
 

 

 

 

 

 

 

 



 

    
    
    

Inner Circle National AreaInner Circle National AreaInner Circle National AreaInner Circle National Area    
5 New National Sales Directors5 New National Sales Directors5 New National Sales Directors5 New National Sales Directors    

    

10 Executive Senior Sales Directors10 Executive Senior Sales Directors10 Executive Senior Sales Directors10 Executive Senior Sales Directors    
    

30 Senior Sales Directors30 Senior Sales Directors30 Senior Sales Directors30 Senior Sales Directors    
    

50 New Sales Directors50 New Sales Directors50 New Sales Directors50 New Sales Directors    
    

200 Area Sales Directors200 Area Sales Directors200 Area Sales Directors200 Area Sales Directors    
    

25 Pink Car Drivers25 Pink Car Drivers25 Pink Car Drivers25 Pink Car Drivers    
    

10 Circle of  Excellence Achievers10 Circle of  Excellence Achievers10 Circle of  Excellence Achievers10 Circle of  Excellence Achievers    
    

20 Circle of  Achievement Achievers20 Circle of  Achievement Achievers20 Circle of  Achievement Achievers20 Circle of  Achievement Achievers    
    

50 Director Court of  Sales Achievers50 Director Court of  Sales Achievers50 Director Court of  Sales Achievers50 Director Court of  Sales Achievers    
    

50 Director Court of  Sharing Achievers50 Director Court of  Sharing Achievers50 Director Court of  Sharing Achievers50 Director Court of  Sharing Achievers    
    

100% of  Sales Directors 100% of  Sales Directors 100% of  Sales Directors 100% of  Sales Directors     
    

as 4 QTR Star Consultantsas 4 QTR Star Consultantsas 4 QTR Star Consultantsas 4 QTR Star Consultants    
    

    



  

Complete and turn in your Monthly Plan 

Sheet by the 5th of each month for 

recognition from your NSD ! 

Contest Dates: February—June 

To be recognized at Seminar!!   

Name:_______________________________________________ 

Month of:____________________________________________ 

Unit Production Goal:_________________________________ 

Unit recruiting Goal:__________________________________ 

Interview Goal:  ______________________________________ 

Personal Sales Goal:___________________________________ 

Personal Recruiting Goal:______________________________ 

Number of Faces Goal:  ________________________________ 

Monthly Recruiting events Planned 

Date  Event             Date  Event 

_____________ _____________________________        _____________ _____________________________      

_____________ _____________________________        _____________ _____________________________        

_____________ _____________________________        _____________ _____________________________        

_____________ _____________________________        _____________ _____________________________        

_____________ _____________________________       _____________ _____________________________        

_____________ _____________________________        _____________ _____________________________        

_____________ _____________________________        _____________ _____________________________        

  

Prizes I am promoting this month: 

Why listen to Marketing?_________________ 

Why come to event?______________________ 

Why sign on the spot? ____________________ 

Why order? _____________________________ 

Why bring guests? _______________________ 

My Area First Line Directors, 

DIQ’s and Director Intenders: 
(please note (D), (DIQ), or (DI) 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 

 
Second Line: 
(note same as above) 

1. 
2. 

3. 

4. 

5. 

6. 
7. 

8. 

 

 

5 People to Move up this month: 

1.___________________________ 

2.___________________________ 

3.___________________________ 

4.___________________________ 

5.___________________________ 



 

 

 

 

 



 

  

 

41.___________________ 

42.___________________ 

43.___________________ 

44.___________________ 

45.___________________ 

46.___________________ 

47.___________________ 

48.___________________ 

49.___________________ 

50.___________________ 

             

31.___________________ 

32.___________________ 

33.___________________ 

34.___________________ 

35.___________________

36.___________________ 

37.___________________ 

38.___________________ 

39.___________________ 

40.___________________ 

             

16.___________________ 

17.___________________ 

18.___________________ 

19.___________________ 

20.___________________ 

21.___________________ 

22.___________________ 

23.___________________ 

24.___________________ 

25.___________________ 

26.___________________ 

27.___________________ 

28.___________________ 

29.___________________            

30.___________________ 

1.____________________ 

2.____________________ 

3.____________________ 

4.____________________ 

5.____________________ 

6.____________________ 

7.____________________ 

8.____________________ 

9.____________________ 

10.___________________ 

11.___________________ 

12.___________________ 

13.___________________ 

14.___________________ 

15.___________________             

 

 

 



 

 

 

Send this information by the 5th 

of the month and  

NSD Pam Fortenberry-Slate 

will send a motivational message 

to your consultants. When  your 

unit size is under 50 , you can  

send 3. Over 50, you can send 6. 



