
Name______________________________________  Date started: _________ Completed: __________

Pacesetter Assignment Tracking
Chart your progress by filling in the open boxes for each lesson assignment completed!

Lesson #1 #2 #3 #4 #5 #6
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SO SO

. . . . . . . . . . . . . . . . . . . . . . . . . . . . . .

. . . . . . . . . . . . . . . . . . . . . . . . . . . . . .YOU MAKE THE CALL.
Track how many calls you make and how many appointments you book.

Fill in contact name

Sandy

Leave a message = slash

Sandy Sandy

Speak to someone = X Booked appointment = fill

Sandy

…    



EXAMPLE BOOKING SCRIPTS

Booking Classes/Parties:

“Hello _____, this is _____ calling! I am so excited!  I couldn’t wait to call you!  Do you have a quick 
minute? Great! You are never going to believe this – I’ve just started my very own business with Mary Kay 
and part of my training is to get 30 women’s opinion of the latest products during the next 30 days! _____ 
you were one of the FIRST people I thought of (give reason why)!  Is there any reason why you couldn’t 
help me out by letting me borrow your face and get your opinion of our products?  Great!  What works best 
for you nights or weekends?  (Book a date and time). _____, would it be possible for you to find a couple 
of extra girlfriends to join you?  It would really help me get closer to 30!  Who do you think you might 
invite?  If it’s okay I would love to give them a call and get their skin type (oily, dry, combo, normal) before 
we get together.  

Tentative Booking Approach:

(If she says—let me check my calendar and call you back or let me check with my friends and call you 
back, then you say...) “_____, that sounds great, why don’t you take a couple of dates that work for me to 
see what is best for you.  I have (give two date and time options).  Do either of these sound better for me 
to pencil your name in?  That way, I have you in my calendar and if something comes up for you or for me 
that we can switch the date to a better time.”

Guest Event Invitation Script:

“Hello_________, this is ____________.  Do you have a quick minute?  Great!  Listen I am so excited we 
have an incredible guest event on the (date) at (location), and I would love for you to come as my special 
guest.  You would be my face model and just for coming we give away special prizes!  Is there any reason 
why you couldn’t come?  Great!  I will pick you up at (date, time and location).”

…    



Step One – Create your evaluation statement

My Evaluation Statement:

List every item that needs to be done. Just writing it down can be liberating.
Exactly What Needs to Be Done:

a copy of the list.

Evaluate the remaining items according to your evaluation statement. If it doesn’t bring you closer to your
goal, then leave it on the “splatter” list to do later when you have time.

Type in the space below only the six most important items that need to be done by you personally today.
Be precise in noting what needs to be done. For instance, if you need to file the papers on your desk, 
then file the papers on your desk. Don’t spend additional time organizing your files while you’re at it.

Task: Task Details:
1
2
3
4
5
6

Step Six – Review the List
Review your list the following morning to make certain you’ve chosen the appropriate items for that day. 

Step Three – What Can Be Delegated
Determine what can be delegated and type the name of the person beside those items. Give that person 

Step Four – Evaluate the List

Step Five – The Six Most Important Thing You Need to Do Personally Today

Step Two – Splatter List

Delegate To:

Six Important Things to Do 
What is your most immediate goal. For instance, is it becoming an Independent Sales Director or achieving 

My most immediate goal is:
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C A R E E R E S S E N T I A L S –  S U C C E S S TO O L S

INSTRUCTIONS – WEEKLY ACCOMPLISHMENT SHEET
Please note: The weekly accomplishment sheet is not a complete summary for income tax or accounting purposes.

Orders Submitted to 
Company This Week

$______________________ Section 1 wholesale

$______________________ Section 2 at cost

NO. OF SALES (LESS TAX)
SKIN CARE

NO. OF SETS BROCHURE/ HOSTESS PRODUCT
CALLS/ SOLD SKIN ONLINE/ SHOWS PREF. CUST. GIFTS/ GIVEN AWAY

TIME GUESTS NO. OF (BASIC, CARE PERSONAL (TRUNK SHOWS, PROGRAM/ GWP AT AT SUGG. NON-
FOR APPOINTMENTS INVESTED (INCLUDE NO. OF BOOK- TIMEWISE®, CLASSES/ ON THE GO WEB SITE COLLECTION MISC. SALES/ COST* RETAIL RECOVERED

DATE/TIME LIST HOSTESS NAME, ADDRESS, TELEPHONE NO. (HOURS) HOSTESS) ORDERS INGS VELOCITY®) FACIALS APPOINTMENTS ORDERS PREVIEWS, ETC.) REORDERS SALES TAX (SECTION 2) (SECTION 1) SALES TAX

Mary Kay Weekly Accomplishment Sheet
Please note: The weekly accomplishment sheet is not a complete summary for income tax or accounting purposes. 

Send a copy of this sheet to your Independent Sales Director and retain a copy for your files. Use additional sheets if necessary.

