
Murfreesboro, TN—John McKinney Sr., President of 
Swanson Christian Products has announced his resignation 
effective Friday, September 10, 2021.

McKinney has played an active role within the Christian retail 
industry for over 25 years. His industry experience began 
as a Store Manager for LifeWay Christian Stores in San 
Antonio, Texas. In 1998, McKinney was promoted to Local 
Store Marketing Manager responsible for the marketing, 
advertising, media purchases and special events for all 

LifeWay stores nationwide. In 2006, McKinney joined Swanson Christian Products as Director 
of Marketing. Within a few short years, he was promoted to Vice President and President.

McKinney has accepted a position with a startup company, outside of the retail arena entirely 
and based in Chattanooga, TN. He and his wife will be relocating to Cleveland, TN, to enjoy 
more time with 4 of their 6 grandchildren.

“I have enjoyed serving the Christian industry over the past 25 years,” states McKinney. “I have 
made many great friends whose relationships I will cherish for the rest of my life. It has been 
an honor to serve alongside so many wonderful people that share the Gospel around the world 
through Christian products and services,” he added.

After spending the past 10 years pursuing other family-owned business/ministry related 
responsibilities, CEO Adam Swanson will be returning to a more active role within the company 
providing on-site, day-to-day leadership of the family-owned company. 

Established in 1935, Swanson Christian Products is one of the oldest and most diversified 
product distributors within the Christian marketplace. Swanson is a longstanding and leading 
industry distributor of inspirational gifts, apparel, novelties, and church supplies. To place 
an order or find out more about Swanson Christian Products, visit www.swansoninc.com or 
call the Customer Care Team at 1-800-251-1402. 

by Helen L. Taylor (Moody Publishers)

John Bunyan’s classic allegory, The Pilgrim’s Progress, is 
beautifully illustrated and retold for young readers and their 
families in this new timeless masterpiece, Little Pilgrim’s 
Progress. Artist Joe Sutphin’s nostalgic hand-drawn 
illustrations not only captivate the attention but also stir the 
emotion and leave an indelible mark. The story is thoughtfully 
written and the principal characters in this tale are depicted 
as woodland creatures that are relatable to all children 
great and small. To experience Little Pilgrim’s Progress is 
to experience something of profound significance.

How this book helps readers: Little Pilgrim’s Progress 
brings a treasury of wisdom nearer to a new generation of 
hearts and minds.

Book Review: Little Pilgrim’s Progress
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To order now, contact 
your Moody Publishers 

rep by calling 
800-678-8812
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by Christy Dollins, Trade Show & Association 
Coordinator

Do you have a physical or digital customer 
mailing list? 
Do you have a way to obtain these lists?
Do you have a plan for what to do once you have 
these lists? 

The “Marketing Rule of 7” states that a potential 
customer needs to hear your message at least 
seven times before he will be motivated to buy 
from you. In today’s age where information is so easily accessible and customers are being 
bombarded by it, you have to work harder to stand out and be heard.

As an independent Christian bookstore, you do stand out. Independent Christian bookstores are 
not found on every corner. So when your advertisement hits a customer’s email inbox or physical 
mailbox, you have a better chance of being heard since that customer might not get this type of 
advertisement from anyone but you.

If your potential customers receive your catalog in the mail, then get an email from you, and then 
see you on social media, they are eventually going to pay attention. Even your regular customers 
need to be reminded you’re there. They need to know you have products for various occasions, 
not just when they need a gift, but for their needs as well.

The Munce Group helped their member stores send a survey to their customers. With 285 
shoppers responding, 132 consumers replied they come into the store a few times a year. This 
means there is huge potential to increase sales with existing customers as well. Most likely these 
customers are shopping more than just a few times a year. So why are they only coming into 
your store a few times a year?

Consumers need to hear your message multiple times. Stay in front of them by letting them know 
what products you carry, what’s new in the store, what seasonal items just came in, what sales 
are going on, etc. After you send a mailing, follow up with an email that matches that mailing 
and then post it on various social media platforms. You can’t just send one email with the info, 
or mail one catalog or postcard, and then stop. If they happen to be out of town and miss that 
one piece, you’ve lost that opportunity. By hitting them on various platforms, you increase your 
chances of your customers not missing your message. By hitting them several times with the 
same message, you’ve increased your chances of them taking the next step of responding to 
your message.

But how are you going to get in touch with them to let them know all this? You need to have their 
contact information, and that includes their email. So how can you capture their information? 
You’ve got to ask for it. You can make it fun and creative, so they don’t feel like you’re bugging 
them for it. Have a list on the counter by your register and ask them to sign up for your mailing list. 
Be sure you ask for their email too and let them know this will help alert them to new products, 
sales and coupons.

Post a survey on your social media and require them to include their email address and contact 
information to receive a coupon or a free gift at the end of the survey.

Another great option is Voice of the Martyrs’ “Book for a Penny” program. Ken Locklin, owner 
of Goodruby Christian Bookstore in Casa Grande, AZ, uses this tool to have conversations with 
customers and build relationships with them.

“I have to say, the intro, ‘Have you heard of Voice of the Martyrs?’ is about the best question 
you can ask! If they haven’t, we get to explain the organization, tell them about the magazine 
and Book for a Penny promotion. If they have, we can tell them about the magazine, and if they 
already get it, we can let them know we have the Action Packs and Med Packs. No matter what, 
we have something to add to the conversation that benefits the customer. . . It’s a no-brainer: 
The customer gets a free book and free magazine with amazing stories, you get $12.50 profit* 
plus an address and frequently an email address, and awareness and support of persecuted 
believers continues to grow!”

Start a referral program. Give your customers a coupon they can give to a friend. When the 
friend redeems the coupon, have them complete their contact info to activate it. Be sure to 
send a coupon or gift as a thank you to your referring customer. These gifts don’t have to be 
extravagant. If you attend the CPE trade show, you know how much product you receive at the 
show. Use these as gifts and it won’t cost you a dime, but the gratitude and customer loyalty 
you’ll gain are priceless!

*Starting October 1, 2021, Voice of the Martyrs (VOM) will give retailers $20 for each response
card submitted to VOM! To take advantage of this great offer, you must submit your cards to
VOM no later than December 31, 2021. For cards submitted after this date, the amount will go
back to $15 per card.

IN  ASSOCIATION WITH MUNCE GROUP

FOCUS ON RETAIL

Join your fellow retailers and vendors in the industry and 
be encouraged, equipped and engaged at CPE Winter 
2022 in beautiful North Carolina.

“CPE is a tool unmatched in our industry. Retailers, 
publishers, vendors and authors all gather together in the 
name of Christ to support, encourage and challenge each 
other in our common goal of winning souls for Christ.” 
-Joy Christian Bookstore, Wabash, IN

CPE Winter 2022 will be held on February 13-15 in 
Concord, NC, located less than 20 miles from Charlotte 
Douglas International Airport. Registration is FREE for 
all retailers! To learn more, visit www.cpeshow.com.

Register Today

Registration for CPE Winter 2022 Is Now Open!
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