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Chapter 8: 
Post Craft Show Recovery, Follow up and Community



Most vendors have a post-craft show ritual. Some let go of the stress of the day with a hot bath and a good book. Others splurge on dinner at their favorite restaurant. Mine 
involves a glass of wine, a calculator and my craft show evaluation sheet. Before I unpack my car, take a shower or even eat anything, I sit down and evaluate the show while 
the experience is still fresh in my mind. It’s important for you to find your own ritual that allows you to reflect and assess the day as well as indulge in some much-deserved 
self-care and relaxation. !
Vending at a craft show is physically, mentally and emotional draining. You set up and break down your booth, you spend hours on your feet talking about your products as 
well as making small talk, and you’re in the vulnerable position of sharing what you make with the world. Many vendors think that once the show is over, the work is done. 
However if you don’t do your post-show follow-up tasks, you’re missing out on opportunities to solidify the connections you made that will help you build your business and 
your sales. !
FOLLOW UP WITH PRODUCERS !
In my years as a vendor I rarely followed up with the producers to thank them or offer my thoughts on the show. To be honest, it didn’t even occur to me unless the show 
went really poorly. I didn’t realize the importance of this until I was on the other side of craft shows as a producer and started receiving emails from vendors after the show 
thanking me for a good show or offering constructive criticism that could make the show better. !
If you enjoyed the show or had a successful day, emailing the producers to let them know is not only good manners but also a great way to keep you on their radar and help 
them remember how courteous you are as they dive into hundreds of applications during the jury process for the next season.

If the show was not so good or there were things that could have 
been better, you should also let them know that. Show producers 
can’t be everywhere at once and are often not aware of issues that 
occur during the show. If you’re really upset about a particular 
aspect of the show it might be best to give yourself a day or so to 
calm down before emailing them. A well thought out, 
professional email detailing what went well and what didn’t will 
go a lot further and probably be paid attention to way more than a 
nasty rant attacking the producers. Even if a show is a total 
bummer, there must be at least one nice thing you can say. Start 
your email on a positive note and then offer your suggestions. 
Always include your name, business name, what show you 
vended at, and other information like your booth number if it’s 
pertinent to your comments. As with every email, it’s always best 
to address the receiver by name but if you can’t find their names, 
just address it to the team. Also, keep it short and to the point. At 
the end of this chapter you can download some sample emails.
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ESTABLISH A CONNECTION WITH YOUR CUSTOMERS !
Aside from establishing a connection with the show producers, it’s also super important to connect with customers and potential customers you met at the show. Not to beat a 
dead horse, but you really need to be collecting emails for your newsletter list at craft shows. You don’t have to get super techy and do it on your tablet or smartphone, 
although that will save you time later because you won’t be manually typing in email addresses and trying to decipher people’s handwriting. You can have a notebook or 
notepad, or in a pinch, just a sheet of paper and a pen will do. Now that you have all those email addresses, what are you supposed to do with them?

