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Happy New Year SOAR Superstar,
I am so excited to kick off a new year! I can't wait to watch
our business explode! Are you ready to start the year with
success? When you order this month, you can earn amazing
prizes like the Discover What You Love Lipstick Case &
glosses. Plus, you'll be on your way to becoming a star.
Mary Kay is giving us all the tools we need to make any
dream a reality if we work consistently. Each day of activity
brings us closer and closer to our goal. Often we get
frustrated when the results don't come quickly, but keep in
mind that consistent work will take you anywhere you want
to go. That's why you should be a star consultant every
quarter.
I'm reminded of the story of a young boy who planted a seed
with his mother. They prepared the soil, planted the seed
and watered it. The phone rang, and when she ended the
call, the mother realized her son was sitting staring at the
flower pot. When asked what he was doing, he replied, "I'm
waiting for the flower to appear." Realizing she had
neglected something in the explanation, the mother
explained how the plant will grow with time and one day the
flower will appear.
So often we get discouraged, thinking we aren't learning or
gaining anything for all our efforts. Then one day the flower
appears. Although some days it feels like nothing is
happening, it is. Patience means knowing that it will happen;
it just takes time and consistent effort. I encourage you to
map your plan to success and work a little each day towards
your goal. It may be booking a class, daily coaching, or
scheduling interviews. Whatever your goal, by working each
day you will develop great skills and reap great rewards. I
know you can do it! Let's make 2015 our best ever!
Love and Belief, Kimberly
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Our Top 5 Wholesale Orders For December

Year to Date Retail Court

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

Stephanie Brooks
Patricia Queen
Linda Lewis
Jennifer Landsly
Y. Sanders-Skeete
Antonia Pollard
Patricia Forrest
Karen Clark
Sandra Berkeland
Angela Alexander
Brianna Green
Donna Philbeck
Ann Costello
Melissia Stowe
Heidi Hall
Stephanie Brown
Amanda Margison
Karen Wait
Lisa Salerno
Pamela Robbins
Kimberly Trimberger

Jennifer
Landsly

$6,281.00
$5,787.00
$4,245.50
$3,276.00
$2,724.00
$2,672.00
$2,099.00
$2,019.00
$1,961.50
$1,856.00
$1,819.00
$1,815.00
$1,727.00
$1,561.00
$1,347.00
$1,305.00
$1,219.00
$1,163.00
$1,148.00
$1,130.00
$10,961

Tamara
Swain

Patricia
Forrest

Lisa
Wynn

Top 20 Consultants Who Invested
in Their Business in December
Stephanie Brooks
Jennifer Landsly
Tamara Swain
Patricia Forrest
Lisa Wynn
Elaine Cowan
Aneta Racheva
Donna Schueren
Carla Harrison
Glenda Queen
Lisa Salerno
Julie Schmidt
Michelle Williams
Karen Wait
Margaret Vick
Y. Sanders-Skeete
Tomicko Major
Rebecca Pressley
Brenda Winker
Shanell Hart

$563.00
$418.00
$325.00
$295.00
$293.00
$271.50
$266.50
$234.00
$233.00
$232.50
$232.50
$232.00
$232.00
$230.00
$229.50
$229.00
$227.00
$226.50
$225.50
$225.00

Welcome Back Consultants
Rebecca Pressley
Aneta Racheva
Julie Schmidt
Tamara Swain
Lisa Wynn

Recruiters & Their Teams
Future Directors
Antonia Pollard
Aneta Racheva
Angela Alexander
Ashley Brunson
Donna Schueren
Grace Norby
Julie Schmidt
Karen Wait
Michelle Williams
Pamela Robbins
Patricia Forrest
Paula Tomas-Leiner
Peggy Poindexter
Stephanie Brooks
Tamara Swain
* Debra Conyers
* Elizabeth Lavell
* Gina Hitchell
* Jerrie Gillam
* Karina Javier
* Melissa Whitfield
* Michelle Sutter-Hook
* Paige Dickinson
* Quishiria Burris
* Sawsan Yateem
* Susan Schreck
* Tammy Horne
Star Team Builders
Linda Lewis
Amanda Margison
Margaret Vick
Patricia Queen
* Brandy Neal
* Cecelia Adams
* Ellen Massey
* Jentanna White
* Jessica Goodman
* Jonathan Nguyen
Patricia Queen
Brenda Winker
Glenda Queen
Karen Clark
* Katrina Thompson
* Robyn Near
* Shanta Johnson
* Tamela Queen
Senior Consultants
Deborah Moses
Tomicko Major

