
Four Point Recruiting Plan- Pamela Waldrop Shaw, NSD 
 

1.  Who’s coming tonight who would be great doing what I do?  
Tell me about each guest.  [This you say to your hostess as you are setting 
up.  Listen but make NO judgments.  You’re listening for situations or traits that make a 

guest a good prospect.]  How about you?  Have you ever thought of 
opening a business of your own?  I think you’d be great!  [give 

specific reason and listen to her response without overcoming objections.]  I’m sure 
you’re right ______, but why don’t you watch me tonight to see 
if you think you could learn to do what I do.  

 

2. Mary Kay says that at every Skin Care Class there is at least 
one person who would be great doing what I do.  I always like 
to select at least one person to hear how we make our money, 
so I’ll be watching you tonight.  In fact, I’d like you to watch 
each other and let me know who you think would be good in 
the Mary Kay business.  [this you say right after your Cracker Jack recruiting 
Talk –your 3-5 minute I-story] 

 
 
3. Remember earlier when I said that I always select at least one 

person to hear how we make our money, well_________ 
tonight I’ve selected you because [sincere compliment].  Have you 
ever thought about opening up a business of your own? [This 
takes place during the individual close at the skin care class and is the last of the 5 
closing questions.] 

 
4. I always offer a $25 gift in product for anyone you recommend 

to me who comes in as a qualified team member, so that if MK 
isn’t right for you, at least for now, you could be a talent scout.  
Who comes to mind that you think would be great doing what I 
do.  [This you can communicate as a push-pull to allow her to know you aren’t 
desperate during the individual close while you’re setting the appointment to pick up the 
tape OR you can share with a prospect who decides “No” or “No not now” as full circle 
communication and to keep the door open.] 

 
Each time, you must work full circle, following up and following through.  It is critical that you 
never leave a ‘tape’ or ‘thought’ just hanging out there but that you set an appointment and 
complete a next logical communication and get an understanding and agreement to that time. 
*You can see the full circle conversation as you view the SCC DIALOGUE on this link. 