__________________________________________________ ___________________ ________________________________________ __________________ Page ____ of ____ 
Independent Beauty Consultant Name and Number Telephone No. Independent Sales Director Name Week Ending Date

Week’s Activity Recap

Potential Team Members Interviewed

Number of New Team Members

Number of Appointments for Next Week

Number of Skin Care Sets Sold

$ Skin Care Classes/Facials

$ On The Go Appointments

$ Online/Personal Web Site Orders

$ Shows (Trunk Shows, Collection Previews, etc.)

$ Brochure/Pref. Cust. Program/Misc. 
Sales/Reorders

$ Weekly Sales Total Less Tax

Estimated Weekly Gross Profit

Weekly Sales Total Less Tax $ ________________
x

Estimated Weekly Gross Profit = ________________

Deposit total amount collected in business account. It is suggested to 
allow 60 percent of sales for product replacement; 40 percent is profit 
less other business expenses.

*Section 2 item, gift or premium given to hostess or customer in addition to, or instead of, a discount from suggested retail price of Section 1 products. © 1984, 1992, 1993, 1995, 1997, 1999, 2002 Mary Kay Inc. Printed in U.S.A. 7772 C02

Please note: The Company grants all Mary Kay Independent Beauty Consultants a limited license to duplicate this document in connection with their Mary Kay businesses. This item should not be altered from its original form.

WEEKLY SALES TOTAL (LESS TAX) YEAR-TO-DATE SALES
TOTAL (LESS TAX)

.40

THIS WEEK’S
TOTAL

YEAR-TO-DATE
TOTAL

NEW TOTAL

4
1
5
4

225.00
50.00

200.00
175.00
100.00

750.00

750.00

300.00

Anita Aikman                       J11223                    (888) 555 - 1010                 Christy McConaughey                   3 / 9 / 02                   1        1

7/1  10 am    Meredith Ford, 1234 Main St., 242-8071 3 4 4 1 2 $225 $14.63 $2.00 $25.00 $1.63

7/2   1 pm     Brenda Damon, 5678 Stanford, 224-6140 .5 1 1 1 1 $50.00 $3.25 0 0 0

7/5   1 pm     Marianna Pitt, 999 Stanford, 222-1110 2 6 4 2 1 $175.00 $11.38 $2.00 $30.00 $1.95

7/5  5 pm     IIII III Online Orders 2.5 8 7 1 0 $200.00 $13.00 0 0 0

7/7  11 am     IIII Preferred Customer Program Calls 1 5 2 0 0 $100.00 $6.50 $7.00 0 0

9 24 18 5 4 $225 $50.00 $200.00 $175.00 $100.00 $48.76 $11.00 $55.00 $3.58

9 24 18 5 4 $225 $50.00 $200.00 $175.00 $100.00 $48.76 $11.00 $55.00 $3.58

9 24 18 5 4 $225 $50.00 $200.00 $175.00 $100.00 $48.76 $11.00 $55.00 $3.58

$400.00

$25.00

$750.00$750.00

Hostess Name,
Address, Phone
For selling appointments, list
the hostess’s name, address
and telephone number.You
might wish to make hash
marks (III) to keep track of
the number of calls you
make when following up
with customers. Do not list
each call separately.

Date/Time
Record the date and time
of the activity.

No. of Skin 
Care Sets Sold
Record the number of 
skin care sets sold at 
each activity.

No. of Bookings
Record the number of
future selling appointments
booked from each activity.

No. of Orders
Record the number of 
orders you received from 
a selling appointment,
follow-up calls, etc.

No. of Calls/
Guests
Record how many calls 
you made if following up 
with customers. Record 
how many guests were 
present at a skin care class 
or other selling appointment
(including hostess).

No. of Hours
Invested
Record how long an activity
took to complete.

Sales Tax
Record the total amount 
of sales tax collected.

Sales
(Less Tax)
Your retail sales total from
sales tickets before tax 
(suggested retail sales before
tax less any discounts).
Separate by type of selling
activity (skin care classes,
shows, reorders, etc.).

Product Given
Away at Sugg.
Retail
For inventory replacement 
purposes, record the suggested
retail value of any Section 1
product you give away as 
hostess credit, sales incentives,
i.e., a lip protector given with
the purchase of several Sun
Essentials® products, or any
products for personal use.
When product is sold at less
than suggested retail, record 
the amount of the discount 
(in dollars). For example, if 
you gave a customer a 
10 percent birthday discount 
off an order totaling $50, the
discount amount appearing in
this column would be $5. By
adding the sales less tax column
to this column you will know
the suggested retail value of the
amount of product that has left
your inventory during the week.

Hostess Gifts/
GWP at Cost
Record your cost for any 
hostess gifts (other than
Section 1 product given 
away), gifts with purchase 
or Preferred Customer
Program premiums you 
give away. This does not
include Section 1 product
given away.

