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   Welcome to Kivian’s Dazzling Diamond Unit!

Congratulations! 
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You are on the threshold of an exciting new career. The opportunities with Mary Kay Cosmetics are unlimited. Part of my job as your Director is to make you aware of these opportunities, but the decision to take advantage of them is up to you. Enclosed you will find your New Consultant Orientation Packet. This packet contains some main points about the business that you will need to know. Take some time to review the enclosed information (I know - there's a lot!) but don't be overwhelmed. We will go over this material again and again until you are comfortable. You now also have the privilege of being able to pre-buy your products. An Inventory Options brochure will be in your new kit, but you can access it on the Mary Kay intouch website under Learn MK. Did you know you can receive a Color 101 for FREE, plus up to $600 in Free Product by placing your order immediately, or at least within the very 1st 15 days of submitting your agreement? Isn't that exciting? I will be calling you shortly so that I can better understand what your goals are for your new Mary Kay business. Whether your focus is to be able to purchase the products at wholesale for your family and friends, earn an extra $100 to over a $1000 a week, or earn the use of a career car, I am here to encourage and support your goals. I look forward to working with you and helping you achieve whatever success you truly desire.
Love & Belief,

Kivian Diaz- Harris                                                                                             
Unit # : LX03

Seminar: Diamond                                                               
NSD: Vivian Diaz

Kivian’s Dazzling Diamond Unit
GETTING TO KNOW YOU

Please take a few minutes to fill out this questionnaire and mail it back to me. It will give me a good idea of how I can best help you in your new business.

Name:

Recruiter:

Home Phone # Work #

E-mail:

Address:

City: State: Zip:

Birthday

Married (please circle one): Yes No

Husband's Name:

Children (please circle one): Yes No

Children’s Names & ages:

1. Please share a little about yourself, your past work experience, and your family. Feel free to write

on the back of this page if you like.

2. I'd like to earn $ weekly.

3. I am willing to put hours into my Mary Kay business each week.

4. I am interested in moving up to a management position of (circle which one): Team Manager or Director (with a career car!)

5. My wildest Mary Kay vision is:

6. Some of my immediate goals and desires are:

7. What do you expect from me, as your Director, that will help you the most?

8. What is going to inspire you?

9. What would you like to purchase for yourself with your first three months profit?

MOST IMPORTANT THINGS TO DO

It's so important to learn everything you can about your new business. In Mary Kay all training is on-going and is optional. Consider your training to be a College Course the information you get is so valuable for every aspect of your life. You will ultimately learn and master people skills, time management, money management, life skills, family values, how to prioritize, how to set and achieve

goals, how to enrich the lives of other people while at the same time MAKE MONEY.

1. Make a list of 30 people with skin and highlight five that you want to add to your team this month.

2. Schedule the time to hold your Perfect or Power Start and Business Debut

3. Observe a Skin Care Class with your recruiter or director.

4. Plan to attend your weekly New Consultant training. You will gain skills, training, confidence and support.

5. Mary Kay image is important. Create yours. Wear only Mary Kay products and wear professional business attire such as a skirt or dress to meetings and events.

6. Order Business Cards - A brochure is in your GO Kit but you can also go online to www.mkconnections.com and order a Business Kit.

A positive attitude is a must. Your attitude will determine your altitude!!!
This is the beginning of a wonderful career. Remember, we all have a choice, so CHOOSE TO BE GREAT!
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NEW CONSULTANT ACTION PLAN FIRST STEPS TO SUCCESS

Schedule New Consultant Orientation with me: We will cover Business Debut options, personal website, company new consultant programs including free & discounted offers available only to New Consultants.

􀀗The following steps will be covered in greater detail at the NC Orientation.

􀀗Open Separate Checking Account with a Debit Card

􀀗Order Business Cards

􀀗Book Grand Opening/Business Debut

􀀗Get 5 On-The-Go Hostess Packets Out

􀀗Complete Satin Hands Survey

􀀗Share This Business With A Friend: The PEARLS of SHARING Program. When you offer the Mary Kay Opportunity to one person within the first month of signing your agreement, you will be promoted to Senior Consultant status and will receive a Senior Consultant Pin to wear. Listen to me tell the company facts to 5 of your friends either on the phone or live and you receive a prize.

