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Letter from the Editors

Hi Crafty Entrepreneurs,

For all of us, even those that sell online year round, craft show season is a big important time for making
sales, building up your brand name, and growing your business overall.

Our eBooks, like all our sewing projects, are absolutely FREE to members of our crafty business
community. Please feel free to share with family and friends and ask them to sign up at our website for
our free e-mail newsletter.

Happy crafting!

The Editors of Creative Income
www.CreativeIncomeBlog.com

Find more great articles at www.CreativeIncomeBlog.com.
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Before the Show
Best Craft Shows to Sell Your Crafts
‘Tis the season of arts and crafts shows. Need to know how a certain marketplace rates in being the
place to be to make sales? As always, it’s not an easy answer. It depends on the show. I just attended
an annual local festival and was very disappointed to find only a handful of vendors who were selling
honest-to-goodness handmade art and craft. The majority were selling cheap imports or part of
franchises that sell cosmetics or storage containers. I came to the event specifically to buy handmade
crafts and was almost instantly turned off when I saw tables and tables of imports.

When I spotted a booth selling beautiful fabric and ribbon rose jewelry, I asked how sales were going
and the artist responded “Slow, yet steady”. At one time, this was one of the best seasonal arts and
crafts shows in the area, and now it was not the place I wanted to be. The same jewelry artist said she
was happy to have the opportunity to hand out her business cards with her Esty shop web address on it,
hoping for future sales.
It is important that you do some research when selecting what arts and crafts shows you want to invest
in for sales. Here are some questions you should ask:
1. Is it an annual event? Usually this is a good sign, as people in the local area will be aware that it
is always held a specific month or specific weekend.

Find more great articles at www.CreativeIncomeBlog.com..
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2. Do all the exhibitors sell handmade crafts? If imports are allowed, ask what the ratio is between
handmade, imports, and food vendors. As a handmade crafter or artist, you will have better
sales when the event organizers jury for handmade. No one can compete against imports.
3. And finally, ask other artists and crafters what shows they enjoy doing. Peer feedback will be
honest and insightful.
Seasonal arts and crafts shows can be a real money maker, if organized and advertised. You need to do
your share of promotion too, letting all your customers know about the event – if they are fans of
yours, it will be very likely that they will buy something from you. Maybe you can even offer them
incentive, such as a percentage off of their sale to make up for the admission fee. And even if the show
isn’t a great seller for you, make sure you’re getting the word out about your business by handing out
those business cards for customers who might decide to order after the show. Make sure they know
what other shows you’re doing this season, so they can come back and buy that item they should have
bought but didn’t!

Find more great articles at www.CreativeIncomeBlog.com.
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Craft Show Quick Sale Ideas
Ever wonder which, of the tons of items that you make, products you should bring with you to a craft
fair? It can be a challenge to bring everything in your inventory if you make something that is large
and difficult to transport or even if you make something small, how do you guess how much of it to
bring? If you’ve been doing craft shows for a while, you can probably guess pretty well about what
color scarves you’ll need more of and which earrings you’ll need to make more of before the big show.
For those of you just starting to sell at shows (like me), it can be much more difficult to keep these
things in mind when gathering together product for the show.

I’ve been selling on Etsy for a while now, but I know that the items that sell well on Etsy are not
necessarily going to be the same items that sell well to the people visiting the craft show. Luckily, the
internet is always full of fun advice and information from people that have been/ are selling at craft
shows! From what I’ve noticed so far, small take-away items do great! People love buying little
trinkets and gifts from craft shows because it’s a cute and unique gift they can hand even someone they
don’t know very well. You don’t want to give someone the same box of chocolates you do every year,
but what about some delicious chocolates that come in a handmade paper box with a little birthday
message inside?
Here are some ideas to consider when building your inventory for a craft fair:
 Holidays – think stocking stuffers, teacher’s gifts, neighbors gifts, gift card holders.
 Thanks – everyone has someone they want to say thanks to. Think of little trinkets or quick
thank you cards for anyone in your life – siblings, friends, bosses, etc.
 Shiny – this may sound trite, but get something that attracts people’s eyes to your booth right
away. Anything with some sparkle or bright colors will catch people’s eyes as they walk
through crowded craft fair booths.
Small – are all your items bigger in scale? Try coming up with a few items that are smaller, easy to fit
in a bag or purse. Small items at a lower price point sell faster than big ticket items.

