The Perfect 10 by Sharon Buck
What is a Perfect 10?

Holding 10 Full Circle Classes

Holding 10 Interviews

Ordering $1,000 wholesale per month

What is consultants and Directors biggest challenge?

Not working consistently in their business.  Most have a “zoom~eek” problem!

Success is working consistently.  You will earn money if you have goals in this business.  You will reap what you sow ~that’s a universal law.

Everyone has their own set of challenges.  The bottom line is, it doesn’t matter because Mary Kay is 95% ATTITUDE!  Are you attending meetings, calling the hotline, reading books and associating with successful people?

What are the benefits of doing a Perfect 10?

For Part-Time and New People:

If you jump in and do a Perfect 10, your skills will be phenomenal!  Fast is easier!  Your time management and confidence level will be high and you’ll be setting the standard for your entire business!  It will give you the money to pay off your loan or build your inventory!
For Hobby Time People:

It will give you everything that new people get plus it will give you a quantum leap in your business!  You will get unstuck!  You can move into Star Recruiter status.  It will increase your vision of what this business can offer.  You can do it once a quarter when the new products come out.  The excitement, prizes and recognition will keep you as a happy growing consultant!

For “Going For It” and Directors:

A Perfect 10 is a must!  You can move into Cadillac!  If you string together Perfect 10’s 3-5 months in a row, the strength and momentum will BUILD your team and business like never before!  You will build INTEGRITY with your team because your actions will match your words!  You can wish, think and talk all you want, but until you put the work in, you won’t get it done!  Momentum and magic occurs when you do a consistent Perfect 10!  Play the numbers and get the results!  DO THE WORK and get the praise, recognition, money and team members to make your business soar!

Side Benefit:

By doing a Perfect 10, it will affect your family in a positive way!  You will pass on skills to your kids, such as consistency, persistency and many others that they see you do and they will emulate that!  You will show them how to make their dreams come true!  Show them how to go from wishing and dreaming to ACHIEVING!  Step out of your comfort zone!  GROW and prove that Mary Kay works!  Ask yourself this.  What do you want from your Perfect 10?  Do you want to pay a debt, take a vacation, bring your husband home from work?  It’s vitally important to have a WHY when the going gets tough.  A “WHY” will help you focus on achieving your goal!

How do you BOOK a Perfect 10?

First you have to decide you’re going to BOOK IT!  Decide to book 20-30 appointments!  The Law of Average tells us that ½ will cancel or postpone, so in order to HOLD 10 you must book 20-30 appointments.  Play the numbers and play by the rules ~ that’s the most important step!  

Decide WHEN you’re going to HOLD your appointments!  Get out your datebook or calendar and mark off the dates and times you will commit to holding each appointment.  Mary Kay used to challenge her consultants to do a 10 class WEEK!  Sharon said she took that challenge from Mary Kay and FIGURED IT OUT!  She stepped out of her comfort zone and did things she didn’t think she could do and it catapulted her business like nothing else!

If you want to change the complexion of YOUR business ~ FIGURE IT OUT!  Be creative!  Bring guests to your weekly meeting ~ have a Super Saturday 3-5 classes ~ double up on hostesses where 2 hostesses bring at least 2 guests to your home to fill the table!  Have a POSITIVE ATTITUDE and GET IT DONE!

Make a BIG LIST with names and numbers on it so you don’t have an excuse not to call!  Front load the month!  Put 10 classes in the 1st 2 weeks of the month and then book classes from classes!  You will never run out of classes that way and you’ll never have to go out and warm book either!  You will be using your Mary Kay time wisely!
Write down a dialogue to use when calling!  Include 3 things in your dialogue ~ the why, the when and the what!

Why?  I’m in a contest ~ My Director has challenged me ~ I’m expanding my business~ I’m putting together a professional portfolio ~ I’m test marketing the new products.

When?  Select your month.  Let your guests know when it’s going to be.  Don’t let them choose!  YOU give them a deadline and specific times you want them to hold their class.

What?  What are you going to offer them as a hostess gift?  Qualify how they can earn that hostess gift.  For example:  If she has 4 adult non Mary Kay users, has $200 in sales and 2 new bookings she can earn either Double Hostess Credit ~ any product for a penny ~ 50% off whatever you order that night ~ $75 for $25 ~ $50 in FREE product!  Know what you want to offer as your Hostess gift and be excited about it!

CALL!  Be excited and enthusiastic over the phone ~ your voice will carry through the line!  Have positive expectancy!  Be professional and PRACTICE your dialogue BEFORE YOU CALL!  MEMORIZE your script and make it feel like it’s YOURS!

