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Member’s Corner
No business like show
business
by Peter Bang-Knudsen

Former IHRA President & Chairman

Abolish call reports!
by Jack Berman, Sales Management Consultant

I have just returned from my fourth show
in less than 5 months. The San Francisco
Gourmet Show rounded out a season
begun by the Chicago Housewares Show,
punctuated by the Frankfurt Show and
Seattle Gift Show.

Had I worn a blindfold and not been told
where I was there would be few clues
about what show was in progress. Con-
versations usually start with something
like this: “When did you get here…” “Traf-
fic is……(bad, good, average)” “The
weather is… (cold, hot, unusual, wet, but
you are used to it where you come from…)
“The industry is changing…” “Nobody. . .
(writes orders here, makes show
appointments…),“There’s nothing new at
this show…”  “Business is sure to im-
prove after (the war, recession, elec-
tions, tax time, terror alert, weather im-
proves….).  Food in exhibition halls is
universally bad but restaurants outside
give you the impression that you are
somewhere different than before.

The top topic at  Housewares and San
Francisco Gourmet Shows was next
year’s schedule change. The shows will
be a few weeks apart in the Spring. Both
are changing floor plans and booth loca-
tions.  The drift of most conversations
was that there is not enough business
for both shows and that one show will kill
the other. The fact is that shows are big-
ger than ever in terms of numbers of
exhibitors and exhibit space. The
Housewares Show has grown from one
large hall (East/Lakeside) to three mam-
moth halls, with miles of walking from one
to the other. The Gourmet Show began
in a small auditorium in the San Fran-
cisco Mart and now takes most of two

Rep Management

Fact
Management needs to know what is happening in the field on a daily
basis.

Fact
Salespeople rarely turn in call reports on a daily basis - they are
generally submitted weekly.

Fact
Call reports are rarely turned in voluntarily - they are required by
management.

Fact
Management rarely reads all of the call reports that are turned in by
salespeople.

Fact
Call reports are turned in weekly because they are rarely made out
daily.

Fact
For call reports to have valid information, salespeople are expected
to make them out immediately after the call is ended.

Fact
Even if they are made out immediately after the call, salespeople
can't remember all that happened.

Fact
If they are made out immediately after the call, salespeople waste
valuable selling time. They should be on their way to the next call.

Fact
The first opportunity to make out call reports is at the end of the day.
Being with the family, checking into a motel or cleaning up loose
ends nearly always takes precedence over call reports.
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Peter Bang-Knudsen (from page 1)

large exhibition halls. Fact # 2 is that
there are less stores, less buying of-
fices, less buyers attending shows
than when the shows were held in
smaller venues. Conclusion: less
people walking more miles of exhibit
halls than before. In Germany there
were two large housewares shows
overlapping, until this year when
Cologne’s Domotechnica was can-
celled at the last moment.

For years we had two Chicago
Housewares shows a year, Hard-
ware Show in summer, plus two New
York tabletop shows, and the Atlan-
tic City China & Glass Show. The
same buyers made the rounds of
most of those shows. There has been
a shift of shows centering on East
Coast and Midwest chain stores, to
shows focusing on buyers in the West

and South. In the glory days of yes-
teryear Sears, Wards, Marshall Field,
Ace, Cotter,  Carson’s, Spiegel and
stamp companies were reason
enough to hold two shows a year in
Chicago, while dominant Eastern
department stores kept the Tabletop
and China & Glass shows busy.

When the Chicago Housewares
show moves to March buyers who
want to start shopping early in the
year may go to Atlanta in January,
Frankfurt in February, and to any
other trade shows filling the gap be-
tween January and March.  The large
chain stores and catalogs will find
March to be too late for their needs.
Specialty stores and many high-end
chains will still attend the Gourmet
Show to find small entrepreneurs
with fresh new products.

