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MOTIVES® PRODUCT KNOWLEDGE, APPLICATION  

AND SALES TRAINING 
  

Agenda: 
 

 

 The Beauty Care Industry 
 

 About Motives by Loren Ridinger 
 
 

 Teaches how to conduct a personal consultation 

 Reviews the product line, demonstrations and hands-on practice: 

o Priming and Base 

o Eyes 

o Cheeks and Lips 

 Motives Add-on Products 

 Retailing Strategies 

 Explains the Motives Host an Event Incentive Program 

 Closing Techniques 

 Sales aids 

 Motives Training Classes 
 

 Questions and Answers 

 

 

 

 

 

 

 

 

 



    

 
 
 

 
 

 
 

 

 
 

 
 

 
 

 

• Award-winning cosmetic 
line at affordable prices 

• Customized Color 
Cosmetics 

• Proprietary Formulas 
• Hypoallergenic  

• Non-comedogenic  
• Training Programs  
• Motives Pro Artist 

Program 
• Motives & Me: Teen 

Program 
• MotiveCosmetics.com 
• Cosmetics for Every Skin 

Tone   
 

 
 
 
 

 
 
 

 



    

 
  

 
 
 
 
 
 
 
 
 
 

 

MOTIVES® MISSION STATEMENT 

 

People Empowering People… 

“The ability to make people look 

and feel better while achieving 

the lifestyle they have always 

dreamed about.” 

 

-Loren Ridinger 
 
 

 
 



    

 

 

CONSULTATION QUESTIONS 
 

 

 
If you are able to uncover and understand what your clients 
want/need, then you can provide them with a solution. 
 
 
Ask Open Ended Questions:  
 
 

o What results are you looking for? 
 

o Walk me through your current makeup routine. 
 

o How are you applying those products at home? 
 

o How much time do you spend on your makeup? 
 

o What colors do you usually use? 
 

o Are there any colors you avoid? 
 

o What feature would you like to emphasize? 
 

o Is there any feature you would like me to de-emphasize?  
 

o Do you have any concerns with your skin? 
 

o How are you removing your makeup? 
 

o Is there anything you would like me to help you with 
today as far as application techniques? 

 
 
 
 
 

 



    

 
 

PROPER SANITIZING TECHNIQUES 
 
 
 

It is vital that you follow these sanitation techniques. 
 

 
• Sanitize your hands in front of the client 
• Use brushes or sponges when applying foundation to a 

customer, not your hands 

• Remove concealers and lipsticks with spatulas,  then 
apply with brush 

• Never double-dip mascara wands into barrel 
• Sanitize lip and eye pencils before and after each use 

in front of the client 
• Keep your work area clean when working with your 

customers 
 
 

 
 



    



    

 

EYE SHADOW BASIC DEMO  
 

 
Base Color- lighter shade all over lids from lash to brows 

 
 
Medium or Dark Color- in the crease of eye and outer corner of the eye 
like in a sideways V shape 
 

 
Blending- blend from the inside of the eye out with short firm strokes, 
like a wind shield wiper (back and forth motion) 
 

 
 
 
 
 
 
 
 
 
 



    

 
 

FACE GRID— EYE/ BROWS  

 
 
 
The perfect space between the eyes should be one eye’s width apart.  
 
Take the end of a brush to measure the perfect brow shape. 
  
Measure: 
 
Step 1: To find where the inside of the brow should begin, place 

the brush at the side of the nose straight up to the inner corner 
of the eye and make a mark 
 
Step 2:  To find where the arch should be, place the brush at the 
side of the nose up through the outer part of the pupil and make 
a mark 
 
Step 3: To find where the brow should end, place the brush at 
the side of the nose up through the outer part of the eye 
 

Step 4: Fill in sparse areas, connecting the marks 
 

 
 
 
 

 
 

 

 
 



    

 
 

 

RETAILING STRATEGIES 

 
 
Individual Consultations 
 

 
Steps with each client: 
 

• Book an appointment 
• Meet with client 
• Conduct a consultation 

• Apply products and teach application techniques 
• Close sale/add-on products 
• Book follow-up 
• Ask for referral 

 

                                                                                  



    

 
 
 

CLOSING TECHNIQUES 
 

 
• You always start with the end in mind. If you 

understand and learn more about your clients you will 
be able to close the sale with much greater success. 
 

