
 
 
 

 
 
 

 
Hi and Welcome,  
 
Congratulations on your decision to become a Mary Kay Independent Beauty Consultant!  I truly 
believe the reason for our success now and in the future can be traced to one common factor:  
quality people like you.  We are so excited to have you as a member of the Shonda Durham unit.  
 
Our National Sales Director is Linda Toupin and we are in the Diamond Seminar.  
 
As your director, I am your business advisor.  I am here to guide you in your Mary Kay career.  
Remember, this is your business.  Success will be yours because you will decide your goals, your 
pace, and the time you will dedicate to your business.  You are in business for yourself, but never 
by yourself.  Mary Kay Cosmetics is like any other career, training is essential to your success 
whether part -time or career.  
 
I love this business because you never stop learning, and there are always opportunities to grow.  
As a new consultant, I strongly urge you to start scheduling and holding your first appointments 
as soon as you receive your starker kit, because what you lack in experience you can make up for 
in enthusiasm!  Although you’ll have the opportunity to take advantage of continuous education in 
your Mary Kay career, ACTIVITY will provide your greatest sense of learning.  Mary Kay Ash 
says, “you can do everything right with the wrong attitude and fail to succeed, but you can do 
everything wrong with the right attitude and succeed beyond your dreams!  
 
The first 2 weeks in your Mary Kay career can really set the pace for your future.  You’ll want to 
stay focused on completing your weekly checklist for the next 2 weeks to get your career off to 
a Super Star start.   As always, I will match my time 100% with your effort.  I care about your 
future and am committed to helping you succeed.  Please feel free to contact me at anytime.  I 
am here for you.  
 
Be patient with yourself and just take it one step at a time.  We’ll move at your pace.  Have a 
great start!  
 
Love and Belief,  
 
Shonda Durham, 
Independent Sales Director  

MARY KAY  

Shonda Durham 
Independent Sales Director 

Phone: 606-309-3008 
Intelliverse:  1-866-315-3811 

E-mail: sdurham@marykay.com 



New Consultant Checklist 
What to do in your first 15 days to get your business off to a Super Star Start! 

Week 1 
 

1._____  Create a Contact List of 50+ people on Page 4 of the enclosed Start Earning Now Magazine. 
 

2._____  Listen to your Welcome CD and make an appointment with Shonda to discuss Inventory Options.  

                    (Please return your welcome CD to Shonda) 
 

3._____  Establish a Email address and a Intelliverse number. (See Let’s stay in touch page) 
 

4._____  Set a Date for your Business Debut/Color Insider Party. 
 

5._____  Place your first order by ________ to take advantage of your new consultant ordering bonus. 
 

 

**Congratulations you just won your 1st prize!   

By completing Week 1 list you earned a money bag!!  Please give this voucher to Shonda to claim 

your prize. (Due to this item being limited edition if unavailable another gift will be given) 

“I want you to  know and to believe that there is a STAR in YOU!”  
-Mary Kay Ash  

Week 2 
 

6._____  Open a checking account for your business.   
 

7._____  Refer to Page 8 of The Start Earning Now Magazine and open packet #1 in your starter kit and listen to the 

  Business Basics CD. 

8._____  Refer to Page 9 of The Start Earning Now Magazine and open packet #2 in your starter kit and watch the Skin 

  Care Class DVD. 

9._____  Begin practicing on Faces. Your goal is to complete a Power Start with 30 faces in the next 30 days.  Track 

  your progress on Page 5 in your Start Earning Now Magazine. 

 

10.____  Begin New Consultant Training using your Consultants Guide from your Starter Kit and Visit the new  

  consultant page at www.shondadurham.com.  Refer to the training schedule enclosed for more info. 
 

**Congratulations you just won another prize!   

By completing Week 2 list you earned a Business Card Case!!  Please give this voucher  

to Shonda to claim your prize. (Due to this item being limited edition if unavailable another gift will be given) 



 

Checklist to ensure you have a successful debut of your brand new Mary Kay business!  
_____ Schedule your business debut within your first 2 – 3 weeks of business. However, if this is 
not  possible, then scheduling a business debut later is better than not scheduling one at all.  You  
will also  want to plan to have your inventory in stock before  your business debut.  
 

