
Set yourself up for Holiday Sales Success! 
 

How would you like to earn big bucks this holiday season? 
 
I love the holidays and I love doing things to make holiday shopping easier for my 
customers.  So I primarily focus on two avenues of getting in front of my customers for 
holiday shopping.  This of course is in addition to Holiday Beauty Experiences and Holiday 
Makeover appointments. 
 
The first thing I do is a Holiday Open House.   
It has been my experience that if you have a small customer base, you  might want to go in 
with a sister consultant and do an event together.  Discuss this with your director, but for 
my consultants who have less than 50 clients I invite them to participate in my open house 
and invite their customers. I personally have about 10-15% of the people I invite actually 
attend the open house, so if you have a customer base of less that 50, you would more likely 
have 5 people attend…it is a lot of work to prepare for an Open House to have 5 people 
attend. 
 
I do my Open House the same weekend every year. (The first weekend in November)  I send 
save the date postcards out the last day of September and I start calling to book 
appointments for my Open House by the middle of October. 
 
I offer a pre-open house buying opportunity to my guests who are planning to attend the 
open house.  They can only participate in the special pricing if they are attending.  I do NOT 
give them a discount, instead I offer something FREE with a purchase.  For example: with 
the purchase of a Miracle Set 3D I am offering for FREE their choice of foundation….with the 
purchase of a Repair Set I am offering a facial peel for FREE.  You can decide what you want 
to offer.  I used to mail the specials out to everyone, but now I give them the details of the 
specials when I call to get their RSVP.  I also send an email with the specials. And I will have 
a flyer made up that they will get as they arrive at the Open House. Again, the only way to 
receive the specials is to attend the Open House.  My goal is to get their personal skin care 
order prior to the Open House, and then when they come to the open house they are 
thinking about buying gifts.  I have their pre-open house orders already when they arrive, 
with a completed sales ticket.  I also like to collect their payment for their pre-open house 
purchase as they arrive at the open house.  Then that purchase is complete and they can not 
only just be thinking about who they need to buy gifts for, but the $$$ that they have spent 
on themselves is now at the back of their mind and they can think about their gift budget. 
 
The other thing that I do is something I called Holiday Bucks, for every $25 Retail a 
customer spends with me during the year they receive a Holiday Buck.  Each Holiday Buck is 
worth $3 to redeem only at my Open House.  You will need to come up with a system to 
track Holiday Bucks throughout the year.  I use a Software program that tracks it for me.  
When I call them to get their RSVP and schedule their time to attend, I let them know the 
value of their holiday bucks. It can add up to a lot for each customer.  My best customer has 
almost $500 that she can spend in Holiday Bucks if she comes to my Open House this year. 
 
Follow up, RSVP’s and setting appointments.  You need to call everyone.  I call them, then 
I text them.  As I mentioned earlier I start scheduling appointments starting the middle of 
October and then the entire week before the Open House I am reconfirming everyone. 



 
You need to have a goal for your Open House.  While I sell a lot, usually between $3,500 - 
$5000, one of my goals is to get new people to my Open House.  I want my customers to 
bring me people I do not know!  I offer a FULL SIZE product such as a Mascara, Eye Makeup 
Remover, full size hand cream, etc. for anyone who brings 2 guests. Everyone who attends 
will also get a gift for coming.  It could be a mini hand cream, a color card, some lipstick or 
lip gloss samples, charcoal mask.  Last year I went to Dollar Tree and bought their plastic 
travel bottles (they were 3 for $1) I split them and put two in a cello bag and that was one of 
my gifts.  Wrap the gifts up in a cute cello bag, put them in a basket and let people pick 
which gift they would like just for coming.  I also do door prize drawings throughout the 
day, everyone who comes gets a ticket, if they bring a guest they get an additional ticket 
(one for each guest they bring) for every $25 they spend (after their holiday bucks, they get 
another ticket)  They do not have to be present to win. I have them write their name on the 
back of the tickets rather than just relying on the number to make it easy to follow up. 
 
Decorate simply, yet tastefully.  I already have my Christmas tree up for my open house.  I 
usually use glass containers and put mini Christmas ornaments in them to coordinate with 
the color theme I am using.  For example one year I might have silver and gold, last year I 
had red and gold.  You will want to wrap your stocking stuffer type gifts up and have them 
in baskets around your house.  (items such as mascara, lip gloss, satin lips, hand cream, etc.) 
 
Set the mood with holiday music.  I also like the smell of hot apple cider, so that is one of the 
refreshments that I serve.  I keep my refreshments simple, I have coffee cake or breads in 
the morning and then my famous Taco Soup for those who come from noon on.  I will also 
have some holiday cookies and punch. 
 
Things to have in addition to the items already listed. 

