
Life SAVERS & ABCs  

to achieve personal growth and consistent time & emotional management  

 

6 Daily Life S.A.V.E.R.S. from the Miracle Morning, by Hal Elrod 

(Adapted-Janeen Arens blog w/notes from Jeanie T.) 

 

A full hour before everyone else in your home gets up – with 10 minutes for each 

SAVER -  is IDEAL; but the Miracle Morning can be done in as little as 6 minutes if 

absolutely necessary with 1 minute spent on each Life S.A.V.E.R.  

 

1.  S = Silence 

Time for silence is a major contributor to a happier, more fulfilling, & productive life. This 

can be in the form of meditation or prayer (or BOTH).  I divide my team equally between 

the 2. This is a chance to start your day off with clarity, calming your mind so that you’re 

able to gain perspective.  Whatever form of silence you decide to practice, it’s important 

to go somewhere with absolutely no distraction. It helps to close your eyes & even play 

meditation or instrumental music on Pandora, iTunes, etc. 

 

2.  A = Affirmations  

4-step process for creating affirmations. First, write down what you want in your life. 

Separate into different areas like business, health, relationships, lifestyle, etc. Second, 

write down why you want those things. Third, write down what obstacles are preventing 

you from getting the things you want & how can you remove those obstacles. Finally, 

write down what you are committed to doing EVERY DAY to achieve those goals. I 

follow the practice of writing affirmations in the present tense.  Once you create your 

affirmations, read these every single day & modify or change them if needed as your life 

moves forward.  

 

3. V = Visualization 

This is when you visualize the end result of something you want as if it has already 



happened. Visualize being at that place & the feelings that you have associated with it. 

After you’ve visualized the end result, then visualize the DAILY action you must take to 

make your vision a reality in a positive light.  An example that Hal gives is having a goal 

of writing a book. First, visualize people reading the book, smiling, enjoying it, sharing it, 

& having it influence their lives. Then, think about the daily action of writing the book & 

visualize yourself enjoying the writing process, being inspired & having the ideas flow 

through you. This principle can be applied to any goal!  

 

    4.  E = Exercise  

There’s something to be said for exercising in the morning, even if it’s just a few 

minutes! This does not have to be a long hard workout. Even just 1 minute of jumping 

jacks can have significant benefits for your brain. 

 

     5.  R = Reading  

Hal suggests a few minutes of reading (something non-fiction for self growth) each 

morning. Leaders are readers; and studies show that successful people are readers – 

not for entertainment – but for edification – biographies, autobiographies, inspiration, 

education, etc.   

 

     6. S = Scribe 

AKA: Journaling. A lot of personal development experts say that the act of writing has a 

major effect on us. Some ideas about WHAT to write are:  writing down 3 things you’re 

grateful for, 3 things that would make today great, & 1 daily affirmation that you’re 

committed to doing/practicing that day in the morning; then in the evening write down 3 

awesome things that happened that day (can be super simple things!) & writing how you 

could have made that day better. You can follow these guidelines or journal whatever 

you want!  

 

As your MK mentor, I’d encourage you to add 3 important tools (as a leader on the rise) 

to your daily to-do’s for great time & emotional management:   



A.  A is for Accountability. If we don’t discipline ourselves today…someone else will 

discipline us for the rest of our lives.  Wouldn’t you prefer a mentor or a coach 

instead of a boss?  If you plan to be a leader, be accountable & check in with 

YOUR MK Director daily via text or vox with what happened yesterday & what’s 

planned for today.   

B.  B is for Blueprint.  You need a weekly & daily blueprint for success.  So prepare 

your 6 Most Important Things List BEFORE you go to bed at night; then review it 

in the morning after completing your Life SAVERS.  You develop your 6 MIT List 

for each day based Sunday’s Weekly Plan Sheet & your yearly, monthly, weekly 

goals.  THIS is your weekly & daily blueprint for success. 

C.  C is for Count them up – your parties; your sales, your shares, your new team 

members, your skin care customers, etc.   Count your daily & weekly income-

producing activities (use your monthly tracker, your skin care customer tracker & 

your weekly accomplishment sheet).  



