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“I am so honored & thrilled to be able to put this packet together to help you further your
careers and businesses in the field of makeup artistry. I plan to stay true to my commitment
with my students – going above and beyond to teach you what you need to advance your
career, skills and businesses to the next level! I am deeply passionate about this industry and
while running your own business may not always be easy, the information found in this packet
will help you on your way to running a successful business in makeup artistry. It is our goal as
professional makeup artists to strive for a standard of excellence that is far beyond average.
I look forward to helping you pursue your passion by starting the business of your dreams!”
– Courtney G. Freeman, Licensed Esthetics Instructor/Owner
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Sample Invoice
Ever wonder how to form a proper invoice? We’ve got you covered! Use our example invoice to help you get
started billing your clients in a clear, concise and professional way.

Client Contract
Contracts can be confusing. Luckily for you we’ve taken the guesswork out of them with our interactive
template! With our guide, you’ll be on your way to crafting a contract that protects both you and your client.

Bridal Consultation Guide
We’ll teach you how to get the most out of your bridal consultations while making them fun and memorable
for your clients! We’ll show you tips and tricks on how to promote yourself and make your clients love you.

Client Consultation Form
From the basics of gathering your clients contact information to the proper way to analyze their skin for
optimal makeup protocols...We’ve got everything you need right here!

Freelance Makeup Artist Business Plan
In this section we explain the in’s and out’s of forming your business from sales and marketing to analysis,
legal formation and finances. We’ll teach you how to set firm goals and focus on doing what you love!
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Use the interactive fields below to fill in the information for your client invoice and
practice getting used to creating your very own invoices! Get excited! There will be
many, many more to come!

Your Logo

INVOICE

(Copy Logo Over This Area)

Date:
Invoice#:
Customer ID:

Bill To:
Client Name:
Address:
City, State,Zip:
Phone:

Services Rendered

Amount

Subtotal:
Make All Checks
Payable To:

Tax Due:
TOTAL DUE:

Thank You For Your Business!

I NS T
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Client Contract
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Use the interactive fields below to fill in the information for your client contract.
Below are the basics that you can use to practice creating your own contracts for
each of your clients. A good contract is an essential part of the business process
for protecting both you and your clients.

Your Logo
(Copy Logo Over This Area)

Client Information:

Event Information:

Client Name:
Address:
City, State,Zip:
Phone:

Event Date:
Event Time:
Time of Services:
Number of Services:

Makeup Artist Promise
Makeup artist agrees to arrive on time to location of event and to perform agreed upon services with
the utmost degree of quality and professionalism. As a professional, makeup artist agrees to always
treat each client with a passionate level of care and attention to detail.

Fees:
Client agrees to pay the agreed upon amount of
as outlined in the menu guide
for services rendered by the date of
. In addition to the amount outlined above the
amount of
is also due for location fees associated with the contract. There will be
a deposit of
due for this session.

Cancellation Policy:

Permission Policy:

Client Signature:______________________

Artist Signature:_______________________

Date:_______________________

Date:_______________________

I NS T
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Bridal Consultation Guide
When Planning a Bridal/Event Consultation,
Where Do I Begin?
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“Make it YOUR Business”
The first and foremost GOAL of any great consultation is to gain a great client & map out all dues
owed to you. You, in turn, provide an exact outline of the client experience – in order to secure the
job and gain a client for LIFE! Pull out all of your swanky contracts, service menus, portfolio images,
etc. – and make it a FUN experience for them to sign off on!

“Networking is KEY”
Add VALUE to what you are offering your clients! This is truly the key to positive self-promotion,
and to provide that extra “something” your clients desire. Within your business portfolio and service
menu offerings, have specific vendors such as photographers, studios, hair stylists, salons, spas –
you name it– to network with, in order to provide your client with the overall experience. Simply put:
Your clients want all the work DONE for them. You must provide those tools! They may have their own
vendors in mind, but by simply providing an answer to a question before it is asked, you may take
off some of the stress that they desperately need! In addition, create packages or services that
combine your menu offerings with those of the vendor, in order to provide an amazing added value
and perk for the client!

