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N 1he Most Important Things to do as a
BRAND NEW Beauty Consultant...

Take advantage of the Website offer for $25 your first year!
Open a separate checking account for your Mary Kay.
Order Business Kit from MK Connections. (Tent Style Cards)

Mark your calendar for our Weekly Success Meeting, New Consultant
Training & Weekly Conference Calls

KNOW YOUR PRODUCTS....study your look book, know colors and
prices and use MARY KAY from HEAD to TOE!!

Make a list of 30 women, include their phone numbers

Make a list 5 women that you would LOVE to work with and have on
your feam

Attend NEW Consultant Training Thursday Night @ 6:00
Decide on Inventory Level.

Stay in touch with me (Your Director)
Tam your NEW Best Friend (910) 978-9208

You are now ready to start your business!!!

Call your Director within 3 Days with your
Inventory Decision and Receive a Gift.
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Your Most Important Business Decision!
Now that you have made your decision to embark on
your Mary Kay career, the most important decision
you will make is how much inventory you carry - or
even if you have merchandise available. As your
Director, I am here to share with you those ideas
which experience has shown us are good for building
your success in Mary Kay.

Starting with inventory ts an oplion.
Here are a few ADVANTAGES of Staring with Inventory.

1. Customers will buy MORE when that can “Take it home NOW!” You will sell
more because women buy impulsively and will delightin being able to take the product
home and use it immediately.

2. Customers Compliance with products. When your client takes it home immediately,
she remembers how to use the product and will not change her mind ad she might if
you come back two weeks later to deliver her order.

3. Itis a time saver for YOU. While you are making deliveries, you could be doing an-
other class!

4. Gift Giving Services. You will have product on hand for making and marketing gift
sets.

5. “Creative Financing” Being able to take the product home NOW is a big seller even
to women who can pay all up front. Offering a split payment will allow them to take
some or all of the products home right away. If she had to wait for the product and he
money she would not be likely to buy.

6. You are in business to Make Money! Any business requires an adequate supply of
products to service customers. You can Choose to make money from your first skin
care class by starting your business with a profit - level inventory or you can chose to
delay taking profit form your business by starting with a smaller inventory and re-
investing your profits until your inventory reaches profit - level. . . It is your choice!

7. Most Important - ACCOUTABLILITY! You immediately start your business with a
Business Mentality. Experience has shown that when you treat this business... like a
Business. . .you gets Business Results. On the other hand, when you treat it like a
Hobby. . .you get Hobby Results!

Often a New Consultant will ask that I suggest for them, of course this is a personal and financial

decision. However, because of my experience in the business, I do offer the following suggestions.
If you are planning to succeed and want BUSINESS RESULTS, if possible order the FULL INVENTORY.
If you are desperate for money and need to pay yourself a salary immediately, order the FULL INVENTORY.
If you are absolutely TERRIFIED or looking for HOBBY RESULTS, you may consider a partial inventory.
But know that you will need to reinvest!

THERE IS ABSOULTULY NO RISK IN MARY KAY!!!
Mary Kay has a 90% buy-back guarantee. If your first year, you chose to leave Mary Kay,
our company will buy back your remaining inventory at 90% of what you paid for it. If you
hold only one class, you cannot lose money in this business!!

It is your Choice. . . Make your choice wisely!
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Make a list of every woman you know that has SKIN. 

[image: image8.jpg]



[image: image5.jpg]3 Classes Per Week
9 - 12 Hours Per Week

$150 Class x 3 Classes =
$450 x 50 Weeks =
300 New Basic Custormers

$450 Weekly Sales
$22,500 Annual Retail Sales

300 Reorders x $120 Per Year = $36,000 Annual Reorders
$58,500 Total Annual Sales
$29,250 PROFIT

2 Classes Per Week
6 - 8 Hours Per Week
$150 Classx 2 Classes = $300 Weekly Sales
$300 x 50 Weeks = $15,000 Annual Retail Sales

200 New Basic Customers

200 Reorders x $120 Per Year = $24,000 Annual Reorders
$39,000 Total Annual Sales
$19,500 PROFIT

1 Class Per Week
3 - 5 Hours Per Week
$150 Class x 1 Class = $150 Weekly Sales
$150 x 50 Weeks = $7,500 Annual Retail Sales

100 New Basic Customers
100 Reorders x $120 Per Year =

$12,000 Annual Reorders
19,500 Total Annual Sales
9,750 PROFIT
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Keeping Good Records Is Essential To Your Business

As a business owner you are responsible for your expenses. Below is a list of expenses that
are related to your business and are ESSENTIAL for tax preparation.

1. Take INVENTORY of all section 1 wholesale merchandise on your shelf as of Dec. 31 $

(Use your Consultant Order Sheet to record totals, add up the retail amount, then figure

the discount at which you ordered during the year to give you the wholesale amount — 50%)
STARTER KIT cost if you are a new consultant during the year. §
ALL RETAIL SALES income from beauty appointments and reorders. ( Inc. sales tax) $
ALL OTHER INCOME. (4-13% checks, and other prizes and commissions from 1099 form). $
Inventory carryover from last year $ (Wholesale inventory on your shelves as of Dec. 31 the year before.)
Business Expenses:

SECTION 1 wholesale purchases for the year (On computer sheets from the company) $

SECTION 2 business supplies (on computer sheets from the company) $

SALES TAX paid to the company on product purchases (on computer sheets) $

FREIGHT charges on product orders $

N DR

Products used for PERSONAL USE at cost  $ ( at wholesale cost)

OFFICES EXPENSES $ (copies, pens, paper)

BUSINESS SUPPLIES $ (Includes magazines, & publications)

PRODUCT REFUNDS at retail value $

PROMOTIONS AND CONTEST EXPENSE $ (if you buy a gift for a teammate or customer)
Laundry for DRY CLEANING FOR BUSNESS ATTIRE $ (Red Jackets only)

BANK SERVICES CHARGES $ %

(money orders, cashiers checks, Visa/Mastercard/Discover card fees, checking charges) *

INTEREST PAID on business loans or Mastercard/Visa/Discover for inventory and expenses * $
ADVERTISING, PCP, business cards, anything with your name on it $
POSTAGE & Express mail $
MEETING EXPENSES meeting dues, workshops, conferences, seminars, & booth fees $
COST OF RED JACKET $
ACCOUNTANT FEES $§
OTHER SUPPLIES ( ribbon, baskets, gift wrap, etc.) $
TOTAL BUSINESS MILES driven ( total miles for the year too )
TRAVEL EXPENSE

Plane, public transit, taxi $

Lodging $
MEALS AND ENTERTAINMENT $

(interviews, luncheon meetings, and meals while traveling, etc.)

OFFICE EQUIPMENT $ ( computer, printer, etc - listed by date and cost)

TELEPHONE $ ( long distance only if it is not a separate line)
(include voice mail, Voice-Tel, cellular, etc.)
PRODUCT INSURANCE $§
FOR OFFICE IN HOME YOU NEED:
Utilities $
Insurance $
Home Taxes $
Mortgage Interest $

*Interest and fees can only be used if the credit cards are FOR YOUR MARY KAY BUSINESS ONLY
and have no other charges on them!!!!

SAVE YOUR RECEIPTS!!!!
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