Craft Fairs

Craft fairs and bazaars can be an integral part of every Jeweler’s business!  Whether you are experiencing a slow period in your business, moving to a new location, expecting a baby, or recovering from an illness, craft fairs can add new energy to your business!

One of the best ways to prepare for participating in a fair is to actually attend one as a customer.  As you frequent booths and visit with vendors, you will discover what makes you, the customer, feel welcome.

If you are a Premier Mom, we recommend that you participate in at least one craft fair in your Premier career – this experience will allow you to encourage and train your jewelers who wish to do them.  It also adds to your breadth of knowledge in the business, and hence, to your credibility in training your family of Jewelers.

Types of Events

· Craft Fairs

· Flea Markets

· Holiday Bazaars – Mother’s Day, Christmas, Harvest Festivals, etc.

· Church Bazaars

· School Fairs

· Community Days

· Bridal Fairs/Expos

· Music Festivals

· Art Fairs

· Sports Events – 10K’s, horse shows, etc.

· Business Opportunity Shows – networking groups

· Health Fairs – Retirement Homes, Hospitals

Where to Find Fairs

The best method for identifying fairs is simply to keep your eyes open during your daily travels.  Keep a notebook easily accessible in your car to pull over and jot down names and phone numbers of fair locations as you drive by posted signs.  If you set your mind on noticing them, you will be amazed at how many signs you will find while going about your normal routine.

Additionally, you may contact/search:

· Chamber of Commerce for your city and surrounding cities

· Local newspapers – especially the specialty papers that come in the mail or are in magazine racks in diners, coffee shops, etc.

· Yellow Pages

· Churches

· Bridal Consultants

· Schools

· When making cold calls, here is some sample wording, (from Nancy Schwartz’ “Jump Starting Your Business” training)

“Hi, my name is Nancy Schwartz, and I have a jewelry business.  I’m looking for opportunities to display my collection through local craft shows or other fundraisers.  Does your school happen to have any kind of fall or holiday event where I could display my jewelry?”

If yes – “Great, do you have the name and phone number of the person coordinating the event?”

If no – “Do you happen to know of any other schools or organizations that sponsor a fundraiser that I might be able to get involved in?”

· Crafts Fair Guide

· Internet

· www.smartfrogs.com/pa

· others…

Questions to ask the fair coordinator (from “Schwartz Family New Jeweler Training Manual”)

· Where is it held? 

· What is the cost to a vendor (may want to consider going in with several jewelers)

· Is this an annual event or the first time for this event?  How many guests are you expecting?

· How many vendors will there be?  Do you have anyone else displaying jewelry?  (If yes) – are they with Premier?

· Is there a cost difference between inside and outside tables? (it’s easiest to get an inside booth)

· What size will my booth/table be and what is included? (tables, chairs, electricity)

· May I get a table near an outlet?

· Is there a theme or color scheme?  (add coordinating flowers, ribbons, etc.)

· May I bring my own black velvet cloth for the table?  (Some fairs, particularly bridal, may have a color theme – tulle is a nice alternative that works with any theme)

· What is the set up/arrival time? (arrive as early as possible – gives you time to mingle with other vendors/prospects)

· Am I able to pull my car up directly to the entrance or, more specifically, to my booth area?

· What is the plan in the event of rain or inclement weather?

· Do you require business insurance?

· Do you mind if I offer my own free drawing for a “door prize”?
Tips BEFORE the fair:

· Checklist

· All normal Show equipment – jewelry, velvet, lights, charge slips, etc.

· Dolly or other cart for carrying equipment long distances

· Change

· Empty gold boxes for selling off your table

· Folding Chair

· Decorative Gift Bags 

· Drawing Cards (you may consider color-coding them per fair – D. Long)

· Basket or box for drawing cards

· Display materials for drawing prize – neckboards, etc.

· Calendar

· Table

· Tarp (in the event of rain – quickly cover your table)

· Canopy (rent or borrow if outside)

· Money box

· Sunscreen

· Sunglasses

· Small cooler with drinks

· Tape

· Scissors

· Hostess Benefits Handouts

· Business cards with a holder

· Booking Gifts

· Flowers or a bowl of candy

· Clipboards with pens attached

· Sponsoring Mini-packets

· Extension Cords

· Cell Phone 

Tips AT the fair:

· Stand, do not sit at your booth

· SMILE!  

· Have a backup person come to work the booth with you for short periods of time for:

· Taking a restroom break

· Visiting other vendors’ booths.  Often your best prospects are other vendors at the fair.  It is critical to take the time to visit all booths and community groups.  The community groups on display are great opportunities for fundraisers.  If they took the time to set up at a fair, they will most likely be open to the idea of a fundraiser.   Talking with other vendors is also a great way to get information on other shows in the area!

· Greet everyone!  Have a prepared greeting/introduction, like, “Hi!  Are you familiar with Premier Designs Jewelry?”  See more detail below in the “talking to guests” section.

· Provide a registration method

· A single sign-up sheet, including name, address, e-mail, phone

· Individual cards

· Consider a loss leader – offering a piece of jewelry for a steal – “special of the day” – just to get them in your booth and looking at the jewelry.
· Talking to the guests (from N. Schwartz’ “Jump Starting Your Business” training)
· Talk enthusiastically, while being sensitive to each individual’s comfort zone. (Don’t be a “vulture”)

· Ask if they’ve ever seen Premier Designs Jewelry before.

· Tell them all of the jewelry is covered under a great warranty.

· Still looking?  Tell them a little about the quality of our jewelry.

· Most important – make a little small talk without talking jewelry if possible to build rapport.

· Before they leave your booth – “Have you entered my drawing to win this beautiful tennis bracelet?”.

· As they complete the registration slip, say something like:  "What I usually do is home shows.  They are so much fun!  I include a lot of fashion and accessorizing tips and even do a little fashion show for the ladies attending!  The best part of it all is that for hostessing a show, you receive a lot of free jewelry.  My average hostess receives about $xxx (calculate your average here) in free jewelry just for having a show!”  

· PAUSE

· “Is this something that might interest you?” OR “I would love to do a private showing for you and your friends!”

· The majority of people will NOT be interested.  But if you talk to 100 people and 1 out of 10 expresses an interest, you have 10 maybes.  Ten maybes are likely to lead to 2-3 bookings you didn’t have before with fresh new contacts!

· It is very important to get a tentative date for a show that day.  In general, the ladies you meet have no vested interest in you personally – i.e. not like a home show where they met you through their friend, the hostess.

· Offer an incentive for booking on craft fair day – typically “payable” the night of their show.  For example, offer them a piece of jewelry that they were admiring – the Primrose bracelet or Vintage earrings  - for picking a tentative date.  Let them know that you will bring the item to their show.

· After the customer leaves your booth, jot down a few notes about them -- what they looked like, what they were wearing and what you discussed.  You may put these directly on their registration card for your follow up the next day.

Tips AFTER the fair:

· Perhaps most important is the contact work after a fair.  You should contact every lead within 48 hours of fair day.  This can be tough, but it is critical, as their excitement level will wane quickly.  
Craft Fairs Handout.doc
2
10/6/2008