“The Experience”
Your Consultation “performance” should mirror that of your phenomenal Makeup Artistry presentation.
WOW your guests with complimentary champagne, stylish linens for you to lay out your products,
and other personal/unique touches that really put your own spin on the experience! Your clients will
not only feel beyond impressed, but they will tell their friends and spread awareness for you across
their social media outlets! (Hint: Also have your client write a quick “Client Review” of their experience with you – whether on a very custom note with your letterhead on it, or through email! Ask for
permission before posting, and watch the $$$ roll in!)

“Show Off !”
Now that you have taken care of BUSINESS, roll out all the stops – just as you would for your dayof-event Makeup Artistry Experience, and show off your God-given talents! Pull out the lashes,
airbrush machines, and images they can flip through for inspiration. Before & After images on your
smart phone or personal camera are an absolute MUST! Use these personal moments together to
create marketing media within your paid time! The floor is all yours, honey!

I NS T
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Bridal Consultation Guide
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Ok, I’ve done the Consultation. Now, how do I create a
Bridal Timeline?
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The key to an awesome Wedding Day is timing. The BEST makeup artists tend to be “mini wedding planners” if you will – and often times, helping to coordinate the morning or mid-day
beauty activities to make the bride’s day as luxurious and stress-free as possible! Here are your
NEED-TO-KNOWS:
When booking a group party of 4 or more guests (or any number, really), reserving the DAY for
a group “beauty date” is the best bet. Trying to book in brunches and other mini events cause
too much stress on the bride. Suggest offering a spa party in the morning with chair massages,
mimosas, hair styling, and makeup applications to the group – at the salon, home of the bride,
or any on-location venue of their choice. That way, the group can get ready together, enjoy each
other’s company, and relax before the big moment!
Rule of thumb when it comes to photographers: Group pictures are typically scheduled two hours
before the wedding ceremony. Therefore, if the ceremony is at 6pm, the entire party needs to
be dressed and ready to go by 4pm. With that being said, hair and makeup should be DONE by
3:15pm at the latest – so the group can put on
their gowns, jewelry, and touch up any last-minute strays or smeared lip gloss.
When considering the above example, any group
party will typically take 3-5 hours to get ready
– hair, makeup, and all of the other parts of the
puzzle. When there are friends and bridesmaids
that haven’t seen each other in a while, they want
to visit, talk, and distract as much as possible.
Therefore, be thirty minutes early than the agreed
upon time frame, and plan for roadblocks. If you are
100% prepared, there will never be an issue.
If you take one thing from this and one thing only:
TIMING IS EVERYTHING! Must I repeat? In addition to
the above, make sure to having your timing down for
your individual makeup applications to 20 minutes at
the most. This will ensure you are able to fit in a large
group in a reasonable amount of time.
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Client Consultation Form
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Confused about how to evaluate your clients skin? No
problem! Use the below chart to cover all the bases.

Client Information:

Makeup Artist:

Client Name:
Address:
City, State,Zip:
Phone:
Email:

Name:

Assessed Skin Type
Ethnicity:
Skin Tone:

Products Used:
Prep Products:
Foundation:
Concealer:
Highlighter Colors:
Contour Colors:
Brows:
Eyes:
Lips:

I NS T
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Makeup Artist Business Plan
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This is where it’s at! Everything you need to know to get
started dreaming, building and creating your passion!
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This is where we get down to real BUSINESS and map out your plans, dreams, goals, aspirations – you
name it! We want you to think OUTSIDE the BOX, pull from inspiration, and delve into what drives you most
– YOUR passion! Let’s answer these key questions together to outline a solid brand stamp for yourself that
will truly pave the way for your future in Makeup Artistry Excellence!

Business Description
This is the WHO, WHAT, WHEN & WHERE that tells your clients precisely who you are and what is going on.
They should gain a real sense of the EXPERIENCE you bring to the table when describing your brand!
What is your VISION for your business?

Where is your business located & what are your business hours?

Where do you see your business in 1 year, 2 years, 3+ years from now?

