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Welcome New Consultants!

New Consultant From Sponsored by
Cathy L. Davis HEPHZIBAH, GA N. Mitchem
Felicia K. Downs HARLEM, GA B. Burley
Shymeka H. Freeman AUGUSTA, GA J. Price
Yvette Gist COLUMBIA, SC B. Williams
Chiara Hankerson WILSON, NC A. Mortley
Jalesa McKelvey CONWAY, SC K. Moore
Regina A. Price COLUMBIA, SC J. Price
Anita L. Raffield JOHNSTON, SC D. Oliphant
Kristin Sheppard WAYNESBORO, GA C. Lewis
Lillian B. Smith NORFOLK, VA T. Hardy

Julie A. Stefan HILTON HEAD ISL, SC N. Mitchem




| Step up to SUCCESS!

The Skin Care Class that Postponed 3 Times!
By persistently rebooking it, that one class led to 56 women becoming NSDs

Thirty-three years ago there was a Mary Kay Consultantin a small Minnesota town who was also a teacher. This teacher knew
Mrs. Johnson but didn't have the nerve to call her because Mrs. Johnson lived in a very nice house and owned 2 Cadillacs. At the
time, the teacher was living in a modest 2 bedroom house and was driving a Volkswagen. The teacher was afraid to do a class for
Mrs. Johnson and for 6 weeks she put it off. Finally, the month the teacher completed DIQ (in October 1971) she made the call .
Mrs. Johnson ended up hosting a party. At this party someone arrived late, so the teacher
booked her for a party of her own.

This woman said, "l only have two friends.” Our persistent teacher told her, “Why not have
them each bring a friend?” The woman agreed. The party held and the 2 friends each
brought a guest. Both guests ended up booking. One of them turned out to be a party where
over 7 Basic Skin Care Sets were sold. The other class, however, started postponing.In 8
fact, this class postponed 3 times! At that class, the teacher met a shotgun -shell packer who |
became an Independent Beauty Consultant. That shotgun-shell packer met a model who '
became a Consultant. The shotgun-shell packer also recruited a friend who ended up re-
cruiting her sister. This sister was a homemaker and mother of 4 who was also a former
nurse. This former nurse touched the life of a former nursing school classmate, and she became a Consultant as well. The form er
nurse also met a poor mother of 2 who had to save up three weeks to purchase her showcase. All of these women became NSDs!

They are: Executive National Sales Director Emeritus Marilyn Welle -Villella *the nursing school classmate, and Senior
National Sales Director Holly Zick *the mother of two.

» By 2006 (33 years later) that one skin care class resulted in 56 women achieving the status of NSD! It’s all
LA o because one Independent Beauty Consultant kept a class on her books that had postponed three times.
-
&.; Are you interested in knowing who these women are?
v 1. Senior NSD Anita Mallory 12.NSD Darlene Berggren 29.NSD Carol Lawler 45 Senior NSD Nora Shariff

Garrett-Roe
2. Exec. Sr. NSD Emeritus

30.NSD Maureen Ledda
31.NSD Lisa Madson

13.NSD Joanne Bertalan
14.NSD Cathy Bill Malpica

46.Senior NSD Marlys Skillings
47 .NSD Sherril Steinman

Nancy Tietjen
3.NSD Emeritus Karen Strom
4.Exec. Sr. NSD Emeritus

15.NSD Mona Butters
16.NSD Pam Cheek

32.Executive NSD Gloria Mayfield-
Banks

48.NSD Diana Sumpter
49.NSD Diane Underwood

17.NSD Jeanne Curtis 33.Senior NSD Judie McCoy 50.NSD Sandy Valerio
Arlene Lenarz _ 18.Senior NSD Mary Diem 34.NSD Maricela Meza (Mexico) ~ 51.NSD Jamie Cruse Vrinios
5.Exec. Sr. NSD Emeritus 19.NSD Dawn Dunn 35.NSD Nancy Moser 52.Senior NSD Kym Walker

