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Pink Pink Pink is all we can think!

July 2014 Recognition & Results

Congratulations On-Target Stars:
Here's how much you need to finish your next star by 9/15/14

Star Achieved

Sapphire

Stephanie
Brown
Queen of
Wholesale

Kimberly
Trimberger
Queen of
Sharing

Antonia
Pollard
Top Love
Check

Welcome New Consultants
Yolanda Terry

Yevess Sanders-Skeet

Sponsored By:

Sponsored By:

Kimberly Trimberger

Kimberly Trimberger

Name

Sandra Berkeland
Antonia Pollard
Linda Lewis
Yevess Sanders-Skeete
Stephanie Brown
Diana Stuart
Deborah Moses
Lisa Salerno
Angela Alexander
Melissia Stowe
Tonya Franklin
Valerie Mckee
Elizabeth Winter
Julie Schmidt
Patricia Queen
Amanda Margison
Michelle Williams
Pamela Robbins
Patricia Forrest
Mandy Ramsey
Monica Mackey
Cecelia Adams
Janis Singletary
Tonja Pellerin
Maggie Connelly

Current Wholesale WS Needed for Next Star

$1,907
$841
$755
$747
$628
$602
$542
$528
$510
$487
$392
$390
$366
$364
$340
$337
$310
$306
$294
$294
$288
$276
$251
$243
$237

$493
$959
$1,045
$1,053
$1,172
$1,198
$1,258
$1,272
$1,290
$1,313
$1,408
$1,410
$1,434
$1,436
$1,460
$1,463
$1,490
$1,494
$1,506
$1,506
$1,512
$1,524
$1,549
$1,557
$1,563

Dear SOAR Superstar,
We had such a great month last month! We're ready for an
incredible August, and Mary Kay is doing its part to make
sure that's possible! Are you ready to challenge yourself and
potentially grow your business? We're throwing down the
gauntlet this fall and daring you to sell the TimeWise Repair
Volu-Fill Deep Wrinkle Filler to 20 current and 20 new
customers. This product is just plain awesome, and as soon
as your customers try it, we're sure they'll agree! When you
add in the Midnight Jewels Collection and High Intensity
Sport Cologne Spray and body wash, we are in for an
amazing fall sales experience!
Speaking of fall--the kids are going back to school, so it's
time to get back to work! I know most of us have put at least
some parts of our business on hold for the summer. We
know we should be working, but playing hooky is just too
much fun! I hope you had a blast, enjoyed a much-needed
break, and are ready to get back to work. If you're a little out
of practice, start by calling your customers and asking them
to try a fall glamour look with our amazing new products.
That way you can meet the Deep Wrinkle Dare and
reconnect! Now is a great time to reach out since The Look
mails this month too. Your customers will look it over but
often forget to call. If you call that same week, it makes both
of your lives easier.
While you're holding classes, don't forget to use the fourpoint recruiting plan and reach out to women who are looking
for something more from their lives. The holiday season is
just around the corner, and now is the perfect time to start a
new business and get the basics down before the retail
season begins. It's also a great time to go on target for your
own free car. You can earn your own bright red Christmas
gift! I know your family will get behind you and help you
achieve any dream you truly want. We all have to shuffle
schedules this time of year and get into a new groove. Make
sure your Mary Kay business is a part of that, and I promise
you won't regret it. I support you in whatever level you
choose to work your business. Remember, you'll never know
until you try!
Love and Belief, Kimberly
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Our Top 5 Wholesale Orders For July

Year to Date Retail Court

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

Stephanie Brown
Tonya Franklin
Patricia Forrest
Cecelia Adams
Angela Alexander
Donna Schueren
Kina Markle
Christine Krause
Deborah Moses
Linda Lewis
Antonia Pollard
Carla Harrison
Valerie Mckee
Brenda Winker
Sabrina Jackson
Chanee Battle
Glenda Queen
Melissia Stowe
Cheryl Ashley
Mandy Ramsey

PCP Participants
Debi Washburn-Sykes
Patricia Queen
Glenda Queen
Antonia Pollard
Patricia Minta
Valerie Mckee
Linda Lewis
Jennifer Landsly
Gina Hitchell
Shanell Hart
Patricia Forrest