Non-Recovered 
Sales Tax
Sales tax based on the
suggested retail value of
the product is remitted to
the Company at the time
an order is placed.
Normally this sales tax is
recovered at the time you
resell the product to your
customers.When product
(Section 1) is given as
hostess credit or sold at a
price less than suggested
retail, you may not recoup
the sales tax from your
customer in this manner.
Record the amount of
non-recovered sales tax
on any Section 1 items,
for use in tax preparation.

I N S T R U C T I O N S –  W E E K LY AC C O M P L I S H M E N T S H E E T
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JM@email.com

✔
✔

Margaret Cole
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(972) 611-1221
MC@email.com
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Carol Adams 

8624 Marsh, Anytown, TX  75229
(972) 595-4386
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Mary Kay Enthusiasm  (to the tune of "I've Got the Joy, Joy, Joy")

I've got that Mary Kay Enthusiasm up in my head, up in my head, up in my head. (point to head)
I've got that Mary Kay Enthusiasm up in my head, up in my head to stay.

I've got that Mary Kay Enthusiasm down in my heart, down in my heart, down in my heart. (pat heart)
I've got that Mary Kay Enthusiasm down in my heart, down in my heart to stay.

I've got that Mary Kay Enthusiasm down in my feet, down in my feet, down in my feet. (point to feet)
I've got that Mary Kay Enthusiasm down in my feet, down in my feet to stay.

I've got that Mary Kay Enthusiasm all over me, all over me, all over me. (wiggle your body and your hands 
move from head to toes)
I've got that Mary Kay Enthusiasm all over me, all over me to stay

(last verse speeds up)
I've got that Mary Kay Enthusiasm up in my head, down in my heart, down in my feet. (point to each area)
I've got that Mary Kay Enthusiasm all over me, all over me to stay! (Shout Hey!)



Lesson 1
Information Breeds Confidence

Doubt is deadly!  You will rarely succeed unless you really believe that our products and 
our opportunity can truly change the way a woman feels about herself. 

It is vital to your continued success that you invest the time and effort to learn 
everything there is to learn about our business.  Lawyers are constantly learning about 
new laws, doctors about the latest medical developments, and computer programmers 
about ever-changing technology. Information breeds confidence!

How much time have you invested in keeping on top of your Mary Kay business?  Do 
you know about and use every product from head to toe?  Do you read your Applause® 
magazine and your monthly newsletter?  Do you browse through fashion magazines to 
stay up on the latest trends?  Do you attend your unit meeting and Company-sponsored 
programs like Seminar?  Information breeds confidence!

Are you ready to invest time in developing a powerful understanding and confidence in 
what you are doing? 

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Try a product that you have never used before.  Read about it, use it and tell two 
people about it.  Let me know what you tried and whom you told.

3. Complete your Weekly Plan Sheet for this week.  Commit to how many hours you 
will devote to your Mary Kay business. Email it to me.

4. Invite a guest to your unit meeting and make arrangements to pick her up. 



Lesson 2
Your Dream is Connected to People

 
Somebody needs what you have to offer!  Go find them.  Activate yourself.  Get out of 
your house.  Get out of your car.  Get on the telephone.  You may be timid, shy and feel 
inadequate, but your dream is connected to people.

People who need what you have to offer may not always come to you.  In fact, they 
rarely will.  You must go to them. 

What keeps you from reaching out to others?  Is it the fear of rejection?  Are you 
intimidated?  There is something far more important than any rejection or feeling of 
intimidation: your dreams and goals!

Successful people dread rejection, too.  But the belief in their goal is more powerful. 
Your dream is connected to people. 

There are two types of people in this world: those who already know that you have 
something they need and those who do not yet know you have something they need. 
Get out of your house.  Get out of your car.  Get on the telephone and reach out!

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Call three customers and schedule an on-the-go appointment to show them 
some of the new products.  Be sure to leave behind a team-building packet.

3. Sell $100 in reorders today.

4. Read a chapter out of one of Mary Kay’s books. 



Lesson 3
The Secret of Your Future is Hidden in Your Daily 

Routine
 
Champions plan!  Planning is the starting point for any dream or goal that you possess.

What is your plan?  A Weekly Plan Sheet is a written list of scheduled actions necessary 
to achieve your desired goal.  It is important to complete one every week along with the 
Six Most Important Things to do list every day.  Focus your total attention on each task 
until it is done.

If you cannot plan events for 24 hours and accomplish them, what makes you think you 
will accomplish your goals for the next 24 years?

Think of each hour as an employee.  Delegate a specific assignment to each hour. 
When are you having your quiet time?  Exercising?  Calling customers?  Holding sales 
appointments?  Interviewing prospective team members?  Attending your unit meeting? 
Family time?  Plan your day on the Weekly Plan Sheet and then become an employee 
of that sheet.  It is your boss.

