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The Voice of the Promotional Products Industry



The ADvocate Program

Use speaking ops to 
elevate awareness andelevate awareness and 
communicate the 
effectiveness of 
promotional products 
as the only advertising 
medium capable ofmedium capable of 
engaging all five 
senses



ADvocates

 Recruit talented, trained 
d ti t d tand motivated experts 

in the industry 
 And put them on stage And put them on stage



How can we motivate speakers?

 Altruism 
 But if that doesn’t 

work …
– Competition
– Cash



ADvocate Regional Challenge    

 A friendly competition 
b t i di id l dbetween individuals and 
regional associations
L h d J 2008 Launched January 2008

 Joint venture between 
RAC and PPAIRAC and PPAI



Spoils to the winner

 Individual winner receives scholarship to:
– Women’s Leadership Conference
– North American Leadership Conference

S li ’ F– Suppliers’ Forum
 Regional association receives $1,500 for a 

speaker or scholarshipspeaker, or scholarship
 And most importantly—bragging rights



And the regional and individualAnd the regional and individual 
winners are …

• First Leg
A i ti i HPPA- Association winner—HPPA

- Individual winner—Teri Ray, HPPA
• Second Leg

Association winner UMAPP- Association winner—UMAPP
- Individual winner—Joe Scott, UMAPP

• Third Leg
- Association winner—UMAPPAssociation winner UMAPP
- Individual winner (Tie)—David Hawes
and Hillary Feder, UMAPP

• Fourth Legg
- Association winner—UMAPP
- Individual winner—Bill Turney, HPPA



So you didn’t win … that’s okay

 We’ve just set the 
odometer back to zeroodometer back to zero

 The challenge will start 
up again on June 28 p g
and will run through 
The PPAI Expo 2011



Challenge Rules

 Every regional member trained as an ADvocate is Every regional member trained as an ADvocate is 
eligible to participate

 Each presentation = 1 point
– 1 point for speaker
– 1 point for regional association

 Most points at the end wins



Please note …

 ADvocates must submit 
ti f t PPAI breporting forms to PPAI by 

the conclusion of the 
contestcontest

 Paid speaking ops do not 
count unless funds earnedcount unless funds earned 
are donated to PPEF

 Winners will be announced Winners will be announced 
at The PPAI Expo 2011



How can you get started?

 Identify your 
i l AD tregional ADvocates

 Recruit others
 Make sure they are 

aware of the 
programprogram

 Motivate them
S t th Support them



The Basics — Requirements

 Be a member of a regional 
associationassociation

 Be a member of PPAI
 Complete on-line application Complete on line application
 Sign letter of agreement
 Complete ADvocate basic 

training



For the novice

 Presentations are 
available on lineavailable on-line

 ADvocates are 
responsible for finding p g
speaking ops in their 
local communities
ADvocates must ADvocates must 
prepare and deliver the 
presentation



Support on-line



Reporting forms



Your important role

 As regional leaders, you 
are a key point of contactare a key point of contact 
for speaking requests 

 A catalyst for identifying A catalyst for identifying 
and pursuing speaking 
opportunities

 Key role in supporting, 
training and motivating 
speakersspeakers



Share the load

Who can help you?
 Existing committee
 New committee
 Board members
 Other members



Care and feeding



Steps to success

1. Build your list of contacts 
2. Do your homework
3. Set a goal 
4. Use the phone script as a guide 
5. Send an e-mail first, follow with a phone 

call



The ADvocate tool kit

 Tips on Finding Speaking Opportunities
 Excel spreadsheet of local contacts
 Sample phone script
 Sample letter
 Promotional Products FAQ



What to expect

 Periodic ADvocate updates on Newslink
 Leader board available www.ppai.org and 

RAC website



Celebrate and recognize success

 Follow with a thank-you 
notenote

 Publicize in your 
newsletter

 Recruit more ADvocates
 Don’t forget to recognize 

your ADvocates!



S t t i ti tSupport, train, motivate
Best practices for success from HPPA

 Setup a “practice day” for ADvocates—5–10 minute 
presentation so that participants can get a small idea of 
what the experience is like.

 Send an e-mail to regional membership asking for help 
finding speaking engagements. 

 Submit articles to be included in regional newsletter. 

 Start a contest with prizes for regional members who 
id th t l d f kiprovide the most leads for speaking ops. 

 Consider a booth at regional tradeshows to promote the 
ADvocate Program and ask attendees for leads.

 Present the ADvocate PowerPoint to regional 
membership to solicit participation from non-ADvocatesmembership to solicit participation from non ADvocates.

 Give gifts to the person who was the contact for the 
speaking opportunity as a “thank-you.”

 Use area business directories as a source for good 
leads.

 Create an ADvocate page on your website and post info 
about the group and individual ADvocates.



Questions?