Manufacturers have asked if they
should drop out of one show or the
other.  My answer is “neither” be-
cause each show caters to a differ-
ent clientele. Both shows are needed
for their target audience. Our world is
changing, and to expect trade shows
to remain the same is unrealistic.
Discussions about shows are similar
to what Mark Twain had to say about
weather: “…everyone talks about it,
but nobody does much about it…” .
Despite the advent of our electronic
age and cyber everything, people
still like to go to the bazaar and feel
the buzz, the excitement and to learn
what’s new and what everyone else
is doing. For independent manufac-
turers’ representatives  there is noth-
ing quite like a show to stir the cre-
ative juices.

Fact
If the call reports for the week are due on Monday,
they are usually made out on Sunday night or early
Monday morning.

Fact
Even salespeople with outstanding memories cannot
remember with accuracy what happened on the last
call on Friday, let alone what happened on the first call
last Monday morning.

Fact
The result is generally more right-brain activity on call
reports than even on expense reports.

Fact
When salespeople make out call organizers instead of
call reports, they have the golden opportunity to
control the customer call.

Fact
When salespeople write down what they want to
happen, and then write down what is happening as it
is happening, they record accurate information and
eliminate paperwork.

Fact
When salespeople later review call organizers, they
remember more clearly what happened and
automatically establish their goals on the calls they
are about to make.

To get a basic template of a standard call
organizer, please visit my Web site at:

www.bermaninformation.com
and download the section on How to Design
Your Own Call Organizer and How to Use
Your Call Organizer More Effectively.

Jack A. Berman is a faculty member of the
CPMR Program, an ERA Hall of Fame
member, author of Synergistic Selling for the
2 1 st Century, and heads Berman
Information Services Inc., which conducts
surveys of reps and manufacturers and
e-mails selling tips every two weeks. He has
been a manufacturer, a rep and a sales
trainer.

Jack Berman (from page 1)
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2003 INDUSTRY CALENDAR OF EVENTS
May
All Candy Expo
May 13, 2003 - May 15, 2003
Chicago, IL

NRA Restaurant, Hotel-Motel Show
May 17, 2003 - May 20, 2003
Chicago, IL

SOURCES
May 17, 2003 - May 19, 2003
New York, NY

National Stationery Show
May 18 - 21, 2003
New York, NY

June
IDDBA Show
June 01, 2003 - June 03, 2003
Las Vegas, NV

Coffee Fest Atlantic City
June 06, 2003 - June 08, 2003
Atlantic City, NJ

Gourmet Awards
June 06, 2003 - June 08, 2003
Dallas, TX

Dallas International Gift & Home Accessories Market
June 20, 2003 - June 24, 2003
Dallas, TX

NASFT Summer International Fancy Food Show
June 29, 2003 - July 01, 2003
New York, NY

July
Atlanta International Gift & Home Furnishings Market
July 11, 2003 - July 15, 2003
Atlanta, GA

Fall Gift & Home Furnishings Market
 July 15, 2003 - July 22, 2003
Los Angeles, CA

California Gift Show
July 19, 2003 - July 22, 2003
Los Angeles, CA

Washington Gift Show
July 27, 2003 - July 30, 2003
Chantilly, VA

August
Orlando Gift Show
August 02, 2003 - August 05, 2003
Orlando, FL

New York International Gift Fair
August 09, 2003 - August 14, 2003
New York, NY

CGTA Gift Show
August 10, 2003 - August 14, 2003
Canada

41 Madison Gift Show
August 10, 2003 - August 14, 2003
New York, NY

Seattle Gift Show
August 16, 2003 - August 20, 2003
Seattle, WA

Tendence
August 22, 2003 - August 26, 2003
Frankfurt, Germany

San Francisco International Gift Fair
August 23, 2003 - August 27, 2003
San Francisco, CA

SIAL Mercosur
August 26, 2003 - August 29, 2003
Buenos Aires, Argentina

September
Natural Products Expo East
September 04, 2003 - September 07, 2003
Washington, DC

