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Holiday Stratesy Handbook

“Plan your work and work your plan!”
-Mary Kay Ash
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Choose your Stratesy

Listed below are the main holiday selling ideas!

Choose | or 2 ideas that best fit your time, energy and personality!
a. Holiday Coffees/Trunk/Gift shows/Pampering Parties

b. Open Houses

c. Gift Giving Services for Businesses, Husbands, Family & Friends
d. Velocity/TimeWise Classes/Holiday Makeovers

Set 2 Plan of Action
. Use aWeekly Plan Sheet or calendar and schedule dates and times
. Commit to implementing the selling ideas you have chosen!
. Take into account personal events, shopping, cookie making, etc.
. Set specific goals.
. Create your plan with your family
Use the guidelines in this packet

Step 3: Evaluate your success and make notes for next year.
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I am choosing, the following idess 1

My Holiday Retail Goal is

I want to build my business because

[ want to add team members

What worked begst,

What I'd change
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Holiday Time Table

Dates Action

September

2-124h Plan your Christmas strategy.

Call all your customers and do a Back to School Bash! $75 for $25 for all
Hostesses who have: 3+ guests, $150 in class sales and one class booking!
This is great for mom and daughter Velocity/ TW classes or Trunl/Gift shows
or Office Pampering Parties!

10-15th Complete your Star!

Order your Holiday items early.
Set up preview appointments with your best customers to get their opinions
of what they like. This will help you with Holiday inventory ordering.

Begin your preview appointments with customers.

Begin sending letters and making follow up calls to local businesses. Start with
business owners within your customer base.

Hold appointments that you scheduled the |st part of the month.

Do your own personal shopping using our wonderful Mary Kay products and
Gift items!!!

October

1et=15th Set your goals for Retail Sales, interviews held and new team members.

Invite guests to October |2 Simply Irresistible Saturday in Kirkland.

Have guests at every meeting!

Start “showing, telling and smelling” with everyone you come in contact with.
Have your Go Tote filled with samples, fragrances and Look cards. Hand out 3
a day for best results. You are planting seeds for your future!

Have 10-15 Hostess Packets and Recruiting Packets w/ Consider tape pre-
pared.

Start following up with P.C Program customers.

Target: Booking Skin Care Classes, Fall Makeovers, Nail Care Classes, Pamper
Parties (Satin Hands and body care) ... offer a variety of choices based on her
personal needs. Get in front of them with the products so you can get a Wish
List filled out for her, interview her and meet more wonderful ladies.

Offer a free lipsticl/liner to your customers for allowing you [5-30 minutes to
share your Career Opportunity so they can earn extra income during the
Holiday Season. Tie this in with the above appointment if possible.

Now is the time to start booking office visits to do Shopping Coffees/Holiday
Preview Parties during break/lunch time at customer’s place of employment or
in a neighborhood setting.

Continue to follow up with businesses, always adding more to your list.

Look ahead at your fall calendar and schedule your Open House. (For consult-
ants with ample customers locally to them)
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