
M
A

R
Y

K
A

Y
W

E
E

K
L

Y
A

C
C

O
M

P
L

IS
H

M
E

N
T

S
H

E
E

T

O
rd

e
rs S

u
b

m
itte

d
 to

 
C

o
m

p
an

y T
h

is W
e
e
k

$
______________________

Section 1 w
holesale

$
______________________

Section 2 at cost

)
XA

T 
SS

EL
( 

SE
LA

S
F

O .
O

N
SKIN

 C
ARE

T
C

U
D

OR
P

 S
SE

TS
O

H
/E

R
U

H
C

OR
B

ST
ES

F
O .

O
N

YA
WA

 
NE

VI
G

/S
TF

I
G

.T
S

U
C .

FE
RP

S
W

O
HS

/E
NI

L
N

O
 

NI
KS

DL
OS

/S
LL

A
C

TIM
E

G
U

ESTS
N

O
. O

F
(BASIC

,
C

ARE 
PERSO

N
AL

(TRU
N

K SH
O

W
S,

PRO
G

RAM
/

G
W

P AT
AT SU

G
G

.
N

O
N

-
ES

I
WE

MI
T

-K
O

OB
F

O .
O

N
E

DU
LC

NI(
DE

TS
EV

NI
ST

NE
MT

NI
OP

PA
 R

OF
®,

C
LASSES/

ON
 TH

E GO
W

EB SITE 
C

O
LLEC

TIO
N

M
ISC

. SALES/
C

O
ST*

RETAIL
REC

O
VERED

D
ATE/TIM

E
LIST H

O
STESS N

AM
E, AD

D
RESS, TELEPH

O
N

E N
O

.
(H

O
U

RS)
H

O
STESS)

O
RD

ERS
IN

G
S

VELO
C

ITY
®)

FAC
IALS

APPO
IN

TM
EN

TS
O

RD
ERS

PREVIEW
S, ETC

.)
REO

RD
ERS

SALES TAX
(SEC

TIO
N

 2)
(SEC

TIO
N

 1)
SALES TAX

p
Please note: T

he w
eekly accom

plishm
ent sheet is not a com

plete sum
m

ary for incom
e tax or accounting purposes. 

Send a copy of this sheet to your Independent Sales D
irector and retain a copy for your files. U

se additional sheets if necessary.

__________________________________________________
___________________

________________________________________
__________________

Page ____ of ____ 
Independent Beauty C

onsultant N
am

e and N
um

ber
T

elephone N
o.

Independent Sales D
irector N

am
e

W
eek Ending D

ate

W
e
e
k

’s A
ctivity R

e
cap

Potential Team
 M

em
bers Interview

ed

N
um

ber of N
ew

 Team
 M

em
bers

N
um

ber of A
ppointm

ents for N
ext W

eek

N
um

ber of Skin C
are Sets Sold

$
Skin C

are C
lasses/Facials

$
O

n The G
o A

ppointm
ents

$
O

nline/Personal W
eb Site O

rders

$
Show

s (Trunk Show
s, C

ollection Preview
s, etc.)

$
Brochure/Pref. C

ust. Program
/M

isc. 
Sales/Reorders

$
W

eekly Sales Total Less Tax

E
stim

ate
d

 W
e
e
k

ly G
ro

ss P
ro

fit

__
__

__
__

__
__

__
__

$
xa

T 
ss

eL
 l

at
o

T 
se

la
S 

yl
ke

e
W

x
Estim

ated W
eekly G

ross Profit
=

________________

D
eposit total am

ount collected in business account. It is suggested to 
allow

 60 percent of sales for product replacem
ent; 40 percent is profit 

less other business expenses.

*Section 2 item
, gift or prem

ium
 given to hostess or custom

er in addition to, or instead of, a discount from
 suggested retail p

20
C

27
77

.
A.

S.
U 

ni 
de

tn
ir

P
.c

nI 
ya

K 
yr

a
M 

20
02

 ,
99

91
 ,

79
91

 ,
59

91
 ,

39
91

 ,
29

91
 ,

48
91

 
©

.s
tc

ud
or

p 
1 

no
it

ce
S f

o 
ec

ir

Please note: T
he C

om
pany grants all M

ary K
ay Independent Beauty C

onsultants a lim
ited license to duplicate this docum

ent in con
nection w

ith their M
ary K

ay businesses. T
his item

 should not be altered from
 its original form

.

W
E

E
K

L
Y

 S
A

L
E

S
 T

O
T

A
L

 (L
E

S
S

 T
A

X
)

Y
E

A
R

-T
O

-D
A

T
E

 S
A

L
E

S
T

O
T

A
L

 (L
E

S
S

 T
A

X
)

.40

T
H

IS W
EEK

’S
T

O
T

A
L

Y
EA

R
-T

O
-D

A
T

E
T

O
T

A
L

N
EW

 T
O

T
A

L



W
E

E
K

L
Y

A
C

C
O

M
P

L
IS

H
M

E
N

T
S

H
E

E
T

(C
O

N
T .)

I w
o

u
ld

 lik
e
 m

o
re

 in
fo

rm
atio

n
 ab

o
u

t th
e
 fo

llo
w

in
g are

as:

Booking
______

C
losing M

y C
lasses

______

C
oaching

______
C

ustom
er Service

______

Sharing T
he O

pportunity
______

Business M
anagem

ent
______

Telephone Sales
______

O
btaining R

eorders
______

Skin C
are C

lasses/Facials
______

O
n The G

o
A

ppointm
ents

______

O
nline/Personal 

Show
s (Trunk Show

s,
W

eb Site O
rders

______
C

ollection Preview
s,etc.)

______

Brochure/Pref.C
ustom

er 
Program

/M
isc.Sales/

R
eorders

______
O

ther (______________)
______

N
ew

 o
r P

ro
sp

e
ctive

 T
e
am

 M
e
m

b
e
rs

IN
TER-

SS
ER

D
DA

  
LI

A
M-

E
E

N
O

HP
EL

ET
SS

ER
D

DA
  

ET
EL

P
M

O
C

E
MA

N
DE

TI
UR

CE
R

DE
WE

IV(✔
)

(✔
)

N
ex

t W
e
e
k

’s G
o

als

A
m

ount of Sales
$

N
um

ber of Skin C
are C

lasses/
Facials

N
um

ber of O
n The G

o 
A

ppointm
ents

N
um

ber of O
n W

ith The Show
s

N
um

ber of Interview
s

N
um

ber of C
ustom

er C
alls

T
h

is W
e
e
k

’s H
o

u
rly E

arn
in

gs

Your Estim
ated W

eekly
G

ross Profit
$

÷
H

ours W
orked

=
To

tal E
arn

e
d

Pe
r H

o
u

r
$

D
e

ar S
ale

s D
ire

cto
r:


