Skin Care Class by Robbie Pierce 

Skin Care Class and The Class Close by Robbie Pierce 

Skin Care Class by Robbie Pierce

In a small Pullman suitcase:  Outside pockets 
small trash bags, beauty books, before and after portfolio, Robert Jones book.

Inside:  Demo roll up, Go Bag filled with supplies, miracle set bag with trend look cards, facial clothes, mirrors, fragrance samples, date book, money bag w/ calculator and sales tickets.

Color carrier over your shoulder

Bag filled with a filled roll up for each person at appointment.

Opening:  Welcome!  __________, thank you so much for sharing me with your friends!

(Give hostess her gift and make her feel great in front of her friends.

Introduce yourself and share your I Story and then have everyone introduce himself or herself and share what they want to learn.)

Please have a great time tonight.  I did bring products with me and I will have them available for you to take home with you tonight.  You are under no obligation to get anything.  My job is to help you get what you want though!  I have 2 different creative financing plans.  The 1st one is a little cash, check master card, visa, and discover…we call this the Husband Unawareness Plan!  Or the fold and hold plan.  This is when your checkbook may be saying NO, but you are saying YES!  Whatever your total is today we can divide it up to 3 ways.  You write one check for a third tonight, one for your next payday, and one for the following.  Just write the date on the back of the check where I sign my name and fold it.   This is an interest free plan!  Don’t you wish the department stores did that!  Even if you do not want to get anything, I would still want to talk with you individually after the class because I have a gift for everyone just for coming!  (Wrap up hand creams or spa samples cute.  If she can’t get anything talk to her about being a hostess and getting free products!)

Today I am going to show you how to use this bag. ( Romance it and explain how it works and what is in each pocket.  End with the Day Spa set and demo that.  Do satin hands and then the Visibly Fit on one arm and elbow.)

Pass out the Beauty Books and ask everyone to only open to the page you ask them to.  

Read page 2.  Mary Kay believes at every skin care class there is at least 1 or 2 beauty consultants at the table.  Who do you all think would be good from this class?  _________, just watch what I do!  I will put you off the hook and ask you if you want more info later!

Read page 5.

Turn to page 6 & 7.  We will be spending some extra time here.  I will be sharing information about the products, and then we will try them.

(Introduce pockets 1 and 2.  Explain what each product does.  Lay the products in front of the bag as you are talking about each one.    Separate the 3 in 1 cleanser from the moisturizer and explain how the supplements are used between these two steps.  Place the Day and Night between the 3 in 1 and moisturizer explaining how it is your skin cares booster.  Talk about results after 8 week without and then with the Day and Night.

Group the Eye Deal Solutions Set together.  Group the Satin Lips Set together.)

(Have everyone pick up their mirrors and show them how the other side is a magnifier.  Ask for everyone to give you a couple of words explaining how their faces looks and feels.)  Then say, “If you like what you see, you need to maintain what you have.  If you are not real ecstatic with what you see, wouldn’t you agree whatever you are using is not giving you the results you would like.  What do you have to loose to give Mary Kay a try with it’s 100% satisfaction guarantee?”

Now, let’s get started.  Tonight I would love for you to do a test for yourself.  I’m going to encourage you to put most of the products on one half of your face.  You decide which side.  This will show you the difference Mary Kay makes compared to what you are doing.  

(Do Oil Free Eye Makeup Remover on booth eyes.)  This gently cleanses the eye area without you rubbing or tugging.  The more you stretch the skin, the more it looses its elasticity.  This also conditions the eye area and lashes.  (If this is the first appointment with someone, let them know you will only be doing cheeks and lips.)  Do everything else up to concealer on half the face.  

Do 3 in 1 on one side.  Read about it on page 7.  Go up and out, down on your nose, and up on your throat.  It ages just as fast as your face does. 

Then pamper the lips with the mask, balm and Triple Action Lip Enhancer.

“Now we are going to pamper your lips.  Do little circles on and around your lip.  Remove it with your facial cloth.  Add the lip balm.  This moisturizes for up to 6 hours.

