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ment]. “This has been huge for us and quickly helps us to differentiate ourselves 

from competitors, while giving the recipient an idea of how we do business,” he 

says.

In mailings, he has sent out full-size flying disks with no envelope (imprinted with 

“Now that we have your attention …”); coffee packets (“Good ideas are always 

brewing at Weekend Warrior”); a mouse pad/calendar to help clients plan ahead; 

and holiday gifts – the most recent being a travel mug with a coffee packet inside. 

“We are surprised how few of our competitors seem to embrace

The favorite type of sample for salespeople may well be the self-promotion. It’s 

a chance to show off your creativity, gift your clients and plant ideas in their minds 

all at once. This strategy of using self-promos,” Burgess says. 

The company is planning a new batch for a Top 50 target mailing plan, in which 

they will mail three pieces over about six weeks to top prospects to generate inter-

est.

Your Order Runneth Over

Another smart way to use samples is to illustrate your past suc-

cess stories with overruns. “To slap a logo on a pen or a stress 

ball and to show that to somebody – I don’t find that to be any 

kind of special sales tactic whatsoever,” says Michael B. Frank, 

VP of creative and strategic marketing at One Source Visual 

Marketing Solutions (formerly Push Promotions Inc.. “However, 

if I took that stress ball and put a logo on it and turned it around 

in 24 hours because they wanted to do a street team event, and 

there’s a whole story behind it, and there’s something that cap-

tures your attention, then I find that to be a worthwhile sample to 

show somewhere else.”

Burgess agrees that overruns are among the most useful 

types of samples. “We love the suppliers that send an overrun or 

two to us when they complete an order,” he says. “Those always 

make it into my sample kits and help to generate future sales.”

Williams has sold multiple orders of the Element pen from 

Souvenir, and she has made it a staple in her sample kit. “I use 

overrun samples from all of my clients that have ordered it to 

show on appointments,” she says. “I have a collection now of all 

the colors with the imprints of my clients. It helps me to promote 

my clients, and it shows the potential buyer that this is a good 

item, because others are happy with it.”

Choose Wisely

The simple truth about samples is that they can be your best tool 

for selling, as long as you don’t let your collection get out of hand 

– budget-wise or volume-wise.

“It can overwhelm people if you just take in so many things,” 

Heck says. “Even for me some days, it’s overwhelming with all 

the catalogs and all the stuff that there is. If you’re willing to in-

vest in samples, finding good suppliers that have good quality 

items that are reasonably priced is the way to do it, because you 

know those are items that are going to sell.” s

Jen Zorger is senior associate editor of Advantages.
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