Never thought that you would be the sales type?  Neither did the people that submitted the following selling tips.  So read these tips and be encouraged, as you find out that you are not alone, and never will be when you choose Mary Kay.

Recycle
I recycle old books by putting a sticker on the front that says, “For a current book, please call me at…”  This way, I recycle old books while keeping current books circulating.

Welcome to Mary Kay
When I notice we have new neighbors in the area, I leave a “Welcome” packet from Mary Kay.  This is usually a little hanging bag, the latest book, and a sample of some Satin Hands Hand Cream, along with a welcome note from me.  When they call to thank me, I usually get an order too!

Dollars and Scents
I keep a sample of Elige on a cotton square in with my money.  When I pay for something, it is amazing how many people ask why my money smells so good.  I offer them a sample, a book, and a business card.  I’ve gotten a lot of sales this way.

On the Move
When I moved to a new area, I stapled a note to my books that read, “If you already have a Mary Kay Consultant, call her.  If not, call me and I will be happy to serve you.”  This way, other consultants feel at ease knowing I won’t take their customers.  Plus it’s been very helpful to me and has made me lots of new friends that give great referrals!

Happy Birthday Sales
I keep a list of all my customers with their birthdays recorded next to their names.  I let them know that with any orders they place in the month of their birthday, they receive a 10% discount.  It has really helped increase my sales.

Everyone Loves Lollipops
I tape a lollipop to a couple of business cards and bring them (along with extras) with me when I go shopping, to the bank, or anywhere I will see people.  I give these cards to people I see with kids (if they have more than one kid, I give them enough lollipops for each child).  I also give them out to the cashiers.  I have gotten tons of customers this way.  

* If when you give the cards out the person seems interested, then always have a book ready to hand out and offer them a free facial!

Instant Demos at Parties
I brought a gift bag of products to a baby shower and gained ten prospective customers!  This also works at office parties and most social gatherings just use your good judgment.

Cash and Carry Baskets
I carry these cash and carry baskets with me everywhere I go, like to the Laundromat and the beauty shop.  I have found that this is a really good way to get rid of the old pink items.  I just put the items in this simply decorated basket and have a sign attached that says 40% off.  That way I get back what I paid for plus tax.  People really think that they are getting a good bargain!  It has really increased my sales from last year.

Discount Baskets
Whenever I go to deliver an order to a customer I carry a basket of discount items of products that I have in stock, usually things that other customers have ordered and changed their minds about later on.  I usually discount the items 10-20%.  I will also include Section 2 items like the small sized hand creams and lotions and sell them at cost.

Customer Newsletter
Every month I run a contest awarding a TimeWise set to person referring the most new customers.  This has given me at least five new customers every month!

Leave a Book
I leave books on the ATM machine in the local convenience store.  As a result I usually get one or two customers a month.

Birthday Discount
On customers’ birthdays, I offer a one time discount off the total sale that equals their age.  If they are turning 35, then they get 35% off their entire order for that month, not including taxes.

Wearing Perfume
When I was a new Mary Kay consultant, I was unsure how to get started.  But now everything is so easy.  I have found that if you wear a perfume sample to your child’s school, a ballgame, the park or just about anywhere, people notice the scent and tell you how good it smells.  Then I offer them a sample and a book and tell them to give me a call.  They usually want to order before the conversation is even over. 

Free Samples
I like to a give free sample with every order.  That way, customers are always tempted with something new, and I’m practically guaranteed future orders. 

Referral Bonus
I’ve established a referral bonus.  Each time one of my customers refers someone new to me, I credit their next order.  It’s a one time credit per referral and my customers love to see the credit on their receipt.  I have definitely gotten more customers this way!  (The credit is usually 0.50 per referral.)

Great $$$ Results
I’ve doubled my client list by creating a quarterly newsletter for my customers (which includes seasonal health/beauty tips, reminders of great offers, seasonal poems, and a word search which I create) and a sales flyer for every quarter.  Plus, I only need to print a few copies as most are deliverable via email.

Chew on This
When eating out at restaurants, I wrap my tip along with a business card and a Beauty book around a purse size tube of hand cream.  This has brought the many new customers, and recruits!  The recruits think of it as getting paid to eat!