Tonya
Franklin

$1,305.00
$704.00
$572.00
$551.00
$517.00
$503.00
$503.00
$487.00
$278.00
$275.00
$247.00
$225.00
$221.00
$205.00
$189.00
$169.00
$131.00
$75.00
$51.00
$30.00

Patricia
Forrest

Cecelia
Adams

Angela
Alexander

Top 20 Consultants Who Invested
in Their Business in July
Stephanie Brown
Tonya Franklin
Patricia Forrest
Cecelia Adams
Angela Alexander
Christine Krause
Carla Harrison
Donna Schueren
Kina Markle
Deborah Moses
Antonia Pollard
Valerie Mckee
Brenda Winker
Sabrina Jackson
Chanee Battle
Linda Lewis
Glenda Queen
Melissia Stowe
Cheryl Ashley
Mandy Ramsey

$627.50
$352.00
$293.50
$275.50
$258.50
$233.50
$225.00
$225.00
$225.00
$139.00
$123.50
$110.50
$102.50
$94.50
$84.50
$77.50
$65.50
$37.50
$25.50
$15.00

Welcome Back Consultants
Kina Markle
Donna Schueren

Recruiters & Their Teams
Future Directors

Antonia Pollard
Angela Alexander
Ashley Brunson
Donna Schueren
Julie Schmidt
Karen Wait
Paige Dickinson
Pamela Robbins
Patricia Forrest
Paula Tomas-Leiner
Peggy Poindexter
* Aneta Racheva
* Debra Conyers
* Elizabeth Lavell
* Gina Hitchell
* Grace Norby
* Jerrie Gillam
* Karina Javier
* Leena Walter
* M. Sutter-Hook
* Melissa Whitfield
* Michelle Williams
* Quishiria Burris
* Sawsan Yateem
* Susan Schreck
* Tamara Swain
* Tammy Horne

* Siedah Martin
* Windy Cole

Mazalenia Lee
* Lou Davis
* Pamela Burwell
* Shanell Hart

Linda Lewis
Amanda Margison
Cecelia Adams Lavette Walden
Patricia Queen
Monica Mackey
* Brandy Neal
* Ellen Massey
Maggie Connelly
* Jentanna White E. van Kuilenburg
* Jessica Goodman Erica Love McNair
* Margaret Vick
Marsha Downs
Patricia Queen
Cheryl Ashley
Brenda Winker
* Laura Petrie
Glenda Queen
* Lisa Finta
Shanta Johnson
* Katrina Thompson Mazalenia Lee
* Robyn Near
Sabrina Jackson
* Tamela Queen
* Veronica Ross
Paige Dickinson
Cynthia Bennitt
Martha Johnson
Alice Dietz
Jennifer Landsly Patricia Forrest
* Amanda Steele
Carla McFarland
* Stephanie Plonk Patricia Minta

9% Recruiter Commission
Antonia Pollard

$69.93

4% Recruiter Commission
Jennifer Landsly
Linda Lewis
Patricia Queen
Mazalenia Lee

$34.10
$11.02
$6.72
$3.78

Senior Consultants

Debi Washburn-Sykes Shanell Hart
Tonja Pellerin
Deborah Moses
Jennifer Landsly * Cordelia Hardin * Ann Mccorkle
Carla Harrison
* Sherrill Evans
* Connie Jackson
Cynthia Hoelting
* Java Williams
Jessie Singleton Deborah Moses * Rosetta White
Stephanie Brown Tomicko Major
* Stephen Sparks
* Anne Johnson
* Teresa Bumpus
* Germaine Cogman Donna Philbeck
* Laura Acken
Sandra Berkeland
* Patricia Ehlers
* Renee' Campellone Jennifer Wheeler
Star Team Builders

Love Checks: Sharing the Opportunity

September Birthdays
Martha Johnson
Laura Petrie
Java Williams
JoAnn Love
Tammy Horne
Amy Jordan
L. Millner-Murphy
Chanee Battle
Jodi Villone
Marsha Downs
Susan Brink
Julie Schmidt
Amanda Steele

1
4
5
6
9
10
12
14
16
21
25
26
30

Donna Schueren
Aneta Racheva
Michelle Williams
Katie McLeod
Grace Norby
Brooke Currence
Susan Brink
Stephanie Syler
Marsha Downs
E. van Kuilenburg

September Anniversaries
Cynthia Hafer
5
Cynthia Bennitt
5
Amanda Steele
5
Tonja Pellerin
4

Abraham Lincoln said, "I don't
think much of a man who is not
wiser today than he was
yesterday."

