Compilation of Fairs and Festivals

How to Set-Up and What To Do

Compiled from notes from Holly O’Keefe, Carm, Jayne and Ellen

FAIRS 

Fairs are a great way to get exposure for your business. They are a great source of bookings and possible recruits. Your focus at a fair should be to obtain bookings, not necessarily sales. Making a sale and writing it up takes a lot of time and other potential bookings can be missed. This also goes for spending a lot of time with one person. Other potential leads may leave before you have a chance to talk to them. 

When the question of inside or outside space comes up, I'm still on the fence (especially after spending 4 days in the rain!). However, I do lean toward outside space. The exposure to people (and bookings) is much, much, MUCH better. There are many fairgoers who never step into the Commercial Tent. (They come to the fair for fun - to eat, ride rides, eat, see the livestock, tractor pulls and eat - not to be bothered by people selling stuff.) But, with our booth being outside, and fortunately along the main path, we had excellent exposure and many people stopped by that would not have seen us had we been inside. 

TIPS:

· Make up a schedule. You should have at least two consultants at all times. You probably don't want to have more than 3 or 4 at any given time.
· Work together (remember that you are representing the company) 

· Plan ahead (bring catalogs, fundraiser info, order forms, whatever you think people might want. I even gave one customer a replacement order form!) 

· Be prepared to follow up 

· Have consultants mark or color their own door prize slips. We have tried dividing slips evenly based on the type of lead - show, opportunity, etc. The reality is that you get cross leads - two consultants persuing people in the same family or neighborhood. You really want to avoid this, since our business is based on bookings. You want a new, FRESH lead that will result in future shows. 

· Tip for above bullet: “The first thing we did was have everyone pick a different color and make copies of a prize slip (4 on a page). This worked very well with so many different shifts and different people participating. For example my color was "rocket red" (but I didn't use their simple door prize slips. Thanks to Holly I made up my own with more details, also with a line asking if they wanted to receive my email newsletter). So anyway, everyone has his or her own color.  There were 2-3 people working the booth at a given time (the event was Thurs-Sun). If I talked to someone, I gave them my prize slip which we kept in our pocket on our aprons”.

· I do not recommend serving food. It does attract quite a few people, but the majority don't want to do business with you. 

· Use the products e.g. chopper, slicer, garlic press, apple p/c/s. If you will be too busy to demo products, display food items w/signs e.g. cantaloupe basket & pepper dip container with sign reading "look what our v-shaped cutter can do." 

DISPLAY:

· One of the most important points in doing a fair is an attractive display. It needs to be neat, eye-catching and inviting. You want fair-goers to feel welcome to walk into the space and look at your literature and displays. Don't forget a big banner that says "The Pampered Chef" that can be seen from a distance. It will bring interested people to the space.  Usually on display we have had a Super Starter Kit, 10-piece Generations II Cookware Set, Cookbooks and Stoneware.
· For 10x10 booths, my setup looks like this: Across the back is a long table. On the left side are 2 crates stacked on top of each other. Inside the crates is the cookware set. On top of the top crate are a few open stock pieces. An ivy twine around the edge of the crates. I have some nylon tools propped here and there and in front of the crates. On the right side of the table is 1 crate on its end. Inside is a TTA, oven mitt hangs from top along one edge, stoneware carrier is on top of crate with the Stoneware Sensations cookbook propped in front. In between these two displays ---- on the left side, I have a picnic basket propped open. On the bottom of the picnic basket I have foam popcorn, and then cover that with fabric (so the basket is now very shallow). Inside the basket, in front of the basket, and propped up in the lid (the lid is about 2" deep) are some of my Pantry items. In the space that's left, I have a stoneware display -- I have a display unit that makes the pieces stand on end (looks like something you could put in a cupboard to put cookware lids in, but someone made it for me with different widths). I display the rectangle stone, 15" round, 9x9 and MBaker. On the right is a long table (to make an L). On this table, I feature an upcoming hostess special in the middle, and the front of the table is used for signup. I have one catalog in sheet protectors in a binder. On the left, I have a card table in the front of the booth to display the Super Starter Kit (on a plain crate). Between the card table and the back long table, I have a TV tray with my large cutting board on top. This is where I do my demo, if I do one. All of my crates are painted royal blue (except the one with the SSKit). I use white tablecloths and royal blue skirting. I have a white trellis that I put up as a background on the back table (it has another piece of wood that goes down to the floor to support it). On this trellis I hang my Pampered Chef sign and some royal blue metallic stars (from Paper Warehouse). Other than the trellis, that one string of ivy and the picnic basket, I have NOTHING that isn't PChef! The display is very attractive, but it SHOUTS PChef! I've seen PC displays that had so many flowers and knick-knacks for decoration that you didn't know what the booth was about! ~~Holly O'Keefe, Director in St. Paul, MN 

· Display a Super Starter Kit. Make up a display board to put in the front of your booth to introduce people to The Pampered Chef. You want lots of color & quick, easy to read info. bits. Mine includes info on: kitchen, theme, bridal, catalog & fundraising shows, the opportunity and Round Up from the Heart. Set tables in a U-shape. This way individuals have to enter your booth. That's how you know they are interested. 