Now do the Lip Enhancer on and around your lips.  This is like lip bondo.  It fills in the cracks and ridges of you lips to help you lipstick to go on smoother, without bleeding and it will last longer.  It also has an alpha hydroxy to help with fine lines around the lip area.

Now we are going to pamper the eye area.  How many of you are noticing fine lines, dark under eye circles or puffiness?  The Instant Action Eye Cream goes on first. I would like for you to use your ring finger.  Does anyone know why?  This is your weakest tissue and this is your weakest finger.   It adds moisture to your eye area.  Pat it going around and in.  Out on the top and in towards your nose on the bottom. There are no pores around the eye so you do not get any natural moisture.  This is why we show signs of aging here first.  This is why we add moisture.  The second eye cream goes on top of the Instant.  The Triple Action does three things along with holding in the moisture the Instant Action Eye Cream provides.  It primes your eyelid for eye make up making it crease resistant and waterproof.  You can get ready at 6am and still look cute at midnight!  It has an alpha hydroxy in it to help with wisdom lines and it has light diffusing micro spheres to help with dark under eye circles.  

Now we are going to do the Day Solution.  Read page 7.

Squirt the Night Solution on the back of their hand.

Now we are going to go back to your TimeWise Skin Care and put your moisturizer on.  Read page 7.  

Now you can do concealer on both sides of your face.  This is a full coverage concealer and a little bit goes a long way!  Go ahead and stipple any area you do not like with concealer.  Your foundation will blend it.  You can conceal broken blood vessels, blemishes, and if you are concealing darkness around the eye, please only conceal the dark area.  If you put it on anything puffy or on fine lines it will make them look worse.  

I am going to match up your foundation.

(While picking out foundations, explain the Everyday Hero program.)

While I am doing this please turn over your profile card and fill it out.  I do an Everyday Heroes program where you can nominate someone special to you.  I give her a $10 gift certificate in your name that she can use at her make over.  It doesn’t cost you anything, and I will give you $5 off your next reorder for everyone of your friends you refer to me that I meet with.  You can also write her a note about why you nominated her for your Everyday Hero.  Lots of gals have shed some tears because of what their friend wrote.  It’s a nice way to give a friend a gift and make her feel special for free!  I always treat all referrals with the utmost respect.  

(Picking out foundations 
go by what your color is…if she is darker than you, go darker, lighter, go lighter, more pink 
use a color ending in 4.  More yellow 
use a color ending in 0 or 2.  Do two different stripes on each side of her face.  Let her pick which one she likes the best…if it’s wrong it’s not your fault!)

Now we will do your foundation.  Dip three fingers into it and pat your face gently all over.  Now start blending down.  We all have tiny little facial hair and if you do not lay them down you will look hairy!  Be sure to go all the way up to your hairline, your eye lids so you are all one color, around your nose and back by your ear.  Then curve it around your jaw line.  This does not go on your throat.  Your foundation is part of our skin care.  You can either wear pollution or protection.  Pretend we have two wet wash clothes.  One you put in a zip lock bag and the other you do not.  You then place them on a hot sidewalk.  What happens after a couple of hours?  Your foundation is like that zip lock bag keeping the moisture in and the pollution out.

Did you feel a difference on which side your foundation went on easier?  Take the back of your hand and feel the side you pampered, then feel the other side.  Do you feel a difference?  Hold you mirrors out at arm length.  Do you see a difference?  Sometimes it’s almost like a cheap facelift!

Now let’s do some loose powder. ( I use a retail size powder in my demo bag.  It’s more economical.  Just dip her cotton ball into it and put some extra in her tray.)

1st Facial 
everyone gets same basic look card.

2nd Facial 
she gets to pick one of the 4 Trend Look cards.

Let’s do your cheek color first.  Start on the outside of your face staying on your cheek bone.  Do the Nike stripe.  Stay two fingers away from your eyes, two fingers away from your nose and never go under your nose.  That will add age and weight…YUK!

