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Welcome New Consultants
Name:

Renita Jones
Stephanie Tisdale
Kathleen Kortlang
Paige Demas
Rebecca Barrows
Rachel Guffey
Ellen Henry
Mindy Mitchell
Julie Bagley
Irene Salvati
Jo Dial
Stephanie Driskill
Amanda Swilling
Annette Way

Sponsored By:

Shanell Hart
Patricia Hula
Mindy Mitchell
Kimberly Trimberger
Karen Clark
Karen Clark
Karen Clark
Karen Clark
Jennifer Landsly
Jennifer Landsly
Amy Dial
Amy Dial
Amy Dial
Amy Dial

March 2015 Recognition & Results

~~Pearl~~
Kimberly Trimberger
~~Sapphire~~
Darpan Saini
Stephanie Brooks
Jennifer Landsly

Dear SOAR Superstar,
It's time to spring into action as we enter the last 3 months of this
seminar year. It's easy to get excited about all the company has
going on. Are you ready to Race for Red? Team Up For Women?
Race Into Spring? Make this last star quarter of our seminar year
count for something excellent? I know we have what it takes to
make this the best quarter of the year yet. So many of you have
called me with that sense of urgency and go-getter attitude that will
make any dream a reality. I'll be happy to help in any way I can. I'm
also out there working my business daily, so I'll be happy to offer a
few ideas that are working for me too!
During the last few months of the year motivation is of the utmost
importance. I know some days I look around and wonder why
nothing seems to be working out, I can't get any bookings and all my
efforts aren't paying off the way I thought they would. Other days I
wonder why I'm not doing more to work my business and feel guilty.
Many times I realize that while I thought I was working for the last
hour (or day sometimes, lol), my focus wasn't on income-producing
activities. I was straightening up my office or chatting with a friend,
or reading yet another script looking for the perfect one instead of
trying a single one out. When thinking about trying to stay focused
on the right things, I was reminded of how we deal with a small child
who picks up something that could be harmful. Most moms try to
quickly find something else to give her child in exchange for the
harmful object. The distraction keeps the child safe, happy and
successfully playing the right kind of game instead of eating trash.
Let's try working our business the same way this month. There's an
inner child in all of us who just wants to play and do those coveted
"off limits" things like blow off the day, watch TV for hours, or stay in
our security zone. Now, if we're honest, we know that forbidding
ourselves to do these things will just lead to rebellion and probably
even send us overboard into an all-day binge fest. Rather than trying
to force ourselves to only focus on our Mary Kay business, why not
write out a list of rewards? Say your favorite show is on Friday night
at 7. Challenge yourself to hold a power hour from 5:45 until 6:45
beforehand and reward yourself afterwards. That way you get the
best of both worlds and feel like you've earned your time off, so
there is no guilt! This can make it easier to stay focused and take
the road to success!
Way to go those of you who attended Career Conference! What an
inspiration and true motivation!!! I always come home dreaming big,
setting God-sized goals, and feeling re-energized! Make the
commitment now to attend SEMINAR this July! You will not believe
the excitement! Dreams are born here! I want each of you to be a
part of dreaming bigger than ever before. The stories, training,
information, and preparation for what’s coming and making your
dreams a reality are amazing! Let's make this month count for
something great!
Love and Belief, Kimberly
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New Red
Jackets!

Our Top 5 Wholesale Orders For March

End the Seminar
year with a look
worthy of a photo finish with a
look worthy of a photo finish!

Year to Date Retail Court

Jennifer
Landsly
1
2
3
4
5
6
7
8
9
10
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12
13
14
15
16
17
18
19
20
21

Stephanie Brooks
Patricia Hula
Jennifer Landsly
Linda Lewis
Antonia Pollard
Darpan Saini
Karen Clark
Patricia Forrest
Ashley Brunson
Y. Sanders-Skeete
Melissia Stowe
Angela Alexander
Valerie Mckee
Ann Costello
Donna Philbeck
Amy Dial
Tonya Franklin
Debi Washburn-Sykes
Sandra Berkeland
Pamela Robbins
Kimberly Trimberger

Mindy
Mitchell

$9,551.00
$6,626.00
$6,580.50
$4,245.50
$4,176.00
$4,081.00
$3,326.00
$2,773.00
$2,747.00
$2,724.00
$2,646.00
$2,556.50
$2,517.00
$2,384.00
$2,273.00
$2,265.00
$2,182.00
$2,058.00
$1,961.50
$1,888.00
$18,034.50

