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Welcome to Elevated.Events 5th Edition! 

 

September marks a special milestone for BalloonCoach.com. It’s our Webinar’s 1st 

Birthday!  Hard to believe that we have 12 Monthly Guest Webinars in the Library set 

as a resource for the balloon industry to learn and grow from the knowledge of  

others and from the comfort of your home! 

 

I want to thank all the wonderful Teachers who have been a part of our first year and 

supported the industry with this new resource!   I also want to thank our monthly 

subscribers who send wonderful notes like, “Man that one tip from last month’s 

webinar has changed how I do business, and now I get more time at home with my 

family,”   as well as, “Thank you for your webinars. It’s just the pick-me-up I need to 

keep growing my business.” 

 

I always enjoy this time of the year, as business seems to be booming: Fall Festivals, 

Halloween, Awards Banquets, Fun Runs, Christmas Events and New Years Eve all 

need balloons! The end of 2016 will happen quickly. I hope you take advantage of all 

the wonderful opportunities to increase your sales and grow your business! 

Are you READY to Elevate your business? 

If you are new to ballooncoach.com and would like to purchase our Past webinars, 

you can buy them individually or Purchase the entire library with a special Birthday 

Special Discount!  http://ballooncoach.com/fill-your-library/ 

 

Your Partner in Success! 

Joette  

Editorial Team 

Joette Giardina, CBA Jen Marshall Mindy Neal 
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Make the Call 

Julie Pierson, CBA  

 
You have made the decision to become an entrepreneur. 
Why? You have learned to create bright colorful balloon 
decorations to transform a room into a party. Maybe you 
entertain or provide both décor and entertainment ser-
vices. You are responsible for your income and driving 
sales to pay the bills. 

 

Are you tapping your fingers waiting for a phone call or e-mail for your next sale? STOP! 
You can change the outcome of your income by thousands of dollars! Yes, you can. Do 
your research by driving around town and writing down new businesses to contact for 
grand opening, customer appreciation, etc. How about your banker? Call and ask who 
handles their celebrations. The phone is your friend, and I am proof of this my friends. I 
called the CEO of our bank at 12:40 pm, and he answered! “I Made the Call and Asked” 
him about new stadium he just built and if we could create balloon decorations for the 
celebration. “That is a great idea,” he says. “I will talk to my assistant and someone will 
be in touch.” A week goes by … nothing. I am getting anxious for a sale. Second week, I 
called his assistant. She says, “We are talking about you during our meeting tomorrow 
and we will be in touch.” Another week goes by, and I am contacted by two separate peo-
ple for bids. In the end, I landed a $3000 job. 

I have built the relationship with this CEO for about 16 years. 
Marketing directors, human resource, and office managers 
are great contacts. If you are not going to make the call, then 
move those legs and walk into the place of business to  
connect. I would love to hear your success story landing a 
large job. If you are like me, I get a “high,” not on helium, but 
on landing big sales and building relationships. Our world is 
changing, and customers want to be valued and taken care of 
with someone that will exceed their expectations. I hope you 
will “Make the Call” and land your next big sale that will help 
you buy your first van to transport all those beautiful balloons 
or attend a balloon workshop. 

If you are still questioning these sales efforts, contact Joette from BalloonCoach.com, 

and she will help you get on the right track to landing the next big sale! Now go make 

some money! Wishing you financial prosperity, happiness, and success! 
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Lisa Talip, A Balloon Creation, Inc 

Aurora, Illinois 

Wonderful Mall Décor! 
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Lisa Talip, A Balloon Creation, Inc 

Aurora, Illinois 

 



 

 

 

Have you ever wished you could spend 

ALL DAY WITH DAVID MAHONEY? 

Make your wish come true! 

Join us in Orlando November 13 & 14 

More than a 1.5 hour webinar or class! 

Spend the 13th with Joette, and the 14th with David! 

http://ballooncoach.com/bridge-gap-workshop/ 

Build a Stronger Business:  Business Tips, New Year’s Eve décor, 

Framing and Overlay Techniques and more... 

End 2016 with a Bang and make 2017  your Best Year Yet! 

http://ballooncoach.com/bridge-gap-workshop/?utm_source=elevated-events&utm_medium=magazine-link&utm_content=magazine-mention&utm_campaign=elevated-events-092616


Helium Rentals &  

Balloon Décor 

Ally Roberts 

Cook’s Balloonery 

Westerville, Ohio 

 

 

How old where you when you started work-

ing with balloons? 

I started working for Cook’s Balloonery 

when I was 16, and I bought the company 2 

weeks after my 21st Birthday! 

 

How much of your business is Helium rental 

verses décor? 

