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BUSINESS
TRAINING MANUAL

WELCOME


Dear Beauty Entrepreneur,

Welcome to the most incredible opportunity in the beauty industry. As you begin your new career and this incredible journey with Color Me Beautiful, I want to share a few words of encouragement. You have taken a boldly courageous step by declaring yourself the CEO of your own enterprise. Feels good doesn’t it?! Your success in this business will depend on several things that you will need to be willing to do.

Nothing great is ever created from mediocrity. Likewise, to create something extraordinary requires a real effort. Being able to leave your J.O.B., becoming debt-free, caring for family members in an extraordinary way, being able to pay fully for your children to attend the college of their dreams and having the time and finances to pursue your personal dream requires that you press forward when you’re tired and stressed.

Being successful with your Color Me Beautiful business means enjoying what you’re doing and putting in a consistent effort. Those are the keys to being successful in this (or any) business.

So, I encourage you to follow your dreams. Commit yourself and work your business each day with fervor. The only thing different about anyone you would consider successful and those who are not is successful people are willing to do what the unsuccessful won’t. This manual has been designed to guide and help you develop the skills necessary to have a very successful Color Me Beautiful business.

My hope is that you will rise and rest among the stars of Color Me Beautiful! I look forward to meeting you, working with you and helping you give birth to your dreams.

Sharon E. Boone

President
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[image: ]Color Me Beautiful is the authority on color – based on the bestselling books of the same name. Color Me Beautiful has sold 17 million copies worldwide and remains one of The New York Times’ all-time trade paperback best-sellers. Color Me Beautiful’s popularity is based on seasonal color theory and uses the seasons (Winter, Summer, Spring and Autumn) to describe what colors look best on individuals. 
With the color analysis system, complete with draping provided by our trained Beauty Consultants, clients see for themselves their best colors. Through this system, the client is able to pull together her total look – clothing, accessories and makeup. Once she knows her season, and gets her color shopping guide, she’s able to buy her makeup, clothing and accessories in her best colors. 
The Color Me Beautiful makeup brand is based on the best colors for a woman’s skin tone, eye color and hair color. As such, it is a highly personalized experience for each client. Once a client knows her season, there is no more guess work. She selects her lipsticks, eye shadows, blushes, glosses, eye pencils, lip pencils and all other products from her palette and presto, they all work together. Her eyes will be brighter, her teeth whiter and she’ll have a more youthful appearance. The system guarantees a coordinated look; she’ll always look great. 
Color Me Beautiful uses mineral-based and other high quality ingredients. The products are long-lasting and go on silky and smooth. And, may have skin care benefits with anti-aging ingredients.
Color Me Beautiful is a multicultural brand sold internationally. Here in the United States, Color Me Beautiful is sold in, salons, boutiques, mall kiosks, through mail order/ecommerce and several retail television channels.
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Adrien Arpel’s popularity began within the in-store salons of department stores.  The brand built upon this spa pedigree and has evolved into a naturally based, scientifically advanced skincare and anti-aging product line.

[image: hsau56NI3tj1tPsTs4HCFpZASccjvuvm0qcQEBrs0xU]Adrien Arpel features fruits, vegetables and botanical extracts characterized in such products as Honey & Almond Scrub, Papaya and Coconut Cleansers and Lemon Lime Freshener, to name a few. In addition to the outstanding healing benefits of using these naturally derived ingredients, the products are a delight of delicious scents and palpable textures.
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Description automatically generated with low confidence]Adrien Arpel products are tried and true.  Proven to be effective and known to promote beautiful, healthy, more youthful skin.  The 4 in 1 Skin Correction Complex, the C Source Capsules and the Bio-Cellular Night Cream are some of the most popular anti-aging products available anywhere.  Within 30 days, a customer will see the benefits of younger looking and glowing skin.  The cleansers, toners, scrubs, masks, serums and SPF moisturizers provide the essentials for a daily regime which keep the skin supple and soft.

Adrien Arpel delivers a superior beauty experience.  The products do not contain questionable ingredients such as parabens nor fragrance. Arpel is known internationally, affordably priced, and has a successful track record in department stores throughout the US as well as on the popular HSN shopping channel.
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QUICK START YOUR BUSINESS
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Earn up to a $500 Quick Start Bonus

If you’re like most of our Consultants, you’re joining Color Me Beautiful/Flori Roberts to help others look their best, have fun and make good money. We encourage you to get off to a fast start by earning up to a $500 Quick Start Bonus and promoting yourself to Manager within your first 60 days. You’ll be halfway to Director and on your way to earning a six figure income. It’s very doable. It’s simply a process and we are here to help every step of the way.

How to Earn $500  

1. Sell at least $1,500 in Personal Sales in your first 60 days
2. Sponsor 5 Consultants who sell at least $600 each in your first two full months*
 
                           Quick Start Bonus				  $500

Manager – Plus earn 5% on your personally enrolled Consultants
                            Plus earn 3% on your group volume                             
How to Earn $300  

1. Sell at least $1,500 in Personal Sales in your first 60 days
2. Sponsor 3 Consultants who sell at least $600 each in your first two full months*
 
                           Quick Start Bonus				  $300 

Executive Consultant - Plus earn 5% on your personally enrolled Consultants
                                      Plus earn 3% on your group volume

How to Earn $100

1. Sell at least $1,500 in Personal Sales in your first 60 days
2. Sponsor 1 Consultant who sell at least $600 in your first two full months*
 
                           Quick Start Bonus				  $100

Senior Consultant - Plus earn 4% on your personally enrolled Consultants

*Note:  Your sign up month is a free month as you have two full months for the Quick Start Bonus Program (example if you signed up June 2, you have until August 30 to earn your Bonus)
[image: ]



1. Develop Your “Y” Story and Scripts

There are 3 things you need to know before you get out into the world sharing your amazing products and knowledge.  

First, you need to have a “Y” Story.  Your “Y” Story is all about YOU!  What are your personal reasons for doing your business?  Why did you join Color Me Beautiful/Flori Roberts?  What do you want less of (stress, long hours, working for someone else), what do you want more of (freedom, time, money, security)?  What do you and or your family want that you don’t have today (vacations, car, and debt free)?  What are your goals?  Know your “Y” Story and you’ll always know where you’re going.  Can you communicate all of this in a 30 second commercial?  Write your own commercial below:

 My “Y” Story
______________________________________________________________________________________
______________________________________________________________________________________
______________________________________________________________________________________
______________________________________________________________________________________
Second, to be successful you’ll need to book appointments to demonstrate your product.  By internalizing a basic script you’ll always be able to book appointments.  Below are two basic Booking Scripts.

Your Booking Script

Hi__________, this is_________.  How are you today?  Do you have a quick minute?  I’m really excited about something.  I’ve just started my own business with Color Me Beautiful.  We are the color authority, and I cannot tell you how knowing my right colors has changed everything about the way I dress and wear colors on my face.  As a part of my training, I would love to show you your best colors.  What I would love to do is treat you and a few of your friends and family to a color consultation.  As my way of saying thanks, you’ll receive a special gift.  Isn’t that great? Which is better for you? the beginning of the week or the end of the week?   

Hi__________, this is_________.  How are you today?  Do you have a quick minute?  I’m really excited about something.  I’ve just started my own business with Flori Roberts. 

We are the authority on skin of color, and I cannot tell you how knowing the right skin care, foundation and powder shades has changed how my skin looks.  As a part of my training, I would love to show you your best shades.  As my way of saying thanks, you’ll receive a special gift.  Isn’t that great? Which is better for you? the beginning of the week or the end of the week?   

Last, you’ll want to be ready to prospect for clients and recruits.  Learn a basic prospecting script and you’ll always be ready to approach strangers.

Your Prospecting Script

Hi, (Pay a compliment on something i.e. skin, makeup, outfit etc.) 
My name is_______.  I have my own business selling Color Me Beautiful. Have you heard of Color Me Beautiful? We’re the cosmetic and skin care company based on seasonal color analysis.  We guide women to their best makeup and clothing colors!  I would love to show you your best colors with a free consultation. Let me give you my card and I’ll quickly jot down your info and give you a call tomorrow around 7pm.  Is that good for you?

Hi, (Pay a compliment on something i.e. skin, makeup, outfit etc.)  
My name is_________, I own a business selling Flori Roberts. Have you heard of Flori Roberts Cosmetics? All of our products have been developed specifically for brown skin.  I would love to show you products just for your skin and shades that are a perfect match for your skin-tone. It’s free and will only take 30 minutes. Here's my card.  What's the best number for me to contact you?  How's 7 o'clock tomorrow?
 
2. Start Calling Your Circle of Friends, Family and Associates

Take a few moments to write the names of your friends, family and associates. Don’t prejudge, list everyone you know. Use the Contact List at the end of this chapter to keep track of your list.  The following may help jog your memory:

Who are your friends? Who do they know? What organizations are they members of? 

Who are the people you interact with on a fairly regular basis (i.e., coworkers, sorority sisters, professional associations, your spouses’ friends and coworkers, etc.)?

Who are the parents of the other children your kids are involved with?

Who are the owners/workers of businesses you patronize (i.e., your cleaners, bank, shoe store, restaurant, mail carrier, convenience store, beauty salon, etc.)?

This is a good start. Once you’ve listed your first 10 or 15, start calling. Add to your Circle of Friends Contact List as you meet others. A Circle of Friends Contact List can be found in the back of this chapter.

3. Sign Up For Your Free Affiliate Link

You can use colormebeautiful.com and adrienarpel.com as your own with your affiliate link.  These are the sites that most will be drawn to so use this as the benefit it is.  Once you have your affiliate link, you can share it in emails, texts, messages, posts and print it on your business cards.

4. Learn the Products in your Career Pack in a Week

More than what you say, your clients will respond to your genuine excitement and passion about the products – an excitement and passion that comes from personal use.

Study the products in your Career Pack. You’ll find them in the Product Information Chapter, which includes valuable information on each product including benefit statement, directions for use and key ingredients.

Look up the product and practice saying the benefit statement until it feels comfortable.

Begin your own skincare experience. In addition to those which are specific to your skin type, try the other products on the back of your hand so you’ll know what they smell like, feel like, how they go on and rinse off, and how the skin feels after application.

Then, do the same with the color cosmetics included in your Career Pack.

5. Send Out Texts, Social Media Messages, Go Live and Send Emails

As a new business owner, getting the word out to let others know that you have a new business is important.  Don’t be afraid to ask them to support you with a purchase of a product they need or are interested in trying.  Going Live to introduce your business is a perfect since you can send this video out repeatedly in emails and texts to have your story shared over and over again.  Getting contact information for others beyond your circle of friends and family is important as these are the people who will help spread the word about you and your business.

6. Introduce the Opportunity

The ideal time to introduce others to Color Me Beautiful/Flori Roberts is when you first join. That’s because you’re full of enthusiasm. It makes the adventure even more exciting and fun. And, you earn commissions from those you sponsor. If you’re interested in developing an organization and earning an extra $2,000, $5,000 or $10,000 per month in leadership commission, the Opportunity Call is an incredible tool. Your goal should be to invite and have one or more guests listen to the call each week.

Our President, Sharon Boone, has recorded a call that presents the CMB opportunity to your guests. Invite guests to listen any time of day, 7 days a week. The number is 1-515-604-1424. The access code is 661108##. The call is only 9 minutes.

Be sure to call your guest after they have listened to find out their level of interest and answer any questions they may have. Listen anytime.


7. Order Your Business Cards

Be ready to pass out your business cards to all you potential clients.  Nothing says you own a business as much as a business card.  Go to insidecolorme.com and under New Consultant, click on Business Cards.  We have developed a great company design which you can customize with your personal information.

YOUR COLOR ME BEAUTIFUL/FLORI ROBERTS RESOURCES

To assist in conducting your business, Color Me Beautiful/Flori Roberts provides a number of resources. Familiarize yourself with them so you have access to all that is available to you.

Your Sponsor

When you first get started your Sponsor should always be your first and most important resources.  

Sponsor: _________________________________ Telephone #___________________

Customer Service

For questions on placing or tracking an order, or relating to other issues getting started, please email us at consultantinfo@colorme.com or call 1-800-635-0630. Then, press 6.

Email Communications

Be sure you are on our corporate email list as we send frequent newsletters full of great information. If you provided your email address when you joined, you are receiving these communications. If not, or if you changed your email, update by notifying consultantinfo@colorme.com. 

Correspondence

To correspond by mail be sure to include your name to help us respond as quickly as possible. Please send to:

Color Me Beautiful, Inc.
Attn: Customer Service
12176 Livingston Rd
Manassas, VA 20109







Insidecolorme.com

Insidecolorme.com is an internet website where Color Me Beautiful posts updated announcements, documents, training schedules, order forms, weekly out of stock lists, contests, promotion information, recognition and more to help keep you informed. To access Inside, open your web browser and go to insidecolorme.com. Click on all the links and familiarize yourself with all that is available.

Since many of the documents posted are available in a PDF format, you will need to have Adobe Acrobat Reader on your computer to open the files. If you don’t already have it, you can download it for free from the website adobe.com. Click the Get Acrobat Reader button and follow the instructions to download it to your computer. Once you go through this process, you’ll never have to do it again and you should be able to open any file that ends with “.pdf”.

Out of Stock List

To help you manage your purchases, we email an updated list of items which are out of stock each week to the email address you have on file.



CHECKLIST FOR YOUR FIRST 30 DAYS

	DESCRIPTION
	DATE COMPLETED

	1. Develop Your Y Story
	

	2. Start Calling Your Circle of Friends and ask for their support in the form of a purchase and/or referral
	

	3. Sign Up For Your Affiliate Link
	

	4. Learn the Career Pack Products
	

	5. Send out texts, messages, emails, do posts and start going live on Social Media
	

	6. Introduce Opportunity and Invite
To Opportunity Call
	

	7.  Order your Business Cards
	




  CIRCLE OF FRIENDS CONTACT LIST

Name:	
	
	DATE
	NAME
	PHONE
	EMAIL

	1
	 
	 
	 
	 

	2
	 
	 
	 
	 

	3
	 
	 
	 
	 

	4
	 
	 
	 
	 

	5
	 
	 
	 
	 

	6
	 
	 
	 
	 

	7
	 
	 
	 
	 

	8
	 
	 
	 
	 

	9
	 
	 
	 
	 

	10
	 
	 
	 
	 

	11
	 
	 
	 
	 

	12
	 
	 
	 
	 

	13
	 
	 
	 
	 

	14
	 
	 
	 
	 

	15
	 
	 
	 
	 

	16
	 
	 
	 
	 

	17
	 
	 
	 
	 

	18
	 
	 
	 
	 

	19
	 
	 
	 
	 

	20
	 
	 
	 
	 

	21
	 
	 
	 
	 

	22
	 
	 
	 
	 

	23
	 
	 
	 
	 






CHAPTER 1.0


Placing Orders and
using Color Me Direct



1.1 PLACING ORDERS

In this chapter, we’ll cover the ordering benefits you are eligible for as a Color Me Beautiful, Adrien Arpel, or Flori Roberts Consultant. We’ll also cover placing your initial order, the basics of placing an order, shipping and administrative fees, ordering options and how orders ship.

Ordering Options

You can order products for your clients or yourself through the Color Me Direct.biz website, colormebeautiful.com, floriroberts.com by fax, email, and phone.

Through Color Me Direct.Biz. This is the best option for placing your wholesale orders.

· You can place orders yourself at any time day or night.

· You can easily identify out of stock items as you place orders as the system prevents you from ordering anything currently unavailable.

· You have up-to-date information on your order and have a record of items ordered.

The specifics for placing your order through Color Me Direct.biz are explained later in this chapter.

Note: At this time International Consultants with a shipping address outside of the United States or Canada are unable to order products through Color Me Direct.biz

By Fax. Fax completed order to 1-800-262-5711. DO NOT send your order by mail as this will cause duplicate orders. A $3.00 Fee Applies For Faxed Orders

By Email. Email completed orders to consultantinfo@colorme.com. Order must include item numbers, product description, quantity, price, and extended total. 

