
In the 20 plus years that I have been in the promo-

tional products business - and even with all the sig-

nifi cant changes that have occurred in the industry 

- gift  selections for high profi le clients still haven't 

changed all that much. 

I suspect one of the reasons for this is the prod-

uct investment for suppliers is risky, as orders of 

this nature are generally smaller and there is much 

research to do before any suggestions are forwarded 

to the client (who is usually an administrative assist-

ant) taking care of this very delicate request. 

What kind of gift would a CEO or high-level executive 

appreciate and actually use? 
Remember, these recipients are in a completely dif-

ferent league. Th ey usually already have "everything 

they need" so this gift  is very much a WANT item.

As an afi cionado and purveyor of high-end mer-

chandise, I will share some points to consider when 

thinking about an appropriate executive gift . 

1. Research: Ask your client as many questions 

about the executive as possible. Do they travel 
a lot? What is their marital status?  
What are their likes and dislikes? 

Perhaps they have a favourite 

hobby outside of the offi  ce that 

will help clue you in to their per-

sonality. 

Be sure to ask what they don't 
want and what they've typically 

received in the past (there is nothing 

more annoying than repetition). 

Doing your homework here will 

pay off , big time! Peruse high-end 

publications to stay in the loop 

about the most desirable gift s for 

this calibre of executive; you want to 

be remembered as a fi rst class supplier.

It might also be a good idea to Google this 

person to see if a photo or any accolades associated 

with their profi le comes up. 

2. Avoid Booze: Never suggest a bot-

tle of wine, or alcohol. Don't make 

any incorrect assumptions as there 

may be an issue of which you are 

unaware of. 

3. Sports-Themed Items Always Work: Is the re-

cipient fond of sports? If this is the case, then a gift  

relating to their favourite sport activity - like tickets 

or a commemorative framed poster which is num-

bered and signed - might be the perfect suggestion. 

Any signed, authentic sports memorabilia of their 

favourite team and/or sport is never a bad bet.

High-profi le clients probably haven't had the time 

to purchase the sports item in question and receiv-

ing it as a gift  would be a great surprise! 

4. Art Works: Don't underestimate the power of au-

thentic artwork or photographs. Th e recipient can 

show off  this stunning piece of art in their offi  ce, 

home or cottage. 

Make sure you research their taste and ethnic 

background and then try fi nd the best artwork, or 

sought-aft er artist or photographer they're fond of. 

Presentation is vital, especially with artwork; be 

sure that the framing matches the quality of artwork 

that is being displayed.

5. Sharing is Caring: Chances are your executive 

clients have have families, so a gift  which their re-

spective families can also enjoy is a very appro-

priate gesture of gratitude.

An upscale, re-usable snack bowl is a 

great top of mind packaging option. Make 

sure it is a premium, well-known brand. 

6. Originality is Paramount: Try to 

avoid gift  certifi cates, typical articles 

of clothing (like golf shirts), and pretty 

much anything that is relatively stan-

dard in the promotional products industry. 

Th eir company probably orders and 

receives plenty of these items; he or she has 

seen it all and probably has it all. 

7. Think Practically: Premium 

leather items, airline travel bags, 

mobile technology items and/or  

lifestyle gift s which can be used at 

anywhere are always special because 

they are practical. 

Th ere is no better gift  than one which is 

appreciated and used regularly. 

8. NEVER, EVER Skimp!: If your 

budget is not suffi  cient for a 

proper gift , then don't buy 

anything at all. 

I cannot stress this enough: a 

half-baked attempt at gift -giving for 

an executive is far worse than no gift  at all. 

When you are dealing with clients of this calibre, 

you want to be remember for your thoughtfulness 

NOT your frugalness. 

Keep these aforementioned tips top of mind next 

time you are shopping for gift  ideas for your high-

profi le clients.
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