Name Week of

    A -  1 skin care class/collection preview  (minimum $100 retail / 3 faces)
    B -  2 facials or on-the-go appointments  (minimum $100 retail / 3 faces)
    C -  2 new bookings
    D -  $100 retail in customer service, Web site or brochure sales
    E -  1 marketing tape follow up with questionnaire completed
    F -  1 team-building interview with questionnaire completed
    G -  1 guest to a unit meeting - stay for marketing presentation
    H -  7 new names and numbers
     I -  1 new team member

What's Your Goal:

1.  

2.  

3.  

1.  6.  11.  

2.  7.  12.  

3.  8.  13.  

4.  9.  14.  

5.  10.  15.  

Complete any 5 activities 
or 1 per day

Income-Producing Activities
Weekly Tracking Sheet for Consultants

Are you a part time 
Beauty Consultant?

Are you a full-time 
Beauty Consultant?

Did your activities support your goal this week?

The idea for this form was provided by Independent National Sales Director Bett Vernon

Complete any 15 activities 
or 3 per day

Do you want to earn the 
use of a car or be a Sales 

Director?

Complete any 10 activities 
or 2 per day

Do you want results from your Mary Kay business?
More Money?  Earn the use of a career car?  Independent Sales Director?

Then you'll want to concentrate on these income-producing activities on a weekly basis.

Part-Timers
IPAs Done

Full-Timers
IPAs Done

Car / Sales Director
IPAs Done

A variety of activitiies are suggested, but you'll want skin care classes / collection previews to be your 
first priority!

Submit this sheet along with your Weekly accomplishment Sheet and any other supporting material on 
a weekly basis.

In the spaces below, write the letter of each activity as you complete it.



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:



FEELINGS WHEEL 

1 NEW  INDEPENDENT 

 BEAUTY CONSULTANT 

 Attend success meetings. 

 Send positive feelings to the 
brain – ―I can do this!‖ 

2 FRUSTRATION 

 Cancellations 

 Obstacles 

 Friends that don’t book 

3 SHOCK 

 I can’t believe it! 

 I thought it would be so 
easy. 

4 DENIAL 

 Withdrawal 

 Procrastination 

 Avoid success meetings. 

 Cook — sleep a lot! 

5 FEAR 

 I can’t do it! 

 Maybe this isn’t for me. 

 Selling isn’t for me! 

6 ANGER — PART 1 

 Why didn’t they tell me? 

 I’m angry! 

 Blame everyone but yourself. 

7 ANGER — PART 2 

 You get angry at yourself. 

 Admit and recognize your feelings. 
You alone are responsible! 

8 LAST STAGE 

 Back to Stage 1 and stay there! 

 Be realistic! 

 Tell yourself, ―It’s not like me to 
NOT reach my goals and become 
discouraged.‖ 

EMOTIONAL  

CYCLE 



2+2+2 
CUSTOMER SERVICE & PCP 

 
…Establishing a LIFE LONG relationship with your customers: 
How well do you know someone that you only talk to or see once a year? Do you 
know them well enough to know their kids’ names, what they do for a living, their 
hobbies, major life events? Probably not! Establishing a life long relationship with 
your customers means you need to see or speak with them on a regular basis. 
 
Step 1: PRE-profile your skin care class guests!  Use the back of their profile to make 
notes of things like kids, work, etc. Add to this list every time you call your customer. 
 
Step 2: Learn their name quickly! At your parties, do your best to learn their 
names/faces ASAP! It feels good when someone remembers our name! 
 
Step 3: Have an approachable demeanor. Let your customers see that you are a 
REAL person, with real skin and a real life! Cut up with them, share a silly story 
about your skin care routine before MK, and show them that you are comfortable 
with their honest, and maybe silly questions. 
 
Step 4: ALWAYS FOLLOW UP!!!!!  
Follow up with: 

 Hostesses to thank them for hosting a class and to make sure they are happy 
with their product. You’ll also want to ask about referrals and what she 
thought of the MK opportunity after watching you (part of the 4-point 
recruiting plan) 

 Skin Care Class guests to ensure they are happy with their purchases and to 
schedule a follow up apt, if not scheduled at the class (2+2+2) 

 Current customers to see which products they may need to re-order and to 
schedule a time to show them the latest products 

 Potential customers within 24 hours of meeting them. If you gave them a 
sample, you’ll want to note what it was, and then ask for their opinion of it. 
Conclude by offering them a pampering session. Before I walk away I love to 
say, I promise I’ll call within the next 24-48 hours.  That way, even if I’m 
scared to call…I have to call them anyway because I’m a woman of my word.   
 

