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Money management starts out by selling something.  Without having sales, you will not have any money to manage.

Are you holding classes on a consistent basis?  Every week? Month, etc?  If you are not, you won’t have much luck managing your money.

Remember, Customer Service is the lifeblood of any business.   Everything flows from it and is nourished by it.   Customer service is not a department…. It’s an attitude.

Try to hold 3 skin care classes a week in order to sell $600-$1200 a week.  This translates out to an average class of $200 in sales.  For the month, that would give you $2400-$4800 in sales. By doing a 60/40 % split of your money, that would leave you with $1440 for an order and $960 in profit.  That’s based on a $2400 month.  Doing this consistently will earn your emerald star each quarter and a diamond ring at the end of the year.

If you think that a $1200 week is a little hard to envision, break it down by the amount you have to sell in one day.  Working only 4 days, you would have to sell $300 a day.  That’s only 4- $300 classes in a week.  Double book them or book them all on a Saturday.  

Last March, I booked my sister, my best friend and my mom all in one day.  My sister lives in Milwaukee and my mom and best friend live in the Madison area.  The entire day it snowed, but I had a $1600 day and $400 the next day in sales.  Have you tried this yet?  Have you booked your sister, best friend, and mom all in one day?  With this type of result, it would be worth it!

The other key to having a successful class is by having a great hostess packet.  Then coaching your hostess to invite a large number of people, getting the guests list to you with phone numbers, pre-profiling the guests, and following up with her the day before the class.

The sea of change can pull customers in many directions.  It is our responsibility to light the way and take care of them… before the competition does.

The next step in money management it to open up a separate checking account for your Mary Kay business.  You are the only person that should be on this account.  Use this account to deposit all of your sales into it.  How many of you have a separate account for your business?

With your checking account, request a debit card so that you can pay for your orders directly out of your checking account.

One word of caution.  Be sure to mark the checkbook boxes so that you do not mix them up and put your Mary Kay account checks in your joint account.  Believe me, you can get quite a mess!

Find yourself a great tax accountant that is familiar with self-employed persons.  You accountant should know what you can and cannot do when it comes to your taxes.  

Use the envelope system to keep track of your business.  One envelope is for your sales tickets and weekly summary sheets.  The other envelope is for your expenses and receipts.  Be sure to keep up weekly on your summary sheets and give a copy to your director each week at your weekly Success Training.  If you let this slide, you will not like having to catch up on them later.  Your expenses can be filled out at the end of the month.  It takes only about 30 minutes or less.  

Be disciplined in spending your money.  Don’t just spend it on anything.  Always ask your self if you really need it or can I do without it.  Is this item really necessary to the success of my business?

Make a daily affirmation to make more money and spend less.

Keep down the amount of section 2 supplies you purchase on your order.  Keep it to 1-2% of your total wholesale order.  If the amount goes over that percentage, re-evaluate what you are ordering on section 2.  May be you can us something from section 1 instead.  This will not only let your customers see the full size products, but will also help you with your star consultant levels.

With holiday season coming just around the corner, be aware of what the added packaging is costing you to make things look pretty.  Don’t spend a lot on the added packaging.  $1-$2 is all right.  Go to the Dollar Store.  They have lots of things to help us package things nice.

Don’t embezzle from your business.  If you want to buy something with Mary Kay money, get out and sell enough to take 40% of your sales to purchase the item you wish to have.  

Always write out a sales ticket for what products you are taking out for your self.  Then pay yourself 50% of the retail cost of the products.  You can keep a running total for the products you use during the month, and then pay yourself for the products you purchased from yourself at the end of the month.

This is really easy.  Try not to make a huge deal out of this.  It’s not hard to do. 

Watch your thoughts, for they become words.  Choose your words, for they become actions.  Understand your actions, for they become habits.  Study your habits, for they will become your character.  Develop your character, for it becomes your destiny.

Have inventory on your shelves.  If you did not start with an emerald star consultant order, you must build up your inventory until you reach $3600 in wholesale orders from the company to start taking full profit.  

Consultants who are working their business full-time, should have $4000-$5000 of wholesale inventory on their shelves.  For those consultants that are working the business only part-time, $3000-$4000 of wholesale inventory should be the average.  

How many of you need more products?

You are in luck.  You can still move to the next star consultant level this quarter, by placing your holiday order one day early.  September 15, 2002 all consultants can place their holiday orders to finish their star consultant status or move up to the next level.  Talk to your director today before you leave, so that she may help you get your order together.

Order on or before the 15th of every month.  This helps you not rush at the end of the month.  Your products come faster.  Your director can help you easier because she is not rushing to help you along with everyone else in the unit.

Excellence is the result of caring more than others think is wise, risking more than others think is safe, dreaming more than others think is practical, and expecting more than others think is possible.

Our lives are not determined by what happens to us, but by how we react to what happens; not by what life brings to us, but by the attitude we bring to life.  A positive attitude causes a chain reaction of positive thoughts, events, and outcomes.  It is a catalyst… a spark that creates extraordinary results.

Read “Once Upon a Time”