4
4
3
2
2
2
1
1
1
1

Double Credit is Twice as Nice!
In August, you can earn double credit for up to
6 qualified* new personal team members for a
maximum credit of 12 toward the
2015 Queen’s Court of Sharing!
*Each qualified* new personal team member is one who signs her Consultant Agreement August 1-31, 2014, and places an
initial order of at least $600 or more in wholesale Section 1 products from August 1 to September 30, 2014.

Debut as a Director from now
through July 1, 2015, and you will
receive these fabulous rewards:
 Mary Kay’s amazing Class of
2015 Ring
 Badgley Mischka Handbag
 R.J. Graziano Necklace and
Earrings Set

It's almost the end of the quarter - what is a woman to do? Are you where you want to be? Are you racing around,
panicking and coming 'undone'? Are you sitting back and pretending that it doesn't really matter to you? After all, maybe
you don't need any or you pretend that you don't care if you don't win prizes, but the truth of the matter is that everyone
wants to be a WINNER!!! It's just a great way to feel good about ourselves!!!

1. Calm down and look in the brochure, or go online & try to get an idea of what the
prizes are. In your projected category, pick something you would like for yourself
or could use as a gift. Dream a little. Sweep out those old, negative, selfdestructive thoughts. Imagine how it will feel - such a great sense of
accomplishment - when it's done!!! Stretching to reach a higher goal is how you
grow as a woman! Jump out of your rut! The women
in Mary Kay who achieve great things are from all walks of life: college
professors, nurses, doctors, lawyers, homemakers, secretaries, factory
workers - everything!!! Believe me - you CAN be a winner!!!
2. Make a list of all the people you know locally that you like. Now, think of the
out-of-town people you know, and list them, too!
3. Phone these people, and let them know what your goal is. Ask if they would be
willing to help you achieve your goal, and if they help, you'll give them some free
Mary Kay!!!!! A makeover today only takes 20 minutes!
4. 30 faces will net you at least $1,200 in sales. Now what?????? Maybe you can't
figure out how to squeeze in 30 facials? Invite them to your house!! Schedule 1
or 2 times a week to invite people to your home. Work it around YOUR schedule.
Ask each one to bring at least a friend or two. Carry copies of directions with you!
You will book from these introductory facials - your sales will just go up and up if
you ask for what you want!!! Your sales from these new bookings will lead to
more bookings, more customers, more reorders - it all starts here!!!! Next quarter,
you'll have all this to pull from - what a great summer you're going to have!
5. Be sure to let me know your goals and YOUR PROGRESS!! Call for help if you
need it! I want to see you soaring to the top of your business. You can do it if you
make it a goal!
6. Don't forget to work your business full-circle - recruiting adds to your income,
your future and to your prize category!!! This is just beginning - everyone knows
at least 3 people who would jump at the chance to try this career and to do
summer shopping at wholesale, with all the freebies Mary Kay is giving away.
Don't be stingy - share the opportunity. Why not? It will give them a lifetime of
wholesale purchase power, and the $100 is tax deductible!! What a deal!!!! Don't
sit back and be a "Wish I had" or pretend it doesn't really matter to you or
disappear and try to hide somewhere. Start NOW - the clock is ticking!
Procrastination is only suicide on the installment plan!
Thanks, NSD Lise Clark!

By Jeanne Rowland, Senior National Sales Director

Question:
When I sell I just sell; when I recruit that’s
all I do! How can I do both at once?
A common lament. The dilemma occurs when we
ourselves SEE selling and recruiting as separate
things. Correct this in daily activities. Mary Kay Ash
was our finest role model. She taught us to
approach this issue with a “she learns while we
earn” attitude; our prospects and new people learn
while we show them how to make money!!

We make the best use of our time when we are
selling and recruiting together.

