This is what I talked about on our conference call on Sunday night.  The ending questions Casey wrote up.  Hope this helps with training your consultants. 

Jenni
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Here are notes from the conference call on creating your “I” story. It is my hope that you will take a few hours to sit down and put some thought and effort into it. It will make the difference on how you recruit. I will be asking you to share your I-Stories at our unit meeting (or conference call for those of you who don’t live locally). 
How to craft your recruiting “I” story:
Your personal recruiting story is a vital component of your recruiting success because....
 It solidifies in your own mind your reason "why" you are in Mary Kay;
 It attracts others to your business and helps them identify their own "why".
 It reinforces your commitment to your business each time you tell it.
When writing your own I story, it's critical you speak from your heart. If your I story is told from your heart, it will strike a cord in the hearts and minds of your prospects. You will want to share why you came to be involved with Mary Kay and how your life has been enriched along the way. Your story must first excite YOU because you will be sharing it often and it must ignite your prospect's curiosity and desire to become involved also! You don't know whose heart you may stir....it may be someone going through a divorce or death. It may be someone that just got a pink slip or ran out of money before the end of the month. It may also touch someone wanting to be more self-reliant or more outgoing....the reasons are endless. When your story reaches into the heart of a person at the right time and that person is ready to hear it, they'll know it and reach out to you! It happens all the time! Think bank right now what excited you into Mary Kay.
How do you craft your I story?
Start with your real life experiences. Your story may begin with the feelings of exasperation or doubt you once felt. Reveal your journey from that point to where you are today and where you are heading. Tell them your dreams ~ make them a part of it. Be positive, optimistic and to the point!
Let others see the sense of pride you feel in our Mary Kay products and opportunity. When you passion for Mary Kay comes alive in your story, you will spark you listener's curiosity to learn more! Do you remember that past in Lisa Madson's story where she says, "if I only had 5 minutes to tell you about Mary Kay, this would be it"? Then she tells about Kyle's diabetes and her cancelled trip to Germany and how the company responded.
Your I story must show your prospects how being a part of Mary Kay can lead them to the same experience. YOU CAN DO THIS!!!!
Take index cards and write down these things...
1) Where were you when you started MK? (emotionally, financially and so on).
2)List what you love about MK the company, the products, your upline and team.
3) Identify how being in business for yourself has affected your life, hopes and dreams positively.
4)Put it into a story form and practice it with others. Ask them, "How does it make you feel?" "Does it make you want to learn more?"
5) Have more than 1 version of your I story so that it can appeal to different personality types, different age groups and professional groups. (Example: young mothers vs mature professional women vs college students)
Take time to do a compelling I story. The results will bring you a greater appreciation for your business and help you build your team!
Here are More Questions for Creating Your I story:
Prospects do not sign because we earn 50% profit. They step into your story and have the feeling, â€œif they can do it, why canâ€™t I!â€� I am going to ask you questions, because your answers may relate to someone else. You need to make people laugh and also have emotions of wanting more in life. 
 What were your thoughts about Mary Kay before getting involved with the products or company?
 When you saw a Pink Cadillac, what did you think?
 Where do you currently work?
 What do you enjoy best about what you do?
 What would you change about what you currently do at your present job?
 How did you meet your consultant?
 How did you respond to having a facial or a skin care class?
 Did you really want to have the facial or class?
 Did you want to go to the meeting?
 Did you feel bothered by the consultant?
 Did you love the products?
 Did you buy anything?
 Was money tight for you?
 When you heard about the opportunity, what were your thoughts and feelings?
 Did you want to hear more about the opportunity?
 What part of the marketing plan impressed you?
 Why did it impress you?
 Did you know you could make that kind of money in Mary Kay?
 When you met your Director, what were your thoughts?
 What did you see in her that you wanted?
 When you signed your agreement, were you nervous, scared, etc.?
 When you woke up the next morning, what were your thoughts?
 Were there any negative people in your life that wanted you to not be a part of Mary Kay?
 What is your purpose?
 Why did you make the decision?
 How have you grown in Mary Kay?
 What are your goals?
You need to answer these questions and put together your I-Story!
Have fun creating your story with passion and charisma.
It is a choice to be great in life. Remember, you are selling the Dream of Mary
Kay! Believe in the power of the Dream!
