
September Newsletter * August Results 

Linda Sperring * Dolores Morroni  
Marita McCafferty 

Marita McCafferty 
Sapphire 

Dolores Morroni 
Sapphire 

Linda Sperring 
Sapphire 

Peggy Smith-Dobbs 
Sapphire 

Morroni, Dolores M. 483 1317 1917 2517 3117 4317 

Rooney, LeeAnn 440 1360 1960 2560 3160 4360 

All August achievers are on-target for the Fall  
Consistency Necklace this month! 

                   Total    —Contest Credit  Needed for Star—-   
     On-Target STAR!!  Contest Credit             Sapphire           Ruby          Diamond              Emerald              Pearl 



9/30...Last day of the month to place 
orders.    

10/1...meeting (Marita’s home or FB 
Live TBD) 6:30pm 

10/8...meeting (Marita’s home or FB 
Live TBD) 6:30pm 

10/5...meeting (Marita’s home or FB 
Live TBD) 6:30pm 

10/17...Winter PCP enrollment ends 

10/22...meeting (Marita’s home or 
FB Live TBD) 6:30pm 

10/29...meeting (Marita’s home or 
FB Live TBD) 6:30pm 

10/31...Last day of the month to 
place orders.    

 

Valerio Area Fall Advance 
October 12th-14th 
Wyndham Gettysburg 
 

Valerio Area Workshops 
November 13th, 7pm 
Blue Bell Country Club 
Future dates: 11/13, 3/19, 5/7, 6/18 
$12 in advance/$14 at the door 
 
Valerio Area January Jumpstart 
Saturday, January 26th 
Blue Bell Country Club 
 
Ruby Leadership 2019  
San Diego, CA 
January 16th-19th 
DIQs are Invited! 

4% Commission 
Dolores M. Morroni  $22 
 

(Commissions of $10 and up) 

 ‘Love’ Checks 

How do you earn  
Commission?? 

• 1-4 active team members = 4% 
• 5+ active team members = 9% 
• 5+ team members who place 
$225+ w/s ea. in a month & you 

place $600 w/s  = 13% 

New Consultant    From      Sponsored By  
LeeAnn Rooney  Norristown, PA  Marita McCafferty 
Lisa Deihl  Drexel Hill, PA  Dolores M. Morroni 
Victoria Cortez  Humble, TX  Dolores M. Morroni 

Make your Big Goals a  
Reality!   

Featuring Sr. National Sales  
Director Cindy Ivey-Fox. 

 
Available on 

www.marykayintouch.com. 



These consultants invested in  
product last month! 

 

Dolores M. Morroni  
Linda J. Sperring  
Peggy A. Smith-Dobbs  
Pat Varrone  
Lisa McGroarty  
Dawn M. Patterson  
Barbara A. Dickson  
Patt Every  

Candida Taylor  
LeeAnn Rooney  
Denise McDevitt  
Victoria Cortez  
Lisa A. Chapman  
Debbie Bracy  
Mary T. Nelson  
Iris N. Morales  

Oct Birthdays       Day 
Dawn M. Patterson  7 
Lori Moore  9 
Fabiola Galeno  10 
Debbi O'Hara  11 
Peggy Smith-Dobbs  11 
Debbie Bracy  20 
Tina Filandino  30 

Oct Anniversaries  Year 
Janet E. Cipoletta  10 

 

 

July 1, 2018-June 30, 2019 

  

1. You this month! 

1. Dolores M. Morroni  $2,932.00 
2. Linda J. Sperring  $2,423.00 
3. Peggy A. Smith-Dobbs  $2,055.00 
4. Pat Varrone  $1,335.00 
5. Barbara A. Dickson  $1,073.00 
6. Lisa McGroarty  $788.00 
7. Dawn M. Patterson  $672.00 
8. Lilawatie Chin-ahin  $649.00 
9. Cassandra Weisbecker  $629.00 
10. Lisa A. Chapman  $603.00 

Beginning Sept. 1, 2018, any Independent Beauty Con-
sultant or Senior Beauty Consultant who reaches red 
jacket status (three active† team members) by June 30, 
2019, will receive a one-time* $100 Red Jacket Bonus.   
 
The Red Jacket 50% Discount is replacing the Red 
Jacket Rebate. once an Independent Beauty Consultant 
has three or more active† personal team members, she is 

eligible to purchase her initial (first time) red jacket at a 50% discount. See www.marykayintouch.com for details! 











Marita McCafferty 

Independent Sales Director 

1115 Angus Circle 

Blue Bell, PA 19422 

To the Dynamic: 

September 
Starter Kit 

Product Bonus 
  

The true beauty of the 
September Starter Kit 
Product Bonus is that it 
can unlock the door to so 
many great possibilities! 
  

New Independent Beauty Consultants can get a 
FREE* TimeWise Repair® Revealing Radiance® 
Facial Peel when they start their businesses in 
September! 
  

Within the Starter Kit is everything they need to 
help connect with their first hostesses and cus-
tomers! For only $100,† they’ll receive products 
for demonstration and literature that can put 
them on the path to success in their Mary Kay 
businesses. Plus, they’ll get this FREE* product! 
What a great way to get started on the path to 
success! 
  

Spread the word about this special offer at par-
ties, on the go and anytime you meet a new face 
who has the potential to reimagine her future 

with an opportunity 
that can increase 
confidence and 
empower her life. 
Now that’s the start 
of something beau-
tiful! 
  
  

See 
marykayintouch.com 
for complete details! 

Top 3 Objections of a Potential  
Consultant 

 

Your prospective recruit wants a better life and work she can love, but 
she will often have objections to starting. These objections are very real 
concerns for her. She may be scared, overwhelmed, or too bogged down 
in life "stuff" to see a clear picture of her future. You can help her make a 
life-changing decision by thinking of her objections as 'clues.' When she 
objects to any part of becoming a Consultant, she is giving you a hint, a 
clue, a secret into what is holding her back. Acknowledge her objection 
and then follow it with a question that targets her concern. Remember, 
the average consultant will stop at the first “no”; the successful one will 
keep asking questions. 
 
Objection: "I don't have time." 
Possible responses: "What would you do if your work gave you MORE 
free time?” 
"Perfect! The best consultants were always way too busy to start!" 
"Then let me show you how to get ahead of your busy schedule." 
 
Objection: "I can't afford it." 
Possible responses: "We all have the money we need for what we real-
ly want. What do you want that financial independence will bring you?” 
"Perfect! Let's first start working on getting you a financial reserve!" 
"No problem. Let me show you how you can make twice your investment 
in the first 30 days!” 
"What would have to happen for you to afford it?” 
“Let’s look at the difference between what it costs and what it’s worth.” 
 
Objection: "I've already got a job." 
Possible responses: "What is your job not giving you that this oppor-
tunity will?” 
"Do you have a financial goal or problem that would benefit from immedi-
ate extra income?” 
"Wonderful! That will provide a terrific cushion until you become financial-
ly independent.” 
 
The key is to listen to the objection and use it to ask another targeted 
question that will address every one of her concerns. 


