Mary Kay Angels

Top National Sales Directors — Commissions and Bonuses

These Independent National Sales Directors, Independent Sales Directors and Independent Beauty Consultants achieved the highest commissions/bonuses
or production or had the most new team members in their Seminar areas in November 2008.

Top Sales Director — Personal Sales

RUBY — Juliet Goertzen, J. Shealy Area.............cccocovvviviiiiiiiiiiiiiiiiiiieieciieeesss $16,517
SAPPHIRE — Debbie Tweedie White, R. Tarbet Area..............ccccccucvevvieceeeeceeniieenn, $10,452
EMERALD — Vickie Durfee, K. Helou Area............. .$13214
PEARL — Jocelyn Knox, A. Tripp Brewton Area.. .. $13,432

DIAMOND — Nancy DOVE, GO GIVE ATBQ................ccovcvueeieeiiisininiieieiesiseseienns $12,640

Top Beauty Consultant — Personal Sales
RUBY — Ngozi Benneth-Igwe, H. Godswill Unit, Go Give Area...............c.ccccvvvvvvvnnnnn

Carol Anton Gayle Gaston  Gloria Mayfield Jan Harris ~ Barbara Sunden SAPPHIRE — Demeshia Swanson, M. Lewis Unit, G. Gaston Are@.................ow.....

$47,834 $71,010 Banks $44,362 $86,063 EMERALD — Yuko Yasuma, M. Brandenburgh Unit, GO GIve Ar6a .........oecoooccrrn.

RUBY SAPPHIRE $41,492 PEARL DIAMOND PEARL — Rebecca Phipps, S. Wisnoski Unit, A. Tripp Brewton Area.

EMERALD DIAMOND — Kathleen Neal, V. White UNit, GO GIVE AT€L......cvovocveeeerseeeseerseesne

Top Unit — Estimated Retail Production Top Team Builder

RUBY — Oye Onuoha, GO GIVE Ar€a..............cccoovvvvviiieiiiiiiieieeeeeeeee s $113,603 RUBY — Esther Awe, T. Adekunle Unit, Go Give Area......................... 14 New Team Members
SAPPHIRE — Beth Austin, G. Gaston Ar6a..............ccooooeoeeeeeeeoeeeeeeeeeeeeeeeeeeeeeeeeenn $91,101 SAPPHIRE — Honoria Flores, M. Garcia Unit, Go Give Area................ 14 New Team Members
EMERALD — Grace Adeoye, G. Mayfield Banks Ar6a ..................ccccovcevvrvseriveennnns $97,150 EMERALD — Rose Hardy, C. Mantooth Unit, S. Giancristoforo Area ... 15 New Team Members

PEARL — Tawnee Hammett, A. LaMarr Unit, A. LaMarr Area........
DIAMOND — Victoria Carcioppolo, M. Byers Unit, Go Give Area

.. 10 New Team Members
15 New Team Members

PEARL — Kim McClure, Go Give Area................
DIAMOND — Felicia Nweze, J. Grady Area

TOp Un |t BU | |derS Independent Sales Directors with 20 or more new unit members for November 2008.

Ruby Emerald Diamond
Thessy Nkechi Nwachukwu................... 37 New Unit Members Grace AdEOYE .........cooovvvviiiiiiiis 26 New Unit Members Blanca Sola.........c.cccceveviiiiiiiiin 41 New Unit Members
Julie Brindell Sapp........ ..34 New Unit Members Chelsi AdKINS........c.overiiiiieeeics 23 New Unit Members Damaris Osorio ...31 New Unit Members
Melissa Kaye Kopec.. ..21 New Unit Members Ana X. Solis......... ...24 New Unit Members
Consuelo Z. Tinajero. ..21 New Unit Members Veronica M. Rosas... ...23 New Unit Members
Tolu . AdEKUNIE.....v..oveeevecee 20 New Unit Members Pearl Mischell Alene Byers... .21 New Unit Members
Renee CoNN-ENoS...........cccovvveerrnrenns 22 New Unit Members Terri R. Jessup.... .21 New Unit Members
. JEaN A WIISON vvvvveveveeeeeeeeeeveeecnns 22 New Unit Members Ruth L. Everhart....... .20 New Unit Members
Sapphlre Ada Y. Garcia-Herrera. ...20 New Unit Members
SONYA CANEY vvvvvvvveverreveeseeesererseeeenns 28 New Unit Members Martha E. Hernandez ...........c.cccovvnnaas 20 New Unit Members
YVONNe Tazem .....c.ovevivcnrinieiniinns 20 New Unit Members

..24 New Unit Members
20 New Unit Members

Esmeralda Diaz.........
Ellen Ezekiel Farquharson

Correction for December 2008

Vickie Durfee's photo was inadvertantly left out of the December 2008
Seminar recognition. Vickie was Queen of the Sales Director Queen's
Court of Personal Sales in the Emerald Seminar.

Meet your NSDs

Be sure to visit the Mary Kay InTouch® Web site for inspiring
success stories about Mary Kay Independent National Sales
Directors. Click on the “Meet Your NSDs” link under the
Heritage tab. You can search for NSD stories by name, city,
state, Seminar or even former occupation. Why not share their
stories with potential team members?

Vickie Durfee
Henrietta, N.Y.

APPLAUSE® magazine is published in recognition of and as information for members of Mary Kay Inc.’s independent contractor sales organization, Independent National Sales Directors (“National Sales Directors”),
Independent Sales Directors (“Sales Directors”) and Independent Beauty Consultants (“Consultants”) in the United States, Puerto Rico, U.S. Virgin Islands and Guam by Mary Kay Inc., Dallas, Texas ©2008 Mary Kay Inc.
Member: Direct Selling Association; Cosmetics, Toiletry and Fragrance Association. Affection, Applause, Beauty Blotters, Belara, Domain, Elige, Eyesicles, Go-Give, Heart to Heart, Journey, LearnMK, Lucentrix, Mary Kay,
Mary Kay InTouch, Mary Kay Tribute, MKConnections, MKeCards, MK Signature, myBusiness, myCustomers, Nutribeads, Ovation, Pink Link, Power Hour, Satin Hands, Satin Hands & Body, Satin Lips, Satin Smoothie,
Smart Start, Sun Essentials, TimeWise, Tribute and Velocity are registered trademarks; and Beaut-e-News, Bella Belara, captivating color, powerhouse skin care, Darci, Indulge, Inspiring Beauty, Enriching Lives, Luscious
Color, Mint Bliss, MK High Intensity, Pronewal and Smart Wiper are trademarks of Mary Kay Inc., 16251 Dallas Parkway, P.0. Box 799045, Dallas, Texas 75379-9045, www.marykay.com.

Your INbePENDENT ConTRACTOR STATUS: As an independent contractor, you are not an employee nor an agent of Mary Kay Inc. Throughout Applause® magazine, you will receive guidance, suggestions and ideas regarding
your Mary Kay business, yet you have the freedom to choose your own hours and the business methods that work best for you. The Company retains no right of control over you, except those terms of your Independent
Beauty Consultant, Independent Sales Director and/or Independent National Sales Director Agreement(s) with the Company. You, in turn, have no power or authority to incur any debt, obligation or liability, or to make any
representation or contract on behalf of the Company.
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Se Confident

Did you know that your Mary Kay business reflects the Mary Kay® brand?

Your professionalism speaks volumes about the Company, your dedication

to your business and what image you want to project. As Mary Kay Ash said, Rolling Tote and

“You are ‘Mary Kay’ to every single person you meet.” Accessory Case
This perfectly portable

If you are thinking about upgrading some of your Mary Kay® business tools, - pair holds skin care class

perhaps consider these top recommendations from MKConnections® that
are functional and professional. To order, visit MKConnections® on the

Mary Kay InTouch® Web site.

Black Beauty Coat
Don’t know what to wear
at a skin care class or
party? When you slip on
the Black Beauty Coat,
you'll look professional
and polished without any
fuss. Made with stain-
repellent Nano-Pel™
technology, the 100
percent polyester fabric is
breathable and durable.
$38, plus shipping and
handling

Sample Organizer

Keep your color samplers handy and neatly organized with this
attractive flip-page carrier. It includes 17 vinyl pages with pockets
for hundreds of samplers, a zippered closure and a detachable
shoulder strap. Perfect for distributing samplers at Color Insider
parties or on the go! Dimensions: 14%2"x 11%2"x 35/16". $42,

plus shipping and handling

accessories and can slip
under an airplane seat or
into an overhead bin with
ease. When not in use, the
Accessory Case can be
conveniently stored in the
Rolling Tote! With features
such as durable microfiber,

soft-grip handles and roomy
pockets, you'll wonder how
you functioned without it.
Dimensions: 16" x 12"x 8”
and 12"x 9"x 7 12", $52,
plus shipping and handling

Business Kits

The Business Kits offer
tools to help you get your
business going and to stay
on track for success. The
kits include 250 business
cards; information cards;
a two-pocket, pink vinyl
business card case; a self-
inking name and address

stamp; a platinum-tone
name tag with stay-put
magnet clasp; and 500
black and 500 white prod-
uct reorder labels. Starting
at $39.99, plus shipping
and handling
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[1me for an Updated Miracke:

Quick Facts

» Beginning June 16, all flagship Miracle
Set items you order will come in new

soft pink packaging with black graphics.

» The packaging update applies to
TimeWise® 3-In-1 Cleansers (normal/
dry and combination/oily); TimeWise®
Age-Fighting Moisturizer; TimeWise® Day
Solution Sunscreen SPF 25*; TimeWise®
Night Solution; the Miracle Set and bag;

and corresponding samplers.
» All formulas remain the same.

> TimeWise® Age-Fighting Moisturizer

will come in a new 3 fl. oz. tube.

Brand Impact

It started with color products and continued with
some skin care items. Now the new look for the
Mary Kay® brand is moving to the Miracle Set!
Starting June 16, 2009, the Miracle Set will
receive a stunning packaging makeover.

The new soft pink packaging is accented with
black graphics that give the Miracle Set an elegant,
upscale design that any woman would be proud to
showcase on her bathroom vanity. And there’s no
need to worry: The product formulas for each
Miracle Set item will remain exactly the same,
and the retail prices will remain the same! So
the packaging is being updated, but the advanced
Miracle Set formulas that your customers love are
not changing.

Why do we need a packaging update for the
Miracle Set? It’s all about keeping our brand image
consistent and in-line with what women want.
Moving to pink and black packaging was a strategic
move that enhances our image and appeals to
consumers while staying true to our pink heritage. In
fact, the new Miracle Set packaging may remind you
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of some of the very first versions of the Mary Kay®
skin care line!

Other Updates

You'll also want to note that with this packaging
update, the metal collars on the current TimeWise®
Day Solution Sunscreen SPF 25* and Night Solution
pumps will be replaced with a plastic version. With
this change, the bottles become recyclable, support-
ing our goals for moving to “green” packaging (the
current metal collar is not recyclable).

In addition, based on consumer preference, the
packaging for TimeWise® Age-Fighting Moisturizer
will convert to a tube format instead of the current
flip-top, upright bottle. The fill weight for the new
tube will be 3 fl. oz. versus the current 3.3 fl. 0z.
But the $22 suggested retail price will remain the
same.

To complete the packaging update, a comple-
mentary Miracle Set bag has been created, and
Miracle Set samplers are being updated to match
the new color scheme. Also, please note that any
packaging updates to the TimeWise® 3-In-1

(imewise
day solution
sunscreen spf25

solution diurne
écran solaire ff

locion facial

Cleansing Bar and TimeWise® Age-Fighting
Moisturizer Sunscreen SPF 15 will be announced
later in the year.

Start Preparing

We wanted to give you plenty of time to think about
this packaging revision. So why not take the time
now to review the Miracle Set inventory you currently
have on your shelves? Because the formulas are not
changing, this transition will not be as dramatic as
the color product changes. However, you can use
this packaging update as an opportunity to repromote
the benefits of the Miracle Set to all of your new and
existing customers. In fact, perhaps the new packag-
ing may convince some of your customers to try the
Miracle Set for the first time — especially if you make
sure they know about it!

As the packaging update nears, look for more
information coming to help you repromote the
Miracle Set, including a “Countdown to Skin Care”
section of “Product Central” on the Mary Kay
InTouch® Web site.

*Over-the-counter drug product
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Independent Sales Director

of Fairfield, Ala.

Independent National
Sales Director
Pam Klickna-Powell Area

Olivia could sum up her New York minutes in one word: “Fabulous!
Everyone made us feel ultraspecial. | was driven around in my own
private Town Car, and my private hotel room overlooking Central Park
was beyond words, right down to the chocolate strawberries! Our
delectable dinner at the famed Tavern on the Green was followed by
breakfast in bed the next morning and a taping of two ABC Rachael
Ray programs, where we were treated like VIPs. We got to tour the
entire set, including her kitchen. That night we dined at Chef Bobby
Flay’s restaurant and caught The Little Mermaid on Broadway. On
the third day, we attended a taping of ABC's The View, where we
toured and took pictures. Now I'm working to qualify for the Top Sales
Director Trip. This challenge continues to make a positive difference
for me and my unit. “We will shine in 2009!"”

hey bagoed
the I%?g Apple

For the fortunate grand-prize winners of the Seminar 2008 m
It's in the Bag Team-Building Challenge, New York never .
looked so beautifull These five glamour gals lit up the town
with their own special brand of Mary Kay luminescence.

They're back now to share their impressions with all of us!

“| really wanted to win this incred-
ible trip, and | was determined to put
Mary Kay's amazing products on 30
new women each month!” says Sarah. “I
knew by accomplishing this goal | would
gain new hostesses as well as new team
members.” Sarah started with her loyal customers who would be willing to introduce her to their girlfriends and
booked two parties from each class. In the process, she realized some important insights about herself and her
business: “My daily activities are what brought about my success, just like winning Olympic athletes who train on
a daily basis to win the GOLD. | saw that if | worked hard every day to build my business, at the end of the quarter
| would have a number of new customers as well as team members. Because of my hard work, my new team
members in turn knew exactly what to do to be successful in their own businesses, because they saw it for them-
selves. Plus, | was able to use my ‘New York trip’ as a personal testimony of how amazing this Company is!”

Independent Sales
Director
of Panama City, Fla.

Independent National
Sales Director Gay Hope Super
Area

Independent Senior Sales
Director
of Lafayette, La.

Independent Senior
National Sales Director
Wilda DeKerlegand Area

“| love Mary Kay contests and challenges and what they've done for
me and my unit,” shares Betsy. “Success is all about momentum as
| work steadily toward my ultimate goal. | put Mary Kay on 30 faces
for six straight months, and | talked to all of those customers about
the marketing plan!” To make all those appointments, Betsy called
her long-time Mary Kay customers and asked them to book. “I also
met people out in the marketplace and handed out Mary Kay® sample
products with my business card. For my customers who lived out
of town, | sent a ‘facial in the mail.” Betsy says she learned some
important lessons as a result of the challenge. “Never give up! When
you want something and you're willing to work hard and do whatever
it takes, it will happen for you. | made tons of new friends and found
tons of new customers. I'm so glad | didn’t miss this trip!”