Successes are usually scheduled events.  Failures are not.  This type of planning is not 
always fun.  But sometimes you have to do something you don’t like to create 
something you love.  Remember, the secret of your future is hidden in your daily routine.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Book two new appointments to be held this week.

3. Hand out business cards along with two TimeWise® samplers until you have two 
names and numbers.  Give them a sincere compliment.  Ask them if they’ve ever 
had a Mary Kay complimentary facial before.  Then ask them, “May I call you 
later to see how you liked our TimeWise® products?  Please jot down your name 
and phone number and I promise I won’t forget to call you!”

4. Listen or watch a Mary Kay audio or video. 



Lesson 4
Sometimes you Risk a Season of Pain to Create a 

Life of Gain
 
“No” simply means to “ask again.” Stop.  Let’s review your past experiences.  I’m willing 
to bet that when you were a child your parents said “no” to you.  But you survived, didn’t 
you?  Rejection is not fatal.  It is merely someone’s opinion.  Some things last longer 
than rejection: your goals and dreams.  Sometimes you risk a season of pain to create a 
life of gain. 

Did you know that Babe Ruth was famous for being the home run king in baseball 
history?  Did you know that he had nearly twice as many strikeouts as he did home 
runs?  But we don’t remember his losses, only his successes.  He always had to risk a 
strike out to hit that home run.

We get paid for keeping our mouths open and talking.  If you offered five women a stick 
of gum, chances are only two would accept.  One might politely say, “No thanks, I don’t 
chew gum.”  One might say, “I’m sorry but I have braces.  Thanks for offering.”  One 
might say, “No thanks, I don’t like that flavor.”  They are not saying no to you personally, 
just to your gum.  You do not have to close every sale to be successful.  Just keep 
asking. 

When someone says “no” to the Mary Kay opportunity, or when someone says “no” to 
your products, they are not rejecting you personally.  They’re just not interested at the 
present time.  They might just need a little more time to make a decision, they might 
need more information or they just might not want to try a new brand of cosmetics. 
Every time you receive a “no” you are that much closer to a “yes.”  Just have the 
attitude, “Who’s next?”

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Make ten attempts to call customers or prospective team members.  When you 
e-mail me tonight, tell me how many no’s you received and how many yeses.  I 
suggest that every time you get on the phone you take a sheet of paper and 
make four columns.  One for “Calls,” one for “No,” one for “Yes,” and one for “Call 
Back.”  This way you can see how many attempts you have to average in order 
to get a “yes.”

3. Hand out an opportunity CD and ask if you can have her opinion in one or two 
days.  Go ahead and set a time with her to get her opinion.  Ask for 30 minutes to 
go through the team building brochure or interview guide.



4. Call or e-mail a sister Consultant and tell her one quality she has that you think 
will make her successful.  Let me know whom you called and the quality you said 
she had. 



Lesson 5
Whose Life Will You Enrich Today?

 
Every woman you meet today wants to change her life in some way.  Perhaps she 
wants excellence, or financial freedom or a sense of community.  Maybe she wants to 
improve her health or she wants to look and feel younger.  You aren’t sent to everyone, 
but you are definitely sent to someone today.

Someone needs what you have.  We need to recognize our innate gifts, talents and 
strengths and do everything in our power to build on them.  Even if you have NEVER 
done anything with them, these gifts are still resident within you.  Choose to do 
something with them, beginning right now.

Gifts and talents are really God’s deposits in our personal accounts, but we determine 
the interest on them.  The greater the amount of interest and attention we give them, the 
greater their value becomes.  These gifts are never depleted.  In fact, the more they are 
used, the greater, stronger and more valuable they become.

Everybody may not need your gift.  But it is definitely needed by someone.  Whose life 
will you enrich today?  Someone has been waiting for you for a lifetime.  They are worth 
pursuing.  Open your mouth and offer this opportunity to other women today.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Think of two women you know who could use what you have.  Send them a 
recruiting packet (team building brochure and CD) and make a note to follow-up 
in a few days.

3. Follow up with the two women to whom you handed out TimeWise™ samplers 
earlier this week, see how they liked the product, and schedule a check-up facial 
or, better yet, a party. 

4. Complete the Team Building section of The Silver Wings Program 

5. Sell $100 worth of product over the weekend.

6. Complete your Weekly Accomplishment Sheet over the weekend and either 
submit it to me or bring it with you to the unit meeting. 



Lesson 6
A Fertile Environment Encourages Growth

 
For seeds to grow, they must have a fertile environment.  They need sunshine, water 
and fresh air to grow their fullest potential.

Your business is a seed.  For it to grow to its fullest potential, you need to provide a 
fertile environment.  Success requires people.  Contact with new people is vital to the 
growth of your business. 

