GRIT WITH GRACE GOELZER AREA PRESENTS

g

A 4-week educational series designed to elevate you and your business!
FEBRUARY 10
FEBRUARY 17
FEBRUARY 24

MARCH 2

Presented live via YouTube on Monday Evenings.
Contact your Sales Director to join the nearest viewing hub.

\Bh

@

Session Times:
3:30-4:45 Alaska | 4:30-5:45 Pacific | 5:30-6:45 Mountain
6:30-7:45 Central | 7:30-8:45 Eastern

Exclusive challenges & recognition

based on your career path status!
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Be sure you are in the
-2E {Engage to Elevate} 2020

group on Facebook!

You will find the weekly video links there.



.&é ENGAGE TO ELEVATE

”TMW@WWW%{M@MWMWO/MJ”

-Mary Kay Ash
Dear Women of Excellence,

Your Sales Directors & | are so humbled, honored, and excited that you have committed your time, energy,
and heart into this 4 week Engage to Elevate course. | still remember my first advanced training course - |
was a new consultant & it was life-changing. | learned great business habits that have served me well
throughout my 20+ year career!

I believe that one of my jobs as your National Sales Director is to:
1.Inspire you to believe in yourself
2.Empower you to see beyond today
3.Challenge you to be the best version of yourself

Will this 4 week journey be easy? Probably not - but what is easy is seldom worth itl | pray that you are
willing, capable & ready to learn, grow & work to change your life and the lives of the people God has
entrusted to youl

Here are some suggestions to make your Engage to Elevate experience INCREDIBLE!

e QOur sessions will begin right at 3:30 Alaska | 4:30 Pacific | 5:30 Mountain | 6:30 Central | 7:30 Eastern.
Plan on being at your viewing hub or computer (or other device) a few minutes beforehand so that you
have clicked the video link & are ready to gol!

e Show up each week and EVERY day with a positive attitude of EXPECTANCY, knowing that you are in
the RIGHT place. Do not take anything personally. It is your job to receive the information on your end
from the place it was intended - with LOVE, the desire to see you grow, and for YOUR BEST FUTURE!

e Have your snacks and drinks by your side so you don't miss a thing!

e Get caffeinated. I know it's a long session. You will be sitting for 75 minutes straight. We need you
awake, alert, and giving us feedback! Post to our Engage to Elevate Facebook group as we go along!
We love to hear your A-ha's therel

e Technical difficulties do happen despite our best efforts. If something were to disconnect the link
please pay attention to the Facebook group for a new link or instructions.

e Please make sure that you are in the E2E {Engage to Elevate} 2020 Facebook Group - this link has been
emailed to the address you provided upon registration. If you are having trouble accessing the group -
please reach out to your Sales Director. This group is the main way that we will interact. If you don't have
Facebook - GET IT:) »**The viewing link will change each week and the "Announcement’ post of the
Facebook Group is where you will find it 8 hours prior to each session.

e |f you have children, please get coverage so your attention is not divided & you can receive what you
need. Yes, even angel children :)

* You won't need a notebook - you can take notes right here in this workbook!

¢ Permy National Sales Director Agreement, PLEASE DO NOT RECORD ME IN ANY WAY. Snapping
photos of me online is great (so long as you make me look fabulous!) We will have recordings and
scripts that we go over made available to you.
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Last but not least, know from the bottom of our hearts that when we do this 4-week series,
we are committed to your success. We don't give 100% - we give it 3000%! We will be doing
everything necessary to ensure that you are supported, encouraged, and trained. We will
read every Facebook Post, Voucher Sheet, and we will put off other things in order to do
THIS thing!

WWZ&W@MMW?gWW%W7

Your Sales Directors are willing to give you THEIR ALL. Would you thank them- not with your
words - but instead by giving YOUR BUSINESS (which really affects YOUR FAMILY & THE
LEGACY YOU LEAVE YOUR CHILDREN) your ALL? God has given us all the ability to do
great things with our lives - so let's DO IT!

The highest compliment you could ever give us would be for us to see you at Seminar in a
BETTER place because you went ALL IN with this program! SNSD Pamela Shaw once said
"You can start a diet in the middle of a bag of potato chips!" It's so truel It's time to do this for
YOU!I

'm excited to partner with you as we race towards YOUR SUCCESS (and your Red Jacket ...
Career Car ... Directorship ... or whatever is your heart's desirel)

Love & Belief in you,
Heidy Dpeloer ¢ T he il wilth Grace Grebaer Divectory

-




&g MEET NSD HEIDI GOELZER

Heidi became an Independent Beauty Consultant in July of 1997, After her
husband Christopher, a Lutheran pastor, graduated from the seminary she
made the decision to quit her teaching job to stay home with her two small
children and live on LOVE. Heidi quickly realized that she wasn't good at
staying home, as she did not like to cook, clean, decorate, and do all the things
expected when one stays home.

