
 
 

Grace Lemke 

 Uni t Information 
 

Unit Name:  Leading Ladies 

Area:  Jeanie Mar t in “IT” National  Area 

Seminar:  Pear l  Division 
 

5 Time Unit of Achievement 

7-t ime Double-Star Achiever  

2 Time Cadi l lac Uni t  

2 First-Line Offspr ing  Sales Directors 

 

 

 

DIRECTOR INFORMATION: 

Grace Lemke, Independent Senior Sales Director 

Star ted MK Career in Apri l  2002 

Debuted as Sales Director December 2003 

2005 Mi l ler Area Rookie of the Year Sales Director 

Honor Society Sales Director 

 

Office Line— (515)987-3327 

Cel l  Line— (309)714-0370 

Uni t Websi te— www.jeaniemar tin.com 

Cl ick on Grace Lemke photo 

Emai l— glemke03@gmai l .com 

Impor tant Dates/ Numbers: 
 

 

 

 State of the Future Area      Confer-

ence Cal l s ~   Wednesdays at 9 

PM 

 

 Market ing Cal ls Wednesdays @  

8 PM & Thursdays @ 7:00 PM 

 

 Al l  Conference & Market ing Cal l s 

use:  (605)475-4000  ~ Access 

Code:  1059416#  
 

 



Dearest New Consultant,  

 

Congratulat ions!!!  You’ve started your own business and thus, have taken the first step in your 

very own Mary Kay Journey!  I’m thr i l led to be working wi th you, and know that together, we can 

make this opportunity exactly what you want and need.   

 

A l i t t le about me and my family.  I jo ined Mary Kay 12 years ago whi le working ful l  t ime as a 

dental hygienist.  Two par ties a week, every week, al lowed me to earn a car, replace my            

income, & become a sales director 18 months after joining the company.  The past 10 years 

have been my best, personal ly & professional ly.   

 

In addit ion to a successful business, I’ve grown my family!  I’ve been marr ied for 12 years to 

Mark, an engineer at John Deere.  While he was skeptical of my business at fi rst, he is a Mary 

Kay Man now, and has been supportive of my goals, and unit we have created.  We have a 

br ight, creative daughter, Jul ia,  who is 10.  Her brother, Sam, is sweet & funny at  8 years old.  

And John Marshal l , who is 6 years old is char ismatic, strong-wil led, and he bel ieves he is      

Captain America.     

 

I’ve been able to bui ld a business empire around the having and rais ing our chi ldren.  Our k ids 

have watched us both Mark and me work hard, and have been recipients of the fruits of our   

effor ts.  As a family we have picked up 6 free cars, 2 being pink Cadi l lacs.  This is  our family 

business, and i t has al lowed vacations, has provided a lovely home for us, and has financed 

extracurr icular activi t ies for Jul ia and John, as wel l  as much needed treatment for Sam, who 

has Autism.  Our chi ldren are learning dai ly through our family business the important of work 

ethic, discipl ine, relat ionships, and grat i tude.   

 

While I am very proud of our unit ’s many high achievements, my 

greatest accolade is the confidence I see in the women I lead, the 

change I see in their  l ives, and the opportunit ies I exper ience 

with them and their  fam il ies.  Currently, two women have             

elevated themselves to the posit ion of Sales Director;                    

Angel ique Saddoris and Brandy Dawson. 

 

2014 wi l l  be our 5th record-breaking year, and the goal we are 

committed to by June 30th is three pronged:     

 Offspr ing 8.5 new 1st-l ine Sales Directors 

 Be a Top 3 Unit at Pear l  Seminar 2014 

 Achieve more then 400 unit It-Factor Wins  

 

I real ize that most i f not al l  of those goals sound foreign to you, but please understand that you 

wi l l  be part of these major victor ies this year!  Most of al l , just know how excited I am to be 

working with you!   

  Grace L emke 



 

 

 

 

 

 

 

  As You  Begi n  You r  Jou rn ey! 

Complete These Steps IMMEDIATELY Upon Completing Your Paperwork! 