DEMO:

· Demonstrating products also attracts attention and brings people to the booth. It is hard to miss that food chopper! You need to check with the organizers of the fair about giving out food samples (most times they don't want you competing with the food vendors). I just don't give out samples. It is just easier all the way around. Carrots are great for demos. They're inexpensive, they don't discolor and you can do so many things with them. Just spritz with water to refresh them when they start to dry out. With carrots you can demonstrate the Food Chopper, Vegetable Peeler, Garnisher, Lemon Zester/Scorer. I also like to demonstrate the Apple Peeler/Corer/Slicer. After I do one apple, I put it in the 2-Quart Batter Bowl that has water and Fruit Fresh mixture. I put everything in there - the apple, core, and peel - to show to later patrons. This way I don't go through a lot of apples.

· Another idea, I held the B-B-Boss and extra catalogs in my hands. The BBB was a great tool to "reel the men in and force them stop."

DOOR PRIZES: (different views)

· At the end of each shift, a drawing was held and one slip was picked (not one per color, just one per shift). Then at the end of the event 1 slip was picked from all the shift drawings to win the main door prize.

· I recommend giving away gift certificates as door prizes. This way you may get an order. Whose ever lead it is is responsible for giving the gift certificate.

· Always do a prize drawing. It attracts people and gets them to write their name and phone number down for you. There are also people that will indicate on the prize drawing slip that they are interested in a show or the opportunity, but won't give you any clue while they are in your booth. Don't forget to follow up on these leads within 24-48 hours.

· Not doing a door prize depends on how comfortable you are to talking to EVERYONE that walks by. If you NEED to say "come in & sign up for a door prize" in order to start a conversation, then do it! I don't, because I can talk to anyone! :) And, since I can (and do!), then I don't have a bunch of maybe's for shows who really didn't mean it, just thought they'd have a better chance of winning! If you DO decide to give something away, I would suggest a gift certificate because it's easy to mail and if they don't use it, it didn't cost you anything! If they use it, then you know they love PC. Make sure to make it clear that it is good ONLY with you and ONLY thru the current season --- you don't want an order coming in in March and trying to explain that the price went up, or we no longer carry that product! Also, I would give them a choice of $10 off their order total or a 10% discount off their product total (which would be worth more for a larger order!). Follow up the NEXT DAY!!!!!

DOOR PRIZE SLIPS:

· Here is the Door Prize Slip I use for booths, which has a question for "do you want a catalog?" :)

Your Name: ____________________________ 

Best time to call: ___________ Phone: ______________________ 

Address: _________________________________________________ 

Have you ever been to a Pampered Chef show?     Yes No 

Would you like to possibly host a Cooking Show to earn (avg.) $50-$90 FREE products, plus 2-3 items at

1/2-price plus a 25-30% discount? You choose products!      Yes No Maybe 

Would you like to host a catalog show?      Yes No Maybe 

Would you like to know more about earning $20/hr (avg. start) and FREE trips (# hours your choice)?

      Yes No Maybe 

Would you like more info on Pampered Chef FundRaisers? for school, church, Scouts, daycare, sports, choir,

       PTSA, cheerleaders, Fire Depts, Lions Club... 40% profit!      Yes No Maybe

Would you like to be invited to a show?      Yes No Maybe 

Would you like a catalog to place an order?      Yes No Maybe

· On door prize slips the best question you can ask is "When is the best time to reach you?" I have a slip that asks things like "Would you like to receive a catalog?" & "Would you like to attend a Kitchen Show?" 

· The first thing they did was have everyone pick a different color and make copies of a prize slip (4 on a page). This worked very well with so many different shifts and different people participating. For example my color was "rocket red" (but I didn't use their simple door prize slips. Thanks to Holly I made up my own with more details, also with a line asking if they wanted to receive my email newsletter.

HANDOUTS:

· Make sure to have plenty of business cards to hand out. Get your name in their hands. Some people actually do save them and call months later. 

· I also usually give out a … Flyer … that explains the new products for the season, has advertisements for booking and recruiting and also recipes. Anything that has recipes usually will be kept. Make sure your name and phone number is on it! 

· As for handing out catalogs, that's a personal decision. Now that I have them, I give out old catalogs with a sticker that says "For a current catalog or to book a show, call ...." When I didn't have old catalogs, I told them to write on the prize drawing slip that they wanted a catalog and I would send them one - and I did after I called them to see if there was any other literature I could send them. 

· I didn't have a problem giving away catalogs since I had so many leftover, but you do need to way the cost factor of doing this. My director did this at her event last month and received several phone orders. I also had my fluorescent labels on front of my catalogs so they stood out (see previous label post).

Helpful Hint: The Chillzanne Platter with lid works great for literature as a protector from wind and rain.

FOLLOW UP!!!

Plan time to follow up. It is not uncommon to come away from something like this with 100 leads or so. I recommend mailing new product postcards, flyers, catalogs to buy you time to make that call. Call all YES responses within 24-48 hours. 

Good luck!!! 



� Compiled from years of notes by Ellen Reisig, Independent Kitchen Consultant with The Pampered Chef
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