What To Focus On
Several of our Consultants have asked me what to FOCUS ON in building their Customer Base and their Teams. They are experiencing "growing pains" in their businesses ... and while we know that those are necessary to GROWTH, sometimes we just need to know how to take the steps. This is what I believe ...

It is really important to build your Customer Base and your Team each month. You cannot EARN and KEEP a Customer Base, a Team, a Grand Am, a Unit, whatever, without continuing to build daily. You may have three Classes this week, but your business will GROW by scheduling more for next week. You may be able to go on-target with 5 recruits, but you will only SUCCEED by consistently adding more. My analogy is that working only with those Hostesses and Team Members you already have is like rearranging the deck chairs on the Titanic! Does that mean there is something wrong with the Customer? ... The Team Member? ... you? ... the product? ... the marketing plan? ... the company? NO, absolutely not. It just may not be "their time" right now ... even though we make up our minds that it is "our time". The key to everything in this business is opening the doors to our Showcase and sharing the products.

When we have enough Appointments, we will have enough Customers.
When we have enough Customers, we will have enough Hostesses.
When we have enough Hostesses, we will have enough Team Members.
When we have enough Team Members, we can finish DIQ as Fab 50's Elite.
When we finish DIQ as Fab 50's Elite, we can earn Cadillacs and MK Trips!

When we refer to our business as a "numbers" business, it doesn't mean that the people are numbers. It simply means that we must be working with "numbers of people" to find the ones who want what we have to offer ... product ... hostess credit ... career opportunity. And among the ones who accept the career opportunity, not all will actually make something of it. Just as not all brides make good wives and mothers, not all good school teachers continue to teach, and not all professional women keep the same career all their lives. People and circumstances change ... the Customer who buys occasional mascara may someday hostess a $500 Class ... the Team Member who is "spare-time" may one day place the final order you need for your first Cadillac. It is VITAL that we love our Customers/Consultants unconditionally ... no matter how much or how little they want to buy/work. It is also VITAL that we hold them with an open hand ... so that they can grow past us, or walk out the door. It is up to a Customer to decide how much MK she uses, and up to a Consultant to decide how much MK she works! While I want the best of the best for everyone, it is ultimately THEIR CHOICE ... and my job is helping them to be comfortable where they are. Especially in regard to Consultants, I have said a zillion times, "If you are running your MK business professionally and ethically (as if Mary Kay were standing next to you), then no matter how little you do, I consider you a success. If YOU ARE HAPPY with your level of MK accomplishment, then I AM HAPPY!"

So, if you are among those who want to go higher in your MK, the key to success is having the "numbers" so that you have the ones to run with toward their goals. And having the "numbers" so that your goals are higher than the minimum required. Our MK Corporate Director of the Qualification Department, PAT BESS SMITH, tells a story of the trapeze artists at the circus. They reach for the high bars, but if they fall short ... the net catches them! When we SET OUR GOALS HIGHER THAN THE MINIMUM WE NEED to finish Star Consultant, earn a Grand Am, finish DIQ, win a Top Director Trip ... then when we occasionally fall short ... the "net" catches us and we still have the minimum we needed! I love this analogy, and I encourage everyone to apply it to their MK and life!

When I am frustrated with where I am in the business ... and I am at times, just as you are ... it helps to remind myself that I AM THE ONLY ONE I CAN CONTROL. Everyone else can CHOOSE TO ACCEPT OR NOT ACCEPT my offer of makeovers, products, hostess credit, the opportunity, etc. All I can do is keep doing the things that I can control. And here again is where that word "numbers" comes up. When I FOCUS on working with the "numbers" things happen. Rarely do they happen as quickly as I would like, but they do happen! :)

Let's talk about FOCUS. I really like the acronym ...
Follow
One
Course
Until
Successful

Well, I happen to believe that the "course" is FACES! With our new TimeWise products we have lots of opportunity to get the product on FACES. We can hand out samplers ... and that is terrific FOR A CURRENT CUSTOMER or AS A FIRST STEP ... but let's not build our TimeWise business on samplers alone. We need to develop a RELATIONSHIP with these FACES if we hope to develop them as Customers, Hostesses, and possibly Consultants. Handing out samplers and then dropping off the product does not build a RELATIONSHIP. I would suggest really FOCUSING on quick Skin Care Classes (the last TimeWise make-over I did lasted less than 30 minutes from Cleanse to Lipstick ... I kept wondering what I forgot!). And to book, hold, and book more ... we need a really exciting "What's in it for me" for the Hostess.

I remember that Mary Kay always taught us that people have a sign on them that say,
"Make me feel important" which we do by genuinely smiling, looking them in the eye, and listening.
I want to add two more signs ...
"Make me feel comfortable" which we do by not pushing or manipulating situations. And,
"What's in it for me" which we need to keep uppermost in our minds in any communication.

Recognizing and addressing these three signs are vital parts of any successful MK business, but never more so than in BOOKING.

Women will book when they feel important to you and your business.

Women will want to have their friends meet you when they feel comfortable with you.

And even in this busy age women will make the time to get their friends together when there is something SIGNIFICANT "in it for them". Here is my idea of SIGNIFICANT ... something that I would work for myself! If you do not already have all of the bookings you want I would suggest the "MK Laptop" or the "Treasure Tower". These are both SIGNIFICANT Hostess Gifts/Discounts/Credits that I would work for myself. Neither of these were my original ideas ... I would love to know where they originated. Both are fabulous "what's in it for me" offers for Hostesses. Needless to say, you would not do both at once, but you might want to give a choice of one or the other.

You can find documents on the "MK Laptop" or the "Golden Opportunities" on my Web site: www.patdanforth.com   Consultant Username: dazzle     Consultant Pass Word: dazzle

Keep in mind that we truly do "build this business a FACE at a time". Do not allow yourself to get discouraged ... and do not allow others to discourage you. Sometimes even the people who love us the most can be the most discouraging to us. I think this is for a variety of reasons, but most often 1) they don't want to see us get hurt, and 2) they don't want to hear us complain. I always kept that in mind when deciding how much about my MK business to share with family and friends. When their question is, "How is your business going" ... the answer is "Great!”  Occasionally you will feel the need to reply, "Unbelievable!" ... with a smile on your face! Sometimes it will be "unbelievable" and sometimes it will be "great" ...but with love, focus, and consistency over the course of your Mary Kay life it will be ..."UNBELIEVABLY GREAT!"
You're One In A Millennium!!
