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Great Start teambuilding
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Ready set Keep Selling

Notes:
___________________________________
___________________________________
___________________________________
___________________________________
___________________________________
___________________________________
___________________________________
___________________________________
___________________________________

__________

GREAT START KEEP SELLINGGREAT START KEEP SELLING



TRACK YOUR BUNDLESTRACK YOUR BUNDLES
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Utilize the Great Start App to
track your bundles earned

Download for Apple Download for Google Playstore

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Active Order = $225 wholesale ($450 retail)

Qualified Order = $600 personal wholesale all at once
or accumulated over your first 4 months of business



ACTIVITY STATUSACTIVITY STATUS
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________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________



TRACK YOUR SALESTRACK YOUR SALES
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Paper Sales Ticket

MyCustomers + app

Fi l l  out  Customer Informat ion on top
Add the i tems they order to l ines indiv idual ly
Total  up the retai l  pr ice of  their  i tems
Figure your Sales Tax ( for  your c i ty/state)
Apply any discounts
Figure a Grand Total  (Subtotal  + Tax -  d iscounts
( i f  any) = TOTAL

Digital Sales Ticket
Open My Customers + App
Tap the large + in the lower lef t  corner
Choose Customer (CDS order or From My Inventory)
Search for & select  i tems customer is order ing & add to
their  bag
Apply any order discount /  apply Sales Tax
Add Payment
Mark Complete

How to f i l l  out  a
Sales Ticket

How to process a
Personal  Websi te Order

How to process a
CDS Order



MY CUSTOMERS +MY CUSTOMERS +
Two main ways to keep track of your customers and their information:

 My Customers Plus App
 My Customers on InTouch

Both populate the same database, so you can work from either place and the
information will end up in the same spot.

You can do this at the time you are connecting with the customer, or you can use a
paper profile card and do it during office time.  When someone registers in the Mary
Kay app or on your website, their information will automatically populate in My
Customers.

Sales Tracking
You MUST track sales on your own.  Mary Kay does not track it for you, they do not
know how much you sold in a week, month, or year.  You will need this information for
tax purposes, so it's important to set up your system from the start.

Two main tasks for tracking sales
 Entering the order for your customer1.
 Entering the sale on your 60/40 sheet2.

Entering each order for your customers in done in My Customers as we just
discussed.  When you process an order that someone does online or in the app, it will
go there automatically.
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60/40 SPLIT60/40 SPLIT
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60/40 refers to the way the money is split.
          50% goes to repurchase product sold
          10% is saved for expenses (supplies, catalogs, PCP, workshop fees, postage, etc)
          40% is your profit that you pay yourself

Scan here for a
d ig ital  vers ion of

60/40 sheet



WEEKLY ACCOMPLISHMENTSWEEKLY ACCOMPLISHMENTS
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This shows you your activity for the week and helps your see the breakdown of your business and
your money.  When you enter orders in My Customers, it will automatically populate on your WAS.  
Then at the end of the week you have less work to do and can move through it quickly to submit to
your director.

How to enter
your Weekly

Accompl ishments :



WEEKLY ADMIN TASKSWEEKLY ADMIN TASKS

Let's  talk  money Page 9

Your Mary Kay is a business.  If you work in your office doing the paperwork type tasks that are
required each week, it does not become so overwhelming.  If you let things pile up and then try
to sort it out, you will get frustrated.

Office tasks:

 Customer data entry1.
 Sales tracking2.
 Weekly Accomplishment Sheet3.
 Filing4.
 Banking5.

Tools to Prepare
 Landing spot for MK paperwork (e.g. receipts, packing slips from orders, sales tickets or
profile cards if you use them)
Filing folders (Two 12 pocket accordion folders)
System for filing other papers (like training documents, scripts, handouts, etc.) - folders,
binder, whatever you prefer

Customer Data Entry

Tracking your customers is important for a number of reasons.

Having their address, phone, email allows you to communicate effectively with them.

It makes things easier at PCP enrollment times.

Having their birthday on file so you can celebrate them is great customer service.

Keeping notes about allergies, preferences, etc is a great way to ensure you give them the best
service.

Entering their purchases and their wish list and recommendations will help you with meeting
their product needs easily and quickly.



THIS WEEK'S 6-LISTTHIS WEEK'S 6-LIST
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Call the Hotline to fill yourself up
641-715-3900 access code: 673365#
Changes Monday-Friday around 10am CST

Booking Attempts - complete a bubble sheet
& send a pic to your director.

Get set up for success (Propay, Business Account,
Accordion file folders, landing spot... etc)

Identify and text your Director your WEEKLY SALES
GOAL

Track your Great Start Bundles - let your Director
know how far you are from your next bundle. (not in
great start? Let your Director know how far you are
from Q3 Star Status)

Book & Hold at least 1 training call with your
Director to continue earning your pearls