Heidi was reluctant to start her business because she had never sold anything
before, but she was excited to have some adult time. From a $7 first party, she
went on to earn the use of her first Career Car 10 months later. Heidi realized
that anyone could be successful in Mary Kay if they were willing to do the
work. She went onto debut as an Independent Sales Director in 1998 and as a
National Sales Director in 2012.

Some of her career highlights include:

Heidihas earned 9 cars - 7 of them being the prestigious Pink Cadillac

She has completed the National Court of Sales

Heidi's unit was #1 in the state of WI

She has lead her unit to complete the:

o $300,000 Unit Club

o $350,000 Unit Club

o $450,000 Unit Club

o $500,000 Unit Club 4 times

o $650,000 Unit Club 4 times

e Asa Sales Director, Heidi earned Top Director Trips 4 times, traveling to
Greece, Sweden, Spain & Maui

e She hasbeen a STAR Consultant every quarter but 1 until debuting as a
NSD

e She has been on NSD Trips to Beijing, Maui, London, Portugal, Spain,
Argentina, Roma & the French Rivera

e She taught the new NSDs from around the world at New NSD Scholar
Week



&é MEET NSD HEIDI GOELZER

In addition to the all-expense paid trips from Mary Kay, Heidi and Christopher
had an opportunity of a lifetime to take Christopher's parents to Paris, fulfilling a
life-long dream of her Mother-in-law. She has also earned through her Mary
Kay business a trip for her husband and son to hunt in the Arctic Circle, trips to
Disney World, Virginia Beach, and Alaska 4 times for her family.

The Goelzer Area has achieved the Gold Circle three times.

Heidiis married to Christopher, a Lutheran pastor, and they have 4 fabulous
children:
o Charis whois 25 and the youngest Sales Director to debut in her
National Area (married to Paul, they have our first grandchild - THEO)
o Nathanael whois 23 (married to Mady)
o Anastasia whois 17
o Gabrielwhois 10

Heidi loves that God has given her the Mary Kay Opportunity and the
blessing to lead the Grit with Grace Goelzer National Area where we
empower women to grow SPIRITUALLY, EMOTIONALLY, &
FINANCIALLY.
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OVERVIEW OF E2E

LEAD GENERATING






THE GOAL OF {E2E]}
2

The purpose of these Engage to Elevate sessions is to
1.Supportyou inwinningthe _ of this

business: realizing that you are notaloneinthe .~
you are thinking/feeling.

George M Adams

"Encouragement is for the soul." -

2. Discover your behind the activities of this business.

"When you know your - you will no

longerask ___________ . - ENSD Pamela Waldrop Shaw
3. Bethoroughly ... withthe = to build a
sustainable, business.
- without .~ ismerelya ____________
____________ without _________justpassesthe _________
______________ with__________changesthe __________"
-Joel Baker






LEADS - LIMITING BELIEF

____________________________________ are those which constrain usin
some way. Just by believing them, we do not think, do, or say the things that
they inhibit. And in doing so we impoverish our lives.

New friends come from 3 main large pools of contacts:

1.From our bookings & customers

Our minimum goal should be around new friends each week.

We must begin with addressing the
behavior.

that control our

Remind Yourself:

1

> o AW N

S ——
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3 Step Limiting Belief Exercise

NOTES:




&g LEADS - LIMITING BELIEF

Group Exercise
1.Name the limiting belief.

| can't make new friends (generate leads) for my business because

2. Release the Belief by making a decision about it & separating the thought
from yourself
Say aloud "'am now in control of this thought instead of this thought
controlling me. {insert belief from # 1} will not dictate my future. I release this
thought from having a hold on my behaviors and my dreams.”

3. Replace it with a Power Thought.
Make sure it is Personal, Positive & Present Tense
(suggestions to get started: write the opposite of your LB, ask yourself "How
can 1?""Where does my help come from?" "l can easily ...)

>Turn to your neighbor and share all three parts of this exercise aloud with her.
What does your neighbor believe about you? The limiting belief you had? or
the new Replacement Power Thought?

