The Two “I” s…

Image and Inventory

...both will make or break your business.
 

Recently I've been asked by NUMEROUS consultants and directors to address the MK Dress Code and Image Guidelines for our MK meetings and other events.  It seems that more and more consultants are wearing pants to our meetings and skin care classes, and it's beginning to lower the professionalism and classy style we've always been so proud of in our area.
 

This is a very difficult "issue" to address, as I never want someone to be "offended".  But...in fairness to all, it's my job as your NSD to address it:
 

Please understand that when someone begins wearing pants (even though they might be dressy pants) that signals to others that pants are "okay"and then suddenly people are lowering the standard to khaki's and jeans......this is why pants are simply not "okay" at MK events.  It's impossible to maintain our professional appearance when everyone wears "their version" of pants they deem "okay".
 

The following article is fabulous relating to our MK Image.  Please take time to read it in full.
 

Thanks for your POSITIVE ATTITUDE toward this.  I always want our TOPGUN AREA to be known as the MOST professional and classy of all!!  Together we can make sure we maintain that image!!
 

Hugs~ Tammy Crayk
As a new National Sales Director with Mary Kay one of my most important responsibilities is to carry on Mary Kay’s Heritage which includes the principals and lessons that she taught for over 30 years. 
Mary Kay stands heads above the rest in the area of  professional Image.
The environment of Mary Kay is soooo very different than corporate America. When we the rest of America was burning their bras Mary Kay was saying ‘dress like a lady’. When the rest of America was saying dress like a man Mary Kay was saying ‘dress like a lady’. The code of ethics has not changed. Principals never change only fads and whims.
Honoring Mary Kay’s Image code is honoring Mary Kay.
NSD Linda Toupin
Amen to NSD Jan Thetford for this outstanding message! We in the Toupin National Area work very hard to uphold each of the guidelines that Jan has shared. You may the only Mary Kay that someone ever meets or knows. What your community, church and friends think of you…. they think of all of Mary Kay. It is an awesome honor and responsibility.
Did you realize that you never have a 2nd chance to make a great first impression? Have you ever stopped to think that YOU as a Mary Kay consultant or Director are the only Mary Kay that someone knows? Do you realize that your actions and your attire as a Mary Kay consultant or Director reflect on all of us? I know most of us get to going so fast that sometimes we loose sight of these things .As I sat in new NSD Assimilation this past week in Dallas and had the honor of hearing our #1 National Sales Director,Arlene Lenarz, speak of the importance of keeping the Mary Kay image in tact I was reminded of several things I knew but still needed to be re- reminded of and so I am taking this email opportunity to "remind" you of those same things.
Mary Kay Image is an attitude. Mary Kay Image is a dress code. Mary Kay Image is a code of ethics that we strive to uphold because Mary Kay herself is very serious about the image that we project to our community by the words we say, the way we treat others around us and our attire. Mary Kay Image is not something we can choose to uphold or not uphold,rather it is expected of us to uphold it by the woman herself. When we uphold the Mary Kay image as outlined by Mary Kay herself we honor her.
So......with all of that said I would like to outline the basics of Mary Kay Image that is expected of all of us representing this awesome company.
#1 We must wear a dress, a business suit,a skirt and blouse,a Pink beauty coat, or company attire  (Red Jacket with a black not too short skirt,hose, and black pumps) to EVERY Mary Kay function....(.regardless of weather),every sales meeting,workshop,business debut,skin care class or facial. I do realize that the fashions are quite casual these days and pant suits are very in with Corporate America, but guys Mary Kay women have always been a cut above and we must always look like we represent the #1 selling brand of Skin Care and Color cosmetics in the land. 
Along with our skirts and suits Mary Kay asks that we wear hose(yes,even in the summer) and close toed shoes. We need to sport a cute "in" haircut and manicured nails. It is never OK to wear pants to a sales meeting even if you have had a rushed day and no time to change. Think ahead and put a skirt in the car.....you can change in the bathroom if necessary.
#2 If you are in a Red Jacket it is important that you attend Mary Kay functions wearing that red Jacket with a black skirt and white blouse if you are a Red Jacket,Team Leader, or Grand Achiever, and a black blouse if you are a Future Director or DIQ. Don't ask for exceptions....be exceptional. Consultants,don't get upset with your Directors when she enforces these guidelines. It is her job.
#3 Pick your Top 3 pins to wear on your lapel. We are professional business women and having a zillion pins on at one time looks a little overdone and can detract from our professional image.
#4 Watch out for gum chewing in public....especially if you are conducting a class or talking in front of the group. Gum can be very distracting.
#5 We are not to have any alcohol at any Mary Kay function and I love that because it keeps us acting our best in a work environment.
#6 It is our job to coach our guests at functions that the meeting attire is professional dress and they will probably feel more comfortable if they do not have on jeans or sweats. They will appreciate your honesty,because no woman likes to go to a place shes not familiar with and be under dressed. Coach them!!! They will appreciate you.
#7 Please take care to turn off your cell phone before entering your Mk function. It is very distracting to the speaker and very rude to those around you. If you absolutely must keep it on for a phone call then please quickly leave the room to talk. You'll want to coach your guests on this issue also. 
#8 Please don't bring small children to meetings and asks your guests to do the same. Children are precious and we all love them but a sales meeting atmosphere is not an appropriate place for a child. We can not expect them to act like adults and be quite,because they are not.Its like taking a 2 year old to an adult movie and expecting them to not cry.....it just doesn't work.
#10 We musn't get away from standing and clapping out of respect for a Sales Director or NSD when they enter a room or are introduced at a function. Mary Kay always expected us to stand for those women out of respect for their accomplishments. Lets all take responsibility for this Mary Kay image issue and  when we do it will not be a problem. My speech is now over....HA! ...for the moment. Love, Jan Thetford NSD
Inventory.....
“I ALREADY HAVE ENOUGH DEBT ~ THANK YOU! 
BUYING PRODUCT WILL JUST ADD TO THAT”
I’ve heard that from MANY consultants and believe me, I understand it!  I said the exact same thing to my Director when I started my business.  Here’s what it took me awhile to realize (I want you to learn faster than I did )
 
