
Note from Director Sherry Fields:  

 

 
How it works: You are basically going to advertise to have a sale on one particular day with  
discounts given depending on the time of day that your customer calls you with their order.  
The attached flyer is pretty self explanatory. 
This is how I do it: 
~Pick a day that you can be at your desk answering the phone most of the day (morning is usually 
the busiest time). I found that Fridays have been the most successful day for me. 
~Create your flyer. Use the attached document and your most current copy of the beauty book. 
Edit the date and be sure that your name and phone appear where mine are on the flyer. Print the 
flyer. In back of the beauty book there is a list of all of the Mary Kay products with prices. Cut 
and paste to make them fit onto the blank area of the flyer. 
~Print customer labels. If you have your customers entered in Mary Kay In-Touch you can simply 
create labels from your “Customer List” by following the prompts to “Create Labels”.  
(You can also write them by hand depending on your customer count) 
~Prepare your mailing. You do not have to put the flyer in an envelope. Just fold it in three and put 
a staple in the bottom to hold it closed. Add your customer label, postage ($0.42) and your return 
address. 
~Mail. You want the customer to get the flyer about 5 days before the Phone-a-Thon, I have 
found that if you give them too much time they lose the flyer or forget about it. 
You still have plenty of time to hold your own Phone-a-thon before the holidays. It is a great way 
to bring in some extra cash for all of those Holiday gifts. 
 
If you need any help please feel free to reply to this email and I will do my best to help you. 
Good luck. Be sure to let me know how you do. 
Sherry L. Fields  
Independent Sales Director  
650,000 Bound in 2009  
shop online at:  www.marykay.com\sfields  
email:  sfields@marykay.com  
302-832-5888 office  
302-530-2718 cell  
 
"Faith is an important part in anything we undertake.  
 We can do great things when we believe.   
Everyone has obstacles to overcome, but those  

 I wanted to share with you a great way to bring in sales just 
in time for the holidays. I do a PHONE-A-THON two times a 
year-----just before the holidays and at the beginning of the 
summer. I have had them bring in as much as $3500.00 re-
tail in one day. (Remember-I have been building my customer base 


