut Date: 

5/2013 

Hope Barker 
Debut Date: 

7/2013 

Susan Hanna 
Debut Date: 

7/2013 

Catherine  

Martinez 
Debut Date: 

6/2013 

Melanie Bass 
Debut Date: 

6/2013 

Stacey Price 
Debut Date:  

8/2012 

Congratulations on your debut as an Independent Sales Director!  

A beautiful future awaits you and the Year 1 New Sales Director 

Track to Run program gets you started right away. With the  

On the Move, Fabulous 50s and Honors Society Challenges of this 

rewarding program, you get the goals you need to succeed and  

build a strong team in your first 12 months. 

       CONGRATULATIONS  

     CLASS OF 2013!! 



See complete contest details on www.marykayintouch.com, contests, New Sales Director Rewards 

On The Move (by the end of 3rd month) 
$15,000 + 3 Qual Personal Team Members 

• $1,000 bonus 
• Stackable stainless steel ring 
• Name badge ribbon and standing recognition at Leadership  

   Conference 2014 

• $1,000 bonus 
•  A stainless steel ring w/ the famous MK repeat logo, and a round  
   burnished set clear cubic zirconium. 
•  Free Leadership Conference Registration plus name badge rib-
bon 

Fabulous 50s Club (by the end of 6th month) 
$30,000 + 50 Unit Members 

Honors Society (by the end of 12th month) 
$60,000 + 50 Unit Members 

• $1,000 bonus 
• Stackable stainless steel and cubic zirconia ring 
• Free Seminar registration, name badge ribbon, and standing 
   recognition at Leadership Conference 

14-karat white gold contemporary-design diamond ring containing 
 1-carat of round brilliant-cut, colorless and black diamonds. 

Join the Honors Society Dean’s List among the Top 3  
and earn a beautiful Topaz Ring. 

14-karat white gold hand-made custom mounting with MK initials crafted into the 
gallery of the ring. Contains one 16 x 12 mm 13–carat lozenge-cut London blue 
topaz flanking by two 7 x 3.5 mm, 1-carat half-moon-cut sky blue topaz stones 

All Independent Sales Directors who debut from Aug. 1, 2012 – July 1, 2013, will receive: 
 

 A gorgeous Class of 2013 ring to match their 2012-2013 Independent Sales Director suit 
 A shimmery Kate Spade handbag 
 A $500 check when you attend either Leadership or Seminar. 

Your hard work deserves to be rewarded with fabulous prizes and spectacular recogni-
tion.  Look what you can earn during your 1st Year as a New Independent Sales Director. 

Achieve all three challenges above and receive the  
stunning Triple Crown ring. 



 

Annette Johnson  
Lillian Yocum 

Jessie Kalinowski 
Lauren Gamage 

Marie Quick 
Cheryl Warfield  

June Benton 
Beth Piland 

Barbara Bloom 
Penny Jackson 

Marcia Epps 
Beth Piland 

Heather Dawson 
Julie Draulans 

Kat Roedell 
Linda Horne 

Snowe Saxman 
Sandra Forsyth 

Tammy Corbin 
Melanie Bass 

Amy Branch 
Catherine Martinez 

Ashley Dean 
Melanie Bass 

Barb Drabek 
Joyce Bruder 

Kristen Hankins 
Beth Piland 

Susana Linder 
Catherine Piland 

Rogers 

Kristine Pruitt 
Laura Poling 

Stephanie Carter 
Gloria Brewster 

Denisse Cason 
Amanda Jones 

Carol Hughes 
Regina Richardson 

Myra Leslie-

Johnson 
Shirley Talley 

Elizabeth Miller 
Brandy Nusbaum 

Megan Southwell 
Melanie Bass 

Dana Taylor 
Gloria Brewster 

Sharron Tevanian 
Susan Hanna 

Sydney Laxton 
Lillian Yocum 



Rachel Thompson 
Catherine Piland  

Rogers 

Leann Veal 
Amanda Jones 

Lisa Woodke 
Brandy Nusbaum 

 

Class of 2014 New Director Challenge ~ Celebrate with Rich Rewards!  

NEW! Independent Sales Directors who debut August 1, 2013 through  
July 1, 2014 and their Independent Senior Sales Director will receive: 

 

A fabulous black Badgley Mischka handbag* 
 

A stunning Class of 2014 ring* to match your 2013-2014 
Independent Sales Director suit 

 

Once the handbag is earned, an Independent Senior Sales Director will  
receive Badgley Mischka wallet for when they debut an additional offspring 

Sales Director during the contest period.  Once the wallet is earned, those who 
debut an additional offspring Sales Director will receive a $100 bonus  

for each additional offspring debuted during the contest period. 
 

NEW! Those who debut Aug.1, 2013 through Jan 1, 2014, will receive a  
free registration to Leadership Conference 2014 in New Orleans. 

 

NEW! Those who debut Feb. 1, 2014 through July 1, 2104, will receive a  
free registration to Seminar 2014. 

 

Sales Directors must be active at the time rewards are distributed to be eligible for the prizes. 

We are looking for sharp women who are looking for something more.  
 