Products & Services
Map out a very distinct and unique menu of services for yourself. Think about the cost of on-location fees,
makeup artistry in terms of “just the basics” vs. event makeup, lashes, airbrush makeup add-ons, tattoo
cover-up, theatrical makeup – the list is endless! Make sure to include packages as well that truly exemplify what makes your services unique and different. Added VALUE is what makes your clients come back,
begging for more! Think: Small goodie bags with touch-up samples to gift to your bride, just for being your
client!
On a separate document, list out your entire menu from start to finish – prices included. Then answer the
following:
What services do you plan to offer?
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Makeup Artist Business Plan
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This is where it’s at! Everything you need to know to get
started dreaming, building and creating your passion!

Do you plan to sell products? If so, what brands and types? What legal documentation will you need to
go along with product sales?

Market Analysis
A typical Market Analysis will include demographics, industry outlooks, and historical and current marketing data. To go along with your particular niche of Makeup Artistry, research and include any local
events, charity balls, high school proms, pageants, corporate work functions and holiday parties, debutante balls, wedding venues, and any other events based in your area that are specific to your location.
Take over that market! Get in there and network with the exact individuals you need on your side to help
you sell your service! You need to know exactly what is going on and who to reach out to in order to take
your market by storm!
Make a list of your potential customers. Where will you find them?

Make a list of your local competitors. Highlight their strengths and weaknesses in comparison to the
services/products you offer.

I NS T
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Makeup Artist Business Plan
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This is where it’s at! Everything you need to know to get
started dreaming, building and creating your passion!

Sales & Marketing
This is truly a CHUNK of your business that should be planned out with precision and clarity. Like the
other aspects of your business plan, marketing should not be a half-hazard effort to gain promotion
and awareness. You must envision an exact FORMULA for success that covers all your bases and
strategically place yourself as the EXPERT in your field!
What areas do you plan to focus your Marketing strategies?
_ Blog Posts
_ Business Cards
_ Website
_ Social Media
_ Word-of-Mouth
_ Networking
_ Print Advertising
_ Direct Mail
Take the Marketing Arenas you checked off above and on a separate sheet of paper, list THREE
ways you plan to make this happen and also THREE ways you plan to work on each arena on a
DAILY basis in order to meet your sales and marketing goals!

People
Make a list of everyone who will likely be involved in your business as well as what they bring to the
table.  This will help you identify strengths and weaknesses to make sure that you know who your
go to people are for every service that you offer. Will you be a sole owner/operator?  Will you hire
employees?   Do you have resources you can call on if you become overbooked?

Financial Plan and Projections
Financial Planning may be the most IMPORTANT and yet often intimidating aspect of your entire plan.
Although you may be anxious about financial planning and forecasting, EMBRACE it! Learn it. Love it.
You will use this as a GUIDELINE for everything you do – and learn to be an awesome mini accountant in the process. I’m a firm believer that if you can keep your finances in order, you can keep
your entire life in order. Most of the time, anyhow. The idea is to project how much it is going to
cost to operate your business as well as what you intend to earn.  Start your financial projection by
making a few simple lists!

I NS T
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Makeup Artist Business Plan
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This is where it’s at! Everything you need to know to get
started dreaming, building and creating your passion!
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Revenue
Services:  How many services to you intend to perform per week? Per month?  How much will you charge
per service?

What is your weekly/monthly/yearly GOAL? In dollars?
Products:  How many products do you intend to sell per month? What is the cost for each product? What
is the amount you sell each product for?

Expenses
Marketing:  Take all of your marketing ideas and assign each idea a cost. For example, how much will it
cost you to build a website, maintain a website, print brochures, print business cards, join local networking
organizations?
Operating Costs: Make a list of all your general operating costs (e.g. phone, office supplies, product to
restock your makeup kit – the list goes on!)
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Makeup Artist Business Plan
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This is where it’s at! Everything you need to know to get
started dreaming, building and creating your passion!

