August 2010 JULY RESULTS

Legendary Lasers

Check out our Unit website:  www.ILoveMyUnit.Com

' IS the Tme for quick, easy color!

You can offer your customers simple, glowing looks for
summer. Luscious lips with ease. Sun-kissed without sun
damage. Gorgeous shades for every skin tone. Everything
to heat up your sales is here!

NEW Mary Kay” Liguid Lip Color
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Inner Circle
£1000 Wholesale
10 Interviews

Diamond Circle
$600 Wholesale
M 4 5 Interviews

Gold Circle
$300 Wholesale
3 Interviews



JULY RESULTS

Current —Wholesale Production Needed—-
Wholesale for Star
Consultant Name Production ~ Sapphire  Ruby Diamond Emerald Pearl
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See yau at theIOF
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August Company Dates:

1st—Diamond Seminar Begins

2nd—2010 Preferred Customer Program mailing of Monthazler begins
4th—Ruby Seminar begins

8th—Online DIQ commitment forms available

15th—Postmark to earn the second monthly product bonus
30th—Last day of the month for Consultants to placepteteme and online
orders

31st—t ast business day of the month,

consultant agreements must be received by 7mtimcaland consultants ca
place orders by submitting your order to your S&8lgsctor. Contact her if
you have questions.
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Leah Dade
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Your mission

statement is alw ays
written in the

present tense, as though
you have already be-
come the person that
you have described. It is
alw ays positive rather
than negative. And it is
alw ays personal.

$#

Y our subconscious mind can only

accept your mission statement as a set of
commands w hen you phrase it in the pre-
sent, positive and personal tenses. "lam an
exceptional salesperson,” is a perfect exam-
ple. After every sales call, you should
quickly reread your mission statement and
ask yourself if your recent behavior was
more like the person you want to be, or
less? As atop sales performer, you are

alw ays comparing your sales activities
against a high standard and adjusting your
activities upw ard. You're continually striving
to be better. Every day in every way, you
are deliberately w orking to become more
like the ideal person you have envisioned.

L

by Brian Tracy, Author & Speaker

<

Your goal is that, a year fromtoday,

when one of your customers has lunch with
one of your prospects, and your prospect
asks your customer to describe you in detail
as a salesperson, your customer will recite
your business mission statement voluntarily.
The way you have treated your customer
will have been so exemplary that your cus-
tomer will describe you in the most glow ing
of terms.
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Once you have developed a mission
statement like this, you canread it,

review it, edit it, and upgrade it regularly.
You can add additional qualities to it and
more clearly define the qualities you've al-
ready listed. It becomes your personal
credo, your philosophy of life, your state-
ment of beliefs and a guide to your behavior
in allyour interactions with others. Each
day, you can evaluate your behaviors and
compare them against the standard that you
have set in this

statement.
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Over time, a remarkable thing will

happen. As you read and review your
personal mission statement, you w ill find
yourself, almost unconsciously, shaping
your words and conforming your behaviors
so that you are more and more like the ideal
person you have defined. People will notice
the change in you almost immediately. Over
time, you will find that you are actually creat-
ing within yourself the kind of character and
personality that you most admire in others.
You willhave become the molder and the
shaper of your ow n personal destiny.
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First, imagine that one of your

customers was going to meet with one of
your prospects. What w ould you w ant him to
say about you? How could you behave with
your customer to assure that he says these
things?

Second, talk to yourself positively all

the time. Feed your mind with positive mes-
sages that describe your goals and the per-
son you w ant to be.