Find more great articles at www.CreativeIncomeBlog.com.
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Tips for Selling at Craft Fairs or Markets
By: Ruth Crean for Nice Day Designs
I’ve been working selling my wares at weekly markets for the past 4 years, and I always have other crafts
people asking me for some tips and tricks to do them. There are two sides to doing a market, the nuts and
bolts of display, tables, and getting your stall. And also what to do/say to your customers to make the best of
your stand. Both aspects have their difficulties, and trust me I’ve learned the hard way by making every
mistake in the book.
Firstly you need a great display, this can take a long time to
figure out, it’s taken me years to really get to grips with
properly. Maybe try to do some research online and at markets,
take photos of the displays that you like and try to learn from
them. Here are some easy pitfalls.
Don’t put all your products flat on a table, people will be
walking past and judge what you’re selling in about 2 seconds, if
it’s not visible they will walk on.
Don’t have an empty stand, if there isn’t lots to choose from
people won’t buy. If you don’t have lots of work share your
stand with a friend. It cuts on cost and it fills up the table
better.
Price your work, people will be afraid to ask if there is no price
on it, especially with crafts, people always assume that they
can’t afford it.
To help with creating a better display use risers, either by
propping up some boards with boxes covered with a table
cloth. Alternatively buy two notice boards and hinge in the
middle so they can be free standing. I easily covered my boards
with white cloth so the pieces can be viewed better against a fresh background. Other things like pretty
baskets and hat boxes are fantastic for displaying your work in.
Shop around in the pound/thrift shops, even in the garden or kitchen ware sections, think outside the box for
what you can use. Also places like Aldi and Lidl sell mini easels and chalk boards, which can really add to the
charm of a display. If it’s possible try to contrast or conordinate the colours of your table cloth to your logo, it
will really give your display that extra punch that it needs. It’s all about creating depth and texture, if there is a
lot to look through people will stay browsing, but it must be well organised so it doesn’t appear chaotic and
cluttered, you just need to find a balance.
During the Summer is a good time of year to go shopping for market equipment, things like fold down tables,
chairs and gazebos are all easily available in Argos, B&Q etc, look in the camping and garden sections. In the
past I’ve used fold down tables that are used for wall paper pasting, they are very affordable and the heavy
duty one is still working 3 years later.
Whatever you do if you need to provide your own stall do not buy the one in Argos that is a pole assembly, it is
a nightmare to put together and it’s useless in British weather, it may look like a bargain but trust me it will
Find more great articles at www.CreativeIncomeBlog.com.
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break your heart (and your back!). At the start try to find a market that is indoors or provides cover for you.
For your first market it will be quite daunting to deal with this aspect as well as your display and selling to
customers.
Signage is also very important, you want people to remember your brand and know what to call you when
talkingabout how amazing you are later to friends and family! I made my own banner with my sewing
machine, but in the past I’ve used a long laminated sign, that cost about 40 euro from my local printer. Just like
with your etsy shop it’s good to keep your look consistent, so my banner matches my tags, and my smaller
price signs.I got this great stamp on etsy from Jlmould, and it’s really helped with my packaging, while keeping
my costs low.
Now that your stall is looking stunning all you have to do is figure out how to talk to people. Doing your first
market can be daunting, and it’s difficult to know what to expect, one thing I hadn’t factored in was how to
interact with my customers, I figured it was no problem since I had worked in the service industry for so long.
But I discovered it’s different when you’re selling your own work, on my first day I didn’t know what to say to
people because there wasn’t that buffer of the being at a checkout/bar/till. Suddenly it seemed far more
personal and I got really tongue tied, it took me a little while but I learned tricks to get around this:
 Be friendly: Nobody wants to go to a stall where someone looks grumpy and unwelcoming; I know it
sounds very basic but a smile makes all the difference.


Give people a bit of space: Don’t pounce on them as soon as they stop at your stall, telling them the
price of everything. Usually if someone picks something up or inspects a price tag I tell them it’s
handmade, or a special offer price. It’s a way of opening a dialogue with someone who looks
interested rather than heckling every passerby. It can be a difficult balance and some shoppers are
very shy, so try not to get offended.



Offer Information: There is nothing worse than talking to a trader and you feel like you are pulling
teeth trying to get information out of them. Be pleasant and not too pushy, but tell people it’s
handmade, what the material is, or that your materials are sourced locally. These are things that
people want to know, that’s why they are at a craft market instead of Pennies/Primark.



Converse: once you open up a dialogue and you feel that it’s going well, continue the conversation,
people at markets love to chat, go with it, you never know where it will lead. They might end up telling
their neighbor ‘about the lovely girl down the market’, there is no harm is aiding some word of mouth
business. Although be careful of those who want to chat for a half an hour but don’t buy anything,
those people might get in the way of other prospective customers, I know it sounds a bit cruel but
you’ll need to politely dismiss them.



Business Cards: If someone seems interested but they don’t end up buying it probably means they
don’t have the money on them at the time, but you have the opportunity for a future sale. Keep
business cards on the table and also some close to hand. Hand them your card, tell them about your
website, and also if you’ll be trading at that market again. 99% of the time I get an encouraging ‘oh
really, that’s great’ in response.

Recently I’ve starting giving out DL sized flyers with all my info on them, shop, facebook, and blog with info and
images from my business. This seems to be more effective than business cards as it supplies more information.
If you do custom orders this would be a good way of letting customers know.