Legally Forming & Managing Your Business
A lot of people tend to get a little scared when it comes to taking care of the legal side of starting
their business. Don’t be! It’s not as hard or expensive as you might think! While paperwork, licenses
and accounting may not be the “fun” part, it’s absolutely essential that you get these things out of
the way so you can get on to doing what you love! There are a few things you’ll need in order to get
started:
1. Naming Your Business
The first step is to come up with a name that you want to use for your business. It can be anything
you want so long as it’s not already taken by another business! It can even just be your name
followed by “Makeup Artistry” or “Designs”. Be creative and pick something you love!
2. Check To Make Sure Your Chosen Name Is Available
In order for you to apply for a business license and register a name, that name has to be available
and not already being used by another business. In order to do this you need to check with your
Secretary of State.
SC applicants can check availability at: http://www.scsos.com/Search%20Business%20Filings
3. Submit Paperwork To Your Secretary of State
This information can be found online by doing a search for your state followed by “Secretary of
State”. The website will guide you through the different forms and direct you to the one you need.
Be sure to also submit a form to register the name you choose. Once you submit your paperwork, it
usually only takes a week or two to get your business license in. Exciting!
SC applicants can register using these forms: http://www.sos.sc.gov/Library%20of%20Forms%20
and%20Fees#Corporation%20-%20Domestic
4. Apply For A Local Business License
You’re almost there! In order to legally operate your business you need to also have a business
license in the city you are operating in. These licenses are obtainable from your local County Clerk’s
office and are very inexpensive. You will be asked to estimate your income for the year and will pay
a fee based on that number. Very easy!

I NS T
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Makeup Artist Business Plan
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This is where it’s at! Everything you need to know to get
started dreaming, building and creating your passion!

5. Applying For A Retail License (optional)
This is not a necessity if you only plan on providing your services but if you plan to resell any
products then you will need to apply for this in order to charge your clients sales tax on the
products you sell. In SC, there is not a tax on services, however some states may vary. Be sure to
check with your state before applying!
In SC you can apply for your retail license with this form: http://www.sctax.org/NR/
rdonlyres/3C790838-F491-403D-9A61-7B1175D8F571/0/SCDOR111_08152012.pdf
6. Accounting For Taxes
Ah yes, taxes...don’t we all love them? Ha! Sadly though we all have to pay them and a good rule of
thumb when running your own business is to always set aside 30% of your income for taxes. This
doesn’t mean you‘ll NEED to pay that much but it’s better to have a little bit extra stashed away
then to have spent it all when it comes time to pay. You will want to speak with an accountant and
have them set you up to pay an “Estimated Tax” once per quarter based on your estimated income
for the year. Be smart with your earnings and you will always be fine!
7. Hiring An Accountant (optional)
Once you have all your ducks in a row it’s not a bad idea to get a trusted partner to help handle
your taxes once tax season rolls around. If you’re comfortable doing your own taxes, great! But keep
in mind that a professional may be able to save you LOTS of money by helping you find write-offs
that you may not have known about. Also, be aware that when I say “hire” I don’t mean like paying
an employee. You are simply paying them once a year to essentially “figure out” and file your taxes
with the IRS. It’s usually a few hundred bucks. Not too bad, right!?
Here are just a few examples of things you can write-off on taxes to help save you big $$$$:
•Any supplies you buy for your services (brushes,powders,concealers,etc...)
•Gas and miles to and from your appointments
•A percentage of your rent or mortgage based on the size of your home studio(if applicable)
•A percentage of your cell phone bill used on clients
•Any charitable donations you’ve made
•Any office related expenses needed (printers, computers, paper, ink, etc...)
Basically if you need it for your business and it costs money you can probably write it off in some
form or another!
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“If you’ve gone through this guide and followed these 5 easy steps then
you are on your way to creating the business and career of your dreams!
Congratulations!
Creating your own business takes hard work, there is no doubt about that. But
I want you to know that creating your very own business is one of the most
rewarding things you can do in your life. Search your heart, discover what moves
you, set goals to free yourself from the everyday grind and start working
towards something that matters. Your true calling. Your life’s love. Your Passion.
There is nothing more satisfying! You CAN do it and we’re here to help!
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