
	  
	  

 

 
 
 
 
 
 

Start New Consultants With Success 
 

Getting your New Consultants started successfully begins at enrollment. 
 
 
This is an opportunity to explain your role as their Mentor, set expectations, and get them comfortable 
with the support that you will provide as they get started.  
 
This training will walk you through the process of getting New Consultants started using such tools as the 
Quick Start. Also, the Mentor Checklist is a tool you should use during the first meeting with your New 
Consultants to ensure you cover all important details. 
 
Before enrollment: 
Your role as Mentor actually begins before enrollment. Here are some things you want to be sure you 
cover: 

• Remind them to sign up at your Personal Website. 
• Review what they get with the $85 Business Kit. 
• Present Starter Set options. Which set fits their needs and budget? 
• Start thinking about the people they will reach out to for Socials and One-on-One appointments. 
• Assist them if they are ready to enroll. 
• Set up a time to talk immediately after they have enrolled. 

 
After enrollment: 
Immediately following enrollment, your New Consultants will get a confirmation email including a direct 
Behind the Counter link along with your contact information. They will also receive a welcome email 
with a video message from Founder and CEO Gregg Renfrew and Head of Sales Gina Murphy. Within 
this email, New Consultants will get access to the Quick Start guide.  
 

• Send your New Consultant a welcome email sharing your excitement for them, and providing 
information about your team. 

• Add your New Consultants to your team Facebook page, and give them a warm welcome. Be sure 
to tag them in the post so that they are sure to see it.  

• Make an appointment for a Quick Start meeting. This can be done in person, at a local coffee 
shop, over the phone, or on a video conference call.  
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The Quick Start Meeting: 
This is your opportunity to go over the content in the Quick Start guide. Below we will show you what to 
cover during this meeting alongside the corresponding section of the Quick Start guide. 
 

 
1. Get Connected: Make sure they are connected to Beautycounter resources. If accessible, have 

them sign in BTC and show them where they can find past Consultant Newsletters and recorded 
calls.  

 
2. Set Specific Goals & Know Your Why: Share the Consultant Action Plan, which will help your 

Consultants set their goals, define their “why,” and create an action plan. Going over this with 
your Consultants will be helpful for both you and them. They will be able to clearly define their 
goals, and you will be able to provide accountability and support based on their responses.  

 
At this point your Consultant should fill out the Consultant Action Plan on page two of the Quick Start 
guide. Here are some suggestions you can use as you go through each section: 
 

 
 
My Why:   
Have your New Consultants fill in their reason for joining Beautycounter. Having them clearly define 
their “why” will be helpful for both you and them. For them, it provides motivation to keep going if they 
face any challenges. For you, it provides insight and will help you know how best to guide them.  
  
A great question to ask your Consultant is “What do you want your Beautycounter business to do for you 
and your family?” 
 



	  
	  

 

 
 
Set Your Goals: 
Here are three suggested goals to get your New Consultants started successfully: 

1. Earn the Start Counting rewards, including the bonus 
2. Earn back their enrollment investment 
3. Promote to Manager 

 
• Take the time to explain the Start Counting program. Break down the goals by week so they can 

see that it is attainable. 
• Help them look at their product investment and calculate the sales they will need to generate in 

order to earn back their investment; break it down by Socials and one-on-one appointments.  
• Share the requirements to promote to Manager and explain that if they achieve the Start Counting 

goals, they will automatically promote to Manager within their first few months of business. Let 
them know that they will learn how to achieve these goals in Consultant Fundamentals.  

 
 

 

Connect Your Goals to Your Why: 
Help your New Consultants understand that achieving their 
goals will also impact their business and personal life. 

• The more people they get in front of, the more people 
they can educate about safer products. 

• The more sales they generate, the more income they 
earn, which will impact their life and their family. 

 

Schedule Your Time: 
Make sure your New Consultants have a calendar and schedule 
time to work their business. Understanding how much time 
they can commit to their new business will help align their 
level of activity with their goals. 