Heather achieved her “New York goal”
by keeping her datebook filled with
plenty of hostess commitments. “I love
a challenge with a great prize attached
to it, so | turned to my proven strategy:
. hostesses. | find that hostesses make
the best prospects for new team members, and | always share team-building information with them right after
their classes, while they're still close to the products. I've found that women who are closest to the products
are the most open to the opportunity. Mary Kay is all about building relationships, with both team members and
customers, and | gained several new team members during this challenge who had been my loyal customers
for years. They trusted me as their Independent Beauty Consultant, so when they needed extra income, they
thought of Mary Kay right away. That's the beauty that a great opportunity like Mary Kay has to offer. Including
fabulous rewards like our trip to New York. Everything was first-rate all the way!”

Independent Future Executive
Senior Sales Director

of Celebration, Fla.
Independent National Sales
Director Lisa Madson Area

“I'loved how this challenge taught me to
set a goal and achieve it. It's exciting to
cross off or update my hourly, daily and
weekly progress while working toward an
end result,” says Beth, who credits a major
mentor with helping her craft her winning
strategy. “Jamie has always taught us to
break down these kinds of goals into the number of skin care classes and sharing opportunities we need to
win, then track our success.” Beth says she’s also learned to offer her business card to 10 sharp women every
day, which helped her to achieve /t’s in the Bag goals and enjoy “this fabulous weekend.” “But the relationships
| formed in the process were equally rewarding. From the moment we all met, we ‘winners’ were friends. We
shared ideas for the upcoming Country Music Awards promotion, and | got some great ideas for viewing parties
and ways to get our units and customers excited about what the Company is doing with the new advertising
and product launches!”

Independent Sales Director

of Woodstock, |Il.
Independent National
Sales Director Jamie
Cruse-Vrinios Area
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Career Car Program..
Umns 40

Ladies, start your engines!

2009 marks the 40th anniversary of the Career Car
program created by Mary Kay Ash in 1969. The first
car ever awarded was the iconic pink Cadillac earned
by five Independent Sales Directors at Seminar 1969.
Since then, the Mary Kay Career Car program has
evolved into one of the largest incentive car programs
in the world and now includes several makes and
models for independent sales force members in 22
markets outside the U.S.

From the original pink 1968 Cadillac Coupe de
Ville first owned by Mary Kay Ash to the contemporary
2009 Cadillac CTS, the Career Car program signifies
what can be achieved when you work hard and go
for the ultimate Mary Kay goal. In celebration of this
40th anniversary, why not picture yourself driving this
symbol of success, put your efforts into overdrive and
race toward the finish line? You could find yourself
jingling a new set of car keys on the Seminar 2009

stage!
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Fast Fun Facts

> Since the Career Car
program’s inception in
1969, more than 120,000
Mary Kay independent
sales force members have
qualified or requalified for
the use of a Career Car.*

> Mary Kay Career Cars
have logged an estimated
3 billion miles throughout
the U.S. over 40 years.

> Today, approximately
6,000 Career Cars are
on the road, representing
a retail market value of
approximately $166 million.

> Currently, almost 500 pink
Cadillacs are on the road
nationwide.

> In 1969, the average retall
price of a pink Cadillac
was approximately $5,900.
Today, it's $44,900.

*Independent sales force members earning a car award can either choose to take delivery of a car, or they can choose to receive cash compensation in lieu of the car.
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On the face of it, Independent National
Sales Director Sherril Steinman (shown left)
and Independent National Sales Director
Lorraine Newton (shown right) might be
considered an unlikely duo by some. Sherril
makes her home in the upper Midwest in a
town with a population around 1,200. Lorraine,
an urbanite, hails from a Southwestern
metropolitan area. Sherril learned from the
school of trial and error. Lorraine earned two
college degrees. And they didn’t discover
Mary Kay at the same time either. More than
10 years separate the arrival of Starter Kits on
their doorsteps. Yet despite their differences,
both hold deep beliefs grounded in the most
basic of Mary Kay principles: Share what you
know; raise others up; and never forget the
Golden Rule.
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Then, a couple of years ago, Leadership Conference
brought Sherril and Lorraine together in a dynamic
new way, and Lorraine, then an Independent Execu-
tive Senior Sales Director, caught a fresh vision that
ignited her Mary Kay future like a rocket. Just talk-
ing about her experience that fortuitous January day
brings an excited sparkle to her eyes. ‘It all started
with a class on team-building in which Sherril spoke
about developing red jackets,” she explains. ‘I had
never heard the steps laid out so simply or seen
S0 clearly what was possible for my business. She
packed so much into that one hour.” Eager to put to
work what she had learned, Lorraine returned home
the next day invigorated beyond any expectation she
had ever held. When she thinks now about how close
she came to missing it all, she can hardly believe
the mistake she almost made. “/ could so easily have
Slipped right past my best destiny,” says Lorraine
with a sweep of her hand, “just missed it. The truth s,
| almost didn’t go to Leadership Conference that year.
| had been around Mary Kay for 16 years. Why go
after all that time?”
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The Right Decision

at the Right Time

Over the course of several days, however, she
kept feeling an insistent nudge. She finally decided
to go, if only to set an example for her offspring
Independent Sales Directors and bring back some
new ideas for them. At the time she registered, she
didn’t know that one of the most impressive women
she had ever seen would be teaching. “When I found
out Sherril would be one of the instructors, | was so
excited,” she recalls. “In fact — true story — the first
time | saw her years ago, | was dumbfounded!” She
laughs, remembering her awed reaction. ‘She was
this glowing personality, just stunning to look at. All
the women with me — we were all new Independent
Sales Directors — agreed that we had to get away. Her
light was too bright! All the years after that, | admired
her from a distance.”