By Phone. If you order by phone, follow these instructions.

· Follow the sequence of the Order Form and be prepared to give the Representative the item numbers, quantities and totals that include shipping and administrative fees.

· Call 1-800-606-3435 and ext. 1371 between 8:30 AM and 5:00 PM EST Monday through Friday.  There is a $15 Phone In Fee.
Note: You may NOT call back to change your order.


Through The Brand Sites. You and your clients can order on the corporate brand sites and take advantage of special discounts and promotional offerings.  Signing up for the newsletters are the best way to always know the current promo codes and discounts that are being offered.  When you order as a Consultant on the brand sites and the products ship to your address, the order will be treated as a Consultant order.  No additional discounts or commissions are paid on orders placed on the brand sites and shipped to the Consultant’s address.  When your clients order and use your affiliate link and/or put your name in as their Consultant, you will receive commissions each month based on the total amount of online/brand site sales. We recommend that you have your client register with their email address and password plus put your name in as their Consultant when making their first purchase.  This process guarantees that your client is attached to your Consultant ID whenever they make a purchase.



Placing At Your Service Orders

You'll be placing At Your Service orders for one-on-one consultations and for group sales through the brand sites which allows your clients to receive special offers and you receive your commissions.

If you have your affiliate link, you can share it and have your clients go directly to brand website, register, enter their orders and put your name in as their Consultant. 

The deadlines for getting your AYS orders counted for the current month are discussed below in "Crediting Orders for the Current Month".

If you're placing an AYS order through the brand site, the system won't allow you to order items which are out of stock. If it does, the customer will be notified that the item is backordered and will ship when it arrives

We ship directly to your clients and there is a $5.95 shipping fee for each client's AYS order unless using a promo code or ordering a minimum of $50. We run shipping specials periodically that may reduce this fee. You are paid a 30% or 40% commission based on the chart outlined below.


	Retail Sales
	Commission %

	$0-$999.99
	30%

	$1000 and up
	40%







Placing Inventory Orders

By ordering inventory, you receive two benefits: 1.) a discount off the retail value and 2.) control over the price you sell the item for.  Both of these benefits are based on the total retail value of each individual order as follows.

DISCOUNT SCHEDULE

	Retail Order
	Discount %

	$0-299.99
	30%

	$300-$499.99
	40%

	$500-$999.99
	52%

	$1000-$1999.99
	54%

	$2000-$2999.99
	56%

	$3000 and above
	60%





Crediting Orders for the Current Month

All orders are posted/credited for the calendar month in which they are received and processed. For a phone order to count for the current month's volume, it must be received by 5:00 PM EST on the last business day of the month. For a fax order or one processed through Color Me Direct.Biz to count for the current month's volume, it must be received (process completed) no later than 11:59 PM EST on the last calendar day of the month.


Checking for Out of Stock Items

Before placing your order (or if you're ordering for your clients), check for out of stock items by going to insidecolorme.com under Forms and "Out of Stock". The Company has over 1,300 products, Therefore, at any given time, some items will be temporarily out of stock.


How Orders Ship

Orders will usually ship from our warehouse in two business days unless otherwise requested. This means if you place your order on Tuesday at noon, the order will usually leave our warehouse by Friday.

The actual delivery time is based on the shipping destination.

Consultant orders are shipped via UPS or USPS based on destination.  

Processing Client Credit Cards

You will need to have a service like PayPal or Square to process credit cards for product purchases from your inventory.  Customers can use all major credit cards to order using your affiliate link on the brand sites.


The Basics of Placing an Order

Learning to place an order is simple when you follow these easy instructions. 

Determine Your Payment Method

· We accept Visa, MasterCard, American Express, Discover Card and PayPal. Indicate the credit card number with expiration date and the 3 (found on the signature strip of your Visa, MasterCard or Discover Card) or 4-digit (found beneath your account number on your American Express card) security code. We also require the name of the card holder, complete billing address with zip code, email address and telephone number. It is essential to provide the exact billing information on file with your card company or your purchase may be denied which, at minimum, would delay receipt of your order.

· For any order where the credit card is declined, you will see a notice after checking out. Your order cannot be processed until the declined issue is resolved. 

· To avoid confusion, each order must be paid for with a separate payment. 

For example: If you are paying for your order and the order for two people in your down line, there must be 3 separate credit card transactions.

· Orders will not be accepted without full payment.


1.2 COLOR ME DIRECT

ColorMeDirect.Biz is a great web-based tool available for all Consultants and With ColorMeDirect.Biz , you'll be able to manage your business on a 24/7 basis with access to place an order and to see your order history as of August 1st. You must register on the site to receive the wholesale discounts.

Here are some of the benefits of enrolling in Color Me Direct:

· You can place orders yourself at any time.

· You can place orders as late as 11:50 PM EST on the last day of the calendar month and those orders will be credited for that month.

· You have access to your order history by clicking on the head and shoulder icon next to the shopping cart and selecting My Account.  Under My Orders you will find all orders that have been processed on this site.

· You can identify out of stock items as you place your orders, which practically eliminates "short ships" (receiving your order without all of the items ordered) because you won't be able to add those items to your shopping cart. Therefore, you can make necessary adjustments on the spot.

Setting Up Your Color Me Direct.Biz Account


Step 1: Go to www.colormedirect.biz

Step 2: Click on Register

Step 3: Fill in all fields and click Continue. 


You will see the Welcome Screen and the discounts for each order level on your home page

Now you're done with Set Up!

Accessing Your Account After Set Up

To log in simply go to www.colormedirect.biz and enter your email address and password that you created when registering.  


· Select the brand, then category, then product and add to cart

· Your discount will automatically calculate based on the retail total of your order.

Using The Color Me Direct.Biz Site

Magnifying Glass Search Icon: You can search for specific products.

Head and Shoulder Icon:  Allows you to update your information and search for information associated with your account and your orders. 

My Account:   See a summary of any information that you have saved i.e. shipping and billing information.  You can also edit information on this page

Login Information: Update and change your login credentials.

Change Password:   Update your password
  
Link Options To Make Changes Or To View Account
   
View Profile 
Edit Profile
Saved Payment Methods 
Billing Address
Shipping Address
Detailed Order History
My Orders
My Saved Carts
   

Enrolling a New Consultant For CMB/Arpel and Flori Roberts

You can enroll a new team member with the CMB/Arpel or Flori Roberts starter kit on colormebeautiful.com or floriroberts.com by clicking on Become a Consultant. Fill in the information as requested in the various fields, enter your payment information and you are all set.

Note: A Social Security Number is required to complete the enrollment process. 

Enrolling a New Consultant For Color Alliance

On the Colormedirect.biz site, click on the Color Alliance link and then select the Imagemaker Kit.  On drop down menu, select Color Me Beautiful or Flori Roberts.  This starter kit is available only on the colormedirect.biz site only.  A Consultant must first become a Consultant prior to ordering the Imagemaker Kit.



[bookmark: _Hlk61438601]1.3 USING YOUR AFFILIATE LINK

Your affiliate link is like having your own website that connects to our brand sites (colormebeautiful.com, floriroberts.com, adrienarpel.com and galehayman.com).

This is great news because customers always search for and gravitate to the brand name site for browsing and shopping.  By having your affiliate link, you’re authorized to use our brand name sites and use them like your own shopping site.


Signing Up For Your Affiliate Link

One click on this link https://colormebeautiful.tapfiliate.com/ and with the completion of the sign up form, you will be ready to share, click, sell and earn. 


Consultant/Affiliate vs Affiliate

When you sign up, note that you are signing up on the site that was created for Affiliates only and not Consultant/Affiliates.  As a Consultant/Affiliate, your commissions are 30%-40% and not 25% as shown on the site.  This is great news because you continue earning the same commissions plus you have the benefit of reaching more potential clients with your affiliate link.

Once you have your link, your sales will be tracked and available for viewing Consultant Business Report, not the affiliate dashboard.  Once you have customers ordering from you regularly, we recommend signing up for the weekly business report.  This report shows who ordered, the amount they ordered and provides their email address. The cost to subscribe to this report is $5 per month.  


How To Access Your Personal Affiliate Link

Once you complete the form, you will be directed to a link to watch a video on using your link.  You will also need to click on Assets to see your custom link.  Your custom link will show http://www.colormebeautiful.com?ref=yourname.
You can customize your link to show any of our brands e.g. http://www.floriroberts.com?ref=yourname.  Based on your preferred brand and the customer you are marketing to, you choose which brand to include in the link.

Enjoy using your affiliate link to build and grow your business.



CHAPTER 2.0


UNDERSTANDING AND SELLING PRODUCTS



2.1 UNDERSTANDING SKIN AND DEFINING SKIN TYPES

Skin Physiology

The skin is the largest living organ of the body. It is elastic, made up of flexible tissues that have specific work to do in three specialized cell layers designed specifically for those functions.

· The Epidermis, or outer layer
· The Dermis, or inner layer
· The Subcutaneous Tissue, or fatty layer

The Epidermis

· Constantly sheds cells that are replaced by new ones formed in the dermis. This occurs faster in younger skin.

· Has a topmost layer called the Stratum Corneum, which consists of cells bound together by lipids (complex oils).

· Is the layer that receives the most significant benefit from skincare products.
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The Dermis

· Contains sweat glands, which eliminate impurities. They can be the site of pimples or blackheads if bacteria, which collect there, is not removed.
· Contains sebaceous glands which produce an oily substance called sebum that forms a coating on the skin's surface.

Many factors can cause harmful effects to the skin. Sun exposure, pollution, and stress are major contributors to creating negative effects. Dependent upon heredity, hormones, and age, any of these environmental and man-made assailants can accelerate wrinkling, cause uneven skin tone and age spots, or aggravate existing skin conditions.

Skin Types

There’s a process for selling skincare. It starts with diagnosing your customer's skin type: normal/combination, oily, or dry.


	SKIN TYPE
	DESCRIPTION
	RECOMMENDATION

	Normal/
Combination
	This skin type is the most common. It has characteristics of oily, normal and dry zones. skin tends to have either normal cheeks and an oily T-zone or dry cheeks and a normal T-zone
	Control excess oil and hydrate dry areas.

Maintain moisture balance.

Keep skin clean and refreshed.

	Dry
	Dry skin suffers from a lack of moisture, tends to feel tight and is characterized by fine lines and winkles. Pores are almost invisible.
	Nourishing moisturizers with vitamins and botanicals.

Anti-Aging Products

	Oily
	Skin is shiny, thick and firm in appearance. Pores look enlarged and skin is prone to occasional blemishes and feels oily to the touch.
	Gentle, thorough cleansing.

Daytime protective moisturizer with gels and/or lotions.

Botanicals and antiseptic products.









Questions to Define Skin Types

Use these questions in addition to your observation of your customer's skin to define her skin type. Your customer will usually be able to quickly guide you to her skin type.

	QUESTION
	DRY
	NORMAL/COMBINATION
	OILY

	Do you break out?
	Rarely
	Occasionally
	Frequently

	Do you have blackheads?
	Few or none
	Few in T-zone
	Frequently

	What do your pores look like?
	Nearly invisible
	Visible in T-Zone
	Enlarged

	How does your skin look one hour after cleansing?
	Dry and tight
	Slightly tight for first 1/2 hour; some oil in T-zone by end of hour
	Shiny

	Do you have facial lines?
	Showing signs around eyes, lips and forehead
	A few around eyes
	Rarely

	Does your foundation melt away during the day?
	Hardly
	By mid-day/early afternoon
	Within a few hours of application











2.2 DEMONSTRATING AND SELLING SKINCARE

Introduction

Great skin begins with the skin being properly cared for. Color Me Beautiful has some of the best skincare products in the industry. You will want to discover the products that work best for you personally and begin using them. By doing so, you will know firsthand how amazing these products are, which will help you in the selling process.

It is important to understand the sequence of a daily skincare regime. For optimum results, you'll want to cleanse, tone and moisturize twice a day, every day. Then, for renewal, you want to include exfoliation twice a week as follows: cleanse, exfoliate, tone and moisturize. You will also teach this to your clients in virtual or one-on-one appointments.

Customizing a Regime

Customizing a skincare regime is a well thought out, proven process that will educate your customer, visibly demonstrate the value of proper skincare, and create "value" and "need". This shifts the selling process from you selling to her buying.

The products that are included in your Career Pack have been selected to help make the demonstrating and selling process simple and easy. Refer to Chapter 5 on Products to get familiar with each product and understand how to use them and how to talk about them with your clients. As you try more products and become more comfortable with selling and demonstrating, you will be ready to talk about and sell any product that is listed in the Color Me Beautiful catalog.

Demonstrating and Selling the Regime

Demonstration will allow your client to see a dramatic difference, whether it's done in a one-on-one or virtually where you have sent a sample to your client. Have your client follow these instructions and do her complete face with the products that are in your career pack.

Step 1 – Cleanse (Microderm Cleanser or Coconut Cleanser) . The first step is to cleanse. Have her use a circular motion for the face to remove dirt, grime, and makeup. Use an upward and outward motion to remove with a damp tissue or cloth.

Use your fingertips to apply the cleanser to your face. Now, use a small, circular 
motion to lightly massage the skin. This step should take less than a minute. The Microderm Cleanser is cleansing and brightening your skin at the same time. Doesn't that feel great? Now, remove the cleanser in an upward and outward motion. Remember, we want to fight gravity and never pull down on your face. When you're cleansing at home, don't forget to treat your throat to the same regime as your face. How does your skin look and feel to you? There's nothing like a perfectly clean face is there? Let's go to the next step, toning.

Step 2 – Tone (Lemon Lime Freshener or Papaya Toner). Toning is important as it removes residue from cleansing, restores the skin's pH and closes the pores opened during cleansing and exfoliation.

"Cleansing and exfoliating the skin without toning is like washing your clothes without the final rinse cycle. The toner removes any cleanser residue, restores the skin's pH balance and closes your pores, which were opened during cleansing and exfoliation."

Have your customer saturate (but not soak) her cotton ball with her toner and use light, up-and-out sweeping motions avoiding the eye area until the cotton ball shows no signs of dirt or makeup. When she's finished, her skin will feel refreshed and invigorated.

"Just look (hold up the cotton ball) at what is left on your skin when you don't tone!"

Step 3 - Moisturize/Protect/Treat) Moisturizing hydrates the skin as well as acts as a shield to protect the skin from environmental pollutants.

"Moisturizing is your last defense against the environment. It also serves as a base for your foundation and powder. Everyone needs to moisturize and protect regardless of skin type."

Using a q-tip, have your customer gently dot her moisturizer on her forehead, nose, cheeks and chin. Then, using upward and outward motion, have her apply the moisturizer. Have her notice the feel of her face - light and moisturized.

"Doesn't your skin look and feel soft? Good skincare only takes 5 minutes and mere pennies a day to keep looking young and fresh."

Exfoliate/Renew (Papaya Brightening Polish or Honey and Almond Scrub). Exfoliation products instantly renew and give your customers smoother, clearer and brighter skin. When your customers see these immediate results, they generally say "WOW". Because the results are immediate, this is your skincare magic trick. You can have your client try the product on the side of her face, her entire face, or the back of one hand. Have her compare the side of her face or hand that has been exfoliated with the one that has not been. The response is always one of excitement and awe.

"Did you know every 28 days our skin regenerates a new layer? At that rate, we grow 12 new layers of skin each year. 
Unfortunately, it grows underneath, which means we have just as many dead layers of skin which cause our skin to look dull, lifeless and dry. Even more so as we age. When was the last time you exfoliated?"

Give her a chance to respond.

"That means you have who knows how many layers of dead skin!"

Generally, your customer will laugh or gasp at the realization.