Marilyn Welle-Villella
6. Senior NSD Holly Zick
7.Exec. Sr. NSD Shirley Hutton

8. Senior NSD Elizabeth Fitzpatrick

1st mother/daughter NSD's
9.NSD Monique Todd
10.Senior NSD Lise Clark
1st sister NSDs
11.NSD Sherry Alexander

20.NSD Crisette Ellis

21.Senior NSD Donna Floberg
22.Sr. NSD Sherry Giancristoforo
23.NSD Sabrina Goodwin Monday
24 .Executive NSD Jan Harris
25.Senior NSD Stacy James
26.NSD Charlotte Kosena
27.NSD Julie Krebsbach
28.Senior NSD Sonya LaVay

36.NSD Maureen Myers
37.NSD Lily Orellana
38.Senior NSD Nydia Payan
39.NSD Deb Pike
40.Executive NSD Karen Piro
41.NSD Consuelo Prieto

42 NSD Natalie Privette Jones
43.NSD Mary Pat Raynor

44 NSD Judy Rohde

53.NSD Esther Whiteleather
54.NSD Cristi Ann Millard
55.NSD Dacia Wiegandt
56.NSD Yvonne Lemmon
57.Canadian NSD’s:
58.NSD Brenda Summach
59.NSD Gail Adamson
60.NSD Gloria Boyne

But the real kicker to the story is that EVERYONE has a Mrs. Johnson. What would happen if everyone were to call their

“Mrs. Johnson? What wonderful thing could be on the other end of that phone conversation? So, we have to all go outand call our
Mrs. Johnsons. You never know what will happen! Where would these women be today — what their lives be like — if that skin care
class had never been held? So, you can see the critical importance of overcoming objections and of being persistent — never give up!




_ Shoot for the Stars!

ath Quarter On-Target Stars 3/16—6/15/2014 Wholesale Production Needed For Star:

Name Current Wholesale Sapphire Ruby Diamond Emerald Pearl

o oW
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Be sure and check on www.marykayintouch.com for the most current results!

JEANETTE PRICE $1,339.75  $460.25 $1,06025 $1,660.25  $2,260.25  $3,460.25 J," o
ANNETTE RUFF $648.50 $1,151.50 $1,751.50 $2351.50  $2951.50  $4,151.50 [t
TASHARA HARRIS $615.50 $1,184.50 $1,78450 $2,38450  $2,984.50  $4,184.50 | 4%
YVETTE GIST $611.00 $1,189.00 $1,789.00 $2,389.00  $2,989.00  $4,189.00 fud¥
NAOMI MITCHEM $605.25 $1,194.75 $1,79475 $2,39475  $299475  $4,194.75 2
ANTOINETTE WELLS $604.50 $1,19550 $1,79550 $2,39550  $2,995.50  $4,195.50 9
SHYMEKA FREEMAN $600.50 $1,199.50 $1,799.50 $2,399.50  $2,999.50  $4,199.50 .~
REGINA PRICE $600.50 $1,199.50 $1,799.50 $2,399.50  $2,999.50  $4,199.50 ‘i
PHILANDIS WIMBUSH $512.50 $1,287.50 $1,887.50 $2,487.50  $3,087.50  $4,287.50 ;?;
MILDRED NESBITT-WHITE $475.00 $1,325.00 $1,92500 $2,52500  $3,12500  $4,325.00 [
MARIE GLANTON $453.00 $1,347.00 $1,947.00 $2,547.00  $3,147.00  $4347.00 [EEH
CHERYL LEWIS $452.25 $1,347.75 $1947.75 $2,547.75  $3,147.75  $4,347.75 |
JEAN DONDELINGER $430.50 $1,369.50 $1,969.50 $2,569.50  $3,169.50  $4,369.50
DOROTHY OLIPHANT $40400 $1,396.00 $1996.00 $259.00  $3,19600  $4396.00 % g2
.
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Have a GRAND Week in May and Enter For Your Chance to Win $1, 000'
Get ready to rev up sales in the month of May with the Have a GRAND Week sales challenge and end the current Seminar year with a
BANG when you generate a minimum of $1,000 in suggested retail sales any (or each) week during the month of May! Consider thinking of
it as selling five TimeWise Repair® sets at the suggested retail price that week!
How to enter: submit your tips* on THIS Let’s Talk BLOG POST sharing how you plan on achieving the Have a GRAND Week sales
challenge, or share your success stories (also on this Blog Post) once you've completed the challenge! When you do so, you will have your
name entered into a drawing of all eligible posts submitted that week for a chance at winning $1,000 in American Express gift cards! There
will be three winners each week. The winners’ posts will be featured on the Company’s Let's Talk blog.
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Ruby: July 16 — 19 WHAT CAN YOU EXPECT?

