Is Mary Kay Too D iﬂicui‘c?

The foiiowing article is an excerpt ﬁom a speech given ioy a direct seller at a local meeting. We are
told she was asked to speak on how direct sales compares to working a "Veguiiar" job. Tt was
submitted to us, and aithough the originai author is unknown, we wish to thank her for her
thoughts and ins ights. We have edited it to share with you as you embark on a brand new year, with
new opportunities to count the many ioiessings we have in this business.

Lateiy, 1 have heard so many peopie say how diﬂicuit direct sales is. "Its hard." "1 can't get ioookings."
"Thisjvist isn't for me." "1 didn't know how di)fﬁcuit it would be."

Well, 1 am a singie mom of three who, beforejoining the direct sales famiiy, held down two J'oios. 1
would get up at 4:00 in the morning and not get to bed until midnight most nights, after returning
ﬁom my part-time retail J ob, packing [unches, checking homework and Veiieving my mother, who

heipeoi out with the kids.
That, my ﬁfiends, (s diﬁicuit.

Itis oiiﬁicuit aiways having to lower your dreams to meet your means. It is oiiﬁicuit to miss your son's
footbaii game because you have to work. 1t is ddﬁcuit knowing the rust bucket you call a caris eating
you alive in maintenance, but you can't aﬂ'ﬁoroi anew one. It is diﬂicuit to realize that someone else is
going to watch your oiaughter take her ﬁvst step or have your son say mama to the pveschooi teacher.

Itis oiiﬂicuit knowing that you have spent 40 years of your iife wovking fov someone else, oniy to
realize that you will be retiring on one-third of what you can live on tooiay. Or, worse yet, it is ddﬁcviit
knowing that you have diligently worked all your iife, oniy to be given an eariy retirement and

rep laced ioy someone younger, more capab le.

Twill tell you what is diﬂicuit. Itis diﬁicuit waking up one morning and Veaiizing that your children,
the most precious things imaginab le, no ionger need bottles, oiiapers, have tea parties, or are shorter
than the baseball bat they are trying to swing. It is diﬁicuit reaiizing it is too late and that the time
ﬁittereai away can never be retrieved. 1t siips through our ﬁngers one second at a time.

Tt is also diﬁicuit watching the spavk n your parinev’s eyes faaie because both of you realize the
house you have been wanting is just a dream because someone else is controiiing your ﬁnances.

We have nasty habits about Va’cionaiizing, procrastination and skirting tmportant things, rather
than facing the issues. Too often we allow others who do not pay our bills, who do not share our
dreams, to direct our ﬁi’cwes.
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As children we have a]oso[ute[y no ﬁfeedom; we rebel in our teens and scream for ﬁfeedom. We reach
adulthood and are ﬁna“y ﬁfee, only to Velinquish that ﬁeedom because we think it is too d'gfﬁcu[t
We do not want to take respons ibiﬁty. We do not want to make awrong decision, so we obliging[y
give that awesome power to someone else. We wake up too late. We hear ourselves uttering phrases
like: "1 wish 1 had only .. ." and "If 1 could do it over again."

You have no one but yowse[f to blame. You had the chance. Perhaps the opportbmity was presen’ced
many times and each time you elevated the trivial to a higher priority than yowse[f.

Let me ask you: Is direct sales Veauy diﬂ%u[t?

Is it so traumatic to show someone an exciting product or idea? 1s it so difficult to understand that
if youwork this marketing idea for three to five years, you just might finally be able to send your
children to a college chosen by excellence, rather than one chosen by price? That you could finally
put your fami[y in the home of their dreams?

Would you work really hard for eight to ten years, so you could mold a lifestyle of your choosing, so
your fami[y could live a [ifestyle of their dreams, rather than trying to live how someone else thinks
you should live?

How diﬁqcu[t is it to pick up the phone and call your hostess? How difﬁcu[t isitto pack up your kit
and meet some new friends? How diﬂ{cult s it, VeaUy, to share what you love with others? Think
about it.

Realize the awesome power you have in your hands with direct sales. There are peop le out there
working threejolos. There are peop e dvowning in debt; or agonizing ’chrough ’oankmptcy, Vea[izing
’chey on[y needed a coup le hundred more dollars per month. That is diﬁiculﬂ

This business you have chosen has the a’oiﬁty to change lives. Direct sales cannot do anything. But
YOU can change lives with it. You are the one with the ﬁfe—changing abiﬁty. What are you waiting

for?

There is diﬂlcu[’cy and pain in success, and there is diﬁicu[ty and pain in fai[uve. D iﬂ{cu[ty and pain
in success will last a short period of time; but pain in fai[wre lasts a ﬁfetime. Which one is VeaUy
more dijﬁcu[t?

You will pay a price fov your actions, and your choices. Which choice will you make?
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