Find more great articles at www.CreativeIncomeBlog.com.
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Sometimes it can be a very long day if you are at a stall, especially if it’s quiet and there aren’t many customers
to talk to. The temptation is to bring a book and read it, but I would highly recommend not doing this. It’s like
adding another barrier between you and the customer, lots of people won’t interrupt you, and you will miss
opportunities to talk to browsers. This one-on-one interaction is what massive companies would pay millions
for, so use this opportunity to add a face and a personality to your business.
One tactic I use to pass the time is to bring some sewing with me, it makes it obvious that the products that I’m
selling are made by me, I get work done during quiet times, and it’s a way for opening up a dialogue with
customers. It has the opposite effect of a book, it makes people curious and I end up talking to lots of people
about crafting.
Another handy tip is to wear your product if possible, it shows a pride in your work and it also illustrates how
well your pieces look when they are worn. Sometimes it can be a little thing like this that make that last final
decision in a sale. This is also something you can do in your everyday life too, I often wear my felt brooches,
and if someone comments I tell them I made it and either give them a business card, or tell them that I sell at a
local market. Moo key ring business card holders come in very handy at those times! I know it may seem pushy
but you are marketing yourself and your business, and it does lead to sales.
Recently I’ve found my Facebook fan page to be a fantastic resource for the market. It’s a great way to
advertise locally for free, during the week I post pictures of the things I’ve made to build up an interest for my
weekend market. The day before, I post a reminder about the market with opening times and a link to the
website.
Without fail every week I get a new customer at my stall saying that they were reading about my work on
Facebook and they came down because they read my update. I can’t recommend it highly enough, it’s not that
time consuming and it’s free!
For the past few years things have not always been rosy at the market, sometimes it can be tough. Here are a
few things I learned the hard way:


Sales: There have been days that I’ve sold nothing, it’s really heartbreaking and I took it personally, but
sometimes it’s more to do with advertising, weather and the alignment of the stars. Go home, have
little cry, pick yourself back up again and try again the next week. It won’t happen that often, but try
not to take it too hard if it does.



People: I know it sounds awful but some people are just rude, some people expect to buy everything
at a market for $2 and get annoyed that you are overpricing. Either politely explain that it’s handmade,
if they persist ignore them. Some folks are just plain dotty!

Weather: If you are trading outdoors check the weather forecast the night before, there is nothing
worse than being freezing with no jacket, or wearing uggs and a jumper in the heat..

Find more great articles at www.CreativeIncomeBlog.com.
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How to Find Arts and Craft Fairs
By: Vicki O’Dell the Creative Goddess
There was a time when finding an art or craft fair in your area meant lots of word of mouth, luck and driving
around. These days, with the help of the internet, finding an area craft or art fair is easy with just a few clicks.

Here are some sites that might help.
Festivalnet.com lets you find shows by clicking on a map and selecting the state you are in. It includes music
festivals as well as home and garden shows. The downside to this site is that to get really good information
about a particular show you have to pay for a membership. The upside is that the site seems to be kept up to
date.
FairsandFestivals.net Allows you to refine your search a little more. You can put in your zip code and then a
driving distance from 10-250 miles. You also have options to search by month, year and state. The information
is only fairly up to date in that the listings for shows that have already occurred are still in the index. Not such a
big deal at the beginning of the year but kind of a pain when October or November rolls around and you have
to go through pages and pages of listings to find the current shows. This site also has a "click on your state"
map that leads to a more updated list. It just happens to be near the bottom of the front page. The listings
here provide a brief description of the show but again, it wants you to sign up for a membership.

Find more great articles at www.CreativeIncomeBlog.com.
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ArtFairCalendar.com No fancy searches here. In stead you'll find a directory by state in the left hand column.
This doesn't seem to have a comprehensive listing of shows as several that I know of in my area aren't listed
but it does provide a little information about what you can expect at the show as far as number of vendors, the
kinds of art or crafts available as well as entertainment or food. The downside is that not every state is listed
but there is no membership to pay for to get the basic information.
Here are some other ways to find local Arts and Craft Fairs.


Join a local association such as an art guild or other professional association. There is usually a fee
involved to join but it's not normally very much PLUS some art guilds offer discounts to member.



Join an Etsy street team. Etsy has local teams in nearly every area, and these teams are full of
information about local craft events. Check Etsy's "community" section for the team in your area.



Hang out in bead stores, yarn shops, quilt shops and the like. While in the store you might ask the shop
owner about local shows, check their bulletin board or sign up for their email list. At the very least,
you'll find the show that particular shop owner attends.
Small, local papers - often picked up in the grocery store or at the local gas station for free- often list
local craft shows. In the area where I live the larger papers do a round-up type listing of the shows
available locally during the holiday shopping season.





Attend craft shows. It may sound overly simple but often you can find out about new craft shows at
the one you are currently walking around in. Look for a show flyer or for postings in individual booths.
Artisans often have a small flyer with a listing of shows they will be attending in the coming months.

And finally, sometimes the old ways are the best ways. Word of mouth still works, ask around you
never know who might know of a show you've never heard of before and you'll likely get valuable
information you'd never find anywhere else, such as if the parking is good, the bathrooms clean or if
attendance is high.

Find more great articles at www.CreativeIncomeBlog.com.
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For the Show
Craft Show Tool Box
By: Vicki O’Dell the Creative Goddess
Heading out to your first few craft shows can be a little intimidating. My worst fear when I started out was that
I would forget something important and not having it would wreck the show for me. I would have to tell
customers all day, “I’m sorry, I forgot to bring that with me today” and they would walk away without buying
from me.
Today I’m sharing my personal Toolbox checklist so you feel more prepared and relaxed as you head out the
door. And if being prepared allows you an extra 20-30 minutes of sleep that is even better.

One thing that makes this toolbox idea work for me is that I keep everything in a tote bag and that tote bag is
ONLY for the craft show toolbox. You could designate a briefcase, a plastic tote or an actual toolbox for your
craft show items. The trick is to keep everything in that one container and keep it fully stocked at all times.



Bag or box for money – Be sure to include plenty of change for the entire show. The bank won’t be
open Saturday night or Sunday morning so you can get more change so make sure you have plenty on
hand to last the entire show.
Some sort of log for tracking sales. I like to write down each sale on a separate piece of paper and
occasionally I’ll log the time on the same sheet. This helps me to see high traffic times when I go to the
same shows over and over. I know that at the XYZ show I don’t want to take a break at 11:00 because
that was my highest volume of sales for the day. Another reason for this is that some shows “FEEL”

Find more great articles at www.CreativeIncomeBlog.com.
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slow when they really aren’t. I might feel like I haven’t made a sale in hours but when I look at my
sheet I see it’s only really been 20 minutes.
Credit Card processor. There are a wide array of credit card processing services, be sure to do your
homework and find a service that fits your needs. You don’t HAVE to accept credit cards but you might
lose a sale or 10 without offering that service. In today’s plastic based society fewer and fewer people
carry cash.
Pens and extra paper. You never know when an idea will hit and you’ll need to write it down or sketch
it out. Someone may tell you about a nearby restaurant that you want to write down or you may
simply need to write a note to remind yourself to take care of something when you get home. It pays
to have paper and a pen at hand when you need it. And yes, many smartphones have a notepad type
feature but if you are writing a note for a customer or trying to sketch out an idea, nothing works like a
piece of paper.
Vendor information for the show. This is different for each show but it’s good to have all forms and
other information available just in case. This way, if you have a question about when tear down begins
or if one of your customers wants to know where the bathroom is you can look it all up in your
paperwork.
Business cards, brochures and other printed material. Even if someone can’t buy from you at the
show they may wish to look you up later – or feature you on their blog. You may meet a vendor or two
who lives not so far away from you and you might want to invite them to join a local community you
have built. Sometimes, a local boutique or retailer may be walking the show looking for new product
for their brick and mortar stores, websites or catalogs. They may not be there to buy right now but
they wish to contact you later for wholesale orders. One can always hope – and be prepared for such
occurrences.
A small first aid kit. I don’t know about you but I manage to scratch myself or break a nail down to the
quick nearly every time I set up a show. Having a small first aid kit with band aids and first aid cream
on hand is nice. You might also include hand lotion, chap stick , sunblock for outdoor shows and hand
sanitizer. You might also wish to include a couple of snack bars, water, mints and any other small items
that will make your day more comfortable.
An actual tool kit. A kit with tape, scissors, blank price tags, clothes pins, safety pins, calculator, a
multiple use tool (think Swiss Army Knife), wire and wire cutter and any smaller tools related to your
craft that might help you make last minute repairs. You might also include a phone charger (if you are
provided electricity) especially if you are using your phone for credit card processing.

Having my craft show tote stocked and waiting helps me to feel a little more at ease before a show. I
know that I won’t be able to control things like the weather, the traffic, or sales, but I can make sure I
am a little more prepared for whatever the show has in store for me.

Find more great articles at www.CreativeIncomeBlog.com.
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Crafters’ Etiquette – The 10 Commandments for Craft Shows
By: Vicki O’Dell the Creative Goddess

1) Read through all information sent to you regarding the show making note of set-up times and
procedures. Make sure you understand all requirements and obligations regarding the show. File all
related paperwork so that you can refer to it again just before the craft show. Getting in touch with the
show coordinators right before the show is hard to do as they are working very hard to set up the show
and extremely inconvenient for them. If you do have legitimate questions make sure to make a list of them
so that you only call once.
2) Always stay open until the very end of the show. Packing your booth early sends the message to
customers that the show is over and shopping is done. It also irritates your fellow craft show vendors. Just
because you think you may not make a last minute sale doesn’t mean they won’t. I can’t count the number
of sales I’ve had at the 11th hour because someone saw something in my booth earlier in the day and had
to have my doodad before they left the show. As tired as you are and as anxious as you may be to be on
your way… wait.
3) Keep a positive attitude at all times. Settle any disagreements, whether with the show organizers, a
customer or your spouse, away from the booth. Be positive with your fellow vendors (even if you aren’t a
big fan of them or what they are selling) and customers. A positive attitude sets the tone in your booth and
surrounding areas making shopping much more pleasant.You may not be the only one selling purple
doodads but you can be the NICEST person selling purple doodads.
4) Create a booth that is inviting and pleasing to the eye. Keep boxes and packaging out of view and keep
your space clean and tidy – including during set up. Make sure all table coverings are laundered before the
show if needed. Make sure your tent is clean and in good repair. Visit retail stores while designing your
booth set-up or a visit with a friend who is an interior designer for inspiration.

