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The process of finding and sending out unique 
corporate holiday gifts is not something that most 
businesses look forward to, but it doesn’t have to be a 
miserable experience. With some proactive steps and 
a little help, you can have all of your gifts scheduled for 
delivery before your Thanksgiving turkey is on the table.

The key to this ambitious 30 day execution is using a 
corporate gift concierge program, like ours here at 
Pasolivo, to do the heavy lifting.

These programs have systems in place to make sure that 
the right gifts are suggested for your budget and every 
package arrives on time. These corporate gift programs 
shine a light on key individuals and clients that play an 
important role in your success.

But before we get ahead of ourselves, let’s back up and 
take a step-by-step, or more specifically, week-by-week 
look at how to pull off your 30 day holiday season 
corporate gifting coup.

The key is finding the 
right corporate gift concierge 
program to assist you.



Week one is all about pulling together your list of people who need gifts. That might seem simple, 
but while some businesses opt to give the same gift to everyone, that’s not always the best option.

Think about it. Should the client who pumps $10,000 a year into your business receive the same gift 
as the client who accounts for $100,000 per year of revenue? The answer is probably, “No.”

Here is what you should do.

Not every client or customer needs a gift. Likewise, not everyone 
who receives a gift necessarily needs to be a customer or client. 
The real question you should be asking is, “Who is instrumental to 
my growth and success?” This usually comes down to the 
3 Rs: Revenue, Referrals, and Retention.

In other words, who is bringing you value through their wallet, 
their network, or their loyalty?

If someone plays a part in your success, let them know they are 
appreciated and their contributions have been recognized.

This might sound cold and callous, but it’s not. It’s good business. At the end of the day, 
the gift should match the value of the person receiving the gift. Like we mentioned above, 
being responsible for $10,000 worth of revenue, whether direct or indirect, is a much different 
conversation to have than being responsible for $100,000 worth of revenue.

The best way we’ve found to do this is to assign a point value to different activities of value.

For example, you might attach 1 point for every 10 referrals that led to new business or assign a different point 
value to increasing job titles (1 point for an employee, 2 points for middle management, and 3 point for C-level).

An important note here is that the number of points assigned to each metric is far less important than the 
metrics you choose to assign points to. Once those value metrics are chosen and the number of points assigned, 
they can be applied evenly to each potential gift recipient.

One more passing thought. This same point system can be applied to employees if you give gifts to top performers 
in your company as a thank you for their hard work. The metrics change, but the execution is the same.

WEEK 1  |  CREATING YOUR LIST
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ThankYou

Receive Gift No Gift
Compile Your 
List of Names.

Quantify the Quality 
of Their Contribution.

Step 1

Step 2



This option is the fastest and most efficient, but it is the 
least personal and does not account for a range of value 
brought by individuals. In other words, the guy from 
your networking group who brings you $10,000 worth 
of business is getting the same as the C-Level executive 
bringing you $100,000.

It’s not necessarily wrong. In some cases, and for some 
industries, this works just fine. In fact, some industries 
have a cap on the value of the gifts they receive, so saying 
that each gift costs $25 is perfectly fine.

But, if you want to make it a little more personal, or you 
want to reward those who go above and beyond for you 
throughout the year, you might want to look at Option 2.

Remember that point system we set up in week 1, this is where it makes its money. 
If you’ve followed along, you should have a list of everyone you want to gift, and a point 
value assigned to each. Now, all you need to do is assign tiers.

Allocate different percentages of your budget to each tier, focusing the majority of your 
budget on your most valuable customers, clients, referrers, and fans of your company.

Our personal suggestion, based on our experiences, is to assign 50% of your budget to your top tier, 35% to your 
middle tier, and 15% to your bottom tier. For smaller budgets, you might want to say that anyone below a certain 
point threshold only gets a personalized holiday card in order to allow more budget to be allocated to fewer people.

Budgets normally fall into two categories, you know what your budget is or you don’t.

If you know what your budget is, it’s a matter of allocation. If you’re not sure what that 
number is, it’s a matter of finding the intersection of gifts that your recipients can feel 
good about and a number that YOU can feel good about.

For the sake of our exercise, let’s assume that you come up with a number that you’re 
comfortable spending on your holiday gifts. Let’s look at a couple different options.

WEEK 2  |  DISCUSSING YOUR BUDGET
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Tiered Gifting
Equal Gifting

Each Gift 

Valued 

at $25

Split the Holiday Gift Budget 
Equally to All Names on the List.

Use Your Point System 
to Set Gifting Tiers.

Option 1

Option 2



It doesn’t matter whether your business picks up at the end of the year or dies off. The holidays are 
always stressful. If business is booming, the last thing you want to think about is getting your holiday 
gifts out on time. If business takes a dip, and you use that time to close out your books or spend time with 
family and friends, your holiday gifts are STILL the last thing you want to be thinking about.

Partnering with someone you trust to supply unique holiday gifts to your employees and clients frees you 
up to focus on other things that matter. Finding a corporate gift supplier who is willing to distribute your 
gifts, as well as act as a concierge who adds personal touches and advises you on strategies you might be 
overlooking, is invaluable as a time-saver and to ensure your gifts are delivered with maximum impact.

Add a customized feature to your gift that alerts the person receiving it 
that it is just for them and not part of a mass ship-out.

This doesn’t necessarily mean you’re having their name engraved on 
every item. It could be as simple as the gift you choose or, our personal 
favorite, a personalized, handwritten note. In a world of mail merge 
and email, there is nothing as powerful and intimate as a note directed 
specifically to the individual receiving it.