"The best part of this whole demonstration is that I get to show you how you can receive immediate results which will continue to improve as you commit to use a full regime including exfoliating as I prescribe. It's hard for our skin to renew itself - even more so as we mature. Plus, the environment results in dry, dead, rough and flaky skin that needs to be exfoliated. Used on a regular basis, your skin will feel softer and look smoother, clearer, and brighter. Guaranteed. Let me show you."

"Now, take a small amount of the exfoliating product and gently rub in a circular motion on the same cheek we cleansed. Feel the crushed almonds removing all the dead skin. It's the dead skin that makes your skin look dull and exaggerates fine lines. This formula was made to prevent irritation from granules that can scratch the skin. When you renew with our products, it's like getting an instant facelift. When you do your full face, be sure to concentrate around the nose and chin area. Now, let's rinse off."

"Look at the difference in the renewed portion of your face. On the cheek where you used the renewal products, there are no fine lines, right? No flaking? Notice it has a brighter, clearer skin tone than the other cheek. Feel it. Doesn't it feel smoother? Just think, if it looks and feels this great after just one application, imagine what it will be like after a month of exfoliating twice a week."

"I recommend you schedule your renewal treatment on the same day each week to keep you and your skin in sync."

Doing a great job demonstrating and romancing the renewal product gives you instant credibility. This increases your probability of selling the entire regime.

Step 5 - Specialty Treatment (C Source, Eye Perfection Crème)

This product should be talked about individually. Early on, ask your customer what she'd like to change about her skin. She'll tell you. Let that and your own observations guide you. Here's a suggested script:

"Most of us have special needs which go beyond the basic daily regime. Whether treating uneven skin tone or fine lines on the face or around the eyes, the list of special needs goes on and on."


Refer back to the "what I'd like to change about my skin" question and remember that most of the specialty treatment items will be add on sales to the skin essentials (Cleanse, Tone, Moisturize and Exfoliate). This specialty treatment item is a great hook to getting your guest.

For an extensive list of specialty product recommendations visit Inside and click on Tools, Client Care and Problems and Solutions.


2.3 DEMONSTRATING AND SELLING MAKEUP

This is the sizzle. Your customers will get excited about their makeup look. There is so much you can do to help them look their personal best. You will follow these steps whether you are doing a makeover or teaching a client or group of clients.

Start with your foundation and powder. When you do a good job of getting your customer into the right selection of these products, like skincare, you will have a customer for life.

Step 1 - Concealer/Foundation. The first step is to choose the perfect shade of foundation; one that matches and blends with her natural skin tone. The foundation can be applied a little heavier if needed to cover any blemishes or skin discoloration. The full range of concealer products can be found on Inside.

Use the striping method to select her shade. Select a couple of shades that, by sight, match your customer's skin tone. Use a Q-tip to apply a little of each selected shade by making a line on the skin above the jawbone to see which shade disappears into the skin.

Note: As a new Consultant, you'll want to use the powder and foundation included in your Career Pack. While you'll eventually want to carry all the foundation formulas and shades, what you receive in your Career Pack is the best of the best and gives you what you need to get started.
Here's a suggested script:

"Like skincare, choosing the right foundation is essential. The key is for the foundation shade to perfectly match your natural skin tone - it should not be lighter or darker than your skin. You want a beautiful canvas on which to add color."

"To find the perfect shade we'll use the striping method. I'm selecting a couple of shade which I'll be testing to see which disappears into your skin."

Once you find the right shade:

"Wow, what a great match. That just blends right in, doesn't it?! That's the shade for you."

Step 2 - Powder. Powders are used to set foundation. To substitute for very light coverage, sometimes a powder is used as a foundation.

"To set your foundation and keep your face looking flawless all day, always use a powder."

Step 3 - Cosmetic Colors. Now is when your client/guests can play and have fun trying new shades. The easiest way for your clients to choose their cosmetic colors is to have the shades separated by warm and cool. Each cosmetic item on the order form and in the catalog is listed as (W) for Warm or (C) for Cool. Your clients will gravitate toward the shades they like the most.

"Wearing the right makeup colors makes you look younger and more vibrant. Another nice thing about wearing cosmetic colors from your palette is that, not only will all the colors work with your natural coloring, but each cosmetic product will automatically blend with all the others. A guaranteed coordinated look."

While your customer is trying makeup colors, share the following tips:

Blushers: When applying blush, we will use a cotton ball today for sanitation purposes, but at home, having your own blush brush is the best way to apply blush. The key is to add just a little color to the cheeks to enhance the face. Less is better because you can always reapply. Do not get too close to the eyes or they will look puffy. Do not get too close to the nose or cover too much of the cheek area or the cheeks will look chubby. The goal is to have no visible lines show between the blush and the skin.

Eyeliners and Shadows: Using liners and shadows is a personal choice so find out from your client if they want to use these products. The eyeliner is the finishing touch once the shadows have been applied. Always apply eyeliner as close to the outer rim or lash line as possible for the most natural look. For the eyeshadow, Color Me Beautiful makes it easy with our Trios. Each collection has a highlighter, dark and rich for the crease and lid, and an accent shade to brighten and cause the eyes to pop. The highlighter shade is your lightest shade and can be applied all the way from the top of the lashes to the brows. Then use the darker/neutral shadow for a contour applied to the most prominent areas to make them less noticeable and give the eyes more definition and the accent color for the lid and inner corner of the eye.

Mascara: To complete the eyes, we only need mascara. Always start by coating the lashes from side to side and then lift and separate at the roots and wiggle all the way to lash tips. If you want more coverage, apply a second coat before the first coat is dry. If mascara concentration for the bottom lashes is on the outside, eyes will appear larger.

Lipstick and Lip Gloss: To finish the face we do the lips. Select the lipstick shade or lip gloss that compliments your client and makes her feel great about how she looks.



2.4 WARM/COOL DRAPING

Warm/Cool Draping is a simple and fun way of using colored fabric to assess whether a person is Warm or Cool. This is your theater and magic. This gives you credibility and basis for suggesting a collection of makeup colors for your client. It's also a lot of fun!

The warm Green Apple Drape and Cool Light Blue Drape have been carefully selected so both you and your client can see whether she looks best in a Warm collection of cosmetic colors (Warm being brown, gold, orange or any other color containing gold or orange). A Warm gold button and Cool Silver disc are also enclosed for use as earring surrogates that you can hold in front of her ear lobes to show your client how the color of jewelry can also make a big difference in her appearance, as this often represents a client's biggest investment.

Ideally, when draping, it's best if your client has no makeup on and is wearing white. With no makeup and white clothing or a white overlay, you and your clients will find it easier to see the results of the draping. However, in most cases, you'll be draping clients with makeup on and they probably won't be wearing a white blouse or shirt. If so, ask her to remove her lipstick. Also, have her take off necklaces and earrings as these can detract. You'll need a mirror so your client is able to see how she looks as you drape. You’ll find a Color Analysis Mirror for draping on the Sales Aid Order Form (Item #55134).

The best lighting is good, natural lighting as it's harder to see the subtleties of color in dim or florescent lighting. However, if natural lighting isn't an option, have as much lighting as possible.

Finally, color draping is best done as a group. Often, it can be hard to see past color habits. Others observing along with your coaching will add enthusiasm and support for what you're proposing. 

Hair color as well as clothing is a good indicator as to whether she is Warm or Cool because it surrounds the face. Clothing is a good indicator for what colors your client feels most comfortable in. If her hair and clothing tend to be on the Warm side, bingo! You've got a pretty good feel for what she likes to wear.

To drape a client, put the drapes together and place under your client's chin so they lay across her chest up to her neck in order to cover the clothing immediately below her face. If you see that your client tends toward Warm or Cool, put the drape color you do not think she'd look best in underneath the drape you feel is the best color for her. Peel the top drape back so she can see the wrong color and then the right color. Do this several times so she can see how her face glows with the right color and how her face creases and lines with the wrong color making her look older and tired.

It's important to talk her through what she's seeing.

"The wrong colors will make your complexion look pale, sallow and accentuate lines around the mouth and dark circles under the eyes. The wrong color will pop out and the face will not glow. Whereas the right colors will smooth and clarify the complexion, reducing lines, shadows and circles. The face will come alive and the eyes become luminous."

Also explain wearing the right colors will limit shopping mistakes where they have cosmetics in their drawers which they don't use and clothing they never wear. 

After establishing your credibility and having her see whether she's Warm or Cool, you can use the discs to help confirm the choice by holding each one up in front of her ear lobe while having the chosen color drape your client's face. If she is Warm, the Warm Gold button will appear more flattering than the Cool Silver button and vice versa.

Now the payoff is in getting her into the right collection of cosmetic colors. Collection is the keyword. Through the concept of a coordinate look and by draping, you should be able to sell your client on a lipstick, eyeshadow, blush, eyeliner, lip pencil, etc. you can find the Color Me Beautiful and Flori Roberts cosmetics designates as warm or cool in their respective product catalogs or on the Order Form.

However, let's not forget the importance of good skincare as makeup always looks better on well cared for skin. Help her achieve the perfect canvas for makeup by prescribing a skincare regime for her. Use the Beauty & Skincare Prescription Chart (Available on the Sales Aids Order Form in packs of 10 - CMB #51554, Flori #51555) to give her a personalized skincare and cosmetic collection.

WARM AND COOL DESIGNATIONS FOR MAKEUP

Using landscapes will give you a mental image of how we define Warm and Cool colors. Think of the warmth of a desert including the color of the sand, orange stone, yellowish green cactus and terra cotta boulders. Now think of golden orange sunsets as a typical Fall day comes to a close and the golden orange colors of the leaves just before they drop. In contrast, think of the Arctic Circle or the colder months of the year for the imagery of Cool. Ice caps, black, white and gray colors, the dark green of forest pine and the blue-red of cranberry.

We use Warm and Cool to distinguish individuals' best colors. If you wear cool colors, select vivid blue reds, roses, rich raspberry, deep teal or forest greens, royal blue, plums and wine colors. Pure white or soft white looks great especially when accented in white gold, platinum or silver jewelry and frames. Black shoes and handbags are staples. 

The Cool cosmetic colors are rose, wine, berry, pink, sky blue, and silver. Lipstick shades can range from slivered mauve, cool pinks, berry, wine, rose, fuchsia, mulberry, raspberry and violet.

Warm colors include natural earth colors with gold undertones. Those who wear Warm colors look good in bronzes, lime greens, oranges, peaches or apricots. If you prefer reds, you'd wear red with at least a hint of orange or yellow in it such as clear brick red, dark tomato or burnt orange. Natural earth greens like olive, moss or jade are their best shades of green. You’d look good in ivory or oyster as your whites. Camel, warm taupe and aubergine are good colors for your professional wardrobe. You'd wear brown shoes. Your jewelry is gold as are your glass frames.

Warm cosmetic colors are gold, copper, bronze, chocolate browns, olive and tawny colors tending towards the golden orange family. The lipstick range includes gold, warm pink, coral, salmon, orange, terra cotta, brick red, tomato red and dark rust.
While most colors for clothing and makeup fall clearly into either Warm or Cool shades, there are so-called bridge shades that flatter almost everyone. These shades, called Neutrals, look good on warm as well as cool persons. In clothing these shades include turquoise and watermelon. In cosmetics the shades are real red as well as colors that tend towards toffee, cinnamon or suede.

How do you determine whether your best colors are Warm or Cool? We use the Cool/Warm Draping Set, which comes in your Career Pack.

We look at hair colors, skin tone and eye color. While eyes also help determine whether a person looks better in Warm or Cool colors, we focus more on hair and skin tone, which are the best indicators. By far, we have found the best determinant is hair because it surrounds the face and, therefore, has a big influence on what we see when looking at an individual. You’ll find that warm hair colors are deep brown with gold or red highlights, red or strawberry blond, gray with a yellow cast to it or natural golden blonde. Cool hair colors are blue-black, deep brown, ash brown or ash blond, (no gold), platinum blonde (again no gold) and salt and pepper gray. Almost always, by looking at your client's hair, you'll be able to determine whether she looks good in Warm or Cool.

Determining Warm/Cool by looking at skin is more complicated; however, you'll get better at seeing skin tone differences with practice. Warm toned Caucasians have ivory skin with yellowish, peach or golden feature undertones. Warm toned women of color have a deep glow of copper ranging from golden brown to dark golden brown. Warm toned Asians have a warm pink or ivory to yellow undertone to their skin. Those who look good in Warm colors can have lighter skin to dark skin. 

A good rule is if your skin tone is on the lighter side, you tend to wear the lighter ranges of the colors described earlier. If your skin tone and hair color are darker, you tend to wear richer clothing and cosmetic colors.

Cool toned Caucasians have skin with pink and sometimes porcelain undertones. Cool toned women of color have cool, deep, dark skin ranging from dark brown to blue-black. Cool toned Asians have medium to dark olive skin tone. If your coloring is deep enough, pure black can be very striking. Also, rich colors like ruby and sapphire work very well with deeper skin tones. For those with lighter skin tones, the softer cool pastels from the blue and blue-green range as well as rose colored pinks and beiges are very complimentary.

All of our makeup products have been designated Warm (W), Cool (C), or Neutral (N). A Warm client looks best in gold jewelry, oranges, browns and yellow. A cool client looks best in silver jewelry, pinks, mauves, reds and pastels. A Neutral client looks good in colors from both the Warm and Cool palettes.

USING YOUR NEW SEASONAL COLOR DRAPES

Color Draping is a simple and fun way of using colored fabric to help assess the color palette of a customer. This gives you credibility and a visual basis for suggesting a collection of makeup colors will be flattering on a customer. It is also a lot of fun!

The enclosed Warm Rust and Green Apple drapes as well as the Cool Light Blue and Scarlet drapes have been carefully selected so both you and your clients can clearly see their Seasons. A little background color analysis: there are two key factors in assessing a person’s Season: (1) the lightness or deepness of hair color, and (2) the warmth or coolness of hair color. 

CONTENTS

You’ll find four drapes in the following shades:
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	     Scarlet		  Light Blue		      Rust		Green Apple

And, one gold and one silver “earring” button. 

DEFINING WARM AND COOL

Warm – A shade which is closest to gold on the color wheel.

Cool – A shade which is closest to blue on the color wheel.

[image: ]
Color Wheel
Warm and Cool are comparative concepts. A single shade of blue may be warmer or cooler than another shade of blue. A shade of red can be warmer or cooler than another shade of red.

Understanding this concept helps us understand the basic Color Me Beautiful principle that anyone can wear any “color”. The key to wearing makeup and clothing colors which work best for you are in the shade nuances within that color.  
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By knowing if an individual is Cool or Warm, you’re providing enormous value – in fact, most of the value – to your clients’ understanding of their best makeup colors.

DEFINING LIGHT AND DEEP

Light – The amount of white in a color. 

Deep – The amount of darkness in a color.


[image: LIGHT VS DEEP]

Light                                       Deep

DETERMINING SEASONS

Spring - A palette that represents individuals whose hair is generally Warm and Light. The spring color palette tends to be bright shades or the warmer hues of colors. TIP: A visual memory trick is to envision the blossom colors of spring, warm pink zinnias, blue bells, daisies and crocus. SPRING – blossoms.

Summer - A palette that represents individuals whose hair is generally Cool and Light. The summer color palette tends to contain muted shades. TIP: A visual memory trick is to envision the hazy light of summer, muting all the colors. SUMMER – haze.

Autumn - A palette that represents individuals whose hair is generally Warm and Deep. The autumn color palette tends to be rich, in shades that one would see in the fall. TIP: A visual memory trick is to envision the colors of changing leaves in the fall. Autumn – leaves.

Winter - A palette that represents individuals whose hair is generally Cool and Deep. The winter color palette tends to be bold in jewel tones. TIP: A visual memory trick is to envision lights of the Holiday season in fuchsia, sapphire blue, emerald green and bright purple. Winter – lights.