Find more great articles at www.CreativeIncomeBlog.com.
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5) Do some of your own marketing for the show in advance. If every vendor reached out to their friends,
family, social media circles etc. it would benefit every vendor at the show. If you received flyers be sure to
hand them out.
6) Stay focused on what you are doing – selling and tending to customers. Visit with family and friends in
the food court, leave your children with a babysitter, eat your meals away from the booth and give your
shoppers 100% of your attention. Shoppers don’t want to interrupt your conversation or your breakfast to
purchase an item.
7) Be professional. Dress nicely and keep advertising, political or off color humor to a minimum on your
clothing, buttons, etc. Unless it’s that kind of show. Dressing nicely lends and air of quality to the items you
sell.
8) Talk to people in a general, friendly manner – no “hard sells” please. Comment on their clothing,
jewelry, or the weather. Don’t sit in the back corner of your space and expect customers to hunt for you.
Be present. Pay attention to the people around you.
9) Be respectful of your neighboring vendors. Keep smells to a minimum, even if you are selling candles
you don’t have to light them all. One will do. If you must play music keep it quiet so that only the people in
your booth with hear it. Stay within your defined space, be aware of what neighbors are selling and be
willing to “spell” them if they need a bathroom break. This helps everyone’s sales and crates goodwill
among fellow creatives.
10) Network. Use set up time, the time before the show opens or just after the show closes to network
with fellow crafters. You might learn of another show you didn’t know about before, find a better hotel
rate, or find out where the best bathrooms are. Hand out business cards or flyers to anyone interested.
After the show, send out emails, visit blogs and leave comments and promote artists or crafters that you
connected with in your social media circles.
Not all craft shows are rainbows and unicorns. Eventually you will have a show that, for one reason or 10
reasons, just doesn’t go well. It will pay to keep these 10 Commandments in mind no matter what
happens.
You just never know… If you are doing several local shows people will remember you and recognize you
from show to show. Play your cards well, create products your customers love and treat them well and it
won’t be long before they will be searching for your business name on the vendor list.
You just never know… If you travel to shows you are likely part of a group of vendors who see one another
from event to event. Being kind, going out of your way to be helpful and having a positive attitude makes
life easier for everyone.
You just never know… where a new client, customer or friend might come from.

Find more great articles at www.CreativeIncomeBlog.com.
16

The Craft Fair Guide: Tips and Tricks for Selling at Arts and Craft Shows

So You Want to Do Craft Shows?
Getting Started
Doing craft shows can be fun and profitable! That’s how we got started at Land of Odds. We made up a lot
of jewelry. We put together some glass covered display boxes. We set up for the public, hoped for great
weather, and prayed that our spread-the-word campaign would pay off. And it did. We repeated our
success over and over again, with only a few exceptions – what we call “learning experiences.”

