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America's Most Delicious Business Gifts
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Networking is proven to be an effective way to grow your holiday
food gift business. The more people who know that you can sim-
plify their jobs by handling all the details of their holiday food gift
program, the more business you’ll write. It’s just that simple.

Do you belong to your local chamber of commerce? If you’re a
woman, do you belong to any local women’s business groups? If
not, make sure to join right away. Attend every one of their meet-
ings and events beginning today. Maybe you can be a featured
speaker at one of their monthly meetings. Your goal is to let all
of these potential clients know that you are their best source for
deliciously creative year-end gifts. We receive letter after letter
from successful distributors who have written bonus holiday gift
business as a result of setting up a food gift idea table at an autumn
luncheon or evening networking party. If you’re able to set up a
table, or better yet, a professionally detailed display, make sure
to include a wide variety of display samples illustrating different
packaging options and price points. Statistics show that approxi-
mately 50% of year-end business gift buyers will purchase food
gifts - year in and year out - so you’ll want them to see that you are
the source and obvious choice for fne food gifts.

Next, have plenty of Maple Ridge Farms full-line catalogs on
hand. Many gift buyers like to take ideas back to the offce and
share them with colleagues before making a decision. So you need
catalogs with your contact information so when they are ready to
place their orders they will call you. Make certain to have some
premium chocolates for your newfound clients to sample while
they’re at the meeting. Remember, fne chocolates wet a buyer’s
appetite like nothing else! Don’t be afraid to ask for referrals!
While many people you meet may not actually purchase holiday
gifts, they probably know who in their company does. With one
taste of some delicious chocolate we can practically guarantee
they’ll be happy to give you that all-important referral.
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NETWORKING GENERATES
ADDITIONAL SALES

Provided by Tom Riordan

Networking Checklist:

* Plenty of Maple Ridge Farms full-line catalogs with your
contact information

» Premium chocolate samples to attract traffc and generate
enthusiasm

» Wide variety of display samples showing different packaging
options

* Lead tracking system so you can follow-up quickly

* An accurate way of capturing referrals

Finally, let’s highlight the best prospects. These should include
businesses that fall into the following categories:

» Medical related businesses including hospitals & clinics,
medical equipment sales, temporary (medical) employment
services, medical service companies and home healthcare
providers

» Community banks, especially independent banks

* Financial service companies, including fnancial planners and
insurance brokers

* Service companies, including temporary agencies and cleaning
services

» Manufacturing companies in any sector

« Construction companies, especially trade contractors, including
electrical, plumbing, heating, cement and others

» Wholesale distributors

* Professional services including CPA frms, law frms,
advertising agencies and accounting frms

Don’t forget to add any client who has sent a food gift to you over the last
few years.

So there you go! By concentrating on networking this fall you will
be rewarded with proftable new business. So don’t delay, NOW
is the time to start networking!
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WE'RE SAVING A
S'MORE FOR YOQOU!

Come Join us Around the

CAAMPFire!
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CAAMP with EASE!

Now is the time to build strength in your business. You’ve heard it said 100
times this year. You may find yourself thinking, “easy for them to say, they aren’t
living in my business right now”. How are you supposed to strengthen your
business when it is all you can do to stay in business?

Well here a few easy ways to increase your business with EASE!

ENROLL in your CAAMP Membership. Whether you are a new member or a
renewing member, now is the time to ENROLL in the upcoming CAAMP events
including the END-BUYER Table Top show. CAAMP has over 60 tables of
product from over 40 exhibitors. The Largest Show Room in the Carolinas is
available to you and your End-Buyer customers. If you have let your member-
ship lapse, now is the time to renew for 2010. CAAMP is offering you the
remaining benefits of 2009 when you renew now for 2010. Remember only
Current CAAMP qualified members may attend this show. A simple way to build
business with EASE is to bring your clients to the show for a day of one stop
shopping!