Follow the instructions on your look card for your eyes.  Blending is the key. 

Do your eyeliner.  I like to do just half the lid from outside to around your pupil.  Do short feather like strokes.  

Here is your mascara.  Do your bottom lashes first, then the top.  Hold the wand close to the base and shake it back and forth.  Then brush the product through your lashes.

Here is you lip liner.  Hold it and place your pinky in the center of your chin.  Line the top lip first, just the cupids bow.  Then the bottom.  Now place the liner in the corner of your mouth and pull up, then back in the corner and pull down.  Your lips start inside your mouth.  If you start your liner there you should be right on your lip line.  Now add your lipstick and here is some gloss.  After you are finished with your lips, stick your finger in your mouth and pull out slowly.  This will take any lipstick off that may go on your teeth.  

Now fluff up your hair and hold your mirror at arms length.  This is how most people see you.  

 

Hostess, what is your favorite part about what you did tonight? ( Then ask each guest what they like about what she did.  Then ask each guest what she likes best about what she did.)  

(Pull out a shopping bag from your Pullman outside pocket.  Place in the center of the table and ask everyone to throw away what they do not need anymore).  

Now is the best part.  You get to go shopping!  How many of you like to shop? ( Raise your hand!)

Open your books to page 8 & 9.  These are products for oily, blemish prone skin.  Page 10 and 11 explains our foundations.  Have them circle their color.  Page 12 & 13 (explain the Lip Set and the Eye Set you did today.)  Page 14 & 15 explains our Color 101 and our new brush set.

Page 16 & 17 explains our sets and specials.  (Go through each pocket and tell price with out saying the word “dollars”.   Put each product back in the roll up bag as you are talking about it.  Zip each bag shut.  After explaining the 7 pockets ask each person to circle their 3 favorite boxes if money were no object.  Do not go any further until at least 3 boxes are circled.)  My specials on this page are when you get 2 boxes you can receive your 3rd at half off and when you get 3 boxes you can get your 4th for free.  It’s always the lesser value.  

Now on page 17…This is the beauty essentials bag or the I deserve it all, or what I like to call it is the spoiled brat bag!  This is everything I taught you to use tonight. (Pick up the bag by the hook.) It hangs in a small bathroom, each pocket zips off 
great if you are going to the gym and just need your Miracle Set.  It rolls up and is great to travel with.  If you were to add up all 7 boxes from page 16 you would come to a total of 367 retail, not even including the price of the bag itself.  If you were to purchase this from a department store you could spend anywhere from 800 to a thousand!   When you get started with the bag you will be a Preferred Customer and will get the latest catalog with a gift with purchase each time you order $40 or more and you will be invited to be on a test panel and try all of the products first!  My class special after I have taught you how to use everything is instead of 367 only 299.  Immediately say Now close your eyes.  Take me to your closet, ignore the mess!  Find your favorite outfit you have that you look great in.  It’s something special for New Year’s Eve or a wedding.  Lay it on the bed.  Find the shoes, the purse, the hosiery, jewelry, and the lingerie to complete the outfit.  Now think of a ball park figure of what your outfit cost you.  When you have a total in your head you can open your eyes.  Whose outfit was at least 100?  How about 200?  300? 400?  I won’t go past 500!  In the past 6 months how often have you worn that outfit?  (Call each guest by name and ask her.)  Most of you have worn your outfit one or two time in 6 months.  What I am doing is putting prices in perspective for you.  You spent hard earned money on something you wear once or twice in 6 months.  This (love on the bag…pull it close to you and wrap your hands around it) is something you will wear every single day, on your face; the first thing people see when they see you.  Now I am going to scare you.  (Lean forward and speak low and slow)  What you do today reflects how cute you will be in 5, 10, 15 years from now.  In you don’t take time, time will take you!  With that thought in mind, please look over the specials and I will speak to each of you individually.   I know this may be tempting, but I did bring a spoiled brat bag for each of you tonight!  (Place a bag in front of each guest.)   Please bring your profile card, your beauty book and your spoiled brat bag with you.  Thank you so much for your time.  I truly hope you learned a lot and had a great time.  (Start clapping.)

