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  Welcome!


Hey there and welcome! I’m so glad you picked up this book. 
Maybe you’re just thinking about selling your books in person and want to know what it’s really like. Or maybe you’ve already done a few events and are looking for ways to improve your setup, boost your sales, and enjoy the experience a little more.
Either way, you’re in the right place.
Selling books in person is one of the most rewarding, and sometimes unexpected, parts of being an author. Sure, it can be tiring, and there’s a lot to figure out at first. But those moments when your stories connect with readers face-to-face? They’re unforgettable.
At one of my favorite events, a young girl came to my table, eyes wide, and said, “I’ve read this. And this. And this,” as she pointed to all six books in a series. My favorite author wrote these.”
Then she stared at me. “And now YOU’RE HERE!” Cue the tears. 
Her grandfather stood behind her and beamed at us while we discussed which series she should read next; then he quietly paid for the three books she picked out to start a new series. My hand shook as I signed her books because I was so excited for her. And honestly, for me. She reminded me why I do this. 
I’m living proof you don’t need a fancy booth or a background in sales to make an impact. You just need your books, a little planning, and a willingness to show up. That’s what this guide is all about. I’m sharing practical tips, honest advice, and everything I’ve learned over the years from actual events with real readers.
So whether you’re just starting or refining your setup, welcome to your next chapter. You’ve got stories to share and readers to meet, and I can’t wait to help you get there. 






  
  Chapter 1: My Journey


Who Am I?
Now that we’re off to a good start (and maybe a little misty-eyed), you might be wondering who is this person who’s giving advice about hauling books to festivals and chatting up strangers next to a kettle corn stand?
Fair question.
Over the past seven years, I’ve written and published over fifty books, with more to come. At the same time, I’ve also been selling my books face-to-face at a variety of events. So before we get into the how-to, let me tell you a little about how I got here.
I began writing after a rich and varied career in the corporate world, and I draw from my background and life experiences to create characters who are brave, flawed, and unforgettable. 
My genres are thriller, mystery, cozy mystery, historical fiction, and post-apocalyptic sci-fi. All of my books have a touch of paranormal. I’m not your typical author, and I don’t write typical stories. I don’t stay in one genre lane because my goal is to have a book for any reader who stops at my table at events. 
My promise to my readers: You keep reading; I’ll keep writing! 
Vendor
I sell paperbacks in person at craft festivals, local book fairs, library and school events, and book cons around the Southeast, where I connect with readers face-to-face. 
While each type of event has its own vibe and logistics, the core principles are the same: The one-on-one connection with readers matters to me, and I wouldn't do it if it wasn't fun! 
I’ve built an online shop as an extension of meeting readers, expanded into author merch, and continue to grow because I believe in telling good stories, and in the power of readers to find them.
Not Your Typical Vendor
Are you thinking I must be an outgoing, congenial, maybe even a slightly pushy salesperson? 
I’m not. I’m claustrophobic in crowds, socially awkward, and horrible at small talk. My idea of a good time is staying home with my Hubs and dogs while I write a book. I love the idea of a party, but I’d rather clean out a closet than actually go to one.
So, how can I be so excited about trekking to events with my books? My stories are captivating, and I know it. I enjoy talking to people one-on-one, and I can talk about books and listen to people talk about what they like to read and why all day long. I learn something new from every reader at every event.  
Tip: I’ve uncovered the best-kept marketing research secret in the world. If you want to know what people like to read, set up a table with your books on it. When people slow down and pause at your table, you’re in the presence of a reader. Ask them, “What do you like to read?” 
Bonus: watch their eyes. They’ll tell you which cover they like.
Vendor and Author
I’ve attended events that are held inside and outside. The setup might be different, but the basics are the same. Besides being a book creator, aka author, I’m a vendor. My art is writing, and my craft is designing and publishing books. 
Tip: People who sell products at events are vendors who know how to display their products to catch a browser’s eye and how to turn an interested browser into a happy buyer. I follow their example and think like they do. 
When you’re a vendor at an arts and crafts or festival event, it isn’t a gathering of authors; it’s a festival with vendors, and one of them is an author: you, a vendor-author. You’ll be alongside hand-carved signs, crocheted hats, local pottery, and kid face-painting squads. You’ll see the tools, personality, and hustle of vendors at a festival. I’ve discovered there is so much to learn from the vendors you meet at fairs and festival events.
When you’re an author-vendor at a book event with other author-vendors, you have a bond: you’ve been through the same struggles and heartaches to write, polish, and publish your books.
You’ll be surrounded by authors with a variety of skills. You’ll observe authors first-hand who excel at booth display, those who excel at pre-selling, and authors who draw even the most reluctant reader into an engaging discussion. And what a great opportunity to network with your peers!
When you show up at any event excited to learn, you’ll be doing more than selling books; you’ll be connecting with readers and vendors. Genuine connections make you a better vendor and bring readers back to the event the following year looking for you. 
I love it when a reader rushes to my booth and pounds on the table. “I need my next book!” 
Gives me the shivers every time! I suspect it will be the same for you.
Let’s get this hustle going! But first… 
Before your First Event
Like a painter with a canvas, your book is your product, a tangible representation of your creativity and effort. ‘Don’t judge a book by its cover’ might be sage advice, but that’s exactly what readers are doing when they approach your table. The title, imagery, and cover art set their expectations of what they’ll find between the pages.
The Back of Your Books
While you and the reader are chatting about what they like to read and why, your reader picks up a book and turns it over, which is exactly what we want them to do. The cover caught their eye; now they want to learn more.
A wise author once told me that when a reader picks up your book, they’re establishing a connection, almost an ownership, with the book. My thought is the longer they hold the book, the deeper the connection, and the more likely they are to want to take “their” book home. 
What catches their eye on the backs of my books while they’re reading the blurb and my bio? 

