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We are going for the Pink Caddy by June 30th!!!

July 2015 Recognition & Results

Congratulations On-Target Stars:
Here's how much you need to finish your next star by 9/15/15

Star Achieved

Julie
Schmidt

Queen of
Wholesale

Kimberly
Trimberger
Queen of
Sharing

Antonia
Pollard
Top Love
Check

Welcome New Consultants
Tiffany Cannon
Sponsored By:

Kimberly Trimberger

Name

Jessie Paul
Jennifer Landsly
Stephanie Brooks
Maggie Hedrick
Barbara McDonald
Barbie Marcinko
Rebecca Roberts
Devona Walton
Karen Clark
Chanee Battle
Stephanie Brown
Antonia Pollard
Julie Schmidt
Clara Patton
Jamie Sistare
Shanell Hart
Amy Dial
Monica Moore
Stephanie Driskill
Linda Lewis
Cindy Francisco
Valerie Mckee
Ann Costello
Amanda Margison
Irene Salvati
Kimberly Trimberger

Current Wholesale WS Needed for Next Star

$1,006
$950
$928
$917
$760
$601
$600
$600
$562
$560
$552
$461
$443
$423
$409
$363
$353
$345
$343
$307
$293
$283
$268
$255
$251
$1,666

$794
$850
$872
$883
$1,040
$1,199
$1,200
$1,200
$1,238
$1,240
$1,248
$1,339
$1,357
$1,377
$1,391
$1,437
$1,447
$1,455
$1,457
$1,493
$1,507
$1,517
$1,532
$1,545
$1,549
$134

Dear SOAR Superstar,
I hope your new year is going as well as mine! It's such a great time
to be involved in Mary Kay. Our new products are so fun and just
perfect for fall. I'm also really excited to have a separate holiday line
that will be coming out later this year at just the right time. I feel like
we're going to see an even greater fall and holiday season by being
able to offer customers more products to choose from. Since
everyone's going back to school, we're all looking for something
really sharp looking since we're going to be around so many more of
our friends and want to look our best, but also something that is
super easy to apply rushing out the door. The new City Modern
collection is just that! Plus, our Cityscape fragrances will keep you
smelling amazing and smiling all day! It's a great time to get out the
door and rededicate yourself to holding classes. I hope you're all
taking the Glow and Tell challenge and passing it along. It can
totally change the face of your business!
A new year can be the perfect opportunity to revisit your Mary Kay
goals and break them down into attainable income-producing activity
bites. I encourage each of you to consider two goals this year:
becoming a red jacket and finishing your star each quarter. Both of
these goals are manageable and achievable and also put you on the
right path towards any larger goal you may have hidden deep in your
heart. If you want to become a national sales director or join me in
my position, you can start by becoming a red jacket and maintaining
that position. Consistent efforts make light work of a large goal. The
best way to start working towards your own new red jacket is to
focus on classes, which will also make you a star consultant.
Anyone can find the time to hold one or even two classes a week. It
will probably take some planning and guarding that time, but the
rewards are so worth it. Give me a call or pop me an email if you'd
like to talk over ideas on how to make any goal you have a reality for
the new year. I believe in you!
Beginning a new year often finds me reorganizing my office so I
have all my systems in place to start again. When looking over
some prospects and profiles I can find myself feeling regret.
Whether it's because I didn't call them in a timely fashion to book
the appointment, or because I didn't do my best, I wish I had left a
better impression. But as I was revisiting those cards, I realized that
my chance isn't actually over. We love the phrase, “You never get
another chance to make a first impression.” That may be true for
the very first impression, but there are always many more
opportunities in our future. I realized that I am giving each situation
such pressure and high stakes to be perfect out of the gate, but in
reality there is no reason I can't try again. What's the worst thing that
could happen? I challenge each of you to call at least ten of those
cards you've been hanging on to and haven't followed up on. You
never know- your future offspring national sales director might be in
there! Let's make this our best year ever!
Love and Belief, Kimberly

Powered by TCPDF (www.tcpdf.org)

Our Top 5 Wholesale Orders For July

Year to Date Retail Court

Julie
Schmidt
1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21

Julie Schmidt
Clara Patton
Stephanie Brooks
Jennifer Landsly
Cindy Francisco
Chanee Battle
Carla McFarland
Angela Alexander
Maggie Hedrick
Jamie Sistare
Jessie Paul
Christine Krause
Tonja Pellerin
Patricia Forrest
Irene Salvati
Melissia Stowe
Antonia Pollard
Jennifer Wheeler
Karen Clark
Shanell Hart
Kimberly Trimberger

