
                                  How To Coach a Guest (to have the best experience possible!)  
 
Before the meeting or event: 
Do inform your guests ahead of time how everyone will be dressed and what to expect at the meeting 
or event.  Tell them, for instance, that everyone will be dressed professionally and that information 
about the opportunity will be shared.  (If they choose to dress casually, that’s their choice – at least they 
know; AND they won’t be surprised when we talk about the business opportunity!)  
 
Do pick up your guest, if possible, and personally drive them to the meeting or event. 
 
Do put Mary Kay on the back burner while in the car and spend time asking personal questions about 
your guests to see how Mary Kay can best meet their needs and build a relationship.  
 
Do have guests fill out a profile sheet before the meeting starts (IF this is a makeover event, especially!) 
 
Do introduce your guests to the Sales Director before the meeting or event and to as many other 
Consultants as possible, making them feel special and important – NOT uncomfortable ;). 
 
Do sit close to the front, if possible.   
 
Do let other Consultants introduce their guests to the Sales Director, also, before you talk to the Sales 
Director about other business.  In fact, an event with guests is not the best place to ask personal 
questions about your own business – it’s better to write down your questions & ask your recruiter or 
director in a setting (or on the phone) that gives them the opportunity to focus on responding.   
 
During the meeting or event: 
Don’t introduce your guests in a way that will make them feel uncomfortable. For example don’t say,  
“This is Nancy Jones, one of my customers. I sure hope she signs up tonight!” 
 
Do introduce them in a positive and affirming way. For example in front of a group/at front of room: 
I am so pleased to present Nancy Jones. Nancy was one of my very first hostesses, and she’s been using 
our products for more than two years - can’t you tell?  She has such a positive attitude and loves to look 
her best. Nancy, would you like to tell us a little bit about yourself? 
 
To your director/sister beauty consultant:  I’m so pleased to introduce you to Nancy.  Nancy was one of 
my very first hostesses, and she’s been using our products for more than two years – can’t you tell?  She 
has such a positive attitude and always looks her best... 
 
Do be prepared with one of these statements to use wherever appropriate when portions of the 
marketing plan are presented: 
• You already LOVE the product!  
• Do you realize how much you’ve spent with me this last year … (say this with a J)? 
• You totally owe it to yourself and your family; you deserve it... 
• There’s never been a better time to be a part of Mary Kay! 
• You have everything to gain and nothing to lose.  
• We would have so much fun together!  
• I would love for us to team up together!  
• We will support & encourage you every step of the way.  



After the meeting or event: 
Do bring your guests to your Sales Director so she can say goodbye before they leave… assess their 
interest in hearing more about the opportunity, ask about their decision, answer their questions…even 
book a pink-pillow follow-up call or a “tell me how we’re doing” call.  If our opportunity is not for them 
right now, she can even support you in just thanking each guest and perhaps booking a facial or party to 
be blessed with pampering & hostess credit!   
 
If you’re in your Red Jacket or it’s an especially large event and your director is unavailable, your director 
might have asked you to prepare to have end-of-the-event convos with your own guests.  If so, these are 
some of the questions I like to ask: 
So, Suzy, did you have a great time? 
What did you like the best? 
Have you ever thought of doing something like Mary Kay part-time for some extra cash?  (I especially 
like this exact sentence…and I get kind of breathlessly excited when I say it J))))))) 
Is there any reason we couldn’t get you started & get your starter kit on the way today (tonight)?   
 
(Know how to overcome objections – we have some great words on our website @ 
www.soarnationalarea.com under team building & leadership – they’re really just requests for solutions 
or more information.  Sometimes it’s hard for someone to see themselves being as successful as you 
because they’re looking at you TODAY – not the day BEFORE you said YES to being a #bossbabe;).  After 
overcoming those, ask again if there’s any reason she can’t get started today… 
 
If she can’t make a decision but she’s interested, ask her if she has any other questions you can answer 
for her to support her in making her decision.  Answer those.  Then ask her to take the pink-pillow test. 
For example:  “Suzy, I understand wanting to sleep on it/pray on it tonight.  I want to support you in 
making a great decision.  There’s a difference between sleeping on it and procrastinating.  Just so you 
don’t procrastinate…why don’t you take the pink-pillow test tonight; would that be okay?  The pink 
pillow test is just sleeping on it (You can even put this agreement under your pillow – the starter kit 
order form – I’m serious, I want to see it wrinkled tomorrow J) - and when you wake up tomorrow 
you’ll either be thinking about it or you won’t.  If you think about ANYTHING having to do with starting 
your own Mary Kay business – Pink Cadillacs, cash, trips, diamonds, friends, freebies, ½ price beauty – 
anything, don’t you think it’s worth 100 to see if it’s for you?  And, if you don’t think another thing about 
it, it’s probably not for you right now…and I’ll be honored for you to be my biggest cheerleader and best 
hostess.  Deal?  Okay!  What’s the best time to talk tomorrow – first thing in the morning – or maybe 
lunch time?  (Choose a specific time).  Okay.  I’m going to call you at that time!  I expect you to pick up – 
either answer is okay – I WOULD be honored to work alongside you making the world more beautiful 
and making your dreams come true – the ONLY answer that doesn’t serve us well is “I don’t know”…” 
 
Do save any questions you might PERSONALLY have for your Sales Director until after she’s said goodbye 
to all the guests (or better yet, in a private phone convo or text). 
 
Do ask your guests on the drive home if they had fun, what they liked, what appealed to them most and 
if they had any questions; then give them a team-building packet or a hostess packet (if they’re a “not 
right now”) so you’ve booked a party instead!  
 
Do text/call your Sales Director with 24 hours after the meeting to discuss your guest’s interest level. 

http://www.soarnationalarea.com/