It is normal to move toward those people who are readily accessible.  Offering your 
business card to a store clerk is easy – she can’t run away.  Sometimes you have to 
step outside of your comfort zone to provide a more fertile environment for your 
business. For instance, offering a business card to the mother of one of your children’s 
friends.  Introducing yourself to a new neighbor and offering her a pampering session 
once she’s settled in.  Giving a product brochure to one of your colleagues at work. 

Sometimes you have to go somewhere you have never been before, to taste the 
extraordinary success that waits for you.  Where is your comfort zone?  Are you willing 
to step out of it to achieve your dreams and goals? 

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Step outside of your comfort zone and offer your card and a TimeWise™ sampler 
to at least three women today. 

3. Send an e-mail to all of your customers whose e-mail addresses you have and 
offer them an incentive if they order something from you online this week.  You 
could say something like this:

Dear (name),

Because you're one of my most valued customers, connecting with you quickly 
and easily is important to me. 

That's why I'm so excited about my Mary Kay Web site (add Web site address 
here), where you can get all the scoop on the latest products and offers - and 
place an order - around the clock, seven days a week. It's the most convenient 
way to shop! I check my site often to make sure I receive and process your 
orders as fast as possible. 

In fact I have a special gift for you if you order something from me online this 



week only. 

I appreciate your business. See you at my site!
(Name)

4. Complete your Weekly Plan Sheet for this week.  Commit to how many hours you 
will devote to your Mary Kay business.  Email it to me. 



Lesson 7
Are You Making the Most of Your Time?

 
All great achievers have gained control over their time.  It has been said that all human 
beings have been created equal: we all have the same 24 hours every day.  The 
difference is determined by what we do with the time we have

We need to choose to give our best time to our most rewarding tasks.  There is a basic 
principle that says, “6 x 1 = 6.”  If you want to write a book, learn to play a musical 
instrument, improve your tennis game, become an Independent Sales Director, or 
anything else that’s important to you, then you should devote one hour a day, six days a 
week to your task.  Sooner than you think, what you desire will become reality.  Imagine 
what you can do in 312 hours a year!  Just a commitment of one hour a day, six days a 
week, that’s all it takes.

Don’t spend a dollar’s worth of time for ten cent’s worth of results.  Make your time 
productive.  If you commit to one hour of Mary Kay time per day, don’t spend it 
organizing your product samples.  Pick up the phone and book a facial or a party, follow 
up with your customers, hand out business cards.  Are you making the most of your 
time? 

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Spend an hour on the phone booking appointments and following up with 
customers and prospective team members.

3. Sell at least $50 in re-order business.

4. Read a motivational book or listen to a CD for 15 minutes. 



Lesson 8
Remember that Invisible Sign, “Make Me Feel 

Important” 
Don’t pre-judge people.  Elvis Presley was scheduled to perform in Indianapolis, 
Indiana, many years ago.  A deputy sheriff, who was in charge of security backstage, 
noticed a man dressed in an old windbreaker, shuffling around as if he were a bum off 
the street.  As the deputy sheriff prepared to evict the man from the building, someone 
stopped him and said, “That man is Colonel Parker, Elvis Presley’s manager.”  The 
deputy sheriff was shocked and stunned.  He had misjudged the man because of his 
appearance.

Your first impression of someone is always limited and possibly wrong.  Don’t let your 
prejudice, fear and discrimination come between you and your success.

Never eliminate someone solely based on first impressions.  If they have skin and are 
within three feet, Mary Kay always encouraged us to tell them the Mary Kay story and 
offer them a makeover.  Perhaps by having someone experience our products, she will 
feel pretty on the outside and ultimately that will make her feel pretty on the inside, too. 
Please remember that every woman is wearing an invisible sign that says, “Make me 
feel important.”

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Complete the Professional Sales section of the Silver Wings Program

3. Hand out business cards with lipstick samples until you have at least two names 
and phone numbers.

4. Later tonight follow up with those women and try to turn the sample offer into a 
party. 



Lesson 9
Reward Those Who Help You Succeed

 
Every person you meet today can benefit from what you have to offer.  You just need to 
find out what her need is; what problem will our products or opportunity help solve in her 
life?  Find her need and fill it.

Then reward her for doing business with you.  Without our customers, we cannot 
succeed.  Let them know you appreciate their business.  Consider giving customers a 
gift as a thank you for their business. 

Giving every customer a product gift as a token of your appreciation is not only the 
perfect way to introduce new products to your customers, it’s a great way to build 
customer loyalty and to show your customers how much you appreciate them.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Call 10 of your best customers and tell them how much you appreciate them. 
Find out if there is anything you can do for them.  Then thank them for their 
business.

3. Update your answering machine message with a reminder that Mother’s Day is 
coming up (or any other upcoming holiday) and that you offer a wonderful gift-
giving service.

4. Look through a current fashion magazine and really look at the new trends in 
fashion and beauty.  Determine one thing you could do to update your look and 
let me know what that is. 



