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How To Start An Advertising Specialty Business

Advertising specialties are small itens |ike book matches, pens
or key chains that can be inprinted with a conpany, |ogo or
sl ogan.

They are deductible advertising and usually given away to pronote
t he busi ness whose nane is inscribed on them There is alnost no
limt to products that can be used as advertising specialties.
They can be anything the client conpany can afford, your
sponsoring conpany can inprint and the customer will use.

The ideal itemis useful, costs conparatively little and keeps
your clients' business nanme in front of the custoner as |ong as
possi bl e.

Advertising Specialties is an ideal business to operate from
hone. You can market themon a route, by mail, through
advertisenments, by phone appoi ntnents or by personal contact.
There are two nmmin objectives in establishing yourself in this
busi ness.

The first is to | et people know who you are, what you handl e and
where they can get hold of you

Second, convince themthat you can help them pronote their
busi ness. Your experience and advertising know edge level wll
i ncrease constantly. In turn, your expanding capability wll
equip you to offer even better advice and nore tinely

suggesti ons.

Your customers are busy busi ness people who want to get the nost
of their advertising dollar and are not particularly

know edgeable in this area. As soon as your custoners realize
they can rely on your advice your success will be assured!

Advertising specialties include place mats, school football and
basebal | schedul es, cal endars and plastic w ndshield scrapers,
which lend thensel ves well to thee seasons. These give you a good
opportunity to nmake tinely and realistic suggestions to your

cust oners.

Foe exanpl e, in August you can suggest an order of inprinted
scrapers for winter and in June you can recommend an order of
footbal |l schedules for fall.

These suggestions are not just a ruse to sell -- they indicate
you have given sone though to your client's business interests!
These and thousands of other specialty itens are available with
organi zation or conpany (logo and nmessage) inprints at relatively
| ow pri ces.

Advertising specialty costs to the custonmer are in line with and
frequently bel ow other advertising nmethods. Al though a thousand
i mprinted pens costs nore than a single newspaper or radio ad,
the message on the pen lasts as |long as the pen,,, while the
newspaper ad is in the trash the next day and a radi o commerci al
is but a "fleeting word."

I ndustry specialty suppliers furnish sal esmen or independent
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dealers with instructions, catalogs, price lists and often, sales
kits.

Most advertising specialty sal espersons represent severa
conmpanies to offer a variety of personalized or inprinted
products. They show the prospective custonmer sanples, discuss the
nerits of different products, pronotional and adverti sing

obj ectives. They quote prices, wite orders and sonetinmes deliver
and collect for the products when they cone in.

In nost cases, however, they just take the order and get a "down
paynent" (the sales commission) fromthe client. The supplier
then ships the order direct to the custoner, COD for the freight
and bal ance due.

This systemis slightly nore costly due to the pieceneal shipping
and COD fees, but it may be the best (especially if you have a
route). Wen you can handl e these things personally, even if it
is only once in a while. You gain nore trust when you can deliver
and collect in person; it shows a personal interest in your

cust omer.

As a specialty ad sal es person, you are the only |ink between the
sponsoring conpany and your client. Your sponsoring conpany does
not deal directly with the public. If they tried, they would | ose
their salesnen as well as nany of their custoners because they
could not deal on a person to person basis.

For beginners, it is advisable to start with one product (such as
book matches) so you can sinplify your |earning process and
accel erate buil ding your confidence.

Try to form a business foundation without having to | earn too
many products, prices and nmethods of presentation. There is no
need to go after a large clientele with your first product. Just
nmake enough calls to gain enough experience and sel f-confidence,
then start expandi ng your |ine.

The real secret is to knowi ng your custoners, products and prices
well. This will enable you to visualize how your products can
best benefit your custoners.

As the representative of your conpany you are the authority for
that product and conpany to your custoners. |f you seem unsure of
your products, prices or their application, the custoner is not
likely to have confidence in you, the products or the conpany.
This neans they probably won't deal with you until you can

refl ect confidence!

Many retailers will try new sal esperson or product to check on
their quality, service and reliability. If they like what they
get, they will probably increase their orders.

Wth just one product at first, you can learn not only the
pricing, but the sales pitches and various conpany suggested
applications faster, and your confidence will build fast. You
will learn what kind of questions custoners ask and gain val uabl e
experience in handling them professionally.

When you feel you are ready, start adding products to your line.
As you becone better acquainted with your custoners, you wll
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soon have a good idea of what might sell in your area. Your
custonmers will tell you their needs and preferences and nost will
be happy to advise you on your products and techniques.

When you add products, concentrate on those that conpl ement what
you al ready offer (you already their application).

