
Notes – Pam Shaw Conference Call 
 
 
o It’s a system and a mindset and not a personality.   
 
I believe that success in Mary Kay is not a personality, rather it’s a way of thinking 
and a way of working and it’s not exclusive to any group of people.  If you look 
at your Million-Dollar Directors or line up all your National Sales Directors, you will 
find common ground only in the way people think and in a pattern of working. 
You’re going to find a common ground in a pattern of working, a work style, 
and in a pattern of thinking.   
In the Shaw National area, I have what I call for my Directors, the Shaw Time 
Advantage that when they fit this mold, they will in and of itself, separate 
themselves from their peers every single time and they’ll find themselves at the 
top of the scoreboard every single time when they consistently work to follow 
this model and here’s what it is.   
 
1.-  40 or more personal recruits on their personal team by way of getting to 25 
and growing on a goal schedule.   
How many personals do you have?  Let me remind you that 5 in our Company, 
is called Team Leader; that 8 is called Future Director and you can enter DIQ; 
that 12 active with the production is called Grand Achiever.  Let me remind you 
that the foundation to your business is your personal team size.  So 40 plus 
personals by way of 25 and growing.   
 
2.- 13 percent personal recruiting check every month.  The way to be successful 
in the Star program is to select a prize to figure out what your game plan for 
wholesale and recruiting is going to be, what that combination is going to be.  
Set a goal and then go to work with that game plan.  That’s the successful way 
to work the Star Consultant program.  Approach your business asking yourself, 
“Did I earn my 13 percent check?”  It’s got to be a check that you strategize for, 
that you work for, that you know which of your personal team members are 
ordering and that you earn a 13 percent check every single month.   
 
3.- Your personal team production is never below 8,000 wholesale production.   
Shoot for 8,000 or higher every single month, why?  Well a lot of reasons, one is 
because you’re going to get paid your personal commission on that 13 percent 
and then if you’re doing over 8,000 personal team, you’re going to have 
another 13 percent Director check.  You’ll be doing Grand Prix production as a 
Sales Director from your personal team and earning 26 percent.  So it just makes 
sense to create a focal point that your personal team does 8,000 or higher.  And 
you know what?  I guarantee you that when you get your personal team 
consistently doing 8,000 or higher and you’re consistently growing your team by 
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way of 25 on the way to 40 and higher, you’ll be doing Cadillac production 
before you can blink.  So personal team of 8,000 and higher. 
 
4. - Leave no money on the table.  
 When the Company says, with five qualified we’re going to give you $500 and 
for every personal qualified $100 on top of that.  You know you have three 
personal qualified but five unit qualified and three of the unit were personal, 
that’s $800.  You know, just don’t leave any money on the table.  I’ve always 
made a practice of if the Company’s giving one a way, I want one.  If the 
Company’s giving it away, I want it.  If the Company’s bonusing here, I’ll work 
here. If the Company’s bonusing there, I’ll work there.   
I’ve never tried to recreate the marketing plan or wish it were different. I’ve 
always only worked what the marketing plan is because I recognize that where 
the Company puts the spotlight, that’s where I’m going to work because clearly 
that’s the direction the Company’s going.  So when the Company’s going in a 
direction, I want to be going in the same direction not swimming upstream.  And 
so, leave no money on the table.   
 
5 - Have an “On the Grow” goal of 100 - Your On the Grow goal is to get to 100 
and then to continue to grow in increments of 25 and set the goal for growth.  
Growth cannot be accidental.  It has to be intentional.  
The challenge for you is to always be in growth mode and to always be 
prepared and have a game plan to grow by 25; from 25 to 50; from 50 to 75; 
from 75 to 100; from 100 to 125; to 150; to 175; to 200.  Why wouldn’t you have a 
goal of 200?  The only reason you wouldn’t is if because when you hit 30, you 
didn’t have your next goal to get to 50 and then or if you never got to 50 you 
didn’t hold yourself accountable to that the way you held yourself accountable 
to getting to 30.    A Shaw Time Advantage is On the Grow to 100 and beyond in 
increments of 25 for prepared and planned growth.   
 
