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Opening Act Powell Speech Headlines Orlando Education
General Colin Powell opened the second exhibit day of the ASI 
Show in Orlando with a riveting and motivating keynote speech 
delivered to a standing-room-only audience. His overall message 
to the audience: Stay strong in times of great 
change. “Be confident. Be honest with your 
people, and keep in constant touch with your 
customers,” said Powell, the former Secretary 
of State and Chairman of the Joint Chiefs of 
Staff. “You have to be there for them when 
they’re ready to buy again.”

Powell also touched on issues such as the 
importance of keeping up with technology in 
the digital age and the interesting transition 
he has made from public to private life. “You 
know what I miss the most about being Sec-
retary of State?” he said to the audience. “The 
plane. It was big, painted blue and white. And 
it was all mine. And then one day all of a sudden it was gone. They 
gave it to Condi (Condoleezza Rice) and now Hillary (Clinton). It 
was cool.”

Breaking In: Keys To Success For Newbies
Hundreds of attendees packed the room on Education Day in 
Orlando for the New Distributor Success Track, a day-long slate 
of courses meant to get new distributors up 
to speed quickly on everything from selling 
tactics to client-retention strategies. Some 
of the key points attendees took from the 
action-packed sessions include:
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In a ses-
sion led by instructor Rosalie Marcus, attend-
ees discussed all of the ways they should learn 
about a prospect before making the first cold 
call, including researching the client’s Web 
site and Googling newspaper articles. “Then, 
you can call the prospect and say, ‘I’ve been 
reading about the name change your com-
pany is going through, and I have a wonderful 
idea I want to share with you to help promote 
the change,’ ” Marcus said. 
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terms that really differentiate yourself,” 
instructor David Blaise told audience members. “One of the worst 
things you can say when you meet a prospect is, ‘Did you know 
that there are thousands of promotional products distributors in 
the country, and I am one of them?’ ” Instead, Blaise says, call your-
self an “advertising counselor,” an “advertising advocate” or even a 
“professional worrier” to differentiate yourself from the pack.

Distributors To Suppliers: Improve Inventory And 
Service
In the “What Distributors Want” panel, moderated by Sup-
plier Global Resource Editor Michele Bell, four distributors – 

Dan Jellinek, vice president of Counselor’s 
Fastest-Growing Distributor Touchstone 
(asi/345631); Burke Buchanan, district man-
ager for Counselor Top 40 distributor The 
Vernon Company (asi/351700); Mercy Cre-
spo, an account executive with Top 40 dis-
tributor Halo/Lee Wayne (asi/356000); and 
Joey George, an account executive with Top 
40 distributor American Solutions for Busi-
ness (asi/120075) – spoke to nearly 150 suppli-
ers about what it takes to get and keep their 
business. 

The most crucial things suppliers can do? 
Firm up their inventory, offer personalized 

service in the form of live customer service people answering calls, 
provide an array of case histories on suppliers’ Web sites that dis-
tributors can use when selling to their clients and do regular, con-
sistent self-promotion campaigns. “I am much more likely to sell 
a supplier’s products if they’ve recently sent me a self-promotion 
piece that included a sample and some usable ideas because they’re 
top of mind,” said one distributor attendee. 

Get Fresh Leads Now
Here’s a compelling statistic: While referrals 
are considered to be the single most effective 
way to get new business, less than 30% of all 
salespeople ask for referrals. So says Joanne 
Black, author of No More Cold Calling, who 
taught an Education Day course on how to 
generate more leads. “You have a choice as to 
how you can spend your time as a salesper-
son,” Black told audience members. “You can 
hang on the phone cold-calling all day long 
and hope to get one prospect. That’s dismal. 
Or, you can call a bunch of referrals who are 
already ‘pre-sold’ on you. Isn’t that a much 
better way to spend your time?”

To start a referral program, Black says dis-
tributors should first outline what the ideal 
referral for them would be. “Create a picture 

of the type of client you’re looking for, and ask everybody around 
you to help you find those kind of people,” she said. Next, create 
a written referral sales plan that includes weekly referral goals and 
methods to track and measure your referral success.

The bottom line: Distributors need to put a disciplined plan in 
place for referral success.

General Colin Powell speaks with Counselor 
Editor Andy Cohen after his keynote speech. 