Most makers benefit from sending out a newsletter (you can revisit the Chapter 7 for more 
information about this). You don’t need to send one every week or even every other week or even 
every month. However, having a newsletter schedule and sending them out regularly helps you 
stay in touch with your customers and keep that relationship strong. Pick a frequency that doable 
for you and stick to it, even if it’s only once every three months. !
When someone signs up for your newsletter at a craft show it’s essential to connect with the 
person right away. Send an email saying it was nice to meet them, thank them for coming to your 
booth at the show and let them know about your upcoming shows, new products or other news. I 
also like to offer new subscribers I meet at craft shows a coupon for my online store for 10% off 
or a free gift with purchase. Someone may not have been ready to make a purchase at the show 
because they were overwhelmed or rushed, so reminding them about you and your products often 
leads to sales. If they took the time to give you their email address, chances are they’re interested 
in your products. Be sure to include links to your social media pages too! !
If you have a blog, writing a follow-up blog post about the show is a great way to share your 
experience with your audience. Some things I like to include in my follow-up blog are: !
•     Photos from the show 
•     Photos and links to fellow vendors I met 
•     Thank you to the show’s producers 
•     Information about my next show 
•     Photos of my booth !
I include a link to the blog post in my email to the producers (often they’ll share it on social 
media and bring some traffic my way), my thank you newsletter to my customers, and follow-up 
emails I send to any vendors I met. !
If you met any buyers from retail stores at the show, send them a follow-up email within a few 
days. Let them know it was nice to meet them and send them a link to your website or 
information about wholesale ordering. Close the email with a call to action, like asking them to 
contact you with questions or to set up an appointment for you to come to their shop. At the end 
of this chapter you can download a sample email to a potential wholesale buyer.
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BUILD YOUR COMMUNITY !
Craft shows aren’t just a place to make sales but also the perfect venue for meeting like-minded creatives with whom you can share sources for supplies, business advice and 
resources, as well as learning about other craft shows. Send a quick email to fellow vendors you met letting them know it was great to meet them and following up on your 
conversation. I have a running spreadsheet with the name, website, email address, where I met the person, where they live, and a sentence or two about what we talked about 
for everyone I meet at craft shows or anywhere else I meet a potential business contact. The spreadsheet is a great resource for when I need to reach out to people for help 
promoting something I’m doing or when I’m traveling and have a little free time to spend with awesome people. I also make it a point to follow fellow vendors, shop owners 
and regular customers on social media. !
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EVALUATE THE SHOW !
One of the worst habits creative business owners have is not keeping proper records 
of the events they do and not evaluating their financials. I totally fell prey to this 
when I started my business. Then I realized how important it is to keep accurate 
records. After a show you should record your income and expenses as well as your 
experience at the show. The Craft Show Profit and Loss Worksheet from Chapter 6 
offers a chance to do both. Sometimes a show can be super-profitable financially, but 
a bad experience otherwise and the reverse is true. That’s why it’s key to include 
monetary and non-monetary benefits while evaluating a show. You don’t have to fill 
out your worksheet right after the show like I do, but I highly suggest filling it out 
within a few days so you don’t forget anything.  !
Aside from evaluating the show itself, you’ll also want to take a critical look at how 
your business succeeded and could have been better. Did you use your time wisely? 
Were there certain products that sold better than others? Is there a way to tweak your 
display or set-up/break-down process? What could you have done differently to have 
a better experience? !
At a slow show, it’s easy to get discouraged or feel like a failure. I’ve totally been 
there before and so have most makers. It’s uncommon to have every single show you 
do be a perfect success, but every show offers a chance for learning and 
improvement to make the next show better! If you spend some time reflecting on 
both the positive and the negative, before you know it your list of positives will grow 
as your list of negatives diminishes.



PLAN FOR THE NEXT SEASON !
Your show evaluation sheet will help you decide what shows to do in the future. If you have an awesome experience at a show, be sure you’re on their vendor mailing list and 
mark out the dates for the next season. If fellow vendors clued you in to some other events that may be a good fit for you, research those shows and mark the application and 
show dates on your calendar. If the show doesn’t have dates set for the next season yet, look at their show calendar from the previous year and estimate. Most craft shows 
release applications a few months before the show. !
GIVE YOURSELF A BREAK !
On of the biggest topics on blogs and podcasts for creative entrepreneurs is self-care. It seems like self-employed people are the worst bosses to themselves. I know I  can be. 
I’ll skip meals, not make time for exercise or meditation, and work long into the night neglecting my family and myself. I conveniently forget that downtime and taking a 
break is essential to produce solid creative work. !
Selling at craft shows is grueling so you need to not only pat yourself on the back but give yourself a real break afterwards to decompress and digest the experience. Do 
whatever you need to do to not feel overwhelmed and get back to that space where you feel refreshed and ready to dive in! !
Some shows are more draining than others. Often creatives find themselves inspired by their experiences and end up getting right to work making new things after a good 
show. Sometimes you just have to make when the mood strikes you. !
But it’s more likely that you’re going to be tired. Try not to schedule any work the day after a craft show. Post-craft show days off are perfect for marathon sessions of 
catching up with your favorite television series or days out with your friends and family, and of course, sleeping in!
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