Sample Dialogue: Following up with potential customers 
 
“Hello _____________, this is ______________the Mary Kay Independent  
Beauty Consultant you met yesterday at ___________.  I really enjoyed meeting  
you. I’m calling to find out how you liked the (product) sample I gave you.  
Ask questions about the performance of the product. 
- How did your skin feel after using it?   
- What did you like the most about it?   
I really appreciate your feedback and would love to offer you a complimentary  
facial/pampering session so you could preview more of our fabulous skin care  



and color products.  It could be just you and me or if you have some friends join  
us, you could earn some free product.  Which works best for you this week or  
next?” 
 
2+2+2 
2 Days: this is BEST if she booked her follow-up appointment AND has turned it into 
a party & invited girlfriends to join her!  This is GUEST LIST day!!!  Call to get her 
guest list (I like to schedule a specific time I’ll be contacting her for her guest list 
before she leaves the indiv. Consultation @ the party AND offer her an additional 
prize if she contacts me first).   
 
If she DIDN’T book the follow up and/or turn it into a party; I call to follow up to 
make sure she has all her products, that she has started using them, and remembers 
HOW to use them. I like to say things like, are you LOVING your products?  Have any 
questions popped up about order of application, etc.?  And attempt at this point to 
schedule her follow appointment. 
 
2 Weeks: This is BEST if she booked her follow up appt and/or turned it into a party.  
IF that’s the case, it should be about 2 weeks & that’s my 2-week follow up – both 
that last-minute reconfirmation about her guests/product she’s earning AND the 
live face-to-face meeting at her follow-up/party. 
 
If she DIDN’T book the followup and/or turn it into a party; I call to make sure she is 
loving her products, and if there are any others she would like to purchase at this 
time.  
 
Sample Dialogue: Following up 2 weeks by phone: 
“Hi (customer name), this is your Mary Kay Independent Beauty Consultant.  I 
wanted to check in see that you’re LOVING your products and to see if  you wanted 
to add any items that are on your wish list.   
 
2 Months: It’s likely that she is running low on products.  
 
Sample Dialogue: Following up 2 months (this is if she booked/held a follow 
up and/or party or if she didn’t!   
“Hi (customer’s name), this is your Mary Kay Independent Beauty Consultant. First, I  
wanted to check in and see that you’re loving all the Mary Kay® products you have 
right now. Well great! Tell me, what you will soon be running low on. Wonderful, 
would you rather me deliver those things to you on my normal delivery day, or 
would you like to pick them up earlier in the week?  I bet you’d love to see our new 
______ line too!  I promise I will bring the new line to play with – just set aside a few 
extra minutes for some fun!!  If you love everything would you rather pay full price 
or get them for free or at a discount?  (If at a discount, ask if there’s any reason she 
wouldn’t want to invite a few girlfriends over to try the new line with her – it can be 
the gals at her first party that DIDN’T book a follow up and/or party…or gals that 



just have a limited amount of time – you can always book SKIN CARE as the follow 
up from this fun seasonal product panel or seasonal mini glamour party) 
 
 
Extras that will ALWAYS make your customer feel valued and important: 
 
Send her a Birthday & Anniversary card with coupon 
 
Send her a Christmas card 
 
Send a card when someone's sick, passed away, etc. 
 
Have one or two annual sales JUST for your customers AT MOST.  Keep it SPECIAL. 
 
Send her the Look book every two months using Preferred Customer Program.  
MK will notify you of the deadline on the 15th of the month approx every 2 
months.  WELL worth the approx 70 cents per customer!  The postage ALONE 
(not including the Look Book or free sample) would cost way more than 70 
cents.  This is simple to do @ www.marykayintouch.com under Business 
Tools/Preferred Customer program & ALWAYS provides a GREAT reason to 
follow up with a call after the Look Book goes out and have a convo much like 
above in the 2-month follow-up call.  There are always great follow-up 
dialogues listed in this section, too!   
 