Treasa Green
Donna Philbeck
Sandra Berkeland
* Debby McDonagh

Year to Date Sharing Court
Sandra Berkeland
Antonia Pollard
Patricia Queen
Karen Clark
Kimberly Trimberger

Grace Norby
Angelica Ebetuer
* Lavette Walden
* Leigh Remp
Jennifer Landsly
Carla Harrison
* Anne Johnson
* Cynthia Hoelting
* Germaine Cogman
* Jessie Singleton
* Laura Acken
* Patricia Ehlers
* Renee' Campellone
* Siedah Martin
* Stephanie Brown
* Windy Cole
Jennifer Wheeler
Shanell Hart
* Mazalenia Lee
* Pamela Burwell
* Rhonda Squires
Karen Clark
Ann Costello
Elaine Cowan
* Anna Chavez
* Deana Reid
Patricia Forrest
Patricia Minta
* Carla McFarland
Shanell Hart
Deborah Moses
* Connie Jackson
* Java Williams
* Rosetta White
* Stephen Sparks
* Teresa Bumpus
Yolanda Terry
Brittany Swanigan

2 Qualified

$24.00

1 Qualified

$258.43

1 Qualified

$35.02

1 Qualified

$29.18

5 Qualified

$326

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
$234.09
4% Recruiter Commission
Patricia Queen
Karen Clark
Jennifer Landsly
Linda Lewis
Deborah Moses
Patricia Forrest
Donna Philbeck
Yolanda Terry
February Birthdays
Stephanie Brown
Jonathan Nguyen
Jenn Lin
Grace Norby
Stacy Gibson
Yolanda Terry
Kristina Masters
Michelle Sutter-Hook
Katrina Thompson
Brittany Swanigan
Brenda Morris
Donna Philbeck
Shanta Johnson
Sharon Edwards
Patricia Minta

1
2
5
7
11
16
17
20
20
20
26
26
27
27
28

Pamela Robbins
Monica Mackey
Jamie Sistare
Theresa Rivera
Tanaishia Phillips
Stacy Gibson
Sandra Batista
Patricia Minta
Irene Caldwell
Danielle D'Gaia

$19.90
$16.00
$9.32
$9.18
$9.08
$4.88
$4.64
$1.76
2
2
2
1
1
1
1
1
1
1

February Anniversaries
Jenn Godwin
4
Sabrina Jackson
3
Courage is more exhilarating than fear and in the long run it
is easier. We do not have to become heroes overnight. Just
a step at a time, meeting each thing that comes up, seeing
it is not as dreadful as it appeared, discovering we have the
strength to stare it down.
~ Eleanor Roosevelt

If you're one of the millions of people who never seem to get what they really want in life, the reason
may be a few simple attitudes you have acquired that I call demotivators. In my experience training
thousands of professional salespeople, I've found four demotivators common to all of us, which we
must overcome to attain our goals.


The first demotivator is the fear of losing our security. We are so afraid of losing the security
we have, that we won't give it up to get the greater security we seek. I truly believe that there is no
such thing as security other than the security we build within ourselves. We are only secure to the
extent of our ability to cope with the struggle called living, and we cannot be more secure than our
capabilities of handling insecurity allow us to be. This means we have to give up what we have, to
get what we want. If we refuse to give up anything, where will the space, time, money, and energy
for new achievements come from?



The second demotivator is fear of failure. How many times have you refused to try something
because you were afraid you'd fail? Isn't it sad how many of us doom ourselves to mediocre lives
rather than accept the momentary rejections that success demands? We must challenge our fears,
and conquer each fear forever. Soon you will find that every time you conquer a fear, the easier it
will be to beat the next one. Remember: Do what you fear most and you will control that fear.



The third demotivator is self-doubt. When we're gripped by negative conviction, we believe
everything we do will be wrong. When we're thinking like this, it is likely that everything we do fails,
and ultimately, we fail. Instead of looking at what you did wrong, look at what you did right. Keep an
up attitude, overcome rejection and keep trying. Soon, you'll start to win. The wins will start to pile
up until they smother all self-doubts under a mountain of positive conviction.



The fourth demotivator is the pain of change. We resist
change because it means that part of our old self must die, and
a self that is unknown to us is born. We mourn the loss of the
familiar as we labor through the birth of the new. To overcome
this attitude, we should make a habit of trying new things when
we don't have to, so we can keep the best of the old in our lives
as a strong emotional foundation. Remember, there is an
element of pain in all change, but those you put into motion
yourself are far less painful than ones thrown at you by others.

