
Good morning Anita; 
 
You and Mary Kay have been on my mind lately.  As you know, I sent back product which makes me ineligible to 
ever participate in the best business opportunity of a lifetime.  As the old adage goes, you do not realize what 
you have until it is gone. 
 
You see, I have the 6 figure JOB and the nice house along with the other trappings but what I don't have is 
security.  You see everyone goes into these JOBS and thinks they have some type of security; well, whenever 
you work for someone else, you NEVER have security.  They can choose not to be in business, to sell or 
whatever else they would like.  The recent shift in the economy is enough reason why those smart, motivated 
women you are drawn toward should never even consider giving up this awesome opportunity. 
 
Recently I met my "ah ha" point,   you see like most people I have bills; house, car, and the all encompassing 
credit cards.  As a single mother with a six figure income, I realized what exactly would happen if I did not have 
my job (I do enjoy my job).  I would have to disrupt my life and the life of my child in order to move to another job 
where someone else holds all the cards. 
 
I started looking at what it would take so I was in control of the decision when and if to relocate or when and if to 
do whatever.   Well, the decision is you start your own business.  Traditional business startups fail because 
the business owner has everything on the line and no real support group.  It is a  struggle; even if you build a 
successful traditional business, you are still in most cases giving time for some money.  However with the MK 
opportunity you are giving to women, they invest small amounts of time in their business, building a little more 
each time they tell one more person about their opportunity and, as in a bank, they are compounding their 
interest.  The small amount of time they have  added to the small amount of time another consultant has added 
combine together not to equal 1 + 1=2 but more like 1 +  1 = 5 and when you have enough small amounts added 
together you have true security. 
 
I am sorry, Anita; I adore you but you haven't worked nearly as hard as the typical woman who works a job and 
look at you!  For the rest of your life, you've got it made - Now that is security!  And to think you sorta worked ten 
years to get a residual income forever.  Most people will work much harder for ten years and in ten years if they 
have some money in a 401K program where the company they have worked for has matched some of it they are 
lucky. . . .  but you. You worked ten years; you have driven a free car for most of that  time, which equals a 
minimum of $50,000 dollars in your pocket, much less the trips, the prizes and that was before National. 
 
Anyway, the reason for the email – you and I both know, Mary Kay will honor the return of product guarantee, no 
problems.  Please give my email address  or phone number to those women before they send back their product 
or who don't believe the guarantee.  Some people will only get so many opportunities and I know there isn't 
another opportunity like Mary Kay out there.  I am now getting into another company who is sort of a Mary Kay 
but from all the ones  I have looked into NONE and I do mean NONE measure up to MK.  MK has a great  product, 
a great reputation, and an awesome compensation plan not to mention all the other prizes and the support 
options available. 
 
IT IS MUCH TOO LATE FOR ME BUT it’s not too late for others; you have the best thing for women, or men for 
that matter, since electricity. 
 
I would say much success to you but I know you are plugged in and you will have so much success that I will 
never be able to duplicate a fraction of your success in the job world.    You and Mary Kay are both quite 
awesome and I am honored to have been associated with you both. 
 
take care 
Lynn Phillips 
 



Exit Interview
This is a brief survey to use as an “exit interview” when a consultant
suggests that she’s ready to ship her products back to the company and close
her MK business. It offers a way to leave each other on a VERY positive
note. The decision is theirs but at the very least, she will leave Mary Kay
knowing what a wonderful and caring company we are.

Here’s what to do…

First of all, it’s sooooo important to do this in person rather than over the
phone if possible!! She can see and feel your heart in person. Travel to her if
possible.

1. Once I learn of her decision, I immediately call her and say: “Jane, I
understand that you have made the decision to not continue your MK
business. The next step in the process is that we get together for an
exit interview. During that time I will give you your options for
closing your business.”

“Jane, I hold these exit interviews for two reasons – first I made a
commitment to you as your Sales Director to help you through every
stage of your business, even if that means closing your business. I
will not try to talk you out of you decision.” 

{{NOTE: This is her biggest fear about getting together with you!!!}}

“Second, I use these interviews as a way to learn as much as I can so I
can improve my training within my unit. The best way to learn what
doesn’t work in MK, is to talk with someone who is closing their
business.”

2. Set the appointment, decide on a location, (restaurants, coffee shops,
tea rooms, etc. are great options) and try to help her feel good about
meeting with you. When you arrive, make small talk and chit chat to
ease any awkwardness. Once you feel a friendly rapport has been
established, begin the exit interview. I think you may learn a lot in
this process in regards to all aspects of your MK business. 

