neutral choices: job-related items,
gourmet food, flowers and things
that pertain to the recipient's out-
side hobbies.

If you're having trouble deciding
on something, do a little research.
Call the person's secretary or a co-
worker and ask about favorite
fonds, special interests, collections,
color preferences, favorite sports
teams, authors or musicians. This
strategy will certainly tell you what
to avoid. The wrong gift is useless,
and may even be offensive.

4 For group gifts, find out something about
group membears by identifying their

» demographics

* jobs and income levels

s lifestyles and interests

» relationship o vou and your business,
product or service

+ xposure to other business gifts

» gxpectations

4 Considar group gifts that can be enjoyed by
all:

+ @ party, banquet or luncheon catered in the
office or at an outside site

 special privileges (the use of an execu-
tive parking spot)

+ free tickets to a special cultural or sport-
ing event

+ health club or museum memberships

4 Will the recipient feal comfortable

accepling your gift?

Put yourself in a gift recipient's shoes.
Would you feel comfortable receiving the
gift you've chosen? If your answer is yes,
send it. If it's no, choose again. Don't
ignore the slightest hint that a gift might
be offensive or mistaken for a bribe.

The Benefits of
Business Gift Giving

Unlike direct mail campaigns that target specific mar-
kats, business gifts can be parsonally selected and
Sefil To key acoomis,

Bacause of its personal nature, a weall-chosan busi-
ness gft says we care about you and our business
ralationship with you,

Business gifts hawe a repeat effiect. A gift from you
is & constant remindar of yow and your busness.

The: right. gift. makes more of an impact than almost
anything alse you do for your customer. Everyone
likes to get presents.

Eving a gift most often creates a favorabla impres-
slon. It 18 & subtle, soft-sell form of promation that
wiorks well. & business gift is a positive, pleasant
experience for both the gver and the recipent.

You can easly tie your business gift program i with
promuotional o advertising themes 1o increase synergy
and multiphy the frequancy of your message.

Your gift positkns you foremest in the mnd of the
customer, so that when he or she nesds your product
or senvice, you re the first one they think of, not. the
cofmpsatition.

Step 5 Get Sentimenta
Say something with a personal note that
accompanies every gift, no matter the
gift's value or the occasion. You won't get
by with just a brief note on a business
card. Include a separate note that con-
veys both thoughtfulness and sincerity.
The nofe should explain the purpose of
the qgift plainly and cleardy. If you can't
include a note with catalog orders, for
instance you should send a separate note with
your message that a gift is on the way. For
other occasions such as a meeting or new
product introduction where hundreds of gifis
will be given and it's impossible to include a
personal note, convey your sentiments in a
speech, company newsletter article or letter



