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All roads
lead back to
embroidery
for this
community
volunteer.

Gefting High

mbroidery’s been

good to me. Without it, |

might never have experi-
enced some of the fun—and
pride—that owning my busi-
ness has brought.

How has it been good to
me? It gives me so many
opportunities to come up with
new and work on
unigque projects, And being
involved in a number of com-
munity organizations, such as
the Chamber of Commerce,
Hotel Motel Association,
Convention and Visitors
Bureau, The Rotary Club and
many other civic organiza-
tions, is an added plus.
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Because many community
leaders and business entre-
preneurs are also involved in
these organizations, it's easy
to find out what is going on
in your community and estab-
lish a network of
friends and business associ-
ates—people looking lor cre-
ative ways to improve and
grow the communities in
which we live and work. And
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many times, those *
ways” involve embroidery,

It is through my association
with such organizations and
people that | was offered a
truly unigue opportunity last
year—that of coordinating a
hot air balloon rally. Little did
I Know what an opportunity
this was to not only sell em-
broidery, but market my ser-
vices as well!
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Participating In non-
embroldery related
communify activities could
apen a world of opportunity fo
sell embroidery ond markea!
your services, Above: Twenty-
5ix ballieonists participated In
the Chattonooga, Tenn., 1997
hot air balloon fastival. Latt:
Embrolderer Melanie Cookley
decides to experence
firsthand what a hot air
balloan ride is like,

A "Hot" Opportunity
Having crewed for a
nationally known balloonist
years ago, | realized the bal-
loon rally 1 was embarking
upon was the largest project |
had ever attempted. As the
project unfolded, | got an even
better grasp of what we were
attlempting: The rally was
turning into a three-day fes-
tival with a budget of approxi-
mately $52.000. Volunteers
flocked 1o the project. The

By Melanie Watts Coakley
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word was out that a tremendous event
was going to take place, and people
wanted o help make it happen. Invita-
tions were sent (o balloonists throughout
the country. At first, only a few re-
sponded, but by the time the event rolled
around, 26 balloonists had accepted. En-
tertainment was also booked for the
event. Friday might was designated oldies
night, featuring The Drifters; Sam Bush
was the contemporary blue grass feature
on Saturday; and Sunday lent itself
o gospel music, with a
| 50-member contemporary
youth choir being the high-
light. Fifty-three crafiers
displayed their goods, and
18 food vendors offered an
array of food
Clearly, a lot of work weni
into organizing the event.
Bur the story
more

choices,

gels even
interesting when it

came to finding sponsors,

Embroidery Talks

Even with a |large budget, [ still needed
financial and volunteer backing. 1 began
telling my customers that | was involved
in the balloon festival, hoping for volun-
teers. Then | mentioned the scope of the
project 1o a local banker whose bank just
happened to be opening a new location
within blocks of where the festival was
taking place. What a fortuitous conversa-
tion, The bank signed on as our predomi-
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| would
encourage all
embroiderers to
step out of the
box and try
something new.

NAle SPOnsor.

I began contacting other potential
corporate sponsors. This is when |
noticed a change taking place for
my company. Every time [ con-
tacted a potential sponsor, I left a
business card for identification and as a
way o contact me. | found that they were
not only interested in the festival. but in
what 1 do as well.

In laying out the package for what the
sponsors would receive in exchange for
their advertising dollars, it
occurred to me that my
company needed to be a
sponsor, wo. Not only did
we sponsor the event finan-
cially, but also with shirts
to identify volunteers. Each
sponsor was listed on the
back of the 500 or so T-
shirts that were distributed
to volunteers, It was like
having 500 miniature bill-
boards walking around
with our name, along with
an elite group of sponsors, being adver-
tised. And then there were radio adver-
tisements in which each sponsor’s name
was mentioned. With approximately
eight spots a day on two different radio
stations, this became an excellent
oppartunity. considering what such
advertising would have cost us if we
advertised individually.

| often hear embroiderers say they
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Sweatshirts with the embroidered Jordon Fest logo were another highly coveted item af
tha festival.

Continued from puge 26
and sold. Everyone loved the line we had
put together.

We secured booth space, and for the
first time, sold our embroidery out of the
shop. 1 have been to many seminars and
have heard others talk about mobile
embroidery, but 1 had never tried it. With

the shop being so close
to the festival grounds,
we didn’t bring our
machine, bur rather kept
the booth well-stocked. |
can se¢ how mobile
embroidery could be a
lucrative way
embroidery while en-
COUTAZING CONSUMErs 1o
try something different,

to sell

The Moral Of The
Story Is...

[ would encourage all
embroiderers (o step out
of the box and try some-
thing new. It could be a
balloon festival or what-
ever else you're inter-
ested in doing or being a
part of. There are always ways to find
new markets in embroidery.

If you're in a rut, or business is not
what you'd like it to be, try something
new. You may find yourself in-a situation
similar 1o mine—doing something tha

doesn’t seem to relate to embroidery, but

Taking edvantage of the opportunity af hand,
embrolderad jockets, caps and lapel pins were some
ol the gorments offered by Signature Designs,
commemornating the hot air balloon festival.

can't afford to market. My question is,
can you afford not wo? While much of my
business still comes from word-of-mouth
referrals, many of the companies [ con-
tacted for sponsorship of the event have
become embroidery customers, We con-
tinue to establish ourselves as a company
interested in being involved in the com-
munity and helping make things happen.
As a matter of fact, recently, 4 woman ap-
plied for a job as a sales rep with us be-
cause she liked the presence we had in
the community and the way we work
with others to make a difference.

The Added Bonus

As the festival planning continued,
people started asking if 1 was going to
sell sweatshirts and souvenirs to mark
this first-time balloon festival. 1 had
golten s0 consumed in coordinating the
festival that 1 almost let & wonderful sales
opportunity pass by.

We came up with several embroidered
garments, including sweatshirts (one with
a special metallic-trimmed collar for
women), caps and jackets; we also sold
commemorative lapel pens. The embroi-
dered jackets were also commemoralive,
as only a certain number were produced

comtited on page 30

leads back to it anyway.

Other large companies have traveled
the same path by being involved in the
communities that have been so good to
their businesses. In fact, every now and
then I'll see someone wearing that fes
tival T-shirt with my company’s logo on
the back. or a lapel pin stuck in o hat, and
I realize | helped make a difference. Plus,
it was nice 1o be a part of the project in-
stead of just ian observer,

Believe it or not, we held the first
organizational meeting for Jordan Fest
‘98 Hot Air Balloon Festival in January;
the event is scheduled for September 11-
13, OF course. I'm already thinking

about what Kind of embroi-
dered apparel we can put [ 1}
together for this year's event! .‘.
Melanie Waits Coakley (s the owner of Signafure
Designs in Chaftonooga, Tenn. She hos baan i ihe
embroidary indusiry for seven years. In 1997 she
wios owarded the Chomber of Commerce Enre-
prenaur of the Year Award, os well os being hon-
ored by Homilfon County Commissioner, Curhis

Adams, for fier part in the first Hot Alr Balloon
Festival—Jordon Fest '97.