>Add this new replacement power thought to the front of your datebook and
read aloud when you feel your limiting beliefs creeping back in.
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NOTES:
_______________ VS
_____________________ is defined as latent qualities or abilities that may be
developedandleadto ______________ successor .
_____________________ is doing what you can, where you are, with what you
have

Release your limiting beliefs & LIVE IN
POWERFUL 100% CAPACITY TODAY!



L EADS - THE WHY
P DS THEWHY

List 5 reasons why you believe generating leads is important in your
business:

1.

2
3
4,
5

Take a few minutes to list the reasons that are keeping YOU from
generating leads:

Why is generating leads important in your business?
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P DS THEWHY

Let's dive in deeper:

o New leads can become a new customer or consultant on your team.
e New Faces & New Business Opportunity

o New Faces are a to a new

———

o Thenew friendshipcanleadtoa _______ _______________ . Thisone
new customercanknow ___ of people in which they
can_____ o you

ofhis_ . can open the door to

for your business if she

decidesto .~~~ . This one new face
canbevyour ____ or
o This___ canchange .

© IN your business

o Generating leads creates In your business and

gives you to work with.



L EADS - THE WHY
P DS THEWHY

Lead Generation Quotes that will change your

S each customerwiththe of him or her solve a
___________________ or._........__ _agoa,notof_ ...
or service."

-Brian Tracy

'fyouarenot . of your customer,your . will"

-Bob Hooey

"You don't need a big close as many sales reps believe. You

you save all the stuff for the . Keep the customer

'mMakea oo nota !
-Katherine Barchetti
"fyouarenotmoving . towhat . insales(_______ )

you probably aren't doing

-Jack Canfield

yourself

-Omar Periu




LEADS - THE HOW
Eal

What if you could transform her life?

Here's how to make Lead Generation work for youl

1.Consistency- improves your skills
2.Volume - be willingtoworkwith .. to get your desired results
3. Accountability - tellsomeone youre goingtodoand . you're going to do it.
Lead Generating Idea: Supplies Needed:
Goody Bags / Flowers (real/wooden)
Entry Slips
Pens

Vases, Entry slips, pens, sign washi
tape/tulle, fake rocks (optional)

Goody Bags / flowers (real/wooden)
entry slips
pens

Watch me role play each situation and take notes on what you see, hear, & observe!

Honoring Women Working Facial Vases Booking restaurant Conducting Restaurant
appreciation: appreciation




iz

Your Turn!

e Pick one of these ideas and role play it with your neighbor

e Pull out your calendar and plan out this week when you will lead generate

e Ask each other what other ideas they have found to be fun and successful ways to meet
new people or variations of what was shared|

Honoring Working
Women:

Hey! We are honoring ladies
that are working today. Are
you working? ;) You get a
rose! Which color do you
want? How many ladies
work here? We can give
them roses tool We are also
giving away pampering
sessions, so you can enter
for them right here! (Start
conversation while she fills
out the entry slip - build
connection)

Facial Vases:

Hil am giving away 100
pampering sessions this
month! Can | leave this here
for ladies to enter to receive
them?

Awesome! | will be backin a
week to check and see who
has entered. Oh, and how
many women work here? [l
bring a gift for them when |
come back. Thank youl

LEADS - THE HOW

At the Customer
Appreciation:

Welcome to (place)! Tonight
is Women's Celebration
Night so you get a rosel
Which color do you want?

We are also doing a drawing
for a gift card to (place) and
MK pampering packagesl!

Booking the Customer Appreciation:

Hil May | speak with the manager or owner please?

Hello, 'm (name) and I'm a local business owner with Mary Kay! | am
looking to partner with (Stores/restaurants) in the area and do
Women's Celebration Nights! Have you heard of them before?

What | dois honor the women that come inl | stand right outside and
give each woman a rose and they can also enter my drawing! | give
away a gift card to your business which | purchased and i also give
away MK prizes like pampering sessions and free product. When do

you think would be a good day for me to come in?






RESOURCES
M.

FOR RESOURCES VISIT OUR AREA WEBSITE:

www.heidigoelzer.com

Click on:

Resources
--> Lead Box Sign & Entry Slips

Education
--> Booking & Coaching

Miscellaneous Resources:
Facial Jars - Dollar Store
Clipboard for Restaurant promos - Dollar Store
Roses - www.woodenroseusa.com

+*xBe sure to check the files of the E2E Facebook Group to access
even more resources shared by your E2E Teachers!
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BOOKING

RECAP OF WEEK 1

RECOGNITION






&é BOOKING - LIMITING BELIEF

Why do you even want to bother getting bookings anyway?