Lesson 10
Don’t Look at Where You’ve Been, Look at Where 

You’re Going
 
Your past is over.  Are you still using it as an excuse?  Your limited education.  A parent 
who died when you were young. Guilt over a mistake you made years ago.  Your past is 
over.  Don’t build your future around your past.  Stop pointing fingers and start taking 
action.

Concentrate on your future.  Get to work today.  Fill your mind with positive thoughts 
and your day with positive actions.  Independent Elite Executive Senior Sales Director 
Judie Roman says, “You can start a diet in the middle of a bag of potato chips.”  Make a 
decision now to leave the past behind. 

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. If you don’t have three selling appointments scheduled for next week, get on the 
phone and don’t stop until you do. 

3. Invite a guest to next week’s unit meeting.

4. Run a bath, light a candle, turn on soft, gentle music and indulge yourself by 
taking time for you!  No exceptions, no excuses!

5. Sell $100 worth of product over the weekend.

6. Complete your Weekly Accomplishment Sheet over the weekend and either 
sumbit it to me or bring it with you to the unit meeting. 



Lesson 11
Don’t Kill Time or It Will Kill You

 
If you wait for the perfect conditions, nothing will get done.  Waiting until all the kids are 
in school, out of school, you complete your degree, you get married, you lose ten 
pounds, whatever.  Procrastination is paralyzing. 

The first step in overcoming procrastination is to eliminate all excuses and reasons for 
not taking decisive and immediate action.  The longer we wait to take action, the more 
unclear our course becomes.  God would never give you the desire to be a Star 
Recruiter, Team Leader, or a Sales Director unless He knew you had the ability to make 
it happen.  Start to make it happen today!

Assignment:

1. Add something to your Six Most Important Things to do list that you’ve been 
putting off – and do it first! 

2. Set two definite selling appointments for this week.

3. Take your GO Book to work with you and schedule a quick lunchtime 
appointment with a co-worker. 

4. Complete your Weekly Plan Sheet for this week.  Commit to how many hours you 
will devote to your Mary Kay business.  Email it to me. 



Lesson 12
FEAR is only False Evidence Appearing Real

Fear is a poor chisel to carve out tomorrow.  Worry is simply the triumph of fear over 
faith.   The word fear is derived from an Anglo-Saxon term meaning “to strangle” or “to 
choke off.”  There is no question that worry and fear in the mind does choke off the 
creative flow from above.  Things seldom turn out the way you imagine them to.  When 
fear arises in your mind, learn to expect the opposite in your life.  

As we worry about matters beyond our control, a negative effect begins to set in.  Too 
much analysis will lead to paralysis.  Worry is a route that leads from somewhere to 
nowhere.  Don’t let it direct your life.  Never respond out of fear and never fear to 
respond.  Action attacks fear, inaction builds fear.  Are you ready to take action today?

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Call someone who intimidates you and schedule a team-building interview with 
her.   Independent Senior Sales Directors Deborah Rose did this when she was a 
new Consultant.  She was scared.  Her hands shook as she dialed the phone 
number of a neighbor.  This neighbor had always looked down on Deborah 
because Deborah was a stay-at-home mom at that time and the neighbor held a 
“secure” position at a bank.  The neighbor turned her down, but just making the 
phone call truly empowered Deborah.  Now Deborah estimates that she makes 
twice as much money as her neighbor, she works the hours she wants to work, 
and she’s currently driving a pink Cadillac!  

3. What do you fear most in your Mary Kay business?  Making phone calls?  Warm 
chattering?  Whatever you fear the most, do 30 minutes of it today.  It’s only 
when you face your fears that you begin to conquer them.  

4. Write a love note to the man in your life and mail it to him at his place of work.  
Make sure to write Personal on the outside of the envelope.  On the return 
address just write that it is from An Admirer.  



Lesson 13
A Goal is a Dream with a Deadline

When you keep a goal in your mind, it is nothing more than a dream.  There is 
something powerful in committing that dream to paper.  When you put something in 
writing, a commitment to achieve it naturally follows.  You can’t start a fire with paper 
alone, but writing down a goal can start a fire within you.

You can’t stroll to a goal.  As long as you are running with the vision and goal in your 
mind, you won’t turn around.  When you walk without a vision and a goal, it is easy to 
change directions and go the wrong way.

Effective goal setting and planning provides an opportunity to bring the future to the 
present and deal with it today.  You will find that achievement is easy when your outer 
goals became inner commitment.

Remember, too, that what you learn on the path to achieving your goals is actually more 
valuable than achieving the goal itself.  Columbus discovered America while searching 
for a route to India.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Write down the goals you want to achieve by Seminar.  Now decide what action 
you will take to make those goals a reality.  Share your goals with a significant 
other, then tell me what your goals are and how you plan to achieve them.   

