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Congratulations and welcome to Mary Kay Inc. 
I am excited to be working with you as a brand new 

Mary Kay Beauty Consultant. 
 

“You are where you are in life by the CHOICES you have made or you have allowed others to 
make for you.”    (NSD Linda Toupin) 

 
I am thrilled that you have chosen to work with me! 

 
Future Executive Sr. Sales Director 

Annette Pace 
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Welcome to the Pacesetter Unit 

 

Welcome to the Powerful, Pumped, Million $$$ BeeLieving Pacesetter Unit!!  

Our Unit goal is to enrich women’s lives by sharing our products and the 

Mary Kay Career opportunity around the Nation.  As a member of the 

Pacesetter Unit, you carry on a tradition of excellence.  You have joined a 

team of professional, dedicated, and hard working women.  Our Unit is built 

on integrity and the Golden rule philosophy.  We have Unit members 

representing all ages and cultural backgrounds from all parts of the country. 

 

 Women join Mary Kay for many different reasons:  financial security, 

friendship, to increase self-esteem and self-confidence.  Whether your goal is 

to build a full time career to replace your 9:00-5:00 job or to work the 

business very part time, my mission as your Director is to support you and 

offer my experience and training on proper sales and use of our products.  By 

attending training classes, weekly success meetings, Workshops & company 

functions you can reap all the rewards a Mary Kay Career offers!!  Exciting 

trips, prizes, Free Cars, bonuses, & College educations, are just some of the 

rewards for you and your family. 

 

 Always keep a positive attitude.  Be patient with yourself as you build 

your business.  It takes about a year to get the hang of everything and to start 

seeing substantial monetary rewards.  Remember, this is a business, not a get

-rich-quick scheme.  The average business takes 3-4 years to get on a profit 

basis.  With consistent effort, it will take far less than that to reap many 

rewards.  I am anxious to work with you and applaud your achievements!! 

 

 Be a good student—Be coachable, teachable & trainable.  Dream Big 

Dreams, believe in yourself, & go to work!!   

 

I bee-lieve in you!! 

Annette  

Linda’s mission:  
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UNIT INFORMATION & ACHIEVEMENTSUNIT INFORMATION & ACHIEVEMENTS  

Unit Name: Pacesetters 
Unit #: 2174 

Division:  Diamond 
Mary Kay National Area 

Honored on stage at Seminar 27 times in the Circle of Achievement 
Represented 5 times in the Circle of Excellence 

Luxury trips to Switzerland, 1999 
Vienna & Germany 2002 

Rome, 2003 
Hawaii, 2004 

Mediterranean Cruise, 2005 
#1 Unit at the Nashville Career Conference in 2002 

#2 Unit in the Diamond Mary Kay National Area in 2002 
#5 Unit in the Diamond Mary Kay National Area in 2004 & 2005 

Top 20 three times in the Diamond Division 

   
DIRECTOR INFORMATIONDIRECTOR INFORMATION  

Started MK Career in March, 1977 
Debuted as a Director in December, 1979 

  
CONTACT INFORMATIONCONTACT INFORMATION  

Annette Pace 
Future Executive Sr. Sales Director 

7413 Cold Spring Lane 
Evansville, IN  47711 

 
Office:  (812)626-4929 

Cell:  (812)457-8723 
 

E-Mail: annettepace11@gmail.com 
Web Page:  www.annettepace.com 
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Future Executive Senior Sales Director  

Annette Pace 

 

 Annette began her Mary Kay career in March of 1977 and debuted as a 

Director in December, 1979.  Before joining Mary Kay she was a High School 

Biology and Physical Education teacher with the Evansville-Vanderburgh 

School Corporation.  She was married to Elbert Pace for 49 years.  Elbert 

passed away in July, 2012.  He was a devoted husband and a loving father.   

Elbert was a High School Science teacher and coached football and track before 

retiring at the age of 57.  Elbert and Annette have four grown children.  When 

Annette joined Mary Kay, the oldest daughter, Kymberlee was 7 yrs. old.  

Kerry & Krista (twin daughters) were 5 yrs. old & Klint was 10 months old. 

 Kymberlee is married to Vince Gilkey, retired Colonel in the U.S. Army.  