DOING A COLOR ANALYSIS

You will need a mirror so your clients will be able to see how they look as you drape. You’ll find Color Analysis Mirrors for draping on the Sales Aid Order Form (item# 55134). It is best to ask clients to remove their makeup. With no makeup and neutral overlay to hide the colors of her clothes, you and your client will find it easier to see the results of the draping. However, removing makeup is not a requirement. Draping can be done successfully for clients with makeup on.

The best lighting is natural lighting as it’s harder to see the nuances of color in dim lighting or under fluorescent lighting. However, if natural lighting isn’t an available, incandescent lighting works. In a pinch, simply removing a lampshade will flood a room with incandescent light.

Finally, color draping is best done as a group of at least three people.  Often, it can be hard for an individual to see past a lifetime of color habits. Having an audience to observe the transformation will add enthusiasm and support.

You will be using your four fabric shades to “test” your client’s Season. Scarlet, which flatters a Deep and Cool (Winter) person. Light Blue, which flatters a Light and Cool (Summer) person. Rust, which flatters a Deep and Warm (Autumn) person. Green Apple, which flatters a Warm and Light (Spring) person.
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	                Scarlet	      Light Blue	   Rust	         Green Apple

To drape a client, put the drapes together and place under your customer’s chin so they lay across her chest up to her neck. Be sure to cover the clothing immediately below her face.  

HAIR COLOR IS KEY

At Color Me Beautiful, the first indicator for color palette is hair. Hair is the single most prevalent part of an individual’s “colorscape”. The first hair clue is Lightness or Depth (tone or shade) of hair color. Looking at a woman’s hair color, would her hair be described as light or dark?  If her hair color falls in the middle (medium brown, medium red) between light and dark, simply make your best guess. You will back up these observations using your color drapes.

Next we will study the hair color for strong gold or red highlights. Without strong gold or red highlights (example black hair with bluish high lights, ash brown, platinum or ash blonde) a person has cool toned hair. If there are strong gold or red highlights (example honey blonde, golden brown, golden red) then you are looking at warm toned hair.

See the figure below. This is a quick reference chart for hair color. With a little experience this chart will not be needed.  A note: there are a few exceptions to this system. One of which is salt and pepper gray hair, which is typically considered Cool and Deep (Winter), and the popular Burgundy hair color, which is also considered Cool and Deep (Winter).
[image: light and deep warm and cool]







THE DRAPING PROCESS

If you see she is Warm and Deep (Autumn), place all four drapes on her chest, under her chin with the two Warm (Autumn and Spring) drapes on the bottom of the stack (see below). If you believe she is Cool, place them with the two cool (Summer and Winter) drapes on the bottom. Allow the client to “see herself” in the wrong shades first. Peel back the drapes one at a time. 
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Once you are down to the two RIGHT drapes, toggle back and forth. Do this several times so she can see how her face glows with the right color and how shadows and lines become more prominent with the wrong color, making her look older and tired. The shade of drape and visual clues will give you a Season. See the chart for summary.
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BEST SHADE DRAPE – GREEN APPLE

If your clients best drape is GREEN APPLE, she is likely a SPRING. Seasonally, if a person is both light and warm, she is a Spring, picture Nicole Kidman, Cameron Diaz, Kate Hudson or Brad Pitt. 

Springs look best in Warm cosmetics colors, warm pink, salmon for lips and warm pink, golden brown, warm green with a warm highlighter like the palest peach, for the eyes for eyes. The best mascara for a Spring is brown. TIP: Frosted shades for Springs will include rose or gold frost.

BEST SHADE DRAPE – LIGHT BLUE

If your clients best shade is LIGHT BLUE, she is likely a Summer, envision Diane Sawyer, Hillary Clinton Linda Evans or Jude Law. While considering these celebrities, picture the difference in their appearance. Note that there is a golden quality to the Springs, while the Summers appear more Icy. 

Summer’s more icy colors should be reflected in their makeup with lip colors including cool pink, rose frost and mauve. The eyes require shades like rose browns, sterling gray, mauve, with a cool highlighter such as pale pink. Black mascara is the best choice for a cool season like Summer. TIP: Frosted shades for Summers will include silver frost.


BEST SHADE DRAPE – RUST

Next we consider people look best in the RUST drape. Deep and warm, these persons are Autumns. Debra Messing is a great example, as is Eva Longoria, Julia Roberts, Beyoncé and Colin Firth.  

In cosmetics Autumns look best in the shades of an autumn landscape, whether it be bronze, terra cotta or brick for the lips or chocolate brown, olive, with warm tone highlighter like an off white for the eyes. Autumn women of color can take advantage of their deeper skin tones by choosing bolder shades for the eyes and lips, as long as they are warm. TIP: Frosted shades for Autumns will include gold frost. 

BEST SHADE DRAPE – SCARLET

If your client looks best in the SCARLET drape, she is likely a Winter, with deep and cool hair color. Imagine Courtney Cox, Megan Fox, Zach Efron, Kim Kardashian and George Clooney.

Winters wear the boldest cosmetic shades of any of the seasons. Winter lip palettes include plum, berry, bold pink and even red. Charcoal, plum, deep chocolate brown flatter Caucasian Winters. Winter women of color can experiment with jewel toned eye colors like sapphire and amethyst. A cool highlight shade, such as pale pink or even a sheer white frost are all good eye color choices for Winters. The best mascara shade for a winter is black. TIP: Frosted shades for Winters will include pearl or silver frost.

IMPORTANT TIP: Clothing is also a good indicator of what colors your customer feels most comfortable in. If her hair and clothing tend to be Warm, bingo! You’ve got a good feel for what she likes to wear.

MAKE MAGIC: COMMUNICATE WHAT YOU SEE

It’s important you talk your client through what she’s seeing, noting “The wrong colors will make your complexion look pale, sallow and accentuate lines under the mouth and dark circles under the eyes. The wrong color will compete with your face while the right color will light up your face, smoothing and clarifying the complexion, reducing lines, shadows and circles. The face will come alive and your eyes will appear luminous”.  Also explain that wearing the right colors will limit shopping mistakes, cosmetics in their drawers which they don’t use and clothing they never wear.
         
If you’re not sure after draping her, and looking at her hair and clothing color preferences, then look at the color of her jewelry. Tell her she looks good in both Warm and Cool and move her into the palette which works with her jewelry as jewelry generally represents a customer’s biggest investment. 

Obviously, it’s important not to argue with a customer. If she has a strong opinion on what her color preferences are, generally its best to go with that and have the drapes confirm what she’s already doing. Remember that one of the big benefits to your customer is that, by staying in either the Warm or Cool palette, all of the makeup, jewelry and clothing selections she makes will automatically coordinate. She’ll look so much more pulled together if her makeup is all Cool, her clothing is all Cool and her jewelry is Cool, then if she wears some Cool items and some Warm items. 

After establishing your credibility and having her see whether she’s Warm or Cool, you can use the enclosed buttons to help confirm the choice by holding each one up in front of her ear lobe while having the chosen color drape your customer’s face. If she is Warm then the Warm Gold button will appear more flattering than the Cool Silver button and vice versa.

Your big payoff is in getting her into the right collection of cosmetic colors. Collection is the keyword. Through the concept of a coordinated look and by draping, you should be able to sell your customer a lipstick, eye shadow, blush, eyeliner, lip pencil, etc. You can use the enclosed Warm/Cool Makeup Wardrobe Chart with our suggested cosmetic color collections. 

Never forget to emphasize good skincare. The beautiful new palette will look even better with properly cared-for skin. Help her to achieve the perfect canvas for makeup by prescribing a skincare regime for her. Use the enclosed Beauty & Skincare Prescription Chart (Available on Sales Aids Order Form in packs of 10s - CMB #51554, Flori #51555) to give her a personalized skincare regime and cosmetic collection.

MOST IMPORTANT TIP:  This process information is powerful enough to change lives. This color kit and information represents an introductory level of Color Analysis. Experience, practice and continuing education makes the perfect Color Consultant.


CHAPTER 3.0


FINDING CLIENTS AND THE SELLING PROCESS


[bookmark: _Hlk62054540]
3.1 PROSPECTING: INTRODUCE AND INVITE

"Prospecting" is simply the process of introducing other people to your products and the business opportunity and inviting them to have a consultation, sample product, purchase product or join your team of Beauty Consultants. Essentially, all of the women you come in contact with have heard of the Color Me Beautiful brands. Your prospects will likely be surprised to learn that they can have a makeover in their home, business or virtual. And, many will be interested in a part-time opportunity where they can earn an extra $100 to $200 an evening.

The key is "networking" because nobody is going to know about your cosmetics, services, and career opportunities until you tell them. That is why prospecting is so important.

Successful prospecting depends on your confidence in the products, your service and yourself. The only way to gain confidence is through practice.

30-Day Success Plan

Our 30-Day Success Plan is designed to help you track your prospects. Talk to everyone you come in contact with and share our services, products, and opportunity with as many as possible every day. If you do that for 30 consecutive days, you'll get off to a fantastic start and will continue to build your business on an ongoing basis.

Your goal should be to introduce 3 new people to the product (and, therefore, the opportunity) each day. This means you can add 90 prospects to your list each month. Industry experience shows that 10% of the people you talk to will be interested in knowing about your products and will ultimately book a consultation.

Let's do the math. 10% of 90 means 9 will book a consultation. At an average of $40 per sale, that’s $360 in sales. And, do a good job at asking for referrals and you'll get lots of additional bookings for consultations from enthusiastic customers.

Of the 9 who you introduce to your products, 20% - or 2 - will join your business. That's right, only 2 of the 90 you approached will join. So, it's a numbers game and, therefore, important to talk it up to customers and others you meet during your daily activities. While 2 in 90 represents an industry average, yours can be higher because of your brand recognition. You will experience even greater success as you gain confidence and skill through practice.


And, that's just the beginning. You also will have promoted to a higher rank in our Career Plan and will be well on your way to creating success.

Monthly product sales of $3,000 are doable as your repeat business grows. And, monthly leadership commissions of $6,000 or more are doable as you sponsor and your Consultants begin to sponsor. We've had individuals earn as much has $3,000 in monthly commissions after having been with us less than 6 months.

The point of all this is simple. Become an excellent networker, meet 3 new prospects per day and you will build an incredibly successful business.

Where to Prospect

It is easiest to begin by contacting people you know. Don't wait until you feel you're an expert to begin networking. Let your natural enthusiasm and excitement for your new business be your "spark". 

Chances are you will discover you know more prospects than you realize when you actually spend time making out your contact list. Once you identify friends/acquaintances, continue to add to the list by talking to 3 people a day. Suggested scripts for calling acquaintances are included in the Getting Started and Booking sections of this manual.

How to Prospect

You'll want to get comfortable introducing your friends/acquaintances as well as meeting new people. One of the best ways to become an excellent prospector is to continue to refine your "Y-Story" discussed in the Getting Started chapter earlier in this manual. Your "Y-Story" tells people, in an interesting and fun way, what your business is all about. Your goal is to get the prospects to respond with interest and book an appointment for a consultation.

Here are some examples of a 30-second commercial. Incorporate some of these thoughts into your "Y-Story" to make it your own:

Prospect:	So what do you do?

Consultant:	I'm in the "before and after" business. Have you ever seen those before and after pictures in magazines and wished you could be chosen for a makeover? Well, that's what I do!

Prospect:	So what do you do?

Consultant:	Have you ever heard of Color Me Beautiful? We're the cosmetic company based on the New York Times bestseller by the same name. We guide women to their best makeup and clothing colors.


Consultant:	Does your employer pay you what you're worth?

Prospect:	No! And, I can always use extra money.

Consultant:	Great, because I can show you how to turn a passion into a fortune! You can work for yourself, set your own schedule and determine your own worth! Rather than continuing to build your employer's dream, are you ready to build your own?

Prospect: 	So what do you do?

Consultant:	I empower others. I show people how to make their dreams a reality by marketing nationally known cosmetic brands such as Color Me Beautiful and Adrien Arpel.

Write your own "commercial here:

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

The key is to have fun prospecting. Try new approaches. Experiment with different scripts. Step out of your comfort zone. Be enthusiastic, smile, and let the other person know you love what you do. Look the part. Relax and take your mind off yourself. Think about what is in it for her.

Finding Prospecting Opportunities

There are many opportunities to use your prospecting skills:

· Waiting in line at the bank or dry cleaner

· At the hair salon or spa

· While pushing your cart down the aisle at the grocery store

· While waiting to have your car tuned up, inspected, or at the DMV

· While picking up your children from daycare

· At your sorority meeting.

· Messaging on Facebook when people comment on your posts.

The general rule of thumb is to prospect anywhere and everywhere. Remember, everyone who comes within 3 feet of you should have the opportunity to hear about what you do.


Successful prospecting often starts by paying someone a compliment or encouraging questions about your business. When you speak, one of two things will happen. The prospect may respond negatively by simply saying "no", turning away or not picking up on your invitation to start a conversation. Although you may feel awkward for a moment, don't let it get you down.

Remember, it's a numbers game. So, just talk to the next person. The more people you talk to, the bigger and faster your business will grow.

Remember, it's all about belief in the products and most of all, yourself. You have something special to offer. When an individual is not interested, go on to the next person. Don't take "no" personally. The majority of those you talk with are going to say "no thanks". That's normal. Think of each "no" as getting closer to the next "yes".




3.2 BOOKING AND SETTING APPOINTMENTS

While prospecting is the activity of finding prospective customers, booking appointments and following up is the activity of getting them to say "yes". 

Scripts for Getting Started

In this section, you'll find various scripts that will help you convert conversations into bookings on your calendar. Consider these as "thought starters" that will put you on the right track for developing ones that fit your personality and style.

Calling Acquaintances as You're Getting Started. This is the best way to begin booking.

"Hi Sally, I just started by business selling Adrien Arpel products. We have outstanding personalized makeup and skincare. I would love to treat you and your friends to a Day of Beauty where you'll learn your perfect colors and best skincare. We'll have a lot of fun too. I also want you to treat yourself to over $100 of free product. What do you say?" Pause. "Good. Which date would you like?"
Or

"Hi Sally, I sell Adrien Arpel skin care products. I'd appreciate you booking a Skin Care Class and I'll tell you why. I've got amazing products. You and your friends will love them as well as the personalized advice. And, you'll get free product for hosting the class."

Note: We suggest having the Host invite 20 or so guests because, generally, that means 7 will say yes and show up. As a new Consultant, you might want to start with fewer guests if that will make you more comfortable.

Don't try to make your presentation fancy. Keep it straight-forward, sharing your enthusiasm and telling prospects why you love the products and opportunity.

Keep a mirror and smile at yourself as you talk to your prospects. Be enthusiastic. it will be contagious because they'll hear your smile.

Paying a Compliment. A genuine compliment is a good way to start a conversation.

Consultant:	That color looks great on you!

Prospect:	Thanks. You look good too. What do you do?

Consultant:	I'm an Adrien Arpel Consultant. I work with clients showing them how to look their best by personalizing their skincare regime.

If she seems interested, ask her if she'd like to have a facial.

Contacting a Referral. Referrals give you an opportunity to meet people you would not otherwise meet. Always ask others who they know who might like the products or be interested in starting their own business.

"Good afternoon Sue, my name is Barbara. I'm calling on behalf of our mutual friend, Karen. She said you might be interested in learning which colors look best on you. I work with clients to help them find their bet makeup colors and their right skincare. Karen's one of my clients. She looks great and said you gave her a compliment the other day. She thought you might be interested in meeting me."

Meeting Someone in Line. Every day we have opportunities to meet new people. Think about how many times you're in line at the grocery store, bank, restaurant, etc. You have a conversation and before long you're asked "What do you do?"

Consultant:	I'm in the business of helping others look and feel great. Have you heard of Color Me Beautiful and Adrien Arpel? They used to be sold in department stores. Now, they're available through Consultants like me. I am on my way later today to do a Beauty Class for a group of women.

Prospect:	What's a Beauty Class?

Consultant:	A Beauty Class is my opportunity to teach women how to care for their skin and share Adrien Arpel products with a group of women. These products are formulated especially to make women look and feel their best. I sell $300 or more a night. It's wonderful.