1. Create your contact l ist!  This is a l ist of 75+ people wi th skin!  Think Christmas Card 

List, who you would invi te to a wedding or graduation party, neighbors, church 

fr iends, and  co-workers!   

2. Read through thi s packet from front to back, paying especial  attention to the back 

page so you’re aware of prizes you can earn starting immediately!!   

3. Complete the Business Plan Page that fol lows this page.  It wi l l  help you assess your  

goals, long and shor t term.  Then, l i sten to the Business Options Hotl ine.  (641)715-

3800  Access Code:  58230#  … then press 1.   Once you have done these two things 

you’l l  want to immediately cal l  your di rector for your business planning session.   

4. Go to the uni t websi te and look for the MK Universi ty Google Doc.  Use i t to register  

for the next MK Universi ty; thi s is our new  consul tant t raining.  

5. Emai l  your di rector the names of the TEN women you most admire.  Think of women 

who are hard working, c lassy, confident, and fun!  These women wi l l  help you wi th a 

segment of your consul tant trai ning cal led Pearls of Sharing.  In the emai l   include 

her name, how you know her, her age & profession, and what you admire about her. 

6. Download the Voxer App on your phone, i f possible, so you can communicate quickly 

and easi ly wi th your sales di rector.  She wi l l  al so be able to send you powerful  train-

ing messages from other Top Di rectors! 

7. Using the datebook provided in your star ter ki t, or one that you al ready have and 

use, color code your schedule.  Blue = fami ly time,  date night, church commitments 

& kid activi t ies.  Purple = Personal  time for reading, lunch wi th a fr iend, and per-

sonal  appointments.  Yel low = Mary Kay Meeting &/ or Events.  Orange = 3 times a 

week for 1 hour each … this wi l l  be your time to schedule appointments.  Pink = 2 to 3 

hour chunks of t ime where you’l l  hold a Mary Kay facial , double facial  or skin care 

c lass.   

8. Watch the video about BOOKING on our websi te at jeaniemartin.com under the 

Grace Lemke icon.  It wi l l  equip you to schedule your 30 faces.  Remember, this can 

be done one face at a time, or in groups of 3 to 6 at a time.  Use the script found at 

this same part of the si te to help you wi th words, as you schedule these appoint-

ments.   

9. Vox your di rector to let her know you have your appointments booked!!  Be sure to 

tel l  her the dates for your 30 faces, as wel l  as, the name of the person hosting!   

10. At tend your fi rst Success Event, your di rector wi l l  provide you wi th a calendar, so 

you can be pinned as a new consul tant in our Rose Ceremony.   



 

October—Fall Retreat 

January—Slumber Party at 

Grace’s House 

March—Career Conference 

July—Princess Ball 

July—Seminar 

 

 

 



You Need to Listen to All 

The Facts Before Making 

Your Initial Inventory  

Decision 

Please Listen to the Business Options Hot-

line before placing your initial order. 

(641)715-3800 

Access Code:  58230# … then press 1 
Placing your order without ALL the facts could result in 

the loss of up to $700 in free product. 

If Grace has not personally contacted you and your are 

ready to order please contact her at (309)714-0370 or 

email her at glemke03@gmail.com. 



 

_______’s  

MK  

Boutique! 

   

 

 

 

 

 











 R i n g = 9 sharing appointments in your first month 

 7._______________________ 8._______________________ 9.______________________ 

Neck l ace = 10 sharing appointments or 1st New Active Team Member!                   

10. _________________________________ 





Check Out 

Our  

Website! 

Simple, Easy, &  

Always Available! 
Our website is linked with the site of our 

National Sales Director, Jeanie Martin.   

Go to jeaniemartin.com, and click on the 

GRACE LEMKE icon.          

 

Under our section of the website you’ll find: 

 Regularly used forms & fliers   

 Videos of my skin care class  

 Training videos  

(605)475-4000   Access Code:  1-59416#  

The State of the  

Future Area  

Conference Call 

WEDNESDAYS at 9PM 
This call that includes recognition, question and answer, and training, as well as, guest 

speakers that offer new perspective and exciting ideas! 

Join us each week at 9:00 pm for this call where we connect as a Future National Area! 