Clara
Patton

$886.00
$798.00
$628.00
$611.00
$586.00
$585.00
$452.00
$450.00
$438.00
$368.00
$350.00
$249.00
$240.00
$207.00
$185.00
$115.00
$114.00
$93.00
$88.00
$86.00
$2505.00

Stephanie
Brooks

Jennifer
Landsly

Cindy
Francisco

Top 20 Consultants Who Invested
in Their Business in July
Julie Schmidt

$443.00

Clara Patton

$399.00

Stephanie Brooks

$314.00

Jennifer Landsly

$305.50

Cindy Francisco

$293.00

Chanee Battle

$292.50

Carla McFarland

$226.00

Angela Alexander

$225.00

Maggie Hedrick

$219.00

Jamie Sistare

$184.00

Jessie Paul

$175.00

Christine Krause

$124.50

Tonja Pellerin

$120.00

Patricia Forrest

$103.50

Irene Salvati

$92.50

E. van Kuilenburg

$82.00

Breanna Taylor

$75.00

Jenn Godwin

$62.00

Melissia Stowe

$57.50

Antonia Pollard

$57.00

Kimberly Trimberger

$1232.50

Welcome Back Consultants
Carla McFarland

Recruiters & Their Teams
Future Directors
Antonia Pollard
Aneta Racheva
Angela Alexander
Ashley Brunson
Julie Schmidt
Paige Dickinson
Pamela Robbins
Patricia Forrest
Peggy Poindexter
Sawsan Yateem
Stephanie Brooks
* Debra Conyers
* Donna Schueren
* Elizabeth Lavell
* Gina Hitchell
* Grace Norby
* Karen Wait
* Melissa Whitfield
* Michelle Sutter-Hook
* Michelle Williams
* Paula Tomas-Leiner
* Tamara Swain
* Tammy Horne
Team Leaders
Jennifer Landsly
Clara Patton
Irene Salvati
Monica Moore
Renee' Campellone
Stephanie Brown
* Breanna Taylor
* Carla Harrison
* Julie Bagley
* Rachel Raymond
* Rebecca Doggett
Star Team Builders
Karen Clark
Ann Costello
Deana Reid
Rebecca Barrows
* Anna Chavez
* Elaine Cowan
* Ellen Henry

* Jennifer Paintiff
* Mindy Mitchell
* Rachel Guffey
Senior Consultants
Chanee Battle
Melissa Brown
Debi Washburn-Sykes
Sherrill Evans
Tonja Pellerin
* Brenda Lynn
Deborah Moses
Tomicko Major
* Treasa Green
Donna Philbeck
Sandra Berkeland
* Debby McDonagh
Jennifer Wheeler
Shanell Hart
* Pamela Burwell
* Rhonda Squires
Patricia Forrest
Carla McFarland
* Patricia Minta
Patricia Hula
Glenda Queen
Karen Clark
* Brenda Winker
* Stephanie Tisdale
Stephanie Brooks
Jessie Paul
* Chastiney Brown
* Kimberly Roark

Love Checks: Sharing the Opportunity
9% Recruiter Commission
Antonia Pollard
Jennifer Landsly

$97.70
$50.99

4% Recruiter Commission
Patricia Forrest
Stephanie Brooks
Jennifer Wheeler

$9.04
$7.00
$1.72

September Birthdays
Ann Titus
Martha Johnson
Stephanie Tisdale
Tammy Horne
Chanee Battle
Christine Jones
Jodi Villone
Karen Clark
Julie Schmidt
Monica Moore
Gena Bowser

1
1
8
9
14
15
16
25
26
28
29

September Anniversaries
Cynthia Hafer
6
Cynthia Bennitt
6
Tonja Pellerin
5
Donna Schueren
5
Aneta Racheva
5
Michelle Williams
4

Grace Norby
Brooke Currence
E. van Kuilenburg
Treasa Green
Stephanie Brooks
Kristina Masters
Karen Clark
Jonathan Nguyen
Elaine Cowan
Debby McDonagh
Deana Reid
Brittany Swanigan
Ann Costello

3
3
2
1
1
1
1
1
1
1
1
1
1

There is one thing we can do, and the happiest
people are those who can do it to the limit of their
ability. We can be completely present. We can be
all here. We can give all our attention to the
opportunity before us. ~Mark Van Doren

Can you afford to go 30 more days without this?

1. Spend 4 hours on the phone in a Booking Blitz—schedule 30 classes.
2. Focus on 3 goals for each class—sell sets, get bookings, set interviews.
3. Enjoy the stability that comes from consistently working your business!

