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1. Booking is an attitude. Avoid negative thinking. 
The way you approach a customer changes based on your 
thoughts. Set yourself up for success by thinking that the 
customer will want to book, so you speak with confidence. 
When you believe you are a MASTER BOOKER, then 
booking will come across with an expectancy of a yes. “I 
can book anyone, anytime, anywhere when I want to hold 
an appointment.”

 2. Rejection is a lie. She is not rejecting YOU! If you 
offer her a piece of gum and she says no, are you offended? 
When you call or walk up to someone, you are 
interrupting her life at that moment. You have no idea 
what is happening, so don’t take it personally.

3. Put your business into perspective. It is just 
makeup. So, she may be too busy right now or she may 
put the needs of her family before pampering herself... so 
expect some postponements. Prepare for the 
postponements by overbooking, and you will succeed. 
Some will keep their appointments, some won’t, and some 
will another time.

4. Learn your scripts. The power of scripts is that once 
you learn what you are going to say then you can 
personalize it and customize it. The difference between a 
Consultant and a Salesperson is listening. No one will 
know you are using a script when you listen.

5. She has everything to gain! Think about it... she 
gets a free makeover with no obligation to buy. You pay for 
samples, plus you pamper her! She will always learn 
something new even if she goes home and uses what is in 
her drawer. When you realize that it’s all about HER... then 
you book everyone. Think about your business card as a 
$20 bill... how many will you give out today? Be bold! It’s 
for HER not YOU.

6. Hold the facial! When you book a party and all the 
guests cancel... hold the facial with her! And be sure to 
finish her pampering with an interview. When you are 
meeting someone for the first time, book the facial, then 
turn it into a class. Classes are great because they bring 
more bookings, more prospective recruits, higher sales and 
more future re-orders.

7. Make a booking list! Don’t leave it to your 
memory. Write down everyone you know -start with 
women first, but don’t forget that men know women. This 
is a great way to meet new friends. Mary Kay always said 
that a stranger is just a friend you haven’t gotten to know 
yet. Keep a spiral notebook just for booking names.

8. A confused mind does nothing! When you book, 

give her 2 options. “Do you want to get together during the 
day or evening? If she says day, then offer her your next 
available daytime appointment: ”I have this Tuesday at 10 
am or Wed at 1pm. Which works best for you? Don’t be 
available “whenever” because you are saying that you 
aren’t good enough to be busy.  Giving her two options will 
help narrow down the best time. If you are confused about 
your own schedule, use a weekly plan sheet and highlight 
when you can hold appointments, then work to fill them.

9. They aren’t that busy! You just haven’t given her 
enough information for her to say yes. Did you tell her 
there is no obligation to buy? It is a ton of fun and so 
pampering. She will learn so much about makeup and 
how to do the makeover herself so that she can duplicate 
the look. Ask her what she would like to learn more about 
with makeup or if she has specific skin needs.

10. They don’t book parties because they have had 
other parties. Have you had a kitchen, candles or jewelry 
party? They are all a lot of work for the hostess! Explain to 
her that “hosting a Mary Kay party is simple. All you need 
to do is call up 3-6 girlfriends and invite them over. Get 
some cookies and a coke because they will be too busy 
playing makeup. All you need to clean is a bathroom and 
the kitchen table or dining room table. I’ll do the rest! I’ll 
bring it all with me and deliver on-the-spot. It’s about 2 
hours.”

11. She wants to know “What’s In It For Me?!”  
Every women will fit anything into her busy schedule if 
she knows the personal benefits to HER! Parties = free 
products, fun with friends; she’s the Queen.

12. Get bookings from bookings! Don’t give her all 
the glamour at her first appointment so she will come back 
for more. Talk to her about her second appointment 
throughout her entire appointment. Be sure the hostess 
knows her credit for bookings, so she will help you get 
them before you leave. Expect everyone at a party to book 
for their follow-up facial, then turn the facial into a party. 
Get referrals by using the back of her profile then offer a 
gift. If you always leave every appointment with 2 
bookings you will always be in business!

13. Don’t book it if you won’t coach it. Coaching is 
about keeping her excited as your business partner. 
Pre-profiling will allow the guests to meet you over the 
phone before attending, so they are more comfortable even 
if you only get to leave a message. Coaching helps you find 
the recruit prospect and plant seeds with the hostess. 
Coaching WILL increase your sales!
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