Example of a script with the above Why, What and When in it:

Hi Suzy, this is Jenni with Mary Kay ~ do you have a quick minute?  Great ~ because that’s all I have too!  I’m so excited about my MK and I wanted to tell you all about what I’m doing in August!  I’m working to go on target for my first MK car and my Director has challenged me to get out and get going by scheduling 10 classes in August.  I’m offering regular hostess credit PLUS when you have at least 4 adults there that don’t use MK, $200 in sales and 2 future bookings, I will DOUBLE that free product!

Which is better for you ~ the beginning of the month or middle of the month?

Get your calendar out!  Is there any reason why you couldn’t schedule something now for next week or the following week? 

Be EXCITED AND ENTHUSIASTIC!  Initially, to get your datebook full, offer a bigger incentive or special so you can fill up the dates you want to work!  You will be able to book classes from your classes and lower your hostess credit after you get your Perfect 10 booked and held. 

BOOKING is your key to a successful business in Mary Kay!  If you’re not a master booker, that’s your 1st priority.  KNOW, LEARN, PRACTICE AND GET GOOD AT BOOKING!  EVERYTHING BEGINS WITH BOOKING IN MARY KAY! 

Preparing for your CLASS:

1) Send out a Hostess Packet with a Guest List to the Hostess with a letter.  Include in the letter a Thank YOU.  Include something like this:  Thank you for being a big part of my special goal that I have this month!  I know I can count on you to hold your original class because time is so short ~ you can count on me.  Include in your Hostess packet sales tickets, Beauty Books or Look Books, Outside Order Sheet, Recruit Literature, samples and most importantly a GUEST LIST SHEET that she can mail back or email you with within 24 hours.  Tell her you’ll have a special gift for her if she gets it back to you within that time period.  Tell her “You’re going to love  working with me because I’m going to do all the work!  I’ll send out invitations, call to preprofile and get them excited to come to your party!”  Have 20-30 Hostess Packets ready to go for the month and 20-30 Recruit Packets ready to go for the month also!  You will save time and frustration if you have them ready ahead of time!
2) Have a family meeting.  Tell them “What’s in it for them” before you start your Perfect 10.  Bribe them and enlist their help!  Show them you are committed and serious about accomplishing this goal!  Kids will learn so much from your commitment.  Ask them how they can help!  Make it a fun goal. It will also help you keep going when you don’t feel like it.  (You will have your fair share of zero classes, but they’ll keep you committed to make your goal.)

3) Have a weekly plan sheet.   Have your meals mapped out.  Know what your week looks like ahead of time.  Put up your weekly plan sheet on the refrigerator so everyone knows when you’re working!

4) Plan your inventory.  Do you have all your Skin Care Class supplies you need for 10-20 classes?  Do you have enough color cards, samples, brushes, mirrors, and products?  Be STOCKED and ready to go!  

5) Have a PACKING LIST available to check off.  You will pack the same way for every single class, every time so it’s not hard to run out the door for the next class.  You will want to repack right after your class because everything you used will be fresh in your mind and it will make it simpler and faster to repack for you next class.

Coaching for your Classes:

This is the fun part!  Here’s wher you can really gow and expand your business!  You will have time because you’re not going out looking for leads and booking!  Your #1 GOAL is to book 2-3 classes from each class you hold!   If you do that, you’ll never have to make another booking call again ~ only COACHING CALLS!  Aren’t you EXCITED about that????

1. Get the Guest List from your Hostess within 24 hours.  Tell hostess she should write down everyone she know who has SKIN!  You can branch out here!  Tell her, “I’m looking to branch out into this church or corporate business or town, do you know anyone you can invite from there?”  Tell her what you’re looking for!  Be sure she knows you’re looking for women who do NOT use Mary Kay!  The one and only job that hostess has is to get the Guest List back to you within 24 hours.  Then all she needs is a place to host the class, some cookies or dessert to serve and work on outside orders before her class.  Suggest she takes the Look Book around to work or kids games or womens’ meetings, etc to get outside sales to boost her hostess gift! 

2. When you get the Guest List, it’s vitally important that you call EVERYONE on the list!  (See Tammy Crayk’s responses for the 3 responses you will get from the invited guests.)  Remember, it’s YOUR JOB to get the guests to her party!  Here’s a sample script of what you would say to each guest:  “Hi __, this is Jenni with Mary Kay.  You don’t know me but I’m going to be doing Suzy’s MaryKay party on Saturday.  Do you have a quick minute for a couple of quick questions?  Great!