􀀗Book Perfect or Power Start: The PERFECT START program (Hold 5 skin care classes or facial 15 customers) within a two-week period. When you complete your PERFECT START, I will award you with a beautiful gold-toned Perfect Start pin to signify your accomplishment! Or, you can choose The POWER START program (Hold 10 skin care classes or facial 30 customers) within a one-month period. When you complete you POWER START, I will award you with a lovely gold-toned Power Start pin to signify your accomplishment!

Set your sights high!

I KNOW YOU CAN DO IT!
These are ways to get the most out of your training (to accelerate your success attend as many meetings as possible). The effort you put forth will be directly reflected with the money you make. Your goals are up to you, and as your coach I will help you attain your heart's desires!

Weekly Success Meetings - This is where you will get the bulk of your education. Every week we train on different subjects from Skin Care Class procedure, product knowledge, and recruiting - everything you need to know to be a success. Those who show up to these meetings are the ones who go up in their business. The most successful people in Mary Kay are those who consistently attend their meetings. We hold our meetings on TUESDAY EVENINGS at 6:30 pm and WEDNESDAY MORNINGS AT 11 AM ( Please see calendar.) I do start on time. The dress code is professional business attire. Guests (18 years and older are always welcome and there is no fee.

Please RSVP with your guest list). If this is too far for you or you cannot make it on that night, please let me know and I will find you another meeting in a more convenient location for you. Please wear professional attire. White shirt, black skirt and black blazer.
New Consultant Training Classes over the phone: 
Please call 641-297-4900. For inventory levels press 5539#.
For English marketing press 5247#. 
For Spanish marketing press 5290#. 
For booking and coaching press 5292#.
 It is intended for New Consultants - although seasoned consultants may also listen in - and it covers the most important things you need to know when starting your business such as bookings, inventory, as well as time and money management with the convenience of being available 24/7.I recommend that you call several times. Please use a notebook. 

www.marykayintouch.com - In-Touch Community: This is your doorway to the company! Go to this log in page, enter your consultant # and your password and you will be directed to your own company homepage in which you can place inventory orders, learn about company promotions, see your Seminar standings and team production, get training about your business and read inspirational

sayings from Mary Kay Ash herself!

Education-This is an invaluable resource online, which gives you information about anything and everything that you need to know about your business, the company, and the career path. In order to access this information, you need to first log-on to www.marykayintouch.com with your Consultant number and password, then click the Education tab, then click on Consultant Education. You will find an abundance of resources.

MK Connections - Order any and all additional business gear. You can order or reorder business kits and business cards, sample organizers (it has been a huge help for me!), a wheeled cosmetic case and even a slip on color case that will organize ALL of your color cosmetics! You can also find information about MK Visa, Product Protection insurance and a myriad of other very helpful business additions. None of these are mandatory, but they are worth examining to see if they are right for your business. 
NEW CONSULTANT DIRECT ORIGINAL BOOKING APPROACH

When booking your first appointment one key element is to talk enthusiastically. This direct approach states to your prospects exactly why you are calling them

and what is in it for them, which is why it is so successful. This booking talk was originated by Mary Kay herself. Do not change a word and call as many acquaintances and friends as you need to book your Perfect Start which is 8 to 10 classes booked in order to hold 5 in a two week period.

“HI _________________, this is__________________. I am so excited! I’ve been selected as a Mary Kay Beauty Consultant and as part of my training, and to establish myself, I need to have five skin care classes to be held within the next two weeks. The company has asked me to be very selective since these classes will be the foundation of my new business. They have asked me to look for people who are friendly and outgoing and who take a real interest in their appearance. You know,_________________, I immediately thought of you! Is there any reason why you couldn’t be one of my first 5 hostesses? I think you would be GREAT! What is good for you, the beginning of the week or the end of the week? Thursday or Friday? 7:00 or 7:30 PM?"

(Be quiet and let her answer.)

After she says yes, book her date right away. Always give your hostess two choices: "What is better for you a weekend or weekday/weeknight? Afternoon or evening?" Make sure you pick times that are good for you!

(Be quiet and let her answer.)
The Most common objections:

􀀗I have to check my schedule.

􀀗I don't have my date book.

􀀗I think I might have a little league game, etc.

􀀗I don't know who to invite (ask her if she was getting married tomorrow who would be

on her wedding list)

􀀗What ever her objections, it does not matter, as long as she does not say NO thanks.

RESPONSE: “Let's go ahead and set a tentative date that is good for you. If your schedule changes,or your friends cannot come that day, we can change the date as long as it's this month. That way you can be one of my practice faces. So, let's go ahead and set a tentative date. Is during the week or on the weekend best for you?”  Book the date and time!
Set your goals and aim high!