It may be more fun, more girlfriends, more income, more time and money management skills  
or more confidence in their lives. We never know unless we ask.  We know how awesome this  

company is and how it can change lives. We are so lucky to be able to choose who we work with. 
Don't be afraid to ask because we need to share the info and if they are  interested and want to  

take a chance on themselves, they are the ones that need to make that decision, not us.  
Keep spreading the word.  There are so many women looking for jobs right now.  

This may be the answer they did not know  was just around the corner. 







 

Regina  

Richardson 
NEW DIRECTOR 

5 Qualified 

Ashley Estes 
Tonya Sorrell 

3 Qualified 

Cheri Howard 
Linda Rowsey 

3 Qualified 

Lisa Woodke 
 Brandy Nusbaum 

5 Qualified 

Elizabeth Miller 
Brandy Nusbaum 

3 Qualified 

Jessie Kalinowski 
Lauren Gamage 

3 Qualified 

Amy Branch 

Gloria Brewster 

4 Qualified 

Dana Taylor 
 Gloria Brewster 

4 Qualified 

Phoebe Dales 
Ruth Stewart 

3 Qualified 

Hope Barker 
NEW DIRECTOR 

5 Qualified 

Heather Cearbaugh 
Brandy Nusbaum 

3 Qualified 

Ashley Dean 
Melanie Bass 

5 Qualified 

Annette Johnson  
Lillian Yocum 

4 Qualified 

Rawanda Smith 
Shirley Talley 

4 Qualified 

Rachel Thompson 
Catherine Piland  

Rogers 

3 Qualified 

Amy Branch 
Catherine Martinez 

7 Qualified 

Jennifer Miles 
Catherine Martinez 

3 Qualified 

Leann Veal 
Amanda Jones 

3 Qualified 

Katie Van  

Hammen 
Wendy Johnsen 

3 Qualified 

Barbara Bloom 
Penny Jackson 

4 Qualified 

Sharron  

Tevanian 
Susan Hanna 

3 Qualified 

Stephanie Carter 
Gloria Brewster 

3 Qualified 

Susan Hanna 
NEW DIRECTOR 

4 Qualified 

Laura Garland 

NEW DIRECTOR 

4 Qualified 





 THE BEST WAY TO DRIVE IS FREE!!! 

On-Target Grand Achievers 

Ashley Dean 
Melanie Bass 

$8,176.00 

Leann Veal 
Amanda Jones 

$5,603.50 

Annette Johnson  
Lillian Yocum 

$5,744.75 

Crystal Norman 
Beth Piland 

$7,431.25 

Rachel Thompson 
Catherine Piland   

Rogers 

$6,943.75 

Kristine Pruitt 
Laura Poling 

$6,597.00 

Amy Branch 
Catherine Martinez 

$6,584.00 

Carol Hughes 
Regina Richardson 

$6,494.75 

Lori Fountain 
Melanie Bass 

$5,635.25 

Lynnette Perez 
Sandra Forsyth 

$5,005.50 

Marcia Epps 
Beth Piland 

$4,980.25 

Jessica Shiver 
Hope Barker 

$4,916.25 

Regina Richardson 

New Sales Director 

WAY TO GO… 
New Director Regina Richardson 

and DIQ Lisa Woodke  
each earned their Career Car,  

the New Chevy Cruze  
and will be DRIVING FREE  

this summer! 

Lisa Woodke 
 Brandy Nusbaum 



 

Get On-Target  
 

 You must be active with five or more active personal team members 

 $5,000 combined personal/team wholesale Section 1 production in a calendar month.  

  These requirements must be met each month to be considered on-target.   

 Log on to Mary Kay InTouch / Contests/Promotions / Career Car Program for complete qualifications 

www.directoronlyservices.com 

The Chevy CRUZE Sedan! 

1st Month 

Team w/s ____________ 

# Team Members ______ 

2nd Month 

Team w/s ____________ 

# Team Members ______ 

3rd Month 

Team w/s ____________ 

# Team Members ______ 

4th Month 

Team w/s ____________ 

# Team Members ______ 



 

 Consultant 

Director Unit 

8 Active Team Members | 9% or 13% Personal Team Commission | $50 Team Building Bonus  

Lisa Lute 
Joyce Bruder 

Victoria Peasley 

Penny Jackson 

Julie Gerdeman 
Laura Poling 

Amy Kuczynski 
Amanda Jones 

Theresa Moore 
Irish Dickerson 

Randi Ginder 
Cheryl Warfield 

Latasha Patterson 
Nadine Marino 

Darlene Underwood 
Cheryl Warfield  

Gabriella D’Elia 
Penny Jackson 

Making the Personal Connection: 
 
NSD Diana Sumpter, knows the importance of developing friendships 
with her customers. It's what helps her and other Independent Beauty 
Consultants go from making a one-time sale to building loyal customers 
for the life of their businesses. 
 
Diana has built her business on this belief and shares her insight, plus  
a few great tips on how she uses the personal touch to build great  
relationships with her customers.  
 

I believe what separates Mary Kay from any other brand is not only a first-rate product but first-rate 
personal service. We need to go the extra mile - like enclosing a package of dry chicken soup mix 
in a get-well card to a customer who's not feeling well. I also like to send congratulations cards to 
customers and their families when they experience promotions or celebrations.  
 