_____  Hold your business debut in your home preferably because it is a warmer environ - 
 ment.  Church fellowship halls, civic halls, apartment club houses or a friend’s home will be fine.   
Delegate the task of cleaning your home so your time may be spent on the telephone with your pro-
spective guests and customers.  
 

_____  Color Insider Party will begin 1 hour prior to your debut.  It is a special get together for you and the people 
who helped you complete your first 15 faces.  You will be treated to a glamour makeover by Shonda wh ile your guest 
have fun learning and playing in color.  (In preparing for your personal makeover session you will w ant to have only 
foundation applied) (Check with your director for Color Insider Invitations)  
 

_____  Invite all the people on your “Contact List” to your debut. This should be a minimum of 50 pe ople. 
 (You can expect 10 – 15 to attend with proper follow -up.) 
 

_____  Send out a minimum of 50 Business Debut Invitations. Sending postcards alone  will not   be effective.   
After you have mailed your invitations, plan to call each  guest personally and invite them 24 –48 hours before your 
event. (Check with your director on obtaining business debut invitations.)  
 

_____  Call each guest on your “Contact List”. Keep in mind that your friends and family  are not co ming to hear your 
director or recruiter, they are coming to help you! Your  attendance will be in direct proportion to  the number of 
guests that you personally speak with 24 hours prior to the event.  Remember, if they cannot come to  your business 
debut, you’ll want to either schedule an appointment with them and/  or invite them to the next unit event.  
 

Checklist for the day of the event:  
 

_____  Provide simple refreshments. Plan to have food prepared prior to the color Insider party.  Yo u’ll want to dele-
gate the hosting to someone special in your family or a close friend in order that you may be focuse d on helping your 
guests to schedule appointments and learn more about your Mary Kay business!  
 

_____   Mark your datebook with everything that you have going on in your life.  Then mark the  
times and dates that you have dedicated to your Mary Kay business.  Put a star beside your power sta rt weeks.  
 

______  Have pens and profile cards on hand for each guest to complete as they arrive.   
 

______  Have money bag with $20 in change.  (1 – $5, 10 – $1 and $5 in coins)  
 

______  Have your Beauty Books stamped and sales tickets ready to pass out at the end of the program .  
 

________  Have 3 door prizes preferably $10 retail product each.  
 

______  Your recruiter/director will arrive 1/2 hour before the Color Insider party to set up the en tire product  
display.  She’ll need a big table.  You’ll want to arrange the seating in a semi -circle in front of the table.  
 

______  Relax and have fun with your guests.  Your focus should be to schedule your 10 -20 skin care classes for your 
power start.  Let your recruiter/director fill orders  and  talk to people about the business opport unity.  
 

______  Have 10 *Hostess packets prepared to give out to your 1st 10 hostesses.  
 

 *Hostess packet should include:   Hostess Booklet,  Recruiting Literature, 1 Look  Catalog, Choices CD  

Color Insider/Business Debut Checklist! 



 

Communication determines the healthiness of all relationships.  I take my role as mentor and 
encourager very seriously, and work closely with the Consultants who are “in my face!”  I want 
to be sure you’re aware of all the great ways for us to stay in touch, so you can always get 
the training and support you need to head straight to the TOP!  
 

 
Email 
Do you have an email address?  Several times a week, I send training and information messages 
out to our unit members on email.  Your email address is kept confidential and messages sent 
are Mary Kay related.  My email address is sdurham@marykay.com. 
 
 

 
 

Intelliverse  
“Intelliverse” is a fabulous voice messaging system that allows you to receive training messages 
from the Top Directors and NSD’s around the nation!  All of the top consultants in our unit use 
this system to stay motivated and educated.  Your first 30 days are free!  After that, it’s just 
$12.95/month, and you may cancel at any time.  After your free month, there is a one time set up 
fee of $15.00.  To get your Intelliverse number and start your 30 day free trial period, contact 
their customer service department at 1 -800 -327 -8898 or www.marykay.intelliverse.com.  Please 
call Shonda’s office when you have your number.  

