
CONFERENCE CALL INTERVIEW   (words to use)    
(this works best if the Customer has recently fallen in love with the product and listened to a Pam 
Shaw ‘Live’ tape) 
 
Start the call by thanking the customer for her time and allowing the consultant to experience her 
training by listening to how the marketing information is shared and therefore giving her the 
experience required to move into management with Mary Kay! 
And remember, relax…and enjoy yourself – she’s just as nervous as you are!    
 
“ ‘___________ Customer)’, I just want to thank you so much for taking time out of your 
busy schedule to allow   (_______ Consultant)   to experience the training she needs to move 
into middle management with Mary Kay!  I’m sure   (Consultant)   has shared with you her 
goal to earn a FREE RED GRAND AM by building her business – and you will 
probably never know how much she appreciates you helping her out with this part of 
her training!  So…again, thank you  (Customer)  !   
Let me tell you what to expect – I will ask you a few questions about YOU, and then I 
will tell you a little about ME – I’ll give you some facts about Mary Kay and answer any 
questions you may have…and then, I WILL ASK YOU for your opinion – how does that 
sound?  Oh…and one more thing, (Consultant)   will be quiet most of the call, listening, 
taking notes and learning from both of us, OK?  OK!!!   Let’s get started!” 
 
Questions – and usually in this order! 
1) So…Tell me a little about yourself?          Married?         Children?          Job? 
2) What do you like best about your job (or current situation, right now)? 
3) What do you like least   “        “      “     “     “            “            “      “    ? 
4) If you could describe the perfect job situation, what would it look like? 
5) And, I’m curious…What do you feel like you really need in your life, right now? 
6) Last one – I promise…What do you feel like you really value in your life, right now? 
 
Tie her answers into the next section, which is ‘a little about me’!  Make sure you’re making note of 
her answers and are truly listening to what she’s saying!  She will know if you ‘really care about her’ 
by how you respond after she’s pretty much ‘shared her heart’!!!  It might sound a little like this… 
 
“Well…I know how you feel, and before I came into Mary Kay, I felt very much the 
same way (or you know someone who has) (finish this sentence with her need, or something you 
have in common with her) – and what I found, was that I really could get what I needed in 
my life at that time, and not compromise what I valued!”  (share your 2 minute I-story… “I 
came into Mary Kay at a time in my life when…  What I’ve truly been blessed by being a part of this 
company has been… The goal I’m excited about achieving right now is…!) 
 
 
From this point on, stay very flexible – you should already know what key benefits from Mary Kay 
you need to focus on based on the answers they gave you to the above questions!  
Usually after I've shared some info, but haven't yet asked if she has questions, I say something like 
this: 
 



 
"(______ Customer), I just have to tell you that   (______ Consultant)    has talked so highly about 
you and one of the aspects we love about what we do is that we are able to hand select 
the women we work with in Mary Kay, and choose who we really want on our team! 
(Consultant)   you've been doing a great job listening and taking notes, but right now I 
would love to hear from you, and why YOU think   (Customer)   would be great at what we 
do, and what qualities she has that made you realize you would love to have her a part 
of your team!" 
 
At this point – refer to the interview sheet with the 4 blocks of info on it – share with them the 
‘Reasons Why Women Join Mary Kay’ and the ‘Qualities of Mary Kay Consultants’ that pertain to the 
person on the call!  If money was a need for them, share the ‘How We Make Money in Mary Kay’ 
section – if it isn’t, it’s not necessary!  Close by asking her if she has any questions on the information 
you’ve shared with her! 
 
If she doesn’t have any questions:    ‘Well   (Customer),  I only have one questions left for 
you?  Is there any reason why you wouldn’t want to get your Starter Kit ordered – are 
you a detailed person and prefer to handle it on paper, or would you rather have the 
ease of taking care of it online???  (don’t pause till the end of the sentence – she will let you 
know if she’s not quite at that place yet, but you will be surprised how many simply want to just get 
started – even though they’re scared to death) 
 
If she has questions:   She’s simply showing interest (and showing what’s important for her to 
know) – answer her questions the best you know how, with the understanding that 90% of the time, 
she’s just reacting to fear!  Reassure her that you are a phone call or email away and remind her how 
you felt when you were in her shoes!  As you’re overcoming each objection (no time, no money, have 
to ask my husband, etc)  end with the phrase…  “if it weren’t for that, is there any reason why 
you wouldn’t want to get your Starter Kit ordered today? …or, if we could teach you 
how to do that, is there any reason why you wouldn’t want to get your Starter Kit 
ordered today?” 
“Will that be cash, check or card?” 
  
 
TIPS TO DISCOVERING THEIR PERSONALITY STYLE: 
Is she a fun-loving/bubbly personality – could be hard to get her to stop talking about 
herself?  (then you would stress how much fun it would be to have the privilege of 
having her a part of the unit – how much fun her and her friends would have playing 
with all the samples and stuff!  ‘I’ Personality) 
 
Is she short with her answers/can sound hurried or slightly impatient?  (then get to the 
bottom line – what is she really ‘obligated to’ – typically can sound uninterested unless 
you can get her to admit her ‘emotional need’!  Will usually want to know either 
extremes – bare minimum required and full potential available for ‘moving up’!!!  ‘D’ 
Personality) 
 



Is she a detailed/factual kind of person, and has already expressed the need to see things 
in writing, or proof on paper how this Mary Kay thing really works?  (then you would 
share the MK Facts sheet in detail with her and reassure her that she will receive a 
Career Essentials guide with the step-by-step process on how to build a successful 
business with Mary Kay!  ‘C’ Personality)   
 
Or, is she pretty even keel – no real ups or downs in the conversation – doesn’t get real 
excited about much – difficult to even get her to say much about herself – mostly wants 
to know if this will interfere with her family’s schedule?  (then concentrate on the 
‘qualities’ of integrity, priorities, not-pushy, flexibility!  ‘S’ Personality)  
 
CLOSE – You will either set up a time with her in the next 24 hours to stop by w/her agreement, or 
process it online ASAP!!!  THE SOONER THE BETTER!!!   Call me (or your Director) with her 
name, number and address and a New Consultant packet will go out to her immediately!   
 
 
Note: 
When I listen to the Consultant share her 'heart', it's amazing what 
happens!!! I love to ask the customer at the end of the call what made her 
realize that 'this was for her' and MOST of the time, she will say 'what the 
Consultant said really blessed her, and she had no idea the Consultant felt 
that way about her'!!!  If we stay real… and honest and open… that’s when 
you start to see results!!! 
 
 