Defining Your Business / Setting Your Goals
Before you get started in your craft business, you need to do some thinking and reflecting. You need to
have a clear idea of the types of products you want to sell, and what you think people will be willing to pay
for them.
Then you need to research craft show opportunities. We suggest you start small, and start locally. Check
out crafts fairs sponsored by local Arts and Park Commissions, churches and synagogues, non-profit
organizations and schools. Your local craft and bead stores may know of craft shows, as well.
Next, set some business goals. How much are you willing to spend to be included in a Craft Show? How
much money do you want to make? To what degree is it important that you make a profit at your first craft
show(s)? In what ways can you leverage your efforts to increase your business later on – such as, strategies
for getting repeat business, or increasing your mailing list, or finding information from other vendors about
other show opportunities or other sources of craft supplies?
Finding Them / Choosing The Right One
You can search databases to see what shows are available where and when. You can determine what
application rules and fees exist. You should follow up on this research by trying to find and talk with
vendors who’ve attended these shows before. See if you can uncover an exhibitors/vendors list. If you can
visit the show and check it out beforehand, that would be great.
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Examine the mix of items offered at the show. Will your inventory complement and fit in? You want to be
unique and different, yet you also want your products to have a good fit with whatever else is there. It’s
the synergistic effect of all the vendors together which brings the crowds in, and this affect is greater when
there are a lot of related things there for sale. Does the show’s style or theme fit well with that of your
merchandise and your business? If you’re selling fashion jewelry, you don’t necessarily want to be set up at
a country crafts show.
Find out the general attendance at the show, and the number of vendors exhibiting there. Evaluate the
numbers with a critical eye. For example, a show without an admission fee might have a large attendance,
but many of those attending might not necessarily be there to buy. Another example, all the booths might
be full, but many of the vendors might be somehow associated with the event promoters and primarily
there to give the appearance of filling up the spaces. Ask questions that get to the core issue: What are the
qualities of the customers? What are the qualities of the vendors?
Find out how long the show has been in existence, and how it seems to have fared over time. Shows in
their first year or two may not do well, because many people may be unfamiliar with the show. A show’s
long-time staying power might reflect on its strength. Conversely, it might reflect on people needlessly
holding onto tradition.
Ask about what kinds of marketing the show operators plan to do, and how systematically they’ve
evaluated the strengths and weaknesses of past marketing strategies. Hopefully, they plan to do more
than putting up a few signs. Successful show marketing requires a multi-method approach, a lot of
sustained effort and follow-through.
Critically assess the location of the show. Would your customers venture out to this location? Are there
parking issues, finding-the-place issues, or related concerns? What are your specific options for a booth
location within the show itself? Very often, newcomers start in the least desirable areas. Will customers at
the show still find you? Will you be near complementary booths – ones with items that will attract
customers you want to attract to your own booth?
Is the show held in conjunction with other activities? Are there entertainment or educational activities?
Are there food concessions? Are there adequate bathroom facilities?
If possible, talk with other exhibitors who have done the show. Has it met their expectations? What kinds
of people attend the show, and what types of products do they seem to buy? How much does a typical
person spend at a booth? How is the traffic flow, and what, if any, peculiarities are there? What is the
quality of the merchandise at the show?
If you determine that a particular show is a good fit for you, you should give it more than one chance. You
might not do well your first time out because your own marketing efforts or inventory selection might be
deficient. Sometimes even a good show has an off year.
Application Process
Read ALL THE FINE PRINT. COMPLETE the Application forms COMPLETELY. Be sure to meet all DEADLINES.
Include your CHECK/MONEY ORDER for all required PREPAYMENTS and DEPOSITS.
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For very popular shows, the promoters might use a simple rule to make the first cuts — Any Omitted
Information, and out the application goes.
Some shows require applications more than a year in advance; other shows ask for applications only a few
months in advance.
If at all possible, type up your applications. In any event, make sure that it is very clear and readable.
If you need special arrangements, be sure to negotiate these up front. Do you need electricity or special
lighting or special access? Do you prefer to have a particular location or table arrangement? Will your
displays conform to the show’s expectations, requirements and limitations? If you will be doing
demonstrations, will all your equipment and tools meet show requirements or not? Do you need to be on
a corner?
Is this a juried show? Is there a jury fee required? (Typically $5 to $50).
Are there additional costs besides the booth rental, such as required advertising expenses, parking fees,
electricity fees, tables and chairs, insurance requirements, and the like?
Are there any restrictions as to the type of merchandise allowed, such as a requirement that all
merchandise be hand-crafted by the artist.
Are promotional materials such as brochures or postcards provided to exhibitors?
Be sure to find out ahead of time,
What times you have to be ready and fully set up in your booth
What time you have to wait until before you can take down your booth
How early you can begin to set up your booth
If you must provide slides, be sure each one is clearly labeled and numbered. Be sure it’s obvious to
anyone not familiar with you, your slides and your work, which way is up.
Packing Up Before the Show (And After the Show)
The best way to organize your merchandise and all the other things you need to bring, is to sort them into
similarly sized, easily carried, bins. You can get some great bins with lids at discount stores and hardware
stores.
Organize your inventory into bins by section or type, so that you can easily put up a section, and then take
it down and store it. Have separate bins for administrative materials (sales forms, staplers, tape, handouts)
and for utility items (extension cords, table risers, table covers, display pieces).
The Set Up
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How you set up your booth or space can have a big impact on your sales. You want an inviting, professional
and attractive look. You might visit several craft shows, and observe various booths, and how customers
approach (or avoid) and interact with the booth, its space, its displays and the like. If you have the space,
we recommend setting up your display cases or tables in an “L” shape, where people can have a sense of
“walking into” your temporary store, or an “interior box” where people can walk all the way around your
displays. With any set-up, be very aware of “traffic flow” – how will your customers maneuver around your
space, so they are comfortable, and can comfortable examine your wares.
Most tables are lower to the ground than optimum. You can get PCV pipe at your local hardware store, in a
width that will slip over the legs of the table. You can cut pieces in 1 foot or 1 1/2” foot lengths, and raise
your tables before you set up. In this way, your customers won’t get sore backs, and have to stand in
uncomfortable positions while viewing your merchandise.
Don’t forget to bring a couple of chairs, if these are not provided.
Make your display cases, if you use these, portable. There are many easy-to-assemble systems you can
purchase through a fixture/display store, catalog or on-line business.
Tents
If you will be outside and need a tent, you can get a great 10’ x 10’ or similar sized tent at a reasonable
price at many discount stores, like Sam’s or Costco’s, or on-line. These tents are compact, and pack up into
a very manageable bundle.
It’s useful to have panels on each side that can roll up or down, depending on the weather. Determine how
well the tent will perform in wet weather and in high winds. Determine if you can hang things from the
tent’s frame, or if you will need to set up separate display panels.
Be sure you practice assembling and dissembling the tent prior to the show. Determine if it will take one
person or more than one person to do this.
Signage
Signs should generate interest and help sell your products. Don’t use “superlatives” like best, most,
cheapest, largest and the like. In as few words as possible, tell the customer how your product will solve
his or her problem, or meet his or her needs. Be positive and diplomatic in your wording. Writing “unruly
kids will be sold as slaves” makes the point much better than “No Kids”.
Explain that which is not obvious. What’s it made of? When using the product, what must be avoided–
such as getting it wet? Are there any disclaimers or conditions? What are the advantages of your product
over others?
Use colors, typefaces, and images on your sign which have the same feel as your merchandise. Don’t
overdo your signage, so that the signs overwhelm your inventory.
Be sure you have a clear, prominent sign that includes the name of your business. If your booths are
numbered, this number should appear on the sign.
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Inventory
How much inventory should you bring to the show? Bring more than you intend to sell. If you plan to sell
$500.00, then you should bring about 3-4 times that amount in merchandise, that is $1500-2000.00. If
your booth feels empty, it will dramatically and negatively impact your sales.
Bring the kinds of things you think people will buy, based on your assessment of the types of people who
attend this show. Don’t waste your time and energy bringing things, which may in the abstract be great,
but which you don’t think this particular show’s attendees will be interested in.
Pricing
From our experience, it is an advantage to accept credit cards. If you are just getting started, you may not
be able to do this at first, but getting a merchant credit card set-up for your business should be an item
high on your list.
When accepting checks, be sure to get the person’s Driver’s License number and their phone number.
Verify that the preprinted address on the check is the current address. Don’t accept starter checks – those
checks people get when they open a bank account, and which don’t have preprinted address/phone
information on them. Checks are numbered consecutively. For those with a number less than 300, you
should be cautious in accepting these.
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Craft Show Best Sellers
By: Vicki O’Dell the Creative Goddess
Trying to figure out what will be a big seller at your next craft or art fair is kind of like reading a crystal ball. It's
a question that all vendors struggle with. The item that did so well last year may not do so well this time
around. Or, if it's a show you've never done before it can be hard to figure out what will sell well. But fear not,
here are a few tips or tricks to keep in mind that will bring you closer to finding that BEST SELLER.