[image: Judith A. Barrett Author photo. The setting is outside near a gazebo with trees in the background.]
Judith A. Barrett, Author. My photo is on the backs of all my paperback books.
I’ve watched as readers read the blurb and then examine my photo. The backs of my books create a powerful connection when readers realize, “Oh, you’re the author!” 
If you use a pen name or have another reason that you aren’t using an author photo, consider other options for the readers to ponder while they look at the back of your book. What do you have that represents you? Your logo? If I didn’t use my photo and was writing with a pen name, I’d have a sketch of a dog maybe with a cat because all my books have at least one dog in them, and I don’t want to leave out the occasional cat that wanders into the stories. 
Types of Events
In-person events are held indoors or outdoors. While the basics for selling your books to readers are the same, we’ll discuss the differences in setup as we go along. 
The setups for different types of indoor events have unique requirements. We’ll look at the unique adjustments for indoor events in Chapter Ten.






  
  Chapter 2: Getting Started 


While each type of direct sales event has its own vibe and logistics, the core principles are the same: make your booth inviting and listen more than talk to readers. 
Getting started doesn’t have to be overwhelming. Start small, be prepared, and treat every event as a learning opportunity. If you’re willing to adjust when things don’t go as expected, you’ll be ahead of the game and more prepared for your next event.
My First Event
My first in-person event as a vendor was seven years ago at a Ham Radio Fest, a convention of amateur radio enthusiasts. The vendors outside of the building had their antennas, amateur radio gear and supplies displayed in the beds of their pickups or in the open trunks of their cars. 
I was inside a small metal building that was the partially cleared storage building for an amateur radio club. I had six copies of my one published book, a children’s book that was published by a small press. I was there because I had a great story and knew it.
I covered the ham radio club’s table with a pink tablecloth and had a signup sheet for my newsletter and an 8.5” x 11” sign announcing the award my book had won. The event organizers positioned me near the front door, which was a prime spot. 
At the hamfest, I sold one book for ten dollars. The ten-dollar vendor fee was waived because I was a member. I made ten dollars selling a book, and I was hooked. 
Finding the Right Events
Not all events are created equal, especially for selling books. You might think more foot traffic equals more sales, but that’s not always the case. The best events are where your readers are at the event to buy. Your goal is to develop a discerning eye to recognize those gems.
Tip: If the event has photos from past years, look at how many vendors there are and how many visitors have stopped at booths or are milling about or strolling through the aisles or pathways. Just because there are visitors doesn’t mean your sales will excel, but if there are very few visitors, that’s a flag to ask for more information. 
Events to Consider
	Outdoor events in spring and fall.

	Indoor events in summer and winter.

	Arts and crafts festivals.

	Local festivals sponsored by civic groups or towns. 

	Book conferences in your main genre.

	Book fairs sponsored local or state writer groups.

	Book fairs at nearby community colleges or libraries.

	Comic cons: best for graphic novels, science fiction, fantasy, or horror. Bonus: cosplay.



Tip #1: Determine the number of hours you’d be on your feet. 10:00 AM-4:00 PM is great. 10:00 AM-10:00 PM is not. 
Tip #2: Attend events as a visitor and talk to the vendors. 
Red Flags: Events and Conferences to Avoid
Not every event that promises exposure and sales opportunities is legitimate or even real. As more authors and small business owners seek places to sell direct, bad actors have stepped in to take advantage. 
These shady operations generally fall into two categories: scams and predatory events. Knowing how to recognize the warning signs can save you time, money, and frustration.
Scam Events
Scam events are outright frauds. Often they highjack the name of a real arts and crafts festival or conference to appear legitimate, but they create their own fake version of the flyer and collect registration fees using personal peer-to-peer payment platforms like Venmo, CashApp, Zelle, or Paypal personal peer-to-peer services that typically don't offer buyer protection or refunds.
These scammers may use temporary Gmail or Yahoo addresses and disappear once they've collected money from a round of victims. 
Predatory Conferences
Predatory events aren't necessarily fake, but they are designed to profit off hopeful authors without delivering value. They often present themselves as elite book conferences or prestigious expos with exciting, enticing names, with high registration fees, vague programming, and lots of author "opportunities" that are little more than pay-to-play traps. They frequently cancel a day or two before the event with no refunds. These events sometimes schedule themselves on the same day and even in the same venue as a well-known legitimate event, hoping to confuse authors into signing up.
How to Protect Yourself
	Check the source. Who is the contact? Is the email from an official domain or a generic address like Gmail or Yahoo? Be cautious of unsolicited invitations and new events with a limited history, or a new organization with several events scheduled in widespread geographic locations.

	Check the payment method. Reputable events use secure registration platforms and accept
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Where to Scale Back 
Event Buddy
Setup Rules
Outdoor Setup Example 
[image: Canopy tent with a banner: Judith A Barrett Author with books on tables. Author wearing a pink hat standing in front of tables.]
The canopy tent is set up for readers to stop and browse at the front or back of the tent.
Indoor Setup Example 
[image: author at a book fair with books on the table and a banner on the front of the table.]
Best possible set up: Readers can browse for books on three sides.
Going Solo
Solo Outdoor Event: The Canopy Tent
Books and Inventory
How Many Books?
Single Book
Series of Books





Book Setup
Storing Books Between Events
Storage Basics
	
	
	
	


My Bins Ready to Go
[image: Bins stacked with books and are ready to be loaded. 15 bins.]
Stacks of bins with books ready to go. 
Ordering Books
When to Reorder More Books
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