Julie
Bagley

Stephanie
Brooks

Ashley
Brunson

Top 20 Consultants Who Invested
in Their Business in March
Jennifer Landsly

$708.00

Mindy Mitchell

$697.50

Julie Bagley

$602.50

Stephanie Brooks

$412.00

Ashley Brunson

$406.50

Karen Clark

$393.50

Sabrina Jackson

$356.00

Irene Salvati

$344.00

Michelle Williams

$341.50

Elaine Cowan

$301.25

E. van Kuilenburg

$294.50

Cynthia Bennitt

$268.00

Melissia Stowe

$258.00

Deborah Leighton

$256.50

Julie Schmidt

$249.50

Antonia Pollard

$237.00

Margaret Vick

$235.50

Deborah Moses

$229.00

Debi Washburn-Sykes

$228.00

Sandra Batista

$226.50

Kimberly Trimberger

$1612.75

Welcome Back Consultants
Sandra Batista
Cynthia Bennitt
Deborah Leighton
Becca Stillman
Emmalie van Kuile

Recruiters & Their Teams
Future Directors
Antonia Pollard
Angela Alexander
Ashley Brunson
Debra Conyers
Elizabeth Lavell
Grace Norby
Julie Schmidt
Melissa Whitfield
Michelle Williams
Paige Dickinson
Pamela Robbins
Patricia Forrest
Stephanie Brooks
* Aneta Racheva
* Donna Schueren
* Gina Hitchell
* Karen Wait
* Michelle Sutter-Hook
* Paula Tomas-Leiner
* Peggy Poindexter
* Quishiria Burris
* Sawsan Yateem
* Susan Schreck
* Tamara Swain
* Tammy Horne
Star Team Builders
Jennifer Landsly
Irene Salvati
Julie Bagley
Renee' Campellone
* Anne Johnson
* Carla Harrison
* Cynthia Hoelting
* Germaine Cogman
* Jessie Singleton
* Stephanie Brown
* Windy Cole
Karen Clark
Ann Costello
Deana Reid
Elaine Cowan
Mindy Mitchell
* Anna Chavez
* Ellen Henry
* Rachel Guffey
* Rebecca Barrows

Patricia Hula
* Cecelia Adams
* Jentanna White
* Jessica Goodman
* Jonathan Nguyen
Senior Consultants
Chanee Battle
Melissa Brown
Debi Washburn-Sykes
Sherrill Evans
Tonja Pellerin
* Brenda Lynn
Jennifer Wheeler
Rhonda Squires
* Mazalenia Lee
* Pamela Burwell
* Shanell Hart
Paige Dickinson
Martha Johnson
Patricia Forrest
Carla McFarland
* Patricia Minta
Patricia Hula
Karen Clark
* Brenda Winker
* Glenda Queen
* Katrina Thompson
* Robyn Near
* Shanta Johnson
* Stephanie Tisdale
* Tamela Queen
Shanell Hart
Deborah Moses
* Connie Jackson
* Java Williams
* Renita Jones
* Rosetta White
* Teresa Bumpus

Linda Lewis
Amanda Margison
Margaret Vick
* Means Inactive. A $225+ wholesale order will reinstate your 50% discount & your Active Team Member status.

Year to Date Sharing Court
Karen Clark
Sandra Berkeland
Antonia Pollard
Patricia Hula
Jennifer Landsly
Kimberly Trimberger

2 Qualified

$69.66

2 Qualified

$24.00

1 Qualified

$400.00

1 Qualified

$60.04

1 Qualified

$24.10

11 Qualified

$1021.39

Love Checks: Sharing the Opportunity
9% Recruiter Commission
Antonia Pollard
$157.07
4% Recruiter Commission
Karen Clark
Jennifer Landsly
Patricia Hula

Antonia Pollard
Tammy Soprano
Elaine Cowan
Elizabeth Lavell
Paige Dickinson
Gina Hitchell
Paige Demas
Jo Dial
Linda Lewis
Jennifer Wheeler
Irene Salvati
Rhonda Squires
Leigh Little
Shanell Hart
Linda Lewis
Cecelia Adams
Connie Jackson
Diana Stuart
Donna Philbeck
Julie Schmidt
Pamela Burwell

May Birthdays

May Anniversaries

$41.07
$37.86
$15.74

1
3
7
12
14
16
18
21
25
26
30
30
31
3
2
1
1
1
1
1
1

The “Customer
Count” Formula
to BE A STAR:

“I want you to aim for the moon and to remember that even if you miss, you will land
among the beautiful stars.” – Mary Kay Ash
The beginning of a new quarter is a great time to renew your
commitment to Mary Kay’s mission of enriching women’s lives and to
set new and exciting goals for your Mary Kay business! Did you
know that almost every Company-sponsored selling and teambuilding challenge available to you throughout each Seminar
year leads to one goal? They each incorporate activities to
help you achieve Star Consultant status. Mary Kay Ash
herself believed that once you become a Star Consultant,
you have what it takes a to earn a Career Car, become
an Independent Sales Director and achieve a spot in
the Queens’ Courts at Seminar. That’s why she
created the original Star Consultant program in
1975.

