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Join the Team on Facebook!

January and February are history, 
March is a Mystery! I’m ready for 
some March Madness, sunshine 
and rainbows along with some 
luck with pots of gold!

Conference Registration is here!! 
How exciting it is to receive 
that email invite to attend 
the BIGGEST Thirty-One Gifts 
Party of the YEAR! Why attend 
National Conference? You will be 
recharged with the passion you 
need to have for your business! 
You are an important asset to 

your team, whether as a leader 
or a team builder. You make 
connections! You meet leaders! 
Want to meet Cindy Monroe? Go! 
Want to meet your NED or SED, 
GO! Want to take your business 
to the next level? GO!! You will 
walk side by side and among 
the top sellers, recruiters, 
dreambuilders, and founding 
members of ThirtyOne!

Look to your right, ask another 
consultant their top booking tip. 
Look to your left, ask another 

consultant their best recruiting 
tip. Attend classes that teach 
you about your business and 
managing your back office! 
National Conference provides 
you with a boost of energy and 
ignites a passion inside you! 
Consultants that attend sell 25-
29% more in their business! 
New Consultants that attend sell 
100% more in their Fall Season 
than those who don’t attend. 

What are you waiting for?

www.facebook.com/groups/252272258241767/

N E W S L E T T E R



Key Dates
MARCH

1 February/March Special
 continues thru March 15

3 Early Bird Registration 
 for Conference 2015
 underway thru April 15

10 Virtual Office Webinar
 Recording on TOT

16 Virtual Office Blackout
 thru March 19*

 March/April Special
 goes LIVE!

20 New Virtual Office Live

31 Staggered Month-End

APRIL

2 New Mobile App Live

*Be sure to have parties 
entered and closed on Sunday, 
March 15! 

Check TOT for more info for 
parties not closed by March 15.

Through March 15th 
$99 Rebate incentive for new enrolled consultants

March 12th 
Meeting Renee Autherson-Brown
Sales Manage Team, Thirty-One Gifts

June 13th
Spring Product Premiere

Proverbs    Woman31 
Finances

A Virtuous Woman spends money wisely.
She is careful to purchase quality items her family needs. 

(Proverbs 31: 14, Proverbs 31: 16, Proverbs 31: 18,
1 Timothy 6: 10, Ephesians 5: 23,  

Deuteronomy 14: 22, Numbers 18: 26)

Team    News
)



Downline

Danielle’s Stats

Gen 0
$26,586

28

7

$2,470

2

2

$618

$1,510

$2,089

$2,621

$3,153

Consultant

Director

Senior Director

Executive Director

Senior Executive Director

How Did Our Team 
Do Last Month?

READY FOR
LEADERSHIP?

Choose to Dream! Focus on your Why! 
Helping others achieve their dreams 
is the best way to realize your own!

Based on our team’s performance, 
the following commissions were 
earned at the levels shown below. 

I share this not to impress you, but 
to impress upon you the real benefits 
of growing your team and going into 
leadership! 

Reach out to me if you want to 
advance and achieve leadership!

Are You



FEBRUARY 2015GEN 0

Shannon Sawyer  $2,438.50 
Magin Binger  $1,324.50 
Tammy Plank  $1,233.50 
Patti Binkley  $1,212.00 
Winona Heldreth  $1,129.00 
Michelle Davidson  $1,048.50 
Melissa Brandon  $1,007.50 
Stacy Lambert  $883.00 
Heather Beard  $855.50 
Nicole Bates  $442.50 
Kady Buchanan  $426.50 
Michaela Bowman  $421.50 
Vicki Hicks  $414.00 
Ashley Lamrouex  $251.50 
Jessica Rosloniec  $224.50 
Khloe Gibson  $221.50 
Mandie Harris  $217.00 
Rebecca Adams  $158.00 
Ashley Wisniewski  $110.00 

Melissa Brandon 3
Shannon Sawyer 3
Stacy Lambert 3
Michelle Davidson 2
Patti Binkley 2
Magin Binger 2
Heather Beard 2
Nicole Bates 2
Ashley Lamrouex 1
Michaela Bowman 1
Tammy Plank 1
Mandie Harris 1
Winona Heldreth 1
Jessica Rosloniec 1
Kady Buchanan 1
Vicki Hicks 1
Khloe Gibson 1

“She believed she 
could, so she did.”