 How recently have you tried Mary Kay? 

Are you currently using any product and do you have a consultant?

I can only have 5 people at Suzy’s party, so I’ll make a reservation for you then?

Do you prefer warm, cool or neutral colors?


By YOU calling the guests for the hostess, you can get the guests there by overcoming their objections much better than the hostess.  They’ll usually just tell her “no” without giving any specific reason and she’s not going to push it.  They may even say something like, “I wasn’t going to tell Suzy that I wasn’t going to come because the products don’t work for me (etc).  You can then say, “Oh, I’m so sorry to hear that, tell me why or all about the problem you had?”  Keep asking her SPECIFIC questions.
If you don’t get them personally on the phone, leave an EXCITED MESSAGE!  “I’m so excited to get to meet you at Suzy’s Mary Kay party on Saturday at 2PM.  I’ll have a goodie bag for you!  See you then!  (You’re doing 2 things ~ positive expectancy and also tempting her to come because she’ll get something for free!)

3) Send 2 postcards to the Hostess.  One right after she books the class and one 2 days BEFORE her class.  Don’t call ~ that gives her a way out to cancel.  You’ve already written and told her you would be there.
Holding the Perfect 10 Class:  You definitely want it to be worth YOUR time!  So you want to work FULL CIRCLE!  There are 4 things you want to concentrate on.  The most important is…

1) More BOOKINGS!  That is your future income!  

2) High SALES!  Sell everyone a basic or Miracle Set (that’s $300 if all 3 buy!)

3) Look for new TEAM MEMBERS!

4) Get REFERRALS!

Think about this.  If you get $400 in sales, 3 new bookings, a new recruit and 30 referral names ~ won’t that be a successful class?  Duplicate that 2-3 times each week and you don’t have to run around getting new names!  Work SMART not hard!  Your minimum # of classes per week should be 2 and bring guests to your weekly meeting can be your Perfect 10 each month!  Work full circle at each class.  Practice, work, practice, analyze, fix and redo!  You WILL get better and better!
How do you get Bookings at your Class?  Tie the Hostess Credit to BOOKING!  The hostess will help you get bookings if there’s more in it for HER!  Partner up!  Have a pretty wrapped gift on the table that you’ll give her if she gets her 2 bookings DURING your class!  Have FUN!  Keep your class short and professional!  Talk about check-up or follow-up facial at least 10 times during your class.  Say “this is the 1st of 2 appointments you’ll have with me….You WILL be seeing me in a couple of weeks.”  Expect the 2nd appointment and they will book it!  The #1 TOP PRIORITY at you class is more BOOKINGS!!!!!
How do you get SALES at your classes?  
1)  Make your class FUN!   If they will like the way it feels and looks ~ the product will sell itself!  ROMANCE each product ~ tell stories about how this product helped YOU or someone else.  Show pictures (before and after).  Women love to hear stories of others successes with the product!  Promote OUTSIDE SALES to the Hostess before her class!  She will be excited if she has the $200 presold BEFORE her class!  (You could give her a Satin Hands set to demo on people at work or samples of the Microdermabrasion)

2)  Have 2 CLOSES at your class:  The Table / Closet Close and the Individual Close.  The Individual close is away from the table where you can customize the product to fit their individual needs, money is a private matter, you won’t sound like a polly parrot, and you’ll get the booking easier.

How do you RECRUIT at your classes?  Your Hostess is the most likely person you can recruit because she likes the product and she was willing to do a party for you.  You just need to show her how fun and profitable Mary Kay can be for her!  Talk to the Hostess BEFORE each class.  Arrive early.  Tell her what you like about Mary Kary ~ it’s fun, we get to dress up and pamper women, you get tax breaks, etc.  Tell her ~ “just watch and see what I do tonight” so she’s looking at this business through different eyes.  After the class when you’re together figuring out her hostess gift, you count the money, tell her you made 50% of the sales and what does she think of that?  Don’t talk yourself out of a recruit!  
Make recruiting look fun and easy for her!  Tell your “I story” during the class.  Women are curious about why you got involved in Mary Kay.  Select 2 or 3 others to send home with a CD or DVD.  Offer a gift if they give you their opinion of the CD within 24 hours.  Remember, you recruit 1 FACE at a time!  You can say something like this:  You have some qualities I’m looking for on my team.  Is there any reason why we couldn’t get together and exchange some information?  (She will likely say No ~ I’m too busy.)  It’s your job to sell the INTERVIEW TIME, not the Opportunity at this point.  So just AGREE with her by saying something like this.  “You’re probably right, you are too busy.  I don’t know if MK’s right for you or if you’re right for MK, but is there any reason why we couldn’t exchange some information so you can make an intelligent decision?”  

How do you get REFERRAL NAMES?  Be sure to have a Referral Game during your class.  That will serve as a start of a guest list for any person who books a class when you meet with her during the Individual Close.   You can have a basket of gifts (discontinued items, limited edition items, etc) wrapped pretty in the middle of the table when they give you 10 or more names (or whatever you want to do).  (Sharon said she never made a cold call or warm booked anyone because she always got referral names at her classes.  She always had a list to call!) 
How do you FOLLOW UP after each class?  To stay on top of your sales, your postcards, your referrals and your packing for each class, you need to spend 45 minutes to 1 hour after you get home from your class to finish up the loose ends!  This is IMPORTANT that everyone in the family knows you still are WORKING!  It’s your “Shut the Door System”.  Here’s what steps you finish up during this time in your office.
1) Send Thank You Postcards to EVERYONE who booked a class with you that night!

2) Send a Thank You Postcard to the Hostess.

3) Record your sales and get Bank Deposit ready to go.

4) Put your new customers in you’re “My Customers” file so you can include them in your next enrollment of the LOOK Brochure.

5) Process any ProPay sales

6) Fill out your Weekly Accomplishment Sheet

7) If anyone bought the Basic Skin Care System, set them up with a 2+2+2 in your Datebook.  Follow up with them in 2 days, 2 weeks and 2 months.

8) Set up your Follow-up phone calls or meeting times in your datebook with those you handed out a CD or DVD to within 24 hours.  Include their numbers (home and work) from their profile cards.

9) Clean all your mirrors, get ready and packed for your next class.  Use your packing check off list.  Repack your inventory.  Don’t delay!  It will take MORE time if you do it later, because it won’t be fresh in your mind what you need to repack.

THINK LIKE A RETAILER AND BUSINESS WOMAN!  Have a CONSISTENT PLAN to Follow-up after your classes.  All you are is a professional visitor if you don’t follow-up!

WORK ON YOUR ATTITUDE DAILY!  Fortify your Pink Bubble with CD’s, calling the hotline, attending meetings with guests, and associating with positive, energy-giving people.
WORK with vision, focus and PASSION!

Working harder and putting in more hours is NOT the answer.  That will lead to burn out.  Working with PASSION and FOCUS and working on your skills will ensure that you book, coach, sell and recruit!

BALANCE your life with God first, Family second, and Mary Kay third (not 33rd).  If you have your spiritual and physical needs in order, you will get more done FASTER!

WORK with the Law of Averages!  Double and Triple BOOK! 1 in 5 will recruit.  Don’t be desperate ~ be EXCITED!  Be on a mission!  Know that you’re going to make it happen.  Say who’s next?  Who’s next?  Who’s next?

DELEGATE those items that don’t make you money!  Household chores, computer and desk chores etc.  Be involved with PEOPLE!!

Be PROTECTIVE of your TIME!  Learn how to say “no”.  How you treat your Mary Kay business is how others will treat it.  Treat it with the RESPECT it deserves!

Have and keep a RECRUITING LIST.  Break it into Warm Prospects, Hot Prospects, Cool Prospects, Out of Town Prospects, In-Town Prospects.  Keep ADDING TO IT!

NEVER GIVE UPON CUSTOMERS!  Keep tabs on them.  Have a “Story Book” where you can send your customers stories from the Applause Magazine or MK Intouch National Stories.  Ask permission of your customers….”Is it ok if I send you stories or invite you to events once in awhile?”

Make TIME and MONEY MANAGEMENT A HIGH PRIORITY in your Mary Kay business.  Do a “Mock Week” of a Perfect 10 with your family’s schedule.  Fit in your MK Meeting Night, Selling Appointments, Calling Time, Coaching Time and Team Time.  

Your #1 FOCUS is to KEEP 12-20 CLASSES on your datebook at all times!  Play the law of averages.  Build MOMENTUM!

Mary Kay is the VEHICLE to time and money challenges!

Perfect 10’s will build the strength and commitment, the skills and excitement that are needed to go to the TOP in Mary Kay!

YOU CAN HOLD Perfect 10’s!  It’s soooooooooo worth it to you and your family.  The results you seek are ALL in a Perfect 10!