Still, Lorraine admits she didn’t expect to learn
anything dramatically different in class from what
she already knew. She figured an hour would pass,
and she would be on her way, able to say she had

been there and done that. “Sherril began to talk about
building red jackets, and I thought, ‘0K, nothing new;
I'll take notes; it'll be over soon.” But as she talked,
| began to envision this program working for me and
those in my unit. | couldn’t believe that something
so simple could be the answer | had been seeking
for so long.”

Within months, Lorraine had made significant
changes in her business practices, working in new
ways with those in her unit who expressed interest
in growing their own businesses. At Seminar, the
changes she made enabled her to share even more
special moments with her mentor. Sherril was the
master of ceremonies for an achiever’s luncheon
and seated at the same table with Lorraine. “/ was
bubbling over as | shared with her all that had hap-
pened for my team as a result of her class | attended
at Leadership Conference,” says Lorraine. “We were
hugging and taking pictures together like a family
reunion.”

When Lorraine reached the pinnacle of her
dreams the following January, she went looking for
Sherril at Leadership Conference to thank her for the




Vary Kay was so onliant.
Women heloing other women

succeed. What a concept

information and inspiration that “got the ball rolling.”
“I'm grateful that | was that ‘teacher’ in the right place
at the right time, ” Sherril says. “Those moments when
we see the impact we've had on someone else’s life
are so precious. What we send into the lives of others
will ALWAYS come back into our own. It’s gratifying to
remember how many have played the same role in my
path and to know that | could share with Lorraine in a
meaningful way. And | know it'll all come back to me
again! That heartwarming cycle is one of the greatest
rewards we experience in the Mary Kay walk.”

The next time Lorraine and Sherril took pictures
together was on the Independent National Sales
Director Trip in Sydney, Australia. “/ had to keep
pinching myself,”says Lorraine. “Through it all, Sherril
and | developed a lasting friendship, thanks to her
Go-Give® spirit. If she hadn’t accepted the invitation
to teach and shared her pearls of wisdom with other
women from all across the country, | literally may not
have been where | am today. Sherril has touched my
life and my family’s lives ‘long distance’ but up close
and personal too.” In turn, Lorraine has traveled coast
to coast sharing what she’s learned. “As a result of

EE—

‘JJ

Sherril’s class, I've been able to make a difference in
the lives of women from all kinds of backgrounds, in
every comer of the country. As they've grown, they're
developing others who are assuming the Mary Kay
legacy and sharing it with new generations.”

Just Following Their Leader

Sherril says at the end of the day she just did for
Lorraine what all the other Independent National Sales
Directors are doing for members of the independent
sales force all the time. “It was Mary Kay’s dream and
it's our expectation to keep ‘passing it on,”” she says.
“No blessing does its job while it's still with us. We
have to give it away for it to be realized. The more we
help others rise to their highest potential, the higher
we will go ourselves. Independent National Sales
Directors are just those who have helped the most
women graduate. Mary Kay was so brilliant. ‘Women
helping other women succeed.” What a concept! But
when you think about it, she was really just living her
faith. Her whole approach was based on acting out
her beliefs: ‘Love thy neighbor as thyself.” Mary Kay’s
life set a great example for us all.”

‘ ives enriched

Since starting her busi-
ness in 1989, Lorraine has
learned that certain steps
help ensure her success.
Her tips could put you on
the road to your success:

» Strive to never miss a
single special event.

Attend classes and listen
with a receiving spirit.

Keep it simple.

Be consistent.

“I've also incorporated three
important principles from
Sherril’s example,” she adds.
“The Go-Give® spirit is the
heart of Mary Kay, and we
should protect and preserve
it. We should give freely
because all that we send into
the lives of others will come
back into our own. And as
we grow our businesses, we
should never forget to make
others feel speciall”
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Reflections

o \ary Kay

Time is one of the most valuable assets we have,
and vet also is the most misused. Time is money,
and if your time is better spent in one direction

than in another, then decide on the best direction

Dates 1o Remember

FEBRUARY 2009
M
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Postmark cutoff for Independent Beauty Consultants to
mail Commitment Forms to begin Independent Sales
Director qualification this month.

Online Sales Director-in-Qualification Commitment
Form available beginning 6 a.m. Central time.

Last day to submit online Sales Director-in-
Qualification Commitment Form. Commitment Form
available until midnight Central time.

Last day of the month for Beauty Consultants to place
telephone orders (until midnight Central time).

Last day of the month for Beauty Consultants to place
online orders (until midnight Central time).

Last business day of the month. Orders and Indepen-
dent Beauty Consultant Agreements submitted by

‘ mail or dropped off at the branches must be received
by 7 p.m. local time to count toward this month’s
production.

Online Independent Beauty Consultant Agreements
accepted until 7 p.m. Central time.
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This Month:

Feb. 2: Career Conference 2009 registration
begins for personal unit members of Independent
National Sales Directors.

Feb. 3: Registration begins for the first week

of Career Conferences (March 20-21 and

March 22-23).