Cards and calls from me let hem know we appreciate them as people and not just as customers." 
"Mary Kay Ash taught us that if we treat each customer with the utmost care - like she's wearing a 
sign that says 'Make me feel important' - then we will have a customer for life. 

During the hot summer months, you’ll want to remember that certain products are  
sensitive to high temperatures. You may want to avoid storing Mary Kay products in the 
trunk of your car where temperatures can become extreme. You could experience some 
product reactions to the heat — such as slight “sweating” or beading on some lipsticks 
— that will return to normal once removed from the heat. However, once products have 
been exposed to extreme heat for a prolonged period, product and package deteriora-
tion can occur. To ensure that you always deliver the finest quality products to your  
customers, store your products in the optimum storage conditions. The company  
recommends storing products at a temperature between 59 and 86 degrees Fahrenheit. 



 
Booking Approach 
When you are in conversation anywhere (ball game, at work, 
social situation, etc.) Simply ask, "By the way, I've been mean-
ing to ask; when you need any cosmetics, do you like to buy 
them at full price, half off, or free?" She says, "Free", and you 
say, "Great, I was hoping you would say that, did you hear 
that Mary Kay is giving away free cosmetics this summer?" 
 
Booking Card 
Then, reach into your purse or pocket and take out the Booking 
Card and say, "Look at this, a free mascara or $10 selection 
for getting me 15 items in outside orders! 
 
Booking Box 
Once you get a class booked, then you need a Booking Box, 
which is any kind of pretty box with a lid. Put ribbons, roses 
and glitz on the lid, and inside you place; 

1. An empty Custom Compact 
2. A $15 Gift Certificate for product 
3. A fun piece of jewelry (get it on sale at a depart-
ment store) 

When you arrive at the class and your hostess greets you with, 
"Can I help you bring anything in?" You say, "Yes, I want you to 
take this box and set it on the kitchen table and pick out a 
prize inside that you would like to win!" You then set up your 
table as she peeks inside the box. Other things you could put 
inside are: 

1. Two movie passes 
2. A manicure certificate 
3. A $5 McDonalds food coupon book for kids 

Ask her then what she would like to win. Then say this, "Sue, 
you job tonight is this, get two bookings dated and you win one 
prize choice, three bookings dated and you get two prize 
choices, get four bookings (one can be your re-book) and win 
all three prizes! Was there anyone that wanted to come but 
couldn't attend? Want to call them now and ask if they’d like 
their own facial and have two friends share it with them? 
 
How you handle the prize presentation: 
At the end of the class when everyone is gone say, "Sue, I'm so 
proud of you, four bookings! Wow! Let's see, you booked your 
mom, your sister, Mary and yourself! Will you attend your sis-
ter's class? Great, which gift would you want to be presented 
in front of everyone first? (The $15 Gift Certificate)." "Then, 
will you come to Mary's? Great, which prize would you like to 
receive that night? (The Compact) Great, and I'll have the jew-
elry to present to you at the next class!" (Do write in your date-
book which prize to present at each class!) 
 
Why? 
1. This helps prevent postponements; if she comes to get her 
hostess prize she encourages the new hostess to hold the class. 
2. The new hostess sees Sue getting prizes and will work at 
getting you bookings also. 
3. If you see Sue 3-5 times, first she is a great recruit prospect, 
and second, if she signs she is trained via her 3-5 observations! 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Recruiting Tickets: 
Purchase tickets on a roll at Wal-Mart, and put two tickets at 
every guest's tray at classes. Then announce they can ask any 
question about starting a Mary Kay business during the class. 
Each question entitles them to put their name on the ticket and 
place it in the center of the table. At the end of the class the 
hostess will draw one lucky ticket for a wrapped gift (a 
wrapped Preferred Customer premium). With every question 
asked, respond with, "Great question!" 
 
Examples: 
1. "How much do you make?" "Great question, do put your 
ticket in and I'll tell you how much I cleared at the end of the 
class, okay?" 
2. "How many classes do you do a week?" "Great question, 
two to three." 
3. "How does the moisturizer come?" "Great question, sorry no 
ticket in the middle....the answer is_____, do ask a company 
question again." If someone asks a question you don't know the 
answer to: "Great question, put your ticket in and I don't know 
the answer, but may I call someone and get back to you tomor-
row?" How do you use this? Don't be too concerned with the 
questions, but rather who is asking the most, who is the most 
energetic, and who has that sparkle in her eye! 
 
At Class End: 
Ask all you select to take an information packet with them and 
ask if you can touch base with them tomorrow. Information 
packet contains: 

1. An agreement 
2. A Look Book 
3. Some Company piece 

 
Show Close: 
Use ours. 
 
Summary: 
The Booking Approach, booking card and booking box are 
meant to keep three to five classes on your books each week, 
The booking box will help you recruit and insure against post-
ponements. Closing the class by sets will increase your class 
sales to $300-$500 average. Recruiting tickets will help you 
discern future recruit prospects. 

How Do I Build My Business Fast? 



 Booking is the Lifeline of Your Business  
 

1. Make a list (who would give their opinion, be a model, 
etc.) 30 minimum.  
 

2. Mark your date book – when will you work your Mary 
Kay business?  
 

3. Practice your script.  
 

Will you be wimpy or confident?  
Remember, you are not asking for a favor, you are offer-
ing something wonderful! 
  
