Closing the class
Table Close
After the skin care portion, ask :How does your face feel?” while smiling, nodding and feeling your face with the back of your hand“ Strongly recommend that they NOT break up the skin care since it’s formulated like a recipe or a prescription and they won’t get the same results. If they tried Day and Night solutions on different areas, have them compare sides and ask for results. Close” the Miracle set and Basic by reviewing features and benefits of each step and giving price by stating “basic is 54” & Miracle is 104 (not dollars) and saying how long it lasts. 

After doing dash out the door look or just cheeks and lips, romance the roll up bag and review all sets in your roll up bag & Set specials, offer $50 product referral for qualified consultant. Then do compliment time, Deal or No Deal, Name Game and start individual consultations. 

Individual consultation Closing Questions  Done privately with each guest, preferably in adjacent room. Have the “sparkler come 1st and bring her personalized roll up bag, profile card and the other guests’ cards too.
1. Did you have fun? Did you learn what you wanted about___?
2. Doesn’t your face feel great? (nod and smile, touching your face)
3. What did you like best about what you tried today?

4. If money were no object, which sets would you like to take home?

5. Now that we know what your heart wants, what sets would you like to get tonight/today?

6. For your follow up appointment (either a check up from the neck up” or a personal makeover session depending on the client), would a weekday or weekend work better for you? Book it! Or get at least a tentative date. 
Mary Kay Ash’s Correct Booking Approach

“_____, (name) at every show I always select a couple of people that I would most like to have as my future hostesses.  Today (say her name) I have selected you! Tell me (pause) is there any reason why when I come to do your check up facial you couldn’t have some of your friends join us  and your friend (current hostess name) will win one of those gifts( or products) she is so excited about?  I think you would be great!”  (Then BE QUIET and look into her right eye)

Practice Interview Script:

“____, Is there any reason why you couldn’t help me out with my management training? I need to learn how to share how we earn money in Mary Kay. Can you listen to this CD and then participate in a three way call with my Director so I can hear how she shares our marketing plan? The call will only last 30 minutes. Mary Kay may or may not be for you, but I really need your help in my training. I think you’d be great at this because____.(sincere reason and compliment). As a special thank you, I will give you one item at ½ off from your wish list after we talk.  What time of the day is best for me to reach you on the phone?”
Or give her the marketing call number and ask her to call in next 24-48 hours and set the time for you to follow up.
Key things to do while talking to her:
1. Get below her eye level 

2. Your two eyes look into her right eye

3. When you say her name, touch her on her arm/leg and nod your head yes!
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