You can do it!

GRAND OPENING DEBUT CHECKLIST

To ensure that you have a successful business debut, follow these easy steps.

􀀗Schedule a time for your debut in your first month (if at all possible). You will need a two-hour time slot. Schedule the time with your recruiter and/or Director.

􀀗Hold the debut in your home (if possible).

􀀗Make copies of the debut invitation postcards. Send out at least fifty. (More is even better!) A 10% to a 20% turnout is a very good turnout!

􀀗Mail invitations 7-10 days prior to your debut.

􀀗Call every guest 48 hours prior to the event. The number of guests that attend will be in direct proportion to the number that you speak to within 48 hours of the Debut. Block out a time period to make those calls! Write out a script and let your enthusiasm come through! Smile while talking.Your guests will hear that smile in your voice!

If you have 15 or more guests you will win a great Mary Kay Prize!

Items you will need to have ready: Pens, pencils, Skin Care Profiles, money bag with Sales tickets and $20 in change, Beauty Books with your name and address, and business cards and a calculator.

-Have your showcase assembled and tied with a big pink bow. Have a mirror and tray on display.

-Have some simple refreshments: cookies, coffee and tea. If you want, you could have a bottle of non-alcoholic champagne and glasses to toast with (plastic disposables are fine).

-Be sure to have your camera ready! Have your date-book with two weeks blocked out for your Perfect Start Classes. Write in it everything that takes up your time: family, other 

job, etc. and highlight the times you are free to hold appointments. My goal is to book your first 5 classes in these available time slots.

-Hold your Debut in the living room or family room where everyone can see each other. When your guests arrive give them a Beauty Book, Sales Ticket and a pen so they can jot down their must-haves.

-Have your product organized so that you can locate it very easily when guests place orders.

-Have Satin Hands ready, so that when each of your guests arrive, they may receive a Satin HandsTreatment.

This is the beginning of something SPECIAL! If you plan properly, your Debut will be the Jump Start of it all!

TEAM BUILDING CHALLENGE
Complete 5 Three-Way Calls with me.

*CHALLENGE to be completed in your first week.

You will receive a Special Bonus Gift, plus a beautiful SENIOR CONSULTANT PIN representing your new step in your Mary Kay Career when you have your first new business associate!

Creating a strong foundation for your business is imperative towards building a successful. I challenge you to conduct 5 interviews with me over the phone. During these 5 three-way calls you will learn the skill of presenting the marketing plan and build your business at the same time. Choose 5 of the sharpest women you know and ask them to help you with your Mary Kay training.

Use this suggested script:

Hi___________, this is ___________. I am so glad I caught you. Do you have a minute? (PAUSE) The reason for my call is that I have recently opened a business with Mary Kay Cosmetics and I am so excited! As part of my training my Director has asked me to contact women I know, to hear how we make our money in Mary Kay. She has asked me to only contact the 5 sharpest ones I know and I immediately thought of you! Mary Kay may or may not be for you and that' s okay but you will have helped me with my training by listening and giving your opinion. The best part is that for your participation you get to choose any one item from our line at a full 50% discount! Could you get excited about that? My Director' s name Kivian Harris. The time slots we have available are_______&_______, which is better for you? I really appreciate you and your time.
After you schedule the appointment date & time, call me or email me the information immediately.

845729-5803

Kjharris143@yahoo.com
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You are off to a great start!

THE VALUE OF MAINTAINING A GOOD INVENTORY

Maintaining a good inventory is the first step toward building a strong customer service business. Just as you depend on your florist to carry fresh flowers, your customers depend on you to offer the same service. By planning ahead for our customers' needs, you'll be able to deliver your customer orders at the show. This saves you valuable time and money. A good inventory will also motivate you to reach customer satisfaction and reduce business costs. Most recruits and potential recruits do not understand the total value of their initial order to their inventory. This is very understandable, because it is new to us and let’s face it, no one likes to borrow money. But remember, you are borrowing money to make money, not to spend it and throw it away. We must remember from the beginning that we are starting our own business and inventory is one of the key things to success in our business. Can you imagine the difficulty of a retail store opening for business with a minimum inventory, versus the same store with full and complete inventory? 

