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September 2015 Recognition & Results
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~~Ruby~~
Jennifer Landsly
~~Sapphire~~
Karen Clark
Trish Hines

Dear SOAR Superstar,
October is a great month to zoom towards success. For one, it's Customer Service
month. What will you do this month to make sure your business is set up to give the
very best customer service you can? Remember, the most important part of
customer service is asking questions! Do you know what excites your customers?
When you pre-profile a guest, do you ask about her needs and make sure you
understand what she will be most interested in? It is always easier to keep your
current customers than to develop new business. The better customer service you
give, the more likely someone is to be a customer for life. Your life-long customers
are also the first to send you referrals and tell their friends they would be great doing
what you do! Always do all you can to keep your current customers happy– they will
tell their friends!
In Mary Kay, we operate on the Golden Rule– do you call your customers as often as
you’d like to be called? Do you ask them how often they’d like to be called? When
you ask good questions, they will tell you anything you need to know! I encourage
you to begin today by writing down examples of good customer service in action! Do
you love shopping at a certain store because the employees ask you what they can
do to help? Do you drive farther to get to that store for that reason? Do you love
dining at certain places because of their great service? Take a few days to write the
list. Take it with you in the car and make notes while sitting in line or when you leave
a store. At the end of the week, double check your current systems for running your
business against that list. Do you follow up on products when an A-list customer tries
something new? Do you recommend new colors based on her preference? Do you
keep good records of all the products she has ordered in the past? Do you pre-profile
each class and follow up afterwards? Do you return phone calls and e-mails
promptly? Do you have the products she needs on hand? People always say you
have to give to receive. Make sure you are giving great customer service, and you
will receive GREAT customers!
We need to be others focused in the month of October. Not only is this customer
service month, it’s also domestic violence awareness month. As you know, this was
a cause near and dear to Mary Kay’s heart, which is why it’s one of the main
focuses of the Mary Kay Foundation. I encourage you to do your part. Whether
that’s sharing about our foundation at each skin care class or encouraging customers
to round up their order a few dollars and donating those proceeds to the foundation,
there are so many great ways to get involved. We can all do our part.
Now that we’re all thinking about the holiday season, I want to encourage you to take
a moment at the beginning or end of each day and measure your success. So often
we run from fire to fire this time of year and instead we need to focus. Begin each
day focused on the result you want from that day and what behaviors will take you
there. Some days will be simpler than others, and a lot of days you may find ways to
sneak your business in at perfect times. Can you deliver product to your children’s
sports games? How about making phone calls while waiting to pick them up? In
today’s high-tech world we can respond to emails while standing in line. This is one
great option, but so is putting your phone down and warm chatting with the woman
waiting next do you. I know that if you have a few key things you’re focusing on each
day, you can figure out what key behaviors will get you the best results. Make sure to
just focus on what is within your control, not the response, and you’ll have the best
success. For example: how many calls you want to make, classes to book, etc. as
your goal. That way you don’t stop calling until you get the results you’re looking for
rather than being frustrated by customers who can’t book today.
I know we are going to have an incredible month. Our new products are fabulous.
We've gotten a lot of great momentum from last month's sharing promotion, and I just
know a lot of our unit is going to "Fall Into Red" this month! Will you join us by
working your business and making this your best holiday season ever? You can
make any dream come true that you truly desire and are willing to do the work to
fulfill! Let's make it happen!
Love and Belief, Kimberly
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Our Top 5 Wholesale Orders For September

Year to Date Retail Court
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Jessie Paul
Trish Hines
Mary DeBaggis
Cheryl Sige
Karen Clark
Jennifer Landsly
Christine Dennis
Sarah Williams
Lisa Dale
Stephanie Brooks
Antonia Pollard
Monica Moore
Julie Schmidt
Shanell Hart
Ashley Brunson
Wendy Lane
Stacy Gibson
Clara Patton
Angela Alexander
Irene Salvati
Kimberly Trimberger

Mary
DeBaggis
$7,679.00
$5,164.50
$4,437.00
$3,328.00
$3,202.50
$2,344.50
$1,658.00
$1,481.50
$1,478.00
$1,463.00
$1,417.00
$1,376.00
$1,285.00
$994.50
$942.00
$897.50
$886.00
$845.00
$797.00
$751.00
$7,687.00

Cheryl
Sige

Karen
Clark

Jennifer
Landsly

Top 20 Consultants Who Invested
in Their Business in September
Trish Hines
Mary DeBaggis
Cheryl Sige
Karen Clark
Jennifer Landsly
Sarah Williams
Lisa Dale
Jessie Paul
Karen Wait
Ashley Schrader
Leigh Remp
Vanessa Gordon
Pamela Robbins
Antonia Pollard
Lindsey Cromwell
Julie Bagley
Rosetta White
Teresa Bumpus
Paige Dickinson
Kristy Taft