She teaches the visually impaired.  Krista and her husband Patrick reside in 

Westchester, Illinois.  They are the parents of Ruby Jane.  Krista is an 

Occupational Therapist and has her own business, Pace Pediatrics.  Patrick 

works from home as a Freight Broker.   Kerry and our granddaughter, Ella Lenn 

live in Annandale, Va.  Kerry is Associate Dean of MBA Program, McDonough 

School of Business, Georgetown University.  Klint, our youngest,  and his wife 

Hollie live in Rockport, In. with their two children Lydia and Jackson.  Klint is a 

Registered Nurse. 

 Annette has been personally honored in the National Queen’s Court of 

Sales.  She has been a consistent Star consultant for 120+ quarters.  Her Unit 

Achievements have led her to drive a Mary Kay career car since 1980, 11 of 

them  the prestigious Pink Cadillac.  She has earned over two million dollars in 

her Mary Kay career.  Her highest ever commission check for one month was 

$18,067.00.   

Annette’s mission: 

To help other women reach the level of  success they desire. 

Go to our Unit Web page for more training information 

 www.annettepace.com 

Marketing Hot Line for prospects  (641) 715-3900  Access Code:  5336# 
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Let’s Get Ready for Flight... 

Preparing yourself for your Mary Kay business is a lot like a pilot preparing for flight. 

They use many detailed CHECKLISTS.  This is done in order to ensure a safe flight. 

 

Success in your Mary Kay Business is very similar. This workbook has been designed to 

help you prepare for your take off, flight and landing.   

 

Checklists include: 

 

 Checklist #1...Getting Started 

 Checklist #2…Train and Prepare 

 Checklist #3…Before Your First Party 

 Checklist #4…Booking and Coaching 

 Checklist #5…Selling and Team Building 

 Checklist #6…After Your First Party, Facial, or Product Sale 

 Checklist #7…You Are On Your Way 

In addition to the checklist you will find in this booklet: 

Sample Master To Do Lists, 30 Faces Tracking Page, Money Management 

Income Producing Activities, Adoptee Program, Sharing Guide 
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New Consultant Checklist #1 

Getting Started 

 1. Take the odometer reading on your vehicle. One of your biggest tax deductions is 

mileage!   Keep a mileage record of your daily MK trips in your datebook. 

 2. Send a picture of yourself to your director through email (annettepace11@gmail.com)   

This will be used in our unit newsletter.  

 3. Talk to your recruiter or your Sales Director about choosing a level of inventory that 

would be appropriate to support your business goals. 

 4. Start your business beautifully with a gorgeous new color look worth $132.50 retail.  It’s 

yours when you place a $600 or more wholesale Section 1 order in your first 15 days  

 5. Log on to www.marykayintouch.com. Enter your consultant number and create a 

passcode. Sign up for your Mary Kay Personal Web Site!  You can process online orders 

when you also sign up for a ProPay account.  You can work your business 24/7.  

 6.Check out the Ready Set Sell brochure to see how your first inventory order can earn you 

FREE limited-time product bonus bundles that you can choose based on the amount of your 

initial order. 

 7. Shop MKConnections on Mary Kay In Touch for special offers and savings on business-

building tools and accessories that   can give you a professional edge. 

 8.  Download the myCustomers+ App for FREE and turn your smartphone into a portable 

business manager. 

 9.  Purchase a 3-5 section spiral notebook.  Begin your  CONTACT LIST.  Include everyone 

you know including those of your family and spouse.  Add everyone no matter their location.  

Also, check Facebook friends and names in your phone for those you may have forgotten. 

 Go to FIRST STEPS On Line Tutorial and watch the Welcome Video.  

Meet Ryan Rogers, Mary Kay’s grandson. 

 
Text or email me when you’ve completed 

Checklist #1 and WIN a prize!   

annettepace11@gmail.com 

812 457-8723 
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 No one is required to start with inventory.  But, 40+ years in the business has taught me 

a lot:  So if you decide to start with inventory, I can help?  I encourage you to take the time to 

listen to a recorded phone message I produced some 15 years ago.  The number appears at the 

bottom of this page.  Even though some of the bonuses and products have changed over the 

years, the concepts and business have not changed.  When listening to the phone training, have 

your Read, Set, Sell brochure in front of you.   As a new consultant, you have the opportunity 

to earn FREE product bonus bundles that are only available with your first order.  Please do 

not place your first order without talking with me or your recruiter first.  