 

Marketing 

Calls 

Invite Friends, Family, & Clients to 

hear the Mary Kay Marketing Plan! 
 

Call on Wednesdays at 8 PM,  

or Thursdays at 7 PM. 

A dynamic & skilled sales director 

shares the facts & figures of the Mary 

Kay Opportunity!  
 

**Be sure to register your guest on the CSA doc & the Nail Polish 

tracking doc, both of which can be found on our website, so the 

directors are expecting your client & are able to send her a free 

nail polish for listening! 



Grace Lemke  

Mary Kay  



 

Whi le You’re Wait ing for Your 

Inventory to Arr ive ... 

While Waiting On Your First Product Order To Arrive, These Tasks Can 

Keep You Busy & Get You Ready:   
1. Send a picture of yourself and a picture of your family to Grace via email glem-

ke03@gmail.com.  I want to be able to feature you in the newsletter! 

2. Check out the Mary Kay In Touch Website at www.marykayintouch.com. 

 Register for your Personal Website at 50% off!! 

 Take advantage of the FREE OFFER for the company to send 15 FREE 

CUSTOMER MAILINGS to the customers of your choosing 

 Order your Mary Kay Business Kit from MK Connections (business cards, 

product labels, etc) 

3. Like our Unit Facebook Page at Mary Kay Grace Lemke! 

4. Read a chapter of The Mary Kay Autobiography each day!  It comes with your first or-

der, and will give you the heart of this company! 

5. When your product arrives, label it, and stock it so it is organized and easy to MOVE!  

6. If you’re not receiving emails from us please email me at glemke03@gmail.com so we 

can get you on our distribution lists ASAP! 

                   In the back of this binder you’l l  f ind a 

PRIZE CHECKLIST!  As you complete the steps of 

this business process … you can earn fun and   

exci ting prizes!!! 

 

To c l ai m  your  pr i ze go to  our  websi te 

www.jeaniemar tin.com and cl ick on the Grace Lemke icon.  You’l l  scrol l  

down to an icon that says “I Earned a Prize”.  Cl ick on that icon and complete the form.  

Cl ick submi t, and i t sends the form to my assistants who wi l l  arrange to send you the 

prize, or better yet, present i t to you at our next Success Event, depending on what you 

prefer.   

 

We do have a saying in our uni t “NO VOUCHER.  NO PRIZE.”  That means that we can’t  

track so many people and thei r every effort.  So i f you don’t track i t, and turn in the 

voucher … we won’t be able to give you a prize. 



 

Consul tant Training 

New Consul tant Training is Offered Monthly 

See the Monthly Calendar for  Dates 

10 AM to 4 PM 

Studio MK, 2639 86th St . Urbandale, IA  

Ski r t or  Dress Att i re 
Must RSVP On The Google Doc Cal led “Mk Universi ty”  on our  websi te at  jeaniemar t in.com.  

Cl ick on the Grace Lemke icon & scrol l  to the bottom. 
 

Bring Notepad, Pen, and $10 which Covers Lunch 
The Google-doc Also has a Locat ion that Helps Arrange Carpool i ng i f Interested. 

 

 

Dates for MK Universi ty 2013-2014: 
Saturday, July 20th 

Saturday, August 17th 

Saturday, September 21st 

Saturday, October 19th 

Saturday, November 16th 

Saturday, December 14th 

Saturday, January 25th 

Saturday,  February 15th 

Saturday, March 8th 

Saturday, Apri l  16th 

Saturday, May 17th 

Saturday, June 21st 



Be Par ty-Prepared! 
Prepare Your Flip Chart: 

 Go to the jeaniemartin.com—click on the Grace Lemke icon, and 

then the MK Experience Flip Chart.  

 Print off the chart, and put the pages in the flip chart using 

sheet protectors to keep the pages neat and unbent.   

 Personalize the pages that talk about your Mary Business.       

Include photos of your family, goals, dreams, etc. 