Sapphire: July 20 — 23 2 MARY KAY ‘§ Over-the-top everything!
Emerald: July 23 — 26 ‘ SEMINAR N Inspiring Speakers

Pearl: July 27 - 30 : * Loads of Recognition

Diamond: July 30 - Aug. 2 bl L T * Meaningful Education

Cost: $195 2 < [0 * An Awards Show Like No Other!

Get ready. It will make d|SCO\/er What Ou L VE

your heart skip a beat!




Aim for the Courts!

Queen’s Court of Sales
4 1 YTD PC Prem &
f, e 3 \ # Name YTD Retail Add’l Credit YTD Total
’&ﬂ# Jeanette
:O@' Price | Jeanette |. Price $12,198.50 $1,043.00 $13,241.50
2 Brenda F. Williams $10,972.50 $864.00 $11,836.50
3 Kalinda J. Moore $7,862.00 $806.00 $8,668.00
4 Paula M. Duckett $7,242.00 $785.00 $8,027.00
5 Teresha L. Hardy $6,885.00 $302.00 $7,187.00
6 Dianne Gillespie $5,874.00 $772.00 $6,646.00
£ 7 Marie M. Glanton $5,663.50 $424.00 $6,087.50
,ﬂq 8 Cheryl A. Lewis $5,371.00 $90.00 $5,461.00
;O& \Sirﬁgﬁs 9 Tanaya N. Bondon $4,979.00 $185.00 $5,164.00
SR . 10 Dorothy A. Oliphant $4,490.00 $90.00 $4,580.00
,;;? N Il Carla White $3,138.00 $357.00 $3,495.00
ol ‘f' 12 Mary D. Reid $3,275.00 $90.00 $3,365.00
” 13 Tashara W. Harris $2,786.00 $515.00 $3,301.00
LA » 14 Annette Ruff $3,076.00 $0.00 $3,076.00
f5d 2 15 M. Smith-Goldwire $2,786.00 $225.00 $3,011.00
|- / 16 Taefa M. Ayers $2,798.50 $130.00 $2,928.50
. . 17 Tamika Huff $2,224.00 $703.00 $2,927.00
' ""_"'; & Moore 18 Jean A. Dondelinger $2,821.50 $54.00 $2,875.50
- € 19 Daisy L. Sandlin $2,487.00 $167.00 $2,654.00
. 20 Valery F. Dunn $2,368.50 $20.00 $2,388.50
21 Cathy L. Mitchell $2,273.50 $0.00 $2,273.50
22 Sheree M. Cupstid $2,207.00 $0.00 $2,207.00
23 Karlene L. Butler $1,814.50 $185.00 $1,999.50
24 Malakita Dunbar $1,941.00 $0.00 $1,941.00
Gwendolyn Pryer $1,818.00 $112.00 $1,930.00
Seminar Earned Recruit
Qualified Commission
# Name Recruits Credit
Teresha
Hardy | Jeanette ). Price 4 $412.64
y) Brenda F. Williams 3 $193.72
3 Teresha L. Hardy | $150.14
4  Dorothy A. Oliphant I $51.17
5 Tashara W. Harris | $42.30
6  Bridgett T. Burley I $39.18




Team Work Makes the Dream Wor!g!