Let her know when you have an event like a Spa Day or seasonal product panel, 
special makeover event like smokey eyes, nude lips, glamour workshop 
 
Deliver her products in cute packaging with a sample or two 
 
Offer her a gift with purchase (mini) with a purchase of $40 or $50 plus before tax 
 
Always speak highly of her to her friends 
 
Let her know you can help her shop for her family and friends 
 
Call her husband before their anniversary, birthday, Christmas with gift ideas 
(Or the santa she lists on her profile) 
  
Keep her on your MK newsletter email list for hot tips and new products 
 
Always always always CALL/follow up with the referrals she lists on the back of her 
profile or Fabulous Referral Sheet.  Do not let these women go uncontacted.   
 
If you think she’d be a great beauty consultant, don’t badger her but DO check in 
regularly to see if anything has “changed” in her situation & if now might be a good 
time to consider learning more about the MK opportunity 

http://www.marykayintouch.com/


Personal & Business Image  

 
Training by: Director in Qualification, Jeanette G. Cantu 

A. Noll Unit 

Dress for Success 
Exemplifying the Mary Kay Image 

The Power of Image 
IMAGE has the power to improve Self-esteem, Self-confidence and 
Credibility; improved performance and productivity; participation, and be better 
able to reflect authority, ability, and sensitivity to others, reaping the success 
that a professional image brings. 

 
“What you dress like on a daily basis is how you will feel on a DAILY basis…” 

“What YOU feel like on a daily basis is what your actions reflect on a daily basis.” 
 

Your Mary Kay business requires ACTION!  
Get dressed everyday to take ACTION!  

1. Personal Image: 
Grooming (Hair, Nails, Open toe shoes-have nice toes nails, etc.) 
Smoking – Guest/Consultants who don’t smoke may be sensitive to the smell; 
avoid smoking prior. 
Attitude - Body language, Integrity, Honest with yourself, Women of your word.  
Social network image (No negative comments, cursing, bashing or drama) 
No bashing MK at home with family – every business has problems but don’t 
be a negative Nellie! You family will love what you love and hate what you hate! 
Self branding 
Q: What makes YOU different from the competition?   
A:  IMAGE! What image are your projecting? 
 

“Remember, you are an Independent BEAUTY consultant; people come to YOU for 
advice on their beauty needs.” 

2. Business Image: 
Professional Positive Attitude – Golden Rule and RESPECT EACH OTHER 
and no negative stories with sister consultants nor Directors. 
Communication with your Director – Consistent communication is KEY for 
Success; ask questions! Communicate with your team as well.  
Online – emails, Facebook page, prompt responses and no negative comments 
Training etiquette – ATTENDENCE, be on time (do not rush in and make your 
job look hard, MK attire by level, hose only if required or use better judgment. 
Presentation & Organization – Skincare class supplies, tools and brochures need 
to be professional and neat (no dirty mirrors or brushes). 
Product presentation – product packaging and product delivery 
Customer service – How would you want to be treated? Follow up and 
follow through. 
Practice what your preach – wear the product and lead by example. 

“You are self employed, not Unemployed.” 
“You sell your IMAGE everyday…” 



 

FASHION ETIQUETTE 
 

 
1. Wear shoes that match or coordinate 
with business attire. Shoes should never 
be lighter than color of hemline. (Ex. Donʼt 
wear white shoes, white hose, and black 
skirt). 
2. Accentuate your attire with jewelry that 
compliments your business dress. Nice 
pair of ear- rings, necklace, bracelet, etc. 
3. Wear a hairstyle that compliments your 
facial features. Have you received a 
compliment recently? If not consider a 
different hair stylist. 
4. 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. 
 

MEETING ETIQUETTE 
 
 

1.  Always arrive 10 to 15 minutes early. 
(If you are not early, you are considered 
late.) 
2. Mary Kay attire should be worn to 
business events, meetings, etc. (Red 
Jackets wear red jacket, etc..) 
3. Try to bring guests to all events. They 
deserve it!  
4. Socializing with fellow consultants 
should be done before and/ or after 
meetings or events.  
5.Talking and disrupting the meetings 
(Including texting) is rude and 
disrespectful to the speaker and/ or 
Director.  
6. Electronic devices such as cellphones 
should be silenced during meetings and 
events. Excuse yourself completely before 
placing or answering a call. 
7. 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. 
8. Cheer and applaud in the same 
manner you would like others to applaud 
or cheer for you. 
 

 
 

Training by: Director in Qualification, Jeanette G. Cantu 
A. Noll Unit 