3. Set two definite selling appointments for the rest of the week.  

4. Give out two opportunity CDs.  Make an appointment to follow up within 12 to 24 
hours.  Offer a free nail color, lipgloss or lipstick.  



Lesson 14
Smile!  It Adds to Your Face Value.

Smiling – being happy and enthusiastic – is always a choice and not a result.  It is a 
decision that you consciously make.  Enthusiasm, joy and happiness will improve your 
personality and people’s opinion of you.  It will help you keep a proper perspective on 
life.

A smile is a powerful weapon.  It can even break the ice.  You’ll find that being happy 
and enthusiastic is like a cold – it’s very contagious.  A laugh a day will keep negativity 
away.  You will also find that as enthusiasm increases, stress and fear decrease.

The bigger the challenge you are facing, the more enthusiasm you need.  Enthusiasm 
always motivates to action.  No significant accomplishment has ever been made without 
enthusiasm.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Sing “Mary Kay Enthusiasm” out loud.  You’ll smile and it will make you feel 
enthusiastic for the rest of the day.     

3. Ask someone (maybe your best customer) to do a “practice” interview with you.  
Tell her, “I have decided to move into a leadership role in Mary Kay and I was 
wondering if you would let me practice my presentation on sharing the Mary Kay 
opportunity with you so I can learn how to do it?  Who knows, it might be for you 
or it might be the last thing you would ever want to do.  But I feel comfortable with 
you and I’d appreciate your help so much.”  Try to do the interview today or within 
the next 24 to 48 hours.

4. Call 10 of your customers and ask for referrals.  You could use the following 
dialogue:  Hello, Mary.  This is Jane Doe, your Mary Kay Independent Beauty 
Consultant.  I have a goal this week to pamper 5 people with a facial who have 
never experienced Mary Kay® products before.  Whom do you know that you 
feel would really enjoy a complimentary facial?  I would love to give her a special 
gift in your name.”



Lesson 15
Seek Out Balcony People to Cheer You On

Critics are spectators, not players!  Critical people are usually disheartened people who 
have failed to reach a desired goal.  They are disappointed people.  Disillusioned 
people.  Unfocused people.  They are hurting inside.  There has never been a 
monument built to a critic.  They build their life trying to destroy others.  

Move away from them.  Mary Kay never criticized anyone.  She always praised people 
to success.

Don’t get me wrong.  Debate is a marvelous arena.  Conflict unlocks energy.  But there 
is a place to present the facts.  There is a time for exchange of information.  Champions 
always pursue constructive suggestions.  But there is a time for silence.

Criticism is deadly.  Criticism is pointing out your flaws.  Constructive suggestions point 
out your potential.  Always seek out balcony people who will cheer you on.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Offer three people the opportunity to pamper themselves with a free manicure/
pedicure.     

3. Invite one guest to the unit meeting next week.

4. Check to see how your appointments have been holding these last few weeks.  If 
you are having a lot of postponements, you may wish to review the Professional 
Sales section of the Silver Wings Program.

5. Sell $100 worth of product over the weekend.

6. Complete your Weekly Accomplishment Sheet over the weekend and either 
submit it to me or bring it with you to the unit meeting.  



Lesson 16
The Best Thing to Do When You Get Knocked Down 

Is to Get Back Up
How we respond to failure and mistakes is one of the most important decisions we 
make daily.  We ALL experience failure and make mistakes.  In fact, successful people 
have more failure in their lives than average people do.  Mary Kay always said she had 
the bloodiest knees.  

Only those who never try never fail.  Failure doesn’t mean that nothing has been 
accomplished.  What is in you will always be bigger than whatever is around you.

Anyone who is achieving anything in life is simultaneously risking failure.  It is always 
better to fail in doing something than to excel in doing nothing.  A flawed diamond is 
more valuable than a perfect brick.

Everyone gets knocked down.  It’s how fast you get back up that counts.  Learn the 
lesson and forget the details.  Gain from the experience, but do not roll over and over in 
your mind the minute details of it.  Build from the experience and get on with your life.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Find five sharp women and offer them your business card.  Here is a dialogue to 
use.  “Excuse me.  My name is _________________ and I make it my policy to 
give my business card to the five sharpest women I see each day and you, by 
far, are the sharpest woman I’ve seen today.  Would you be offended if I offered 
you my card?”     

3. People with very dry skin will still be able to use our TimeWise™ products.  They 
may, however, need to add an additional product from our customized skin care 
line.  Visit Product Central on InTouch and tell me what product you would 
suggest for very dry skin, list its benefits and when to apply it in relationship to 
TimeWise™ Age-Fighting Moisturizer.

4. Complete your Weekly Plan Sheet for this week.  Commit to how many hours you 
will devote to your Mary Kay business.  Email it to me.