4. Practice working through the 4 or 5 objections:  
    No Time,  Tried MK once-broke out  
    No Money Use _________ brand 
  
5. Schedule an uninterrupted time to call.  
 

6. Call until you get 8 - 10 scheduled in the next 2 weeks.  

 Booking Gets It – Coaching Keeps It  
 

Why coach?  
 To establish a rapport with the hostess & to give her  

confidence  
 To establish a rapport with her guests & solidify the  

appointment  
 

When do we coach? - 3 Opportunities  

 Hostess Packet  
 

 Look Books  
 Hostess Brochure  
 Business Card  
 Start Something Beautiful brochure 
 Start Something Beautiful CD  

EVERYBODY WINS!  
 

Go through the Hostess program and explain how she 
can get $75 in product for $35 or earn a fabulous  
Mary Kay Gift.  
 

 At least 3 girlfriends  
 Keep the original date  
 Get 2 new bookings  
 
An extra $25 Bonus for collecting $100 in outside sales or 
completing a Questionnaire about our marketing plan.  
Your class will be a HUGE success when your hostess  
understands how to do her part. She wants success as 
much as you do.  
 

She needs you to show her how!  

 Coaching Check-off Lists  
Put the following Coaching Check-off Lists  

on index cards and use one for  
each and every class!!  

 Initial Coaching (When you book it)  
 

 “I want you to get more out of this than you put 
into it.”  

 Give her a Hostess Packet, have her promise to 
read it & set up a time within 24 hrs to call her for 
her guest list.  

 Make sure she understands how to get $75  
in product for $35 & ask what she would like.  

 Give her ideas about who to invite & what to say 
– that she will need yes or no answers –  
reservation only basis.  

 Stress “on time” to participate – “early” for special 
pampering.  

 Stress the importance of outside orders & book-
ings. Say, “_____, this is my business & you can 
count on me. Can I count on you and if I can I 
have a special gift for you for keeping your 
scheduled appointment?” (Wait for reply and 
shake hands).  

 Telephone Coaching (Within 24-48 hours)  
 

 Get names, numbers, & best time to call guests.  
 Encourage her to over-invite & to confirm each 

guest.  
 Discuss where to have the class & the individual 

consultations.  
 Keep refreshments simple.  
 Remind her she gets $75 in product for $35. Find 

out what she wants to work for.  
 If it’s her Glamour appointment, remind her to be 

up to her Foundation (clean face, moisturized & 
with foundation) when you arrive.  

 Review directions if going to her house & put 
them in your Date Book.  

 Regarding children – we all love them, but this is 
Mom’s Night Out to be pampered. Let’s find 
someone to watch the kids. (Offer a lip-gloss for 
the sitter from you!)  

 Pre-class Coaching (When you arrive)  
 

 Arrive 30-45 minutes early.  
 Give her a sincere compliment.  
 Say, “Tell me about your friends who are coming 

today.” (1st pt. in recruiting plan) Tell her to watch 
you.  

 Remind her to not offer drinks or refreshments until 
the end during individual consultations. You don’t 
want them touching their face with dirty hands.  

 Instruct her makeover while setting up. 

 COACHING IS THE KEY! By NSD Dacia Weigant 













 Consultant 

Director Unit 

5-7 Active Team Members | 9% or 13% Personal Team Commission | $50 Team Building Bonus  

Tretta McNeill 

Lana Gaydon 

M. Kathryn Harris 

Lana Gaydon 
Pam Howard 

Debra Bishop 

Carolyn Faircloth 
Linda Rowsey 

Cleyone Fowler 

Cheryl Warfield 

Amy Postma 

Epsie Elmer 

Karen Hillstead 

Penny Jackson 

Casey Holder 

Amanda Jones 

Nancy Bigley 

Jennifer Converse 

Heather Cearbaugh 

Brandy Nusbaum 

Nora Fowles 

Renee Brooks 

Lisa Kerkof 

Shannon Kadlec 

Susan Lee 

Lauren Gamage 

Alicia McLaughlin 

Barbara Miner 

Gina Barfield 

Julie Draulans 

Shannon 

 Armstrong 

Tina Parker 

Katrina Behrman 

Ruth Stweart 

Amber Johnson 
Elizabeth Sevier 

Cheri Howard 

Linda Rowsey 

Toni Cook 

Laura Poling 

Phoebe Dales 

Ruth Stewart 

Beth Haely 

Julie Draulans 

Regina Raney 

Denise Crosby 

Crystal Norman 

Beth Piland 
Barbara Ribelin 

Irish Dickerson 

Darcy Richardson 

Epsie Elmer 

Angie Kuhn 

Renee Brooks 

Lynnette Perez 

Sandra Forsyth 

Lori Fountain 

Melanie Bass 

Ramona Hall 

Beth Piland 



ENSD Cheryl Warfield 

How to eliminate indecision & procrastination? 

Mary Kay taught us to use the 6 most important things  

to do list and a weekly plan sheet.  If you write it down & 
check it off, you’ll get them done, one by one! 

