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Ancient Chinese Traditions Inspire 

Lifestyle Gifts For The Holidays

Good Fortune, Yin and Yang, 
and Feng Shui Gift Fusion

Deck the halls with dragons and haul 
out the bonsai.  This Christmas, gifts 
founded on Eastern influence could herald 
a yen and yang cash balance for on-the-
edge retailers.  Yes, the Asian gift 
influence has gone mainstream into every 
facet of holiday gifting.

Not that Asian influence is new (it has 
been around for centuries), but the weight 
of the philosophy behind Eastern gifting 
may be more strongly measured than 
before. And with good reason.

Harmony, peace, balance, discipline, 
respect, and family power are some of the 

foundational bases of the culture. With the world economy still on 
less than firm ground, themes in these venues are likely to be 
received as a soothing balm in the consumer and corporate arena.

Christmas motifs and Christian themes blend beautifully with the 
updated Chinese cast of colors and characters. It was Wise Men 
from the East, bearing gifts, that originated Christmas gift-giving 
traditions. 



Feng Shui Fusion:

Bringing the fine art to the gift basket
The art of Feng Shui (fung-shway) which literally means 

“wind and water” has been practiced by the Chinese for more 
than 4,000 years.  Practitioners believe they can alter 
environmental energies, called chi (chee) to balance yin and 
yang, and create harmony at home and work.  The simplicity of 
this ancient art makes acceptance easy and fun.  No matter 
what space you have there are simple Feng Shui “cures” to 
help correct the flow and provide more positive energy.  Great 
for gifting specialists, these “cures” are items such as mirrors, 
plants, candles, rocks, and the use of colors.  All these gifts can 
easily be put together to make great gift basket designs.  And 
you don’t have to be skilled in the art to do it. Retailers have 
found that even if they put up a small display of these items 
they open up a previously nonexistent market. Advertising feng 
shui gift baskets could bring the yin and yang together in perfect 
and profitable harmony for your business.

(Above) The basic principle of Feng Shui is that the life 
force flowing through your surroundings, known as chi 

energy, has a profound influence on the way you think 
and feel.  The Feng Shui principles are arranged into 

five elements:  (1) Wood, represented here by the 
basket and the book.  (2) Water, a plant can’t grow 

without water.  (3) Metal, an iron plaque stand. (4) Fire, 
candles commonly represent this element. Finally, (5) 

Earth, is represented by the stone plaque.  These five 
elements are forces of nature, and the qualities of each 

help maintain a balance between heaven, earth and 
human.

(Left) Color is one of the easiest tools of Feng Shui.  

Color can substitute for a principle or element.  Black, 
used here, can represent stone, soil or earth and has 

many meanings; stable quality, driven, practical, and 
realistic.  Color in Feng Shui is related to direction.  

Black is associated with the Chi energy of the 
southwest direction.  Mirrors or shiny polished metal 

are used to change the direction of chi energy, helping 
to disperse fast moving chi energy or reflect chi energy 

into stagnant areas.  Mirrors are one of the most 
common “cures” used.



These baskets represents the more yang or 
masculine elements of metal and wood.  Wood 

picture frames represent the element of soil and 
convey feelings of slowness and cautiousness.  A 

metal trimmed frame and metal container reduce 
feelings of depression and even pessimism.  Round 

or dome shapes all add metal energy to a room.  If a 
person is feeling particularly low, you may be able to 

alleviate this depression by increasing the presence 
of wood and metal in their surroundings.  Green 

plants or trailing plants evoke a sense of motion or 
wood (tree) energy in a room, as do wooden 

objects.  The motion of the ivy can also represent 
water because of it flowing presence.  A well-placed 

wind chime can help move chi energy.  By placing a 
chime near or on an entry door allows chi energy to 

flow into a room every time the door is opened.

(Above) This basket is designed to restore a 

balance of yin to the body and relieve stress.  Chi 

energy is divided into two types – Yin meaning 

feminine or passive and Yang meaning masculine 

or active.  This basket is created to help bring 

more yin into you day and help bring the chi 

energy down and relax.  The bath salts are to soak 

the day away while the tea is to calm and soothe.  

The candles create the most yin form of lighting 

and the stationery or correspondence promotes 

relaxation of the mind.



New Video 
Exclusively for 

GBR Online Members!

Dragon Plume

Layered paper and foil plumes can 
dramatically increase the presentation 
value of canister or tin of gourmet 
gifts. Learn how to make this striking 
plume -- fit for an Emperor!  Watch for 
the NEW video in the GBR Online 
Member Section. 

To download new member-videos, go 
to the GBR Online Member section 
and click on Video Links. Scroll down 
to find the titles, now in alphabetical 
order.

Scrolled and Rolled

Create memorable corporate gifts, wrapped and rolled for an imperial presentation. Simply pack an 
assortment of gifts in a cardboard tube, or roll the gifts up in scored cardboard. Wrap the  tube in gold 
wrapping paper, with an overlay of gold patterned cellophane. Center this in a second tube of cardboard 
(decorative scored gold), and give it a final wrap in a fabric placemat.  



East Meets West Corporate Gifting

During a recent cultural exchange trip to China, 

my daughter and I discovered that fans are not 

just pretty accents. In China’s humid months, fans 

are essential stay-cool street gear. Silk is prized, 

not only for its beauty, but for the fabric features. 

A natural fiber, silk breathes in summer, chilling 

the wearer down a few degrees. 

Gift Certificate 
Presentation

Who says you can’t serve 
sushi in a gift basket? This gift 
basket is wrapped and ready 
for gift certificate placement. 
Roll the cards in a scroll and 
tuck them inside the folds of 
the placemats. 