$2,176.75
$1,801.50
$1,389.50
$1,268.00
$644.00
$604.25
$600.00
$508.50
$297.00
$265.50
$257.83
$249.00
$243.50
$239.75
$230.75
$228.50
$228.50
$228.00
$227.50
$226.50

Welcome Back Consultants
Julie Bagley
Teresa Bumpus
Rosetta White

Recruiters & Their Teams
Future Directors
Antonia Pollard
Angela Alexander
Ashley Brunson
Donna Schueren
Grace Norby
Julie Schmidt
Karen Wait
Paige Dickinson
Pamela Robbins
Stephanie Brooks
* Aneta Racheva
* Debra Conyers
* Elizabeth Lavell
* Gina Hitchell
* Melissa Whitfield
* Michelle Sutter-Hook
* Michelle Williams
* Patricia Forrest
* Paula Tomas-Leiner
* Peggy Poindexter
* Sawsan Yateem
* Tamara Swain
Team Leaders
Jennifer Landsly
Carla Harrison
Clara Patton
Irene Salvati
Julie Bagley
Monica Moore
* Breanna Taylor
* Rachel Raymond
* Rebecca Doggett
* Renee' Campellone
* Stephanie Brown
Star Team Builders
Shanell Hart
Deborah Moses
Rosetta White
Teresa Bumpus
* Renita Jones
* Sanquinetta D Miller
Trish Hines

Leigh Remp
Lindsey Cromwell
Sarah Williams
* Theodora Sanoulis
Senior Consultants
Amy Dial
Stephanie L Driskill
* Amanda Swilling
* Annette Way
* Jo Dial
Debi Washburn-Sykes
Tonja Pellerin
* Brenda Lynn
* Sherrill Evans
Deborah Moses
Tomicko Major
* Treasa Green
Irene Salvati
Christine Dennis
Jennifer Wheeler
Shanell Hart
* Pamela Burwell
* Rhonda Squires
Jessie Paul
Mary DeBaggis
Patricia Forrest
Carla McFarland
* Patricia Minta
Stephanie Brooks
Jessie Paul
* Chastiney Brown
* Courtney Passey
* Kimberly Roark

Year to Date Sharing Court
Jessie Paul

1 Qualified

$72.06

Irene Salvati

1 Qualified

$27.60

Trish Hines

1 Qualified

$24.17

Kimberly Trimberger

3 Qualified

$541.60

Be in the Queen's Court of
Sharing with 24 new
qualified personal team
members this year!

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

$72.45
$24.62

4% Recruiter Commission
Jessie Paul
Trish Hines
Stephanie Brooks
Shanell Hart
Irene Salvati
Amy Dial
Deborah Moses

$72.06
$43.71
$20.34
$18.26
$3.58
$2.86
$1.20

November Birthdays
Carla McFarland
Mindy Mitchell
Rachel Raymond
Alice Dietz
Cheryl Ashley
Rebecca Roberts
Courtney Passey
Tomicko Major
Rachel Guffey
Jennifer Landsly
Shanell Hart
Veronica Ross
Sawsan Yateem
Annette Way
Brenda Lynn
Erica Love McNair
November Anniversaries
Kimberly Trimberger
Stephanie Plonk
Jodi Villone
Paige Dickinson
Erica Love McNair
Brianna Green
Carla Schweitzer
Christine Jones
Jenn Lin

6
8
8
9
12
14
18
20
23
27
27
27
28
30
30
30
7
5
4
4
2
1
1
1
1

NEW! Limited-Edition Mary Kay At Play
Little Delights Fragrance Mists, $16 pair!

Easy to give. Easy to wear. Cheers to this festive fragrance pair!
Two mini mists wrapped up in a pretty pouch for easy gift-giving.
Pomegranate Tart is a fresh, fruity-floral scent.
Pink Macaroon features an alluring, creamy scent.
Ideal for stocking stuffers and last-minute gifts.

NEW! Skinvigorate Cleansing Brush in
Limited-Edition Color, $50
Limited-Edition Mary Kay Cream & Sugar Body Gift Set, $25

Lavish skin with an exfoliating scrub of sugar crystals surrounded with notes
of chocolate. The body whip is like a mouthwatering dessert for your skin.
Set includes: Cream & Sugar Body Scrub and Cream & Sugar Body Whip.

NEW! Limited-Edition
True Original Hair and
Body Wash, $20
Leaves skin lightly scented with
the fresh, clean scent of True
Original Cologne Spray. He
can wear it with True Original
Cologne Spray for a lingering
scent. You can pair it with True
Original® Cologne Spray for a
handsome gift set.

New! Limited-Edition Mary Kay
Lotion & Lip Balm Gift Sets:

Apple & Pear, $18

Add a touch of softness to the
season with this blissful body
lotion and luscious lip balm!
Sparkling fresh gets a touch of
sweet that’s sure to inspire
good cheer. Sparkling juicy
apple, sugared pear and
golden amber scent.

This lightweight, two-speed power brush gently massages as it thoroughly cleans
skin, removing residue, dirt and makeup in seconds.
 Removes makeup 85% better than cleansing by hand.
 Boosts the absorption of your next skin care step.
 Starts improving skin’s appearance
immediately.
 Helps polish away the look of past skin
damage for a more even-looking
complexion.
 Softens the appearance of lines and
wrinkles.
 The brush is dressed up for the holidays
with a festive new look.
 The boxed set makes a great gift.

NEW! Limited-Edition Thinking of You Body Lotion, $20
Leaves skin lightly scented with the delightful fragrance
of Thinking of You Eau de Parfum. Layer with Parfum for
a lingering scent or to create a thoughtful gift for friends
and loved ones.

Sugar & Spice, $18
Sugar and spice and everything
nice make this pair a cozy treat.
Sugared apple, jasmine and
Tahitian vanilla scent.

Berry & Cream, $18
This scrumptious duo
creates one tantalizing
delight. Blackberry,
midnight jasmine and
sandlewood scent.

3 out of 4-Month Consistency
Prize, when you: Complete the
challenge a minimum of three out
of four months in the contest period, you get the
Colorblock Clutch.
4 out of 4-Month
Consistency Prize
Complete the challenge all
4 months of the contest period,
you get the Coordinating
Colorblock Wristlet!
October Reactivation
Promotion & #GlowAndTell
This month, Mary Kay will send a reactivation
Look & Love email to Consultants who have
not placed an active order in six months. A
special, limited-time offer of the Deep Wrinkle
Filler comes when they place a minimum
$225 wholesale order. Who do you know
who’s ready to breathe new life into their
business this month?

You’ll receive The Star
Team Builder Necklace
When you achieve Star Team
Builder status with 3-4 active
team members AND $1,200 in
production
The Team Leader Necklace
When you achieve Team
Leader status with 5-7 active
team members AND $1,800 in
production
The Future Director Necklace
When you achieve Future
Director status with 8+ active
team members AND $2,400 in
production

The chance to earn the use of a lipstick red Chevy
Cruze has been extended! Consultants who meet the
Grand Achiever qualification requirements by June
2016 can select the use of a RED Chevy Cruze.

We know you’re excited that we have

1,000 spots for DIQs to register
and attend Leadership Conference
in sunny Los Angeles. It’s time for
you to move on up and join us!

November 1: Daylight Saving Time ends
November 2: Online DIQ commitment form available beginning 12:01am CST
until midnight on the 3rd.
November 10: Early ordering of the new Winter PCP promotional items begins
for Stars who qualified during the June 16 – Sept. 15, quarter and those who
enrolled in The Look for Winter through PCP.
November 11: Veterans Day. Postal holiday.
November 13: Winter 2015 PCP customer mailing of The Look begins. (Allow
7-10 business days for delivery.)
November 13-15 Fall Beach Retreat. To register go to www.somernsd.com,
register for events on the top right of page
November 16: Winter PCP promotion begins. Ordering of the new winter 2015
promotional items available for all consultants.
November 25: Last day of the month for consultants to place telephone orders
until 10pm CST.
November 26: Thanksgiving Day! All company offices closed. Postal holiday.
November 27: Company holiday. All company offices closed.
November 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 toward this month’s production. Online agreements
accepted until midnight CST
December 12 Team SOAR Christmas party. 6 pm ***SAVE THE DATE!!

Powered by TCPDF (www.tcpdf.org)

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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A Great Lesson on Rejection from Ann Vertel

I remember the first time I was allowed to go out trick-or-treating on Halloween night with just my friends. (Of
course, I'm sure my dad was following along at a safe distance, but he'll neither confirm nor deny that
accusation!) Our mission was a singular one - get as much candy as possible in the shortest amount of time.
In other words, I wanted my big plastic orange pumpkin overflowing with goodies.
We literally ran from house to house as we scoured our neighborhood intent upon our goal. On occasion, we
approached a house, rang the bell, and nothing happened. The lights were on but no one answered the door.
Put in that situation, what do most kids do? They move on to the next house.
 "Come on, let's go," and they're headed down the block.
 They don't stop for a second to wonder why the owners didn't answer the door.
 They don't take it personally.
 They don't think that they're wearing the wrong costume.
 They don't walk around the house peering in the window trying to see why the owners
didn't answer the doorbell.
 They don't sit down on the front step and pout.
 And can you even imagine that they would just quit and go home? No way.
You see, kids are neat people to observe with regard to how they handle
rejection. It just never occurs to them that the rejection is about them! And why?
Because it's not. Kids have a unique ability to observe the world just the way it is.
As we grow up, our self-esteem takes a few hits, and we start to think that
everything that happens to us is about us. It's not.
When you hear “No, no thanks, I'm not interested, it's not for me, I don't like
selling, please don't ever, ever, ever, ever, ever call me again for any reason
whatsoever”....it is about them, not you, and not the opportunity you have to offer.
Run to the next house, and the next one, and the next one. That's where the
candy is. Remember, your goal is a full plastic pumpkin, and you don't care which
houses or how many houses it takes to make that happen.