Contacting an Organization. Consultants can make new bookings by doing group demonstrations. There are many groups looking for entertaining and helpful image seminars. Here's one type of approach:

"Good afternoon Sally, I'm calling regarding Women In Management. I offer an exciting program that may be of interest to your members. Do you have a few minutes? Good."

"I represent Adrien Arpel Skin Care Line. My program helps women look good and feel great. I'll also give tips on proper skincare. How does that sound?"





3.3 MANAGING REPEAT BUSINESS

Following up with customers after the initial sale has been made is the key to a successful business. Your re-order business should eventually provide you with 50% or more of your monthly income; and it’s an “easy” income, as very little effort is required to stay in touch with customers and provide follow up service. The following system is easy to use, and a helpful way to stay in touch with customers.

Customer Filing System

Have every customer fill out a Client Profile card and file them alphabetically according to customer’s last name. You will need a small file box to store these cards.

Tracking Your Customers

Every time a customer makes a purchase, you’ll want to call her to confirm she’s using the product correctly and getting good results.

Suggested conversation starters for customer follow up:

“Monica, this is Barbara calling. You’re a friend of Mary. It’s been a week or so since you purchased your foundation. I just had to find out…Don’t you just love it?”

“Hello Vicky, this is Barbara, the Color Me Beautiful Consultant. I enjoyed meeting you at last Thursday and I just wanted to check with you and see how you are enjoying your ___. Do you have a minute?”

“Hi Barbara, this is Carol Smith calling. You purchased ___ from me as a result of Mary referring you. It looked great on you! I just wanted to know how many compliments you’ve received.”

Servicing your customers ensures loyalty to both you and your products. You can provide great service by calling customers with a reminder when they are about to run out of a product and offer to re-order for them. This saves customers the trouble of running out of product and then having to look up your name and number, call you, and then wait for you to fill their order.

Customer Returns

Providing great customer service will also include handling customer returns. As a Color Me Beautiful/Flori Roberts Consultant, you offer a complete product satisfaction guarantee. 

When a customer returns a product for any reason, offer immediate satisfaction. If the product was purchased from your inventory, offer the value of the returned product towards the purchase of another product. Or, if the customer insists on returning the product for the purchase price, refund her money readily.

If a customer returns a product purchased through At Your Service, offer to return the product to the Company for them, or let the customer know she can return the product directly to Color Me Beautiful and her purchase price will be refunded by the Company.  The customer can exchange her product and will be charged a flat rate of $2.95 which covers the cost to reship.

Success Tips

Put time aside each week to make follow up calls. Following a day when no calls have been made, it will be necessary to “double up” and complete two days of calls in one day.

Try to make your customer service calls the same time every day. Choose a time when you know most of your customers will be available.

Be prepared. Prior to making calls, have your client profiles in front of you. Keep a mirror set up on your desk and check your smile before making each call. When you are smiling, it can be heard in your voice!




3.4 GETTING STARTED USING FACEBOOK

[image: ]



Facebook is the informal gathering ground of social media. Casual, fun and friendly. Typically, you will connect to friends and family with a smattering of business contacts mixed in. 
 
As a leader it is important to stay up to date with social media, as difficult as that may sometimes seem. And, as a business owner it is important to note that in social media your private persona and public persona will always overlap. Although Facebook is an informal platform, you will always want to put your best face, personality and image forward.  Comments made on your business page could impact a person’s view of you personally.

Getting Started With Facebook

Sign Up To Create A Facebook Account

Before you can use Facebook, you must create an account. Creating a Facebook account is free. All you need to get started is an email address and a few minutes of your time.

[image: Create a Facebook account]
To create a Facebook account, navigate to www.facebook.com in your web browser.  Click on Create New Account. Fill in the required fields.  You will be asked to provide your first and last name, email address or mobile number, gender and birthdate.  You will also be asked to choose a password for your account

Set Up Your Privacy

One of the most important basics of Facebook is staying secure. Once you’ve created your new profile, you can make changes to your privacy settings. This will control who can view your profile and the information you share. 

To edit these settings, click on the ‘Settings’ options.
Then, click on the ‘Privacy’ option and make your changes as you see fit. You can also control how other people can find you and make contact with you on Facebook.

[image: Setting up privacy is important]

You should not neglect your privacy settings on such a popular platform.

Personalize Your Profile

This is one of the more fun Facebook basics that need to be known. It gives you a shot at being creative.

The chances that you share a name with someone else on Facebook are very high. That’s why you should personalize your profile.
When you’ve got a personalized profile, your friends and family will find you without much effort.

You can add a profile picture, cover photo and personal info such as where you’re living and your hobbies.

Update Your Profile

If you want to update your profile for any reason later on. Simply go to the ‘About’ section of your profile. Once there, you can fill in more details about yourself. You can add your education, job title and more.

Having a well detailed profile will make it easier for your Facebook friends and audience to find you.

Choose a Profile Picture

To select a profile picture, you can choose a photo that you’ve been tagged in on Facebook or one you’ve already uploaded. 

You can also choose a new one you just took on your phone and add a frame to your chosen photo. When it comes to Facebook basics, this one shouldn’t be neglected. The image you select will be associated with your brand, so make it a good one.

Choose a Cover Photo

You can select your cover photo in the same way as you chose your profile picture. Getting your pictures to look right can take some experimentation. Check out our social media image size guide for a more detailed guide on getting image sizes correct.

Facebook Timeline

Your timeline on Facebook is a ‘log’ of your activity in backwards-chronological order. You will be able to see your uploaded media and status updates on your timeline.
Also, the photos that you were tagged in by your friends will also show up here.

[image: ]Posting

Posting on Facebook is considered one of its best features.

This is one of the many fun features of Facebook – posting content you want to share with your friends and family.

You can keep everyone updated on what’s going on in your life.
To share a Facebook status, use the text box that is located at the top of your feed or profile page.

You can share text with different colored backgrounds, stickers, videos, photos and even links here.

It is also possible to share activities and feelings. In addition, you can ‘Check In’ to let everyone know where you’re dining or spending your holiday.

Facebook allows you to tag your friends if you’ve spent time together. You can also tag events if you’re having fun at big events.

You can use any of the images and posts that are on our brand pages and our websites to create your posts.

A basic rule of thumb when posting is to not be salesy.  In other words for every 10 posts, only 2 should be sales related.  All others should be informational e.g. beauty tips, fashion tips or things that are useful and beneficial for your audience.

Engagement is the name of the game.  Facebook is constantly changing their algorithms.  The Facebook algorithm controls the ordering and presentation of posts, so users see what is most relevant to them. Rather than publish content chronologically, posts and ads are presented based on what Facebook sees as relevant to you, the user.  

It's important to watch for changes, talk with others who are using social media and if you have a friend who really knows social media, they can share the most updated information with you to help you and your posts be seen.

Facebook Basics – Friends

The whole point of Facebook is to connect with your friends, no matter where they are. There’s more than one way that you can add your friends. You can do a search for them, import your email (or phone and iCloud) contact list or use the ‘Find Friends’ tab.

To use the latter option, select the ‘Find Friends’ option. You will see a list of people who could be your friends. This is based on information such as your location and friends you’ve already added.

Videos And Photos

Facebook lets users share all kinds of content such as photos and videos. You can also share live broadcasts and albums.

To upload, you can head to your profile, select the ‘Photos’ tab and choose ‘Add Photo/Video’. This lets you upload media from your computer.

You can also create albums with photos and videos by choosing the ‘Create Album’ option. Then, select the media you want to add to your albums. Although this is one of the many Facebook basics you can play around with, be sure to keep quality in mind.

You should never share media content that isn’t of the best possible quality.

Newsfeed

Your newsfeed is unique to your own page. You will see posts from your friends and liked pages that Facebook thinks you’ll like. Also, you will see ads from brands that you might be supporting or using.

You can change how your feed looks by managing your preferences. Select the ‘Settings’ menu and go to the ‘News Feed Preference’ option. You can choose whose content you see first and more.
[image: Your News Feed can be customised]

Facebook Basics – Going Live

[image: ]

Facebook Live is a creative way to share videos.

This is a great feature that allows users to share live broadcasts with their friends. You simply have to select the ‘Live Video’ option from the ‘What’s on your mind?’ button.

Once you’ve finished describing your broadcast, simply press ‘Go Live’ and you’re recording.  Consistency pays off with lives as our audience looks to us for information to help them with their beauty and skincare needs.  Going live is a great way to brand ourselves and establish credibility as beauty and skin care experts.  The more we do it, the better we become.

Engagement Is What Facebook Wants 

Just like everything around us is changing, so is Facebook.  Marketing experts tell us that the most important aspect of posting now is “getting engagement”. No engagement will result in our posts not being seen by those we want to see them.

Asking compelling questions, sharing information about ourselves that spark comments or questions. posting pictures that spark laughter and comments are all ways to get engagement.  The proof is in the results, so watch what gets you the most engagement and stay in that zone without being too repetitive. 

We’re in business and want sales so that is important for us.  We must balance the selling aspect on Facebook to keep the focus on engagement.  The basic rule of thumb is 9 engagement posts to 2 sales.





CHAPTER 4.0


BEING REWARDED FOR DEVELOPING YOUR TEAM




4.1 CAREER PLAN OVERVIEW

This overview is presented to provide an at-a-glance reference for the Color Me Beautiful Career Plan. Please refer to the details of this chapter for a complete understanding of all requirements and stipulations for commission payouts.

	
	CON
	SR CON
	EX CON
	MGR
	SR MGR
	EX MGR

	REQUIREMENTS:
*All Consultants must be Active.
	
	
	
	
	
	

	Personal Volume
	N/A
	$200
	$200
	$400
	$400
	$400

	Group Volume
(cv = 50% of Retail)
	N/A
	$1,000
	$2,000
	$3,000

	# Personally Enrolled Consultants*
	0
	1
	3
	5
	7
	10

	# Group Consultants*
	N/A
	N/A

	# 1st Tier Directors
	N/A
	N/A

	# 2nd Tier Directors
	N/A
	N/A

	# 3rd Tier Directors
	N/A
	N/A

	BONUSES:
	
	
	
	
	
	

	Personally Enrolled %
	N/A
	4%
	5%
	5%
	6%
	7%

	Group Commission %
	N/A
	0%
	3%
	3%
	4%
	4%

	Developmental Bonus
(Personal Consultants sell minimum of $500 their first full month)
	N/A
	$50
	$50
	$50

	Car Allowances
(Group Consultants sell minimum of $500 their first full month)
	N/A
	N/A
	N/A
	N/A

	Senior Leadership Bonus
	N/A
	N/A

	# 1st Tier Directors
	N/A
	N/A

	1st Tier Promote-Out Bonus
	N/A
	N/A

	# 2nd Tier Directors
	N/A
	N/A

	# 3rd Tier Directors
	N/A
	N/A

	# 4th Tier Directors
	N/A
	N/A

	Infinity Bonus
	N/A
	N/A

	President Retirement Plan
	N/A
	N/A





	

	DIR
	SR DIR
	EX DIR
	VP
	SR VP
	PRES

	REQUIREMENTS:
*All Consultants must be Active.
	
	
	
	
	
	

	Personal Volume
	$500
	$500
	$500
	N/A

	Group Volume
(cv = 50% of Retail)
	$5,000
	$8,000
	$12,000
	$20,000
	$20,000
	$20,000

	# Personally Enrolled Consultants*
	12+
	17+
	17+
	exempt
	exempt
	exempt

	# Group Consultants*
	20
	30
	30
	exempt
	exempt
	exempt

	# 1st Tier Directors
	N/A
	N/A
	1 required
	2 required
	5 1st and/or 2nd required – of which 3 must be 1st tier
	10 1st and/or 2nd required – of which 5 must be 1st tier

	# 2nd Tier Directors
	N/A
	1 required
	
	

	# 3rd Tier Directors
	N/A
	Not Required

	BONUSES:
	
	
	
	
	
	

	Personally Enrolled %
	10%
	10%

	Group Commission %
	4-15%
	4-15%

	Developmental Bonus
(Personal Consultants sell minimum of $500 their first full month)
	$100
	$100

	Car Allowances
(Group Consultants sell minimum of $500 their first full month)
	$100-$700
	$100-$700

	Senior Leadership Bonus
	N/A
	$300-$3,000
	$300-$3,000

	# 1st Tier Directors
	4%
	4%

	1st Tier Promote-Out Bonus
	N/A
	N/A
	$250-$2,000
	$250-$2,000

	# 2nd Tier Directors
	N/A
	N/A
	2%
	2%

	# 3rd Tier Directors
	N/A
	1%

	# 4th Tier Directors
	N/A
	N/A
	1%

	Infinity Bonus
	N/A
	    N/A      |   N/A       |    1%

	President Retirement Plan
	N/A
	             N/A             |    YES



4.2 LEADERSHIP EARNING POTENTIAL

Color Me Beautiful offers the best leadership income from sponsoring and developing others of any Company in the cosmetic industry.  Selling product and sponsoring go hand-in-hand.  As you sell product, you’re making money and creating a natural process for introducing others into the opportunity.  In the examples below, the Leaders are taking advantage of the dual income streams.  Note the amount you earn from products and leadership as you move up the Career Plan.  In the beginning, product sales will account for most of your earnings.  As you successfully build an organization, your leadership commissions will be, by far, your major source of income.
Assumptions		Monthly Income
	Executive Consultant
	

	Personal sales of $500 per week 
x 4 weeks = $2,000. 
Group Commission on Personal Sales                                                               
	$1,080

$30

	Plus 6 Consultants who joined through you
selling only $250 a week.
	    $240

	
	$1,350

	Executive Manager
	

	Personal sales of $500 per week.
Group Commission on Personal Sales                                                    
	$1,080
$40

	Plus 10 Consultants who joined through you
selling $250 a week.
	$550

	Plus 5 Consultants who joined through your group
selling $250 a week.
	$100

	Plus bonuses for developing 2 new Consultants you
sponsored this month.
	    $100

	
	$1,870

	Director
	

	Personal sales of $500 per week.
Group Commission on Personal Sales
	$1,080
$150

	Plus 15 Consultants who joined through you
selling $250 a week.
	$1,875

	Plus 10 Consultants who joined through your group
selling $250 a week.
	$750

	Plus bonuses for developing 3 new Consultants you
sponsored this month.
	$300

	Plus a Car Allowance for developing 2 new Consultants
sponsored by your group this month.
	    $100


                                                                                           $4,255
Assumptions		Monthly Income
	Executive Director
	

	Personal sales of $500 per week.
Group Commission on Personal Sales                                                    
	$1,080
$150

	Plus 25 Consultants who joined through you
selling $250 a week.
	$3,125

	Plus 25 Consultants who joined through your group
selling $250 a week.
	$1,875

	Plus bonuses for developing 4 new Consultants you
sponsored this month.
	$400

	Plus a Car Allowance for developing 6 new Consultants
sponsored by your group this month.
	$300

	Plus an extra bonus for senior leaders on
your group’s sales.
	$1,400

	Plus commissions on those you helped develop to Director
level and above.
	$720

	Plus an extra bonus on your Directors’ successes.
	   $1,100

	
	$10,150


NOTES:  
Profit percentage is calculated by adding free product to the retail value of the products purchased
A group is defined as all levels of Consultants under the Director with the exception of Promote-out Director(s) and her (their) group.
Group Commission on Personal Sales begins at the Executive Consultant level and continues throughout our plan.  Group Commission on Personal Sales for a Director and above are shown at 15% based 10 or more legs.
These income examples do not represent averages nor guaranteed income.  They are examples of production and income potential.







4.3 SPONSORING AND LEADERSHIP

Sponsoring is your best opportunity for financial growth. It allows you to get beyond generating an income based on your own product sales and into creating wealth based on the performance of your team. Would you rather be paid on just 100% of your own efforts or a percentage of hundreds, maybe even thousands, of others? Consider these examples:

1. Most Consultants will have 10 hours a week to devote to their business. If you prospect and reach out to 3 people a day and consult with 9 a week you could easily generate $300 or more per week. That’s $1,200 per month. At a 40% commission, this means $480 on just your sales.

