THE VALUE OF A GOOD INVENTORY

Maintaining a good inventory is the first step toward building a strong customer service business.  Just as you depend on your florist to carry fresh flowers, your customers depend on you to offer the same service.  By planning ahead for your customers’ needs, you will be able to deliver your customers orders at the class.  This saves you valuable time and money.  A good inventory will also motivate you to reach higher sales goals, increase customer satisfaction and reduce business costs.

Most recruits and potential recruits do not understand the total value of their initial order for their inventory.  This is very understandable because it is new to us.  Let’s face it, no one likes to borrow money to MAKE money.

We must remember from the beginning that we are starting OUR OWN BUSINESS and inventory is one of the key elements of success in our business.  Can you imagine the difficulty of a retail store opening for business with minimum inventory?

OUR FIRST FEAR – BORROWING

Many bankers I have talked to are more willing to make a loan to a good stable woman, regardless of age, then to a man, as they have a better repayment record.  It means that if we decide to do something, that we usually do it!  Isn’t that the first thing we learn to do in Mary Kay from our recruiter and director:  “YOU CAN DO IT!”.  It is one of the basic philosophies that the company was founded upon.  Also, remember that bankers like the security that you and your Mary Kay business offers in that you have a 90% REFUND GUARANTEE.

OUR SECOND FEAR – INTEREST RATES

Are they too high?  Should I wait?  Should I only order a minimum amount?  Don’t let these things bother you, because you are not borrowing that much and it’s for a short term.

Do you realize that there is only a $30 difference between borrowing $3,000 for six months at 18% versus 14%?  Do you realize that if you borrow $600 at 18% for six months versus borrowing $3,000 that it is only about $90 more.

Would you rather go to a clothing store and see what you want and need and buy it, or would you rather wait while they order it and then buy it?  Would you rather make one trip to one class and sell product to 6 people at that time, or would you rather take orders and then make six additional deliveries?  If you don’t have the product at THAT class, how many customers are going to say “NO” or say “Well, give me a call when you get it and I will buy it then.”?  In other words, HOW MANY SALES ARE YOU GOING TO LOSE and how many additional hours will you work delivering, reselling, collecting and visiting to finally collect your profit.  Remember that you cannot do business out of an empty wagon.

OUR THIRD FEAR – CAN I PAY IT OFF

The average conservative class sales are $200.  That means you will make $75 to $80 on each class after hostess credit.  Keep in mind that after 30 days, you start getting reorders and they are 50% profit!  What does this mean?  It adds up to this: If you hold only two classes per week, you will make your loan payment and have a profit too.  More importantly, you now have $2,400 worth of product that you own and is worth almost $4,800.  What if I hold 4 classes per week, plus my reorders, plus my recruiting commission checks, what is my profit per week?  Figure it up, it will AMAZE and EXCITE YOU!  For example, if your average reorder profit is $5.00, alone it does not seem like much, but what if you were getting 100 reorders per month after 6 months?

Planning a good inventory is vital to building a strong and growing business.  Without products, you can’t sell them, and without sales, you’re out of business.  Always keep your product inventory up-to-date and plan for your future needs.