What do you tell yourself about bookings? Be honest - how does needing to
book appointments make you feel?

What do you want to believe about bookings? How do you want to feel when
you sit down to make booking calls?




&é BOOKING - LIMITING BELIEF

What if bookings came easily to you? What if your calendar was full - you were
double booked! How would you feel about bookings then?

Write your power statement about how you will think and feel about booking
this week, and share it at your hub.




.&é BOOKING - THE WHY

Mary Kay Ash would teach that the number of bookings you have on your
datebook directly correlates to how committed you are to your business.

For Example:

fyouhave ___________ bookings on your books, youare _______ committed
fyouhave ___ bookings on your books, youare ~ committed
fyouhave bookings on your books, youare committed

When you run out of bookings, you run out of business because literally
everything comes from parties and facials.

| - you should be getting at least 50% to rebook with you.
So if you have a party of 8, expect that 4 will re-book!
2 - Mary Kay Ash taught that there is one new beauty

consultant at every appointment.
- this is so KEY and crucial to your business!!!

________________ - SKIN CARE! This is your repeat business and your
customers will come back for yearsl|




.&é BOOKING - THE WHY

When you are booking, be sure to only give two options at a time

This will not only make it easier, but then you look more professional. If you
were to call up a dentist to book a teeth cleaning, wouldn't you be super
shocked if the receptionist said 'come on in, we have nothing booked"? That
would and should be very alarming! You want a dentist that has control of their
schedule and doesn't seem desperate for business.

Practice your words for booking a facial or party.

How committed are you to your business? | hope we are all at 100%!



_ P BOOKING - THE HOW

People canhearyour ____ through the phonel
Llearntoworkthe
This business is and then

S —— —_———

Have your




BOOKING - THE HOW

Referrals...
From your Customer Profile

Day 1: R1 (Referral)

-
IDar'hRE

If she answers the call...

Hi___ e 50 ghad | was abile 10 reach youl This s ___ with MK You dont know me, but I a friand of ___)
She and | had gotten together for g MK parmpenng session and she koved it so rruch she thought wou woukd ke
one for fres as well a3 a gift from herl st that awesome?1? Have you experienced MK betore? __flincludes a
deep cleansing and antl aging instructional facial, a hand and lip exfoliation treatment, and a perfect color match
for wour foundaticn! fm so excited far youl what wiould seork bettar for woa? weekday or weekand? (keep ghing
2 choicas uritil its narfovved downl Graat! Hare's my addrass|
Just 3 couple quick questions foryou., 1-15 your skin mane nemal 1o dry or combination 0 cily? 2-Doyou have
any skin concers you woulkd ke me o address? 301 be putting together a litle goody bag of samples foryou
to fake home Wiould you prafer skin care or cosmetic samples? Greatl I'm so excitad for vour pamparing sassion
on {date & timel at location)!

Fael free 1o invite a fiend or taa 1o join! 102 free for them, too, but wou ane the onby one o get the frea gift from
wour friend, _____|
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Hosless

Hostess:

Address:

$ Partf Date & Time:

C h'ﬂﬂkliﬁt Phone Number:

Hostess Plan:

A PARTY WORTH DOOEIRG i & PARTY
WORTH CORCHMIMG"

FACIAL

IMMEDIATELY AFTER BOOKIMNG

Begin to pre-profile live. on phone. or wia text
Haye you used ME before? ¥ ]

Is your skin ypa bast dascribed as_.7?
Dry  Mormal  Combination ik

D yomu have ary skin concems thak you vould like
i b addresst

Lastly. will be putting togpether a Btthe goady bag of
sarriplas for poul Would you prefer..?
Skincare  Cosmatics

Bail & Handwritten Thank You Card
Martha, thank you s much again for belping me
raach Fry goal ) just Knew | eauld caunt an yeul
Youve always been such a great friend. Sea you
Thursday at &30 pm!
=% Mielizsa

A COUPLE DAYS BEFORE THE FACIAL

Taxi Feminder

A I|q|||!