Feb. 6: Registration begins for the second week
of Career Conferences (March 27-28 and

March 29-30). Registration ends for Satellite
Educational Event.”

Feb. 14: Nationwide Satellite Educational Event.*
Feb. 15: Postmark deadline to earn the second
monthly product bonus. Last day to enroll online
for the Spring 2009 Preferred Customer Program
and Consultant First Look mailings of The Look.
Feb. 16: Presidents Day. Postal holiday. Third
monthly product bonus begins. Beaut-e-News®
e-newsletter begins e-mailing to customers.
Feb. 20: January Career Car qualifier paperwork
due to Company.

Feb. 27: Career Conference 2009 registration
deadline. All registration forms that are mailed
must be received by Special Events Registration
by 5 p.m. Central time. Phone lines are open
until 5 p.m. Central time. Online registrations
will be accepted until midnight Central time.
Feh. 28: Sparkle and Shine! Team-Building
Challenge ends.

*You can learn more about this nationwide educational
opportunity by going to the Mary Kay InTouch® Web site.

to use your time. Plan each night for a great tomorrow. A few minutes used to
organize your time planning for a dynamic tomorrow can create sunny skies for
you where there may be storm clouds for everyone else.

— Mary Kay Ash

Next Month:

March 10: Early offering of the new Spring
2009 promotional items begins for Independent
Beauty Consultants who enrolled in The Look
for Spring 2009 through the Preferred Customer
Program.

March 15: Postmark deadline for Quarter 3 Star
Consultant quarterly contest. Deadline to make
Quarter 2 Star Consultant prize selections.
Postmark deadline for Winter 2008 promotion
and to earn the third monthly product bonus.
Early ordering of the new Spring 2009 pro-
motional items available for all Independent
Beauty Consultants. Last day for customers to
take advantage of the Winter 2008 mini Skin
Refreshing Set gift with purchase. Last day

to enroll online for the Spring 2009 Preferred
Customer Program Month 2 mailer.

March 16: Quarter 4 Star Consultant quarterly
contest begins. Spring 2009 promotion and
monthly product bonus begin. Beaut-e-News®
e-newsletter begins e-mailing to customers.
March 20: February Career Car qualifier paper-
work due to Company. Spring 2009 Preferred
Customer Program customer follow-up list

and labels master begin mailing. Online prize
selection for Quarter 3 Star Consultant quarterly
contest available.

March 25: Spring 2009 Preferred Customer
Program mailing of The Look begins. (Allow
7-10 business days for delivery.)



Teach! Don't Touch! Hands-Off Policy Is Best

Many states have laws that require licenses for individuals who physically apply
cosmetics or cosmetic treatments to others with the hands or mechanical devices,
including brushes or applicators. We strongly recommend that Independent
Sales Directors and Independent Beauty Consultants who are licensed cosmetol-
ogists avoid touching or applying cosmetics to the customer, as this practice can
lead to misunderstandings in the minds of customers, other Independent Beauty
Consultants and licensing authorities. You may want to set your customers’
expectations by letting them know their appointments with you will be

opportunities to fearn to apply cosmetics themselves, as opposed to having them
applied (as in a department store makeover) and that their own hands-on appli-
cation will more effectively imprint correct methods for future use. If a customer
insists that you apply the cosmetics to her, we recommend a polite explanation
that the Mary Kay concept is to teach the customer to do it for herself so she
can repeat the procedures when the Independent Beauty Consultant is not there.
Your customers will appreciate this logical, professional response, and you'll
avoid any misunderstandings with licensing authorities.

Find It Online — What’s New
On Mary Kay InTouch®

Check out some of the following tools currently available.
You may find everything you need for your Mary Kay busi-
ness and more!

Mary Kay Tribute. This popular section has received an
update with new graphics and information that showcase
the outstanding life, legacy and awards of Mary Kay Ash.
[t's a great place for anyone to learn more about the
woman and her lifetime contributions. Go to Heritage >
Remembering Mary Kay. This site can also be accessed
from www.marykay.com or at www.marykaytribute.com.

Priority Awards Seminar 2009 Registration. You have
until March 15 to qualify for Priority Awards Seminar
Registration. There are several ways to qualify, so be sure
to check out all the details on the Mary Kay InTouch® Web
site. Go to “Events.”

Beauty Consultant Enrichment Program With
Pacesetters. Get a different free CD download each month.
Go to Education > Beauty Consultant Enrichment Program
to listen to and download the featured CD. And now you
also will find a new “Pacesetters” section with exciting chal-
lenges to help you get each month off to a great start. Plus,
these challenges offer Career Conference 2009 recognition!

Advance Online. Have a question about the career path?
Want to know what’s new, including new rewards and
bonuses for new Independent Sales Directors? This sec-
tion includes the latest updates and a link to the Advance
brochure in PDF form. Go to Resources > Publications >
Advance Online.

Hostess Program. Party guides, party tips, hostess
rewards and more! Updated each quarter, this section can
help you and your hostesses plan the best parties ever. Go
to Education > Hostess Program.

BizBuilders Bonuses!

Free™ products with each qualified order! Check out these bonuses, quantities and values,
available when you place a product order Feb. 16 — March 15, 2009.

