
 DATE   
 
 

Customers   Phone # Reached New Consultants on 
my Team 

Phone # Reached Notes to write 
1.    1.   1.  
2.    2.    2.  
3.    3.    3.  
4.    4.    4.  
5.    5.    5 
Prospective Facials 

And Classes 
Phone # Reached Prospective Recruits Phone # Reached Guests to follow 

up on 
1.    1.    1.  
2.    2.    2.  
3.    3.   3.  
4.    4.   4.  
5.    5.    5. 
6.    Hostess Coached Phone # Reached 6. 
7.    1.    7. 
8.    2.   8. 
9.    3.    9. 

 
Six Most Important Things Pre Profile Calls 

1. Call for personal bookings/reorders 1. 
2. Coach Hostesses 2. 
3. Follow up on guests 3. 
4. Call New Consultants/orders 4. 
5. Call Key Consultants 5. 
6. Write Notes 6. 
  7. 
 8. 
 9. 
 10. 
 11. 
 12. 

• attempted 
 

 



PHYSICAL SPIRITUAL FAMILY PERSONAL 
    
    
    
    
    
    
    
    
    
    

    
    
    

FOOD CHOICES FINANCIAL HUSBAND SOCIAL/FRIENDS 
    
    
    
    
    
    
    
    
    

 EDUCATIONAL 1 GOOD DEED 5 GOOD THINGS 
    
    
    
    
    
    
    
    
    

 
Errands to run/things to do Non Mary Kay Calls to make Non Mary Kay 
1.   
2.   
3.   
4.   
5.   
6.   
7.   
8.   
9.   
10.   
11.   
12.   
 
 