AFTER THE PARTY

Mall & Hamdwritten Thank You Card
Martha, thank you =0 much again for helping me reach
my 50 faces goal and kick start my business! | had &
Blagt recammessting with yau Can't waik be ey
again neat Saturday @ 2 pm and your friards will ke
It as mwch as you ded!
=5 Melissa

GUEST TO AN EVENT

IMMEDIATELY AFTER BOOKING

Taxt Rarmindar

Ml & Hamdwveritten Thank You Cand
Miartha! 1T was o nice to meet you on Saturday!!
Thank you for trusting me with your skincane
raisting, . (L meand & o1 bo e, | ust Ko you'ne
grelrvg o Tall b lowe with aur Mary Kay Products. ) 'm

encibed to hawe you as my guest of hanor rat

Monday at Studio Fink! I'm excited to see you with
werar ry Calar 100 leak!
oF Malissa

A COUPLE DAYS BEFORE THE EVENT

AFTER THE EVENT

Mail a Mandwritten Thank You Card
Farthal Thank you again Tor Beng my guest af
honor at Swdbe Pink! i so excited for pour follow up
party rext veeek! In the meanteme | ook forward o
servicing you with all the prodwcts you now lowe? Sa
ghad you waon the ralfle ard Can't wait 1o see all you
BAFT al Yol party mext Wkl
<3 Malissa
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Hostess
& Party
Checklist

Hostess: Address:

Date & Time:

Phone Number: Hostess Flan:

GUEST TO A PARTY

IMMEDIATELY AFTER BOOKING

HOSTESS

IMMEDIATELY AFTER BOOKING

Mall a Handwritten Thank ¥You Cand
Sarah, thank you so mwch again for belping me
reach my 50 faces goal and kick start my business! |

Text Invite Picture and Pre-Profile Her
Hi! Thiis is Melizsa and we are both friends with Sarah

had & Blast reconnecting with you! | Can't wait to see
o AgAin rext Satunday at 2 pm and your friends will
lewe it as much as you did
<3 Mallssa

Text Reminder for Guest List
Hi Sarakt Quick rermindsr to send me any friends that
WarERAT an yous onginal gueest list for your fallaw up
naat waakd &
(taxt pic of howw b get tha rrast for frea)

EVERY COUPLE OF DAYS

W pdartis
[Send her updates a3 peopde mvp! If no ane has

REVPed send the message below.)

Hiry Sarah! | haven't heard Trom argans o your
guest list yat. i Have they been ASVRIng to you
Irestmad? &

THE DAY BEFORE THE PARTY

Good morning! | can't wait to see how much more
free stuff you can get tomonnow?!

@ Rememiber if you wind up with 6 guests, you get a
FREE Satin Hands set! I'm prepped for you glis &

1 you get 2 beakings, you get ta choase & fce
brish of Frakedp brush sat!

8 1f you have any cutside ordaers, you gat HALF back
for FREE! Your peeps can onder right frorm my site at
wwss marykay.comymelissa noyoe

THE DAY AFTER THE PARTY

Mail a handvwritten thank you card.

Sarah, you are the best hastoss aver! 'What a
wonderful time | kad in your beautiful home while
getting to know your friends and family® Thank you

T gharing thedm with e What spectacular wormen|

I truly appreciate you!
<% Melizsa

Milber s this Ashley®

fonce she responds)

Hi Ashley! Sarak 1oy you are coming to her
pampering sessicn Saturday night at &50pm @ I=
that Fight If yes. bext back RSV ard 19 get yeur

goodie bag fram me!

W she says “na”
Ha worried! | sctuslly
have sorme gift cards
saved for those who
CANL Lo Tor your auwn
EampEring sessicn! Yau
can have ona® B Have
you experienced Mary
Kay balora?

(fallow up ard ook Rer

a5 & rehesral |

I sk says “pos™
Thank yau fer ASVPRG |
arm 50 eacited b rresat
with you IF you 6l owt
thiis Tanmm, i will halg ris
clsbormine your
aiparianca for you!
httpsforms.gle/Dpaxa
ExuRFmTuyWEE

[check in with her every
oifiar day until googla
farm is complated]

THE DAY BEFORE THE PARTY

Hi Ashiey? Happy Friday® I Can't wait to mest you
Eomoeroey at 630 at Sarah's home! 5o excibed! W

(sand a pic of har goody bag wiapped up cutely)

THE DAY AFTER THE PARTY

Hail & handwritten thank you card to all guests,
Ashilay! It was 50 nics 18 mest you an Saturdayl)
Thank you for trusting me with your skincara

routing.. it means a kot to rme. | just onow you're

going to Fall in bove with cur Mary Kay Products. 11

am 0 leaking frwand o your Ind sppeintreent an
Thursday at 6304 | truly appreciat youl
<3 Melissa
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What to put in each gift?

