
 

 

 Log on to InTouch for complete requirement information or ask your Director. 

YOU'RE GOING PLACES 

Costume Pearl 

Jewelry Set  

&  
a Ted Baker  

Bow Tote Bag! 

Debut as a Mary Kay Independent Sales Director  

from February 1, 2019, through January 1, 2020,  

and you will earn these fabulous rewards: 

And there’s more…Independent  

Sales Directors who debut a new  

first-line offspring during the promotion 

period will receive a gorgeous Ted 

Baker Bow Cross Body Bag.  



 Team Member  Active 

$225 w/s 
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Contact your Director about submitting your DIQ commitment form 
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Log on to www.MaryKayInTouch.com for complete contest information 

QUALIFICATIONS 
 

Qualify in 1, 2 or 3 months. 

 

24 total Active DIQ  

team members 

 

No qualified new personal  

team members 

 

$13,500 cumulative DIQ  

unit wholesale production 

 

$4,000 minimum DIQ unit  

wholesale production 

to remain in DIQ 

 

$3,000 maximum personal  

wholesale production 

 

You must be Active 

 

Monthly Team  Production 
 

   Month #1_________________ 
 

   Month #2_________________ 
 

   Month #3_________________ 

 
 TRACK YOUR WAY TO THE TOP  

*An active personal team member is one 

whose initial order with the Company is $225  

or more in wholesale Section 1 products, and  

is received and accepted by the Company 



 
 

 

 

You are the designer  
of your dreams.  

 

Nicole Miller is the  
designer of what you  
wear to achieve them.  

 

This is your year to  

SUIT UP! You are  
well-fashioned for a  

fabulous future! 
 

Believing in your infinite  
potential!  

 
#PowerOfPink  

#MyMKLife 



 

Plan for meeting DIQ Requirements 
There are many ways to meet the DIQ requirements, but the examples provided below have proven to be helpful. 

 Be committed to the decision of becoming a Sales Director and 
flexible in your approach. Get in high gear. Communicate with  
your team the goal of the month in regards to recruiting new team 
members and also in regards to the monthly production goal for the 
team. This is not the time for slow and steady, nor is it time to take a 
vacation! 
 

 This is time to MERGE with your DIQ team (lead by example)!  
How you ask, motivate them to set goals, educate and empower 
them to use the tools offered to them by the company, recognize 
them for their hard work and effort, guide them to the next level  
of their career path, and encourage them to success! 

 Motivation (What is your "Why") 
 Education (Empower them to use the tools the company  

provides them with – InTouch, CDs, videos) 
 Recognition (Gold medal, Star consultant, moved up a career 

path) 
 Guidance and (What’s the next step for advancement) 
 Encouragement! (Action makes everything happen) 

 

 Schedule a kickoff potluck dinner for your team members to help 
build esprit de corps. Let them know what it takes to become a unit 
and what they can do to help make it happen. Consult with your 
Independent Sales Director about any promotions you plan to run 
during your qualification period, such as Queen of Sharing and 
Queen of Sales and show your unit members any recognition items 
they can earn. Find out what their goals are and how you can help 
them achieve their goals. Let them know what your goal is and what 
you want to be known for during your qualification period, such as 
having the most red jacket Consultants, the most Star Consultants, the 
most Grand Achievers. If you’ve already chosen it, announce your 
new unit name at this time or you may want to solicit suggestions 
from your unit members. 
 

 Put up a goal poster, a BIG one, where you will see it every day. 
What fun it will be to track the Team progress together. Say five – 
ten positive affirmations per day, such as "I AM THE SOON TO BE 
SALES DIRECTOR AND SUCCESSFUL LEADER OF THE FUTURE 
CADILLAC UNIT" or "I love my growing unit." 
 

 Schedule a daily quiet time and listen to motivational CDs, audio 
clips or read something motivational every day, and reference 
Team Building University on Mary Kay InTouch®. 
 

 Check your organizational and time management 
skills. Delegate tasks that do not need to be done by you, such as 
housework, cooking, laundry and reorders. Get someone to help put 
packets together, deal with product, etc. 
 

 Stay away from negative people. They will drain your energy. 
 

 Shoot for a minimum of 3 + 3 + 3 per week: three skin care 
classes/parties, three team-building appointments and $300 retail 
in new sales and take your team members with you to your selling 
appointments! No time for one-on-one education. Let them learn 
while you earn. Facials are great fill-ins when a skin care class  
postpones. 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 Encourage your DIQ unit to team build with you. Be willing to 
recruit all 24 team members. You’ll more than likely find these new 
team members at your selling appointments. Set a team goal to 
earn a gold medal each month of your qualification period. 
 

 Always be the queen of bringing guests to the unit meeting.  
Be the queen of sales, interviews, facials, classes of the week. 
 

 Have inventory discussion materials, current product promotion 
information and Consultant order forms ready at all times.  
Discuss inventory options with new Beauty Consultants as soon as 
they’ve paid for their Starter Kit. 
 

 Be an abundant thinker. Shoot for 50 qualified team members. 
 

 If things aren’t going well, book a class. Mary Kay once said  
a booking a day takes the blues away, or simply call your Sales  
Director and talk to her. Never complain to any of your team  
members. 
 

 Help your team members be recruit-minded from Day One by: 
 Teaching them the importance of building a strong skin care 

customer base. 
 Help them book 10 classes w/in 10 days and advise that not 

all will hold (this will protect their hearts and impending success  
w/their new endeavor) 6 will book. She will secure some early 
wins and build consistency. It will create credibility for you. 

 Always carrying the Senior Consultant pin with you and  
promoting it often. 

 Explaining how to earn the use of a Career Car. 
 Promoting personal team commissions and the team-building 

bonuses as well as the red jacket and the Grand Achiever  
Program. 

 Setting up meetings for new team members their first month in 
business. 

 

 ABC's (Always Be Closing team members and personal  
prospects). Personally close and follow up on all of your team  
members' prospects. 
 

 Make three-minute calls to team members at the beginning of 
each week. Ask them what their goals are this week and how many 
guests they plan to bring to the unit meeting. 
 

 Encourage team members to increase their customer base. This is 
will help them keep their MK strong and will help meeting monthly 
production easier. 

 



To be a Director you will need to lead by example by being a Star consultant and have 10+  
8+ Active personal team members to submit DIQ.   See Mary Kay Intouch for complete details. 

I’m Committed: 6 New Bookings, 4-6 guests at events, $600 retail/week  

6 NEW Bookings 
(From Skin Care Parties, Warm Chatter, 
Referrals, Customer Phone Calls, etc). 

Name:         Date of Booking: 

________________________________/___________ 
________________________________/___________ 
________________________________/___________ 
________________________________/___________ 
________________________________/___________ 

Choose how to CREATE a  

$300+ retail week 

4-6 Guest Event 
 

Name:                Event           #Guests 

________________________/___________/_______ 
________________________/___________/_______ 
________________________/___________/_______ 
________________________/___________/_______ 
________________________/___________/_______ 
________________________/___________/_______ 
________________________/___________/_______ 

Share the opportunity  
Name:         How did you share? 
 

________________________________/___________ 
________________________________/___________ 
________________________________/___________ 
________________________________/___________ 
________________________________/___________ 
________________________________/___________ 
Face to Face, Phone call, Event, etc. 

Skin Care Class Facials 

Hostess     Sales 

_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
 

Total SCC: _________________________ 

Customer Re-orders 

Name     Sales 

_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
 

Total Re-orders:____________ 

Total Sales for the week: _____________     Weekly wholesale ordered: ____________ 

New active team members added this week: _____________  Total Active Team Members: ______________ 

Wholesale for this quarter: ______________     Wholesale needed to complete Star: _____________ 

Facials/On The Go appointments 

Name     Sales 

_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
_____________________________/_______ 
 

Total F/OTG:_______________________ 

 



Enjoy the 

Rewards! 

 

Get On-Target  
 

 Five or more active personal team members 
 

 $5,000 combined personal/team wholesale 
Section 1 production in a calendar month.  
 

 You must be active. 

GOAL 

Achieve $23,000 team production  
& 16 active personal team members 

Or choose the $425.00 
 Cash Compensation 

•1.5L Turbo 4-cylinder engine, automatic  
• Front wheel drive  
• Silver Ice Metallic Exterior with Jet Black Cloth 
Seating  
• Front bucket seats, Rear 60/40 split-folding seat  
• OnStar, 3 month plan with 4G LTE • Chevrolet 
Infotainment 3 System/ Radio with AM/FM (CD & 
SiriusXM NOT included), 8” color touch screen, 
Bluetooth audio streaming, Android Auto™ and 
Apple CarPlay™ compatibility, steering wheel 
mounted controls  
• 4-wheel antilock brakes, StabiliTrak  
• Rear Vision Camera  
• 10 standard air bags  
• Tire Pressure Monitor, Daytime Running Lamps  
• Cruise control  
• Wheels, 16" aluminum  
• Schedule Free Maintenance – Not Included  
• Est. mpg 29 city/36 Hwy  

 

 

 

 

 

 

Team Member #1 (Senior Consultant) 
 
_________________________ 

Team Member #2 
 
_________________________ 

Team Member #3 (Star Team Builder) 