Casandra Webb 

Dana Gattis 

Dana Rollins 

Debra Bishop 

In your Dreams! Teresa Taylor 

Kathy McGinnis 

Trishelle Smith 

Laura Poling 

Valerie Simpson 
Debra Bishop 

Trina Siebenaler 

Rhonda Valley 

Ar Woods 
Leah Gibson 

 Consultant 

Director Unit 

5-7 Active Team Members | 9% or 13% Personal Team Commission | $50 Team Building Bonus  

Jessica Shiver 

Hope Barker 
Linda Stawski 

Joyce Bruder 

Penelope Wesselhoff 

Lillian Yocum 

Warfield Area Weekend 
Mentoring Hotline 
New Ideas Each  

Weekend! 

1-641-715-3900 

53147# 

Million Dollar Director,  

Beth Piland’s 

First Steps INVENTORY  

HOTLINE 

610-214-0299 

400338#  then # again 

It’s so important that you are sharing the  

Mary Kay opportunity with others each 

month. Where would you be right now if  

someone did not take the time to share 

Mary Kay with you?  Can you imagine?  
 

Executive Senior Sales Director Tammy 

Romage says that you should ask your 

customers to take part in team building 

appointments and do it often! Tammy  

provides the following script to use, "Part 

of my education is to learn how to present more about 

the Company and the Mary Kay opportunity. I know it 

may not be for you, and that is OK. Would you mind if I 

take some time to share a few facts  with you?  
 

"Once you have a “YES,”, take some time and share  

brochures and company facts with her. Remember  

to overcome any objections that she may have. 



 
Consultant 

Director Unit 

3-4 Active Team Members | 4% Personal Team Commission | Red Jacket Rebate | $50 Team Building Bonus  

Shawnta Fleming 

Denise Crosby 

Elena Knollinger 

Debra Bishop 

Traci Bowers 

Laura Poling 

Tabatha Gaskill 
Laura Poling 

Ruth Kato 

Rhonda Valley 

Tami Klingenberg 

Rhonda Valley 

Ashley Estes 
Tonya Sorrell 

Celinda Kuczynski 

Ruth Stewart 

Chellie Dietsch 

Jodi Bland 

Jennifer Belgard 

Beth Piland 

Barbara Crosley 

Shannon Kadlec 

June Grundy 

Nadine Marino 

Patti Hebert 

Ashley Kelly 

Rhonda Jenkins 

Joyce Bruder 

Susan Browning 

Amanda Jones 

Linda Crawford 

Linda Rowsey 

Judy Allen 

Jean Batts 

Jamie Boylan 
Jodi Bland 

Vickie Barker 

Hope Barker 
Katherine Bowers 

Epsoe Elmer 

Mary Brumbaugh 

Ruth Stewart 

Linda Burtzner 

Cheryl Warfield 

Bernice Bush 

Epsie Elmer 

Bernice Carter 

Linda Rowsey 

Amy Cox 

Stacey Price 

Melody Fredricj 

Jodi Bland 

Kayton Gay 

Laura Garland 

Lenka Green 

Ashley Kelly 
Rebecca Hasenbeck 

Laura Poling 

Sarah Kelley 

Linda Rowsey 



 
Consultant 

Director Unit 
continued 

3-4 Active Team Members | 4% Personal Team Commission | Red Jacket Rebate | $50 Team Building Bonus  

Jahaida Pabon 
Leticia Velasco 

Eleanor Leech 
Cheryl Warfield 

Rachel Morales 

Lopez 

Linda Rowsey 

JoAnn Nestor 

Penny Jackson 

Angela Little 

Elizabeth Webb 

Cathleen  

Meyer-Butler 

Epsie Elmer 

Rina Miller 

Jenan Wood 

Michelle Pino 

Doris Ortiz-Rafols 

Vicki Robertson 
Lillian Yocum 

Reba Lay 

Linda Rowsey 

Teresa Lennon 

Penny Jackson  

Ana Muniz 

Anabel Yeiser 

Leticia Pereira 

Leticia Velasco 

Marcia LeBlanc 

Geralene Champion 

Betty Thompson 

Lana Gaydon 

Nancy Strand 

 Denise Crosby 

Mary Sanderson 

Laura Poling 

Jennifer Miles 

Catherine Martinez 

Brandi Myers 

Gloria Brewster 

Kelly Roberts 

Beth Piland 

Rebecca Ruiz 

Leticia Velasco 

Ruth Smith 

Linda Rowsey 

Anne Spry 
Cheryl Warfield 

Linda Spodick 

Linda Rowsey 

Judy Thomas 

Cheryl Warfield 

Katie Van  

Hammen 

Wendy Johnsen 

Barbara Vaughn 
Lillian Yocum 

Lee Anne Loek 

Joyce Bruder  

Janet Sairs 

Joyce Bruder 

Rawanda Smith 

Shirley Talley 



 

 
Consultant 

Director Unit continued 

3-4 Active Team Members | 4% Personal Team Commission | Red Jacket Rebate | $50 Team Building Bonus  

Diane 

Walker-Saunders 

Connie Naiman 

Cindy Watkins 

Brandy Nusbaum 

Nancy Werner 
Cheryl Warfield 

Leah Wunch 
Denise Crosby 

During the hot summer 
months, you’ll want to 
remember that certain  

products are sensitive to 
high temperatures. You may 
want to avoid storing Mary 
Kay products in the trunk of 
your car where temperatures 

can become extreme.  
You could experience some 

product reactions to the heat 
— such as slight “sweating” 
or beading on some lipsticks 
— that will return to normal 

once removed from the heat.  
However, once products 
have been exposed to  

extreme heat for a  
prolonged period, product 
and package deterioration 
can occur. To ensure that 

you always deliver the finest 
quality products to your  
customers, store your  

products in the optimum 
storage conditions.  