FEBRUARY 2015GEN 0

Stacy Lambert 3
Michelle Davidson 2
Heather Beard 1
Ashley Wisniewski 1

Karen Goss 03/01/2013
Winona Heldreth 03/08/2013
Mandie Harris 03/20/2013
Stacy Lambert 03/12/2014

Deborah Wranosky
Vicki Hicks

Renay Durrance
Nichole Hobart
Kady Buchanan

Elena Gross
Carmen Castillo

Tina Cunningham

Amy Phillips 03/08
Cindy Louwsma 03/12
Rebecca Adams 03/20
Jessica Rosloniec 03/22
Khloe Gibson 03/23
Tammy Bates 03/29

Amy Phillips

Celebrate
Encourage
Reward



All About the Party

When someone says “theme 
party” does your mind 
start whirling with visions 
of beach chairs on the 
patio in March or having 
everyone wear pajamas to 
a sleepover?  Theme parties 
take on a life of their own 
but don’t always have to be 
a major gala production. 
Sometimes keeping things 
simple is a great way to give 
a fantastic party!

Party themes in our 
business are so much more 
than kitchy props and dress 
codes. They center around 
a premise - whether it is 
an organization party to 
help tame unruly pantries 
or vacation planning three 
months out. Think of a 
theme as a purposeful hint 
that guests can focus on 
pre-party. 

Maybe consider doing 
a simple theme like 
Celebrate with Chocolate 
or Strawberries and Cream 
night!

They know they are coming 
to a Thirty-One party, make 
it inviting, not a challenge 
for them. You want to 
invite them, not just to buy, 
but to be a part of a great 
evening with friends, share 
in the happiness of the 
evening, and be part of the 
celebration of just being 
there. 

For some, the full scale party 
production may be spot on 
- but for others, a low-key 
approach to a great evening 
is all they need to enjoy 
themselves, each other, 
the party, and the whole 
shopping experience.

This is where it is important 
to talk with your Hostess, 
ask her thoughts on the 
party theme, and then make 
it happen.

If guest participation is a 
must for her - then suggest 
something simple - like a 
cover dish, or bring your 
favorite candy to share.
How about a charity drive 

with items around their 
house they no longer have 
a use for but might be 
gathered and donated to a 
local mission house.

Having a pantry organization 
party? Have them start 
the cleanout and bring in 
unwanted pantry items that 
are donated to a local food 
bank. Clue in to your Hostess 
and the guests that will be 
attending and help develop 
a successful party theme for 
them. Listen! If she is a busy 
woman, a quick fun night at 
a local restaurant might be 
what suits her best rather 
than an at-home party. 

Think about it! Rather than 
sending guests trampling 
up to the attic to get the 
vintage poodle skirts out 
of moth balls, give guests 
something to really ponder 
as they prep for your party. 
What area in their life can 
be organized, simplified, or 
beautified with the solutions 
that Thirty-One has to offer!

DO THEY BOOST SALES?Theme Parties



All About Bookings

Picture this - another party, 
you walk in, setup, and get 
things going. Do you ever 
stop to think why you are 
there? If you just said to sell 
products - (buzz) - wrong 
answer, but thank you for 
playing!!

Guests at the party can 
get those products - with 
or without you! They can 
order from the website, 
from an outside order form 
from the Hostess, or - gasp 
- from another consultant!

They want something 
more. So give it to them! 
You are there to share - 
share the fun by booking 
future parties, share your 
passion for what you do, 
and most importantly, 
share the opportunity with 
them to join you in their 
own journey!

Selling is vital - but booking 
and recruiting are just as, 
if not more important, than 
selling!

You sell to someone - you 
gain a sale, short-term 
commission. Simply done.
When you really connect 

with the customer, you 
start to learn about them, 
what matters to them, what 
is going on with them, and 
what they are looking for or 
need. That is when you take 
your business to a whole 
new level - a rewarding 
level not just financially, 
but personally! Make that 
connection - that is the key.

Too  many consultants 
make the party just about 
the products. They take 
every product they have, as 
much as they can carry, and 
often have this elaborate 
display. Their goal is to get 
people in the seats to buy.  
That’s it. They focus on just 
sell, sell, sell. But in doing 
so, they are not developing 
the one-on-one relationship 

that will sustain their 
business.  They don’t realize 
that they are overwhelming 
some guests (and potential 
sponsoring candidates) by 
making things seem harder 
than they really are!

Try doing a party with 
just your kit - no bells 
and whistles. Focus on 
developing relationships 
and connecting with 
customers, not selling. 
Tap into the real wealth of 
your business: booking and 
sponsoring new recruits. 
You might only have to 
make one trip to the car 
at  your next party but just 
think how many more long-
term relationships you just 
might foster along the way!

MARCH BOOKING SEEDS
 JK Mini-Launch Debut  Spring Organization
 Easter Basket Prep  Pantry Cleanout

ON-THE-GO BOOKING TIP
     Know someone having a baby?
Offer a Thirty-One baby shower to decorate the 
nursery and help organize before baby arrives!

