The rest of the world is go getting while we are…

Go-Giving in Mary Kay
Tips by: Future Executive Senior Sales Director Sarah Hjelle – Bjorgaard

Tips For Working With The Golden Rule And The Go-Give Spirit!

· After selling a Basic Skin Care set of any kind, that client should be added to your rotation of consistent and purposeful follow-up calls including PCP mailings.  Call her within 2 days, 2 weeks and than again in 2 months.  *If your Client does not receive proper service from you with in 6 months, it is OK for another Consultant to add your “previous” Client to her customer list and begin servicing her.  **A client is a client when she purchases at least $50 - $100 per year of product – NOT just a lipstick!!
· Keep promises you make and deliver promptly!

· Remember that we are required to offer our customers the 100% satisfaction guarantee that we tell them about during our class.  This does mean money back or exchange.  *If the Client returning product did not purchase it from you, we are now to refer them to Mary Kay customer service.

· When meeting women in public, be sure to ask LOTS OF SPECIFIC questions to determine if she is a Mary Kay user and if she has a Consultant who is actively servicing her.  “Who is your Consultant” (if you personally know her) “I am so excited that you are using Mary Kay products, _______ is a wonderful Consultant, you are lucky to have her“!  “Has she called you in the past 6 months or have you had contact with her”?  *If she does indicate that she has a Consultant, tell her “Thank You for being such a loyal customer to Mary Kay”.  **REMEMBER: part of our companies ethics is that we DO NOT take customers away from each other!!  If she does not have a Consultant or no longer has one, by all means – PLEASE offer your services!

· It is not uncommon at many of your Skin Care Classes and Appointments to encounter other Consultants Clients!  It is OK to sell to them that night.  Their purchases will help the Hostess with her credit.  However, you will want to send her Profile Card home with her so that she can update her Consultant.
· Remember, in any situation use the Golden Rule…would you want to be treated exactly how you are about to treat the “other” Consultant?  Mary Kay has always said that WHAT YOU GIVE OUT COMES BACK TO YOU TEN FOLD.  In selling and team building it’s required of us as Professional Beauty Consultants to refer every Consultant’s customer that you encounter BACK TO HER at least 2 or 3 times.  If there is a specific reason as to “why” this customer does not want to purchase product or begin her business with her actual Consultant- then I always ask her to send a courtesy postcard to her Consultant to make her aware of what she has decided- but please be sure that there is a specific reason.  I explain to her that this is how our business works!  She will have a ton of respect for you and our Company!
If you ever feel like you have to rationalize “why” you are doing something, or you have to convince yourself or you Director…it is probably NOT the right thing to do!