• Instruct them to schedule their personal commitments. 
• Have them commit to a specific number of hours each 

week to work on their business. 



	  
	  

 

 

Define Your Daily Activity: 
Help your New Consultants determine the business activities 
that will lead to growth. 

• Have them reach out to three to five people every day. It 
will expand their prospect list for Socials and/or One-
on-One appointments.  

• Have them follow up with all the people they have 
spoken to about their Beautycounter business. 

 

Identify Potential Obstacles: 
When your New Consultants are prepared to handle obstacles, 
they will develop strategies to overcome them. Brainstorm 
some possible obstacles. Here are some examples: 
 
Obstacle: I am too busy to follow up with my prospects about 
my business. 
Strategy: I will schedule time early before my day gets crazy 
and get up a half-hour earlier in order to send emails/make 
calls. 
 
Obstacle: I don’t know how to sell.  
Strategy: I will spend at least an hour each week learning more 
about the products so that I am confident talking about them. 

 

Hold Yourself Accountable: 
Make sure your New Consultants know where to find the tools 
that will be helpful in keeping them on track.  

• Point out the Goal Tracker, where to find it, and how to 
use it.  

• Ask your New Consultants to share a copy of their 
tracker with you.  

• Check in with your New Consultants each week on their 
progress using the Goal Tracker. 

 

Schedule Two Launch Socials: 
Have your New Consultants determine a couple of dates to 
hold their Launch Socials. 

• Mark the dates on your calendar and set a time to check 
in with your New Consultants on the day of their Social. 

• If you live locally to your New Consultants, make a plan 
to assist them at their Social, or set up video 
conferencing during that time. 

 
The Consultant Action Plan is now complete and your Consultant should resume page 1 of the Quick 
Start guide, starting at step three. 
 
  



	  
	  

 

 
 

3. Plan Your Time: Based on your New Consultants’ responses to the Consultant Action Plan, you 
will have a pretty good idea of their level of commitment. Share with them that most successful 
Consultants state that being in front of at least 30 people a month creates the business activity 
they will need to realize their goals. This can mean four to six Socials a month and eight to 10 
one-on-one appointments. They can determine the amount, but these are good goals to reach for 
each month. In addition, recruiting at least one New Consultant each month is also a great habit to 
start early in order to build their business. 

 

 
 

4. Develop a Long List of Prospects: One of the first steps in inviting people to learn more about 
Beautycounter is developing a long list of prospects. Help your New Consultants think of people 
they can invite to their Launch Socials, to host Socials, to one-on-one appointments, and as 
potential recruits to join their team. Point out the tools Beautycounter has created to make the 
process easier; the Contact List and Memory Jogger will be helpful. 
 
Offer to help them with what to say once they start contacting the people on their list.  
 

 
 

5. Share Your Excitement: You want to be sure your New Consultants are sharing their 
Beautycounter business in a way that aligns with the Beautycounter brand. Share an example of 
an email they can send their friends to help them write a social media post announcing their 
business.  
 
If they haven’t already watched the Beautycounter brand email from Gregg, let them know where 
they can find it Behind the Counter. 

 
 



	  
	  

 

 
 

6. Take the Next Step: Helping your New Consultants build their confidence is key in launching 
their new business. Let them know that learning is an ongoing process and that you will available 
to guide them. Their next step is to get started in Consultant Fundamentals and to become 
familiar with Counter Intelligence, the training section located Behind the Counter.  
 
Let them know where they can find additional marketing tools and invitations that they can share 
with their prospects. As always, remind them that Beautycounter has done the work for them and 
there is no need to create any marketing materials or invitations. Inform them how to order their 
business cards and any other business aids they might need.  

 
Once you are done going over Quick Start, it’s time to let your New Consultants ask you any questions 
they might have and schedule your next coaching call within their first week, once their kit arrives. 
 
Investing time in your New Consultants will have a great impact on their early success. Your consistent 
support and guidance along with their commitment to achieve early goals will build their confidence in 
sharing Beautycounter and our social mission of getting safe products into the hands of everyone. 
 