 
_________________________ 

Team Member #4 
 
_________________________ 

Team Member #5 (Team Leader) 
 
_________________________ 

Team Member #6 
 
_________________________ 

Team Member #7 
 
_________________________ 

Team Member #8 (Future Sales Director) 

 
_________________________ 

Team Member #9 
 
_________________________ 

Team Member #10  
 
_________________________ 

Team Member #11 
 
_________________________ 

Team Member #12 
 
_________________________ 

Team Member #13 
 
_________________________ 

Team Member #14  
 
_________________________ 

Team Member #15 
 
_________________________ 

Team Member #16 
 
_________________________ 

 

 

MAKE THE PROMISE  
At Mary Kay, we’re taking the promise to always drive aware.  

It’s beautifully simple: Be a driving force to end distracted driving.  
Join us in the promise to drive aware.  

Snap a selfie and post it to Instagram with the hashtag 
#MKPinkySwear. We’ll add them to our photo wall.  

1st Month Wholesale 
 

Personal ____________ 
 

Team_____________ 
 
 

2nd Month Wholesale 
 

Personal ____________ 
 

Team_____________ 
 

3rd Month Wholesale 
 

Personal ____________ 
 

Team_____________ 

 
4th Month Wholesale 

 
Personal ____________ 

 
Team_____________ 



 

 How to Go On-Target and Stay On-Target for Grand Achiever 

 
1. ATTITUDE: Stay positive. Don’t let yourself believe  
for ONE MINUTE that you aren’t going to earn the car. Think 
about how much fun it’s going to be to drive up to your job 
where they call you “Miss Mary Kay” in your new car. 
 

2. TELL EVERYBODY: Tell EVERYBODY you know  
that you will be driving a career car beginning _______ date. 
You have to tell your friends, your family, your boss, recruits, 
potential recruits, hostesses, guests, other consultants, your 
director, and anybody else you talk to. You have to tell people 
this all of the time, and with utter conviction and assurance. When you tell everybody that you are winning a 
car, they’ll start asking you if you’ve picked it up yet. This will motivate you to meet production every month. 

 
3. LOOK AT THAT CAR A MILLION TIMES EVERY DAY:  Keep pictures of the car EVERYWHERE. 

Put one in the bathroom across from the toilet, one on the mirror where you put on makeup, one or two on 
the fridge, one on your dashboard, one in your date book, one at your job, one in your bedroom where you 
can see it while lying in the bed, one on your desk, etc. You have to see the car everywhere so it will be on 
your mind constantly. Out of sight, out of mind. Don’t let that happen. 

 
4. SET A GOAL FOR $5,000 PRODUCTION:  Tell yourself from the very beginning that car production 
is $6,000 or higher. Forget $5,000! If you set a goal of $6,000, you can still fall short and make production. 
Plus, your 13% checks will be great! 

 
5. BE WILLING TO DO WHATEVER IT TAKES TO MAKE IT HAPPEN: You will probably never order 
more inventory than in car production. You’ll be holding so many classes and selling so much product, you’ll 
have to. Build your inventory and SELL IT! Make the money through sales to make car production. 

 
6. TRACK YOUR PROGRESS: Either devise a tracking system of your own or use one that your director 
gives you. The point is that you have to SEE your production in ONE PLACE. You need to know what  
someone wants to order (high), what you think they’ll actually order (low), and what they in fact order 
(actual). Base your production on that low estimate and talk to your recruits like they’ll order the high 
amount, no problem. 

 
7. DON’T FORGET THAT YOU NEED 16 ACTIVE RECRUITS! Everybody concentrates on the  
dollars, but you have to have 16 ACTIVE recruits at the end of the 4 months also. It is easy to forget this, so 
keep telling yourself that you MUST recruit every month. New recruits keep you motivated, help production,  
and you won’t end up in your last month with only 9 qualified recruits. 

 
8. DON’T GIVE UP: Staying on-target for your car is going to require work and focus. There will be days 

when you want to say, “Forget this! It’s not worth it! My car is okay.” You may be disappointed because a 
team member said she was ordering $600 at the beginning of the month, and now she only orders $225. 
You will want to have one evening of peace and watch TV instead of calling recruits and potential recruits  
or holding a facial and a skin care class.  But, DO NOT GIVE UP!  Keep your eye on the prize!  
A Career Car or $425 each month!  Don’t let anything or anyone stop you.  

 
Earning the use of a company car will be UNBELIEVABLE, and the sense of accomplishment 
when you pick it up will feel AMAZING! You will do what others want to do, but won’t.  
AND...You will be one step closer to DIRECTORSHIP! 