Choose any one of these three ways to begin your business: 

 Take orders and deliver product ($225-$599 wholesale).  Take orders, collect money from 

everyone.  Place your order, product is delivered to you and then you deliver to  your 

customers.  (In order to receive your 50% commission your order must be a minimum of 

$225.00 wholesale). 

 Have a small to medium sized inventory ($600-$3,000 wholesale).  You don’t have 

everything on your shelf, but you do have enough to service some customers.  When you 

hold appointments, your customers will be able to leave with most of their products. 

 Invest in a full store ($3,600 + wholesale).  Your customers will know you have it all!  

Deliveries are minimal after facials and parties and you can spend more time working your 

business.  No matter which of these ways you choose to begin your business, the goal is to 

GET to a full store ($3600 wholesale).   
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WELCOME AND INVENTORY HOT LINE:    641 715-3900    CODE:  13509# 

Email  or text me when you listen to this HOT LINE message and WIN a  Prize! 

annettepace11@gmail.com  Text:  812 457-8723 

Do I have to start with inventory?   

How much would I need? 
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New Consultant Checklist #2 

Train and Prepare 

When does my training start?  Right now! 

 Start your training by going to www.marykayintouch.  Header:  Education.  Drop down 

box:  Starter Kit/new consultant tools.  Watch What’s in my Starter Kit Video. 

 Watch 5 Skin Care Party How To videos. 

PREPARE YOUR HOME OFFICE 

Create a separate workspace for your business.  This could be a separate room or a corner 

of a room in your home.  THIS IS VERY IMPORTANT.  A neat and organized workspace 

contributes to a happy and healthy business owner.   It is also necessary for you to receive 

“in-home” tax deductions.  Here are suggestions for things you will need in your office: 

 Desk, computer and printer 

 High Speed internet 

 Shelving for your inventory. (Book shelves, hutch, small linen 

closet). 

 Instead of file folders for your papers and brochures, try a paper organizer on or near 

your desk. 

How do I stay focused and manage my time? 

Start shifting your thoughts regarding time.  There are 168 hours in a week.  This is equivalent to 4 
‘traditional’ work weeks.  If your goal is $300 profit per week, you will need 6-8 hours of Mary Kay  
time each week.  (That is 6-8 hours interacting with people.  See the IPA document on page 18 )   
To earn a Mary Kay Career car and move into leadership, you will need approximately 15 hours a week.   
 
 Use your spiral notebook to keep organized. 

  Section #1:  Master Weekly To Do List.  Mary Kay taught us to have a  

 6 Most Important Things To  To Do List each day.   

  Section #2:  Prospective customers, hostesses and team members. 

  Section #3:  Notes from meetings, workshops, and training. 

  REVIEW Sample Master To Do Lists on page 14 in back of booklet. 

 

 
Email  or text me when you watch the  videos listed above on intouch to WIN a Prize 

annettepace11@gmail.com  Text:  812 457-8723 
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New Consultant Checklist #3 

Before Your First Party 

 Travel with your recruiter and/or director to view one of her parties when 

possible. 

 Review Skin Care Class videos on marykayintouch.  Practice with your flip chart in front of a 

mirror. 

 Practice setting up your table display and trays.  “You 

never get a 2nd chance to make a first impression.  When 

a guest walks into your party she should go ‘WOW!’ when 

she sees how professional and pretty your table looks.” 

NSD Linda Toupin 

Here are some examples of how you can set your table: 

 Black tablecloth 

 Coordinated placemats (check out Dollar Tree for some FUN placemats). 

 Seasonal decorations if desired. 

 Travel Rollup bag for display and close 

 Demo products...these come in your Starter Kit. 

 At each place, include a beauty book, profile card, pen and name tag. 

 Individual Goodie Bags for each guest should include: Washcloth, headband, mirror with 

tray, disposable mascara wand, eye and lip applicators, profile card. 

 Beautifully wrapped Hostess gift 

 Practice packing your cases to go to your appointments. 

