Greetings!  Here are some very valuable words of wisdom from NSD Sue Kirkpatrick.  I highly recommend you take a minute to read carefully.  I also highly recommend that this advice be followed.  Having product on your shelf is like having money in the bank!  You simply MUST work this like a business to see the maximum profits, and the incredible income that Mary Kay CAN & DOES provide!


IT IS O.K. TO SAY 'NO' WHEN SOMEONE ASKS TO BORROW OR TRADE PRODUCT!
  

In the early years of my business, we needed to place a minimum $600. order to receive 50% discount.  It also could take 2 or 3 weeks to receive an order.  As a result, we did a lot of trading and even borrowing from each other.  Unfortunately, that did not aid in each Consultant becoming an independent business woman who had great money management skills.  Some actually became dependent on their sister Consultants inventory and never built their product level.  
 

Women who would never call another person and ask to borrow $200. in cash did not think about doing the same thing asking for product.  
 

In our effort to be go-give, we created some really bad habits.  By the time I moved from New Castle in 1992, my front door had become a revolving door with Consultants wanting to trade.  I took full responsibility for creating that monster even by the way I was recruiting.  I actually said in interviews, "The consultants all help each other out if we run out of certain colors, etc." :(  Of course, we get what we talk about. 
 

Side note:  I could tell a lot about someone's integrity by the condition of the products that they wanted me to take.  :) 
 

Now, the good news!!!  Our business opportunity has continued to get better and better.  We can now order as little as $200. and receive 50% discount.  We can place an order and have it in a few days.  The Earned Discount Privilege is available for those emergencies that we run out of something right after we order.
 

Therefore, we can run our businesses independently of other Consultants.  It is not their responsibility to supply product for us to service our customers.  Here are some things that I would like for you to consider for the new Year.
 

1.  Build your product level up to the point that you can deliver to your customers anything they need when they need it.  If you are not there yet, focus on skincare first because customers need that immediately.  If they have to wait a few days for color, they probably will.
 

2.  Place an order instead of calling another Consultant.  It is always best to place at least $200.  $400. or more allows you to take advantage of the bonus products and Pink Sale if you are ordering on line.  If you must order less, why not call a few more customers and get the order up so that your profit is not reduced by the cost of shipping.
 

3.  If you get an order for something that you don't have and your customer needs it right now, call another Consultant and give her the sale.  If it is her product that is being sold, then the profit should be hers.
 

4.  If a Consultant calls you to trade (I think everyone is passed asking to borrow)...it is O.K. to say No.  One of my top selling Directors shared with me that someone called for a product, she went to look for it and came back and said, "oooooh, I only have 15 of those on my shelf and I fear if I give one to you, I won't have what I need for my customers this week".
 

5.  Remember time is money.  Time spent one way takes time away from something else.  Any time spent trying to find product, going to get it, etc. is wasting both the person's time that is asking for the trade and the person who is trying to accommodate.  Everyone just needs to order and manage our own products.
 

Agreed?  Hope so.
Sue Kirkpatrick  suekirkpatrick@marykay.com  