 
 

Company Website  
Our company website is phenomenal!  Go to www.marykayintouch.com.  Enter your consult-
ant number and password to gain access to TONS of information.  Plus you can do your own 
orders on -line!  The LearnMK icon on the home page will take you to the main training area.  
 

 
 

Unit Website    
  Our unit website is shondadurham.com.  This site is designed to provide you with encouragement, 
motivation, training, and dates of events.  You will find lots of unit promotions, consultant recogn i-
tion on the site.  It is updated several times per month.   
 
 

 
Unit Training Hotline  
How would you like to get your Mary Kay motivation, training, and inspiration in the privacy of your  own home at 
a time that is convenient for you?  Wouldn’t you like a way to feel connected to what is happening i n our unit and 
our company?  Sound too good to be true?  It’s called a HOTLINE, and our unit has one!  This service  is de-
signed for consultants who are unable to attend a weekly unit meeting.  A new message is available e very Tues-
day morning and will remain available through the following Tuesday.  Simply call (641) 715 -3900, Extension is 
20451# for your 30 -45 minute training.    

 

Let’s Stay in Touch! 



The Business Power Plan to get off to a SUPER STAR start. 
 

Regardless of he reasoning behind your decision to become a Mary Kay  Beauty Consultant, 
you’ll want to take a very logical, rational approach in making your inventory decision as your 
time management, immediate profit and cash flow depend on it.  Follow the next 5 steps to 
make your best business decision. 

Step 1—Who do you know? 
 

Make a comprehensive list of 10 facial/skin care class hostess prospects.  No need to prejudge her response.  The 
only requirement— she must have skin!  Family, friends, work associates, acquaintance, neighbors, etc. 
(Also put a ** by every name you think would be great in the business —your first team member!) 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 

Step 2—It’s your time, Invest it Wisely 
 I. The Skin Care Class:    II. The Facial:  
     -$200 Average Sales         -$75 Average Sales 
     -3 to 6 people attending         -approximately 30 minutes to hold 
     approximately 1 hour to hold 
     approximately 1 hour to prepare 
*Keep in mind, 12 Skin Care Classes monthly Consistently will earn you a FREE Career Car! 

By Holding Weekly... Weekly Profit  Monthly Profit  Profit Per Hour  

1 Skin Care Class & 1 Facial $137.50 $550 $550 / 10 hours = $55 

2 Skin Care Classes & 1 Facial $237.50 $950 $950 / 18 hours = $52 

3 Skin Care Classes & 2 Facials $375 $1500 $1500 / 28 hours = $53 

3 Skin Care Classes & 3 Facials $412 $1650 $1650 / 30 hours = $55 



Step 3—How Many Faces? 
 

To determine the amount of product you'll want to consider having on your shelf, let’s take a look a the num-
ber of faces you'll be working with.  If a Class takes 1-2 hours and a Facial take 30 minutes to an hour, how 
many are you willing to fit into your week? 
 
*There is an average of 4 guest at each skin care class 
 
 # of Classes weekly _________ x 4 Faces per class = _________Faces 
 # of Facials weekly _________ x 1 Face per Facial = _________Faces 
 
 Faces Weekly ___________ x 4 weeks = __________  Faces Monthly 
 
Step 4—How Much Inventory do I need? 
 
Let’s look at the benefits of stocking inventory in your home:   
 
�x�� It’s Risk Free—Mary Kay is a risk free business.  The company gives us a 90% buy back guarantee on all products.   
�x�� Higher Sales—Women want their products as soon as they try them.  Your sales will be 80% higher if you carry inventory to 

give immediately to your customers. 
�x�� Less Returns—Women do not usually change their mind once they have the product in their hands.  If they have to wait for 

product they can change their mind about their order due to money stress or husband, etc. 
�x�� Confidence—You are more likely to actively work your business if you have product on your shelf.  You will feel like a pro-

fessional and have more confidence in your sales ability. 
�x�� Motivation – Your inventory will motivate you to do your business when you lack self-motivation.  Product sitting on your 

shelf will get you out there selling!  It’s instant cash! 
�x�� Profit -You will see a profit quicker from carrying inventory.  If you have to place orders, it takes longer to see profit.   
�x�� Higher Reorders and Less Customer Drop-off  - If you are able to immediately service your customers once they run out, 

they will learn to depend on you.  If you have to place an order to the company, they may look for another consultant who 
carries inventory. 

