
Calling customers you’ve not called/serviced in a long time (and 
they’re either out of product or moved on to another brand)…it 
happens…just go from here: 
“ Hi ___ this is Lisa Olivares w/ Mary Kay Cosmetics!  I hope you remember me because it has 

been awhile ~ we met at ___’s party last ___ and you started on our ___ products.  I’m so glad to 

connect with you because we just launched a new Mineral Foundation Line and are looking for 

sharp women give their opinion of our new products!  I would love to let YOU try this and a 

couple other new products & see what you think!  You get a ½ off shopping spree OR the mineral 

foundation FREE if you let a few friends give their opionions too!  I”ve committed to 30 opinions 

this month, is there any reason you couldn’t be part of our test panel and get huge savings along 

with some fun?  I have appointments on ___ or ___, what would be best for you?  Who do you 

already know who would love being a part of Mary Kay’s test panel?” 

 
Calling old leads: 
My Senior Director came up with a brilliant idea to "break the ice". She said to 
call them and  say ..........................."_____________I really feel I owe you an 
apology, I can't remember where or how I got your name, but I have looked at 
your name on my desk so many times and not called that I feel I know you 
personally."  I really owe you an apology for waiting so long to offer you a 
Complimentary Facial or Hand / Foot Treatment.  Either one will leave your 
skin feeling heavenly soft, smooth and pampered.  ____________, which one 
appeals to you most; the facial - or the hand / foot treatment?  

 

OR 

 

Ring, ring, they answer, you say "Hi, this is Gloria, a voice from your past.  I 

apologize you haven't heard from me in awhile. To be honest I've been a little 

slack in my business because...(whatever it is) and I'm feeling a tad guilty 

because my customers deserve better. I almost didn't call but that would be 

worse! I'm calling because you were on my mind when I saw we have something 

new (whatever you wish to mention) and I thought you would just love it.  Is there 

any reason why we can't get together…I hope you remember what I look 

like...and I'll show you......." 
 

 

PCP old-- 
try to contact them and say "I am updating my mailing list. I see you haven't 
ordered in a while, are you still interested in receiving books from me?" If they 
live locally, I suggest getting together so I can show them some of the new 
products they are sure to LOVE. I usually give people 4 quarters, and then try 
this - of course, if they never respond or order, I may take them off earlier. 

Calling an existing customer/or friends if you're new to get referrals 



 Hi, _____________________ this is _____________, your Mary Kay Consultant.  I am 

calling because I'm working on a project for my business and I was wondering if you 

would be willing to help me out?  I'm working on getting 100 new names to energize my 

business and was wondering if there was any reason why I couldn't trade you 10 names 

of sharp people you know for a free lipstick. (approx. 50% will help you out) 

Calling the referral from the clients: 

Hi, _____________________ this is ______________.  You don't know me, but a friend 

of yours has given you a secret pal pampering package with Mary Kay and I'm calling to 

tell you what it includes.  You get a summer (fall, winter, spring) makeover along with a 

free gift.  I just need to get a time with you so that I can give you this gift from her.  

Which is better, a week night or a weekend? (approx. 80% will BOOK!) 

 


