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Barometer–2012 Second Quarter Report
Taking The Pulse Of Promotional Products Distributor Sales In The Second Quarter Of 2012

After a strong first quarter distributors experience some slow down in the second quarter. A survey of 353 

distributors revealed that they experienced growth of about 5.80% over the same period in the previous year. The 

median increase reported was five percent. Seventy-one percent of distributors reported an increase in the second 

quarter of 2012 which was similar to the percentage that saw an increase the last quarter. Twenty-five percent 

reported a decrease this first quarter and 4% reported that they stayed the same when compared to the second 

quarter in 2011. Sixty three percent of distributors reported achieving their sales targets while 37 percent did 

not. Reasons cited for not meeting sales include holds placed on government accounts for promotional product 

spending, smaller clients going out of business, larger clients restricting budgets and lagging regional economies. 

While a slower second quarter, almost eighty five percent of those surveyed reported that they had a profitable first 

quarter. Even though they cite profitability, they say it was not as good as the first quarter in 2011. The chart below 

represents changes in some key business performance indicators.
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When comparing the second quarter of 2012 to the second quarter of 2011, 
what kind of change did you see in the following?
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Fifty-five percent of distributors reported an increase in the number of units shipped. Fifty-two percent saw an increase in 

profits and 53% in orders written up. Forty-two percent of distributors also saw an increase in average order size.  G& A, 

advertising and marketing expenses, capital expenditure and the number of employees on payroll held steady for more than 

two-thirds of distributors reporting. For four out of ten distributors, cash flow held steady. 

Business outlook for the third quarter? It is somewhat positive. A little more than half (56%) - predict an increase in 

sales for the third quarter of 2012 (slightly less than the 64%) who predicted an increase in the second quarter. 11 % 

expect a decrease and 33% expect to stay the same stay the same. For some, these predictions are based on verbal 

communications from the client and for others it is based on actual confirmed orders that are in the pipeline. Many chalk 

it down to better execution of their marketing plans and market penetration and focus by sales teams. Some distributors 

report upping the ante by networking , adding extra salespeople who are actively pounding the pavement for additional 

orders. However a few distributors report that client budgets are shrinking and their buyers seem to want the same quantity 

and quality despite their restricted budgets resulting in a tight squeeze for distributors all around. For some summers are 

generally slow and a few feel that things will only pick after the election. 

What are immediate competitive threats for distributors? Top of mind is still the economy. For seventy-two percent of 

distributors the biggest threat is still the economy. Fears of global economic conditions spreading to our shores along with 

worries about the outcome of the election certainly contribute toward the dampened optimism felt by distributors. Six out 

of ten distributors also worry about their shrinking client budgets as well as  thirty-four percent who worry about increased 

competition. 

Overall, the feeling is one of tempered optimism and distributors are cautious about their predictions 
for the next quarter. 

The findings reported in this distributor sales barometer are a result of a survey of 352 member and non-member  distributors. Thank 
you to those who participated and for your help in taking a pulse of the industry. Keep an eye out for the 2012 third quarter survey in 
your inbox in September. For those who wish to participate in this important survey, please contact surveys@ppai.org and you will be 
included in this effort to take a market snapshot of distributor business each quarter. 
The winner in the drawing for a Kindle was Jeff Neese, Winning Concepts, Birchrunville, PA.

What do you consider to be your immediate competitive threats in 2012?
(Please check all that apply.)
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