¢ abusiness card

¢ asample based off their google form answer.
 either skin care (microdermabrasion, charcoal mask, or facial peel)
e or cosmetic (2-3 eyeshadows and a blush)

e a mini mascara (if they watched the video)

*Pro Tip: | mark the swoosh under their name with either one tick mark or two based off of their skin
type. Combo to oily skin gets 2 tick marks (purple is 2 sylables). Normal to dry gets 1 tick mark (pink is

1 syllable). Easy to remember. =










RESOURCES
M.

FOR RESOURCES VISIT OUR AREA WEBSITE:

www.heidigoelzer.com
Click on:

New Consultant
-->Pink Bootcamp Session 4
-->Pink Bootcamp Session 5

Education
-> Booking & Coaching
-->Coaching Checklists

+#**Be sure to check the files of the E2E Facebook Group to access
even more resources shared by your E2E Teachers!
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RECRUITING
RECAP OF WEEK 2

RECOGNITION






&é RECRUITING - LIMITING BELIEF

"I have found that the way to get started on any project is to simply .Inthe

beginning you're half done. Start by taking giant steps. The only thing we have to

— -

anybody can promise you Success

A I R I ——S

You can only be offered an opportunity, and must the desire

and the work. Ifyou
aren't happy with yourself, climb back up on God's easel. He's not finished with you yet." -

Mary Kay Ash

Recruiting starts with

Belief in the

Belie in the

Belief in




-Napolean Hill

Think of your business as if you are sitting in a boat holding two oars. One oar is for
________________ and the otheroarisfor ...~

Only one causes to spin in a circle. Engaging both oars causes you to move forward in a
direction.

Make a - to do both and

Take a moment to write down all the reasons you THINK you cannot team build
today in your business. Share them with the women around you.




&é RECRUITING - LIMITING BELIEF

Some examples of common limiting beliefs around recruiting:

e |amtoo 'new" in my business. | just started this monthl

e | donotfeel successful, so why would anyone want to follow me?

e |am only doing this to make a little extra money and don't have time to

teambuild.

Power Statements to smash those limiting beliefs:

e | am excited to learn how to maximize this business from the get gol My
director will teach me what | need to know!

e |am doing the best I can and my passion draws people to mel This starts
with me and ends with me but it isn't about me.

o Selling this product and building my team at the same time is going to
create explosive income for myself and my family! All of my financial goals
will be realized because I am willing to show others how amazing this

opportunity is!




.&é RECRUITING - THE WHY

Recruit for the IMPACT

Mo

k.

A

C__

I

__________________ dreamsaretiedto _______________?(NSD Heidi Goelzer)

You . no matter if you see it now or not. Heidi's quote
saysitall.

_____________________ & ___________________isanimportant piece to know when
yOu recruit.

Recruiting will provide you a & makes the

dream work to the

_———-— - — | —_——_—————— e ——— — —

———




.&g RECRUITING - THE HOW

a page 13 in flipchartl
o, in flipchart
C.

Role play your I-story (past, present, future) - practice page 13 of the flipchart (Mary Kay
says there is always at least one new beauty consultant at every party)

Role play how to ask peoplel
"l would love your opinion of what | do. When you listen to this recording or watch this

video you go into a monthly drawing and I will give you for your opinion.

Can you listen on your way home or tomorrow on your way to work? [ would love to call

you tomorrow for your feedback What tieisbest? or_________

S found on heidigoelzer.com
4. Invitetoan _______

5MarykKay ... ...



.&é RECRUITING - THE HOW
Pwuifu%w@(b%@u%/mm

10
11
12
13
14
15
16
17
18

19

20

Name & Phone #

Has tried
product

hostess

Preferred
hostess

Antended a
guest event or
weekly meeting

Listened to  Career survey

avideo

completed









RESOURCES
M.

FOR RESOURCES VISIT OUR AREA WEBSITE:

www.heidigoelzer.com
Click on:

New Consultants
-->Pink Bootcamp Session 2

Education
-> Team building & Marketing
-->Recruiting Notebook
-->|_ayering Sheet

+#**Be sure to check the files of the E2E Facebook Group to access
even more resources shared by your E2E Teachers!



RECAP OF WEEK 3

RECOGNITION

HEIDI'S CLOSING
THOUGHTS