6 - 50 percent of your unit is a Senior Consultant and 50 percent of your Seniors 
are in red jackets.   
Do I have even one unit that fits this model?  Nope.  Does my own unit fit this 
model?  Nope, but it’s a focus and so I would wager that based on Company 
averages that we do have more Seniors because it’s a focus.   
 
I’m not teaching you on theory.  I’m not teaching you what I think.  I’m teaching 
you what I absolutely know for sure and if you, right now, get very intentional of 
moving 50 percent of your unit size into a Senior Consultant position wearing the 
Senior Consultant enhancer around her pin, wearing the Senior Consultant 
Pearls of Sharing and 50 percent of those Seniors you have a plan to get them 
to red jacket.  Let me tell you something, you will be unstoppable.  Why?  Well 
because, factually, people stay in the business longer when they’re Senior 
Consultants.  They have a little bit more accountability to someone.   
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So those are the six things.   

1. 40 or more personals by way of 25.   
2. 13 percent recruiting check every month, not accidental but prepared, 

planned and strategized.   
3. 8,000 or more personal team production, never below $5,000 where that 

bonus money starts and preparing and planning for that.   
4. Leaving no money on the table.  Five or more qualified every single 

month, recognizing that you get $100 more for every personal that’s a 
qualified.   

5. On the Grow to 100 and beyond in increments of 25 at least every 90 days 
and never less than that.  You should be growing by 25 every 90 days and 
never less than that.   

6. 50 percent of your unit in the Senior Consultant position and 50 percent of 
those Seniors in red jackets.   

 
You always want to plant more than you expect to reap. It’s a time of spring 
and a time of new blossoms, you might for the month of March, offer your unit 
the Pearls of Sharing for people who never got their Senior Consultant pin.  You 
might offer them not only that, but also that they can get their pearls this month 
and see how many of your base Consultants you can bring to the Senior 
Consultant position.   
 
And you might jolt some recruiting from that if you really stay on it and you wear 
pearls with your Director suit every single week and you talk about pearls and 
you fondle the pearls that on your necklace and you talk about them like 
they’re everything and how much Mary Kay loved the pearl program and share 
one and [unintelligible] through and you have people tell their I stories how their 
lives are different as a result of being a Senior Consultant and sharing the career 
opportunity with somebody else and you really feature your Seniors.  You could 
probably really get a lot of recruiting just from promoting that.   
 
But if you want to get Seniors from this point forward, you talk to your new 
people coming in about how it’s a tradition that everybody in your unit gets her 
Pearls of Sharing and that she probably already knows who her first three or five 
team members are going to be and you can hardly wait to meet all five of 
those people next Monday night at your unit meeting.  In fact when she brings 
five of her closest circle of female friends, her most influencing female friends, if 
she brings those next Monday night, her first unit meeting night, official unit 
meeting night, then what you’ll have for her is A, B, or C.  Maybe you want to 
give her the earrings or a bracelet or some other matching gift to go with the 
pearls that she’s going to be earning when she brings those first guests, five of 
them not four, not three, not two, but five at her very first official meeting after 
you’ve given her this challenge.  Now you’ve got five women in front of you for 
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every new people that you’ve got.  I believe that you can get that gal her 
Pearls of Sharing.   
 
The key is consistency. 
Where I want to go next with you, connecting to the Shaw Time Advantage, is a 
growth focus and to give you five critical areas that count.  It’s called, it’s a 
growth focus, growth, growth.   
The five critical areas that count 
1.- New Consultants added per month - 10 plus.  Mary Kay herself said, If you 
add five to your unit a month, you’re maintaining.  If you add ten a month, 
you’re growing.  Less than ten you will not grow, you will decline.   
Start at the very beginning of the month to add new people.   
So 10 or more a month, 10 or more a month that you want to add, but when you 
get a bigger number like 15 or 20 a number that – well here’s where you stop 
with your number when your heart goes [tapping].  When your heart does that, 
that’s your number.  That’s the number that you can, that makes your blood 
surge, that makes your face flush, that make you go oh my God how I am going 
to do that?  You’ve got to get your arms around that number for you and then 
continually increase your number.  
I remember when I set my number at 50 and I was like, oh my gosh 50, 50 how 
do I get 50 and I was focusing on getting 50 on 50 and before I know it, do you 
know that Gloria Mayfield Banks had added 200 unit members to her unit for 
one month.  Make me crazy.  Here’s why you want to be able to get in the 
position of success because the more you succeed and achieve, the more you 
are around other people who succeed and achieve and stretch your thinking.  
And so when I had set my number at 50 and Gloria did 200, what did that do to 
my number?  Did it make me throw my hands up in the air and go, oh I can 
never do it?  No it didn’t do that at all.  What it sharpened me to say was, she 
has stretched the mark one more time, so now 50 is achievable.  So new 
Consultants added per month, never below 10, 10 or higher; what is your 
number?  Alright? 
 