For exanple, if you sell printed book natches, add printed pens
and cal endars, which involve simlar applications. Later on you
can add silk screen | abels and wal |l et size cal endar or self-stick
football schedul es for |ocal high schools.

These are exanples of itens whose applications may be a little
nore conplicated than book matches.. You should be famliar with
their potential use before adding themto your |ine.

It is quite alright to change suppliers fromtine to tine. Wen
you do and the custonmer asks why, just explain that you found a
better deal (that, they w Il understand).

Good specialty sal espeople gradually build a full line of
products, learning all about each one in turn. That's how t hey
can intelligently recomend realistic alternatives and suggest
di fferent pronotional innovative specialty sal es person can
nmental ly adapt to his custoners. The result can literally be a
speci al plan for each individual client!

Most specialty suppliers provide their representatives with
excel l ent support. They enploy staffs of experts who keep comi ng
up with new and better ways to market their products.

When you di scover a new technique for one product, it wll

usual ly al so apply to other products as well! |f book matches are
good for a graduate, then why not napki ns or handkerchiefs? Al so
be alert for profitable conbinations.

For exanple, you might try to put together a pronotion to print
bunper stickers supporting the school team You might get the
bank to pay for 500, the supermarket, another 500 and perhaps a
few small er orders to bring the total to 2500 (a price change).
Then, you sell the local drive-in the space on the protective
covering for free soda coupons (w th purchase).

There are endl ess variations that an innovative sal esperson can
devi se, including conbining orders to take advantage of vol une
prices.

Those 500 bunper stickers cost nearly double per unit at the 500
rate than the 2500 rate. By paying a snall copy change fee, you
can have 500 stickers with the bank nane; 500 nore with the
supernmarket (etc.) as donors and still enjoy the 2500 rate. Since
the bank and supernmarket both pay at the 500 rate, you can make
up to $200 extra profit.

An excel l ent advertising specialty business potential is comng
events such as busi ness anniversaries, sales pronotions,

birt hdays, trade fairs, holidays, sports events and el ections.
Keep your eye on the cal endar and plan well ahead to take
advant age of these promi sing situations. Get |local nmerchants to
finance publication of school sports schedules (with their
conmpany nane |isted promnently).
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Talk to the canpai gn chairman BOTH parties and political
candi dates as soon as they file for office.. Find out who files
and when fromthe county, state or city clerks office.

Al ways be ready to help custoners with ideas and techniques to
hel p achieve their goals. Sonetinmes little suggestions |ike
sprayi ng i nexpensi ve cardboard political signs with water
repellant will nake you | ook great!

be sure to give yourself (and your custoners) enough |ead-tinme to
plan and fill orders in time for schedul ed events.

Advi se your custoners how long it takes to get orders to be
filled, and suggest allowing a little extra tinme in case there
are any delays. If printed pens usually take three weeks, advise
your customer to order about five weeks in advance if they nust
be available for a particul ar date.

Consi der joining professional organizations that can alert you to
addi tional suppliers, product and | DEAS

Advertising Specialties Institute 9ASI - see BUSI NESS SOURCES)

of fers distributor (salesnen) nenberships for a one tine fee of
$75. Menbership entitles you to a wi de range of trade infornmation
and initial credit from nenber suppliers.

Most trade suppliers display their ASI nunber prominently in
their advertisenents and catal ogs. Menbership is limted to
manuf acturers and suppliers of specialty merchandi se and active
i ndependent specialty people.

Going into the advertising specialty sales business is very easy.
Just decide on a nane for your business, get sonme business cards,
a sales kit froma good supplier and start calling on prospective
cust oners.

You al so need reliable transportation unless you plan to operate
by mail (which is not recormmended at this stage). ALWAYS keep a
record of where you go and who you talk to. This nmake each
succeedi ng visit continuation of the previous one.

When professional specialty sal espeople drive up to a business,
they take a nonent to refresh their nmenory fromtheir route book
This is an informal record of nanmes, nmjor discussion topic of
last tinme (if any), what they ordered and anything el se of

i nterest.

The idea is to appear interested enough in the custoner to
renenber their nane and the last visit! They have a separate

| oose | eaf page for each custonmer and update it each visit or
call. If you do this, you too will "remenber" nanes and details
of the last neeting. This is | MPRESSI VE and hel ps MAKE SALES!

After you have gai ned enough experience with adverti sing
specialties, you mght consider expanding or converting to an
advertising agency or service.

Here, you would size up the client's needs and hel p design and

i mpl ement pronotions and adverti senents for them You would
charge a retainer plus a fee for each pronotion and still get
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your conmi ssion on any advertising specialties. Needless to say,
some of your specialty sales custonmers woul d be excell ent
prospects for your agency.

Records keeping in this business is very inportant. In addition
to your custoner notebook, you should have accurate records of
all sales and comm ssi ons.