Our first fear - borrowing. Many bankers I talked to are more willing to make a loan to a good stable woman, regardless of age, than to a man, as they have a better payment record. I guess that means that if we decide to do something, we usually do it! That's the first thing we learn in Mary Kay from

our recruiter and Director, you can do it! It's one of the basic philosophies that the company was founded upon. Also, remember that bankers like the security that you and your Mary Kay businesses offer in that you have a 90% refund guarantee if you so choose. 

Our second fear - interest rates. Are they too high? Should I wait? Should I only order a minimum amount? Don't let these things bother you, because you are not borrowing that much and it's for short term. Do you realize that there is only a $30 difference between borrowing $1,500 for 6 months at 18% versus 14%? Do you realize that if you borrow $500 at 18% for 6 months versus borrowing $1,500, that it is only $90 more? Would you rather go to a clothing store and see what you want and need and buy it, or would rather wait while they order it and then buy it? Would you rather make one trip to one show and sell products to 6 people at a time, or would you rather take orders and make six different deliveries? If you don't have the product at that show, how many customers are going to say no, or say give me a call when

you get it and then I'll buy it. In other words, how many sales are you going to lose and how many additional hours will you work delivering, reselling, collecting, and visiting to finally collect your profit? At $10 - $20 per hour, which is conservative, it won't take long to eat up that $90 difference, and you spend less time doing it. Time is something we all wish we had more of yet we all start out each day with the same amount of time. You really need a minimum of $1,800 in inventory to make it easier for you and be on an immediate profit making basis. Remember, you cannot do business out of an empty wagon.

Our third fear - can I pay it off? The average conservative show sales are $150. That means you will make $75 profit on each show. But keep in mind that after 30 days, you start getting reorders and they are 50% profit too. This means that by holding two shows a week, you take a profit and pay your loan off too. But more importantly, you now have $1,800 worth of product and it is worth $3,600. Add up the possible income you can get, holding shows, reorders, plus recruiting 
checks. It will amaze you. Planning a good inventory is vital to building a strong and growing business. Without Products, you can't sell them, and without sales, you' re out of business. Keep your product inventory up-to-date and

plan for your future needs.

WHAT ARE YOUR GOALS?

Check all answers that apply in each category below:

APPOINTMENTS:

____ Classes 1 - 1 1/2 hours, 3-6 people, $200 average sales

____ Facials 40 - 50 minutes, 1-2 people, $75 average sales

____ 3 or more appointments per week (7-10 hours per week)

____ 1-3 appointments per week (3-6 hours per week)

____ 2-3 appointments per month (2-3 hours per week)

____ 1-2 appointments per month (1-2 hours per week)

SUCCESS TRAININGS

____ I am committed to attend the trainings each week

____ I plan to attend trainings twice a month

____ plan to attend the trainings once a month

____ I plan to attend trainings occasionally

LONG RANGE GOALS

____ I would like to earn the use of a career car or become a Director

____ I would like to replace my full time income

____ I would like to build a solid base of customers

____ I will mainly use the product for myself, rarely doing appointments

DESIRED MONTHLY PROFIT

____ $1500 and UP

____ $800 to $1499

____ $100 to $799

____ Occasional profit from family and friends
Dear New Consultant,

My name is Kivian Diaz-Harris and I am so excited that you are joining our Powerful Unit of Women. I have been building my business for 5 years and am more excited each day I enter my PINK bubble full of encouragement, excitement, motivation and love. I am a very happy wife to my husband John who is a full time pastor and mommy to my 3 yummy boys Landon, Nathan and Samuel and #4 on the way!
As a Sales Director I love that I can work from home, set my own hours, and empower women to create and build a future unimaginable. I love my Mary Kay!

As a National Sales Director my mother Vivian Diaz has been building her business for the past 35 years. That’s right! I was 2 yrs old when she started her business! I am so in awe of her and all that she has accomplished. Because of her decision, she and my father Rudy were able to give my sisters and I more than we could ever imagine. Which brings me to my reasons for building  a Mary Kay business for myself. You see, prior to Mary Kay I was an Occupational Therapy Assistant and worked with the Geriatric population. I loved what I did, because I love people. But I found myself getting bored and being limited in my decision to choose where, when, with whom I wanted to work with and how much money I could make. Let’s face it, we all like to shop and I was finding that I just wasn’t making enough money for that! We all know that money does not buy happiness but it does give us choices. And that is the type of life I want to give to my family. Don’t you?
I so look forward to hearing your story, your reasons for starting your business and how I can help you best!
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Love and Belief,

Your Sales Director

Kivian                                                                                      
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