The company recommends 
storing products at a  

temperature between 59 and 
86 degrees Fahrenheit. 

Team Leader Status 
•You and your team do $5000 production=$650 (13%) 
•Plus 2 new recruits that month=$100 (recruiting bonus) 
•Your Commission check would be=$750 
•On-target for your car 
Not bad huh? But, it gets better!!! 

10 Classes From Your Dreams This is THE plan!!!! 
 

Are you ready for a plan that can put you in DIQ, a new Career Car,  
or a New Directors Suit? This is it!!!!  Read it...get on the phone… 
and book your future today. Always work your business full circle! 
 

You are 10 classes away from your dreams! 
 

In the next 20 days what would happen if you committed to  
10 skin care classes? THIS is what would happen if you worked  
full circle. By that, I mean: 

•Sell the basic and sell sets 
•Book 2 or more classes from every class 
•Book 2 interviews at each class 

 

In this way, with 1 out of 4 people recruiting, you are: 
•2 classes away from a new recruit!! 
•10 classes away from having 5 recruits 
•16 classes away from being a Future Director 

 
Do you love this?? Now what if some of your new recruits did 10 classes  
their first month? Future Director no problem! Scared about being a director?  
Remember, fast is easy, slow is hard! These numbers may show you why  
it makes more sense! 

New Director status 
•You and your team (now a unit) do $5000 production=$1,300 (13% personal plus  
  13% unit 
•Plus 5 new personal recruits =$500 (recruiting bonus), unit volume bonus=$500  
•Your commission check would be=$2,300 
 
This does not include the wonderful amount you’d make from all your sales. 
 

If you have 0 recruits right now, you are 16 classes away from being a future  
director- then you are 32 more classes away from BEING a director.  
Divide the 32 between your 8 team members. Each of you hold 4 or 5 and  
you’ll have your Unit in one month!!! This plan does work!! 

Alice Zemaitis 

Wendy Johnsen 





 