 As a Sales Director, you do have complete control.  If you did nothing else and 
there are lots of things you that you could let go of, but focus on adding 10 new 
people to your unit every month.  If you did just that and then focused on 
getting those 10, moving them as far as you could.  There are Power Starts.  If 
you do business debuts, their pearl enhancer, working through with getting them 
to red jacket and getting them to Star, you know if you worked as far as you 
could with all 10 of them you’d probably move 5 of them forward, one two 
three or four good steps of those things that I just mentioned.  If you did nothing 
else but that, you would have a growing, thriving, competitive Cadillac unit; if 
you consistently did that over and over.  So this is a critical area and it’s my 
number one critical area.  Never add fewer than 10 per month and totally take 
responsibility for making sure that 10 or more come in.   
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2.- What is your initial average order?  What do your people come in with?  
What do your new Consultants order when they come in?  The Company’s 
average order is around a thousand per new Consultant.  And the way you find 
your own average order is how many February new Consultants did you bring in, 
and combined how much was their initial order.  So you take that total amount 
of production, divide it by the number of people that you brought in, and now 
you have an average order.  If you brought in ten new people and you had ten 
thousand from new production, your average order is a thousand.  It’s right on 
queue.  Okay.  If it’s higher than that -good.  If it’s lower than that - whoa.  What 
are you saying to your new people about their initial order?  How are you talking 
to them about the ability and the privilege of having inventory on shelf?  What 
are they listening to?  What do you say?   
 
The second question is what is the caliber person that you’re bringing in?  Are 
you bringing in some people that have resource, and again nobody died and 
left me in charge to say you’re in, you’re not, you’re in, you’re not.  That’s not 
what I’m saying at all.  But if you are looking at this from a business perspective 
you have to ask those kinds of questions.   
 
3.- The third critical area – the total new for your year.  Year-long – how many 
new Consultant’s Beauty Agreements have you added year long and how 
many of them were qualified.   
What would be the number that you could get your arms around?  A hundred 
or more agreements with forty or more qualified.  Well if you do a hundred 
agreements and you divide it out by 12 months, that’s only eight point three 
agreements a month.  How many new recruits am I asking you to add a month?  
Ten.  So if you added ten or more a month, that would be a hundred and 
twenty.  So forty or more qualified.  
 
4.- It’s the percentage of new people ordering.  My goal as a Sales Director was 
always to make sure that I had 50 percent or more of my base unit ordering - 
not number of orders, but ordering people - and never under 30 percent.  Never 
under a third.  If under a third of your unit is ordering every month what that says 
is that you do not have a consistency – a Consistency Club, or a focus on 
consistency, that people could be embezzling their Mary Kay monies.  They may 
not be investing appropriately.  So you want to make sure and look for this 
because it would be a place for you to put emphasis or even an ongoing 
promotion like the Consistency Club promotion if you had fewer than 50 percent 
ordering or no fewer than 33 percent.   
 
5.- Percentage of your new Consultants ordering.  Again you want at least 50% 
of your new Consultants ordering (A + 1).  No fewer than 33 percent.  You have 
to make sure that either (a) you’ve got an urgency in your own orientation how 
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you’re explaining inventory or looking at the quality of people that you’re 
bringing in, and being intentional about elevating both your skill and people 
who have resources.   
 
And so those are the top five critical growth areas that are going to count. 
The best way to succeed long term is to create 12 even months.   
 
Now let’s move into variables.   
1.- Unit size.   
2.- Personal Court of Recruiting.   
3.- Car winners and offspring.   
4.- Star Consultants.   
 
