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The Do's and Don'ts of setting up your art booth
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Do make it inviting with color and professional graphics
and even a floor covering

Do arrange your displays, if possible, around the two sides
and back, leaving the entrance accessible

Don’t place a table at the front of your booth that
completely blocks entry

Do use LED lights to highlight your art

Do use grid panels to create walkways

Do create multi-level tiers to showcase your art objects
Don’t make a cubby hole at the back to sit and hide in
Don’t leave packing boxes and set up supplies in the
booth. Put them in your car or out of sight

Ten ways to attract a buyer into your booth
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Don’t sit behind your table reading a book or your cell
phone!

Watch the people as they move down the aisles to gauge
their interests, and style and listen for clues of what they
may be interested in or if their clothing has logos. Mirror
that when you speak to them

Don’t judge the book by its cover

Stand in front of your booth on either side, smile, make eye
contact and don’t wait for them to speak first



Introduce yourself and your art and directly invite them in.
Don’t be shy

Compliment a person about their wardrobe if it is stylish or
unique to begin a conversation

Have a compelling 20 second “elevator speech”

Ask their permission to show them why your art is so
unique and lead them further into your booth

Physically hand them a piece of your art (if possible) and
point out its characteristics and your work process

Give them your professionally prepared art brochure/
business card and thank them for spending time with you
Make their experience fun and educational and don’t be so
serious

Top five phrases to break the ice and get them talking

O

O

Greet them and ask: How did you hear about our Art
Show?

Are you from Redmond or are you just visiting Central
Oregon?

What kind of art interests you the most?

Are you looking for a unique gift for a special person or
occasion?

Are you also an artist and if so, what is your medium?

How to make the sale using open ended and close
ended question
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Open-ended questions must be answered with an
explanation. Who, what, where, when, how, why etc.
Closed-ended questions are answered with a yes or no.
Do you want? Have you ever? Did you see? Can you
imagine? Will you?



Ways to ensure follow-up sales
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Make sure they leave with your cards and brochures that
have your website and contact details

Get their contact details for a follow-up call or email.

Let them know you love to do custom orders

Dress for Success
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If you are selling clothing, model some of your product.

If you sell jewelry wear it.

Wear professional and coordinated outfits that mirror your
art in style and price ranges. | sell hand carved wood art
so | wear western style clothing.

Marketing ideas that work
o Professionally printed 3x5 postcards showcasing some of

your art on one side and your contact details with your
photo on the back side. ( Erica at Mr Print on Highland Ave
in Redmond is fantastic)

Professionally printed 8 x 11 flyers in clear plastic stands
to highlight a particular piece

Professionally printed and framed 14x18 posters to hang
on booth walls or grids explaining aspects of your process
or work

Professionally printed banners (Vista Print is the best)
showing your art business name.