2. Now include building a team. Up to 25% commission on your personally enrolled Consultants, group commissions, promote-out bonuses, Car Allowances and more! You can earn $10,000 or more per month from a successful organization.

And, sponsoring helps others reach their goals and pursue their dreams. So, by sponsoring, you enhance the lives of others.

How/When/Where to Sponsor

Sponsoring should be one of your daily Color Me Beautiful activities. Sponsor  in any situation where you meet others. When you begin to sponsor, you may find that you recruit one out of every 20 to 25 prospects. It’s a numbers game. And, your success rate will increase as you practice.

Sponsoring is a natural part of the selling cycle. When you’re full of enthusiasm, passion and purpose, you will attract others and that gives you the opportunity to talk about your business. The majority of your new Consultants will come from your customer base for two reasons. First, when a person loves the products they are more likely to see themselves having a business promoting the products they love. Second, whenever you have the chance to talk to a group of women, who love your products, that will work in your favor. The group will see and hear your enthusiasm and the impact you make on how others look and feel. When you enjoy your work and make good money, others will want to join you!

Let’s discuss:

At Consultation: Talk about the career opportunity at least three times. This gives your clients an opportunity to identify with the role of the Consultant. How can you mention it quickly three times? Try this:

First, during your introduction, tell your “Y-Story”, why you became a Consultant and why you enjoy it.


Further refine your “Y-Story” here or on a separate sheet of paper.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Second, after the skincare presentation take a moment to talk about the financial benefits of owning your own business. You might say something like:

“I just love my business. Not only do I have the opportunity to purchase these wonderful products at wholesale prices, I earn significant income!”

Write your own version here.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Third, as you finish the makeovers, invite clients to see what you do. You might suggest:

“It’s always fun to see the difference after the makeover. I love what I do. If you think you’d like to do what I do, talk to me later!”

Write your own version here.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
In addition to your Consultations, you have other ways in which to enhance your sponsoring:

· “Capture Your Dream” Opportunity Call and Presentation. The Opportunity Call provides your prospect with another perspective on the business. She can call any time of day, any day of the week as this call is recorded.

· Social Situations. Use the products faithfully and look the role of a Beauty Consultant. Talk about how much you like your business wherever you go. You will find people begin to ask you questions, which may be a sign of interest.

· 3-Way Calling. This is a powerful tool. Speak with your sponsor/upline or another member of the CMB team about doing 3-way calls with you.

Overcoming Objections

Once you’ve attracted a prospect, you’ll want to check her true level of interest. To do this, you need to ask her questions to gauge her interest. Remember, many objections are simply questions to find out more.

Sometimes objections are really a polite way of saying “I’m not interested”. If there’s no interest, that’s the end of it. But, you will want to probe. Use the following guide.

Objection: I really don’t know anyone. How would I do business?

Response: I know how you feel. This career gives you an opportunity to meet people. All you need to know is one person. That’s how it starts. One person tells another.

Objection: I’m too busy.

Response: I know how you feel. I’m busy too. That’s why I asked you. I’ve found busy people make the best Consultants. They are usually the most organized and know others. The good thing about this business is that you can make good money doing it at your own pace and very part time.

Objection: I already have a full time job.

Response: That’s perfect. That means you already know lots of people. Most of our Consultants do this part time. It’s a great way to help others and earn a good extra income.

Objection: I already love my job.

Response: That’s great. Could you use some extra income? And, you might like this too. It’s a great opportunity to build your dreams and not just someone else’s.

Objection: It’s not the right time for me.

Response: I know how you feel. Sounds like you have a lot going on. In my experience, if you wait, something else will come up. You have so much freedom and flexibility with this program. You can earn good income while doing it at your own pace and very part time. Then, when your situation is freer, you can really soar.

Objection: I can’t afford it.

Response: I understand. Sounds like you could use more income. I can show you how to earn your Career Pack for free just by referring 15-20 of your friends to shop with me.  

Objection: I’ve never sold anything before. Do I need experience?

Response: Because the brands are already well known, you’ve already got credibility. And, I’ll teach you what you need to know to demonstrate them.

Objection: I can’t sell. Will anyone help me?

Response: I know how you feel. I felt the same way. I began to realize that selling is really helping others. I’ll teach you how to reach out to prospective clients by being enthusiastic about what you do.

Sponsoring CMB Kiosks/Stores/International Distributors

A CMB Kiosk or CMB Store is a retailer which primarily sells CMB products. An International Distributor is an individual or organization which sells CMB products in selected countries. You must get approval from the President to sponsor a CMB Kiosk or CMB Store and approval from the CEO to sponsor an International Distributor. Once approved, whether sponsoring a CMB Kiosk/Store or an International Distributor, you are paid a 2% commission on the amount paid to the Company for product purchases for as long as the CMB Kiosk/Store or International Distributor purchases CMB products. The Kiosk/Store or International Distributor is not part of your downline commissions nor does it count as a Consultant in your group.

Because CMB Kiosks/Stores are flagships for the CMB brands and are highly visible, it is important that training, merchandising and product assortment be consistent. Therefore, all entrepreneurs who want to open a CMB Kiosk/Store, whose primary objective is to carry Color Me Beautiful products, must go through the Company’s training program and sign a Specialty Retailer License Agreement.

Placing Orders for Other Consultants

Consultants can assist one of their team members with placing an order.  However, each Consultant must pay for their own order and it must ship to the Consultant placing the order. 


4.4 CAREER PLAN


The Color Me Beautiful Career Plan is designed for individuals who want to help others be successful. The Career Plan helps you develop your business to its fullest from Consultant all the way to Division President. There are four significant tiers within the Career Plan: (1) Consultant; (2) Manager; (3) Director; and, (4) Executive. And, there are three levels within each tier.  
 
CONSULTANTS  
 
As a Consultant, you are rewarded for getting off to a great start. As you learn and sell, you are earning money and developing a solid business foundation. There are three levels of Consultants – Consultant, Senior Consultant, and Executive Consultant.  
 
A Consultant’s primary focus is to learn the fundamentals. Successful Consultants: (1) Communicate with potential clients and existing clients consistently providing exceptional customer service; (2) Dress and act professionally at all times, and; (3) Sponsor others.  
 
Consultant  
 
To Become a Consultant:  
 
Review Consultant Agreement and purchase a Career Pack.  
 
Sell $100 retail or more of resalable product every month which makes you an active Consultant.  
 
Note 1: Throughout the Career Plan the definition of “active” is to purchase or sell online at least $100 retail of resalable product each month.  If you do not purchase or sell online $100 retail of resalable product each month you are not active and not eligible for commissions from online sales or on anyone personally sponsored.  You can reactivate by selling or ordering $100. You may not reactivate if you have returned your starter kit to the Company.  
 
Note 2: If you are inactive for 6 months and you reactivate, it is your decision whether to rejoin your original sponsor’s organization or another organization.  
 
Note 3: If you were a leader with an organization and have been inactive 6 months, you lose your organization.  
 
Senior Consultant  
 
Qualifications/Maintenance:  
 
Personally sponsor at least 1 active Consultant. This is in addition to yourself.  
 
Personally sell at least $200 retail of resalable product each month.  Benefits:  
 
4% commission on all personally enrolled Consultants’ commissionable volume.  
 
Note 1: Beginning the month you qualify at a level within the Career Plan, you are paid the commissions/bonuses for that level. That’s true until the Director level at which time there are modifications.  
 
Note 2: Commissionable volume (cv) is the percentage of retail on which you get paid a commission. For enrolled Consultants, your commissionable volume is 50% of retail on skin care and cosmetics including promotional products. There is no commission paid on sales aids and non-resalable items.  
 
Note 3: Retail volume refers to the suggested full retail price of resalable product and/or the amount paid by a customer when purchasing online. Sales aids and other non-discounted items are not included in retail volume.  
 
Note 4: In addition to sponsoring home-based entrepreneurs, you may sponsor individuals operating out of salons, spas and boutiques. However, sponsoring a CMB Kiosk or CMB Store or an International Distributor is a different story. You must get approval before sponsoring. See Chapter 4.3 for details.  
 
Executive Consultant  
 
Qualifications/Maintenance:  
 
Personally sponsor at least 3 active Consultants. 
 
Personally sell at least $200 retail in resalable product each month.  
 
Benefits:  
 
5% commission on all personally sponsored Consultants’ commissionable volume.  
 
Plus 3% commission on your group’s commissionable volume. Thus, you receive an 8% commission on your personally sponsored enrolled Consultants’ volume and a 3% commission on all others’ volume.  
 
Note 1: Your personal sales count towards your group sales, therefore, you are paid a group commission on your personal sales.  
 
Note 2: You will have the title and be paid each month at the career level at which you perform. Example: If you qualified as Executive Consultant in March and in April you did not meet the Executive Consultant qualifications but did meet the Senior Consultant qualifications, you become a Senior Consultant and are paid at that level for April. This is true throughout all levels of the Career Plan until you reach the Director level and beyond for which there are modifications.  
 
Note 3: For those building an organization, if you sponsor an individual, say B, you must be at least at the same career level (or higher) to receive a commission on B’s group volume; otherwise you are paid a commission on B’s personal volume, but not on B’s group volume. Note: This policy is modified at the Director and above levels. 
  
Note 4: If A sponsors B and B sponsors C and B become inactive then C does not roll-up as a personal enrollee to A but does remain as part of A’s group. This is the policy throughout all levels of the Career Plan.  
 
 
MANAGERS  
 
A Manager is making a serious commitment to leadership. She is committing to do more personal business, see more clients, start training others, meet higher monthly goals and prepare for Directorship.  
 
As a Manager, set your sights on becoming a Director. Some Managers have done it in less than six months while working full time. As a Director, you should earn $1,000 and up a month in commissions.  
 
As a Manager, you’ll want to focus on two key objectives. First, build a customer base using all forms of communication including emails, social media and referral and be in touch with as many potential and existing clients as possible.  Promoting your business online, virtually or face to face and generating $300 each) week will translate to $1,200 in personal sales. Your commission from product sales alone will be $480. It’s a numbers game that will require being in front of as many new people each week as possible. 
 
The more clients you see, the faster your organization will grow because clients become Consultants. Also, having Consultants participate/observe your success is an excellent way to train as they learn to replicate what you do.  
 
Your second key objective is to get your Consultants interested in leadership and, therefore, sponsoring as soon as possible. A Consultant who sponsors others has a higher probability of staying with you. And, importantly, the more leaders you develop the easier it is for you because you don’t have to do it all yourself.  
 
Underlying the above objectives is the strategy to build wide as well as deep. Building wide refers to the number of Consultants you personally sponsor. Building deep, creates a stable business that qualifies you for the maximum in commissions and bonuses.  
 
There are three levels of Managers: Manager, Senior Manager and Executive Manager.  
 
Manager  
Qualifications/Maintenance:  
1. Personally sponsor at least 5 active Consultants and achieve at least $1,000 monthly group retail volume.  
2. Personally sell $400 retail or more in retail resalable product each month.    
Benefits:  
1. 5% commission on your personally sponsored Consultants’ commissionable volume.  
2. Plus 3% commission on your group’s commissionable volume.  
3. Plus a $50 Development Bonus for each personally sponsored Consultant who becomes “qualified”.  A Consultant becomes qualified by selling at least $500 retail of resaleable product within the first full month of enrollment.  So, if your new Consultant signed an Agreement in May, she (or he) has through June to meet the above requirements.  
  
Senior Manager  
Qualifications/Maintenance:  
1. Personally sponsor at least 7 active Consultants and achieve at least $2,000 monthly group retail volume.  
2. Personally sell $400 retail or more in resalable product each month.  
Benefits:  
1. 6% commission on your personally enrolled Consultants’ commissionable volume.  
2. Plus 4% commission on your group’s commissionable volume.   
3. A $50 Development bonus for each personally sponsored Consultant.   
  
Executive Manager  
Qualifications/Maintenance:  
1. Personally sponsor at least 10 active Consultants and achieve $3,000 monthly group retail volume.  
2. Personally sell $400 retail or more in resalable product each month.  
Benefits:  
1. 7% commission on your personally sponsored Consultants’ commissionable volume.  
2. Plus 4% commission on your group’s commissionable volume.  
3. A $50 Development Bonus for each personally sponsored Consultant.   
  
DIRECTORS  
Directors have proven track records selling product as well as enrolling and developing others.  They are the engines of the organization.  They also represent Color Me Beautiful’s policies and procedures, philosophies and vision.  Therefore, to become a Director, in addition to meeting the business-building objectives, you must submit a Letter of Intent to, and be approved by, the Color Me Beautiful’s Director Qualification Board in order to proceed to Director-In Qualification.  
While Directors earn considerably more than Managers, they have the same two business building objectives.  First, do as many Consultations and see as many customers as possible.  
Second, get as many Consultants sponsoring as quickly as possible.  At the Director level, the game plan is to personally sponsor two Consultants per month (the industry standard for a Director).  
Achieving your objectives keeps you moving forward at a rapid pace.  At the Director level, you’re further rewarded for building wide and deep.  For example, you’re now paid a Car Allowance on the success of your group’s sponsoring and qualification efforts.  
There are three Director levels:  Director, Senior Director, and Executive Director.  
  
Director  
Qualifications to become a Director:  
1. Be an Executive Manager and submit a Letter of Intent to become a Director to Color Me Beautiful’s Director Qualification Board by no later than the 5th of the month following your qualification as an Executive Manager.  You will be notified by no later than the 8th of that month as to whether you are accepted into Director-In-Qualification (DIQ).  If accepted, you go into DIQ the month your Letter of Intent is accepted.  For example, if you meet the qualifications as Executive Manager in January, and you submit your Letter of Intent by no later than February 5th and it is accepted, you’re in DIQ status as of February.  Should the Letter of Intent not be accepted, you will be advised of the discrepancies so that you may correct and be in a position to submit a new Letter of Intent the following month or as soon thereafter as possible.   
2. Produce at least $10,000 in group retail within a consecutive two-month period (including personal volume).  You may be in qualification for more than two months so long as you maintain at least Executive Manager qualifications during every month you’re in DIQ.  If you’re in qualification for more than two months, you must still meet the $10,000 group retail requirement and all other requirements during the consecutive two-month qualification period.  If you fall below Executive Manager level for any month during the qualification period, you start the process anew.  
3. Achieve and maintain a total of 20 active Consultants in your group, including 12 personally sponsored.  You are counted as a Consultant in your group.    
4. Personally sell at least $500 retail each month of resaleable product.  
Note 1: During your Director-In-Qualification (DIQ) period, you are paid at the level at which you perform.  Example:  If, during your first DIQ month, you have 12 personally enrolled Consultants and $3,000 in group retail, you are paid as an Executive Manager.  If, during month two, you have 12 personally sponsored active Consultants and 20 in your group, with group sales of $5,000 retail, you are paid as a Director.  
 
Note 2: There are two special DIQ situations of which to be aware:  
(1) A downline Consultant (Alicia) enters DIQ prior to her (or his) sponsoring Consultant (Mary).  The sponsoring Consultant, Mary, receives no commission on her downline Consultant’s, Alicia's, group retail volume; however, Mary does receive a commission on Alicia’s personal retail volume.  
Mary has three months as of when Alicia enters DIQ to enter qualification herself.  However, neither Alicia’s personal or group retail volume nor the number of her Consultants, count towards Mary’s requirements.  If Alicia achieves Director, Mary must achieve Director either at the same time as Alicia or within a two-month qualification period for Alicia to be returned to Mary’s downline as a first tier Director.  
 