(At the individual consultation have your date book, moneybag, calculator, and a Look book.  Have her sit down next to you and get underneath her eye leve.) 

________, did you have a good time tonight?  What do you like better, the look or the feel?  Is there anything you are comfortable starting with tonight? ( Do not say anymore until she does.  Write down what she wants and politely up sell.  You will know when to stop. )

( When she gets the bag 
open the Look book to the glamour page.)  You get to pick out 3 eye colors.  A highlighter, mid tone and accent color.  Which eye liner, lip liner, lip stick and gloss.  Did you like your foundation color tonight?  You are a _______ so you will use ______ concealer and powder.  You used endless black mascara tonight, did you like that?  Great!  Now, _________ since you are starting on the skin care I need to see you in 7 to 10 days to check your progress and see how you are doing.  Today is _________ are ________ generally good for you?  Great!  Is _______ or ______:30 better for you?  Great!  I will send you a reminder card.  ___________ one more question.  Is there any reason you wouldn’t want to share your follow up with a couple of friends?  I think we would have a ball!  Who do you have in mind?  (Write the names in your date book under her appointment.)Do you have their numbers with you tonight?  I will go ahead and get them from you so I can start asking them about their skin prior to your follow up.  

If a prospect 
_____________ my last question, I promise!  Could you ever see yourself doing what I do?  I would love to give you a PMS bag to borrow for a couple of days.  It’s popcorn, a movie and a soda!  The movie is of my National Sales Director Lisa Madson speaking about what Mary Kay has done for her and her family.  She made $532,000 last year!  I would love to meet you for lunch in the next couple of days so I can answer your educated questions you will have.  What is close to you?  Which is better for you, tomorrow or the next day?  __________, if you do decide this is for you I will train you at the appointment we just scheduled and the sale will be yours!

The Class Close

       By Robbie Pierce, Pink Cadillac, Senior Sales Director

           On A Roll and Working For More by Seminar 2004!

After your guests at the class have finished their glamour do compliment time.  Then pull out a small garbage bag and have everyone throw away their trash.  Ask them to close up their mirrors and pass forward to you and you now have your table cleaned up.

Table Close
“This is the fun part...you get to go shopping!  How many of you like to shop?  (Raise your hand.)  I would like for you to turn your Beauty Book to page 16 & 17.  I will be going over how the products come and what my specials are tonight.  In box #1 is the TimeWise Skin Care set including your 3 in 1 cleanser, age-fighting moisturizer and foundation and is 52.  (Do not say the word dollars.)  If you are using Velocity it is 36.  (During the class as you are explaining each product, lay them out on the table in the order you apply each step.  Group together in separate groups the Miracle Set, Eye Deal Solutions, and Lip Saver Set.  As you are explaining each box on page 16  put products back in the roll-up bag.)  (Go through boxes 1-7 telling what they have in them and giving the price.)  “Now, circle 4 of your favorite boxes you would love to have in your bathroom if money were no object.  You may circle more than 4 if you wish!”  (Do not go any further until everyone has circled at least 3 boxes.)  “My special for you on page 16 is when you get 3 boxes you may get your forth at half price and when you get 4 boxes you may get your fifth for free.  Your discounted box is always the one of lesser value.”
“Now look at page 17.  (Romance the bag.  Hold up the roll-up bag to show how it hangs.  Show how the pockets velcro off and how it rolls up and is great for travel.) If you were to add up all of the boxes on page 16 your total would be three sixty seven.  If you were to purchase something similar to this in a department store the total would most likely be between 800 to 1,000.  My special to gals I teach how to use this bag at an appointment is, and you may want to write this down on page 17, my special is when you purchase the “Spoiled Brat Bag” for 367 you get the travel roll-up bag valued at $40 thrown in for FREE  AND you may purchase the new Brush Set at half off which will only be $22.50 instead of $45.  IN ADDITION TO THAT you will get mailings throughout the year offering a gift with purchase, be invited to all test panels to see the newest products first AND you may purchase your fragrances at HALF OFF for one year!!!  (It is an option to discount your products.  Personally, I have been selling the bags for $367 instead of offering them for $299 and selling just as many of them.  I feel offering a payment plan is very helpful.)
 Now close your eyes.”