Total Section 1

$400 sugg. retail/
$200 wholesale

$800 sugg. retail/ 1 Oil Mattifier $15
$400 wholesale
$1,200 sugg. retail/ 2 Oil Mattifiers $30
$600 wholesale 1 Spring Gift With Purchase —
Mini Microdermabrasion Set
$1,600 sugg. retail/ 3 Oil Mattifiers $45
$800 wholesale 1 Spring Gift With Purchase —
Mini Microdermabrasion Set
$2,400 sugg. retail/ 4 Oil Mattifiers $60
$1,200 wholesale 1 Spring Gift With Purchase —
Mini Microdermabrasion Set
$3,600 sugg. retail/ 5 Oil Mattifiers $75
$1,800 wholesale 1 Spring Gift With Purchase —
Mini Microdermabrasion Set
1 Travel Roll-Up Bag
$4,800 sugg. retail/ 5 Oil Mattifiers $75
$2,400 wholesale 1 Spring Gift With Purchase —
Mini Microdermabrasion Set
2 Travel Roll-Up Bags
$6,000 sugg. retail/ 5 Oil Mattifiers $75
$3,000 wholesale 1 Spring Gift With Purchase —
Mini Microdermabrasion Set
3 Travel Roll-Up Bags
$7,200 sugg. retail/ & Oil Mattifiers $75

$3,600 wholesale

Although these BizBuilders bonuses are not available to new Independent Beauty Consultants with their
initial orders, they are eligible for the Ready, Set, Sell! product bonuses. See the January issue of Applause®
magazine for the current Ready, Set, Sell! bonus values and the Ready, Set, Sell! brochure for additional details.

Month 3 Bonus*

50% Discount/
Earned Discount Privilege

1 Spring Gift With Purchase —
Mini Microdermabrasion Set
4 Travel Roll-Up Bags

Bonus Suggested
Retail Value™

*Independent Beauty Consultants will
receive Seminar contest credit on all
Section 1 retail products and gifts with
purchase, but not Section 2 products
distributed through this program.

**Tax is required on the suggested retail value of Section 1
products. Add applicable bonus values to the Taxes area
in the Summary Section of the Consultant order form. We
reserve the right to substitute another bonus of equal or
greater value in the event supplies are depleted.
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Go-Give Award

Congratulations to the winners for March 2009.

The Go-Give® Award is given in memory of Independent
National Sales Director Sue Z. Vickers to recognize
Independent Sales Directors who best exemplify the
Golden Rule, helping others unselfishly
and SUPPOrting adoptees as much as unit members.

KuczynskKi

Ruby

Independent Sales Director
Began Mary Kay

February 1999

Sales Director Debut

December 2001

National Sales Director

Bea Millslagle

Honors Premier Club qualifier;

Star Consultant; two-times Sales
Director Queen’s Court of Personal
Sales; two-times Queen’s Court

of Sharing; Circle of Achievement;
Double Star Achievement; Triple
Star Achievement; gold medal win-
ner; estimated highest monthly unit
retail: $52,060

Personal Lives in Sparks, Nev.
Hushand, Rob; sons: Kyle, Kody;
daughter, Katelyn

Favorite Quote “The Lord is my
light and my salvation — so why
should | be afraid? The Lord is my
fortress, protecting me from danger,
so why should | tremble?”

Psalm 27:1

Independent Beauty Consultant
Barbara Rinaldo of Sparks, Nev.,
says, “A customer called to order a
few products to send to her sister in
the hospital in another state. Suzie
contacted a sister Independent
Sales Director in that state and
requested a pampering gift basket
be delivered personally to the
patient at Suzie’s expense.”
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Garner Moore

Sapphire

Independent Senior

Sales Director

Began Mary Kay

July 1980

Sales Director Debut

December 1982

Offspring one first-line;

one second-line

National Sales Director

Gayle Gaston

Honors Cadillac qualifier; Circle

of Honor; three-times Sales
Director Queen’s Court of Personal
Sales; Queen’s Court of Sharing;
ten-times Circle of Achievement;
three-times Circle of Excellence;
Double Star Achievement; Triple
Star Achievement; gold medal win-
ner; estimated highest monthly unit
retail: $87,107

Personal Lives in Ruston, La.
Daughter, Rilee

Favorite Quote “Excellence is
giving everything that you have to
everything that you do.”

— Pamela Waldrop Shaw
Independent Future Executive
Senior Sales Director Sheila
Schuler of North Vernon, Ind.,
says, “Pam travels to Toupin Area
events to mentor and educate. Her
warm spirit and willingness to share
her wisdom is a true blessing.”

Steele

Emerald

Independent Senior

Sales Director

Began Mary Kay

September 1981

Sales Director Debut

April 1989

Offspring one first-line

National Sales Director

Go Give Area

Honors Cadillac qualifier; Circle

of Honor; 11-times Sales Director
Queen’s Court of Personal Sales;
seven-times Circle of Achievement;
seven-times Double Star Achieve-
ment; gold medal winner; estimated
highest monthly unit retail: $57,089
Personal Lives in University Place,
Wash. Husband, John; son, Kevin;
daughter, Tasha

Favorite Quote “Let us not become
weary in doing good, for at the
proper time we will reap a harvest if
we do not give up.” Galatians 6:9
Independent Beauty Consultant
Kendra Kinard of Cicero, lll., says,
“Tammy had surgery to humbly give
a kidney to a sister Independent
Sales Director. She placed orders
and answered phone calls from her
unit concerning month-end orders
as she lay in the hospital awaiting
surgery.”