Hold 20 actual classes x
$300
average sales =
$6,000 retail
product sales
Using 60/40—your
profit is $2,400

Out of the 10, only 8
place their orders that
month, at an average of
$1,000 per order or
$8,000 in wholesale
production!
$8,000 x 13% = $1,040
team commission

Average 3
customers at
each class.
3 x 20 classes =
60 new customers

Let’s split the
difference
and say you held 30
interviews. 1 in 3
will sign, which equals
10 new Recruits!

You receive a $50 bonus on your
4th team member and above who places a
$600+ qualifying order.
The bonus on 4, 5, 6, 7 & 8 = $250!

1 to 2 bookings
from each class
= 20 to 40
more classes

Share with everyone at
the class:
1. Interview
2. CD/ Web
3. Have them “ Listen
for a Lip Gloss” You will
hold 20-40 Interviews
* All should be held within
24-48 hours of the class

Sales Profit = $2,400
13% Commission = $1,040
Bonus = $250
Total = $3,690

BOTTOM LINE: Can you afford to go 30 more days without this?
1st month—earn 1/2 your free car, Future Director position, ability to enter DIQ
2nd month—finish earning your car, complete 1/2 of DIQ requirements
3rd month—finish DIQ requirements, become a director, start earning a bigger
check on those 30 new recruits, and most importantly, give yourself FINANCIAL FREEDOM!
It all starts with a 4-hour booking blitz...go back to the beginning and get started!

Mary Kay Dates to Remember:









September 1: Online DIQ form available beginning 12:01
am CST until midnight on the 3rd.
September 7: Labor Day. All Company and Branch offices
closed. Postal Holiday.
September 13: Mary Kay Inc 52nd Anniversary!
September 15: Postmark deadline for Quarter 1 Star
Consultant quarterly contest. Deadline to make Quarter 4
Star Consultant prize selections.
September 16: Quarter 2 Star Consultant quarterly contest
begins. PCP winter registration begins.
September 29: Last day of the month for consultants to
place telephone orders (until 10pm CST).
September 30: Last day of the month for consultants to
place online orders (until 9pm CST). Last business day of
the month. Orders and agreements submitted by mail or
dropped off at the branches must be received by 7pm local
time to count towards this month’s production. Online
agreements accepted until midnight CST.

Foundational Principles for Success By: Dr. Tom Barrett
Some of the foundational principles of growing your businesses: The principles constitute
the compass that gives us direction when we are lost in the fog.

 The three principles of network marketing are consistent effort, duplication,







and “give it enough time.” They remind us to work steadily, replicate our
efforts, and be patient.
Mama said there would be days like this. Stop fighting reality. Accept it. Stay
on-task.
This is a marathon, not a sprint. That is why a pack horse is better than a race
horse.
Success in network marketing is more about tenacity than talent. No matter
what, don’t quit.
Wealth comes from depth. Depth comes from duplication. Duplication comes
from having a system. Keep the system simple. Wealth is not accidental.
Measure time in the business like a pilot: hours logged. The one who shows
the most business presentation wins.
Stay in a resource state; get out of the problem state. Let the certainty of
future success provide joy, vigor, and confidence today.

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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ATTITUDE TOWARD
A NEW RECRUIT:
By Executive NSD Karen Piro
Sometimes we worry so much over whether or not a
new recruit will succeed that we avoid it by not even asking
or by not following up if we do ask! A simple change of
attitude can resolve this for you. Try bringing new recruits in
with the following attitude.
I am offering you a wonderful opportunity! Many of
the women in this company are leading happy and successful
lives because of Mary Kay. They have accepted the
challenge, and they love the thrill of achievement and the
special pleasure that comes from helping others. I selected you because I feel that you are that
kind of person.
I will believe in you, your integrity, drive and intelligence. I will support and encourage
you. I will become your biggest cheerleader. I will not smother you and cripple you or do
anything you are capable of doing yourself so as not to weaken you. I will not hold you back if
you move ahead faster than I, and I will not “baby” you and destroy your confidence. I will treat
you like the adult that you are. After all, if you decide not to come to career meetings or
workshops, or if you allow yourself to get discouraged and let your dream die - I will feel awful
for you. However, I am not responsible for your success or failure.
If you never miss a Mary Kay function, and you keep your dream in front of you, then
you will become the star I envisioned when I recruited you- and I will jump for joy! I will know
you did it all . . . but I will be so proud that I had the good sense to select and recruit you!

Here is a GREAT way to
open the door to an
interview in just one
minute! Use the great
idea when calling for
reorders, approaching
people at a class, etc.

6 Reasons Why
People Join Mary Kay:
1. Flexible Hours
2. Be Your Own
Boss
3. Earn Extra Money
4. Make a Great Deal
More Money
5. Social Aspect
6. Personal
Development
Which 2 reasons appeal to
you the most?