Working
Full
Circle

Examples:

1. Before the class, saying to our hostess, “Who do you know
who is coming tonight who would be good doing what I do?
How about YOU? I think you’d be great! Watch what I do
and we will talk afterwards.” (4 Point Recruiting Plan)
2. Bringing a prospect to a class as our “assistant.” She
watches us earn $$$ and trains at the same time.
3. Selecting at least one person at each class and offering her
the opportunity to hear more, right then if possible. (4 Point
Recruiting Plan)
4. Bringing agreements and literature with us to every product
delivery and asking for a few minutes of her time. (Do not
leave the video… watch it with her.)
5. Bringing prospects with us to every training meeting. We go
every week anyway. This time we both learn! Always pick
them up to ensure their attendance and to have valuable
discussion time in the car.
6. Giving a crackerjack (sincere and enthusiastic) recruiting
talk at each class. (Again, one step of Mary Kay’s 4 Point
Recruiting Plan)
7. Offering our customers a gift for referring someone to us
who becomes a consultant. This is done anytime, anywhere!
(Now you have the whole 4 Point Recruiting Plan)

Get to work every day, and as you sell, you are looking for quality women to
work with you. Make selling and recruiting inseparable partners in your rise up
the success ladder. Work FULL CIRCLE and work smart. Action is the answer!

September 1: Labor Day. All company and branch offices closed. Postal
holiday. Online DIQ commitment form available beginning 12:01am CST
until midnight on the 3rd.
September 13: Mary Kay Inc. 51st Anniversary!
September 15: END OF THE QUARTER! Postmark deadline and last day
to place Star Quarter 1 online orders.
September 16: Quarter 2 Star Contest begins.
September 19. STARS night out at the Cheesecake Factory with your
Director and your National! Sapphire and Ruby stars earn your
cheesecake paid for by your Director. Diamond and above earn dinner
and cheesecake paid for by your Director.
September 21: International Day of Peace
September 23: First day of fall! Fall 2014 mailing of the PCP Month 2
mailer begins (allow 7-10 days for delivery).
September 27: Holiday Workshop 9 am to 12:30 pm. 925 N. New Hope
Rd, Gastonia NC. $15 Includes Brunch. (RSVP to Kimberly if you want to
reserve your space!)
September 29: Last day for consultants to place telephone orders (until
10pm CST).
September 30: Last day for consultants to place online orders until 9pm
CST. Last business day of the month. Online agreements accepted until
midnight CST.
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Kimberly Trimbeger

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

Return Service Requested

Words
Who will
helpof
usWisdom
meet our
Seminar
by 2015
MaryUnit
Kay Goals?
Ash
When I meet someone, I
Pink Cadillac
imagine her wearing an invisible
sign that says, "Make me feel
important!" The value of this is
$500,000 Circle of Achievement
one of the most important
lessons in dealing with people I
have ever learned.

MAKE THE BEST PRACTICES WORK FOR YOU!
Our Deep Wrinkle Challenge provides a great reason to focus on growing your business by using the six best practices of great retailers.

1. All successful retailers constantly are looking for more customers. Sampling is a great
way to let potential customers experience our products. And, when you enroll customers in
the Preferred Customer Program, they receive The Look with samples of our latest products.
2. To provide great customer service, you’ll want to keep an appropriate amount of
inventory to meet your goals. Check your inventory. Do you have what women want?
3. Know your products. If there are products in the Mary Kay lineup that you aren’t familiar
with, visit the Product Central section of Intouch to learn all about them! Once you know all
the benefits of each product, it’s easier to share the benefits with your customers.
4. Offer Golden Rule service. Always offer the professional, personalized service your customers deserve and that
would make Mary Kay proud.
5. Be accessible. Convenience and accessibility are key. If you don’t have a web site, you
should really get one. Consider how convenient it is for you to order your Mary Kay products
online. Shouldn’t it be that easy for your customers as well?
6. Keep your Mary Kay business in front of your customers. It’s smart to
stay in touch with customers’ needs. Let them know what’s new and exciting!
One easy way to is to enroll your customers in the Preferred Customer
Program and then time phone calls to coincide with mailings. Of course, that’s
not the only time to call customers! You’ll want to remember to call them every
two to three months for reorders. Effective follow-up can help make sure you
don’t leave business on the table.

