MONEY MANAGEMENT

If your initial order is LESS THAN $1,800, you need to reinvest ALL monies from your sales back into building your inventory.

With less than $1,800 on your shelf you will get frustrated and not be able to both service your customers and make your loan payment.

Those who start with a $2,400 wholesale order or higher are able to pay back their loan faster.

Establish a routine and KEEP IT CONSISTANT

· Open 2 “personal” bank accounts (banks charge more for “business” accounts)

Checking Account = Business Account = 40% of sales

Savings Account = Product Account = 60% of sales

· Monies from ALL SALES go into your gold moneybag with an accompanying sales ticket.

· EVERY time you go to the bank, you will make 2 deposits:

40% of sales into your checking account

60% of sales into your savings account

Every 2 weeks write yourself a paycheck out of your checking account, AFTER you have paid the loan payment on your initial investment.

(if you start with $1,800 and sell $1,000/month, that’s just $250 a week or one good skin care class, you should be able to repay your loan within 6-12 months.)

· Keep GOOD records for taxes – this is additional income to you

Get 12 manila envelopes and label them by month.  Each envelope will contain receipts of EVERYTHING that you want to deduct that month, 4 weekly Accomplishment sheets and invoices from MK (mileage records will be kept separately)



At the end of the month TOTAL all of your expenses by category

ALWAYS fill out a weekly accomplishment sheet NO MATTER WHAT <even if you put a big fat zero on it.

· Always fill your Sales Tickets out the SAME WAY every time

Fill it out as if you were NOT giving a discount with EVERY item on it that you are selling.

In the bottom left hand corner write the discount amount and circle it.

In the middle of the receipt, show the “REAL” price that they are paying.

Personal Use Products and those sold to friends and family at W/S should be written on a sales ticket.  Collect W/S plus retail tax (yes, even from yourself) and put ALL of that money into your 60% product account – you haven’t made any profit on it and you’ll need to replace it in your inventory.

· When doing Credit Card orders:

At the top of the sales slip, put a check mark and the date as soon as you have called it in for processing.

At the bottom of the receipt subtract the amount of the processing fee to get the total of the check that will be mailed to you.

Don’t feel like you need to discount your products!  Your customers want you to be timely, respectful and to be served quickly.  They want attention over a discount.  Sending a thank you note with a sample attached will go a long way in customer satisfaction!