 Name 
Q4 - STAR 
EARNED 

Lisa Woodke PEARL 

Regina Richardson PEARL 

Connie Diest PEARL 

Leah Gibson PEARL 

Melissa Smyre PEARL 

Gretchen Saunders PEARL 

Annette Johnson PEARL 

Dana Gattis PEARL 

Hope Barker PEARL 

Kristine Pruitt PEARL 

Melanie White PEARL 

Angeles Vilchis PEARL 

Shirley Talley PEARL 

Mary Brumbaugh PEARL 

Christina Lofthus PEARL 

Amy Branch PEARL 

Anabel Yeiser PEARL 

Connie Naiman PEARL 

Leah Wunch PEARL 

Linda Lauer PEARL 

Melanie Bass PEARL 

Ashley Dean PEARL 

Katrina Behrman PEARL 

Stephanie Lelo PEARL 

Julie Draulans PEARL 

Cindie Brown PEARL 

Christa Manz PEARL 

Paige Baines PEARL 

Kristin Ingram PEARL 

Celinda Kuczynski PEARL 

Linda Horne EMERALD 

Lynnette Perez EMERALD 

Marie Quick EMERALD 

Denise Simmons EMERALD 

Angela Shulman EMERALD 

Heather Cearbaugh EMERALD 

Rhonda Valley EMERALD 

Brandy Nusbaum EMERALD 

Carol Hughes EMERALD 

Barbara Bloom EMERALD 

Catherine Martinez EMERALD 

Wendy Johnsen EMERALD 

Elizabeth Webb EMERALD 

Jacqualine Bobb EMERALD 

Sue Campana EMERALD 

Doris Ortiz-Rafols EMERALD 

Erin Vance Brown EMERALD 

Linda Rowsey EMERALD 

Epsie Elmer EMERALD 

Name 
Q4 - STAR 
EARNED 

Tiffany Linstad EMERALD 

Cookie ODonnell EMERALD 

Kacie Nencioni EMERALD 

Elizabeth Miller EMERALD 

Amanda Bobb EMERALD 

Geralene Champion EMERALD 

Jill McAllister EMERALD 

Jennifer Converse EMERALD 

Jessie Kalinowski EMERALD 

Joyce Haney EMERALD 

Denisse Cason EMERALD 

Dawn Durocher EMERALD 

Tonya Sorrell EMERALD 

Ruth Stewart EMERALD 

Cheri Howard EMERALD 

Margaret Quilty EMERALD 

Lori Thompson EMERALD 

Gloria Leek-
Tannenbaum EMERALD 

Cindy Moon EMERALD 

Leann Veal DIAMOND 

Renee Mattek DIAMOND 

Laura Garland DIAMOND 

Nancy Walker DIAMOND 

Heather Gooch DIAMOND 

Autumn Mabie DIAMOND 

Shanon Keenan DIAMOND 

Amanda Jones DIAMOND 

Stephanie Carter DIAMOND 

Tequila Guntle DIAMOND 

DeboraLee Davis DIAMOND 

Lillian Yocum DIAMOND 

RachelLopez DIAMOND 

Laci Carter DIAMOND 

Jennifer Settlemyre DIAMOND 

Mary Sanderson DIAMOND 

Stephanie Mitas DIAMOND 

Ashley Estes DIAMOND 

Melissa Parr DIAMOND 

Nancy Bigley DIAMOND 

Sharron Tevanian DIAMOND 

June Grundy DIAMOND 

Lisa Kerkhof DIAMOND 

Donna Doyle DIAMOND 

Cindy Watkins DIAMOND 

Katie Van Hammen DIAMOND 

 Name 
Q4 - STAR 
EARNED 

Stephanie Vanasco RUBY 

Morgan Young RUBY 

Angela Mattison RUBY 

Shaun Collins RUBY 

Robyn Clark RUBY 

Leslie Davis RUBY 

Rebecca Hasenbeck RUBY 

Elizabeth Leamon RUBY 

Denise Crosby RUBY 

Stacey Price RUBY 

Rina Miller RUBY 

Anne Hammond-Parisoe RUBY 

Kristin Brady RUBY 

Iva Damon RUBY 

Ashley Bell RUBY 

Marcia Epps RUBY 

Myra Leslie-Johnson RUBY 

Snowe Saxman RUBY 

Jessica Olds RUBY 

Jennifer Hosenfeld RUBY 

Elisa Villanueva-Garcia RUBY 

Jodi Bland RUBY 

Casandra Webb RUBY 

Haley Hutcherson RUBY 

Gloria Brewster RUBY 

Debra Bishop RUBY 

Carissa Warfield RUBY 

Patricia Parks RUBY 

Sydney Laxton RUBY 

Betty Pasqualino RUBY 

Shannon Armstrong RUBY 

Ana Muniz RUBY 

M. Kathryn Harris RUBY 

Linda Hayes RUBY 

Rebecca Ruiz RUBY 

Kelly Ooten RUBY 

Martha Hernandez RUBY 

Diane Darling RUBY 

Theresa Moore RUBY 

Jennifer Miles RUBY 

Angela Little RUBY 

Helen Dalizu RUBY 

Hildy Lynch RUBY 

Jennifer Mann RUBY 

Jody Cole RUBY 

Emily Justinger RUBY 

Deidrah Prior RUBY 

Dana Taylor RUBY 



 