S
Wholesale Orders || P For Findigser || 4
. NN . By Martha Beck g VA
These women invested in their business this month!
Name Amount I. Have a Vision. Begin basing choices on what -
Jeanette |. Price $1,339.75 makes you feel freer and happier, rather than how \“16‘
Annette Ruff $648.50 you think an ideal life should look. Start by finding _\3"94
Yvette Gist $611.00 images from magazines (or from books or the E_\_t;
Tashara W. Harris $601.50 Internet) that depict your desired future and glue A"
Shymeka H. Freeman $600.50 them to a large piece of butcher paper. [f that ¥ ‘J
Regina A. Price $600.50 makes you roll your eyes, | understand. But this o
Philandis Wimbush $512.50 strategy often works. The board itself doesn’t sl
Jean A. Dondelinger $430.50 impact reality; what changes your life is the b
Dorothy A. Oliphant $404.00 process of selecting the images-which will tick in U
Karlene L. Butler $369.75 your subconscious and steer your choices in a ?’-4’3‘
Taefa M. Ayers $273.25 direction that helps make the vision real. e
Cheryl A. Lewis $271.25 2. Let Go Of What Doesn’t Work. Consider ;.g;
Alicia C. Mortley $270.50 those things you'd like to release from your life— | ¥ 4%
P. Wiley-Collins $257.00 bad habits, toxic friends, old grudges—and as you y
Teresa Tate $243.00 hold them in your mind’s eye, inhale while silently .
M. Nesbitt-White $243.00 repeating, Let it happen. When you exhale, think, N A
Nakesha L. Jackson $238.00 Let it go. Practice this consistently, and you can .:4.
Barbara A. Edwards $235.50 strip most of the trauma and drama right out of -
Yvette D. McClinton $235.00 your world. R
Paula M. Duckett $232.50 3. Don’tBe Afraid To Fail. People who worry M
Marilyn E. Samuels $229.50 about mistakes become paralyzed by that worry, £
Sheila P. Johnson $229.50 but those who are relaxed about doing badly soon 5*&
Kathy Rogers $229.50 learn to do well. Success is built on failure. Job o . =
Cathy L. Davis $227.00 burnout? It’s steering you toward your perfect h®
Marie M. Glanton $226.50 career. An awful relationship? It’s teaching you ~‘
Malakita Dunbar $172.00 what love means. Finding a problem’s solution is | [Py
Daisy L. Sandlin $158.00 what gives life its gusto. A ?-’-‘-\
Kalinda J. Moore $129.00 4. Pay Attention to what really matters ¥
Teresha L. Hardy $110.00 to you. Ifyou tend to include others’
priorities in your decision making, you
o o must untangle yourself to know what’s
@a m [U‘:[ ]:[ ]:[]:m important. This can be difficult at first,
but you’ll soon discover that your life
Name Recruits is‘ waiting to help you choose what’s
) right for you, even when other people
Jeanette J. Price 2 Il you that their own code-red
Dorothy A. Oliphant e €O
. esires should take priority. It does
Brenda F. Williams this by making things taxing when
Alicia C. Mortley

they’re not important, and delicious
and relatively effortless when they
are. Life feels good when it thrills you
and bad when it doesn’t.