Philadelphia Candy Show
September 07, 2003 - September 09, 2003
Philadelphia, PA

New York Home & Textiles Show
September 19, 2003 - September 22, 2003
New York, NY

Dallas International Gift & Home Show
September 20, 2003 - September 22, 2003
Dallas, TX

October
Anuga
October 11, 2003 - October 15, 2003
Koln Messe - Cologne, Germany

Atlanta Gourmet Show and Gift & Accessories Market
October 13, 2003 - October 16, 2003
Atlanta, GA

Coffee Fest Seattle
October 24, 2003 - October 26, 2003
Seattle, WA

New York Fall Tabletop Market at 41 Madison
October 25, 2003 - October 30, 2003
New York, NY
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Rooms for The Hardware Show!
Reserve them, TODAY!

The Hardware Show is the most difficult time to get rooms in
Chicago. . . but we have 100 rooms at the Hampton Inn & Suites!
Just a short walk from North Michigan Ave. at  33 W. Illinois St.
Here are the details:

Room Block Dates:  August 7 - 13, 2003
Rooms & Rates:
King Deluxe or Double/Double $143 single; $153 double
Studio Suite $163 single; $173 double
Two (2) Room Suite $193
Rooms include free deluxe continental breakfast buffet, free local phone
calls, free cable TV and 24-hour hospitality room.

For reservations, fill out the following and fax it to:

(312) 832-0333

Please - DO NOT PHONE IN YOUR RESERVATION

Reservation Form (Group Code WEN)  Weiner Association Mangement

  Your Name ___________________________________________________

  Company ____________________________________________________

  Address _____________________________________________________

  City ______________________________ State _______ Zip ___________

  Business Phone ______________________Fax _____________________

  Room Type ____________________Rate _______ Single ___ Double ___

  Credit Card & #___________________________________ Exp Date ____

  Arrival_____________________ Departure_________________________

  Comments or Special Needs _____________________________________

  Note: Please copy this form and submit for separate reservations.

Make your reservations, today.  These rooms will go fast!
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2003 IHRA Officers, Directors & Staff
Officers
Chairman: Donna Peake
President: Jim Adams
President-Elect: James Ayotte

Senior Vice Presidents
Industry & Membership: David Silberstein
Legal & Education: David Friedman
Fiscal: Kent Kulovitz
Delegate to MRERF & AMRA:  Steve Grossman, CPMR
Executive Director: William M. Weiner

Directors
Jeanmarie Bettencourt
Mark Glotter
Bob Kroll
Mark Levy
Richard Spitaletta

Past Chairs
John M. Clampitt
Steve Grossman, CPMR
Jay L. Cohen
Tom Rooney
Peter Bang-Knudsen

Staff
Administrative Assistant: Stephanie Baron
Operations Manager & Event Planner: Emily Elliott
Financial Director: Myra Weiner

Housewares Multiple-Line, Field Sales
Professional:

If you’re not a member of IHRA, you
owe it to yourself to join the organization
that is your voice in the industry and the
manufacturers’ resource for finding
Well-Qualified, Performance-Committed,
Field Sales Professionals.

For complete information and
an application, contact:

INTERNATIONAL HOUSEWARES

REPRESENTATIVES ASSOCIATION

175 N. Harbor Drive • Suite 4208
Chicago, Illinois 60601

(800) 315-7430
Fax (312) 240-1005

info@ihra.org  •  www.ihra.org

Manufacturers:
Are You Looking for Well-Qualified,

Performance-Committed, Field Sales
Professionals?

Find them quickly, easily and
cost-effectively with IHRA’s two
exclusive marketing services . . .

The IHRA Locator
A directory of housewares
representatives by territories
covered, type of products handled,
type of customers sold to/through and
complete details about their companies.

Instant HOT Lines
A onetime eMail or fax that

provides immediate information
on your line, only, to reps in

specific territories or throughout
The World

Call IHRA at (800) 315-7430
eMail: info@ihra.org

www.ihra.org
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