�x�� Less Frustration– The consultants who do not carry inventory tend to get frustrated with their business and sometimes to the 
point of quitting.  Not carrying inventory is one of the most common reasons for consultant dropout. 

�x�� Small Investment– It’s a small one time investment compared to other businesses and you show a profit right away.   Plus, 
your loan is tax deductible! 

 
Refer to the Ready, Set, Sell Inventory Options for New Consultants for package details. 
 
Step 5—Let’s make it happen! 
 
As a Smart Business Woman, let’s look at the best ways to get money. 
 
�x�� Use your own money but borrow against it using a CD, Savings, 401K, Home Equity. 
�x�� Credit Union 
�x�� Bank you are familiar with using a cosigner or collateral 
�x�� 0% interest credit card 
�x�� Credit Card with Interest 
�x�� Borrow from a family member or friend 
�x�� Sell something, furniture not being used, etc. 
 
 
 



Four specialized training sessions designed to help new consultants learn the basic  
essentials of a Mary Kay business. 

 
You will need: 

Your Consultants Guide from Packet #2 
A 3 Subject Notebook and 

Your Telephone! 
 

Please visit the new consultant page at www.shondadurham.com  
to get started. 

 
Class #1  FOUNDATION FOR SUCCESS/CUSTOMER SERVICE FIRST 
 
Class #2  BOOKING FUNDAMENTALS/SELLING FUNDAMENTALS    
 
Class #3  MANAGING YOUR BUSINESS 
 
Class #4  A WINNING TEAM               
 
Monthly Events in your area: 
 

Shonda offers training opportunities in 3 areas every month, London, Somerset and Taze-
well, TN.  These events include consultant training, recognition, and guest events.  Your 
attendance to the monthly meeting in your area is very important.  You will find a calendar 
of events located in your monthly newsletter and on the schedule page at 
www.shondadurham.com. 
 
Top 10 Reasons to Attend Weekly Meetings! 
 
1. TO INSPIRE AND BE INSPIRED BY OTHERS! 
2. RECOGNITION OF YOUR ACHIEVEMENTS! 
3. ENCOURAGEMENT & SUPPORT FROM OTHERS LIKE YOU! 
4. RECEIVE SPECIAL TRAINING TO AID YOUR BUSINESS! 
5. NEW IDEAS FOR BOOKING, SELLING, CLASSES, ETC. 
6. TO DEVELOP YOUR OWN LEADERSHIP QUALITIES THROUGH SHARING! 
7. TO EXPERIENCE THE 'TEAM SPIRIT' FROM HAVING A GOAL TO REACH! 
8. COMPANY NEWS & INFORMATION ON 'NEW PRODUCTS' AND QUARTERLY         
 CONTESTS! 
9. USE YOUR MEETINGS TO INTRODUCE PROSPECTS TO THE 'WONDERFUL 
 WORLD OF MARY KAY'. IT’S A GREAT WAY TO START BUILDING YOUR 
 TEAM! 
10. BEING A PRODUCTIVE PART OF YOUR GROUP BY BEING ACTIVE, SHARING 
 POSITIVE IDEAS AND OFFERING YOUR SUPPORT! 
 
 



 

  

 

Your 1st 30 Days….Your 1st 30 Days….   

Perfect Start 
 

Facial 15 customers in 15 days. 
 

Earn a Platinum-toned pin & a glamour 
makeover for your Business Debut. 

Power Start 
 

Facial 30 customers in 30 days. 
 

Earn a Platinum-toned pin with crystals. 

Power Start Plus 
 

Facial 30 customers in 30 days  
And 

Share the opportunity with 6 people. 

Pearls of Sharing 

�x�� Share the opportunity with 3 people in your 1st two 
weeks .   