Name Q4 - STAR 

Kristen Hankins RUBY 

Lauren Gamage RUBY 

Elizabeth Meacham RUBY 

Michelle Stovall RUBY 

Faye Thacker SAPPHIRE 

Carrie Sanders SAPPHIRE 

Brandi Brigman SAPPHIRE 

Rachael Hall SAPPHIRE 

Susan Browning SAPPHIRE 

Carol Tchebanoff SAPPHIRE 

Amy Kuczynski SAPPHIRE 

Christine Tarchala SAPPHIRE 

Jessica Wilkerson SAPPHIRE 

Kat Roedell SAPPHIRE 

Melissa Longo SAPPHIRE 

Heather Grantham SAPPHIRE 

Vickie Barker SAPPHIRE 

Diana Loera SAPPHIRE 

Amy Cox SAPPHIRE 

Susana Lindner SAPPHIRE 

Debby Bassell SAPPHIRE 

Laura Poling SAPPHIRE 

Tabetha Martel SAPPHIRE 

Kim Ransom SAPPHIRE 

Meg Howard SAPPHIRE 

Andrea Strickland SAPPHIRE 

Nicole Wellington SAPPHIRE 

Margaret Keeler SAPPHIRE 

Tammy Corbin SAPPHIRE 

Belinda Ussery SAPPHIRE 

Bethany Smith SAPPHIRE 

Norma Crowe SAPPHIRE 

Christy LaRoche SAPPHIRE 

Lauren Amis SAPPHIRE 

Ann-Marie Ettswold SAPPHIRE 

Judy Thomas SAPPHIRE 

Cleyone Fowler SAPPHIRE 

Connie Peace SAPPHIRE 

Monique Guptill SAPPHIRE 

Mary Weaver SAPPHIRE 

Robyn Evans SAPPHIRE 

Deborah Estes SAPPHIRE 

Marge Garner SAPPHIRE 

Megan Southwell SAPPHIRE 

Sharon Hawkins SAPPHIRE 
Karen Evans SAPPHIRE 
Gina Staller SAPPHIRE 

Nora Fowles SAPPHIRE 

Name 
Q4 - STAR 
EARNED 

Valerie Simpson SAPPHIRE 

Lana Gaydon SAPPHIRE 

Cathy Weis SAPPHIRE 

Christina Jaskiewicz SAPPHIRE 

Tami Johnson SAPPHIRE 

Racheal Hayton SAPPHIRE 

Penelope Wesselhoff SAPPHIRE 

Evelyn Owens SAPPHIRE 

Teresa Lennon SAPPHIRE 

Alicia McLaughlin SAPPHIRE 

Jaci Prance SAPPHIRE 

Irish Dickerson SAPPHIRE 

Rhonda Jenkins SAPPHIRE 

Misty Cavan SAPPHIRE 

Latanya Hairiston SAPPHIRE 

Nadine Marino SAPPHIRE 

Michele Boston SAPPHIRE 

Tretta McNeill SAPPHIRE 

Beth Haely SAPPHIRE 

Tamara Newkirk SAPPHIRE 

Angela Lamb SAPPHIRE 

Betty Thompson SAPPHIRE 

Eddie Wiggs SAPPHIRE 

Jody Preston SAPPHIRE 

Michelle Webster SAPPHIRE 

Nikki Rodriguez SAPPHIRE 

Gina Barfield SAPPHIRE 

Victoria Deans SAPPHIRE 

Teresa Lawson SAPPHIRE 

Barb Drabek SAPPHIRE 

Rosa Quintanilla SAPPHIRE 

Kelley Sillaway SAPPHIRE 

Francine McLoughlin SAPPHIRE 

Mary DeMaagd SAPPHIRE 

Jessica Grubaugh SAPPHIRE 

Heather Dawson SAPPHIRE 

Barbara Crosley SAPPHIRE 

Jacquelyn Woodard SAPPHIRE 

Tammie Hartley SAPPHIRE 

Jill Jones SAPPHIRE 

Megan Bissell SAPPHIRE 

Patricia Hawks SAPPHIRE 

Sandra Forsyth SAPPHIRE 

Barbara Young SAPPHIRE 

Danielle Gibbs SAPPHIRE 

Name Q4 - STAR 

Betsy Carbaugh SAPPHIRE 

Alicia Day SAPPHIRE 

Christina Johnson SAPPHIRE 

Jamie Moore SAPPHIRE 

Shannon Kadlec SAPPHIRE 

Tina Parker SAPPHIRE 

Wendy Futch SAPPHIRE 

JoAnne Burkhardt SAPPHIRE 

Tangela Lewis SAPPHIRE 

Barbara Miner SAPPHIRE 

June Benton SAPPHIRE 

Brenda Smith SAPPHIRE 

Misty Stroh SAPPHIRE 

EARN A FABULOUS  

QUARTER 1 PRIZES 
 June 16 - Sept. 15, 2013 

Earn your Custom  

Mary Kay-Opoly Board Game 
when you achieve Sapphire 

Star Consultant status  
($1800 wholesale) 

This will be highly collectable! 
 

Are you game for a little  

Mary Kay-Opoly?  
Everyone wins!  

Designed exclusively to  
commemorate Mary Kay's  

50th Anniversary, this tabletop 
game features a customized 

board and personalized pieces 
that are unique, fun and totally 
Mary Kay! It's a collector's item 

that's sure to be one of your  
all-time favorites for many  

years to come. 





The new year is here!! What have you decided upon that you would like to accomplish this 
year? Earn your car? Move up to become a DIQ or Director? Make more money? Set your 
goals high and reach for the stars! Read on for more about setting your New Year’s Goals! 

There are four kinds of people in 
this world:  
 Those who make things happen  
 Those who watch things happen  
 Those who wonder what happened  
 Those who don’t know anything 

happened!  

GOALS CHECKLIST  
1. Your Goals must be yours  

2. Your Goals must be meaningful  

3. Your Goals must be specific and measurable  

4. Your Goals must be flexible  

5. Your Goals must be challenging and exciting  

6. Your Goals must be in alignment with your values  

7. Your Goals must be well balanced  

8. Your Goals must be realistic – must match your 

commitment & discipline  

9. Your Goals must include contribution  

10. Your Goals need to be supported  

What signifies successful goal setting?  

 

It is the progressive achievement  

towards your goal as you are working 

daily towards that goal; having   

tunnel vision towards your goals so 

that you are focused on that.  
What types of goals do you  

want to set this year?  

• Spiritual Goals 

• Family/Relationship Goals 

• Career Goals 

• Financial  

• Physical/Health Goals 

• Mental Goals  

• Social/Fun Goals  

• Contribution Goals  

    TIPS TO ACHIEVING YOUR GOALS  
 

1. Find a purpose that is bigger than you.  
• What is your Passion & Purpose - Find your WHY??  

 
2. Take Personal responsibility to GROW you  

• Listen to CDs – EVERY day  
•  Read uplifting books  
•  Attend EVERYTHING  

 
3. Say positive affirmations   

•  WRITE YOUR GOAL DOWN  
•  Make affirmations tape (script)   
•  Dream tape (pillow speaker)  

 
4. Visualize your goal  

• Make a goal poster – 80% will come to be  
• Create a picture Goals Book  
• Use an “Idea Book”  
• Act “As if”  

 
5. Be around positive people - go to your "Amen Corner"   

• Attend Success Events 
• Seek out Mentors  

 
6. Focus on consistent DAILY ACTIVITY,  

Be accountable to yourself  
•  Book 2 classes per Day - Booking 1st 

thing in the morning  
•  Create and work your 6 Most Important 

Things List 
•  Work Full Circle hold the classes  

necessary  
 
7. Get your support systems in place 

•  Tell them what’s in it for them! 