ATTEND as many CAAMP events as possible. Did you know that CAAMP
provides 2 trade shows, 2 ideaCAAMPS, monthly CAAMPfire meetings, a
Women’s Leadership Conference, a Strategic Planning Conference and End of
the Year Celebration? Every one of these events is an opportunity for you to
ATTEND and meet other industry professionals who are willing and able to help
you build your business with EASE! How much money might one new idea earn
you this year? What is the value of learning about ways you can cut costs and
increase profits? Does your business have the proper insurance coverage? These
topics and more have already been discussed this year.

SHARE your time and expertise. Volunteer to help with an event, serve on a
committee and consider running for a leadership role on the Board of Directors.
CAAMP is rich with industry professionals who care about your business. Be a
volunteer. Offer your support to the association and the industry. It is in giving
that we receive. Volunteer today and begin to give and receive your SHARE!

EDUCATE yourself and others on the “Power of Promotional Products”. That is
this year’s professional development opportunity at the Sept. 9 End-Buyer and
Table Top Show. Dave DeGreeff , PPAI’s Guru on the Advocate program, will
provide an opportunity for you and your End-Buyer Guests to learn about the
Power of Promotional Products. Take advantage to EDUCATE your End-Buyers
on how Promotional Products are the most effective resource for their communi-
cations and marketing solutions.

And remember to register for the other upcoming CAAMP learning opportuni-
ties. Women’s Leadership Conference, Strategic Planning Conference, CAAMP-
fires and more.

ENROLL, ATTEND, SHARE, EDUCATE, utilize your CAAMP Membership
for all it’s worth. We are here to help you strengthen your business with EASE!

Until next time... | remain... yowrd,

2009 CAAMP Officers
Chairman of the Board — Dwayne Long - 09
CMG - Distributor
2039 Chadbury Ln., Myrtle Beach, SC 29588, 843/655-4348
dwayne@cmgpromos.com
Chair - Elect - Joy Jacobs - 10
In Stepp Marketing, Mulit-Line Rep.
1475 Cheshire Court, Lawrenceville, GA 30043
becestep@bellsouth.net
Chief Administration Officer - Rich Conroy - 09
Flanagan & Associates, Multi-Line Rep.
4205 Maple Tree Ct., Colfax, NC 27235, 336/993-4974
rconroy@triad.rr.com

Chief Financial Officer - Bob Abeel - 11
Noteworthy, Supplier

100 Church Street, Amsterdam, NY 12010
babeel@noteworthy.com

Past Chairman of the Board - Jay Polzien - 08
Artwear Embroidery, Supplier
jpolzien@artwearinc.com

2009 CAAMP Directors

Patti Dent - 09

Encore Promotions, Distributor

4260 Belle Meade Circle, Belmont, NC 28012, 704/266-4100
patti@encorepromo.com

Tina Jameson - 09

Brad Watson & Associates - Multi Line
NC, SC, VA

tjamesonbrown@gmail.com

Amanda Corey - 10

BizMark, Distributor

1108 Stallion Court, Summerfield, NC 27358
amanda@biz-mark.com

David Gephart - 10

Gephart Marketing, Distributor

1401 Poplar Lane, Hillsborough, NC 27278
dave@gephartmarketing.com

Pete Strob - 10

Strob Marketing, Multi Line Rep.

14275 Gramtham Court, Fort Mills, SC 29715
strob@att.net

Jim Hayes - 11

BAG-IT, Inc., Distributor

3103 W. Market Street, Greensboro, NC 27403
bagsetc@aol.com

Mark Seay - 11

The Joe Henry Company, Distributor

900 Garland Street, Columbia, SC 29202
marks@joehenry.com

Chief Executive Officer,

Mary Elizabeth Murphy

9009-101 Albemarle Road #375, Charlotte, North Carolina 28227
caampers@earthlink.net

Dan Jenne - RAC Delegate
dan.jenne@yahoo.com

Comments, concerns & contributions for this
newsletter should be directed to the CAAMP Office
caampers@earthlink.net





