
Positioning Your Title for 
the Executive Gifting Market 

 
Writers focusing on business, leadership, or professional development habitually 

restrict their sales potential by treating their work solely as a consumer product. They 

spend their days chasing individual digital downloads or hoping for a single physical 

sale in an airport retail shop. While those avenues generate a baseline income, they 

completely ignore the massive, highly funded sector of corporate gifting. Every winter, 

human resources departments and executive assistants at major firms are tasked with 

purchasing thousands of high-quality gifts for their employees, top-tier clients, and 

board members. If you can successfully position your professional manuscript as the 

ideal end-of-year corporate gift, you transition from selling single units to securing 

massive bulk orders that guarantee immediate profitability. 

To capture the attention of corporate buyers, you must present the manuscript as a 

premium business asset, not just a paperback reading material. A corporate purchaser is 

looking for items that reflect well on their company brand. They want gifts that feel 

substantial, educational, and professionally relevant. This requires investing in high-

quality physical production. Hardcover editions with excellent paper stock, professional 

typesetting, and a clean, authoritative cover design are mandatory. If your physical 

product looks cheap, no executive assistant will authorise a purchase of five hundred 

copies for their company's top client list, regardless of how excellent your internal 

writing might be. 

The pitch to a corporate buyer must focus entirely on the practical value the text 

delivers to their specific organisation. When you contact a human resources director, 

you are not selling a story; you are selling a solution to their internal challenges. If your 

writing focuses on conflict resolution, you pitch it as a tool to improve team cohesion. 

If your text covers time management, you present it as an investment in employee 

productivity. You must explicitly state how reading your work will benefit the 



company's bottom line or improve their corporate culture. Translating your chapters 

into tangible business benefits is the only way to secure a bulk purchase order from a 

corporate department. 

Executing this level of business-to-business outreach requires a highly targeted 

approach that many authors struggle to manage alone. Identifying the correct corporate 

decision-makers, finding their direct contact information, and crafting compelling 

corporate sales sheets takes significant administrative effort. For this reason, business 

authors frequently engage specialised book Aprilketing services to run their corporate 

gifting campaigns. These professionals maintain databases of corporate buyers and 

understand exactly how to structure a wholesale discount proposal that appeals to a 

corporate budget. Outsourcing this outreach allows the author to maintain their 

authority as an expert while a dedicated sales team handles the aggressive corporate 

pitching. 

Customisation is the absolute key to closing a massive corporate gifting contract. 

Companies love to add their own branding to the items they distribute. Offering a 

corporate buyer the option to include a custom-printed foreword written by their own 

Chief Executive Officer, or providing a branded bellyband wrapped around the cover 

featuring the company logo, dramatically increases the appeal of your product. These 

minor customisations cost very little to produce at scale but add massive perceived 

value for the corporate client. It transforms your general publication into a highly 

specific, branded corporate asset that the company is proud to distribute. 

Timing is the final essential component of the executive gifting strategy. Corporate 

budgets for the winter holidays are typically finalised in early autumn. If you wait until 

November to begin pitching your title as a holiday gift, the budgets are already spent. 

You must begin your outreach in late summer, providing sample copies and pricing 

sheets well before the holiday rush begins. By preparing your materials early, focusing 

on professional presentation, and offering custom branding options, you can 

successfully divert corporate gifting budgets directly into your own sales figures, 

establishing a highly profitable revenue stream that recurs year after year. 

Conclusion 

The corporate gifting market offers business authors an incredible opportunity to secure 

massive bulk sales. By elevating the physical quality of the product, offering custom 

corporate branding, and pitching directly to human resources directors, writers can 

unlock a highly lucrative revenue channel. 

Call to Action 

Stop chasing single retail sales and learn how to position your professional expertise for 

massive corporate bulk orders. Contact our B2B specialists today to build a targeted 

outreach campaign for the upcoming corporate gifting season. 

 

https://www.smithpublicity.com/self-published-book-marketing/

