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The goal of our newsletter is to help our
clients grow their business. Promotional 
products can increase awareness, name
recognition and lead generation.
Premiums will improve customer loyalty,
employee morale and productivity.
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■■ _______________________

■ _______________________

■ _______________________

Information and Ideas for Improving Sales, Image and Profits

™

hey’re on your desk, on backs at the gym, on nightstands, at the breakfast table,
and each time a promotional product is put to use - it’s creating an

impression. Promo products from logo’d mugs to baseball hats are
the advertisements that keep on working … for years.

Custom imprinted umbrellas, USB pens, and sports bottles really
work to get your message across and there is plenty of research data
to prove it. This may explain why marketers spend over $18 billion
per year on promotional products. Whether the goal is to increase
consumer loyalty, warm up business prospects, or encourage your
biggest fans' devotion, a promotional product campaign can work
harder for you than almost any other type of advertising.

Here are some interesting stats from recent studies:
■ Memorable: 76% of consumers said they could remember the brand

name of a company that gave them a promotional item in the past year.
■ Long-lasting/repeat exposure: 73% of those who used the promotional

product they had received, stated that they used it at least once a week, and 45%
used the item at least once a day.

■ Improved company image: 52% of participants reported having a more
favorable impression of the advertiser since receiving the item.

■ Generation of business: 48% of participants in the study did business with
the advertiser after receiving the promotional product.

■ Increase in referrals: Salespeople who handed out promo items received 32%
more referrals than those who did not give out gifts.

Are you looking for new ways to promote your brand?  Call us today for
interesting ideas that will spread the word.

According to the Promotional Product Association,
the most popular items from 2006 were:

1.Wearables
2.Writing Instruments
3. Calendars
4. Drinkware

Extending Your Marketing Dollars
T

5. Bags
6. Office Accessories
7. Recognition Awards
8. Sporting Goods
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I’m interested in:
■ Promotional Apparel ■ Direct Mail
■ Spring Promotions ■ Apparel
■ Tradeshow Giveaways ■ Business Gifts
■ Incentives/Awards ■ New Products

I need: ■ literature ■ pricing ■ samples of these
products: _________________________________

Contact ___________________________________
Company _________________________________
Address (if different from addressee) ________________

_________________________________________
City/State/Zip _____________________________
Phone/Fax/Email __________________________
Riddle Answer _______________________________

Please copy and fax or mail your request

This Newsletter Provides Information and
Ideas for Improving Sales, Image and Profits.

Want to make your next promotion a success? 
Please contact us at:

Dear Addy,
ANSWERS TO YOUR PROMOTIONAL QUESTIONS

Q: I’m looking for really “cool” gifts to thank our employees for their dedication
and hard work over the past year. What do you suggest?

A: Check out the digital photo key chain that holds up to 26
photographs, or even one of the new MP4 players.

Q: Our insurance agents need something that is useful or handy to give to new
clients. What do you think?  

A: Here’s an idea: an Auto Emergency Kit complete with flashlight,
distress flag, road atlas, tire gauge, antiseptic towelettes, and
adhesive bandages.

Do you enjoy reading our newsletter? 
Call, fax or email us with your comments.

Words of Wisdom

Philosophy of Ambiguity
1. What if there were no hypothetical questions?
2. Is there another word for synonym?
3. Can vegetarians eat animal crackers?
4. If the police arrest a mime, do they tell him he

has the right to remain silent?
5. What was the best thing before sliced bread?
6. One nice thing about egotists:They don`t talk

about other people.
7. If you try to fail, and succeed, which have you

done?
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