Your weekly activity adds up! It takes just
one class a week to be a consistent star!









Quarterly Activity: 36 customers at
$100 each per quarter = $3600 Retail
or $1800 wholesale, which makes
you a Sapphire Star!
Monthly Activity: 12 customers at
$100 each = $1200 Retail ($600
wholesale). When using the 60/40
split (60% reinvest/40% profit), you’ll
earn $480 profit /month!
Weekly Activity: 4 classes/month(3
at each class) equals just 1 class/
week!
Another Option: Hold 2 classes/
month with 6 faces per class! (or use
the extra profits to line your pockets
and increase your star level)

You can play a part and help make this goal a
reality. Make this your Year of the Star –
your star! You are the backbone and
strength of this great Company! Let’s
harness the collective power of the
independent sales force and partner
together to reach new heights!

Full Circle Team Building
By Independent Executive National Sales Director Pamela Shaw

Just like children from different families will grow up valuing different things, looking at life
from different angles, seeing situations and people from the perspective and the interests
that they have been exposed to, so will new Mary Kay Consultants be that potentially
different based on what guidance they receive in the beginning, what events they are
exposed to from the start, what advice they are given, and how small, how large a picture or
vision they are able to grasp of this opportunity from the start!
So, LET’S TALK ABOUT A POWERFUL START FOR YOUR NEW TEAM MEMBERS!
You just got a new recruit. (I mean just now! You’re at the interview, at the meeting,
face-to-face or on the phone, if out of town.) Now, what do you do and where do you
focus? First of all, THINK before you say anything. Is what you are about to say going
to create the foundation of a good or bad habit, an abundant or scarcity thought?
1. SUCCESS MEETING. Tell her when, where, what to wear and who to bring. “You will
want to bring at least 5 guests with you—the 5 most influential women in your life. Tell these friends that you have just opened
this business and that you’d like to get their opinion on the company!” If your new team member asks, “Are the meetings
required?” please answer, “Because you are in business for yourself, ‘required’ is not the word you’ll hear very often, but I will
tell you openly, the women who succeed and reach their goals are attending the meeting with consistency. Plus, I can’t wait to
introduce you to the other gals in our unit!”
2. Mention BUSINESS DEBUT. This is not optional. Just like you would not expect your surgeon to ask you how you would like
to go about your surgery, a new consultant will feel more confident in you when you have specific NEXT STEP advice! “Let me
tell you how I am going to support you to get your business off the ground….” (Briefly explain the debut concept, a one-hour
investment, what you do, what she does, the goals you will be looking to achieve [initial sales and a Perfect/Power Start
booked, recruit seeds planted].) Take no more than 3-5 minutes here. If you have a checklist with her duties and cameraready invitations for advance debut preparation, great! Encourage her to make a list of “everyone you know who has skin. If
you were getting married, who would you invite? Don’t prejudge. If a name comes to your mind, write it down.” But most
importantly, find a ‘tentative date’ for the debut that works for you both.
3. Explain the PERFECT/POWER START. Focus on training goals and do it briefly. “Regardless of what you want to do with
your business, each consultant begins with the same goals—learning goals. Every new consultant in our unit works to
accomplish these learning goals, and as you complete them, you will receive a beautiful deco-like ‘P.S.’ pin and, depending on
the number of faces...15 faces, 15 days = Perfect and 30 faces, 30 days = Power determines the pin….” At your debut, I will
book your first appointments with you for you to get your business off and running and your initial customers purchasing from
you!
4. Explain PEARL ENHANCER (60 seconds). “It’s a tradition in our unit that each new consultant recruit her first team member
within her first month. You probably already know who your first 3 or 4 team members are! When your first team member
orders her showcase, you will receive a beautiful pearl enhancer (like this) to wear around your Mary Kay logo pin. Who
comes to your mind? Well, bring her/them with you to the Success Meeting.” At this point, ask her, “What questions do you
have so far?”
5. “Your NEXT STEP will be to make a decision about products on your shelf. I will
(email/fed ex/mail) your beauty consultant agreement as soon as I leave here, so
you can have your showcase ASAP. As you know, there are no requirements, but
there are many benefits and lots of free product bonuses for new consultants
available right now. I’ll let our Director know you are a new consultant in our unit,
and she will be calling you to answer any questions. Also, she will be mailing you
a welcome packet, so look for that as well!”
6. “ANY OTHER QUESTIONS?” “Great! I am SO looking forward to supporting
you as we work to make your goals and dreams a reality through Mary
Kay.” (Wrap up any unfinished communication and clarify the debut date, the next
time you will talk with her, what she does next, when you'll see her again, and
what she needs to do for that event, etc.) Communicate FULL CIRCLE.