About 40 % of our income is helium tanks, 

50% balloon décor that is delivered, and  

10% walk-in customers. 

 

How many people does it take 

to run your business? 

In addition to me, I have one 

full-time employee and a part-

time delivery driver (mostly for 

the helium tank delivery). 
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Share the process of creating the book.  There were many steps to 
the development of the ABC Balloon Book. Deciding on which ani-
mals were selected was the first. Thankfully, I have a niece who was 
just learning to read when I started the project, so long discussions 
with my sister took place as I asked her thought on my animal selec-
tions. 

Next, I’d randomly select an animal I was inspired to create and then 
research it. I really had to get down to the small details like, how 
many toes does it have and what is the environment and climate that 
this animal lives in. With this information I was able to sketch out 
concepts before drawing the final design.  

 

 

 

 

 

 

What have you learned over the last 2 years as owner? 

The number one thing that I have learned over the last couple of years is the importance of 

education.  Before I owned the business, there was no importance placed on learning 

more, expanding or growing.  I’ve been lucky enough to attend multiple conventions and 

workshops where I have learned something new at every single one!   

 

The most important thing that I have picked up from all that education is that I was under-

valuing my work.  When I bought the business, we didn’t want to change everything right 

off the bat, so it has been a slow process.  Overall, charging more for our work and adding 

those “rush” fees have been so important! 



 

 

 

On the Cover 

Brenda Shelton 

Balloon People 

Round Rock, TX 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

How many events did you do Halloween week 2015  I had many events the week of  
Halloween but only 12 were Halloween related.  We also did an arch for Breast Cancer 
race for the cure that week as well as several other non Halloween related.  In all there 
were 25 events leading up to Halloween.   

What services do you offer?  Balloon People offers balloon décor, professional face & body 
painting, henna tattoos, glitter tattoos, airbrush tattoos, magic shows, caricatures, clowns 
and several other costumed characters for birthday parties and celebrations. 

What type of event did you create the Photo Frame for?   Paypal’s  Employees 
family Halloween Party.   

Did the client mention they needed a photo area?  The client said they wanted to 
do something really cool and amazing! I was stumped, but then she said all the 
kids will be in costume and there will be a photographer...that's when the idea hit 
me to do a photo frame to showcase every child (and mom and dad's) Halloween 
Costumes. 
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Money From Thin Air...With Word$! 

Jan Iams, CBA 

Betallic Education Director 

 

When you use words to paint the picture—to create 

a visual image of not just the product you’re selling, 

but also the projected reaction of the recipient of an 

arrangement or the people who attend an event 

where you create décor is extremely influencing to 

your customer.  

 

First impressions are important. I had experiences with two California companies  
within a 5-minute period that was like night and day! This experience made it perfectly 
clear, that part of that first impression is qualifying each other. The first company  
began with answering, “Hello,” and had a bland offering and actually sounded  
impatient when I asked for more information. I didn’t picture a very exciting arrange-
ment or presentation from him! 

 

On the other hand, my next contact answered brightly with her company name, and she 
was excited about what she could do for me, She described a delightful bouquet paired 
with cookies I could almost taste, and actually bent her Valentine’s Day rules a little on 
the addition of latex for me so…I happily spent about $20.00 more than I had originally 
planned to. 

 

When you ask about the occasion, recipient, etc., it’s easy to reinforce your customer’s 
choice to have you send balloons for him or her. A personal, positive approach will 
make your customer feel good, (Wow, this salesperson is interested in me, in what I 
want, and has great ideas too!) For instance, “Oh your husbands 40th birthday! What a 
great time for you to make him the star of his office. I’ve got some wonderful attention-
getting ideas he’ll just love!” While qualifying your customer, you’re helping them to 
see how qualified you are to create a very personalized, sure-to-get-rave reviews de-
sign. 

A lasting impression is more than a well-executed delivery or perfect decor. It’s an im-

pression that seals the sale and brings back customers again and again.  
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Personalizing the selling experience and customizing the sales pitch with occa-
sion catchwords are very enticing and position you as an experienced consult-
ant. Example: describing the same bright primary colors, 

Red, Yellow and Blue 

For Men: “Bold, Strong colors””  

 For Children: “Bright, Crayon colors” 

 For Women: “Brilliant colors”  

 

You get the picture!!! Create the same type of list for all color combinations for 
all types of events and themes: Baby Boy, Baby Girl, New Year’s Eve, Bridal, 
Christmas, Sports themes, Valentine’s Day, etc. 

