Skincare Social Outline
Pre-Opening- Setup 
· Be sure to arrive 15 minutes to set up for the skincare class.
· Our main focus when we walk in is to find individual checkout.
· Set your table with the skincare system (ex. Repair Set) being the main focus.
As guests are arriving, have them fill out their profile card and set up their trays.

At each guest seat:
__Mirror and Tray filled 
__ Profile card 
__ Pen
__ NO lookbooks!

Plastic Trays-
Well 1- Cleanser
2- Day Defender
3- Night Recovery
4- Moisturizer
5- Refine step of Mircrodermabrasion
6- Pore Minimizer
7- hydrating cream mask
8- charcoal mask
Large oval: Eye cream

IF USING REPAIR:
Well 1- Cleanser
2- Lifting serum
3- leave empty and show them the day and night from the product
4- Eye cream
5-8 same as above for skin cycling

Opening
Start of the skincare class:
1. Thank your hostess and give her a gift.  (Hand cream, mint bliss, etc.) Affirm your hostess so the other women sitting around the table will want to host as well. 

2. Ask each woman to introduce herself and what you love about your hostess. 
 
Today we are going to try our game changing skincare, there is no obligation to purchase today, but you will have an opportunity to at the end if you’d like.

3. Explain the culture of Mary Kay (I think this is very important) and tell the women the reasons why we wash our face with Mary Kay. 

List power statements. 
Faith first, family second, career third.
All of our products are safe and made in the US.
We are in 40 different countries.
Mary Kay wanted to enrich women’s lives and give them freedom of choice with a business.
She believed in women’s confidence and self-esteem.

4. Brief I-story

Body

FACIAL-

We have 4 different sets of skincare.

Clearproof- Women who have trouble with acne, teenagers, or young adults.

Mary Kay Skincare Line- Women or girls who aren’t concerned about aging, but would like to cleanse their face. 

Miracle Set- Women who are looking to fight further signs of aging.

Repair- Women who have sun damaged skin, or women who have deep fine lines and wrinkles. Gives a repair to the face

**Have women use wet cloth to wipe their face.**

Ask- What are 5 things all skincare systems need to have? 
Cleanser, moisturizer, SPF, toner, exfoliator 

_____________________________________________________________________________________

Did you know that only 20% of visible skin aging comes from the natural aging process? That means the rest comes from living your life- UV, lifestyle and pollution. 

Four easy steps twice a day. (For the basic sets of Timewise Miracle and Repair)

Throughout the skincare class, be sure to summarize and re-cap.

MORNING- Cleanse, Moisturize, day defender and eye cream
NIGHT- Cleanse, skin cycle step, night recovery, moisturize, eye cream

1. 4-in-1 Cleanser. 
· Two different formulas to fit your needs normal to dry or oily to combination.
· Removes complexion-dulling impurities, leaves skin feeling clean, exfoliated and brighter.
· You can see the exfoliating beads in the cleanser. The beads are round so they don’t cut your skin.
· How many times a day should you cleanse your face? 2
· When you don’t cleanse your face at night, how many days does it age? 7


2. Day Defender
	• Helps delay visible signs of skin aging with broad spectrum UVA/UVB protection. 
	• Improves the look of uneven tone and reduces the look of fine lines. 
	Provides UVA and UVB protection. (Cancer and aging)


3. Night Recovery
	Wake to skin that looks well-rested as the appearance of wrinkles is reduced. 
• Works when skin is most able to rebuild its reserves. 
• Nutribeads® Duo (Vitamins A, C & E) burst to release ingredients fresh to the skin with each pump. 

4. Antioxidant Moisturizer
	Improves skin firmness while boosting hydration.
	• Re-energizes skin’s healthy glow.
	• Boosts hydration for 12 hours.* 

Large oval- Eye Cream
· Improves the appearance of dark circles, undereye puffiness, fine lines and wrinkles.
· Maintains moisture in the eye area for 12 hours. 
· Use twice a day. 
· Skin will look firmer and it will appear more youthful and rested.
______________________________________________________________________________

FOR REPAIR- if you’re demonstrating: (I will create another document that shares details on these steps)
Skin cycling below after you share repair remains the same.

Morning: Cleanse, lifting serum, day cream, eye cream
Night: Cleanse, skin cycle step, lifting serum, night cream, eye cream
_______________________________________________________________________________

Share about Skin Cycling- Use the sheet with the cycle on it and give to each person- go through the 4 days then explain each supplement as they are trying the product on their hands, arm and face:) 

5. Microderambrasion (Refine Step)- Have them apply on the top of their right hand
· Aluminum oxide crystals that helps remove 3-4 layers of dead skin, blemishes and scars
· How many days does it take for us to get a new layer of skin? 28- so if we don’t exfoliate those dead skin cells are just sitting there on the surface of our skin

6. Pore Minimizer- Apply on the top of the same hand
· When you open your pores, you want to close them.
· Where are the areas on our face where pores are open?  T ZONE
· Use this product up to twice a day.


** RETINOL**
	• Our first pure retinol that’s gentle enough to use daily from day one. 	
	• Clinically shown to improve the look of wrinkles, skin firmness, radiance and smoothness – plus 	blotchiness. 
	Gold standard in anti aging.

7. Hydrating Cream Mask
	A no rinse anytime, anywhere hydration surge.
	• Hydrates for 12 hours
 	• Multi-use formula 
	• Features superstar moisturizing ingredients: • Shea Butter • Glycerin • Hyaluronic Acid 

8. Charcoal Mask
	Triple-action charcoal mask acts like a magnet to deep-clean pores. 
	• Activated charcoal acts like a magnet to unclog pores. 
	Formula is clinically shown to instantly absorb excess oil and reduce shine. 