WHY ARE YOU THERE?Plug In!



All About Recruiting

When you think about 
recruiting, you might get 
a little apprehensive about 
the right place or the right 
way to approach someone 
and share the opportunity.
Sound like you?

Think about changing 
your mindset and try a 
different approach. What 
if you decided that it was 
your job not only to sell 
Thirty-One, but to share 
the opportunity freely with 
anyone at anytime! 

What if noone had shared 
the opportunity with you?

A lot of times, consultants 
think they know just who 
to share with - the ideal 
person to bring on board. 
By doing that, you are 
eliminating a lot of people!

Opportunity is everywhere! 
Someone took a chance 
on you - now you must 
pay it forward and take a 
chance on others. Take the 
opportunity everywhere 
and to everyone! Whether it 
is the home party you are 
having tonight, the pool, 
the mall, or standing in 

line at the post office to 
mail a birthday card! The 
opportunity may present 
itself at any time, any place. 
Be prepared for it and 
embrace it when it unfolds.

When the lady sitting next 
to you at the DMV says 
she loves your purse, you 
better be able to pull a mini 
catalog out and get it into 
her hands.

When you show up at 
the trendy dress shop to 
pick up a new outfit for 
conference, share with the 
sales clerk why you are 
shopping! Let her know 
how awesome your job is! 

Don’t sell people short!
You have no idea who was 
up half the night wondering 
where they were going to 
get the $50 they need to 
pay their water bill this 
month. The girl that moved 
in 3 doors down doesn’t 
know anyone - maybe this 
would be a great way for 
her to make friends! Don’t 
discount or shy away from 
someone - ever. Let them 
make the choice that is 
best for them at that time 

in their life. If is your job to 
offer the opportunity, their 
choice to accept or decline.

Shhh! Always, always listen!
If you walk away from a 
recruiting conversation 
winded - you didn’t listen. 
The flow of information 
should be from them to 
you! You have to know 
what they want and need to 
be able to help them. Ask 
them what they love about 
their life - or what they 
would like to change. Listen 
to what they share with 
you. Then ask them what is 
holding them back and help 
them find a way through.

No means no to the 
opportunity, not to you!
Life gets crazy! Remember 
that if they say no. That no 
may not be a never, but a 
just not right now. Plant the 
seed, nourish it in the days 
and weeks (or months) to 
come. Some seeds sprout, 
others don’t. Some are 
late bloomers. Continue to 
nourish it and see how it 
grows. It may just be the 
best one in your garden!

WHAT IF...?
Recruiting Reset



All About Business

Thirty-One Trivia

Top 10 Tips
A successful business harnesses all the tools 
that helps it to be productive and continually 
move forward. Your email activity report can 
play a key part in boosting your booking, 
selling and recruiting success if you learn to 
use it effectively! Remember, this is a real-
time reporting tool.

Here are a few tips:
1. Keep it handy! Bookmark it, open it 

up and look at it - often! Use it not just 
when it arrives, but revisit it throughout 
the month as you plan your strategy for 
follow-up calls, booking calls, and more.

2. Quickly hit the highspots, address those 
first, and then delve into the report more 
in depth.  If you see that someone has 
been clicking/opening links for hosting 
or recruiting several times - act on that. 
A great conversation with you may be the 
deciding factor for them. 

3. Seize fresh opportunities!  As you get 
deeper into your report, you may identify 
someone who has placed multiple orders 
online, but never hosted a party. Reach 
out to them, offer to host a party for them 
at your house or do a quick on-the-go 
party.  By doing so, you may pull them 
into your Thirty-One Pink Bubble.

4. Use your resources! Only have an email 
address? Use it to send them a quick note 
to let them know you were thinking about 
them and share news about the special. 
Have a cell number for them? Shoot them 
a redstamp or a quick text!  Ask them if 
they saw the lastest newsletter (you know 
they did, but they don’t know that)? It 

will open the door to that all important 
conversation.

5. Connect with them during the contact! Jar 
their memory about how you met them, 
ask them how they are enjoying the 
product they last purchased, see what is 
going on with them and then determine 
how you can be of service to them! Ask 
them how they like what they bought and 
if it is useful for why they purchased it. 
Remind them about the 90-day guarantee 
on all Thirty-One products.

6. Track your connections!  You have spent 
30 minutes each day reaching out to 
people who showed up on your activity 
report.  Make sure to keep a log of who, 
how, and when you contacted them.  Note 
the outcome of that contact so you know 
where in the conversation you are with 
them.  Then set a timeframe to revisit that 
connection.

7. Be consistent and persistent!  We all 
know that the fortune is in the follow-
up! Once you do the leg work and gain 
that customer, she will appreciate you 
periodically checking in with her to not 
only see how she is, but to see if she 
needs anything.  