A KEY TO SUCCESS in any business is holding
appointments that produce income! Most businesses
need to initiate appointments and yours is no exception!
The most common sabotage to success in this area is
the mistaken choice to pre-judge --deciding for a person
why they would or would not want your service! Usually
this is done out of protection for ourselves to guard
against rejection. We do not want to feel the rejection of
the other person's no or no, not now response. Have you ever heard
the expression, “Feel the fear but do it anyway”? Well, that is what
you must do! If you do not ask, you are sure to get a no! But if you
ask, you risk a yes response! Results are definitely in the asking!
So, begin by taking inventory and making a comprehensive list of
each person you know. Pretend you are getting married. Who
would you invite? Don't leave anyone out! Next, gain a clear picture
of your goal. What are you working towards right now? Is it an achievement? A prize? A deadline? A
challenge? A promotion? Alongside this, what is in it for your potential customer...what is the win/ win?
What do you have to offer unconditionally? Are there strings attached? Are you giving more than you
are asking? What do you have to offer, and why would she want to invest time with you? Have you
removed the pressure and positioned it positively? Consider each of these elements, and write your
script!
You're almost there! You have your list of names. You know what to say. Now you must PICK UP THE
PHONE AND MAKE CALLS! Set aside a specific time that you will not compromise (unless someone
is bleeding badly), and JUST DO IT!
As a new consultant, I felt so intimidated by the phone. I would go into my room, put towels under the
crack of my closed door, crawl under the bed and whisper as I made my calls so that no one would
hear me get rejected!!! I was really insecure! But an amazing thing happened! With each yes, with
each appointment, my confidence grew. Confidence grows with experience! The only way to master a
skill is to do it!!!
To take your next step or get your next promotion, staying on the date book will be a priority! Are you
ready for success? MAKE THAT LIST and follow through! Remember, those who say it can't be done
are constantly being proven wrong by those who are out there doing it!

Would you like to work two nights a week and earn $28,000 plus?
If you said yes, Carra Grimes can tell you how to do it. Carra started her business in 1982 and has
been in the Company Court of Sales for 25+ years. This is how she does it:
1. She built a customer base (500).
2. She honors all her commitments large and small; if she can’t do it personally, she finds
someone else to do it for her.
3. She practices the “Golden Rule” with customers and consultants alike.
4. Carra always participates in the PCP for her customers.
5. She works with newcomers to her city and offers a 10% discount to them.
6. She also offers a 10% discount to her customers on Mondays if they call her and another 10%
if they pick up their order themselves. That equals a 20% discount every Monday!
7. Carra works two nights a week; Monday and Tuesday. When calling her clients and
consultants, she first calls on Monday but doesn’t leave a message. She waits until the 2nd
call on Tuesday. If there’s no answer to that call, she follows up with a note.
8. She keeps a very good inventory.
9. Carra wins a lot of prizes each year that she oftentimes gives away to others. One year she
worked to be at least a $6,000 star and won two free bicycles, which she subsequently
donated to “Wounded Warriors.”

Consider this:
2 skin care
sets a week
would yield
you 100
customers
in only a
year’s time.

Carra says what she likes most about her business
is the fulfillment of a promise. Mary Kay told her
years ago, “You work your business, practice the
Golden Rule and service your customers – then the
business will take care of you.”
Carolyn Ward always told us, “Get 100 skin care
customers and you will never again have to work for
someone else.” I agree very much with that
statement. Most people work 40 plus hours a week
for most of their lives, and if they’re lucky, eventually
they may end up with a small social security check to
look forward to each month. Carra Grimes has the
pleasure of not only that check, but also one for over
$2,000 from Mary Kay.
















Level 1: A Lark: Got seriously involved on a whim; no intentions of seriously working their business;
will try it and see if it is fun.
Level 2: Just Dabbling: no serious commitment or expectations; just playing with business; “dinking
around” with it.
Level 3: A Hobby: A form of entertainment; involved for fun, mild interest.
Level 4: A Cute Little Business: Involved for fun with the idea that it might generate a “little extra
spending money”; modest commitment and minimal expectations.
Level 5: A Small, Home Based-Business: Moderate commitment with modest
financial expectations; wonders if business might generate a few hundred dollars per
month.
Level 6: A Business: Increasing expectations and commitment; beginning to view
a network marketing business with moderate seriousness; realizes it could
generate a few thousand dollars per month.
Level 7: An Opportunity: Business is seen as having potential just like
countless other “opportunities” that exist; if taken seriously, it could create
serious monthly revenue over time.
Level 8: MY Business: Significant increase in involvement, commitment, and
expectations; personal ownership has settled in.
Level 9: MY Opportunity: Strong personal realization that network marketing
is an invitation to change their finances and their lives; high level of
commitment and expectation.
Level 10: MY BUSINESS, MY
This continuum
OPPORTUNITY, MY
demonstrates the
MOMENT, MY VEHICLE: A
different levels of
quantum leap in insight,
commitment
people
understanding, and conviction;
have to their
an attitude that suggests, “I am
in this business and this
businesses.
business is in me”; it is “in the
Leaders learn to
blood”; the magnitude of the
detect the
opportunity is sensed; the
commitment levels
financial implications are
of others, and they
obvious; the person is in the
create environments
business for the long haul and
to help move their
with full commitment.