 

 Right now, start with what is in your Starter Kit for your parties and facials: TimeWise 

MiracleSet, TimeWise Microdermabrasion Set, Eye Makeup remover, color card, ultimate 

mascara, satin hands set and foundation.  You can add these products for your guest’s 

second appointment:  eye color, cheek color, and lip color samples for your hostesses, satin 

lips set, foundation primer, firming eye cream, concealer, eye primer. 

 You can order Set Sheets for Second Appointments from Section 2. 
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Booking and Coaching 
“Bookings are the lifeline of your business.  

 When you are out of bookings, you are out of business”.   Mary Kay Ash 

 In your spiral notebook, complete your potential customer,  hostess and team member 
prospects.  When you are thinking of people to include on your contact list, think in terms 
of creating an invitation list to a large church wedding.  The average large church wedding 
in America sends out about 150 invitations.  Don’t limit yourself geographically or by how 
often you interact with that person.  If someone is in your phone or is a friend on social 
media, they should be on your contact list.  Shoot for a minimum of 100.  THIS IS THE 
MOST IMPORTANT THING TO FOCUS ON AS A NEW CONSULTANT!!  BOOKINGS ARE 
WHAT WILL BUILD YOUR BUSINESS. 

 After completing your contact list, you are ready to start booking.  Do not stop until you 
have at least 10 bookings to be held within the first two weeks.  This is literally the 
foundation of your new business.  Schedule for a facial and then turn it into a party.  Your 
script can sound like this: Hey Susie!  Do you have a quick minute?  I’m so excited because I 
just started my Mary Kay Business.  My first goal is to practice on 30 faces this month.  Can 
I borrow your face?  Which works best for you mornings or afternoons?  (always give a 
choice…..weekdays, or weekends…...beginning of the week or later in the week).  After you 
have chosen a date and time,  then say: “Since my goal is 30 faces, would you be able to 
invite a few girlfriends over to  join you?  I will have a special gift for you.”  Coach her to 
over invite.  Invite 10-12 in order to have 4-5 at the party. 

 Get familiar with the current Look Book, products and prices.  You will not know 
everything right away.  The more appointments you hold, the more you will learn.  
ACTIVITY BUILDS CONFIDENCE.  CONFIDENCE RESULTS IN MORE SALES. 

 Help your hostess with the script to invite her friends.  You can learn more information 
about coaching in your Start Something Beautiful magazine that comes in your Starter Kit.  
Send her this text to send to her friends:  “Hey Susie.  Join me for an evening of makeovers 
and girl time on Monday, January 26 @ 7:00 pm.  My Mary Kay gal is making everyone 
goodie bags, so I need to know how many are coming.  Will you be able to make it?”  You 
can also create a FB invite AND Beauti-vite.  Go to marykayintouch to learn more about 
social media.  Encourage her to use your exact words.  Make up Goodie Bags in advance.  
Include samples, chocolates or mints, and your business card.  Be creative but keep it 
simple. 

 Make sure you get the guest list from her.  If for some reason, one of her guests cannot 
make it, you will have a phone number to follow up later. 

New Consultant Checklist #4 

Email  or text me when you have your first ten appointments on your book.  

And WIN a Prize!!        annettepace11@gmail.com  Text:  812 457-8723 
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New Consultant Checklist #5 

Selling and Team Building 
Think of your business as a row boat.  You have 2 oars.  One oar takes care of the selling and the 

other takes care of the team building.  You can move the boat by using only one oar, but it does-

n’t move as fast.  When you use both oars, it’s easier and faster.  Selling and Team Building are 

meant to be done at the same time.  At every appointment you are looking for customers, host-

esses and new team members.  Selling is not a skill you are born with.  It is a skill that is learned 

through practice. 

 Use this formula at every party.  2 + 2 + 2.  Sell two Basic Skin Care Sets……..Book 2 follow-up 

appointments…….offer the Mary Kay opportunity to at least 2 prospects.  You will find the 

scripts and dialogues in the Start Something Beautiful magazine.   

During the individual close:   

 1.  Determine which set she is comfortable taking home with her today. 

 2.  Schedule a follow up appointment to make sure the products are meeting her needs.  

Turn the second appointment into a party. 

