
Tips for selling at craft fairs
from Chicago Craft Mafia’s Craft Racket, October 26, 2011

The following tips were contributed by attendees of the Craft Racket on October 26, 2011. They’re in 
no particular order, but there’s some fabulous advice here for crafters new to selling at shows and those 
who’ve been there before. If you weren’t able to attend the Racket, we hope you’ll consider joining us in 
the future – keep an eye on www.ChicagoCraftMafia.com for upcoming events, or join our mailing list (at 
the site) to stay in the loop!

The tips: 
Get people to touch and try on jewelry. Some studies say people are 40% more likely to buy if can touch 
first. If you have higher-end items that are behind glass, as soon as a person starts expressing interest in 
a piece (“expressing interest” could just be looking at it for more than a couple of seconds), pull the piece 
out from behind the glass so they can see it close up and encourage them to touch it.

If doing a tabletop – think vertically. Don’t just have everything on one level. Much more pleasing to the 
eye if you can have 2 or 3 levels. Use milk crates, shoe boxes covered with black fabric, etc. Cover with 
inexpensive material; you can even get materials from the dollar store.

To avoid theft: Greet customers. Have a partner and be observant. Set up your display to discourage 
theft. Be a good neighbor. Have liability insurance. Rearrange display to deter sticky fingers.

If your craft allows it, bring something to work on during the show. It proves to people that you actually 
make what you’re selling, and it draws people to your booth. And if you’re stuck at a slow show, you can 
still be cranking out product.

My products (purses) are big, and sometimes people skip booth because the main items I have are brown 
and black, so they blend in. Therefore I have some really brightly colored bags there to draw people in, 
and then they wind up purchasing the black and brown bags that are more versatile.

Have a chair at the show, because it’ll be a foot saver. But most chairs are low and then you have to  
look up at customers. If you find a bar stool height, it allows you to sit down, but still be at eye level  
as customers.

I second the idea of bringing work to do at the booth. It is an ice breaker. Also, people like to explore –  
so if there are little baskets full of stuff, people can dig through them, looking for “treasure.”

At office supply stores, you can get plexiglas U-shaped “file holders” used by office workers. You can put 
it on its side, and set something on top, but it is multi-level so it still allows you to put another small some-
thing small or at least you can see through to what is behind the display.

Don’t make everything so perfectly neat. People will be intimated to look at – and certainly touch – any-
thing because they don’t want to disturb it. Pay attention to your “bait” and put something really eye-
catching for people to see as they walk down the aisle.
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It’s a good idea to include a picture of what you make on your business card. That way, when people 
take your card, they are then taking with them an image of what you do. Also, if you can’t put stickers 
with your booth number on your card, at least print it on there when you give it to folks at the show so 
they can come back and find you.

People often take business cards and then forget about them. So don’t spend a ton of money on these 
marketing materials. Save high-dollar marketing items, like brochures, to give to customers who are  
actually buying from you.

I like to keep my business cards back in the display, because little kids will walk around and grab cards, 
and they’ll disappear by the handful to people who can’t afford to buy my stuff. But if the cards are with 
me, it gives me the chance to engage the customer as I hand over my card, and I have the opportunity to 
take it a bit further and talk about what I do and start to develop a relationship.

Try to speak to EVERYONE who comes to the booth. I don’t jump on them like, “Oh!!! Can I get that 
for you?!?” But usually I say “hello” and then let them shop. A lot of people that come to the show are 
wearing something handmade, so I’ll ask them about it – “Did you make it?” Which prompts them to tell 
the story of if they made it, or where they got it. I also put some chocolate or candy, because if nothing 
else, at least they’ve gotten a freebie, and sometimes they talk about how much they love chocolate, etc. I 
encourage people to touch my stuff. I tell them “I have all day to clean it up! Please touch!”

Never underestimate the power of candy. Also, about the display: Set it up prior to the show and see 
how it looks. Think of different ways of how you can attract people to it. Candy helps to bring them in, 
but if you have a raffle, that can help you get a customer years down the road. Just have a small piece 
that they can win, and ask them for their email address. On the slip of paper you can write that they’re 
signing up for your newsletter, so that they know. This helps build your email list so that you can stay in 
touch with these people all year.

Set up your booth before the show. Make a mockup and take photos so that once you arrive, you can put 
the booth together really quickly.

Be aware of the person who will talk a lot but never buy anything. Be conscious of the people around 
that person, because they might want to buy something. Don’t be afraid to tell Mr./Ms. Talkative, “Hey, if 
you don’t mind, I think this person has a question…”

Watch your body language. Even if you’re having a craptastic show, and it’s 5 hours in… do not sit  
with your arms folded and slouched down, because then you become unapproachable. Be open and 
engaging, and remember to smile. 

Make sure your prices are visible, at least for some objects. It is very intimidating to walk up to a booth 
with no prices, because many customers won’t even ask, fearing that if they have to ask, your work is too 
expensive.

I have a little spiel all prepared to talk about my work, to engage people when they come up to the 
booth. (Create an “elevator pitch” for your work.)
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I have a checklist ready of show items, so that before I pack up, I can go through the checklist to make 
sure I’m not forgetting anything. I always bring extra tables and chairs, and I’ve had people borrow 
tables, etc. Sometimes chairs at venues aren’t comfy. If you bring your own chair, you know that you’ll  
be comfortable.

I assume people don’t want to have long conversations with vendors; they’re there to browse and buy, 
not talk. So I say “hello” and then I pretend I’m casually texting. That way, I’m not hovering over them but 
I’m right there to answer any questions, and they can ask stuff without feeling like they’re bothering me. 

If you’re doing a demo, take a photo or make a checklist of what you’ll need (including all the supplies), 
then when you’re packing up, you’ll be sure to have everything you need.

Be able to wash your table covering, especially at shows where people might be drinking; if they spill 
stuff all over your cloth you need to be able to wash it.

Clamp or pin your tablecloth so that no one trips on it.

Don’t put everything out. That way you can fill in the empty spaces with new product as stuff sells. 

If you have a big box and filling it with tiny products would be overwhelming for the customer, then put a 
false bottom in the box, so that it is still big, but not as full of stuff. (This makes it easier for the customer to 
see what’s in the box at a glance.)

If you have pet toys, take photos of cute pets playing with your toys and incorporate those photos into 
your display.

Happy selling!

Stay in touch: 
ChicagoCraftMafia.com - Twitter: chicraftmafia  -  Facebook.com/ChicagoCraftMafia - Etsy: Friends of the Chicago Craft Mafia
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The Chicago Craft Mafia is:

Blue Buddha Boutique (Rebeca Mojica)

Chel Accessories (Michelle Dortch)

Diffraction Fiber (Beth Cummings) 

Edgewater Soaps (David Melis)

Girl Metro, Inc. (Richelle Albrecht)

LBO Studio (Lindsay Obermeyer)

Moira K. Lime (Katie Lime)

Poise.cc (Cinnamon Cooper)


