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                                        SOI 2007 TOP PRODUCTS<br />

                                                        a Selling the number-one category<br />

                                                        How To Be An<br />

                                                        Apparel Sales Pro<br />

                                                        Jack Murray wears what he sells<br />

                                                        every day of the week – literally.<br />

                                                        The owner of J.P. Murray<br />

                                                        and Co. ( (asi/278575),<br />

                                                        says there’s<br />

                                                        no better way to grow apparel<br />

                                                        sales than by sporting the garments<br />

                                                        yourself. As a result, the South Carolinabased<br />

                                                        distributor can often be seen in<br />

                                                        his company’s line of moisture-wicking<br />

                                                        performance gear around the clock.<br />

                                                        “That’s the way I’ve been selling<br />

                                                        them, not through the Web or catalogs,”<br />

                                                        Murray says. “You can’t feel it,<br />

                                                        you can’t see it,” he adds of the fi rst two<br />

                                                        approaches. “With these new fi bers, you<br />

                                                        really need to wear it.”<br />

                                                        Of course, there are other ways<br />

                                                        to increase a company’s apparel sales<br />

                                                        without being a human billboard for it.<br />

                                                        A good starting point, suggests Joseph<br />

                                                        Scott, vice president of Scott & Associates<br />

                                                        ( (asi/321502),<br />

                                                        is to make sure that<br />

                                                        end-users know your company offers<br />

                                                        apparel. Oftentimes, a distributor’s<br />

                                                        line of promotional products is so vast<br />

                                                        that buyers may simply overlook the<br />

                                                        range of wardrobe choices. “I know for<br />

                                                        a fact that our clients have no idea of<br />

                                                        84 STATE OF THE INDUSTRY 2007 www.counselormag.com<br />

                                                        all the things we can do, and we cannot<br />

                                                        assume that our clients know that we<br />

                                                        sell apparel,” Scott says. “That includes<br />

                                                        uniforms.”<br />

                                                        Once end-users know who you are<br />

                                                        and what you sell, it’s up to the distributor<br />

                                                        to brainstorm and pitch possible<br />

                                                        sales opportunities. Nancy Asher, presi-<br />

                                                        dent of The Image Group ( (asi/229916 6)<br />

                                                        in Oklahoma, utilizes a three-step<br />

                                                        approach to selling more clothing:<br />

                                                        employee-uniform programs, special<br />

                                                        events, and an open-enrollment purchasing<br />

                                                        period for small or large companies.<br />

                                                        Although the last strategy tends to<br />

                                                        involve simple requests such as a logo<br />

                                                        screen-printed onto a T-shirt or a polo<br />

                                                        that needs embroidering, it can be an<br />

                                                        easy way to guarantee future customers.<br />

                                                        “Don’t be afraid to pitch a program.<br />

                                                        That’s what’s made our business successful,”<br />

                                                        says Asher, whose company garners<br />

                                                        $1 million per year in apparel sales.<br />

                                                        “When people think about a wearables<br />

                                                        program, they think of dealing with a<br />

                                                        customer that has big, multiple locations.<br />

                                                        It doesn’t have to be that big,” she<br />

                                                        Wearables accounted for<br />

                                                        33%<br />

                                                        of overall industry revenue<br />

                                                        in 2006 – a total category haul<br />

                                                        of more than $5.7 billion.<br />

                                                        continued on page 86<br />

                                                        Most Popular<br />

                                                        Ad Specialties<br />

                                                        Here is a list of the 10 products<br />

                                                        that distributors say their clients<br />

                                                        purchased the most of in 2006:<br />

                                                        # 1<br />

                                                        # 2<br />

                                                        WRITING INSTRUMENTS<br />

                                                        # 3<br />

                                                        DESK/<br />

                                                        OFFICE ACCESSORIES<br />

                                                        # 4<br />

                                                        RECOGNITION AWARDS/<br />

                                                        TROPHIES<br />

                                                        # 5<br />

                                                        GLASSWARE/CERAMICS<br />

                                                        # 6<br />

                                                        CAPS/HEADWEAR<br />

                                                        # 7<br />

                                                        BAGS<br />

                                                        # 8<br />

                                                        CALENDARS<br />

                                                        # 9<br />

                                                        SPORTING GOODS/<br />

                                                        LEISURE PRODUCTS<br />

                                                        # 10<br />

                                                        BOOKS/CARDS/STATIONERY<br />

                                                        Counselor State of the Industry survey. ©2007<br />

                                                        unzip

                                                    