 3.  Offer the opportunity.  Dialogue can go like this: “Part of my training in Mary Kay is to 

learn how to practice giving company information.  Susie, this may not be of interest to you, 

but you may know of someone who could use the extra cash.  It would help me with my train-

ing if you could spare a half hour or so  and I could do a practice interview and get your opin-

ion.”  It is always better to set a time and talk in person but if that is not possible, we can do 

a 3 way interview.   

 Set a goal for how much income you want to generate weekly.  This will determine how 

many faces/parties you want to hold each week.   It is my experience that a facial will gener-

ate $100 in sales.  A party with three or more guests will generate $200+. 

 Set your goal to be a Star Consultant each quarter.  Choose a prize you would like to work for 

each quarter.  In order to be a consistent Star Consultant you need to sell a minimum of 

$300 retail each week.  That will generate $1,200 monthly.  A $600 wholesale order each 

month will not only WIN you a Star Consultant prize but you will earn a prize from the com-

pany each month! 

   
Hold 3 Team Building 

appointments in your 

first two weeks 

Hold six Team Building 

appointments in your 

first month.  

 Add one new personal 

team member who is 

Great Start qualified. 
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After First Product Sale, Facial, and/or Party... 

By entering each customer in the myCustomers business tool on InTouch, you are populating a database 

for future use in customer-related applications.  

This step is very, very important. 

  Enter each customer's profile into MyCustomers at www.marykayintouch.com 
 Click on business Tools 
 Click on My Customers 
 Click on New Customer 
 Enter information 
 
 Enter each customer's sales tickets  

 Click on Business Tools 

 Click on My Customers 

 Click on New Order 

 Enter Information 

 You may want to consider hiring an office assistant or 

teenager to enter profiles and sales tickets 

        

 Submit your Weekly Accomplishment Sheet online 

 Click on Business Tools 

 Click on Weekly Accomplishment Sheets 

 Choose the correct week.  Our weeks begin on Sunday and end on Saturday. 

 If you have entered the sales tickets, the names will show up.  Add all appropriate information 

such as:  Total Weekly Sales.  Total for parties.  Total for Facials.  Total for Reorders.  A Party or 

Skin Care Class is considered three people (hostess + guests).  One or two Faces is a single facial 

or a double facial.   

 Be sure to adjust the amounts if any discounts that were given.  The WAS are your record for  

 tax purposes.  When you submit them to your director, you will be recognized in the 

 Monthly Newsletter.  This is the only way your director knows how much you are selling. 

  

Your director and recruiter are always excited to hear about your sales, facials and parties.   

New Consultant Checklist #6 

 

Paper System 

Staple envelop to the back of the profile 

card for storage of sales tickets. 

Text or email me after you have entered your first  
30 customers profile cards and 30 sales tickets.  
annettepace11@gmail.com 812 457-8723 
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New Consultant Checklist #7 

You are On Your Way! 

 1. I have my web page set up. 

 2. I have enrolled my customers in PCP (Preferred Customer Program)  Check intouch 

for the enrollment dates.  THIS IS VERY IMPORTANT! 

 3. I ordered my Business Kit from MK Connections.  Business Cards/Product Labels/

Address Stamp, etc. 

 4. I have completed Color Confident  

 5. I have completed Skin Care Confident  

 Go to www.marykayintouch.com 

             Click on Education 

             Click on Color Confident/Skin Care Confident 

            Once you have completed the quizzes, you can order business cards with the 

 designation:  Advanced Color Consultant/Advanced Skin Care Consultant on them 

 

 6.  I have completed MK University (all of the quizzes and submitted to MK) 

 

 7.   I have read Mary Kay’s Autobiography that came in my Starter Kit. 

 8.   I achieved Star Consultant status during my first quarter as a Consultant. 

 

Text or email me when you’ve completed #1-7 of 

Checklist # 7.  You have until the end of your fourth 

month to complete this for a special PRIZE.   