                                                                        Closet Close
“Go into your closet, ignore the mess, and find a special outfit you have to wear to New Year’s Eve or a wedding.  Lay it out on the bed.  Find the shoes, hand bag, hosiery, jewelry and all other accessories to make it complete.  Now calculate the cost of your outfit and when you have a ball park figure you can open your eyes and look at me.  Was anyone’s outfit at least 100?  (Raise your hand.)  How about 200, 300, 400, 500?  Okay, in the last 6 months how often have you worn that outfit?”  (Ask each person by name how often.)  “I’m going to put prices in perspective for you.  You spent a significant amount of money on something you have only worn once or twice in 6 months.  This (put your arms around your roll-up bag and love on it!) is something you get to wear EVERY SINGLE DAY on your face, the first thing people see when they see you!  You will use up each product and when you are low my name and number is right on your product.  You can either call me or shop on my website.  

The Scare!
“Now I am going to scare you! (Lean forward and talk low and slow.)  What you do today will reflect how cute you will be in 5, 10, 15 years from now.  If you don’t take time, time will take you! “  

(Pause and look at each guest and smile!.)  I would like to thank each of you for your time and attention tonight and hope you had a great time, I know I did and I enjoyed teaching you.”  (Step away from the table and start clapping...they will clap for you!)  

Payment Plans
“Now I would like to talk to each of you individually to help you get what you want.  Remember my payment plans that I explained in the beginning...I take check, cash, MasterCard, visa and discover.  My two payment plans are the husband unawareness plan...alittle of each I just mentioned or my hold and fold plan where you can split your payment into 3 different ways.  One third will be for today and the other two thirds are for your next two pay days.  Please write the date I can cash them on the front of the check and on the back where I sign my name and fold it in half.”  (Select who you want to talk with first...the most excited one!

Individual Consultations
“Hi ____.  Did you have a good time?  Do you like how your face feels?  (Put the back of your hand up to your face nodding up and down and smiling BIG!)  Do you have any questions about anything?  Which special are you comfortable starting with today?”  (Stop speaking.)  (Have your sales slips, calculator, business cards and date book ready.)  (Help her pick out colors using the Look Book...give this out after each individual close is done.)  (Collect her money.)

Booking Follow Up Appointment
“____, since you are starting  with the skin care, I really need to see you in 7 to 10 days to check your progress.  Which is better for you _____ or _____.  Is there any reason why you wouldn’t want to share this with some friends?  I think we would have a ball!  How do you have in mind?  (Write there names in your date book.)  Do you have their numbers with you?  I’ll go ahead and give them a call and ask them about their skin like I did with you.  I’ll be sending you a reminder card too.  Can you please send in whoever is next?”

Booking An Interview
(Before finishing up with her.)  “_____, I just have one more question for you.  Is there any reason why I couldn’t ask you to look over some material  regarding what I do?  After watching you tonight, I think you would be great!  I have a PMS Bag.  It’s popcorn, a movie and a soda!  The movie is of my National Sales Director Lisa Madson sharing what Mary Kay has done for her and her families lives.  She’s been with Mary Kay for 17 years, has 3 children and made over $532,000 last year!  After watching this I realize you will have some educated questions for me.  I would love to meet you for lunch or a cup of coffee so I can answer your questions and get the video back.  Which is better for you ____ or ____.  What time do you do lunch and what is close to you?  (Or invite her to your NEXT success meeting.)  

ALWAYS WORK EVERY APPOINTMENT FULL CIRCLE! 
SELL SETS
GET AT LEAST TWO BOOKINGS
SELECT AT LEAST 2 POTENTIAL TEAM MEMBERS