• Look Books 
• Wish Lists 
• Who to shop for lists 
• Sales Tickets 
• Open House Specials 
• Ink Pens 
• Clip boards 
• Team building packets 
• Hostess Packets 
• Roll of double tickets and something to put the tickets in for the drawing. 
• Your fragrance samples, Satin Hands, Mint Bliss Energizing Lotion. 
• Color display trays with eye and cheek colors 
• Gift bags and tissue 
• Clip boards 

 
The second thing that I do to make holiday shopping easy for my clients is I do a Trunk 
Show.  That is I drive my car to their work or home and pop the trunk and it’s full of Mary 
Kay gifts. 
 
Tools that you will need: 

• I like to use either a black piece of cloth or white fluffy snow that you can buy at the 
craft store. 



• Battery operated lights 
• Baskets or wrapped boxes (I wrap the Mary Kay product boxes in Christmas paper) 

to use to display your gifts 
• Who to shop for list 
• Look Books 
• Sales Tickets 
• Calculator 
• Ink Pen 
• Team building packets 
• Hostess packets 
• Fragrance Samples 
• Gift Bags and tissue and tulle or ribbon and a pair of scissors  
• Clip Boards 

 
Tips to prepare for your Trunk Show.   

• Make it pretty.   
• Line the trunk of your car with black fabric or white fluffy snow. 
• You can tape the lights around the top of the trunk. 
• Use baskets or the wrapped boxes to put your gifts in.  Keep it organized and make it 

flow by price range.  Pack the boxes or baskets tight, so that when you take corners 
everything stays in place. 

• Have a box in your back seat with gift bags tissue and tulle, so you can put gifts 
purchased right into a gift bag and your customer does not have to worry about 
wrapping.  

• Play holiday music on your car stereo or phone 
 
Gift Sets for your trunk show.  I take gifts that are left over from my open house.  But if 
you are not having an open house, here are some tips in packaging.  Make several gifts in the 
under $25 price range.  Satin Hands hand cream in a pretty coffee mug or a pair of gloves 
can sell for about $15-18 depending on the cost of the mug or gloves.  Satin Lips (I buy a 
cute little pillow box that the satin hands fits in perfectly….I buy them from a vendor called 
Nashville Wraps) Lipstick, Lip gloss and Mascara make great stocking stuffers too.  Put a 
sticker on the bottom of the package with the color or type of mascara.  Our Body Care 
products also make great gifts.  I like to package a body wash and lotion together for $32 to 
$36 retail.  Of course you can never go wrong with Satin Hands at $36.  Have men’s shaving 
foam either wrapped in a cello bag or in a coffee mug for coffee and cream and I also like to 
have the Daily Facial Wash and Moisturizer put together as a gift set as well.  And lastly the 
Skinvigorate brush makes a great gift and have a few of the refill brushes wrapped for 
stocking stuffers.  Choose 6-8 gifts and make multiples of them.  Do not have a zillion 
different gifts.  You want to think like a retailer.  If you go to Dillard’s or Macy’s at Christmas 
they have multiples of a few different gift sets made up, that is what you want to do. 
 
What to wear.  I do believe in dressing in MK Fashion, but sometimes it is cold, so dress 
appropriately.  I like to wear a black dress and tights, flat black shoes and my MK Beauty 
Coat.  A lot of my friends add wearing a Santa hat. 
 
Who to contact…everyone.  Almost everyone shops at the holidays.  I like to call customers 
in a specific neighborhood and schedule as many appointments as possible.  When I call I 
say something like:  “Hi, this is Paula with Mary Kay.  I just want to share something that I 



do during the holidays to make shopping easier for my customers; do you have a quick 
minute?  What I do is a traveling trunk show.  I pop by your house and open my trunk and 
show you all the wonderful gift ideas I have for Christmas! I have something for everyone 
on your list, except little kids and the gifts start at just $12.  It’s just that simple.  I wrap all 
the gifts for you, it’s stress free, hassle free, no fighting the crowds at the mall and it would 
only take about 15 minutes.  I’ve got a couple appointments in your neighborhood on 
_________ and _________. Which would be better for you?  If you would like to invite a neighbor 
or two, I’ll give you 10% off per person that joins you.  Great!  I look forward to seeing you 
on ________ at ______.”  And by the way, are there any of your favorite Mary Kay products that 
you need and I can bring those, too? 
 
Book appointments about 30 minutes apart. 
 
If some of your customers work in an office, see if you can schedule over their lunch hour or 
after work.  Offer them hostess credit to invite their co-workers.   
 
Another great idea is to go to oil change places, tire stores, car dealerships.  I like to call 
ahead for car dealerships and talk to the Sales Manager to see if I can actually schedule a 
few times to pop in and set up in their conference room, so the salesmen can shop.  Men 
generally do not plan ahead when it comes to holiday shopping, so make it easy for them, 
too. 
 
Here’s to your best holiday selling season ever! 
 
Sr. Sales Director, Paula Moore 09/2018 
 
 
 
 

 
 