When you achieve Star Consultant during your 1st 

quarter WIN a prize from the Company and a prize 

from me! 

annettepace11@gmail.com or 812 457-8723 
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Sample Master To Do Lists 
SAMPLE New Consultant Weekly Master To Do List 

6 Most Important Things To Do list is pulled from your master list each day (3 High/3 Medium) 

HIGH (people) 

Call or text or private FB message _______  (list 30 of the 150 names on your list)  

     using script for your POWER START (30 Faces in 30 days) .  See Getting Started Page____ 

Invite 5 of your most supportive friends to attend your weekly       

     meeting with you. 

Call and research banks to compare rates for inventory. 

  

MEDIUM (paper or process that supports the people) 

‘Preparing your Home Office’. 

‘After Your Inventory Arrives’. 

 

LOW (delegate)  

Once you decide each system, it can be delegated. 

SAMPLE Seasoned Consultant Weekly Master To Do List 

6 Most Important Things To Do list is pulled from your master list each day (3 High/3 Medium) 

HIGH (people)  

Follow up with hostesses for this week. Preprofile if she is a weak hostess. 

Invite prospects for weekly meeting or event. 

Follow up or initiate booking.   

Follow up or schedule interviews. 

   If a booking or interview attempt fails, ask permission to check back with her when her situation changes. This is 

very important as she will be expecting your call. 

Call regarding booth for festival or to be guest speaker at school or sorority, civic group etc. 

   

MEDIUM (paper or process that supports the people) 

Place product order. 

Redesign your table setting for upcoming holiday. 

Decide on upcoming holiday specials and how they will be communicated. 

   

LOW (delegate) 

Add profiles of new customers to InTouch. 

Add sales tickets from previous week to InTouch (or paper system). 

File receipts from week for taxes. 

Fill outside orders from classes to be held this week. 

Pack inventory bags for classes. 

Create goodie bags for classes / clean mirrors. 

Label products, rotate new to back. 

Follow up with customer service rotation calls to customers. 
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30 Faces 

Your First Big Goal is to do 30 faces in 30 days and to share the opportunity 

with 6 ladies.  Choose your 30-day time period and go for it! 

 

Start Date: ___________________     End Date:  ____________________ 

 

 

 

Earn one of the charms and your charm bracelet in your 1st 4 months: 
Perfect Start = 15 faces in 15 days 
Power Start = 30 faces in 30 days 

Power Start Plus = 30 faces + 6 sharing appointments in 30 days 
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 Money Management 
From birth to 14, a woman needs good parents and good health.  From 
14 to 40, she needs good looks.  From 40 to 60, she needs personality.  

From 60 on, she needs cash! 
- Mary Kay Ash 

 

The Mary Kay career is a great opportunity to provide cash for yourself and 
family, no matter what your age.  However, financial success will come only 
with consistent work and successful financial money management.  I truly 
believe that more consultants fail at this business due to poor money 
management than any other reason.  There are several steps that you can take 
to ensure your continuing success in Mary Kay. 
 
 Open  A Separate Business Account 
 It’s a good idea to set up a business bank account that is separate 
 from your personal accounts.  This will help give you an official record  
 for tax purposes and help you track earnings and expenses.  Pay all 
 bills (phone, workshops, supplies, loan payments) from your  
 Business account. 
 
 The 60/40 Rule 
 Mary Kay Ash recommended that Beauty Consultants consider the 
 60/40 rule.  Once you have acquired enough inventory to support 
 your business, you can deposit all of your sales each week into your  
 business account.  At the end of each week, use 60 percent of the total  
 amount of your deposits for that week in your account to replace 
 needed inventory and pay for sales tools.  Then use the remaining 
 40 percent for business expenses and to pay yourself. Do not pay 
 yourself from your 40 percent account until you are on a profit basis! 
 
 Budget 
 Don’t spend money unless it’s accounted for. Never spend your 
 inventory money on anything else! 
 