The ASI Fashion Show displayed 
items on the runway from the follow-
ing suppliers: Built NY (asi/42422), 
Bulova (asi/42427), Hanes/Outer Banks 
(asi/59528), Perry Ellis International 
(asi/77715) and Tri-Mountain/Mountain 
Gear (asi/92125).
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And The Winner Is. . .
Gold Bond was named Supplier of the Year during the Counselor Distributor Choice Awards 
ceremony, held on Education Day at ASI Orlando amidst much fanfare. Mark Godsey, 
president of Gold Bond, accepted the award, which is the top honor given during the elite 
awards program. 

On The Catwalk
Models strutted their stuff at the annual fashion show held at the end of the first exhibit day in Orlando. 
Sponsored by Hanes/Outer Banks, Perry Ellis International, Tri-Mountain/Mountain Gear, Built NY and 
Bulova, the runway exploded with the latest selections – including swimsuit-clad models sporting the newest 
looks in oven mitts (courtesy of Built NY). The entire event was streamed live online, so those fashionistas 
who couldn’t make it still got a glimpse of the action on the catwalk.

If It Weren’t For Those Meddling Kids . . .
Scooby & Co. headlined at the show gala, held inside the Universal Studios theme 
park, where attendees enjoyed food, an open bar and exclusive access to several 
rides, including the brand-new Hollywood Rip Ride Rockit, an extreme thrill ride 
which propels riders through numerous loops. Also on hand: Shrek, who was 
heard commenting, “These ASI folks really know how to party!”
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New Products At ASI Orlando
Nine new items found on the show floor in Orlando.

Look Ma, No Hands
This useful headgear allows any cell 
phone or cordless phone to become a 
hands-free device. Phone attaches to 
“head band” with Velcro. Cell-phone 
companies and driving schools can use 
in promotions. 
Available from Cell-Mate (asi/44404); 
(630) 679-1300; tom@cell-mateus.com 

Tote Of Note 
This nonwoven polypropylene bag has im-
proved features like a wider shoulder strap, 
front pocket and wipe-clean surface. If you 
haven’t shown this to your local grocers, super-
markets or retailers, now is the time. 
Available from Kool Pak (asi/65595);  
(888) KOO-LPAK; order@koolpak.com

Take The Strain  
Out Of Straining
This strainer attaches to the side 
of a sink, allowing the user to hold 
a pot or pan with two hands while 
straining out water. Good for pro-
motions that target homeowners. 
Available from Evans Manufacturing 
(asi/52840); (800) 745-3826;  
info@evans-mfg.com 

Rest easy
This golf tool repairs divots on greens and 
also doubles as a club or cigar/cigarette 
rest. Your clients will love using this in a 
gift bag for their next golf tournament. 
Also makes a great gift-with-purchase at 
sporting goods retailers.
Available from Source 1 (asi/88251);  
(866) 781-0885; art@source1golf.com 
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Muscling In …
This muscular arm is actually a magnet 
that attaches to a car door, thus mak-
ing the driver look like she’s been hit-
ting the gym. Arm can be customized 
for anything – soccer, basketball, pizza 
delivery, plumbers, etc. 
Available from Armagnets LLC 
(asi/32821); (941) 359-2888;  
brent@armagnets.com 

Padded Buns
This stadium cushion is made of thick foam 
rubber, comes in a variety of colors and can 
be scented. High school and college sports 
booster clubs can use in fundraising events. 
Available from Stuffed Tees (asi/79662);  
(888) 267-6032; stuffedtees@customwerks.net 

Clever Clover 
Leaf
The shamrock end 
of this pen lights 
up when gently 
tapped against any 
surface. A fun idea 
for St. Patrick’s 
Day promotions 
or giveaways at 
St. Patrick’s Day 
parades. 
Available from 
CleggPromo 
(asi/45450); (310) 
225-3800; sales@
cleggpromo.com 

That’s A  Wrap
This embroidered 
can wrap gives the 
product an extra 
dimension and cool 
look. Good for 
tailgating events or 
as an on-pack give-
away for beverage 
companies.
Available from 
Suntex Industries 
(asi/90160); (336) 
784-1000; art@sun 
texindustries.com 

Mark It
This plastic card can serve as a coupon or 
business card. It comes with perforated 
golf ball markers, making it easy for golf-
ers to carry inside a wallet. Golf pros will 
find this to be an inexpensive idea for 
tournaments and events. 
Available from Woodco Inc. (asi/98138); 
(888) 929-8181; www.woodcopromo.com 