reps further along
the continuum.

Thanks to Angelee
Murray for sharing

These are some simple tips on how you can
make your guests thoroughly enjoy the event and After the meeting or
be more open to this great opportunity!
event:
 Bring your guests to
Before the meeting or event:
the Sales Director
before leaving so
 Inform your guests ahead of time how everyone
that she can assess
will be dressed and what to expect at the
their interest in
meeting or event. Tell them, for instance, that
hearing more about
everyone will be dressed professionally and
the opportunity.
that information about the Mary Kay opportunity

Save any questions
will be shared.
you might have for
 Pick up your guests and personally drive them
your Sales Director
to the meeting or event. Put Mary Kay on the
until after she's said goodbye to all the guests.
back burner while in the car, and spend time

Ask your guests on the drive home if they had
getting to know your guests to see how Mary
fun, what they liked, what appealed to them
Kay might best meet their needs.
most, and if they had any questions. Then give
 Have guests fill out a profile sheet before the
them a team-building packet.
meeting starts & introduce your guests to your

Call your Sales Director after the meeting to
Director and to as many other Beauty
discuss your guests' interest level.
Consultants as possible.
 Sit close to the front.
Think of statements to use wherever appropriate
During the meeting or event:
 Don't introduce your guests in a way that might
make them feel uncomfortable. For example,
don't say, "This is Nancy Jones, one of my
customers. I sure hope she decides to sign up
tonight!"
 Do introduce them in a positive and affirming
way. For example: “I am
so pleased to present
Nancy Jones. Nancy
was one of my very first
hostesses, and she's
been using our products
for more than two
years. Can't you
tell? She has such a
positive attitude and
loves to look her
best. Nancy, would you
like to tell us a little bit
about yourself?”

when portions of the marketing plan are
presented to help enhance enthusiasm for the
opportunity. Here are a few suggestions...
 You love the product!
 Do you realize how much you've spent with
me this last year?
 You owe it to yourself and your family.
 There's never been a
better time to start a Mary
Kay business!
 You have everything to
gain and nothing to lose!
 We would have so much
fun together!
 I would love for us to
team up together!
 I will help you every step
of the way.
 In Mary Kay, you are in
business for yourself, but
never by yourself.

February 1: Online DIQ commitment form available beginning 12:01am CST until
midnight on the 3rd.
February 2: Groundhog Day
February 5: Registration opens for the first week of Career Conference (March
20-21)
February 9: Registration opens for the second week of Career Conference
(March 27-28 & March 29-30th)
February 10: Early ordering of the new spring items begins for stars who qualified
Sept-Dec. 15th and those who participated in PCP for spring.
February 13: PCP spring customer mailing of The Look begins
February 14: Happy Valentine’s Day!
February 15: PCP last day to enroll online for the Spring 2015 Month 2 mailer. Last
day for customers to take advantage of the winter gift-with-purchase offer. Spring
2015 promo begins. Ordering of the new spring items available for all consultants.
February 16: President’s Day. Postal holiday.
February 26: Last day of the month for consultants to place telephone orders (until
10pm CST)
February 27: Deadline to register, cancel, transfer and/ or submit special needs
request for Career Conference 2015. 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.
February 28: Last day of the month for consultants to place online orders until 9pm
CST. Online agreements accepted until midnight CST
Pacesetters Class will be offered to all consultants who are working to move up by
June 30. Reservations are required. This is a 4 week. Classes to be held 1 day each
week at my home. Please contact me for details and registration (free)
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Kimberly Trimberger

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

Who will help us meet our
Seminar 2015 Unit Goals?
Pink Cadillac by June 30th!!
$500,000 Circle of Achievement
Triple Star Unit
20 Star Consultants
Every order & every new team member help us meet
our goal!! THANK YOU!!
Check out our website for up to date totals.
www.mkteamsoar.info