 Borrow to Establish Credit 
 You need credit in your name, and businesses use the bank’s money 
 for start-up costs.  Borrow for initial inventory order, then make loan 
 payments from your checking account.  Make it a goal to hold one 
 party on the first of the month to pay your loan payment. 
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Money Management 
 

 
 Keep Receipts for Everything That is a Tax Deduction 
 A.   Petty Cash Items.  Be sure and keep $20 in small bills in your  
  money bag to make change. 
 B.   Child Care 
 C. Supplies (Merchandising) 
 D. Travel (Business Related) 
 E. Workshops & Seminars 
 F. Auto Expenses– keep a mileage log which can be purchased at  
  Any office supply store 
 G. Office  Expenses– postage, printing, phone, supplies, etc. 
 H. Meals with clients– must have documentation 
 I.   Office-in-the-home documents– you’ll want to discuss this and 
  all tax questions with a qualified tax advisor. 
 J. Advertising 
 
 Credit Cards 
 Keep one credit card for business purposes.  The Company does have 
 an agreement with a major Credit Card Company.  Go to MK Intouch 
 under ordering, click on the dropdown box MK Connections.  You can 
 apply for the Mary Kay Awards VISA and sign up for ProPay through MK 
 Connections. 
 
 Fees or Donation You Make for a Meeting Room 
 Most Directors will ask for a small fee to help offset the cost of the 
 meeting room.   These fees are tax deductions and should be labeled as 
 “Training Fees”.  If you pay by cash, be sure and keep a record of your 
 payment! 

“Nearly 80 percent of all married women in 

the U.S. become widows at some point of 

their lives.  The average duration for  

widowhood is 15 years!’ 

Money management is the key to being  

financially secure! 
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The Adoptee Program 

Mary Kay Ash created the adoptee program as a way to maintain and support the Mary Kay phi-

losophy of no territories, which allows Independent Beauty Consultants and Independent Sales 

Directors to recruit team members outside their local area. 

 

This program ensures that these team members will be properly educated and motivated by local 

Sales Directors who “adopt” Consultants from out-of-town units into their own units and treat 

them as if they were their own, even though they do not receive a commission from their pro-

duction. 

 

In Mary Kay’s Words 

The adoptee program has always been dear to my heart.  I believe it is what sets our Company 

apart from other direct selling organizations.  More than any other program, it gives our Sales Di-

rectors the opportunity to display the go-give spirit and the principle of caring and sharing upon 

which this Company was founded. 

 

Some of you may not know how the adoptee program originated.  Years ago, I had reached a 

modicum of success in my career.  When circumstances changed, my family moved to St. Louis.  I lost 

my unit and all  I had built.  I thought this  

policy was tremendously unfair, so I dropped out of the direct selling company I was with at the 

time. 

 

When we started Mary Kay Cosmetics, I wanted to create a company where our sales force would 

have the freedom of no territories.  I knew the only way such a system would work was if every 

Sales Director would cooperate with every other Sales Director.  We put this program into action, 

and it worked!  It still is working today and is one of the unique aspects of our Company. 

 

Occasionally I hear reports of a Sales Director not accepting adoptees and this greatly distresses 

me.  This is undermining the foundation upon which this Company was built.  The only way we can 

keep our “no territory” policy is if every Sales Director upholds the go-give spirit, welcoming Con-

sultants from other units very much like a family who adopts a child, showing no difference between 

the adoptive child and her own children. 
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Celebrating Mary Kay Ash  

 

Mary Kay Ash earned a place in history when she 

stepped out in a man's world to blaze a new path 

for women. Recognized today as America's 

greatest woman entrepreneur, Mary Kay created 

new opportunities for women around the world. 

Her revolutionary move led to a multibillion-dollar 

success. In the process, she earned a place in the 

hearts of millions for her giving spirit, unwavering 

values and inspiring belief in the power and 

potential of women.  

 

Inspiring and motivating people came easy for Mary Kay 

Ash. People from all walks of life could relate to her down-

to-earth wisdom and easy speaking style. Through her 

words in her speeches, books and in everyday life, she 

showed others how to reach higher in their lives while 

recognizing all the blessings they enjoyed.  

Annette & Mary Kay Ash, 1983 
1st Cadillac 

Annette & Mary Kay Ash,  
August 1989 

“I’ve often said that we are doing something far 

more important than just selling cosmetics; we 

are changing lives.” 

~Mary Kay Ash 

“Remember, if you do the things you ought to do 

when you ought to do them, then someday you 

can do the things you want to do when you  

want to do them…. Whatever you do or dream 

you can do—begin it. Boldness has genius and 

power and magic in it.” 

~Mary Kay Ash 