What’s in My Packets: 
 

Hostess Packets - 10 Made at All Times 
 Hostess Program Page in color pr int  

 3 Look Books 

 8 Sales Tickets with your sales tax wr i t ten in 

 5 business cards 

 Use page protector to hold i t  al l  

 

Team Building Packets—10 Made At All Times 

 Use cr isp c lean folder to put mater ials in  

 New Consultant Agreement 

 Your Business Card  

 Piece of Company Literature 

 Team Bui lding fl i ers found on our unit  website 

 

Facial Packets—30 Made At All Times 

 Profi le card 

 Beauty Book 

 Mascara Wand 

 Sponge Tip Appl icator 

 Sponge wedge 

 2 cotton pads 

 Disposable Washcloth 

 Use ziplock quart size bags to put these mater ials in or  7 x11 inch self-seal ing cel lo bags from                  

mygir l fr iendshouse.com 

 

 

Prepare Your Money Bag: 

 Sales tickets 

 Pens and a Calculator 

 Cash & Coin to make change 

 Business Cards 

Pack Your Event Bags: 

 Add  2 more mirror/trays 

 Your packets (see below) 

 Add product not included:  

firming eye cream, eye & 

foundation primer, cream 

eye color, cream cheek 

color, liquid foundation 

b r u s h e s ,  m i n e r a l          

foundation brushes, lip 

mask, lip balm, translucent 

p o w d e r ,  s h a d e  3           

highlighter pen, sandstone 

bronzer, a lip gloss or two 

in neutral    colors. 

 Add samplers:  eyeliner 

samples, lipliner samples, 

color cards, extra mascara 

wands & eyeshadow       

applicators. 

 Hair ties, head bands, & 

hair clips 



So what is a C.S.A.? 

And how do I do one? 

C.S.A. stands for Career Shar ing Appointment! 

We do these three di fferent ways! 
1. Ini t ial ly, you wil l  give Grace a l ist of names, along with their  phone numbers, of people you most      

admire.  She wi l l  cal l  to set t imes/ dates for conference cal ls with you, Grace, and your guests.  The 

cal ls teach you basic formats for shar ing career information & help you understand the company 

facts/ figures. 

2. After that i f there is someone you would love to work wi th or have hear the company facts & figures, 

you can just have them cal l  in to Weekly Marketing Call  on Wednesday at 8 PM & Thursday at 7 PM.  

You’l l  f ind this  number in the front of your binder. 

3. Last but  not least, br inging a guest to a meeting or to a Success Event or Guest Event counts as a 

C.S.A. because people most defini tely exper ience our culture, as  wel l  as, hear company information 

at those events! 

Did You Know? 
 That when your guest does a CSA with you she receives a 

FREE gift from Grace & her staff? 

 That when a guest attends a Guest Event she receives $25 in 

FREE PRODUCT from Grace? 

Be Sure To: 
 Add your guest’s name to the Customer Gift  Doc which can 

be found on our unit website under the Grace Lemke Icon!  

We’l l  need her name, address, and phone number please. 
 Check our calendar for  the month to find out when and 

where the Guest Events are being held! 



 

The Key to Every Successful   

Relat ionship is Communication! 

Why: 
 Emotions have to go somewhere!  You cannot stuff frustrat ion or disappointment, and those things wil l  

happen from time to t ime.  HOWEVER, when you cal l  your director, someone who cares about you, who 

has been there, and who wi l l  not give in to  your fears, doubts, and excuses … we can work through i t to-

gether, and you can come out on the other side even better than before!!! 

 

There’s a cycle of Emotion in any New Endeavor: 
1. PHASE 1 = EXCITEMENT!  You’ve caught the vision of where you 

can go and what you can do for yoursel f and your fami ly 

through the MK Oppor tuni ty!  You don’t know or understand 

just how i t wi l l  work, you only know i t wi l l ! 

2. PHASE 2 = FRUSTRATION!  Things are not going as fast as you’d 

l ike them to.  Can you relate to this?  Of course you can!  

We’ve al l  been there!  We get impatient wi th ourselves and 

our customers.  We tel l  ourselves that no one wants to book a 

par ty or buy MK product . 