First thing to consider is the type of show you are vending. If it is a Christmas show or a show held in the fall
you will definitely want to have plenty of Christmas themed items on hand. (Keep in mind though that people
will pick up Christmas gifts all year long so if you've got the room or the inventory make sure to have a few
Christmas themed pieces on hand for every show.)
I can't begin to count the number of shows I've walked through where I wasn't impressed with the items
offered. Not because I'm a snob but because it was booth after booth of the same (or very nearly the same)
items. One trick to having a best seller is to create an item that no one else is selling.
The second tip is to create items with the very best workmanship you can muster. Think QUALITY. Higher
quality items will sell better than their lower quality counterparts.
Offer a wide variety. That doesn't mean to create 78 different items to sell but in stead create fewer items with
more color, pattern or texture varieties. How many times have you seen something at a show and liked it but it
was entirely the wrong color? I'll bet if the vendor had the RIGHT color available he or she would have made
another sale.

Find more great articles at www.CreativeIncomeBlog.com.
22

The Craft Fair Guide: Tips and Tricks for Selling at Arts and Craft Shows
Select a theme and stick with it. If you like to make scarves, dog accessories and jewelry and they are all on
display at the show it can be hard for someone walking by to figure out what you sell. However, if you load up
your booth with dog collars, leashes, sweaters, beds and EVERYTHING dog then shoppers know EXACTLY what
you are selling and they will be drawn to your booth.
Personalization. Can you find a way to personalize the items you make?
Do some research into upcoming trends. Do you see a lot of lime green and pink in Etsy shops, Christmas
catalogs, and home decor? If so, it might be a good idea to stock up on lime green and pink to have an edge
over your fellow vendors.
Create items in different price ranges. Have some items at high, middle and low prices so that shoppers have
some choices. How many times have you gone looking for "one more little thing" to add to Aunt Sally's gifts?
Be the vendor that offers something to add on, the one little thing people can't resist adding to a stocking or
gift bag.
Think USEFUL as opposed to DECORATIVE. With the economy being what it has been people are looking for
things that are not only nice to look at but also useful.
Finally, find ways to make your items stand out. Make sure your packaging, tags, and booth space are the best
you can possibly create, offer free gift wrapping (especially around the holidays) and don't forget to smile and
have fun. The happy smiling vendor will sell more items than the guy who sits in the back reading the
newspaper. Every time.
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During The Show
10 Craft Show Conversation Starters
By: Vicki O’Dell the Creative Goddess
There is something about being behind that table at a craft show that can be a little intimidating, especially if
you are a little shy, and that is conversing with complete strangers. If you say the wrong thing shoppers may
think you are pushy and be turned off. If you say nothing they think you aren’t helpful, or not interested, and
they may walk away.
What’s a creative business owner to do?
I was behind the table this past weekend at a show and I think I’ve hit upon the right approach.