 
�x�� Share the opportunity with 6 people in your 1st 

month. 
 
�x�� Add 1 new personal team member in your first 

month who places a minimum $600 wholesale 
order. 

Be a Charter Member of the Pink Power Club by starting your business as a  
Qualified Consultant in the Durham Unit.  

 
When your initial order is $600 wholesale or more you will be “Qualified” and receive this Gorgeous 
Pink Ice Ring. 
 
 

Be among the Top Consultants in the Durham Unit by achieving the following challenges in  
your 1st 30 days of business.    

 

Be sure to list the names on the back of this page and send it to Shonda’s office ASAP to receive your 
prizes and recognition.    



 

EXEMPLIFYING THE MARY KAY IMAGE 

Mary Kay Professional Attire 
With each career level, you change business attire and pins. 

 
Mary Kay Consultant-Dress or Business Suit (black/white is easy) black or neutral hose-optional, and 
black dress shoes.  Mary Kay logo pin. 
Mary Kay Senior Consultant-Same attire as MK Consultant with MK Senior Consultant Pin Enhancer. 
Star Recruiter-Black skirt, white blouse, RED Jacket w/ MK Star Recruiter Pin Enhancer. 
Team Leader-Same attire as Star Recruiter except Team Leader Pin Enhancer is worn. 
Grand Achiever-Same attire as Team Leader parked proudly in that brand new bright red car! 
Future Sales Director/DIQ-Black skirt, BLACK blouse (DIQ only), RED Jacket with Future Sales Director Pin 
Enhancer and/or optional scarf, black or neutral hose, and black dress shoes. 

 
 
The Ladder of Success pin designating Star Consultant status and the Power Start 
pin may be seen on any MK consultant or Director.  These pins can be awarded to 
any career level as they are earned. 
 

Taking pride in your appearance and the way your starter kit and mirrors look is all a 
part of Business Etiquette.  You cannot expect to sell the product if you do not wear the 
product.  Also, think about this:  Which product would you be more likely to purchase-
Clean or Dusty?  Having a clean and neat automobile personifies pride and self assur-
ance in your business and what Mary Kay stands for. 

FASHION ETIQUETTE  
1. Wear hose that are the same color as the hem 

line or a neutral or natural color. 
2. Wear shoes that match or coordinate with busi-

ness attire.  Shoes should never be lighter than 
color of hem line. (Ex. Don’t wear white shoes, 
white hose, and black skirt). 

3. Accentuate your attire with jewelry that compli-
ments your business dress.  Nice pair of ear-
rings, necklace, bracelet, etc. 

4. Purse or Briefcase should be professional look-
ing.  Black or Neutral color such as Brown 
leather will look more professional. 

5. Wear a hair style that compliments your facial 
features.  Preferably an up to date style and 
off your face. Have you received a compliment 
recently?  If not consider a different hair stylist. 

6. Even though fragrance is part of our business, it 
should be subtle.  A lot of customers and fellow 
consultants are allergic or bothered by strong 
fragrances. 

7. Nails should be clean and well manicured.  Nail 
color should match your attire or a clear nail 
polish should be applied. 

MEETING ETIQUETTE  
1. Always arrive 10 to 15 minutes early to all 

events, meeting, and appointments. 
2. Mary Kay attire should be worn to business 

events, meetings, etc. 
3. Arrive with a 100% positive attitude and lan-

guage. 
4. Try to bring guests to all events.  
5. Socializing with fellow consultants should be 

done before and/or after meetings or events. 
6. Talking and disrupting the meetings are rude 

and disrespectful to the speaker and/or Direc-
tor. 

7. Chewing gum during meetings and/or events is 
distracting.  Mints and/or hard candy are sug-
gested. 

8. Electronic devices such as cell phones and 
pagers should be silences during meetings and 
events.  Excuse yourself completely before plac-
ing or answering a call. 

9. Children should not be brought to meetings and/
or events unless they are over the age of 18 
and/or a recruit prospect.  Talk to your Director 
regarding nursing infants. 

10. Cheer and applaud for others like you want to 
be applauded for. 