3. PHASE 3 = CRISIS POINT.  Do you throw in the towel  and shoot 

holes in your Star ter Ki t?  Or do you get your head on straight 

and work through i t?  Do you tel l  yoursel f that uni t meetings 

are the last place you’re going since you have not done any-

thing to crow about?  Or, do you tel l  yoursel f that the meeting 

is where you NEED to be and go any way!  As hard as i t may be 

to push yoursel f there … you’l l  be glad you went! 

4. PHASE 4 = REOMMITMENT!  You’ve made i t!  You recovered from 

the si tuation and you’re stronger for i t!!  You are exci ted 

again!  Know this!  Each time you sl ip into Frustration Phase 

again, your tr ip back to Phase 1 gets quicker because you 

know the way!! 
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A Google Doc Is a Publ ic Document That Can Be Al -

tered By Many People At The Same Time & Al lows Us 

To Post Schedules & Impor tant Information! 

How: 
 You’l l  find al l  the google docs l isted on the uni t websi te.  Cl ick-

ing on the icon for the doc should take you there. 

 You can edi t & change, and i t wi l l  automatical ly be saved! 

 

What: 
 There is a google doc for: 

 My schedule for  CSAs, which i ncludes market ing cal l  si gn- up 

 My avai l abi l i t y for  coaching cal ls 

 For when you Achieve Book 10 by the 5th &/ or It -Factor Chal lenges 

 Register ing customers wi th thei r  name & address when they have 

completed a CSA and have earned a gi ft .   

 Register ing for  MK Universi ty 

 Register ing for  It -Factor Event & Di rector  Day  

 

PLEASE UNDERSTAND:  That i f you do not use the google 

docs we can not  track act ivi t y and pr izes for 100’s of 

people!  WE WANT YOU TO GET YOUR PRIZES, WE WANT TO 

BE PREPARED FOR YOUR GUESTS, AND WE WANT TO BE ON 

TIME FOR CALLS AND CSAS so please use these google 

docs to help us stay on track!! 





Achieve The It-Factor Level of Your Choosing  for  Special 

Recognit ion & an Invitat ion to the It-Factor Event 

Held Monthly at Grace’s Home! 

I’ve Completed my Pear ls of Shar ing & My 30 

Faces … Now What? 

Visit our Website at jeaniemart in.com under the Grace Lemke icon to Watch a Video of our National, Jeanie, 

Explaining the It-Factor Levels.    

You Can Also List Your Name on the It-Factor Winner Google-Doc on This Site! 





 

Pr ize Checklist  
Remember to go to our uni t websi te & complete the “I Earned A Prize” 

form wi th each of these awesome wins!! 
1. Create your contact l ist, complete your business power plan, l isten to the    

hotl ine, and cal l  your Sales Director in your fi rst 48 hours to receive your MK 

Money Bag!                              

         

2. Place your Company Quali f ied ($600+ wholesale order) within 36 hours of 

your Business Planning Session with your director to earn your awesome MK 

Sunglasses!         

   

3. Send your director a l ist of 10 women you admire including names, phone 

numbers, and what you admire about her to earn your teal checkbook cover! 

     

4. Download the Voxer Walkie Talkie App to your phone (i f possible), and register 

for  MK University on our google-doc to reserve your seat and earn your            

neon yel low business card holder!      

   

5. Color code your datebook to create your new MK schedule, watch the video on 

our website about Booking, and then schedule your fi rst 30 faces for the next 

30 calendar days to earn fabulous earr ings!!!     

       

6. Attend 4 consecutive Success Meetings & MK University to earn your awesome 

MK Watch!!!         

           

    

7. Hold your 1st 30 faces in 30 calendar days to earn a very awesome wal let 

from your sales director!       

          

  

8. Complete your fi rst 3 Career Shar ing Appointments to earn your Pear l  Earr ings!             

Complete Your Second 3 Career Shar ing Appointments to earn your Pear l  Bracelet!     

Complete 3 more Career Shar ing Appointments to earn your Pear l  Ring!  Complete 10   

Career Shar ing Appointments total OR sponsor your fi rst new active team member to 

earn an amazing Pearl  Necklace!!! 

 

 

 


