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Bill McCurry: It wouldn’t be an Idea Exchange 20 

without Phil Gresham from Brisbane, Australia, and 22 

FotoFast. How many gifting products this Christmas, 24 

Phil? 26 

Phil Gresham: Well, we’ve got over 50 new 28 

products this year, which we didn’t have last, we didn’t 30 
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have last Christmas. 31 

Bill McCurry: How many of them you making in house? 32 

Phil Gresham: All of them. 33 

Bill McCurry: Why? 34 

Phil Gresham: Well, because we were outsourcing them, but it was just time. And, 35 

of course, also there’s a fair bit of profit to be made in doing in house, and I like to be in 36 

control of everything I do.  38 

Bill McCurry:40 

 How did 42 

you market 44 

them? 46 

Phil Gresham:48 

 Well 50 

fairly simply, 52 

really. We 54 

didn’t do any 56 

TV or radio. 58 

We did simply 60 

brochures and 62 

a lot of point of 64 

sale around the 66 

store. We’ve got a big car park entrance, sign at the entrance to the car park in the mall 67 

that we’re in, and that’s really brought the customers to us. 68 
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Bill McCurry: And you brought some of your brochures to hand out to everybody 69 

here. 70 

Phil Gresham: I sure have, so we’ll get someone to pass them around. 71 

Bill McCurry: Now you say in your signs in the store, you don’t say, “Done while 72 

you wait.” You don’t say, “Come back in an hour.” How and why did you choose what 73 

you say?  75 



 Dimacast #87 – 4 Feb 08 – Page 4 
 

Phil Gresham: Well we use the words, “Created in minutes,” just to show that (a) it 96 

didn’t take long and, (b) it was a creation and something you did yourself, and it was 97 

easy and fast. 99 

Bill McCurry: 101 

You did a 103 

beautiful 105 

window display. 107 

What’s the story 109 

behind that? 111 

Phil Gresham: 113 

Well that was 115 

sort of a window 117 

display of all, 119 

everything we’re 121 

doing, which 123 

showed the 50-125 

plus gifting products, which we like to call creative products. Also, and we’ve made a 126 

Christmas tree out of that, which is rather nice. But next to that, we had a big display of 127 

prints and, shoebox prints, and slides, big reels of slides, you know, and pouring all over 128 

the place, and consequently we did a lot of scanning work for Christmas.  129 

Bill McCurry: A lot of scanning of slides? 130 

Phil Gresham: Yeah, we did, and a lot of that was used in calendars and collage 131 

posters, and also put into photo books. 132 
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Bill McCurry: You’re saying your display got people to dig the slides out of the 133 

closet? 134 

Phil Gresham: Oh, absolutely. I mean we have a fair bit of traffic past this 135 

particular window, and it generates a lot of interest and a lot of questions. 136 

Bill McCurry: Now you did 50 new products this year. What’s your thought 137 

process going to be on what you do next year? 138 

Phil Gresham:140 

 Well we’ll 142 

have a look at, you 144 

know, what sold 146 

back in Christmas, 148 

and we’ll evaluate 150 

the ones we’re 152 

going to keep and 154 

also the ones that 156 

we are going to 158 

take off the list. But also here at the trade show, we’ll be looking at a lot of new ideas 159 

and a lot of new products, and I just urge everyone to get down on the floor and have a 160 

look at those little kiosks and little vendors down the back, because that’s where all this 161 

different stuff is. 162 

Bill McCurry: Now there’s a lot of your compatriots that are shaking their heads 163 

saying, “To make 50 different products is way too much. You’re better off to outsource 164 

it.” 165 
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Phil Gresham: Well, you know, 167 

it’s that long-tail theory, and we can 169 

afford to make mistakes because 171 

they’re not expensive products, and, 173 

you know, some work, some don’t. 175 

But, hey, you know, it’s just a whole 177 

list and people think we do 179 

everything. 181 

Bill McCurry: What impact 183 

have all these gifts had on your print 185 

business? 187 

Phil Gresham: What it’s done 189 

really is to, it drives printing. It means that people 191 

will come in maybe just for a mug, or a t-shirt, or a 193 

handbag or, you know, anything weird and 195 

wonderful, and while there, there’s a very good 197 

chance they stop and print, and they’ll look at 199 

everything else we’ve got in the store. 201 

Bill McCurry: Some of the detractors have 203 

called what you’re selling trinkets and trash. 205 

Phil Gresham: Oh, I agree with them, but it’s 207 

very profitable. 209 
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Bill McCurry: So give the lady what she wants? 210 

Phil Gresham: Oh, absolutely, absolutely. 211 

Bill McCurry: Phil Gresham, thank you. 212 

Phil Gresham: It’s my pleasure. 213 

- END OF INTERVIEW – 214 

 

Phil Gresham’s 50 New Services Brochure starts on the next page 
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