Mary Kay Dates to Remember:














May 1: Online DIQ commitment form available beginning 12:01am CST until
midnight on the 3rd.
May 4: Seminar 2015 registration opens to all Sapphire independent sales force
members at 8:30am.
May 7: Seminar registration opens to all Emerald independent sales force members
at 8:30am
May 10: Early ordering of the new Summer 2015 promotional items begins for Stars
who qualified during the Dec-March star quarter and consultants who enrolled in
The Summer Look through PCP.
May 11: Seminar registration opens to all Pearl independent sales force members at
8:30am
May 12: Mary Kay’s Birthday
May 13: Seminar registration opens to all Diamond independent sales force
members at 8:30am
May 15: Deadline for Spring 2015 promotion. Summer 2015 promotion begins.
Order of the new items available for all consultants. PCP: The Look begins mailing
May 18: Seminar registration opens to all Ruby independent sales force members at
8:30am
May 25: Happy Memorial Day! All Company and branch offices closed. Postal
holiday.
May 28: Last day of the month for consultants to place telephone orders (until 10pm
CST)
May 29: Last business day of the month. Orders and agreements submitted by mail
or dropped off at branches must be received by 7pm local time to count towards this
month’s production.
May 31: Last day of the month for consultants to place online orders (until 9pm
CST). Online agreements accepted until midnight CST.

A Diva is clear what she’s committed to, and to her
commitments she is faithful. You may feel like you
are already committed to many things, but let’s
take a closer look. Are they commitments or
obligations? There is a difference. A commitment is
an expression of who you are-a representation of
your individuality. It makes you feel good about
yourself. An obligation, on the other hand, is
something you do in order to please someone
else, or to look good in someone else’s eyes
(your own eyes included). Obligations get in the
way of the fun and dream fulfillment our
commitments bring us.
Taken from : I Am Diva! Every Woman’s Guide to Outrageous Living

Kimberly Trimberger

Independent Sales Director of
Team SOAR
1520 Benjamen Latrobe Circle
Fort Mill, SC 29708
Phone: (803) 548-8649
ktrimberger@marykay.com
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The Price of Admission Vs. the Price of Success

Thanks Dan Helou, Husband of Executive National Sales Director Kathy Helou
Countless people will express interest in something that can be as life changing as a Mary Kay Career. They will be
intrigued, curious, and tempted to say “yes” to your offer of helping them get what they want out of life. But in the final moment, they will decline active involvement. What is it that will keep them out of the Winner’s Circle? It will not be the price of
the showcase – but the price of success. They love the idea of growing a business, being independently wealthy, having
money to give away, etc. But while they love to think of these things, they gag on the effort required to make them happen.
The thought of missing their favorite TV show, a bunko party, or some other social gathering is unthinkable to them. So
they cling to the routine and minor events of their lives and casually let go of their dreams. It occurs so subtly that they
never realize what they have done. For example, millions of people literally planned their weekly schedules around shows
like Frazier, Seinfeld, or The Practice. This scheduling creates the illusion of structure, focus and purpose in their lives. It
never dawns on the viewers that the actors they are watching are living out their own dreams. But the price of watching the
actors live their dreams is the neglect of the viewers’ dreams!
These same people will have some faint regrets when they see the Mary Kay opportunity begin to change your life
and not theirs. But they will quickly dismiss their remorse and conclude that you really got lucky. It will not occur to them
that your business worked for you because you worked your business. You decided what you wanted and then you decided
what you were willing to give up or reschedule in order to get what you wanted.
These first two ingredients for success: (1) Determine what you want, and (2) What you are willing to reschedule or
give up in order to get what you want, are extremely important. Dreams create hope. Goals create focus. And focus creates
fuel that propels us to action. Why did you get involved with Mary Kay? Where do you want it to take you? What do you
want out of it? How would you like your life to be different because of it? And what are you willing to do to make what you
want become a reality? Sometimes we hold the answers to our prayers in our own hands.

