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Gift Basket Review

Get the Skinny on Valentine’s Day

 Buying for All Seasons

Saving Time with Prepacked Gift 
Sets2014

1st Quarter

     Who doesn’t enjoy receiving a gift of candy or 
chocolates? However, when you have medical or dietary 
issues, opening a gift of sweets can be a sticky situation. 
Today, over 25 million Americans are diabetic -- that’s 
about 8% of all adults.  For this reason and others, 
confections with heavy sugar content are simply not an 
enjoyment to a significant number of consumers. 

The good news is that there is an increasing array of 
delicious alternatives to traditional sugar-laden 
confections. This Valentine’s Day, and into the rest of the 
spring season, which is traditionally marketed with sugary 
gifts, consider adding sugar-free alternatives, or skipping 
the treats in favor of coffees, teas, and other non or low 
caloric gift components.

Measure the Market for Sugar-free Gifts



 Step 1: Paint a clay pot with white enamel paint.

 Step 2: Hot glue strips of ribbon around the inner sides      
of the clay container, extending the ribbon over the rim 
of the exterior, and to the bottom of the pot. Allow the 
ribbon to “puff up” at the rim to achieve the fluted effect.

 Step 3: Hot glue the ribbon strips to the bottom of the 
pot. For a more professional finish, glue a sized-to-fit 
circle of white or black poster board to cover the ribbon 
ends.Blooming Bouquets

Who would ever guess that the cookies in this 
bouquet could be sugar-free or reduced 
sugar? Custom ordered from a bakery and 
decorated to your specs, sugar-free can look 
fabulously fashionable! 

Your sales can blossom this Valentine and 
spring with designs like this jazzy, ribbon 
wrapped gift bouquet featuring a floral fantasy 
in cookies and gardening accessories. The 
mixture of gourmet and gardening gifts creates 
an unusual combination for an extraordinary 
gift.



BEE Different This Valentine’s Day!
Themes like hearts and roses may may turn on 
buyers in some markets, but your customers have 
always craved something different, right? So why 
not go all out with an attention-grabbing, brand-
making rollout of Valentine gifts?

In this design, a puzzle is put together spelling out “I 
Love You” in a spring motif. The bee is a fun whimsy 
to add, but the contents are focused on healthy nut 
and fruit snacks, with just one chocolate sunflower. 

You can “bee” original this season and get 
customers buzzing about your smart ideas. 
Valentine’s Day is not just for lovers. Parents buy 
gifts for kids; aunts and grandparents are gift 
recipients, as well as teachers, friends, sisters, and 
corporate staff members.

Wrap Up A Candy Heart Message Theme

In addition to offering sugar-free and non-confection 
gift themes, step out boldly in color! Try on yellow 
for a busy “Bee Mine” theme. Wrap up a candy 
heart scheme with pastels in yellow, pink, blue, 
green, and peach. In this design, the focus is on the 
floral and color palette. Any ensemble of gifts can 
be selected that are pleasing to the buyer, event, 
and recipient. 

Teas are raging in popularity again. Pack a basket 
like this with a selection of fruity or floral teas, 
accessories, and sugar-free butter cookies. Or stay 
away from food themes altogether, packing this gift 
with spa accessories.

Whatever you choose to do this Valentine season, 
measure the market before rolling out a new 
offering. Test your customers with concepts to see if 
the new ideas will inch you up a notch or two above 
your competitors.

Like everything, change is the only constant. This 
Valentine season, have a conversation with your 
customers. Ask them what they might be needing 
this year, suggest new ideas, listen, adapt, and 
prepare accordingly. May all your sales measure up 
to your expectations for success!



Chocolate, coffee, bath salts and lotion . . . 
you’ve got it all wrapped up this spring!

When customers call this season you can be ready 
for instant deliveries. Everything a customer could 
want can be pre-packed in pretty gift components. All 
the customer has to do is tell you what they want and 
how much they want to spend. You can pull pre-
packed containers from your shelves, wrap them, 
stack them, and ship them out the door.

 With the economy wavering on recovery, no one 
-- especially consumers -- knows how much they will be 
willing to spend in the coming months for a gift. Will 
they spend $15, $30, $50, or over $100?  Planning 
for gift baskets in a range of sizes can be as simple as 
choosing an assortment of stackable boxes. With this 
concept, you can pack spa gifts in one box that might 
sell for $15. In another, you might pack more 
expensive lotions for $25. But when the big spender 
walks in wanting a larger gift, suggest a stack of spa 
gifts (the $15 AND $25 packed sets) -- now you have 
a $40 gift ready to go. For the customer willing to 
spend even more, stack larger boxes of higher quality 
gifts. 

Snug the boxes together with Glue Dots. Then 
wrap the stack tightly in a strip of cellophane on the 
sides. Pull it all together with ribbon top to bottom.

Stack and Pack gifts are easy with coordinated 
nested boxes in a variety of shapes and sizes. As a 
bonus, because you can plan a line of coordinated 
color boxes, you might be able to snip your ribbon 
budget down to size -- finally!  It is also interesting and 
fun to mix the shapes in a stack. Instead of stacking all 
round boxes, for example, experiment with an angled 
or square box on the bottom, and a smaller, round 
box on top.