 

Special occasions are described with a personalized twist. Brides for instance, 
can’t resist an iridescent confetti balloon when it’s called a “Champagne Bubble 
Balloon” and will probably pay twice the price! Other catchwords that delight 
brides: “Opalescent Balloons,” (iridescent paper inside a Betallatex Metallic  
Silver latex)--“Bouncy tendrils of ribbon” (softly curled ribbon instead of short, 
tight curls). 

 

Certain market catchwords can be developed as well. Bar and Bat Mitzvahs are 
perfect for theme friendly words, and “mom-words” like “Trend  
Setting” (underlying meaning—you’ll be the envy of all the other moms for com-
ing up with this fabulous décor). Hotels, outdoor décor, malls, parties, deliveries 
and advertising phrases will differ. Create lists of winning words and phrases. 
You can see it in your customer’s eye and hear it in their voice when you use 
words that influence. 

 

Now that you’ve got it, write how  you  plan to help your staff to get it? Plant 

cheat sheets by the phones, role-play, PRACTICE! Make it fun; let them play the 

customer role too. They’ll love challenging you and will learn more so you’ll earn 

more. 



 

The following are good sources for developing the words that will reflect 
your service and personality. Use thesaurus, TV, and radio commercials, 
magazine and billboard ads, greeting cards and Betallic marketing  
materials and distributor ads for ideas. What other good sources can you 
think of for inspiration? 

I’d like to share my Secret Words Extravaganza List with you. I hope you’ll 

use them as successfully as I have. I find great satisfaction in being as crea-

tive with my verbal skills as I am with balloon design. 

Accent   Adorable   Balance   Bold   Brilliant   Charming   Cheerful   Contrast         

Distinctive   Dramatic   Dynamic   Enchanting   Embellish   Exciting   Exotic          

Feminine   Formal   Fun Glimmering   Glitzy   Glowing   Harmony   Illusion   

Impact   Intense   Iridescent    Lavish   Lovely   Magical   Masculine    

Opalescent   Pearl   Pizzazz   Playful   Powerful Pristine   Rich   Romantic   

Showcase   Shimmering   Shining   Soft   Sophisticated   Vibrant  

 

Have FUN making MONEY from Thin Air! 

 

Jan  
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TRAINING is Available for YOU to Elevate YOUR  Business! 

 

Check out  http://ballooncoach.com/upcoming-events/ 

For Industry Events. 

 

See More Details and Register  at 

4th Tuesday of  Each Month Join the Balloon Coach Webinars! 

Just $25 for Monthly subscription, $35 for one class 

Tuesday, September 27th  9 pm EST 

The Elegant Side of  balloons 

Balloons By Tommy Dynamic Duo will share tips from their Dream Balloon 

Wedding and Elegant Events to help you sell beautiful décor! 

Finish the year with a Bang..and Make 2017 your best year ever! 

Register Now to Spend 2 intensive days In Orlando   

with Joette Giardina & David Mahoney 

http://ballooncoach.com/bridge-gap-workshop/ 
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Your Partner in Success!   

Joette Giardina, CBA 

Tips from Joette 

It is cheaper to retain a current 

client than gain a new one. 

Once you gain a client you want to 

build a loyal relationship with them.  

It’s important to look at your  

marketing, follow up and retention 

plan for your current client base.    

Statistics show it costs at least  

5 times more to attract new  

customers than it does to retain the 

ones you have. 

Do your clients know they are important to you? 

 Send a Thank You note after the event. 

 Build in the cost to give a special gift to your clients with your thank 

you. 

 Survey them to see how they rate your services and how you can 

improve. 

 Ask them for a referral; they probably know someone else who can 

use your services. 

 Ask them when they may need your services again and follow up in 

a timely manner. 

 Clients appreciate knowing you remember them and are there to 

help. 



 

 

Take a Look at your marketing plan.   

Does it include your current clients? 

 Email Marketing (newsletter of  current 

events and news about your company) 

 Social Media Marketing (asking them to  

follow you on Social Media (contest) 

 Content Marketing (putting out information 

that is helpful to your client not just sales) 

 Referral Marketing (are you asking your  

current loyal client for referrals) 

 

Use Unique Holidays as a time to say Thank You!   

 Halloween send them a Treat! 

 Thanksgiving, “We are Thankful for your business” 

 https://www.timeanddate.com/holidays/fun/      

October 1st: Balloons Around The World Day   

https://www.timeanddate.com/holidays/fun/balloons-around-the-world-day 

 

There are lots of  other “fun and silly” holidays on the list...use them to  

create creative marketing!  Pick up the phone, write a card, create a  

newsletter do something TODAY to thank a current client! 

 

Put a Plan in Action Now! 

Your Partner in Success, 

Joette Giardina, CBA 

Mentor.  Motivator.  Speaker 
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