Updated 6/2011 by shanisoffice.com



Lesson 17
Those Who Don’t Take Chances Don’t Make 

Advances
Aim high and take risks.  Don’t waste time planning, analyzing and worrying about small 
ideas.  Someone once said, “If you’re hunting rabbits in tiger country, you must keep 
your eye peeled for tigers.  However, when you are hunting tigers, you can ignore the 
rabbits.”  Don’t be distracted by or seek after the rabbits of life.  Set your sights on the 
“big game.”

Security and opportunity are total strangers.  If an undertaking doesn’t include faith, it’s 
not worthy of being called God’s direction.  I don’t believe that God would call any of us 
to do anything that would not include an element of faith in Him.  

All of you can be Sapphire Star Consultants.  Why not stretch to Emerald this quarter?  
Sapphire is security; Emerald is truly stretching out of your comfort zone.  More activity 
in warm chattering, referrals, selling appointments – that’s all it takes to be an Emerald 
Star Consultant.  Did you know the word work appears in the Bible 564 times?

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Decide which prize you want to earn as an Emerald Star Consultant this quarter.  
Let me know what you have chosen.

3. Before you go to sleep tonight, book one new (that means it was not already on 
your books) selling appointment to be held in the next five days.     

4. Listen to Abundance Mentality audio file from the MK Classic Audio Library and 
then tell me what stood out to you most.



Lesson 18
Be Willing to Listen and Ask Questions

Greatness is everywhere.  People make different contributions.  I believe you need 
different kinds of input into your life and your customers and team members can enrich 
you.  You are the sum of your experiences.

Personalities differ.  Each person around you contains a different body of knowledge.  It 
is up to you to “drop your pail in the well” and draw it out.

Be willing to listen and ask questions of others.  Everyone sees through different eyes 
and feels with different hearts.  They hear through different ears.  Someone knows 
something that you don’t know.  You will not discover it until you take the time to stop 
and hear them out.  One piece of information can turn a failure into a success.  Great 
decisions are great products of great thoughts.

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Make 15 phone attempts to customers to offer them a makeover, manicure, or 
facial.     

3. Work on your I-story, which is point two of the four-point recruiting plan.  Write it 
out and send me a copy.

4. Give yourself a pedicure.



Lesson 19
We Need to Stand Out, Not Blend In

One of the greatest compliments that anybody can give you is to say that you are 
different.  We should talk differently, act differently, perform differently.  We are called to 
stand out because we are Mary Kay Independent Beauty Consultants with a positive 
image and positive attitude.

One way to stand head and shoulders above the crowd is to choose to do regular, 
ordinary things in an extraordinary way with great enthusiasm.  Majority rule is not 
always right.  Those people who don’t have dreams or visions of their own are usually 
the ones who want to take a vote.  People in groups tend to agree on courses of action 
that they as individuals know are not right.

Remember that Mary Kay Beauty Consultants are known for their image.  We want to 
stand out and have everyone talking about us!  Be proud of your heritage!

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. If you are attending a function with your kids or your spouse where everyone else 
will be dressed down, wear a suit – you’ll get more attention.  When someone 
asks you why you are dressed up, tell them you just came from working your 
Mary Kay business.  Great attention seeking behavior!

3. Go back through your date book and attempt to book those people who slipped 
through the cracks.

4. Offer a makeover to someone older than you, younger than you and your own 
age.



Lesson 20
Never Give Up on Your Goal

Even when it feels like you aren’t accomplishing much, don’t give up.  A tree grows in 
the Far East called Chinese bamboo.  For four years they water and fertilize it with 
seemingly no results.  During the fifth year they again apply water and fertilizer and in 
five weeks’ time the tree grows ninety feet in height.  The obvious question is:  did the 
Chinese bamboo tree grow ninety feet in five weeks, or did it grow ninety feet in five 
years?  The answer is, of course, it grew ninety feet in five years.  Any time during those 
five years it would have died if it had not been watered and or fertilized.

Many times our attempts to reach our dreams and goals appear fruitless.  We are 
tempted to give up and quit trying.  Instead, continue to water and fertilize those dreams 
and goals, nurturing the seeds that God has placed within you.  If you do not quit, if you 
display perseverance and endurance, you will reap a bountiful harvest!

Assignment:

1. Prepare your Six Most Important Things to do for today.

2. Write out a powerful new affirmation.  Use the following sentence structure:

“I used to ______________________, but not any more.  Now I 

__________________________________________________________.

For example, “I used to procrastinate, but not any more.  Now I am known 
everywhere and to everyone as an action person, a do-it-now person.  I always 
do first those things that move me closer to my goal, and I do them with joy.” 

3. Think back over the last month of our Pacesetter Class.  Where do you see 
personal growth?  What have you learned?  What have you conquered?  Send 
me an evaluation of this Pacesetter Class.  What did it do for you?  How will it 
affect your future?

4. Become a member of the “NO EXCUSES” Club.  Think now what you will do 
these next 30 days.  Whatever you choose, commit to it – no matter what – no 
excuses.  Let me know what you commit to.     