1.- Unit size – if yours is small you absolutely want to be looking at these other 
growth areas, but if you’re increasing your unit size like I said on-the-grow to a 
hundred and beyond in increments of 25 every 90 days.  If your unit size is large 
it’s a variable for you.  It’s already an advantage for you.  And so if you do these 
other things then keep the base of your unit size large and growing, it’s a 
variable that’s an advantage.  
 
Before I go to the second variable I want to talk to you about a Sales Director in 
Diamond Seminar who’s name is Kim Cowdell.  Kim was a Million Dollar Director 
last year.  She is a mother of two or three out in Salt Lake City, Utah.  As a Million 
Dollar Director she was also the Queen of Recruiting.  Kim shared her report with 
me so what I want to share with you is what Kim’s report looked like as I go to 
the second variable. 
 
2.- Personal Court of Recruiting.  This is a variable that when you as the Sales 
Director do the Personal Court of Recruiting and with strength, it’s a variable 
that if you do not have a strong unit size or you do not have some of those 
critical areas going on real strongly, the Personal Court of Recruiting will show up 
as a variable that makes you stronger.  Let me explain.  If we go back to the 
growth focus area, its critical areas that count, when I’m telling you to add ten 
or more unit recruits a month, last year Kim’s average adding of new recruits 
was 18.  Her average initial order was $1,092 slightly over the Company average.  
The new number of agreements they added last year was 213.  The number of 
qualified was 122 which is well over 50 percent.  The number of new ordering 
people was about 40 percent, and the number of base ordering was 42%.  So 
the critical areas that count Kim was fitting my profile in abundance with the 
new people added – 18 not ten, 213 not 100, and well over the percentages of 
new ordering and base ordering.  Kim started her unit last year at a unit size of 
225.  And somebody’s going, “Well good grief.  She should have done the 
Million.”  She ended it with 364.  She grew by 139.   
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Her other variable Kim did the Personal Court of Recruiting.  I told you she was 
Queen.  Kim added 51 new personals last year; 41 of them qualified.  She 
earned over $12,000 in personal recruiting commission making her the Queen.  
When she looked at the personal recruits that she added and the recruits that 
that group of women added just from her personals, that accounted for 
$330,000 retail.  I hope that those of you with smaller units just heard me.  When 
she added 51 – 41 of them qualified.  The recruits that those women added 
themselves with Senior Consultants and Red Jackets - that produced 330,000 
retail.  For Kim that was her Million.  Her unit on its own would have produced 
670,000 retail, but with her new recruiting – her personal recruiting – it hit the 
Million Dollar Unit Club.  Are you all with me?  Are you excited?  Isn’t that 
exciting because that’s something you can control. 
 
3.- Now car winners and offspring.  In the day I used to say when I did $800,000 
Unit Club, I could not only find between 80 to 90 Star Consultants in my unit, but I 
would also be able to find from an $800,000 Unit Club a total of eight cars or 
offspring Directors that came out of my Unit.  Now that is not a science, and that 
is not a statistic, and that is not written in an education book, but from my 
experience that’s about what I could find.  Now in Kim’s case she had one 
offspring Sales Director who was also a car winner.   
 
4.- My fourth variable is Star Consultant.  If I was going for the $500,000 Unit Club, 
I would shoot for 60 to 65 Star Consultants.  If I was going for the Million Dollar Unit 
Club, I would go for about 110 to 125 Star Consultants so pad that a little bit.  
Star Consultants is a variable that if you’re strong here, you can over 
compensate for some of the Unit size, the Personal Court of Recruiting, etc.  But 
if you’re weak, one of these other variables has to take care of it.   
 
So the variables then are (1) unit size, (2) Personal Court of Recruiting, (3) car 
winners and offspring’s, and (4) Star Consultants.  But if you’ve got one of those 
areas where you say, “You know what.  I can – I’m great with Stars.  I can really 
increase my number of Star Consultants.”  Run with it.  And if you say, “You know 
what?  I can do all three of those things, and I must because the growth focus 
areas I’ve been a little bit behind, but I can create a variable.  I can increase 
what I’m going to accomplish this year with these variables.” 
 