Fortenberry-Slate Area 
Directors Pacesetter Class 

For the Month Of February 

 

 
 
THE EXCITEMENT OF THE NEW YEAR IS STARTING TO BUILD--- THIS TRULY CAN BE "YOUR" YEAR TO HAVE 
UNIT GROWTH!!! THIS CLASS WILL ASSURE YOU OF GETTING YOUR UNIT EXPLODING FOR THE  
NEW YEAR!!! 
 

WINNERS: 1ST PLACEWINNERS: 1ST PLACEWINNERS: 1ST PLACEWINNERS: 1ST PLACE    
 

1. Head Table seating at Seminar 
2. 2 Days of my time in your Area! 
3. Special Recognition & Picture In Newsletter 
 

2ND & 3RD. PLACE2ND & 3RD. PLACE2ND & 3RD. PLACE2ND & 3RD. PLACE    
 

1. Special gift at Seminar. 
2. Special recognition in Newsletter. 

3. Picture In Newsletter 

 
 

GUIDELINES TO GRADUATE:GUIDELINES TO GRADUATE:GUIDELINES TO GRADUATE:GUIDELINES TO GRADUATE:    
 

1.  Sign up at Now- at Leadership or Email me by January 31st, 2013!!!  

 

2.  February newsletter Emailed, Faxed or mailed to me by February 28, 2013.  

 

3. To participate. You must hold a pacesetters class or Red Jacket Class for              

     your own unit during February. (NO EXCEPTIONS!) 

 

4.  E-Mail, Fax or Mail me the names and complete addresses of the consultants  

 who graduated from your class and I will write them a personal note!!! 

 

5. E-Mail, Fax or Mail me a copy of your personal goals and your unit goals with a 

plan of action!!!  By February 15th, 2013. 

 

6. E-Mail, Fax or Mail point sheet with personal weekly reports by 

 March 30th, 2013.    

 

The Guidelines to graduate are a must!!!   

All 6 items must be completed to Graduate!!!  We will be 100%. 
 

Lisa WarringtonLisa WarringtonLisa WarringtonLisa Warrington    
September Winner!September Winner!September Winner!September Winner!    



You may do any of the following to accumulate your points!  Those who accumulate the 

most points “WIN”.  IT CAN BE YOU! 
 