The purchase of product is NOT like spending money on “things” ~ it’s INVESTING money to make MORE MONEY.
 
Are you saying any of these things to yourself?
  If I had the money to invest, I wouldn’t need this business

            Yes, you have the money now, but what about in the future?  Do you want more?  Imagine being a pioneer.  Pioneers took with them fruits and vegetables to plant when they arrived at their new homestead.  If they were to eat all of their stores, they would certainly starve without having more food to eat.  But by taking some of their food and planting it, the harvest would feed them over and over again.  They had food for the moment, but they wanted more for the future. 
  I already have too many credit card or loan payments ~ I can’t afford another one

            I agree!  We need more cash, not more credit. When I started, I had a credit card with available credit on it.  I could have started my business at profit level if I wanted to, but I was viewing any product purchase I put on a credit card or getting a loan the same as buying a car or having a shopping spree on my card……. just something else I would have to find the money to pay off.  I imagined trying to find more money in my already overburdened budget.  What I didn’t think about was this……..  I became a Mary Kay consultant to make money.  The money I make selling product can pay for the purchases on my credit card.  Not JUST the card I used for product, but ALL MY MAXED OUT, OVER USED CARDS.  As long as I planned on WORKING (holding appointments & building a customer base) there wouldn’t be a problem. 
  What if I fail at this business and I get stuck with a bunch of product I can’t sell or won’t use

            Ok, let’s say worse case scenario, you do NOTHING with your business and you sell NO product.  You have the 90% Buy-Back Guarantee on your side.  Believe me, if you have not told a soul you are a Mary Kay Consultant and haven’t sold a single dollar, you know this isn’t for you.  So box it up….. send it back……. Get your money back…….. pay off your card……. Move on with your life.  But here’s a word of caution….. work HARD not to come into this business with a failure mentality.  We look at a new marriage with hope and optimism, look at your business the same way.  You know it will take work, but it’s well worth it!  Learn how to be a good consultant, do the work and you will make money and be successful!
 
If in the end, you are just unable or unwilling to get product, then it’s time to turn to a concept called “Elbow Grease Sweat Equity”.  If you’ve ever remodeled a house, you understand this idea.  You have a starter kit with all the products you need to hold facials and appointments and start selling product NOW.  You can take the money from what you have sold and use most of that to order more products.  You will still make money, but you are choosing to build your inventory with your profits vs. spending it on whatever you want immediately.  It’s a matter of how soon you need extra spending cash and how disciplined you are to re-invest in your business. 
 
My experience in this business has shown me that consultants who start with off product (no matter what the amount) are more satisfied with their business than those who don’t. 
 
Having product makes you more apt to go out and sell it.  You have invested and you want to see a return on that investment.  Without product to sell, it’s easy to say “I can start tomorrow” and soon, you may find yourself not doing anything and possibly giving up on your business too quickly before you really see the benefits.  I encourage you to do what you can to make inventory possible for yourself.  It’s the best way to ensure future success!
 
Finally, think of your customers…..WOULD YOU SHOP AT A STORE THAT MADE YOU WAIT FOR YOUR PURCHASES EVERY TIME YOU SHOPPED THERE?  ESPECIALLY IF THERE IS ANOTHER STORE ACROSS THE STREET THAT CAN SUPPLY YOUR NEEDS IMMEDIATELY?  For every consultant who chooses NOT to have product, there is also one who DOES.  Where will your customer go to shop?
 
Tina Sieg
It's Not a Matter of Whether you Can or Can't.....
It's a Matter of Whether you Will or Won't!

Wow...what a great message, I would share this with every potential recruit!
 

Vicki Jo Auth
Victory National Area 2005
Elite Executive Senior Sales Director
Call Daily Hotline at 512-498-4909