“Recognition.”

Hutson

Pearl

Independent Sales Director
Began Mary Kay

September 1989

Sales Director Debut

June 1994

National Sales Director

Sandy Miller

Honors Premier Club qualifier;
Circle of Honor; 11-times Sales
Director Queen’s Court of Personal
Sales; eight-times Circle of
Achievement; eight-times Double
Star Achievement; gold medal
winner; estimated highest monthly
unit retail: $60,731

Personal Lives in Davenport, lowa
Husband, Al; sons: Brad, David;
daughters: Katie, Alissa; five
grandchildren

Favorite Quote “In all thy ways
acknowledge him, and he shall
direct thy paths.” Proverbs 3:6
Independent Senior Sales
Director Peggy Schoenfeld of
Holmen, Wis., says, “Helping
women fulfill their God-given
potential is what drives Sandy.
She’s guided two of her adoptees
as they worked to become
Independent Sales Directors.”

If you know an Independent Sales Director who has
displayed the Go-Give® spirit, why not nominate her for
the monthly Go-Give® Award? The Go-Give® nomination

form is available on the Mary Kay InTouch® Web site under

Finley

Diamond

Independent Senior

Sales Director

Began Mary Kay

February 26, 1988

Sales Director Debut

December 1994

Offspring two first-line;

one second-line

National Sales Director

Go Give Area

Honors Premier Club qualifier;
Star Consultant; three-times
Sales Director Queen’s Court of
Personal Sales; 11-times Circle of
Achievement; two-times Double
Star Achievement; gold medal
winner; estimated highest monthly
unit retail: $65,118

Personal Lives in Zionsville, Ind.
Hushand, Reggie; son, Tanner;
daughter, Jade

Favorite Quote “Excellence is the
result of caring more than others
think is wise, risking more than
others think is safe, dreaming
more than others think is practical
and expecting more than others
think is possible.” — Anonymous
Independent National Sales
Director Linda Toupin, says,
“Susan is creative and shares her
ideas and programs with everyone.
She looks after the welfare of the
entire city of Indianapolis.”



S \VOUr vear.

You have the potential to lead a team of women that is committed to carrying on Mary Kay’s dream.
You desire to be among the sisterhood of Mary Kay Independent Sales Directors who take success
to heart. When you take a step up in 2009, the rewards will be yours!

Enhanced New Independent Sales Director Rewards - '._
Becoming an Independent Sales Director is an incredible achievement within itself, but P
when you strive for sales and unit-building success within your first year, you can earn

even more rewards. The following programs for new Independent Sales Directors have

been enhanced to offer even greater rewards beginning Jan. 1, 2009. Here’s what is new

for these program achievers:

Fabulous 50s Club
» New! Free Leadership Conference registration

» New! Onstage recognition at Leadership Conference

Mary Kay Honors Society
» New! Free Seminar registration

» New! Invitation to a special function at Leadership Conference

Triple Crown

» New! A distinctive ring that symbolizes this achievement

These fabulous new rewards are in addition to Applause® magazine recognition
and other rewards you can earn. To check out the full list of rewards, please go

to the “Recognition/Contests” section of the Mary Kay InTouch® Web site.

Also, you'll want to note that the program formerly called On the Write Track has
been renamed On the Move. What's more, On the Move, the Fabulous 50s Club and
the Mary Kay Honors Society program offer $1,000 bonuses each. That's a total of
$3,000 when you achieve all three programs. For details on these programs, please

see Pages 13 and 14 of this Applause® magazine.

Class of 2009 Challenge The Suit
The beautiful Class of 2009 ring is yours when you debut as an Independent Step out in style and wear your new Independent Sales
Sales Director Aug. 1, 2008, through July 1, 2009, OR when you debut at least Director status with pride. When you order your suit by
one offspring Independent Sales Director during the contest period. Those who the 15th of the month following your debut, you can

debut from April 1 through July 1, 2009, will be recognized at Seminar 2009. receive a 20 percent discount.
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careerconference2009

be smart and go!

[t's not too late to make one of the smartest decisions you can for your
business! When you attend Work Smart!® Career Conference 2009, you'll
have the opportunity to fill your mind with exclusive education and your
heart with uplifting motivation and inspiration. With Career Conference
experiences to bolster you, rounding the bend to Seminar with your eyes
on the prize and determination in your soul is sure to be a cinch!

You still have time to register online by Feb. 27. If you miss the dead-
line, make plans to register on-site at any Career Conference location,
space permitting, for $90.*

And remember, an exclusive product giveaway (just for you) equal to
the cost of your registration fee is waiting. Don’t miss out!

bring your compacts

Compact recycling continues through Careeer Conference 2009!
Look for collection bins to drop off empty platinum and pink compacts
at your Careeer Conference location and continue helping in our tree-
planting effort!

*Independent Beauty Consultants who submit Independent Beauty Consultant Agreements after
Feb. 27 pay $80 for on-site registration.