If you grab the variables, unit size – I’m going to increase mine.  Personal Court 
of Recruiting – I’m going to nail it.  Car winners and offspring – I’m going to 
promote cars between now and June 30.  I have a big car celebration in my 
home town the beginning of July for everybody who’s earned the use of a 
Career Car.  Feature her, let her bring her family.  Have a (indistinguishable) 
show.  It’s going to be a real big deal.  We’ll park all the cars out side the hotel.  
You know, if you get a celebration where you plan a celebration before 
anybody even earned the use of a Career Car, and then let them know the 
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celebration is going to be about them.  It’s kind of like the Kevin Costner movie – 
the baseball movie – if you build it, they will come.  Well it’s your vision.  If you 
build it, they will come. 
 
And then Star Consultants.  You know again what you talk about you will bring 
about in the Mary Kay world.  If you start talking about Stars and putting up 
pictures of Star Consultants on your Unit meeting wall, people will move into the 
Stars.  But these variables you guys, these are controllable pieces that if you start 
putting attention and energy into and creating a focus for especially the 
Personal Court of Sharing as what we’re calling it this year, watch out, watch 
out, watch out.  And keep in mind that not only the initial order of your new 
recruits, but all perspective (indistinguishable) orders count towards your 
commissions earned for your ranking for the Queen of Recruiting. 
 
MY CHALLENGE TO YOU is simply the same that I’ve given to my 
Directors – five plus two plus two.  Five plus two plus two.  Take 
March, April, May and June.  Add five personal recruits March, April, 
May and June.  Five personals – five or more March, April, May and 
June.  Plus two.  Put at least two of those five in the same month in 
their Senior Consultant Pin – Pearls of Sharing.  Put two of your five 
that you’ve just recruited in their Pearls of Sharing Senior Consultant 
Pin in the very same month.  Get two more Senior’s from last month’s 
new people so that now you have four new Senior’s between last 
month and this month, plus a Gold Medal.  So five plus two plus two - 
your Gold Medal, plus two new Seniors from this month, plus two new 
Seniors that you – two people that you recruited last month or that 
were recruited in your unit the last month.  Five plus two plus two.   
 
When you do that let me tell you what happens.  You’ve got nine new people.  
If your average order is 1200 – that’s $10,800 in New Consultant production.  
Let’s just say that your personal team – let’s just say that right now your base is 
doing only 4,000.  When you add that 10,800 to 4,000, that’s $14,800.  Probably 
at least 8,000 of that is going to be your personal team.  That’s going to give you 
1,040 personal commission; 1,924 Director commission; the five recruits you get 
the $500 bonus.  If three of them are qualified personals, that’s $800, plus your 
unit volume bonus the $1400.  Your commission is $5,164.  That’s if your base is 
only doing 4,000 and you add five plus two plus two.  You’re going to get $1800 
toward your Cadillac bonus production.  Actually no – it’s more than that.  It’s 
double that.  Oh my gosh!  Its double that – 32.  So you’re well on target for 
Cadillac taking that Cadillac production straight into June.  You guys I’m telling 
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you five plus two plus two.  It will absolutely change the complexion of your unit.  
Affecting growth now five plus two plus two.   
 
Number two – affecting growth now.  Check your initial order average and 
increase it and build it intentionally.  If it’s a thousand, try to build it up to 1200.  
See what you can do to increase the average. 
 
Number three – affecting growth now.  Increase your number of Senior 
Consultants both with your base and with your new. 
 
Number four – affecting growth now.  Increase the number of your Red Jackets.  
You know promote the red jacket.  Put it on a mannequin and dress it up the 
way you want it to look.  Talk about the red jacket.  Love on the red jacket.  Rub 
the red jacket.  Bring your Red Jackets up and, and, and feature them.  If 
they’re not selling right now but they’re in red jackets and you’ve got some 
dead reds, go ahead and introduce them, but feature at your head table the 
people who are working and selling and winning the recognition right now this 
week.  Selling the most this week, the most basics, the most guests at unit 
meetings, the most travel roll-ups, the most TimeWise sets, you know, what ever 
you want to do, but of course always feature people at your head table who 
are working now.  But if you want more red jackets, you’ve got to feature the 
red jacket. 
 