Give Customers What They 

Want . . . Just Stack and Pack It!

Stack and Pack up the 
reasons for customers to 
keep shopping with YOU! 
Prepare gifts for every 
budget and season.  
Boxes courtesy of Boxco.

Get Smart With Inventory!

As the economy chuggs back toward recovery, be kind to 

yourself and delight customers at the same time with strong 

merchandise offerings and good pricing.  Shop for 

containers and merchandise that can cross over into 

multiple seasons and occasions.  Here, a perky, non-

message gift box (Boxco) can be used for Valentine’s Day, 

Mother’s Day and virtually any occasion straight through 

spring and summer  with a change of enhancement motifs 

and color. Gardening-theme gift components are good 

choices for gifts, especially mixed with spa gifts, lotions, 

and muscle soaks. Read on for more money-making (and 

saving!) ideas!
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Design Notes:

•The design on the top left is a combination of 
two pre-packed gift boxes. In the lower photo, 
the two gifts are shown separately. Either set 
could be sold individually with balloons or a 
floral enhancement on top. But when the taller 
design is packed atop the flat-packed gift set, 
the combination is visually appealing AND a 
thrifty, labor-saving approach to gift basket 
design.

•The stacked set of gifts on the top right is 
decorated with a frugal but festive bow of 
layered tissue paper. Tissue paper squares are 
cut at angles to create the smart and snappy 
paper bow. In the center, a quick-to-fix ribbon 
bow. 



Create “Breakthrough” Gift Baskets 

Choose Design Elements Wisely

1.Design for EMOTION

• the essence of the experience; fantasy

• the feel of independence; freedom

• the sense of security; stability

• the sense of sensuality; luxurious experience

• the sense of power; a feeling of authority

2.Design for AESTHETIC appeal

• visuals - shape, color, texture

• tactile - touch and feel

• auditory - sound

• olfactory - smell

• gustatory - optimum flavor

3.Design for Identity

• personality - differentiate from competition

• connection - to the company’s brand

• point in time - capture an expressive moment

• sense of place - fit into the context of use

4.Design for ERGONOMICS

• make the basket organized and easy to use

• safe - eliminate sharp points

5.Design for Quality

• craftsmanship - no visible mechanics

• durability - can be delivered intact 

Create “Breakthrough” 

Gift Baskets
 Every day . . . every season, gift basket business owners 

rise to the challenge of creating new ‘breakthrough’ products 

and services that keep current clients happy, and attract new 

ones. This lofty goal is achieved through designing products 

and services perceived as truly valuable, and producing 

products that are useful, usable, and desirable. 

 Gifts that meet this high mark are driven by a combination 

of attributes that connect with a consumer’s lifestyle. Among 

these elements are: emotion, identity, and quality.

	 EMOTION is at the top of the criteria for high-demand 

gifts. Gifts are driven by the need to express a sentiment or 

emotion. Gift baskets that drive home a connecting emotion will 

sell -- even in a tight economy.  In a gift, emotion brings home 

the essence of the experience -- or a sense of adventure or 

fantasy.  An emotional gift can create a feeling of 

independence, a sense of security and power, or it can reflect 

the goodness of confidence, joy, and cheerfulness. These are 

just a sampling of the emotions a gift can convey.

 IDENTITY is the ability to fit among, yet differentiate a 

product from direct competition. The ideal in gift basket identity 

is to capture a point in time and express it in a clear, powerful 

way. By establishing this sense of place, products can be 

designed to fit into the context of use -- and this is a key element 

in creating “breakthrough”, highly sellable gift baskets.

 There is never a substitution for QUALITY -- especially when 

the markup is far beyond what a buyer will find in a discount 

chain store. This markup is essential for business success, and it 

must be supported with outstanding quality in all aspects of the 

basket. From the container to the topping off ribbon, every 

element of the gift basket must reflect ‘the best’ available on 

the market. Great flavors, fragrances, and components 

combined with luxurious presentation of color, texture build to 

a finale of an exceptional gift. 

	



Networking for Sales Success

Working A Room In A Social Setting

 For some business professionals, the thought of going to a social gathering is 

intimidating. Networking or talking with strangers can tie a shy person’s stomach in 

knots. According to Dr. Phillip Zimbardo of Stanford, 88% of us self-identify as shy at 

one time or another. Interacting with strangers at an event is said to be the number 

one fear in the workplace. Nonetheless, business depends on the positive contacts we 

make, so staying out of the limelight is virtually impossible.

	 Networking for you may not mean going to Chamber of Commerce meetings, but 

even in the smallest communities you will be expected to network at school, church, 

and/or civic groups. Make the best of those times by learning how to work a room for 

the success of your business.

 To be a successful networker, we must circulate around a room and be 

memorable.  According to Patricia Fripp, nationally  acclaimed keynote speaker and 

author of Get What You Want, “There is no point in going anywhere if people don’t 

remember you were there.”  Therefore, the point of networking is to be seen and be 

remembered in a positive light.