Questions. Questions not necessarily related to what you are selling. Try these conversation starters:
1. Hi, how are you?
2. I love your sweater, hair, jewelry etc. Be sincere, people can tell when you are making things up.
3. Talk to the kids, ask them what grade they are in etc. The adults will often answer or tell you other things
about the child leaving you opportunities to talk to the adults as well.
4. Candy canes (or other candies that aren’t choking hazards) in a basket or bowl on the table. People will ask if
they can have one or you can simply offer them one. The trick here is to use a SMALL dish or bowl and only put
out a couple of dozen at a time. It keeps people from taking a handful and filling it back up gives you more
opportunities for conversation.
5. Is it handmade? (see number 2)
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6. What is the best thing you’ve seen at the show so far?
7. Is the sun shining yet? Or other appropriate weather related questions.
8. Where are you from? Did you drive a long way?
9. Do you buy handmade items often?
10. Did you come to the show looking for something in particular?
And finally, be sure to end with “If you need anything, I’m here to help.”
BONUS: If appropriate wear some of your creations or display them in an unexpected way. This will lead to
shoppers asking you questions.
Asking generic questions makes you appear interested, friendly and not at all pushy.
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Creative Craft Show Booth Display Ideas
By: Vicki O’Dell the Creative Goddess
You probably have your craft show booth set up down to a science. You know that this goes HERE and that
goes over THERE and you have gotten so good at unpacking that you try to beat your best time.
Believe it or not, that may actually be hurting your sales.
If you are selling your wares locally there is a good chance that many people see your same booth at a few
shows each year. If that is the case, it is likely they will walk right by if your booth looks the same at every
show. They may just figure that you don’t have anything new.
It may be time to change things up. Even if you aren’t changing your inventory a few creative displays may get
people who THINK they know you to come in to your booth, on the chance that you have added inventory they
haven’t seen yet.
Here are a few creative craft show display ideas to help you start thinking about small changes you can make
to your regular booth set up.

Set up a small vignette in your booth showing customers how they can display or use your product in their own
homes. Try to think of unusual ideas – they can get your customers excited about your products and be a great
way to get people to ask questions and start conversations with you. Hopefully, leading to more sales.
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Put smaller items in a container of rice or beans. There is something very tactile about sorting through goodies
to find the one that is meant just for you. The best thing about this idea is that it’s not so fussy that you can’t
straighten it back out in a jiffy once it’s all jumbled up. Just remember to keep hangers, string or ribbons short
or off to the side to add at the time of sale or you may have a tangled mess on your hands.

Booth displays don’t have to cost a fortune. Tree branches and old doors are used here to great effect.
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Group similar items together for more impact. Instead of spreading things out all over your booth make a big
display of them in one area for more impact.

At nearly every show I’ve ever been to I’ve heard someone say, “I could make that”. Why not make it easy for
them?
Make a few kits or package up some of your favorite elements used to make your handmade products to sell
to those DIYers in the crowd. You won’t make as much as if you sold the finished product but they weren’t
going to buy it anyway. This way you still make a few dollars and they go away feeling like they got a deal. You
and I both know that there is a good chance they will never make the project but they don’t realize that.
One final tip. If you are doing a show that is indoors with rather dim lighting use it to your advantage. Take a
few small spotlights with you and spotlight one product or another. People will be drawn in by the pinpoints of
light – like moths to a flame.
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Signage That Sells Your Stuff
By: Maria Nerius
If something’s not selling, do you assume it’s not popular? Or is it possible that no one knew what it was.

You can’t be with your product 24/7, but a good sign can be there for you helping out as a sales tool to help
people read between the lines. Okay, that’s not the best pun, but signage is very important no matter where
or what you are selling. There are some keys to creating a good sign:
1. Keep it simple.
2. No more than 3 lines of text.
3. Make sure your customers can read it at a glance.
A sign that reminds the customer that a gift-giving holiday or event is coming up helps sell more products and
is also a service to the customer. A sign that says, “Mother’s Day” or “31 Days until Christmas” might remind
someone that they do need to pick up something for mom or that a favorite teacher is still on the gift buying
list. We talked about our photos needing to tell the story, a sign can do that too. Put a sign reading “Eye Glass
Holders” in a bowl of fabric glass cases; put a sign saying “Tooth Fairy Pillows” in a basket of this fun novelty
item.
Signs help you not have to repeat a sales pitch a million times during a show. They also help inform customers
too shy to ask a question or hesitant to interrupt when you’re helping another customer. Use bright colors like
red (we’re conditioned to STOP and read a red sign) and use colors that accent that a message is being stated
like yellow and orange (yield, slow down). Signs don’t need to be square or rectangular. Have some fun and
choose other shapes. If you are selling children’s goods, why not use animal shapes? If you are selling products
with a floral theme, your signs would look cute in flower shapes. Just like when making your products, use your
creativity in signage too!
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Filled with advice, inspiration, and useful tips for anyone who sells at arts and crafts shows! This useful guide has tips for
you if you’ve still never done a craft show or if you’ve been doing them for years – everyone can benefit. This free eBook
will show you where to find craft shows, how to prepare, what to brings, and how to put your best customer service face
forward.

4.
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