
Products:  Full Size Retail Products 
     TimeWise®  3-in-1 Cleanser (normal/dry) 

     TimeWise® 3-in-1 Cleanser (comb./oily) 

     TimeWise® Age-Fighting Moisturizer (normal/dry) 

     TimeWise® Age-Fighting Moisturizer (comb/oily) 

     TimeWise® Day Solution Sunscreen SPF 25 

     TimeWise® Night Solution 
     Mary Kay® Medium Coverage Foundation (11) 
            (Ivory, Beige, Bronze) 
     Oil-Free Eye Makeup Remover 
     MK Signature® Ultimate MascaraTM in Black 

    Tools: 
     Classic Look Cards, 6 pks./5; Disposable Sponge 

           Tip Applicator, 2 pks./15 (in Quick Zip Bag) 

     Mary Kay® Dual-Coverage Powder Foundation 

           Samplers, 3 pks./6 with Shade Selector Tool 

     Disposable Mascara Brush, 2 pks./15 

Become an Independent 
Mary Kay Beauty Consultant 

Your Starter Kit… 
    only a $100*
          investment 

                            * Plus applicable tax and shipping

First Steps Kit  
in the  

On the Go Tote: 
First Steps: Ideas to Get Your Business  
     Growing brochure 
Ready, Set, Sell! Inventory Options for 
      New Consultants brochure 

Blank business cards, pk./30 

Sales Tickets, pk./25 

The Look, pk./10 

Private Spa Collection TM  Satin Hands®  
     Pampering Set Samplers, 12 sets 

Business Tools: 
     Face Case, 4 (included in Quick Zip Bag) 

     Disposable trays, pk./30 

     Disposable face cloths, pk./30 

     Empty Quick Zip Bag (1) 

     Product Replacement Request Form 

     Consultant Education— Consultants Guide 

     Flip Chart 

     Skin Care Class Guide 

     Beauty Book,  3 pks./10 

     Customer profile, pk./50 

     Datebook 

     It’s Girl Time hostess brochure, pk./10 

     Team-building brochure, pk./6 

     Team-building CD 

     Independent Beauty Consultant Agreements 



Enriching W
om

en’s Lives... 

The M
a

ry Ka
y O

pportunity 
allow

s you to begin your  
ow

n business w
ith a 

flexible schedule, 
no quotas, 

no territories, 

unlim
ited earning potential, 

aw
ards and prizes, 
tax advantages, 

and
 best of all…

 
YO

U are the boss! 

S
ix Q

ualities of S
uccess 

W
hich apply to you? 

B
usy People 

 
 

      M
ore M

onth than M
oney 

D
on’t know lots of People 

      Family and O
thers O

riented 
N

ot the S
ales T

ype  
      D

ecision M
aker 

 
A

t least 3 out of 6 to make a successful C
onsultant. 

O
therwise, you’re better suited to be a T

alent S
cout! 

W
hat you can expect from

 classes and reorders after one year…
 

�
�

Each skin care class ranges from
 3-6 people w

ith an average of 4 attend
ing 

�
�

The average sales nationw
ide is $175 per class 

�
�

50%
 or m

ore w
ill buy the Basic Skin C

are (cleanser, m
oisturizer, and

 found
ation) 

�
�

W
e retain 85%

 of all our custom
ers 

�
�

The average custom
er reorders $157 per year 

3 A
ppointm

ents per W
eek 

$175 per appointm
ent x 3 d

ays 
 

 
$525 w

eekly sales 
 

 
$525 per w

eek x 50 w
eeks 

 
 

 
$26,250 annual sales 

 
 

255 custom
ers x $157 per year 

 
 

$40,035 annual reord
ers 

 
 

     * 6 new
 custom

ers a w
eek=300 custom

ers a year.  Retain 85%
= 255 custom

ers* 
Total sales w

ould be $66,285 
 

 
Your Total Profit  $33,142

2 A
ppointm

ents per W
eek 

$175 per appointm
ent x 2 d

ays 
 

 
$350 w

eekly sales 
 

 
$350 per w

eek x 50 w
eeks 

 
 

 
$17,500 annual sales 

 
 

170 custom
ers x $157 per year 

 
 

$26,690 annual reord
ers 

 
 

     * 4 new
 custom

ers a w
eek=200 custom

ers a year.  Retain 85%
= 170 custom

ers* 
Total sales w

ould be $44,190 
 

 
Your Total Profit  $22,095

1 A
ppointm

ent per W
eek 

$175 per appointm
ent x 1 d

ay 
 

 
$175 w

eekly sales 
 

 
$175 per w

eek x 50 w
eeks 

 
 

 
$8,750 annual sales 

 
 

85 custom
ers x $157 per year  

 
 

$13, 345 annual reord
ers 

 
 

     * 2 new
 custom

ers a w
eek=100 custom

ers a year.  Retain 85%
= 85 custom

ers* 
Total sales w

ould be $22,095 
 

 
Your Total Profit  $11,047

O
ther A

venues of Incom
e

�Facials– 1 or 2 people on lunch hours 
�Personalized A

ppointm
ents– Brid

es, Prom
s, etc. 

�Im
age Sem

inars & C
linics– held

 in a corporate setting 
�Executive G

ift Buying Service– O
ffice staff, birthd

ays 
�Preferred C

ustom
er M

ailings– Q
uarterly m

ailings 
�Dovetails– A

nother C
onsultant takes your place and 

 
pays 15%

  

M
anagem

ent
�1-3 Team

 M
em

bers– 4%
 com

m
ission on each order 

�4 + Team
 M

em
bers– 4%

 com
m

ission + $50 Bonus 
�5 + Team

 M
em

bers– 9-13%
 com

m
ission + $50 Bonus 

�C
ar Program

– W
hen you have a team

 of 12 or m
ore, 

 
you can earn the use of a Platinum

 Pontiac 
 

V
ibe w

ith taxes, license and tags paid! 