                                                    SOI 2007 TOP PRODUCTS<br />

                                                        says, adding that her company recently<br />

                                                        outfi tted employees with uniforms at a<br />

                                                        two-location restaurant.<br />

                                                        “To tell an end-user that you’ll be<br />

                                                        able to stock certain inventory or have<br />

                                                        it within a certain period of time” can<br />

                                                        ensure repeat business, Asher says.<br />

                                                        As far as selling smarts go, the next<br />

                                                        step is offering customers a variety of<br />

                                                        apparel options that meet their needs.<br />

                                                        Sales professionals who demonstrate<br />

                                                        mastery of what they sell have a decisive<br />

                                                        advantage over those who prefer to let<br />

                                                        their clients leaf through books.<br />

                                                        “What end-users are looking for are<br />

                                                        people who know apparel, and what I<br />

                                                        mean by that is to be able to literally<br />

                                                        bring in three garments – good, better<br />

                                                        and best – and lay them side by side,<br />

                                                        turn them inside out, and be able to talk<br />

                                                        to the client about construction technique,<br />

                                                        fabric,” Scott says. “If you can<br />

                                                        provide a teaching and coaching function<br />

                                                        as a salesperson, that differentiates<br />

                                                        you from people who just sell stuff.”<br />

                                                        Factors to take into consideration<br />

                                                        include who will be wearing the apparel,<br />

                                                        color options, fabric features, comfort<br />

                                                        and fi t. When piecing together an<br />

                                                        ensemble, creativity and the ability to<br />

                                                        come up with different, practical combinations<br />

                                                        that don’t stretch the budget are<br />

                                                        essential.<br />

                                                        “If somebody has a $50 budget, you<br />

                                                        can show them a $50 polo or a $25 polo<br />

                                                        86 STATE OF THE INDUSTRY 2007 www.counselormag.com<br />

                                                        and a $25 vest,” Scott says. “You have<br />

                                                        to demonstrate that you have a wide<br />

                                                        range of options for them. Sometimes<br />

                                                        you can be pleasantly surprised. If you<br />

                                                        can explain what they’re getting for<br />

                                                        the extra money, every once in a while,<br />

                                                        someone will say, ‘Let’s go with this<br />

                                                        instead.’”<br />

                                                        Some strategies for homing in on<br />

                                                        the deal include showing a customer a<br />

                                                        sample with their logo already embroidered<br />

                                                        onto the fabric. To obtain a<br />

                                                        company’s logo, Asher suggests taking<br />

                                                        a look at the organization’s Web site or<br />

                                                        examining employees’ current uniforms<br />

                                                        and coming up with something similar<br />

                                                        in style and appearance, and, if possible,<br />

                                                        at a lower price.<br />

                                                        $ 50<br />

                                                        “If somebody has a budget,<br />

                                                        you can show them a $50 polo or a<br />

                                                        $25 polo and a $25 vest.”<br />

                                                        – JOSEPH SCOTT,<br />

                                                        SCOTT & ASSOCIATES (ASI/321502)<br />

                                                        “You’ve made that step forward as<br />

                                                        opposed to someone else going in and<br />

                                                        just dropping off a catalog,” Asher says.<br />

                                                        “As a buyer, the fi rst step is already done.<br />

                                                        The logo is digitized, the sample looks<br />

                                                        nicely done. They’re at least going to<br />

                                                        give you a second look or an opportunity<br />

                                                        to quote it.”<br />

                                                        Oftentimes, what determines a winning<br />

                                                        deal or not is a sales professional’s<br />

                                                        attitude toward what they sell. Murray,<br />

                                                        who wears his uniform even during the<br />

                                                        hottest days of summer, says an apparel<br />

                                                        sales expert has to believe in what he’s<br />

                                                        selling. “It makes it a lot easier for me<br />

                                                        to sell a product,” Murray says, “because<br />

                                                        I’m sold on it myself.” – EW<br />

                                                        Four Steps<br />

                                                        To Growing Apparel Sales<br />

                                                        1Wear it. It will be easier to<br />

                                                        sell promotional apparel if you<br />

                                                        wear the clothes yourself. Put<br />

                                                        your company’s logo on a<br />

                                                        comfortable shirt, and make it your<br />

                                                        uniform for all of your sales calls.<br />

                                                        2Use samples. It’s important<br />

                                                        when selling apparel to have<br />

                                                        as many samples to show<br />

                                                        clients as possible.<br />

                                                        Human resource and<br />

                                                        marketing execs shouldn’t<br />

                                                        be buying promotional<br />

                                                        apparel<br />

                                                        out of a catalog.<br />

                                                        Bring along<br />

                                                        three options<br />

                                                        – good, better,<br />

                                                        best – that fi t<br />

                                                        their budget; and<br />

                                                        let them feel the shirts<br />

                                                        and even wear them if<br />

                                                        they want.<br />

                                                        3Get educated. There are<br />

                                                        a lot of new fabrics on the<br />

                                                        market and new technology<br />

                                                        being put into apparel every<br />

                                                        day. To effectively sell apparel, you<br />

                                                        have to be as knowledgeable as<br />

                                                        possible about it, so you can answer<br />

                                                        questions and help to fulfi ll client<br />

                                                        needs.<br />

                                                        4Be creative.<br />

                                                        Once you know<br />

                                                        your client’s<br />

                                                        budget, offer<br />

                                                        solutions that will surprise<br />

                                                        him. Don’t just show one polo. Show<br />

                                                        a less expensive polo, along with a<br />

                                                        T-shirt, socks or towel, depending on<br />

                                                        their goals.
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