Chopsticks, incense sticks, 
orchids or lucky bamboo 
would be welcome additions to 
this simple presentation. If you 
do not have access to ordering 
Asian style placemats, cut 
rectangles of costume brocade 
fabric and use it to cover a 
wire basket or other container. 
Wrapping paper works well, 
too. 



By Debra Paulk

 Stretched for time?  Who isn’t? 
But even with time at a premium, 
there is no substitute for business 
and marketing planning -- 
especially before the critical 
holiday shopping season. 

What you may not realize, 
however, is that you don’t need a 
weekend to yourself to get your 
marketing plan written. With thirty 
minutes, you can quickly sketch 
out a clear direction that will keep 
you moving on target with your 
goals.

This simplified marketing plan 
can be succinctly distilled into six 
manageable parts:

1.Mission
2.Target market
3.Goal
4.Purpose
5.Message
6.Means

Get these six elements clarified 
and you can zoom ahead for the 
season. So -- get your yellow 
legal pad and sharpen your pencil. 
Set the clock and let’s go.

Mission
In one sentence, can you explain 
what you intend to offer for sale 
this season? 

Sample Mission Statement: We 
provide fun-themed gift baskets 
with scrumptious goodies. 

Any questions? If it isn’t fun, the 
business represented by this 
sample statement wouldn’t 
normally produce the basket. 
Therefore, when it comes to 
shopping and buying for the 
holidays, all eyes will be on 
finding fun gift books, puzzles, 
toys, banners and mini signs that 
are FUN!  As for food -- if it is 
scrumptiously delicious -- it’s in. 

Target Market
Who is most likely to buy the gifts 
you want to sell? Think about the 
type of person who will be most 
attracted to your intended gift 
line.

Sample Target Market:
Fun-loving men and women with 
a large social network and 
sufficient discretionary income to 
spend $25 - $50 on a gift.

Where would you find a customer 
base like this? Clubs and groups 
will have a gold mine of a mailing 
list. Think sports booster groups 
and brainstorm for barter, or 
contact the association for piggy-
back direct mail marketing 
opportunities.

Goal
What do you want to achieve and 
how can you do it?

Sample Goal:
To grow company sales by 15% 
over last year, using aggressive, 
smart, low-cost non-traditional 
marketing strategies.

Sounds like someone will be 
getting very creative with 
marketing this year to achieve 
that goal. Maybe some outlandish 
cold call gifts are needed for this 
business!

Purpose
What is the purpose of your 
marketing efforts? Do you intend 
to create name recognition for 
your business? Do you want 
prospects to order online, or 
would you rather have them call? 
Be specific about what you want 
your marketing materials to 
achieve -- and make sure they 
follow the plan.

Sample Purpose:
To motivate people to pick up the 
phone and call to make a 
purchase.

Notice that this statement does 
not specify the purpose of 
marketing will be to get 
customers to walk in the door of 
the store. Knowing this will make 
a big difference in how marketing 
materials are written.

Message
What message will you send out in 
all your marketing materials? What 
environment will you create for 

Thirty Minute Marketing Plan



your catalog? Decide the main message 
you want to convey and make it the 
focus of all your holiday marketing.

Sample Message:
We radiate joy and laughter, blended 
with indulgent gourmet goodies.  We 
offer visually compelling humor-theme 
baskets and gifts, creative, fun-loving 
customer service representatives, a 
lighthearted store eperience, quality-
constructed gifts, and outrageously 
delicious, scrumptious gourmet treats.

Nice message for a business whose 
mission is to provide ‘fun-themed gift 
baskets with scrumptious goodies.”  It 
all seems so tight . . . almost like a 
franchise, right?  

Means
What will you use to achieve the plan?  
What kind of marketing tools will you 
use? Direct mail? Cold calls? E-mails to 
established customers? Barter for 
advertising? A catalog? Whatever you 
plan to use, this is the place to write 
down your plans, and to begin 
developing a budget.

Put It All Together
Mission, target market, goal, purpose, 
message, means . . . put them all 
together and you have a PLAN for the 
holidays.  Whether you’re just starting 
out or you’ve been enjoying a 
prosperous business for generations, 
these six elements merge into a catalyst 
for success. Happy Holidays!

Pencil In Your Holiday Marketing Calendar

August
Week 1: Get serious about holiday buying. You’ve finished your marketing plans, 

right?

Week 2: Start or finish prototyping holiday designs.

Week 3: Time to start photography for your web site and marketing materials (if 

you have finished buying and making prototypes!!!)

Week 4: Finalize and write copy for all print media. (You can fudge a little more 

time on your web site!)

September
Week 1: Whatever you didn’t do in August, FINISH IT!

Week 2: Get everything that has to be printed to the printer. Alert your webmaster 

to changes and all new photos and copy.

Week 3: Reserve space for booths, advertising, etc. for the season.

Week 4: Mail letters and warm call gifts to past clients and new ones. 

October
Week 1: Finalize print advertising schedule and web site holiday specials.

Week 2: Begin follow-up on past clients, and new ones.

Week 3: Begin/continue direct mail programs and follow-up. Mail catalogs.

Week 4: Stack up the schedule with client appointments.

November:
Week 1: Schedule meetings with new prospects. Conduct phone follow up.

Week 2: Begin pre-production on shipping and packing.

Week 3: Deliver/ship holiday/Thanksgiving corporate orders.

Week 4: Check your progress with goals; schedule more marketing if needed.

December:
Week 1: Continue networking for last-minute orders. Keep up with production and 

shipping.

Week 2: Keep going . . . and going . . . and going.

Week 3: Are you there yet? Check your goals and keep checking inventory 

supplies.

Week 4: Last-minute deliveries. Pull all inventory odds and ends to move out with 

last-minute orders. 

Thirty Minute 

Marketing Plan

continued