50,000 pts. PERSONAL GOLD MEDAL ______ 
30,000 pts. PERSONAL SILVER MEDAL ______ 
20,000  pts. PERSONAL BRONZE MEDAL ______ 
20,000  pts. 5 UNIT RECRUITS (49 UNIT MEMBERS OR LESS) ______ 
20,000  pts. 10 UNIT RECRUITS (50 UNIT MEMBERS OR MORE) ______ 
20,000  pts. EACH PERSONAL RECRUIT ($600) ______ 
20,000  pts. 10 PERSONAL CLASSES ______ 
1,000  pts. EACH SKINCARE CLASS HELD IN UNIT ______ 
5,000 pts. $300 WEEK (PERSONAL SALES) ______ 
  (ALL 4 WEEKS—ADDITIONAL 5,000 PTS.) ______ 
5,000 pts. EACH CONSULTANT WHO HAS $1 ,000 RETAIL MONTH ______ 
20,000 pts. YOU ARE A EMERALD STAR DIRECTOR ______ 
15,000 pts. YOU ARE A DIAMOND  STAR DIRECTOR ______ 
10,000 pts. YOU ARE A RUBY STAR DIRECTOR ______ 
  5,000 pts. YOU ARE A SAPPHIRE STAR DIRECTOR ______ 
20,000    pts. YOU ARE A PEARL STAR CONSULTANT THIS QUARTER ______ 
15,000 pts. YOU ARE A EMERALD STAR CONSULTANT THIS QUARTER ______ 
11,000 pts. YOU ARE A DIAMOND STAR CONSULTANT THIS QUARTER ______ 
8,000 pts. YOU ARE A RUBY STAR CONSULTANT THIS QUARTER ______ 
5,000 pts. YOU ARE A SAPPHIRE STAR CONSULTANT THIS QUARTER ______ 
2,000 pts. EACH UNIT RECRUIT ($200 AND ABOVE) ______ 
12,000   pts. EACH PEARL STAR CONSULTANT THIS QUARTER ______ 
8,000 pts. EACH EMERALD STAR CONSULTANT THIS QUARTER ______ 
5,000 pts. EACH DIAMOND STAR CONSULTANT THIS QUARTER ______ 
2,000 pts. EACH RUBY STAR CONSULTANT THIS QUARTER ______ 
1,000 pts. EACH SAPPHIRE STAR CONSULTANT THIS QUARTER ______ 
10,000 pts. FOR EACH UNIT GOLD MEDAL IN FEBRUARY ______ 
5,000 pts. FOR EACH UNIT SILVER MEDAL IN FEBRUARY ______ 
3,000 pts. FOR EACH UNIT BRONZE MEDAL IN FEBRUARY ______ 
5,000 pts. $5,000 WHOLESALE UNIT PRODUCTION. ______ 
6,000 pts. $6,000 WHOLESALE UNIT PRODUCTION. ______ 
8,000 pts. $8,000 WHOLESALE UNIT PRODUCTION. ______ 
10,000 pts. $10,000 WHOLESALE UNIT PRODUCTION. ______ 
15,000 pts. $12,000 WHOLESALE UNIT PRODUCTION. ______ 
25,000 pts. $18,000 & ABOVE WHOLESALE UNIT PRODUCTION. ______ 
20,000 pts. HOLD 10 OR MORE RECRUITING FUNCTIONS ______ 
2,000 pts. EACH ADDITIONAL RECRUITING FUNCTION ______ 
10,000 pts. EACH NEW RED JACKET MARCH 1. ______ 
10,000 pts. EACH NEW TEAM LEADER MARCH 1. ______ 
10,000 pts. EACH NEW 0T -CAR DRIVER  MARCH 1. ______ 
20,000    pts. EACH NEW CAR DRIVER MARCH 1 ______ 
20,000 pts. EACH NEW D.I.Q. MARCH 1. ______ 
30,000 pts. EACH NEW DIRECTOR MARCH 1. ______ 
1,000 pts. EACH PERSON REGISTERED FOR CAREER CONFERENCE. ______ 
10,000 pts. EACH CONSULTANT WHO COMPLETES INNER CIRCLE IN FEBRUARY. ______ 

TOTAL POINTS ____ 
 

Please check off the following when each is completed. 
 

GUIDELINES: (MUST DO ALL OF THESE TO GRADUATE) 

_______ 1. Sign Up Now, at Leadership or email your commitment on January 31, 2013  
      (pamsassistant@ec.rr.com) 
 

_______ 2. E-Mail, Fax or Mail me your February Newsletter. 
 

_______ 3. Hold a Pacesetters class or Red Jacket Class in February. 
 

_______ 4. E-Mail, Fax or Mail me names and complete addresses of your participants. 
 

_______ 5. E-Mail, Fax or Mail me personal, Unit Goals by February 15th 
_______ 6. E-Mail, Fax or Mail this score sheet by March 30th 



This class has been designed for you to receive points from inspiring your unit  

but, also, there are several categories for you to accumulate points for your  

personal activity!   

 

  

A Personal Gold Medal in FebruaryA Personal Gold Medal in FebruaryA Personal Gold Medal in FebruaryA Personal Gold Medal in February        

can give you 50,000 points and get you off to a fantastic start!  One month 

of discipline can build your personal and unit momentum so you can receive  

recognition in front of your husband and sister Directors at Seminar 2013!!!! 

 

This class will make the difference!   



$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

$25,000 w/s 

Achieve with -  $650,000 Unit Retail Sales  
How to do that: Have Monthly Sales Challenges, Have 75 Star 
Consultants for the year or offspring 5 New Sales Directors. 
There are many ways to win—these are just a few!! 





 

 

 

 

“One Woman Can” 

Leadership Conference ~  

 Los Angeles, CA       Jan 8-12 
Fortenberry-Slate Area Mid Year Awards Will be held at the  

JW Marriott LA Live Salon H 
 

 

Glitter & Gold Jan. Workshop     Jan 19 
 Wilmington, NC  
 

 

NSD Scholars Week  

 Dallas, TX        Feb. 4-8 
 

 

Malaysia         Feb. 22– Mar. 6 
 

 

“One Woman Can”            

Career Conference Glendale, AZ          Mar. 22-23 
 

 

Philippines         April 5-6 

 

India          May 

 

 

 

“One Woman Can”        

 Ruby Seminar 2013                      July 24-27 

    

NSD Trip 2013                                     Sept 9-15 

China 

 
 

Fortenberry-Slate 

Schedule at a Glance 2013 



 


