
                                                           The Art of an Individual Consultation 
 
Remember this is one-on-one time with YOU, a professional ind. Beauty consultant, that each guest 
deserves.  She’s learned everything else at the table with everyone else.  She definitely deserves this 
time with you in private to talk about her needs, her questions, even her current financial situation as it 
pertains to what she wants to purchase, what she wants to earn for free as a hostess at her follow up 
AND her needs as it pertains to extra income from a business of her own!   
 
*Remember to mention the individual (or one-on-one) consultation during pre-profiling conversations 
and throughout the skin care party/experience, so they know that is what is expected after the 
party/experience is finished. 
 
*Throughout the class remember to mention “at your follow-up facial” or “glamour appointment” at 
least 7 times, so they also know that having a follow-up session is important and expected. Offering a 
ticket to the first person to raise their hand each time you say “follow-up facial” will make it fun and 
interactive! Having them choose their Glamour Makeover Look up front will also cause them to expect 
it!! 
 
*For their individual consultation have each guest bring you their Beauty Book, placemat, profile card, 
completed opinion poll, and sales ticket. 
 
There are three very important areas to cover: 
1. What SETS does she want to take home today? 
2. When is she holding her follow-up/glamour appt.; and is there any reason she couldn’t share it? 
3. Is the MK opportunity for her today; would she be willing receive more info & give you her opinion? 
 
*Ask them: 
1. Did you have a good time tonight? 
2. How does your skin feel? (Take your hand and touch your skin when you say this)  
3. What part of the TimeWise set did you like the best? 
4. Do you have any questions that I haven’t answered? 
5. I see that if money were no object, you choose the __________ set.  Would you like to go home with 
that today?  And what else?  And what else?  (She’ll let you know when she’s done!  You can also remind 
her about products that she loved…AND, if her pocketbook just won’t allow for purchases right now, 
book her follow up and help her EARN free or discounted products from you by being a great hostess! 
Serve her well!)  
 
*When you are looking at their profile card with them, look at the areas that they indicated they 
“needed help” with or want to learn more about. Let them know you’ll focus on those areas at her 
private session BEFORE her friends arrive at her follow-up appt.. 
 
*Confirm/Book the follow-up appointment: 
Be sure to only give her 2 choices when scheduling the follow-up: “would ______ or _______ be better 
for you? “ 
 
3 reasons why Mary Kay asked us to follow up: 
a. Make sure their product purchase is working to the best for their skin, You will be guaranteeing the 
product for the 100% satisfaction 



b. Color consultation, a glamour appointment that you will spend more time showing them “how to do” 
the colors that would be perfect for them (the one they picked at the beginning of the class or right 
now) 
c. Earn free or discounted product, “is there any reason why you couldn’t invite a few friends to your 
follow-up appt. and earn some free/discounted product? We would have a great time and your friends 
could give you their opinion about your new glamour look. How does that sound?” 
 
If she buys skin care... 
Is there any reason why you wouldn’t want to share your follow up session with a couple of friends? 
Makeovers are always more fun with girlfriends! (Wait for her to answer) 
She answers...”YES” 
Great, I hold appointments on ____ or ____, which works best for you? 
*Be sure to get the appointment in your date book at that moment. You can always let her know that it 
can be tentative, but because you both understand what is it like to be busy, it is good idea to at least 
get a date and time. 
She answers...”I don’t have time” or “I don’t have any friends” 
No problem. This is how I conduct my follow-up sessions. If you choose to share it with a couple of 
friends, I’ll come to your home for your convenience or you can come to mine. If you choose not to 
share it with a couple of friends, I offer individual follow-up sessions on ________ at __________ (either 
at your weekly success event, weekly makeover event, or a time you schedule at your home every week 
that you KNOW is a perfect appt time for you.  Gather all your follow up gals together that aren’t turning 
their follow ups into parties!). What works better for you? _________ (previously scheduled time) or 
your home or mine with a couple of friends? 
 
She answers...”Do I have to have a follow-up session?” 
You smile and say, “No, you don’t have to; AND our products are guaranteed, so I really recommend a 
follow-up facial and makeover so I can get back together with you and make sure you’re completely 
satisfied or exchange any products for you.” 
If she doesn’t buy the skin care... 
If you had the TimeWise set for little or no cost, would you use it? I have a really neat way for you to get 
it ,and I would love to tell you about it with your permission. (Share your VIP/hostess program, tell her a 
class only needs be 3+ people, including herself, who are over 18 and who do not already have a Mary 
Kay consultant) 
 
To Close (MK Opportunity)... 
Have you ever thought about doing something part-time for fun or for extra money? 
Mary, I really think that you would be good at what I do (tell her why). I have a recording (or video) I 
would like you to listen to. I will give you $10 in free product(or a free lipstick or eyeshadow?)  just for 
listening and letting me know what you think. Is there any reason why you can’t listen in the next 48 
hours to get your $10 in free product? Great! I’ll call you on ________ to see what you thought.   what 
time works best for you ______ or _____? 
OR 
Mary, as part of my education, I am in a challenge to have 3 people listen to this great recording this 
week and then do a 15-minute follow up call with my director. I know, Mary, you may not be interested 
in Mary Kay as a business opportunity; and that is ok.   Just by listening, you would be helping me with 
my education & my challenge. It would really help me out and I will give you $10 in free product just for 
listening to the recording and my director. Is there any reason why I can’t give you the number to listen 
on the way home tonight? 



OR 
Mary, have you ever considered doing something like Mary Kay part time for some extra money? I think 
you would be great because (share an authentic reason why you think SHE in particular would be great). 
I would love a chance to get your opinion about it; and, if it is not for you, then you could be a talent 
scout for me. Is there any reason you couldn’t listen to the facts about Mary Kay on a phone call with my 
director and let me know what you think? (wait for her answer) Great, will ________ or _________ work 
best for you?  ______ or ________?  (find out what 2 options work best and text your director to 
schedule a 3-way call or schedule her to watch our next Pink Possibilities event!) 
 
*Have your Hostess Packets and Team-Building Packets readily available during the consultation! 
Hostess Packet: 
3 Look Books 
3 Sales Tickets 
A Sample or two 
Hostess Brochure 
Team Building flier from Section 2 
 
Team-Building Packet: 
Starter Kit Order Form with YOUR name, consultant number & unit number on it   
Steps to Success Brochure from Section 2 
Your Listen for a Lipstick business card 
(Listen for a lipstick labels found under team building at www.jeanietamborello.com)  
 

http://www.jeanietamborello.com/