(2) Both the sponsoring Consultant (Mary) and downline Consultant (Alicia) enter DIQ at the same time.  Neither Alicia’s personal or groups’ retail volume nor her Consultants count toward Mary’s qualifications; however, Mary continues to receive commission on Alicia’s personal and group retail volume.  So long as Mary qualifies as a Director either at the same time as Alicia or within a two month qualification period, Alicia becomes Mary’s first-tier Director upon Mary becoming a Director.  
(3) 	 
Maintenance:  
1. Maintain a total of 20 active Consultants (or CMB Kiosks/Stores or Distributors) in your group, including 12 personally enrolled.  
2. Maintain $5,000 in monthly group retail volume including personal volume.  
3. Personally sell at least $500 retail or more in retail/resalable product each month.  
 
Benefits:  
1. 10% on your personally enrolled Consultants’ commissionable volume.    
2. Up to 15% on your groups commissionable volume as follows:  
	4% for 0 qualified legs  	12% for 6-7 qualified legs  
	5% for 1 qualified leg  	14% from 8-9 qualified legs  
8% for 2-3 qualified legs   		     15% for 10 or more qualified legs
10% for 4-5 qualified legs  
 
 Note 1: A qualified leg is defined as a personally enrolled Consultant and her downline producing at least $850 group retail volume during the month.  Your downline is defined as Consultants in a direct line of sponsorship starting with you and extending forward through the Consultants you sponsor, and, in turn, through the Consultants they sponsor, and so on.  
3. A $100 Development Bonus for each personally enrolled Consultant who becomes qualified within the first full month of enrollment).  
4. A Car Allowance based on the number of Consultants qualified by your group per month.  Any Consultant you personally qualify does not count towards your group total.  
	#of Consultants  	Allowance  	  	# of Consultants  	Allowance
	2-3  	$100  	  	8-9  	$500  
	4-5  	$200  	  	10-11  	$600  
	6-7  	$300  	  	12 or more  	$700  
  
5. 4% commission on first tier Director’s group commissionable volume.  
Note 1: You achieve Director status and the accompanying compensation beginning the month following the month you qualify.  
Note 2: If Director A sponsors B who becomes a Director, then B becomes a promote-out Director and is no longer part of A’s personal group.  B is then a first tier Director.  As a Director, you are paid commissions on first tier Directors but not on second tier, third tier, etc. Directors.  
Note 3: If Director A sponsors B who, in turn, promotes-out to a higher level than A, then B will be returned to A as a 1st tier Director so long as A achieves the same level as B within three months of B achieving that level.  While B is at a higher level than A and if A does not achieve the same level as B  
within three months of B, A will not receive commissions or bonuses on B’s personal or group volume.  If A does achieve the same level as B within three months of B, A will begin receiving commissions and bonuses on B as a promote-out once A achieves the same level as B.  
Note 4: If one of your first tier Directors does not meet Director maintenance requirements for a given month, you do not receive any commission or bonus on her (or his) group’s commissionable volume.  If a first tier Director drops to a Manager level or below, after exhausting the grace months and safety net period, she (or he) and the downline revert back to your personal group.  
Note 5: As a Director, you can receive up to two grace months per calendar year where you may miss your maintenance requirements but maintain your title.  You may use such annual grace month if you fail to maintain qualifications during any given month.  Under no circumstances can you use more than two consecutive annual grace months.  For example, if you use your grace months in November and December of a given year, you may not take a grace month in January of the following year.    
During your annual grace months, you will be paid at the level at which you perform.  For example, if you have 12 personally enrolled Consultants and $3,000 in group retail, you are paid as an Executive Manager.  You must achieve Director maintenance requirements during the month following your annual grace period to remain a Director.  
Note 6: When you promote-out a Director, you are given a three month promote-out grace period to rebuild your personal group.  The promote-out period means a reduction in your personal group’s volume maintenance requirements.  The three months go into effect beginning the month your new Director promotes-out.  
Your maintenance qualifications during promote-out period depend on the number of promoteout Directors being promoted.  When you have one Director who has promoted –out, your personal group must achieve a retail volume of $4,000 or more for each of the three promoteout months for you to remain qualified as a Director.  If you have two or more promote-out Directors breakaway during overlapping months, your personal group must achieve a retail value of $3,000 or more for each of the overlapping months to remain qualified as a Director.  
For example, if you have two promote-out Directors, A who qualifies in April and B who qualifies in June, then your maintenance requirement is $4,000 in May and June, $3,000 in July, and $4,000 in August and September.  If you do not meet the qualification requirements during a promote-out month, you can use one of your annual grace months.  If you use an annual grace month, you keep your title but are paid at the level at which you perform.  You must achieve Director maintenance requirements during the month following your promote-out grace period to remain a Director.  
Note 7: You are also extended a special “safety net” period to help you during a particularly difficult period.  You have one safety net period during your career.  You can use this one safety net for one or two or up to three consecutive months.  And, you can use it if maintenance requirements are not met after your two-month annual grace period.  During your safety net period, you keep your title but earn commissions at whatever level you are producing.  The above is true throughout the Career Plan.  You must achieve Director maintenance requirements during the month following your safety net period to remain a Director.  
Note 8: If, during the month following your promote-out, annual and/or safety net grace months you don’t meet the qualifications to retain your current title, you move to whatever title (and accompanying compensation) at which you are performing.  
Senior Director  
As a Senior Director, you have grown your group in terms of active Consultants and group volume.   
Congratulations.  Your next step is to develop and promote-out other Directors.  
Qualifications/Maintenance:  
1. Achieve and maintain 30 active Consultants including 17 personally enrolled.  
2. Achieve and maintain $8,000 total monthly group retail volume.  
3. Personally sell $500 retail volume each month.  
 
Benefits:  
1. Same commission on personally enrolled Consultants’ volume and your group’s volume as Director.  
2. Same Development Bonus as Director.  
3. Same Car Allowance as Director.  
4. A Senior Leadership Bonus on your personal group’s total monthly retail volume:  
	 $8,000 - $11,999.99 = $300  
	$75,000 -$99,999.99 = $1,800  

	 $12,000 - $15,999.99 = $550  
	$100,000 -$124,999.99 = $2,000  

	 $16,000 - $19,999.99 = $650  
	$125,000 -$149,999.99 = $2,200  

	$20,000 - $29,999.99 = $750   
	   $150,000-$174,999.99=$2,400  

	$30,000 - $39,999.99 = $1,100  
	   $175,000 - $199,999.99 = $2,800  

	$40,000 - $49,999.99 = $1,200  
$50,000 - $74,999.99 = $1,400  
	   $200,000 or more = $3,000   


5. 4% commission on first tier Director’s group commissionable volume.  
Note 1: You achieve Senior Director status and the accompanying compensation beginning the month following your qualification month.  
Note 2: Senior Directors are paid on their first tier Directors but not on second, third, etc. tier Directors.  
Note 3: If Senior Director A sponsors B who achieves a higher level than A before A, then B will be returned to A as a 1st tier Director so long as A achieves the same level as B within three months of B achieving that level.  Under such circumstances, A will begin receiving commissions and bonuses on B as a promote-out once A achieves the same level as B.  While B is at a higher level than A and if A does not achieve the same level as B within three months of B, A will not receive commissions or bonuses on B’s personal volume or B’s group volume.  
Note 4: If one of your first tier Directors does not meet Director maintenance requirements for a given month, you do not receive any commission or bonus on her (or his) group’s commissionable volume.  If a first tier Director drops to a Manager level or below, after exhausting the grace months and safety net period, she (or he) and the downline will revert back to your personal group. 
Note 5: Same two month annual grace period as Director.  During your annual grace months, you maintain your title and are paid at the level at which you perform.  You must achieve Senior Director maintenance requirements the month following your annual grace period to remain a Senior Director.  
Note 6: When you promote-out a Director, you are given a three month promote-out grace period to rebuild your personal group.  The promote-out period means a reduction in your personal group’s volume maintenance requirements.  The three months go into effect beginning the month your new Director promotes-out.  
Your maintenance qualifications during promote-out period depend on the number of promoteout Directors being promoted.  When you have one Director who has promoted –out, your personal group must achieve a retail volume of $6,500 or more for each of the three promoteout months for you to remain qualified as a Senior Director.  If you have two or more promoteout Directors breakaway during overlapping months, your personal group must achieve a retail value of $5,000 or more for each of the overlapping months to remain qualified as a Senior Director.  
For example, if you have two promote-out Directors, A who qualifies in April and B who qualifies in June, then your maintenance requirement is $6,500 in May and June, $5,000 in July, and $6,500 in August and September.  If you do not meet the qualification requirements during a promote-out month, you can use one of your annual grace months.  If you use an annual grace month, you keep your title but are paid at the level at which you perform.  You must achieve Senior Director maintenance requirements during the month following your promote-out grace period to remain a Senior Director.  
Note 7: One-time up to three months safety net as Director except, by the end of the safety net period, the following month you must achieve Senior Director maintenance requirements to remain a Senior Director.  
Note 8: If, during the month following your promote-out, annual and/or safety net grace months you don’t meet the qualifications to retain your current title, you move to whatever title (and accompanying compensation) at which you are performing.  
Executive Director  
As Executive Director, you have developed at least one other Director and you have continued to build your group’s retail volume.  Congratulations!  Your ability to duplicate your success through others is your key to getting to the Division President Level.  Don’t slow down.    
Qualification/Maintenance:  
1. Promote-out at least 1 first tier Director.  
2. Maintain your personal group’s 30 active Consultants, 17 of which are personally enrolled, and $12,000 in monthly group retail volume.  Your personal group does not include any promote-out Directors’ groups.  
3. Personally sell $500 retail volume each month.  
Benefits:  
1. Same commissions on personally enrolled Consultants’ volume and your personal group’s volume as Senior Director.  
2. Same Development Bonus as Senior Director.  
3. Same Car Allowance as Senior Director.  
4. Same Senior Leadership Bonus on your personal group’s monthly retail volume as Senior Director.   
5. 4% commission on first tier Director’s group commissionable volume.  
 Promote-out Bonus on combined first tier Directors’ retail volume:  
 $ 5,000 - $5,999.99 = $250	$35,000 - $44,999.99 = $1,100  
 $ 6,000 - $7,999.99 = $350	$45,000 - $54,999.99 = $1,200
$ 8,000 - $9,999.99 = $450	$55,000-$64,999.99=$1,300 
$10,000 - $13,999.99 = $600  	     $65,000-$79,999.99=$1,500
$14,000 - $17,999.99 = $650  	    $80,000 - $99,999.99 = $1,700  
$18,000 - $23,999.99 = $750	$100,000 or more = $2,000 
$24,000 - $34,999.99 = $900  

6. 2% commission on second tier Director’s group commissionable volume.  
Note 1: You achieve Executive Director status and the accompanying compensation beginning the month following your qualification month.  
Note 2: Executive Directors are paid on their first and second tier Directors but not on third or fourth tier Directors.  Once you become a Vice President, you will be paid on your third tier Directors.  When you become a Senior Vice President, you will be paid on your fourth tier Directors.  
Note 3: Once you achieve Executive Director status, you no longer need to keep up with an individual you have sponsored.  That is, the individual you sponsored will remain your promote-out and you will receive promote-out commissions/bonuses even if she (he) achieves Vice President status or above before you.  
Note 4: If one of your first tier Directors does not meet Director maintenance requirements for a given month, you do not receive any commission or bonus on that Director’s group commissionable volume.  If a first tier Director drops to a Manager level or below, after exhausting the grace months and safety net period, she (or he) and the downline revert back to your personal group.  
Note 5: Each second tier Director must meet the maintenance requirements for you to be paid a 2% commission on that Director's group commissionable volume.  If one of your second tier Directors does not meet the Director maintenance requirements for a given month, you do not receive a commission on that Director’s group commissionable volume for that month.  
Note 6: You receive the same two-month annual grace period as Senior Director.  You keep your title and are paid at the level at which you perform.  You must achieve Executive Director maintenance requirements the month following your grace period to remain an Executive Director.  
Note 7: When you promote-out a Director, you are given a three month promote-out grace period to rebuild your personal group.  The promote-out period means a reduction in your personal group’s volume maintenance requirements.  The three months go into effect beginning the month your new Director promotes-out.  
Your maintenance qualifications during promote-out periods depend on the number of promote-out Directors being promoted.  When you have one Director who has promoted –out, your personal group must achieve a retail volume of $8,000 or more for each of the three promote-out months for you to remain qualified as an Executive Director.  If you have two or more promote-out Directors breakaway during overlapping months, your personal group must achieve a retail value of $5,000 or more for each of the overlapping months to remain qualified as an Executive Director.  
For example, if you have two promote-out Directors, A who qualifies in April and B who qualifies in June, then your maintenance requirement is $8,000 in May and June, $5,000 in July, and $8,000 in August and September.  If you do not meet the qualification requirements during a promote-out month, you can use one of your annual grace months.  If you choose to use one of your annual grace months, you keep your title but are paid at the level at which you perform.  You must achieve Executive Director maintenance requirements during the month following your promote-out grace period to remain an Executive Director.  
Note 8: Same safety net period and provisions as Senior Director except, during the month following your safety net period, you must meet the Executive Director maintenance requirements to remain an Executive Director.  
Note 9: If, during the month following your promote-out, annual and/or safety net grace months you don’t meet the qualifications to retain your current title, you move to whatever title (and accompanying compensation) at which you are performing.  
EXECUTIVES  
Our Executives have demonstrated unsurpassed personal selling and sponsoring skills and have mentored Managers to Directors.  There are three levels of Executive: Vice President, Senior Vice President and President.  
Vice President  
Qualifications/Maintenance:  
1. Maintain at least two first-tiers and one second-tier Directors.  
2. Achieve and maintain your personal group's monthly volume at $20,000 retail (not including your promote-out Directors’ group volumes).  
3. At this level, you no longer have personal sales or sponsoring requirements.  
Benefits:  
1. Same benefits as an Executive Director including:  
a) Commissions on personally enrolled Consultants' volume and your group's volume. b) Development Bonus  
c) Car Allowance  
d) Senior Leadership Bonus  
e) 4% commission on first tier Directors' commissionable volume.  
2. Plus a 2% commission on second tier Directors' commissionable volume.  
3. Plus a 1% commission on third tier Directors’ commissionable volume.  
Note 1: You achieve Vice President status and the accompanying compensation beginning the month following your qualifying month.  
Note 2: Each first tier Director must meet the monthly maintenance requirements for you to receive any commission or bonus on that Director's commissionable volume.  Each second and third tier Director must meet the maintenance requirements for you to be paid a commission on that Director's group commissionable volume.  If one of your second or third tier Directors does not meet the Director maintenance requirements for a given month, you do not receive a commission on that Director’s group commissionable volume for that month.  
If your first tier Director drops to Executive Manager or below, after exhausting her grace months and safety net period, that Director and the downline revert back to your personal group.  If one of your second or third tier Directors drops to Executive Manager level or below, after exhausting the grace months and requalification period, she (or he) and the downline revert back to the upline Director's personal group.  
Note 3: You receive the same two month annual grace period as an Executive Director.  You keep your title and are paid at the level at which you perform.  You must achieve the Vice President maintenance requirements the month following your grace period to remain a Vice President.  
Note 4: When you have a Director who promotes-out, your personal group must achieve a retail volume of at least $15,000 or more for each of three promote-out grace months.  If you have two or more Directors who promote-out during overlapping months, your personal group must achieve a retail volume of $10,000 or more for each of the overlapping months to remain qualified.  If you do not meet the qualification requirements during a promote-out grace month, you can use one of your annual grace months.  If you choose to use one of your annual grace months, you keep your title but are paid at the level at which you perform.  You must achieve Vice President maintenance requirements during the month following your promote-out grace period to remain a Vice President.  
Note 5: Same safety net period and provisions as Executive Director except, during the month following your safety net period, you must meet the Vice President maintenance requirements to remain a Vice President.  
Note 6: If, during the month following your promote-out, annual and/or safety net grace months you don’t meet the qualifications to retain your current title, you move to whatever title (and accompanying compensation) at which you are performing.  
Senior Vice President  
Qualifications/Maintenance:  
1. Maintain at least five first or second tier Directors of which at least three must be first tier Directors  
2. Maintain your personal group's monthly volume at $20,000 retail.  
3. No personal sales or sponsoring requirements.  
Benefits:  
1. Same benefits as Division Vice President.  
2. Plus 1% commission on any fourth tier Directors' commissionable volume.  
Note 1: Same promote-out Director's maintenance requirements as VP for you to be paid on that Director's group volume except, if one of your fourth tier Directors does not meet the maintenance requirements for a given month, you do not receive a commission on that Director’s group commissionable volume for that month.  
Note 2: Same maintenance requirements and provisions for promote-out Directors as Vice President except that if one of your fourth tier Directors does not meet the Director maintenance requirements for a given month, you do not receive a commission on that Director’s group commissionable volume for that month.  For Directors being promoted-out, you have the same provisions and three months reduction in your personal group's volume requirements as do Vice Presidents.  
Note 3: You receive the same two annual grace months, and have the same annual grace provisions, as Vice President.  
Note 4: Same safety net period and provisions as VP except, during the month following your safety net period, you must meet the Senior Vice President maintenance requirements to remain a Senior Vice President.  
Note 5: If, during the month following your promote-out, annual and/or safety net grace months you don’t meet the qualifications to retain your current title, you move to whatever title (and accompanying compensation) at which you are performing.  
President  
Qualification/Maintenance:  
1. Maintain at least 10 first-tier or second-tier Directors of which at least five must be first tier Directors.  
2. Maintain your personal group's monthly volume at $20,000 retail.  
3. No sales or sponsoring requirements.  
Benefits:  
1. Same benefits as Division Senior Vice President.  
2. Plus 1% infinity commission on your personal and extended groups' commissionable volume – including personal group, first, second, third and fourth tiers, as well as on all fifth tiers and below.  
3. Eligibility for President Retirement Plan.  After 10 years as a President, you may retire and will receive 25% of all commissions/bonuses that would be paid to you as an active President.  After 15 years, you may retire with 50% of commissions/bonuses.  Upon retirement, there are no maintenance or qualification requirements in order for you to receive payments.  Payout continues until your death.  No survivor or beneficiary provisions.  Upon retirement, you are no longer active in the business and are bestowed the title Honorary Chairman  
Note 1: Same maintenance requirements and provisions for promote-out Directors as SVP except that if a fifth or lower tier Director does not meet Director maintenance requirements for a given month, you do not receive a commission on that Director’s group commissionable volume for that month.  
Note 2: You receive the same two annual grace months, and have the same annual grace provisions, as SVP.  
Note 3: Same safety net period and provisions as SVP except, during the month following your safety net period, you must meet the President maintenance requirements to remain a President.  
Note 4: If, during the month following your promote-out, annual and/or safety net grace months you don’t meet the qualifications to retain your current title, you move to whatever title (and accompanying compensation) at which you are performing.
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5.1 POLICIES AND PROCEDURES