 Forget the concept of “stranger” and you’ll be more comfortable meeting new 

people. Think of all the elements of your lives that are similar and you will remove 

many of the roadblocks to social networking. Imagine the people as extensions of 

your own family. Think of them as team members on the road to economic success. In 

this way, you can transform a mingling of former strangers into a golden opportunity 

for yourself and your business. When you are more at ease you will be better 

equipped to develop contacts, create rapport and increase referral networks.

 Don’t wait for a proper introduction. Just jump in and introduce yourself. Many 

trainers recommend that shy people pretend that they are the hostess of the event. In 

this way, they will mix and mingle, learning about each person in the room so that 

they can introduce them to someone else.

	 Create interest with your smile, your eyes, the tone and inflection of your voice, 

plus enthusiasm and vocal pace. Make your facial expression proof that you ARE 

genuinely happy to meet people in the room.

	 Key self-introductions to the event. How you introduce yourself at a school 

function will be different than how you introduce yourself at a business meeting. When 

Tips for Business Networking

1. Bring plenty of business cards and 

have them in an easily accessible 

place. You don’t want to be fumbling!

2. Pay attention to your hands and 

nails. Clear or light nail polish for 

women, with neatly trimmed nails is 

preferable. Flashy designer nails are 

not appropriate in corporate settings. 

Unless, of course, you have painted 

your business name or logo on your 

nails and intend to make it a 

conversation starter.

3. SMILE . . . SMILE . . . even if you 

are shaking in your boots!  Look 

friendly and you will be more likely 

to earn easier introductions.

4. Be interested in everyone! Ask 

questions about their business. 

Experienced business people often 

enjoy giving advice, so bring your 

pesky business problems and ask, 

“What have you done in the past to 

solve a problem like this?”

5. See yourself as a facilitator, 

meeting and introducing other 

people to one another. 

6. Check your attitude before 

attending an event. Be positive and 

upbeat!

7. Understand your own motives for 

attending the event. Focus on your 

goals, but do not be overwhelmed by 

them. Learn to relax and enjoy 

meeting people without the pressure 

of making a sale. Networking is to 



you introduce yourself, give the other person a tool to carry the conversation. Let 

people know something about yourself and your interests. At a local meeting of 

business owners, you might say:

 “Hi . . . I’m Katy Smith with ABC Gifts. I just opened the new business on 

Main Street. And you are . . .?” (Extend your hand for a firm handshake) 

 Repeat the name of the person you have met and inquire about his/her 

business. Ask a question about his/her business, and inquire about their employee 

appreciation practices. The conversation will start flowing. Change course to 

inquire about the economy and how it is affecting the community, etc.. Soon you’ll 

be chatting like old friends! Before leaving to meet another person, ask if you may 

have a business card, and give the new acquaintance one of your own. READ THE 

BUSINESS CARD OUT LOUD WHEN IT IS HANDED TO YOU!!!!!  Take a tip from 

the Japanese who bow and fawn a bit over the exchange of business cards. Doing 

this is a show of respect, and it will create a positive memory in the mind of the 

person you are meeting.

	 Finally, simply show and BE interested in the other person. People remember 

those who are interested in them. The more you open the conversation to invite the 

other person to talk about their business and special interests, the closer you are 

to earning a business friend. Not only will you be empowered with more 

information, but you will also make a positive impression that may lead to a sale 

or a referral. File away tidbits of information about leads for jobs, clients, 

prospects and projects that may be useful to another business owner you may 

meet later.  Make yourself a source of information and soon, you will not have to 

introduce yourself often, because people will be clamoring to introduce themselves 

to YOU!

Use your gift baskets and gifts as a model for 
networking followup.  Acknowledge people who have 
given your time, leads and advice by sending them an 
inexpensive thank you gift -- as simple as a card with a 
packet of tea or hot chocolate tucked inside the envelope.

  
Stay in touch with your new network associates 

throughout the years. Keep them on your mail list, and 
send them items of interest that may be beneficial to them.  

Follow up with everyone whose cards you collect at a 
networking event. Devise a system to organize the follow-
up process. On your computer, assign the names to one or 
more groups for easier access.

Use these business contacts for your own service and 
product needs whenever possible. Networking is a two-
way street. If you expect your new colleagues to order 
gifts from you, buy from them whenever you can. When 
you cannot, send referrals their way -- and make sure they 
know YOU sent the customer!

Be a Savvy Networker . . .

MEET people that you MAY do 

business with down the road.

8. Make eye contact with people. You 

will look approachable. Remember, 

you are not the only shy person in the 

room!!

9. Prepare interesting bits of 

conversation to use during the 

networking event. Read the business 

blogs and newspapers and keep up 

with sports. Even if you are not a sports 

fan, it is usually a safe topic of 

conversation.

10. Read name tags if they are 

available, and use the person’s name 

as you extend your hand in greeting.

11. Attend events with a “buddy”. 

Choose someone in a non-competitive 

field and cross-promote each other.

12. Look for people who look ill at 

ease and alone. They will WELCOME 

your introduction and presence!

HAVE FUN!! People are attracted to 

others who are enjoying themselves!