Bridgett T. Burley
Kalinda J. Moore

I
I
I
Cheryl A. Lewis I
I
I
Teresha L. Hardy I




Lea

dership Team

A

DIQS

Recruiter :J. Price
Bridgett T. Burley
Shymeka H. Freeman
Nakesha L. Jackson
Sheila P. Johnson
Courtney Miles
Valeria B. Money
Mildred Nesbitt-Whit
Brenda L. Parks
Cheryl T. Price
LaWanda M. Price
Regina A. Price
Mary D. Reid
Erica N. Schoulz
Teresa Tate
Philandis Wimbush
Felicia K. Downs

Star Team Builders

Recruiter :Paula Duckett
Neka L. Doe
VanNessa P. Duckett
Daisy L. Sandlin

* Jeilimar Montijo

# Harelda D. Duckett
# M. Robinson-Speight
# Courtney Thomas

# Bianca L. Young

Recruiter :Brenda
Williams
Sheree M. Cupstid
Yvette Gist
Teresha L. Hardy
Yvette D. McClinton
* Lois M. Prince-Hutto
* April M. Sanders
* Marilyn W. Smalls
* Barbara E Tossavikpo
* Paulita M. Trezevant
# Christie L. Anderson
# Courtney N. Murphy

Senior Consultants

Recruiter :Valery Dunn
Dianne Gillespie

Recruiter :Marie Glanton
Dorothy A. Oliphant
* Minnie S. Dicks
* Beverly A. Mance

Recruiter :Teresha Hardy
Kalinda J. Moore
* Lillian B. Smith

Recruiter :Tashara Harris
Malakita Dunbar

Recruiter :Valeria Money
Tara A. Brooks
* Queen E. Edwards
* Lakeisha Kelly

Senior Consultants

Recruiter :Dorothy
Oliphant
Taefa M. Ayers
Karlene L. Butler
* Anita L. Raffield
# LaTasha M. Williams
# Shatoya L. Yates

Recruiter :Mary D. Reid
Alicia C. Mortley

*_Indicates Inactive,
#-Indicates T Status.
Place a $225 wholesale order to become active.

Follow the Career Path to Success!

1. SENIOR 2. STAR TEAM BUILDER 3. TEAM LEADER
CONSULTANT e 3+ Active Team Members | e 5+ Active Team
e 1+ Active Team e Wear The Red Jacket Members
Members e 4% commission e 9-13%
e 4% Commissions $50 bonuses

Commissions

4. ON-TARGET CAR
e 5+ Active Team
Members
o $5000 wholesale
e Car or $375/mo.
CASH

13% Recruiter Commission Level

Jeanette J. Price

4% Recruiter Commission Level

Brenda F. Williams
Dorothy A. Oliphant

5.DIRECTOR IN
QUALIFICATION
o Star Status
e 10+ Active Team
Members
9-13% Commissions

4% Recruiter Commission Level

$346.71 Marie M. Glanton $16.16
Mary D. Reid $10.82
Tashara W. Harris $6.88

$38.24 Paula M. Duckett $6.32

$25.72 Teresha L. Hardy $5.16




Important Dates

MAY 2014 COMPANY DATES:

Seminar 2014 registration, housing and Seminar souvenir orders begin; Postmark cutoff for Consultants
to mail Commitment Forms to begin DIQ qualification this month.

Last day to submit online DIQ Commitment forms.

New Director Education begins. Welcome are all Sales Directors who haven’t yet taken the course.
Early ordering of the new Summer 2014 promo items begins for Q3 Star Consultants & those who
enrolled in The Look for Summer 2014.

Mary Kay’s birthday!

Postmark deadline for the Spring 2014 promo; Last day to enroll online for the Summer 2014 Preferred
Customer Program Month 2 mailer; Last day for customers to take advantage of the Spring 2014
gift-with-purchase offer; Summer 2014 promo begins. Ordering of the new Summer 2014 promotional
items available for all Consultants.

Summer 2014 PCP customer mailing of The Look begins.