The minute you send a gift that has your branding on it, you are asking the recipient to be 
a marketing asset instead of thanking them for their value to your company.

Don’t do it. It’s tacky. You’re going to have to trust us on this one.

Always Use a Gift Supplier to Also 
be Your Distributor and Concierge.

Always Add a 
Customizing Feature.

Never Send Gifts that Have 
Your Company’s Name on It.

Building the list and setting a budget lays the foundations and scope of your 
corporate gift giving. Now, it’s time to pick out the gifts.

Here are some tips that we’ve learned over the years.

WEEK 3  |  TIPS TO PICK THE RIGHT GIFTS

IN LESS THAN 30 DAYSHoliday Corporate Gifting

Tip 1

Tip 2

Tip 3

Personalized 

handwritten 

notes are 

Powerful and 

Intimate.



One of the biggest mistakes businesses make is sending holiday gifts to clients and employees 
that are gone after one use.

That bottle of wine or champagne, no matter how expensive, is going to be consumed and end 
up in the trash, and not long after, the emotional impact of your generosity will follow.

Instead, pick gifts that last at least 3 to 6 months. This will ensure that you and your business 
come to mind every time they use your gift, and they will be reminded of how thoughtful you 
were and how appreciated they are.

The more information your gift supplier has, the more they are able to help you, 
especially if you’ve followed our advice and partnered with a supplier who is 
working with you on strategy and distribution.

Telling your supplier to give you some “ideas” is too broad and doesn’t 
give them enough information to help you make good decisions.

Instead, say something like, “Here is where I am. I have a list of 
100 people I need to give gifts to, and I’d feel best if we could 
keep the budget around $4,000. I’ve already created three 
gifting tiers. There are 20 people in the top tier, 50 people in 
the middle tier, and 30 people in the bottom tier. I’d like my 
top tier to get about 50% of my budget, 35% to the middle tier, 
and the remaining 15% to the bottom tier. Could you put 
together a couple different options and send them to me in the 
next couple of days?”

This gives your supplier a budget, allocation data, and an idea 
of how many people they need to gift. The more information 
the better. Are most of your clients single? Do most of your 
referrers love to host dinner parties? There is no such thing 
as too much data.

Choose Gifts 
that Last.

Always Discuss Your Budget 
with Your Supplier.

Tip 4

Tip 5



You hold the keys to executing your corporate holiday gift strategy 
because you hold the data, both in your systems and in your brain.

Make sure that while your supplier is pulling together some gift 
options, you begin to pull together everything they will need to 
execute your strategy.

Here is a list of things your gift supplier might need 
to execute effectively:

1. Names and addresses for each recipient 
2. Any personalized notes or messages that should be included 
3. letterheads, graphics, or stationary they will need

This list will be different for every strategy and supplier. Make sure 
to ask what they will need from you so you can pull it together while 
they are pulling together your unique corporate gifting options.

This final stage will consist of a lot of back and forth. Make sure your supplier has a 
good way to contact you, even if that is someone in your office to answer questions. 
On your end, make sure you have a contact person or account manager at your 
supplier and a good way to contact them quickly and directly.

Answer any questions they have as quickly as possible. Likewise, it is 
reasonable to expect quick response times. Getting back within 
minutes is better than hours, and a full day without a response should 
be considered unacceptable.

If you’ve followed our advice to this point, your work should be just 
about done, and it’s time for your supplier to take over.

Here is what you should expect during this phase.

WEEK 4  |  GET THE EXECUTION RIGHT
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Key Master 

Responsibilities
Gatekeeper 

Responsibilities

1.
2. 
3.
4.
5.
6.

1.
2. 
3.
4.
5.
6.

You Are the Key Master. 
Your Supplier is the Gatekeeper.Expectation 1

Frequent Contact Between 
You and Your Supplier.Expectation 2



Once the gifts have been selected and all of the information 
handed over to the supplier, you should lay out exactly what your 
expectations are during the execution phase.

It is well within reason to ask for updates at each major benchmark including: when the gifts are put together, 
when the customization is completed, and when the gifts are shipped out (with tracking numbers provided).

Your supplier should be positioning themselves to have an ongoing relationship with you, so feel free, 
within reason, to ask for anything that makes you feel good about the process.

Scheduling your holiday corporate gifts is not something that should be dreaded or put off until the last 
minute, and if you follow our guide above, it should be well within reason to complete it in 30 days or less.

Happy Holidays in advance from all of us at Pasolivo.

Allow us to begin taking care of your holiday corporate gifting right now. 
There is no need to wait. We’d love to take care of you.

In the heart of the lovely Paso Robles wine country lies the beautiful Pasolivo ranch. Blessed by a combination 
of temperate Coastal California weather and rich, fertile soil, we have been producing award-winning California 
olive oil and welcoming visitors to our orchards and olive oil tasting room for over a decade. Purchased in 2012 
by the Dirk family who fell in love with the magic of this place, Pasolivo still embraces the wild beauty that 
brought King Vidor here. All around the property you will find majestic, towering oaks, flocks of lively wild 
turkeys, and families of deer. The splendor and tranquility of the ranch are embraced by our staff, who are 
dedicated to providing visitors with a warm, educational experience and hospitality that is second to none. 
Whether you visit one of our locations, or purchase online, we are dedicated to crafting the best-tasting 
California olive oil, specialty food products, and the finest bath and body products in the world. 

SOME CLOSING NOTES

ABOUT PASOLIVO

8530 Vineyard Drive  |  Paso Robles, CA 93446 
805.227.0186  |  info@pasolivo.com

Full 
TransparencyExpectation 3