• When closing the sale assume that your client is buying 
everything.  

 
• Remember if your client is not buying their makeup 

from you, then they are buying it from someone else.  
 

• Be confident and do not stop at your first no. 
 

• When a client says ‘no’ they mean ‘know’ because you 
have not given enough information. 

 

• Sales is really about sharing your knowledge and 
educating your clients. 

 

 
 
 
 
 

 
 
 
 
 
 
 
 



    

 
 

CLOSING TECHNIQUES 
 
 
When closing the sale avoid questions that are yes/no driven. 

Instead ask open-ended questions that force the customer to 
respond with more than one word. 
 

• Avoid- “Do you need any products?” Instead use- 
“Which products do you need to start with today?” 

• Avoid- “Did you want to buy anything today?” Instead 
use- “Which of the three products will you be taking 
home today?” 

• Avoid- “Do you want anything today?” Instead use- 
“Which collection of products would you like to start 
with?” 
 

 
Here is an example of the “recap closing” technique: 

 
Ok, Mrs. Smith let’s recap everything we 

used on you today and discuss which 
items you will need to get started 

with, in order to achieve 
your new look everyday.



    

 

 
 

 
Motives Catalog – 3517 DC: $10.00    SR: $10.00     BV: 0 

 
Skin Care Catalog – SC3517  DC: $10.00  SR: $10.00  BV: 0 

 
 
 



    

 
 

SALES AIDS- COLOR WHEEL 
 
 
Allows you to choose specific products for your customer 

based on their skin tone, eye color and hair color 
 
 
Motives Color Wheel – 319   
 DC: $8.0     SR: $8.00    BV: 0 



    

 



    

 
 



    

 

 



    

Motives® Cosmetics:  

Product Knowledge, Application, and Sales 
                                              

 
DATE (mandatory): ______________LOCATION (mandatory): ______________________ 

 
TRAINER’S NAME (mandatory):____________________ 

 
Ratings: Please rate your training experience on a scale of 1 - 10  
10 = excellent / 7-9 = good/great / 4-6 = average / 1-3 = below average/poor 
 

 
How many students were in attendance? ___________ 

 
How many assistants did the Trainer/Trainers have? ______ 
 
What did you like most about the class? 
_________________________________________________________________________________________
_________________________________________________________________________________________

________________________________________________________________     
 
Suggestions to improve the trainer’s presentation skills: 
______________________________________________________________________________ ___ 
_________________________________________________________________________   ____ __  
 
Do you feel confident to go out and promote/sell Motives® by Loren Ridinger cosmetics? _____  

 
 
 
 
Optional: ____________________________ 
                                      NAME 

 
   _________________________________ 
                           ID NUMBER 

 
 
 
 

 
 
 
 
Please Return To:       Market America Inc. 
                                     Motives Department 
                                   1302 Pleasant Ridge Rd 

                                   Greensboro, NC 27409     
 

1. The Trainer was very knowledgeable of the Motives® by Loren Ridinger Cosmetic Line   

2. The Trainer was able to demonstrate and teach the class how to apply Motives® 

Cosmetics (all categories) with proper techniques.   

3. The Trainer was prepared, organized and had Motives cosmetics displayed for the 

class 
   

4. The Trainer was professionally dressed and well represented Motives® by Loren 

Ridinger   

5. The Trainer took the time to answer all questions by the end of class   

6. The Trainer was able to communicate well; easily interacted with the class   

7. The Trainer was able to teach and perform “how to conduct a customer consultation”   

8. Rate the Trainer’s ability to present and deliver the information given within the 
training.  