Bowling for Dollars
I advertise on the score sheets (both regular open bowling and league sheets) at our local bowling alley.  The bowling alley owners are always looking for sponsors to advertise.  It’s a very minimal expense for one year’s worth of advertising.  Perhaps you can even offer a percentage off a customer’s first order with the mention of the ad.

Make it Personalize
I recently had some pencils made with Mary Kay written on them, along with my name, phone, and email address.  In big bold letters it also reads, “Consultants needed!”

Demo Days
About every three months, I hold a Demo Open House.  I offer 3-4 different classes – about an hour each – where the customers get to pick which classes interest them, and they have the opportunity to sample many of the products.

At the end of each class, I have a drawing for one of the demo products.  In all of my classes, most if not all, of the customers purchase as many as 3 of the products.  It’s a great idea for repeat orders, too.  Customers love to be able to see and use the products that work together.

Certificates Sell
Periodically, I offer all my customers this golden opportunity:  Bring me 3 new customers (verified by name and phone number) and they can win a Mary Kay Gift Certificate for products.  Plus, if a customer refers someone who signs up to be a consultant (proven by the agreement and their first order of $180 or more), then the referring customer automatically receives a gift certificate.  This offer works!  My customers love this and it’s really helped me to increase my sales and my unit.

Parking Lot Pockets
I attach a “Please take one” pocket and hang books and business cards on the window of my car when I park at malls or ball games or even the grocery store.  These work just as well as manually putting flyers on people’s windows!

Car Fresheners
A bottle of Belara perfume broke open and spilled on some inexpensive cardboard drink coasters I had just purchased.  I was upset at first, but then I realized how great the coasters absorbed the smell!  I punched holes in them and tied on a pretty ribbon.  With my next delivery I gave them out to my customers as car air fresheners.  It worked like a charm – almost every customer ordered the perfume!  (Also a good idea if you hang one in your car when you carpool!)

Day Care Opportunity
When I drop my child off at day care, I leave several books with a business card stapled to it on the desk for the parents and the staff.  Several have contacted me with orders.  This is a great way to gain new customers, and new friends.

Mary Kay Careers
I have two high school age girls and I asked them to put flyers up in their guidance counselors’ offices at school.  I received calls so far from other teenage girls who want to become Independent Consultants.  They are both 18 and are graduating in June.  I think they just made the best career choice of their lives!

Homeowners Meetings
When I attend my homeowners meetings in the subdivision where I live, I bring a slew of books with me, along with samples fragrance cards.  I mark the book with “Call me for a one on one consultation – Please take one” and place them on the table where we sign in.  I also include my name, address, and phone number on the back of the book.  I have received several orders that way!

Yard Sales
I like to go to “moving in” and “moving out” yard sales in my area.  If the sellers are new to the neighborhood, I introduce myself, give them a book and let them know that I sell Mary Kay.  If the sellers are moving out, I make note of the address and watch for new residents so that I can leave a book with a sample and my business card in a welcome packet.

Prize Customers and Referrals
I like to hold a drawing every other month and around special holidays.  Each of my customers receives one entry for their order, one entry for each additional customer order they bring to me, and one entry for each prospective recruit name they give me.  My customers enjoy the chance to win terrific products and prizes, and I get new customers and referrals.

Free Gift Wrapping
As a new consultant, I decided that to get off on the right foot, I could offer free gift wrapping for special occasions for purchases over a certain amount.  I created pretty little Mother’s Day cards on my computer to explain the deal and delivered them with my books and my orders.  I estimate that it increased my sales by $250 on special occasions.

Mary Kay Fragrances
I always wear Mary Kay fragrances so when I meet prospective customers I’m prepared.  I’ve gotten many new customers this way.  I recently met a woman who loved the scent that I was wearing that day and she immediately ordered two bottles of it.

Coffee Break Treat
Once a month, I create “Coffee Break” baskets for a few local businesses.  I put muffins, books, samples, and my business cards in each basket and deliver them early in the morning, before the first coffee break.  Business owners and employees love it, and it promotes goodwill and it’s great for business!