As an independent business person, the governnent requires you to
nake your own social security payments and (probably after the
first year) pay your taxes quarterly. |If you have someone do your
taxes, they will |let you know how nmuch you need to pay each
quarter and provide you with the forns to send in (they are
actually short and sinple).

The general rule in quarterly paynents is to pay one fourth of
what ever you owed at the end of |ast year over what your

enpl oyers wit hhel d. For business records, keep all your receipts
by the nonth. Consider a single entry |edger, such as that
described in Chapter 16 of The ULTI MATE HOVE BUSI NESS Manual
(avail abl e for $25.00).

This type of record will et you know how you are doing, and the
recei pts envel opes will enabl e your tax person to prepare your
taxes efficiently.

There are two inportant potential problemarea to watch out for
is the inprinted specialty sales field. The first is getting the
orders w ong.

Someti mes, you must THINK you have accurate copy, only to

di scover there is a misspelled word, incorrect address or wong
date. One sure error can wipe out profits fromseveral sales if
it is your fault.

To avoid this problem wite out the copy clearly, conpletely and
accurately on the ticket. Then ask the custoner to review and
sign or initial it -- signifying that they have checked and
approved it. Wen you forward the order to the conpany, always
keep a copy of the ticket with the desired copy (never send them

your only copy).

This way, if there is a problemyou can easily show who was at
fault. The other potential headache is getting hooked up with a
bad supplier. This could be one that overcharges, doesn't deliver
on time or gets your orders mixed up. Wien this happens, charge

suppliers -- fast! O course, we all nake m stakes, so if your
supplier nmakes an occasional error and takes i medi ate corrective
action,,, they are probably worth keeping.

To be successful in the advertising specialty business, you nust
be know edgeabl e and reli able.

This neans that you know your custoners as well as your products.
This is the only way you can know how your custoners can use your
products to their advantage.

Being reliable is essentially keeping your word, show ng up when
you are expected and giving your customers honest advice.

When your custoners expect you each nonth or week, you have
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passed a major nilestone -- because they will hold orders for
you! They could not afford to do that if they weren't sure when
you m ght cone around again.

Treat your custoners right and they will appreciate it enough to
be reluctant to deal with your conpetitors -- which is your
obj ecti ve!

BUSI NESS SOURCES

ADVERTI SI NG SPECI ALTY | NSTI TUTE (ASI) Bucks County Busi ness
center, 1120 Wheel er Way, Langhorn, PA 19004. Organi zation for
speci alty advertising manufacturers, distributors and sal es.

KLI NG ADVERTI SI NG SPECI ALTI ES, P.O. Box 338, Barrington, II.
Sales kits and instructions for ad sal esnen.

ALEXANDER, P. O Box 6, Lexington, KY 61753. High quality
i mprinted pens, marble coasters, key chains, enblens, etc.

W LKI NSON- ACRES, I NC., 844 Central Ave.,Kansas City, KS 66101.
Advertisi ng nmerchandi se.

LI NCOLN SPECI ALTY JOBBERS, 117 Virginia Ave., Readi ng, PA 19606.
Whol esal e specialty advertising products.

NATI ONW DE ADVERTI SI NG SPECI ALTIES CO., P.O Box 928, Arlington
TX 76010, 817/275-2678. Advertising specialties; free sales kit;
AAAl D7B Rating; old conpany.

NEWITON MANUFACTURI NG CO., Newt on, | A 50208. Ad Specialties; free
sales kit; old conpany.

PARKTONE PRESS, P.O. Box 539, Spring Valley, NY 10977. \Whol esal e
cal endars, ethnic selection; free sales kit.

TASCO | NDUSTRI ES, P. O Box 29376, Dallas, TX 75229. Whol esal e
i mprinted nerchandi se, such as basebal | caps.

ALLSTATE SPECI ALTIES, INC., 2895 Biscayne Blvd.,Mam , FL 33137.
Wol esal e cal endars, pens, etc; 40% comr ssion to specialty
sal esmen.

SPECI ALTY ADVERTI SI NG NATI ONAL ASSCOCI ATI ON ( SANA), 1145 19th
St., Washi ngton, DC 20036. Association of specialty advertising
producers. Free infornation.

QUI LL CORPORATI ON,, 100 Schelter Rd.,Lincolnshire, IL 60917-4700.
O fice supplies.

WALTER DRAKE, 4119 Drake Bl dg., Col orado Springs, CO 80940. Short
run busi ness cards, stationery (no choice of format or colors).

file:///N|/18-HOW_TO/02-023.txt (6 of 6) [1/4/2001 10:35:23 PM]



	Local Disk
	file:///N|/18-HOW_TO/02-023.txt