3. I spell out in D-E-T-A-I-L what she will be losing if she chooses to
send product back and what she would gain if she chose to sell it at

JH Word Document
Exit Interview.doc

08/17/05
1



cost (see details below). You may run into situations where she has
received quite a bit of free product as a new consultant/monthly
ordering bonuses. There may be a sizable $$$ difference between
selling back to MK and selling it at cost to friends/family/customers. I
staple a page that explains this to a copy of the “Exit Interview
Survey.” 

4. I have learned several things through the course of these interviews,
examples of which I will share with you: 

 One consultant had NO communication or support from her recruiter
once she came into MK. In fact, I learned that her recruiter continued
to pursue her friends and family as customers and recruit prospects –
AHHHH! This was a huge red flag to me that I needed to do more
Golden Rule Business Training!

 One consultant shared that she loved having me as a director and she
thought the training and support from me was great. However, because
she did not have a strong recruiter, she still felt lost. She didn’t want to
bog me down with questions that she had because she felt like I was
probably too busy. 

 I learned that the $3600 package was way too big for some people.
One consultant shared with me that in the beginning she just wanted to
do MK on the side, for fun. However, when I met with her and her
husband during the orientation process (he is in the sales field), I think
he wanted to do MK more than she did. It made total sense to him and
he excitedly bought the $3600 package for her. She told me in her exit
interview that this size package was too overwhelming for her.  

*** On question #5 of the “Exit Interview Survey” ***
If she answers less than 10, ask her to explain so that we can evaluate and
improve in those areas.

Exit Interview Survey
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1. What was it about the Mary Kay opportunity that excited you? Why did you
want to become a Mary Kay Beauty Consultant? 

2. Why are you deciding to close your business? 

3. How did Mary Kay Inc. not meet your needs?

4. How did I not meet your needs as your Sales Director?

5. On a scale of one to ten, how would you rate the following? 
(1 = poor, 10 = great)

• The products?   ______
• Training and education?   ______
• Explanation of inventory options?   ______
• Sales Director support?   ______
• Company support?   ______
• Recruiter support?   ______

6. Do you understand that if you send product back to the company, that you
may never be a Mary Kay Beauty Consultant again?

7. Please estimate your current level of wholesale inventory.

Sample Inventory Liquidation Options
            (Using a $3600 inventory with a sample bonus amount)

JH Word Document
Exit Interview.doc

08/17/05
3



If Returned to Mary Kay Inc. If Sold at Cost
1. You will receive $3,240 through the
90% buy-back guarantee.

1. You will receive $4,116
* Wholesale Inventory = $3600
* Free Product Bonuses = $516 
   (wholesale value)

2. You do not receive $$ from Mary
Kay for your free product bonuses,
which are valued at $516 (wholesale
value).

2. You may profit by selling your free
product bonuses. 

3. You are forever closing the door to
the Mary Kay opportunity. You may not
be a consultant again. 

3. You may continue to purchase Mary
Kay products at cost AND you may
choose to pick up your business again at
a later date. 

Ways to liquidate product

 Have a 50% off, going out of business sale over your personal website or at your
home. Your recruiter or director will help you have an event at your home if you’d
like. 

 Let your existing customers know you are closing your business for now and ask
their help to liquidate products. Schedule classes and facials with them and let
them know they will receive products at cost for helping you. Your recruiter or
director can help you hold appointments and will support your customers after
those appointments to ensure ongoing, excellent customer service. 

 Give your friends, family members, and customers Look Books and Beauty Books
to take to work and sell products for you at cost. 

 Have your friends, family members, and customers hold a web show for you,
where everyone gets products at cost. If you don’t have a website, your recruiter
or director will help you. 

 Donating products to a battered women’s shelter or other charitable organization
is also an option, as well as a sizable potential tax deduction.

 Remember to pull any personal use or gift products that you may need in the next
3 years (average product shelf life) since this product was purchased at wholesale.

So you’ve chosen to sell back….

JH Word Document
Exit Interview.doc

08/17/05
4



1. Pull your own personal use product and any gift items that you will
need for the next 3 years. This will allow you the benefit of that
product at wholesale prices, versus re-buying that product in the
future at full retail. 

2. Return any borrowed product, supplies, tapes, or CD’s to sister
consultants and/or director. 

3. Contact all your existing customers:

a. To let them know you have chosen to close your business.
Offer them a _____% discount (your discretion) on any product
they would like to purchase. 

b. Give them the name and phone number of your recruiter or
director (whoever will take over responsibility for your
customers). 

4. Contact Mary Kay Cosmetics Repurchase Department for a
repurchase form. 

5.  Provide your recruiter or director (whoever will take over
responsibility for your customers) with all customer information
(profiles, preferred customer list, order history, etc). This will ensure
a professional impression of both you and Mary Kay Cosmetics for
your customers. 

6. If you have any Section 2 or MK Connections items that you no
longer want, please contact your Director for suggestions on how to
do away with those items.
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