8. Know their history! Before the contact, 
revisit past purchases, have a point of 
reference before you reach out to them. 
This will help you connect on a more 
personal level and show them you really 
do care about them - not just their wallet!

Harness the power of all the tools to make 
your business really take off!

EMAIL ACTIVITY REPORT
Boosting Business



Product 101

We care about quality
Nickel is included in some of the plating process for a long-lasting quality.

Best care for longer wear
We recommend treating your JK by Thirty-One jewelry with care to stay beautiful for a long time to come. Don’t swim,  
sweat, shower or sleep with your jewelry on. Avoid contact with perfume and lotion to keep your JK by Thirty-One  
product special and unique. Wipe clean with a soft cloth.

Details about our metals and  
complete care instructions

We offer Silver Tone jewelry in a 
classic silver color with a slightly 
brushed finish to give it a worn 
and loved look.

Our Gold Tone jewelry is a classic 
gold color. Like our Silver Tone 
jewelry, we’ve given it a slightly 
brushed finish to give it a worn 
and loved look.

Our Antique Pewter is a metal 
known to stand the test of time. 
It has a slightly darker tone than 
silver and is usually antiqued to 
give it that unique look.

Our Antique Gold has a classic 
gold color, but we’ve added 
antiquing that will bring out 
variations in texture and detail 
in the design.

Our Antique Silver has a classic 
silver look, but we’ve added 
antiquing that will bring out 
variations in texture and detail  
in the design.

The Two-Tone finish features variations 
of gold and silver. We combine metals 
to allow various pieces of jewelry to be 
worn together. We’ve created pieces 
that include both finishes to bring your 
whole look together.

When we add a brass finish into the mix, it becomes a Tri-Tone piece. 
It’s a great look to coordinate with jewelry in various color finishes.



NATIONAL CONFERENCE:  Why Attend? Why Not!
It’s the biggest party of the year, but there are 
so many more reasons! Conference is THE place 
to experience all the amazing benefits that come 
with being part of the Thirty-One family, all while 
getting exclusive party and product training that 
can help you take your business to the next level. 
Don’t miss the excitement, the learning and the 
fun as you:

• Discover the Thirty-One difference
• Get exclusive training on business and party 

topics of your choice.
• Hear from fellow Thirty-One Consultants 

as they share valuable lessons from their 
personal journeys.

• Learn meaningful business and personal 
development skills from renowned speakers.

• Build relationships with Home Office staff and 
gain insight about what’s ahead for Thirty-
One.

• Get inspired by Founder, President & CEO 
Cindy Monroe and her husband Scott.

• Shop exclusive products and apparel designed 
only for Conference attendees.

• Meet new friends, reconnect with old ones, 
and immerse yourself in an inspiring, 
supportive, and empowering family of women 
just like you.

• Get product amenities to help you build your 
business and earn more money.

Registration is underway now! Why not make 
one of your business goals this year attending 
conference?!?



All About Business

Thirty-One Trivia

Top 10 Tips

DID YOU KNOW?

Thirty-One Trivia
Where was the first large scale office?
Thirty-One moved into Middle Valley 
Road office in Hixson, TN (2005-2006)

How large was Middle Valley facility? 
Only 2400 Square Feet!

TOP 10 STEPS TO ORGANIZE YOUR WEEK

1. List everything to be done
2. Organize your schedule - all of it!
3. Build in “family”time.
4. Build in “you” time. 
5. Build in “party” and “admin” time.
6. Plan & shop for weekly meal menus 
7. Plan household tasks
8. Have a portable solution for notes
9. Set your weekly/daily goals
10. Prioritize and delegate some tasks

Invest 30 minutes a week to run through 
the list above and you will see a noticeable 
improvement in your time management, 
your availability, and your sanity! You are 
a busy person! Busy people have a game 
plan to tackle everything on their plate each 
day. Create the life you want, honor your 
priorities, and get yourself in balance. Your 
life and your business will flourish when you 
do and you will wonder why you didn’t do it 
sooner! Trust me!

CONFERENCE 2015 - WORTH IT?

“Leaders are not born or taught; they 
emerge as a result of situations and 
experiences.”  - Pam Herbert

Think about that statement and how it 
can make an impact on your business!

Conference is about fellowship 
with your Thirty-One sisters. It is 
about gaining unity with your team. 
It is about making connections, 
expanding horizons, developing skills 
and tools to improve your business, 
and a way to celebrate not only the 
accomplishments of your team 
members, but your accomplishments!

The experiences you will have at 
conference will change how you look 
at everything - others, your business, 
and most importantly, yourself!


