The Ten Commandments of a 

Successful Recruiter

1.) Always Lead by Example.  If she sees you consistently conducting business (whether it’s 5 or 25 hours a week), she will do the same.  Let her see the Mary Kay “image” in you.

2.) Attend All Unit Meetings.  See that your recruit is there with you.  It’s the most important place for both of you to be.  Plus you should each bring a guest!

3.) Call or Write To Her Daily For the First 3-4 Weeks.  Make your calls or notes short but let her know that you are there.

4.) Keep a Friendly Business Relationship.  Until your new recruit is firmly established, you will be more helpful as her teacher rather than her close friend.

5.) Always Talk About Profit Level.  Unless your new recruit has started with a profit level order, you must encourage her to reach it ASAP.  Teach her not to embezzle.  She will not sell what she does not have.

6.) Always Let Her Learn While You Earn.  Spending hours on the phone or at your kitchen table means neither of you are earning.  Take her to one of your classes and/or spend time with her at meetings.  You’ll both benefit more.

7.) Keep a 100% Positive Attitude.  Don’t dump on her and don’t allow her to dump on you.  Our job is to build confidence, not to shake it.  Refuse to voice or listen to negativity.

8.) Call your Director.  If you feel unable to answer a question or handle a problem of any kind, please call me ASAP.  Be sure to share your ‘crows’ and ideas with me too!

9.) Help Her Sponsor Her First Recruit.  She will love you for it and it will make her a solid consultant.

10.) Just as you would never take credit for her successes, never take the responsibility for her failure.  You can love her and teach her – she must do it for herself.