May 26 Memorial Day. All Company and branch offices closed. Postal holiday
May 29 Last day of May for Consultants’ phone orders (until 10 pm CST)
May 30 Last business day of May. Orders & agreements submitted by mail or delivered to branch offices must
be received by 7pm local time.
May 31 Deadlines: Consultants’ online orders (9 pm CST). Consult. Agreements—online until midnight CST.

we would like to become

Tommie J. Flemming

L
. Words of
I N
From
Mary Kay
Birthdays Anniversaries Years

In our memory unit, there Day Naomi Mitchem 23
is stored a program of M. Nesbitt-White I Brenda W. Murray 22
instructions which governs | gheila P. Johnson 4 P. Wiley-Collins 13
our behavior and affects Corinna A. Walker 7 Beverly A. Mance I
our self-concept. If we Barbara J. White 9 Indya C. Warr 6
think we are capable of Julie A. Stefan 10 Shirley L. Northern 6
doing great things, we will | D. McMillan-Hudson 12 Neka L. Doe 4
do great things because Tamekia D. King I5 Lauren B. Johnson 3
that is our self-concept. In Nmaobi A. Uzochukwu 17 Courtney J. Ward 3
order to change it, we must | Erica N. Schoulz 21 Valerie D. Jordan 2
start acting like what it is Bridgett T. Burley 29 LaTasha M. Williams I
I
I

before we can function as
the successful person that
we wish to be. That is we
must stop acting like fail-
ures and start acting like
successes before we can
function success-
fully...Believe in yourself,
and believe that you can.

Corinna A. Walker
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/Please Deliver to the Exceptional: \

Sales Director

Naomi Mitchem
292 High Chaparral Dr
Martinez, GA 30907

706-306-4083 \_ %

nmitchem@marykay.com Reminder: as of March Ist, $225 is the minimum
wholesale order required in order to become active.

Booking & Customer Service! by NSD Kathy Helou

Booking is the lifeline of your business! When you're out of bookings, you're out of business, so become a
master booker. Here's a plan I know will help all of you obtain bookings and secure future bookings:

e 1st Decide how many new customers you'd like to have this year (Example; 100).
e 2nd Break down that 100 into 12 months and your monthly goal is 8.
e 3rd Break down that monthly goal down to a weekly goal of 2 new customers.

Sounds easy, doesn't it? Well in my years experience, I've determined that there are 2 basic ways to obtain customers:
Passing out your business cards.
Making telephone calls. Decide how many phone calls PER DAY you'll make, and how many cards you'll pass out PER DAY (5 days
week). Then mail one Beauty book out per day to someone in your same telephone exchange or on the same street. If you try this for 4
weeks the effort you put forth will bring results!!

For those of you that already have existing customers. here's your dialogue to get back in touch with each of your customers:

"Sue, this is Kathy with MK Cosmetics, do you have a second? | wanted to take a minute to tell you how much I appreciate your confidence
IN ME as your personal consultant. I was looking at your profile and realized we met  months ago and you have placed  dollars in
reorders with me since that 1st time and I want to thank you again! I just had a goal session with my director and I'm dedicating myself to the
best possible customer service you could ever want and to customer awareness. Just as the stores are showing the new (seasonal)
colors, so is MK, and I'll have mine to show in __ weeks! I thought I'd ask your permission to put a * on your profile and call you when
they are here to show them to you or to have you stop by (wait for answer). And by the way, speaking of customer service, are you running
low on anything?"

(If she is a new customer of only a few weeks say this .." And by the way, I know the BASIC was your first MK purchase; but I also
remember you wanted to add a concealer and highlighter to your set (or any item she showed interest in). I'll be making deliveries in your
neighborhood next  would you like me to bring these by ? And lastly, I've started a new Customer Referral R eward System. What better
way to meet a new MK customer than through someone like you who loves this product! For each referral I'll discount your nextreorder
purchase %, or give you a fun gift. Since [ know your face will go with me the rest of your life, that could really add up. Just think of the
comments you've received on your skin, or on your new eye or lip colors or your new nail color. Again. THANKS FOR BEING ONE OF
MY WONDERFUL MK CUSTOMERS!"

Newsletter support provided by: Director Double: www.directordouble.com — email: directordouble@gmail.com




