Rocky Mountain Weavers Guild Annual Sale
How to make selling our wonderful fiber creations FUN !!

People make a special effort to come to our Annual Sale.  Most aren’t just walking by and 

stop in.  They want to meet and talk the artists who make these unique creations.

Our goal is to HELP everyone who comes through the door find something that excites and delights them, something they want to buy.  This is not pressure sales. . . this is assisting people to get what they came for, something original and made by hand.

You can help by:

· Open body language.  Body language is your first communication with people.  Smile and say “Hello!” to everyone who comes into your area.  

· Making eye contact.  Acknowledge people.  Even when you are busy talking with another customer, you can make eye contact.

      Arms crossed, looking bored, says, “I don’t want to be here.  Don’t bother me.”

· Talking with people.  Some people want to talk, others may not.  Respond appropriately to their cues.  There are many interesting ways to start talking.  Here are some suggestions:
“If I can help you, let me know.” Or “If you have questions, I’m here to help.” 
“Are you looking for a gift or something for yourself?”

“Have you been to our Sale before?”  

“Have you seen these gorgeous/fun vests or wall hangings or hats?”

“What colors do you like?”

“How did you hear about our Sale?”

Do Not say, “Can I help you?”  The answer is generally “No” and that’s the end of your communication.

· Being available to help.  Make yourself “busy” tidying things up or looking at the creations,
        BUT be near to answer questions or offer suggestions.     Don’t hover over people.  

· Inviting people to touch the work.  The appeal of our work is COLOR and TEXTURE. This is not a museum. You and the customer can touch everything!!  Here are some suggestions:

· When you are talking with customers, pick up the work, open it up to really look at it.  Offer it to them to handle and touch.  

· Ask people to try things on.  You try it on.  Garments look very different on a real person than they do on a hanger.

· Many people are hesitant to take thing off a rack, especially the scarves, for fear they will

“mess up the display.”  You take a piece off the hanger or rack to show customers it’s OK to handle things.  

· Offer to hang the piece back on the rack.  The customer should not have to struggle with replacing work.

Touching and handling the work gets a customer involved.  

That’s when an original hand made creation can excite them.  

And that’s when they can buy from a place of sheer delight.