Number five - things that you could do to affect growth now – vision cast for car 
achievers.  Career Car winners.  Put car posters all over the room.  Talk about 
the car; driving the trophy on wheels.  How Mary Kay loved the trophy on 
wheels. 
 
Number six – affecting growth now.  A consistency club program that’s 
effective.  Them ordering wholesale March, April, May and June at a certain 
level.  I would always up my level – 250, 450, 650 and 1000.  You’d be amazed 
what that extra $50 does in terms of consistency in retail.  But give them reasons 
to order and to reinvest appropriately, and of course your education is always 
teaching them to sell the produce and to move product so that they’re 
ordering from a selling perspective. 
 
And then number seven – affecting growth now.  Star celebrations that reward 
and celebrate your people.  Make sure that you make a big deal out of the Star 
Consultant program with one getting ready to shut down on March 15 if you 
haven’t already planned some sort of celebration.  When I was a Million Dollar 
Director and living in Florida, we had quarterly celebrations and they were 
theme parties and they were fun.  We had 50’s parties where they dressed up in 
50ths attire.  We had a DJ.  I remember once where Jerry came as Elvis on roller 
blades.  We had a dance floor.  We had so much fun.  We have a Wild Wild 
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West party.  We’d all dress up and again it was a theme party, and we would 
have the awards for that theme.  Black and white ball in December after the 
Holidays when the December 15th was over, but we had it in January and it was 
kind of our New Year launch.   
 
Create fun celebrations for your people. Have one – partner with some other 
Directors in your local area and create something that’s really fun and special 
so that now your people not only compete in the small pond for their big award, 
but when they get in the big pond and they’re a small fish, they have to work a 
little bit harder and the other Consultants in the area stretch them when they 
are celebrated with the Consultants in the area. 
 
And then lastly consistency.  Your consistency.  Your consistency in adding ten or 
more new Consultants.  Your consistency in getting a thousand or more initial 
order from every new Consultant.  Your consistency in adding the 100 more unit 
agreements per year 40 or more qualified or higher.  Setting your mark.  Beating 
Kim’s record of 213 total and 122 qualified.  Consistency in the number of 
people that order in your unit, and the consistency in the number of new people 
that order.  And then the consistency in the Personal Court of Recruiting, and 
making sure that you’re allowing that variable to be something that increases 
your on-the-growth unit size.  Consistency on on-the-grow from 100 to 125, 150, 
200, 250 etc.  Consistency in promoting car achievers and offspring Sales 
Directors.  Consistency in the Star Consultant Program.  How many Stars did you 
have last quarter?  How many Stars did you have last March 15th?  Increasing 
that number.  How many Stars did you have last June 15th?  Knowing that 
number of Stars and increasing it by 10, 15, 20, but being intentional about that 
and consistency.  You guys if you would absolutely follow these critical areas 
that grow and create your own show time advantage, and I’m telling you, you 
add right now that five plus two plus two and you personally affect that growth 
and let your unit do the other growth or your on-target, their DIQs do the other 
growth, but you focus on five plus two plus two from your personals, watch out.  
You put these with the other growth areas and you will absolutely be 
unstoppable.  And you know what?  I have a great seat at Pearl Seminar.  I get 
a really great seat, and I’ll have a front row view of you as you walk across that 
Seminar Stage, and I love the celebration.  I love watching you walk across 
stage.  I love watching your gowns.  I love your hair.  I love taking your picture.  I 
love cheering you on.  I love getting to present things to you, and I just can’t 
wait to be on stage with you at Seminar 2006 sharing the Pearl Stage passing to 
you your very best bar pin, and you get a thousand dollar bonus for beating 
your Unit Club over last year. or getting you to keep your Cadillac which you get 
a thousand dollar bonus for – that new Cadillac.  You know wherever Mary Kay 
is giving it away, you take it.  You step into your greatness.  And whatever that 
dream that’s been pounding on your heart this year, the four greatest months of 
our Seminar Year are the four that we get to live out, and so I encourage you to 
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live them out with every ounce of passion and determination that you can 
possibly muster up.  And I can’t wait to celebrate you at Seminar in July.   
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