Group Table Close

· Have them take their roll bag and hold it. Squeeze it. (Give each guest a filled roll bag)- This will way increase your selling :) 
· Cover set sheet.
· Wardrobe Comparison (OPTIONAL)
· Close your eyes and let’s take a trip to your closet.
· Pick out your favorite outfit you purchased for a special occasion.
· Now as women, we love our accessories, pick out the shoes and jewelry you wore with it.
· How much did you pay? How often did you wear it? Now, you can open our eyes.
· This is skincare for your face that you wear 365 days of the year, so there’s a need to invest in your skin just like the outfit. The first place people look when they see you is where? Face
· There’s no obligation to purchase today, but I do have products on my shelf so if you purchase something tonight, you get to take it home. I accept card, check, cash or a combination:) 
· ASK 3 Questions for them to write on the back of their profile card.
1. If Mary Kay products appeared on your bathroom counter tonight when you got home, which set would you want to be? 
2. Hostesses are the heart of my business! I’d love to pamper you and your girlfriends like we’ve done here tonight. It is the biggest compliment you can pay me to introduce me to 3-5 of your friends! And tonight when we get just 2 “yes’s”, the hostess is getting additional hostess credits and you will earn our hostess credits when you say yes. Will you draw a heart on the back of your profile card if you’d like to earn free product?
3. My job as a consultant is to share the facts about the company with women. I know this may not be for you and that’s okay. I just need to borrow your ears and for your time I will give you any item you want for half price. Will you put a $ sign on the back of your profile card if you’d like to hear more about our opportunity? --- Add your vision

· We will have checkouts individual in the dining room. You can eat refreshments and I will talk to each of you one on one in the other room to be sure I help you with your specific needs. (Call most excited girl first.) and ask if there is anyone who is in a big hurry? Please be sure to bring your set sheet, and your profile card, the half size beauty book is yours to keep! 


Individual Close
Look her in the right eye. 
Five questions to every guest: 
Thank you for coming!
1. Did you have fun? 
2. How does your face feel? Can I see your profile card?
3. I see that if Mary Kay products appeared in your bathroom tonight you would be a _______. I see what your heart says, but what products would you like to take home today?
4. I know there were other products you enjoyed and when you gather a few friends like _______ has done today, you can earn up to $100 free. What would excite you about gathering your friends? 

Or: What would inspire you to gather 3 of your friends like (hostess’s name here) did today and earn up to $100 for free? What works best for you, a weekend or a weekday?

5. This is the first part of my job to share our product, but the second part is for me to share the business opportunity with you. I know this may or may not appeal to you, but you’d be helping me reach my goal if I could just borrow your ears. Pick a date and time.

6. Thank you, will you send who you want to go next? 

The individual close is so important, our goal is to get two bookings and two growth appointments from each skincare class. Show her what’s in it for her. 



Community Booking-
[bookmark: _GoBack]What will inspire you to hold 10 skincare classes in the month?
How will holding 10 benefit you and your family? 

“If it is important, we need to repeat it.” Horst Schulze


1. ________________________________________


2. ________________________________________


3. ________________________________________


4. ________________________________________


5. ________________________________________


6. ________________________________________


7. ________________________________________


8. ________________________________________


9. ________________________________________


10. ________________________________________





“I am a master booker!” 
“I can call my ten on the phone!” 
You can do it!! 



Growth Appointment

Our goal from a growth appointment is to have a new recruit or have a new hostess if the woman decides not to join.
 
Pre-Opening- Setup 

· Arrive to your appointment early and find a table or booth seated in a quiet area with little or no distraction. 

__Mary Kay and You Sheet

__Starter Kit Flier

__Paper agreement


Opening

· Thank your prospect for coming to meet with you and ask, “How much time do you have for today’s appointment?” 
· Today you’ll be extended an invitation to earn $1000 per month or to earn free product.  
· 5 questions from Grace- What inspired you to meet with me today?
· What do you value most in your life? What do you need more of in life?
· Share the culture points. Do these points align with what you believe and value? 
· Share the 12 reasons women join Mary Kay and check the statements that apply to her. 
· What questions do you have that I can answer during our time together today? 

Body

· Calendar- We work in two-hour time segments at the table. When during your week can you find two-hour time segments? What days and times? Mark them on the paper with her. 
· 3 Positions Pure Mary Kay 
Refer to the table on the next page 
· What appeals to you after hearing the three positions in Mary Kay?
· What questions do you have about the three positions? 


Closing
· Refer back to her questions from the opening and be sure you have answered all the questions she had. Check them off as you go back through them.
· What excites you most about starting a business with Mary Kay? 
· There are two money options in Mary Kay. The first is our starter kit which everyone has to purchase to get started. This is our product to serve women at the table. Share the flier and amounts. The second money option is getting your business started with product as an entrepreneur as Mary Kay wanted as a part of our culture. This is a privilege we have. We will go over these in a second appointment within 48 hours. 
· After hearing all the information about our business opportunity today, what would inspire you the most to join? 
· I want you to make this decision in your true authentic self. How do you shop? Do you spend money easy, or do you have to go home and think on a purchase before buying?
· On a scale of 1-4, 1 you would rather me not mention Mary Kay anymore to you, or 4, you would want to join today, where would you be?
· When it’s a 4, we get their paper agreement filled out and schedule a time for inventory within 48 hours. If she answers a 3, we will schedule a follow-up appointment within 24 hours when your prospect has had time to sleep on it. 
· I do strive to get the prospect to schedule a skincare class if she decides not to join the day I meet with her. 


	Consultant
	Director

	NSD

	




























	




















	









