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Some believe good things happen to those who wait, but I believe good things happen to those who work their asses off and never give 
up. Since life doesn’t always go according to plan, when you hit a roadblock, it’s important you stay focused, learn to pivot and put that 
entrepreneurial mind to work. 

In January, I was excited to receive a promotion, managing AZX’s national accounts. Although I had my eye on this promotion for 
several years, it came to fruition at the end of 2019. I spent many hours planning the year ahead; the trade shows I’d attend, the clients 
I’d visit, the marketing budgets I’d prepare and the new campaigns I’d promote, all of which focused on the leveraging of my new position 
and achieving personal sales goals. 

I spend a lot of my time in airports, boardrooms, coffee shops, restaurants, at trade shows and of course, talking over a good happy 
hour. On March 13, this daily routine came to a standstill, when I arrived back from what I didn’t know would be my last trade show for 
potentially the rest of 2020.   

By Monday, March 16, a lot transpired at AZX and over 65% of its workforce was already set-up to work from home, including myself. 
With the unknown still in sight, in a few short weeks, AZX transformed its entire product offering to PPE and preparedness items, but I 
still was left asking myself “What’s going to happen next?”

While the impact of COVID-19 has paused and controlled many aspects of life, I was not going to let it dictate my year. With the 
original plan out the window, I decided to maintain my initial sales goal. It was time to get out of my comfort zone, try new things, and 
hustle.

The New Normal – A Day in the Life of a Supplier Sales Rep

8:00am: I start every day by looking at my calendar, reminding myself what day it is, checking what meetings and/or webinars I have 
scheduled and reviewing my to-do list. My first e-mail of the morning is sent to webinar attendees as a reminder and to let them know I 
am excited for our meeting. This simple reminder has improved attendance to nearly 98%. 

8:30am: Social media has become an integral part of my day, I spend almost 1.5 hours every AM reviewing various platforms. Now, 
instead of flipping through catalogs, many people turn to social media groups to find information. A source of entertainment at times, 
the Promotional Products Professionals group has become a go-to resource for sourcing products. 

We all know that working in sales is a numbers game and using social media is an easy way for me to build my pipeline. In addition to 
Facebook, I use Instagram to review, connect and follow up with key clients. The platform offers a quick snapshot of what companies or 
individuals have on the go. From featuring current projects, partnerships and sales items to showcasing its list of clients, I leverage this 
company information to strengthen relationships and strategize how I can get more AZX and Simplified products into the mix.

10:00am: Consisting of a smart, dynamic, caring and hard-working team, AZX knows how to get the job done, but also have fun on the 
clock. When I’m not on the road, I love heading into the office and catching up with employees across departments. 

Although I can’t see the team in-person, I connect with them via phone or Microsoft Teams to discuss pressing orders, ask and answer 
questions and have a good laugh. Being aware of what’s going on professionally and personally is crucial to the overall success of the 
team.

11:00am: Product shortages and limited inventory have generated an increased sense of urgency and projects are closing more quickly 
than ever. This has increased the importance for me to follow up in a timely manner regarding leads and quotes. With inboxes being 
inundated with e-mails, touching base via phone is the root of my success. Keeping my pipeline up-to-date is essential to focus my time 
on projects with the highest potential to close. 

Tip of the day: don’t sit back and wait for an order to come in; take control, ask questions, search for intel on the project at-hand and 
cross-sell. 

12:00pm: With a busy schedule in-office and at-home, it’s difficult to be proactive. Taking the initiative requires considering options, 
weighing alternatives and making decisions in order to achieve your goals. I spend approximately 2 hours a day focusing on this. These 
are high level tasks that will help elevate my success. It is important to work on your business not just in it. 

1:50pm: It’s time to log in and set up for the day’s Go-To Meeting. With the cancelling of in-person shows and meetings, webinars 
have served as a replacement to stay connected. Keeping these virtual face-to-faces short, relevant and engaging is central to their 
effectiveness. Ask questions, take notes and follow up.

3:00pm: The remainder of my day is used to catch up on e-mails and plan for the next day. More often than not, my days don’t go 
according to plan (just like life) and that’s what keeps my job interesting. I review my task list for the day and move incomplete tasks 
forward and plan for tomorrow.  

In continued economic uncertainty, the promotional industry’s overall sales are declining, yet year to date my book of business is up 
nearly 20%. Remember the route you take can change, but the destination should stay the same. If you sit back and wait, someone else 
will come knocking and take the business that should be yours.