Enrollment Guidelines
When enrolling others into your Color Me Beautiful business, follow these guidelines:
1. Use only Color Me Beautiful literature when promoting the business opportunity.  This will ensure you are presenting accurate information in accordance with State Attorney General.  A Consultant may enroll anyone with a valid U.S. Social Security Number or Federal Tax Identification number.
2. Never make exaggerated claims of income opportunities of guaranteed income.
Consultants can sign up online on colormebeautiful.com or floriroberts.com
Career Packs can be shipped to Post Office (P.O.) Boxes.
Spouses must be registered under a single Consultant Agreement and may not enroll each other.  Spouses are entitled to one Career Pack and will qualify as a single entity.
Consultants must be 18 years or older.
Active Status
1. All Consultants who generate a minimum $100 (retail volume) in resalable product each month are considered active and will show on the Consultant locator.
     The Consultant who does not generate a minimum of $100 each month will not show on the locator until the requirements have been met.
     All Consultants will continue receiving newsletters and correspondence from the Company unless Consultant unsubscribes.

Reactivation Policy
1.	A Consultant may reactivate anytime within 6 months of becoming inactive by ordering a minimum of $100 (retail volume) of resalable products.
2.	After a total of six consecutive months of inactivity: the Consultant will lose any downline Consultants.
3.  A Consultant can request a sponsor change after 6 months of inactivity or if the sponsor is inactive for 6 months or longer.
4. An inactive Consultant is permitted to purchase another Career Pack only after one year of the previous career pack purchase.

Business Management
Managing one’s business is important for growth and necessary whether selling as an individual or building a team. Below are policies to make note of when selling and working with a team.
1. Customers cannot be moved to go under another Consultant without the customer’s approval and notification to CMB of their desire to change their Consultant. In the event a customer does not have a credit card or a Paypal account, only the assigned Consultant for the customer can pay 
for the order if the customer is not paying.  

2. Consultants cannot use their personal email address to register a customer or to shop for a customer.  When this occurs, the order will be considered a Consultant order.  AYS commissions will not be paid unless the email address is unique to the customer.

3. A Consultant’s order cannot ship to an address other than their own with the expectation that the order will be credited to another Consultant.

4. A Consultant cannot pay for another Consultant’s order.

Lead Distribution Policy
Leads are a reward for Leaders who excel in building their business according to a Company-established model for long-term success.  Leads are given to Leaders at the sole discretion of management based on their overall performance as a Leader.
The role of a Leader in our success model includes:  
1. Thoroughly knowing the product. Successfully and consistently selling the products through personal beauty appointments.
2. Consistently sponsoring
3. Holding regular trainings for team members on selling and sponsoring
4. Motivating and communicating with Consultants through regular trainings, email bulletins, conference calls and other means
5. Exemplifying the Company’s philosophy
Lead distribution is based on each Leader’s accomplishment of the above criteria which will be evident when evaluating key indicators such as personal sales, recruiting and retention and skin care percentages. All Leaders will be asked to complete a Leader Success Log and participate in a coaching call each month for the purpose of accelerating one’s success and determining continued lead eligibility. 
If, in management’s view, the Leader is not meeting one or more of the success criteria, the Leader will be no longer receive leads from the Company.
Monthly Cut-Off
By Phone:  For orders placed by phone, the cut-off for receipt is at 5:00 PM (Eastern Standard Time) on the last business day of the month.  Postmarks are not valid. A $15.00 phone fee applies.
By Fax :  For orders submitted by fax, the cut-off is 12 PM (Eastern Standard Time) on the last calendar day of the month.  A $5.00 fee applies.
Important Note:  Whenever it becomes necessary for a Customer Service Representative to contact you regarding your order being incomplete, funds not available, etc., you will be charged the $3.00 administrative fee.  In addition, your order may not be processed in time to count towards your monthly order volume unless you respond timely and resolve the problem.  All commission checks are mailed to Consultants by the 15th day of the following month.  
Returns
Returns due to cancellation of Consultant Agreement: 
1. If for any reason a Consultant Agreement is canceled, and the Consultant wants to return product inventory, she must get authorization from Customer Service.  No merchandise may be returned without authorization.
2. All products MUST BE resalable and currently sold product to qualify for return. (If product is part of a promotion, kit or pack, it can only qualify for return if the entire promotion, kit or pack is returned in acceptable resalable condition.)
3. Complete the Return Authorization Form and fax to Customer Service at 800-262-5711.  
4. Box all unopened, resalable products to be returned along with the Return Authorization Form freight prepaid to:
Color Me Beautiful Inc.
12176 Livingston Rd
Manassas, VA 20109
5. The Consultant will be refunded 85% of the original wholesale price on resalable, current products, less the company's cost of any bonus products and prizes awarded by virtue of the total original purchases.  Free/Bonus/Tester products are non-refundable.
6. Whole Career Packs that contain currently sold products in resalable condition may be returned (and the Consultant will be reimbursed 85% of the wholesale price) if the products are untouched.
7. Since commissions are paid based on retail purchases according to the career plan, any commission previously paid on product that is returned will be reversed (collected back) from the appropriate Consultants in the upline based on the based on the actual percentage paid at the time of the purchase.
8. Consultants who return their Career Kit or inventory for a refund are not eligible to rejoin the Company as a Consultant for the period of one year and may not reclaim any rights to team members or their volume under any circumstances.  A restocking fee of 15% will be deducted from the amount due if all products are returned.
9. Returns will only be authorized for products purchased in the past 30 days.
Customer Product Return:
1. If an item is returned due to client dissatisfaction (but not defective), reimburse your client.  This is the Consultant’s responsibility.
Damages
1. In the event your order arrives and one or more of the items is unsaleable, complete the Damages Claim Form and fax to Customer Service at 800-262-5711 or email consultantinfo@colorme.com. 
2. All requests for credit due to damages must be received by Customer Service within 10 days from the day you received your order.  Pictures may be necessary.
3. When credit is approved, it will be replaced with the same item, unless that item(s) is out of stock.  In this case, we will hold your credit until the item(s) are returned to stock.  If it will be longer than two weeks before a replacement item is returned to stock, we will refund the cost of the product as a check or credit to your credit card account, depending on how you paid for your order.
4. Merchandise returned due to a manufacturers defect, (i.e. lipstick will not swivel up, hinge broken on a compact) must be returned within 30 days of receipt.
5. For manufacturer defects, shipping and packaging errors, replacements will be issued with no additional handling/shipping charge.
Shipping Errors
1. In the event your order arrives and the quantity of an item you received is different from the quantity listed on the packing slip accompanying your order, complete the Shipping Error Claim Form and fax to Customer Service at 800-262-5711 or email consultantinfo@colorme.com. 
2. All requests for credit due to a shipping error must be received by Customer Service within 10 days from the day you received your order.
3. When credit is approved, it will be replaced with the same item, unless that item(s) is out of stock.  In this case, we will hold your credit until the item(s) are returned to stock.  If it will be longer than two weeks before a replacement item is returned to stock, we will refund the cost of the product as a check or credit to your credit card account, depending on how you paid for your order or, offer exchange for another item.
Pricing Errors
1. In the event your invoice arrives and you are charged an incorrect price for an item, or the discount or freight amount isn't correct, complete the Pricing Error Claim Form and fax to Customer Service at 800-262-5711 or email consultantinfo@colorme.com.
2. All requests for credit due to pricing error must be received by Customer Service within 10 days from the day you received your order.
When credit is granted, it will be in the form of a check or credit to your credit card account, depending on how you paid for your order.

Basic Record Keeping
Record keeping can be quick and simple.  A few basic good habits will ensure you accurately keep track of your business.
1. Keep everything in one place.  For example, one date book for appointments and logging activities, one file cabinet, etc.
2. Plan your expenses.  Establish an expense budget at the beginning of each month including product purchases, phone, gas, luncheons, etc.  If you don't use a budget, you will not maximize your income.
3. Always ask for receipts.  Write details on the back of your receipt immediately.
4. Keep all invoices and statements you receive from the Company in one folder.
5. Keep a separate business checking account.  Consider keeping your personal account at a different bank to avoid mix-ups.
6. Deposit all business income into your business checking account.  Your account statements will provide you with excellent records.  Don't spend money from a sale without depositing it first.  Pay your business account at full retail price for personal products and keep receipts to document these transactions.
7. Write yourself a paycheck out of your business account and deposit it into your personal account at the end of every month.  Everyone needs to see a paycheck to feel they are earning money.
Always carry business petty cash.  Do not mix business and personal money.  You want to be able to see your business money.  If you conduct a Consultation and stop to buy gas and groceries and then pay the babysitter with money from the sale of your products, you will feel like you're not making any money.
Taxation Issues – General Guidelines
As an Independent Contractor, you are a self-employed person and may be entitled to special tax deductions (i.e. your car and business expenses may be tax deductible).
Consult with an accountant or have a CPA prepare your return.  The cost is small when compared to possible savings and as an expense, it is also deductible.
Obtain publications from the Internal Revenue Service at www.irs.gov, which explain income tax laws for self-employed persons.  Income and expenses incurred in your business are usually reported on tax form Schedule C.  Keep records of all income and expenses in case of an audit.
Notice of Cancellation of Orders
Client "cooling-off" laws may be applicable for sales under city, state, or federal law requirements.  Such laws allow any customer purchasing products with the right to return the products and receive a refund within a limited time period.  It is in your best interest to honor our Product Satisfaction Guarantee immediately.
Failure to follow cooling-off laws could subject you, as the seller, to legal liability under these various cooling-off laws.
Advertising Policies
To protect the integrity of the Color Me Beautiful cosmetic brands, your services and the career opportunity, it’s critical to ensure the Company’s and the brands’ images are of high quality and consistent.  As you know from your Consultant Agreement, you’ve agreed that, in order to protect the valuable Color Me Beautiful trade names and images, you are required to obtain the Company’s permission prior to using any marketing or advertising other than Company-published materials.  This includes use of trademarks, trade names, published materials and images of products and Company celebrities or sponsors.  This policy also applies to all electronic advertising including the internet.  Failure to adhere to the advertising policies may result in cancellation of your Consultant Agreement.
1.	Other than using Company-published materials, a Consultant must obtain permission from the Company to advertise any of the brands or the career opportunity.  To submit potential advertising for approval to ensure proper use of terms and logos.  Fax to 703-330-7343 or mail to:
Color Me Beautiful, Inc.
12176 Livingston Rd
Manassas VA 20109
Attn:  Customer Service
2.	Color Me Beautiful, Flori Roberts, Adrien Arpel, Gale Hayman and Interface brands are registered trademarks.  You may not identify yourself as the corporation, a regional office or Company Representative.
3.	When Consultants use any one or all of the brand name/trademarks they must always be in conjunction with "Independent Consultant".
4.	There are business card templates, postcards, and other marketing materials are available on insidecolorme.com.  You may use your earned title as per the Career Plan and, as stated above, be sure to use “Independent” in front of your title (e.g., Independent Senior Manager).
5.	You may use your name and phone number in any phone directory and you may list any or all of the Color Me Beautiful brands in such.
Website Policy
The worldwide web and e-commerce has created opportunities to promote your business.  It also creates challenges in terms of keeping our image upscale and consistent.  These are our policies regarding the advertising of Consultants’ Color Me Beautiful businesses on the worldwide web.  
We’re excited to provide you with your very own Affiliate link which is like having your own personal website.
A Consultant may not promote Color Me Beautiful brands or career opportunities through purchasing space on any other website or by banner advertising.  In addition, a Consultant may not register her (or his) Color Me Beautiful personal affiliate link with a search engine.  It is of greater benefit to all Consultants to use the official brand site with your personalized affiliate link for each of the brands to be found in the search as it generates inquiries which are provided to members of the Color Me Beautiful Society in the form of leads.  Further, a Consultant may not register or use a domain name utilizing any Color Me Beautiful trademarks.
Color Me Beautiful recognizes that many people do not want unsolicited emails.  Therefore, a Consultant may not use mass, unsolicited e-mailings to promote the Color Me Beautiful products or career opportunity.  And, a Consultant may not list Color Me Beautiful products for sale on online auctions, or other online outlets including, but not limited to, eBay, Amazon and shopaol.
You may link from another website to your Color Me Beautiful affiliate link, so long as you abide by our linking policies.  This would apply to other websites such as those promoting another business interest like a salon or boutique, or a family/personal website where your friends and family visit. In linking another website to your Color Me Beautiful personal website, you may use one of (and only one of) the following approved texts:
Shop online with me 24/7, your Color Me Beautiful Independent Consultant at (insert your Color Me Beautiful personal affiliate link) representing Flori Roberts, Color Me Beautiful, Gale Hayman, and Adrien Arpel.  (You may list the brands in any sequence you wish.)
Beauty is a click away! Visit me, your Color Me Beautiful Independent Beauty Consultant at (insert your Affiliate link which can be customized for each of our brands).  Select from Flori Roberts, Adrien Arpel, Gale Hayman, or Color Me Beautiful products.
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