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by Ann-Marie Meacham

As a busy mom with two active girls under the age
of 4, | would often peer hopelessly through the
scraphooks of other women who, of course, could
not be as busy as me. 1F they were, how on earth
could they devote so much time to preserving their
precious memories while doing justice o their
homes and families?

As a mareer of Fact, [ had a huge seeret. 1 had recent-
ly purchased a large stash ol scrapbook supplies and
lefe them in my closer to keep a close warch on the
dust bunnies they shared their quarcers with, An
entire year had passed, AN ENTIRE YEAR, before
[ had the courage (yes, 1 said couragel, 1o liberate
those supplies from the canfines of my closer. Even
after looking through the basics | had purchased
{album, paper-pack, paper cutter, pens, idea book),
[ conbd not bring mysell 1o complete my first layout
for another three months. 1 simply couild not imag-
ine how o i:r_'gin.

In retrospect, 1 can't help bur think how less anx-
fous T would have Fele if the sales staff a the serap-
book store 1 purchased my supplics at would have
taken me aside to explain the more simpler side of
the scrapbooking process.

How many of your potendal customers feel the
same way 1 did? How many of them leave your
store before purchasing a single item, because they
cannot fathom where to start? As a retailer, you
must constantly ask yourself how o lure new cus-
tomers o your store.  'm sure many consumers
{especially busy moms who are new to scrapbook-
ing} face the same Fear and trepidation as T did
when [ began to scrap. So, how do retailers hop on
the simple serapbooking wagon and effectively lure
new customers who are shorr on dme? The fol-
lowing eight dips will help you hook new scrappers.
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New Scrappers

On How
To Hook

Make your store kid friendly — IF as 2 mom, [ feel
that I can bring my children into a store with me
and that they will be comfortable, T will frequent
that store, Consider implementing a space for chil-
dren with a television and VCR, some toys, and a
chair or two. (Think large retail kids clothing store.)
Make it so they don't want 1o leave and Moms will

spend more time and more money as well.

Offer Mom and Me classes — Yes, 1 know. T've
heard it before. Busy moms serapbook o, albeit
temporarily. escape their domestic duries.  So,
why on carth would they want to scrapbook
with their kids. T'll tell you why: so they can
share their much-loved hoblby with their chil-
dren (aka the "next generation of scrappers”) and
perhaps garner & moment or two of peace when
the kids want to scrapbook ar home, oo, Not
only are you enlisting future consumers, you're
also providing an opportunity for moms and
kids to do something meaningful togecher,
Evervone's happy!

Ensure thar your store is open during convenient
hours — A simple vet effective way to ensure maxi-
mum sales.  IF you are currently open from
Monday through Friday from 10-6, you may be
ctfectively excluding vour largest customer base,
Moms with young children. These consumers
often shop during the evening or weekends when
other caregivers are available to lend a hand.
Consider even cxtending your hours one day a
month o carer to these consumers, Their appreci-
ation will go a long way toward higher sales,

Offer classes on organization and rime-saving tech
niques — Personally, T cannot get enough of these
types of classes. Consider a different class on the
same theme cach month,  For example, how o
organize your home serapping station, how o
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organize for a crop, etc. Scrappers who are more
organized may be more productive, and therefore,
spend mote money on supplies,

Remember the basics when recommending sup-
plies — albums, adhesive, pens, paper, stickers,
paper mimmer, and an idea book.
encouraging new scrappers to purchase paper- and
pen-packs, and any basic item, in bulk so that they
have everything they need on hand when they
finally ger the chance to scrap, usually after the
kids are asleep and the stores of closed,  Further,
perhaps pre-package a basket with “starter” sup-
plies and keep a few on hand for new consumers,

Consider

Those serappers whao are shore on time will appre-
ciate the simplicity of getting stareed.

Card making is a hot wend, bur often time con-
suming - Consider stocking card-packs that
include stickers and/or die curs so thar customers
can customize their “homemade” card, but can do
so in less cime. Perhaps explain that making cards
in bulk, instead of one ar a ame, will allow them
to always have a card on hand when the need aris-
cs. Homemade cards are also more economical in
the long run.

Encourage the purchase of other time-saving
procducts, such as color blocking templates, per-
sonal die cucting systems, and themartic page kits.
Customers will love the ability to quickly create
layouts.  Alsa, offer product demonstrarions for
these products during crops or on weekends,
whenever your store is busy.

Consider holding crops with on-site day care — Fora
small babysiting fee, Moms can crop while their kids
play nearby,  Moms will sty longer knowing thar
their kids are well cared for and nearby. The children
will have fun while Mom works on her book.
Scrapbooking, I've learned, is such a worthwhile

use of my precious time. I love the feeling of a
completed page and [ simply glow when my
dnughtcr& spcnd irme ]LJ:1|-:'LrJg l|1ruug|1 their
books. Think af whar 2 berter place the world be
it we were all able to pass down our irreplaceable

memories to our children in such beautiful lay-
outs. Okay, [ admirc it. T got a litde carried away
there. Bur serirrusl}-‘.. RL‘.r.Ll':ulaul_1|;1':1g is 2 Fabulous
hobby thar 1 0 enjoy.
continue to help new scrappers ger started and feel .
some of the joy we all feel when our children
proudly display their serapbooks,
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Reviewing The 8 Steps -

1. Make your store kid friendly

2. Offer Mom and Me classes

3. Ensure that your store is open during
convenient hours

4. Offer classes on organization and
time-saving techniques

5. Remember the basics when
recommending supplies

6. Stock card-packs complete with mate-
rials to customize “homemade cards”

7. Encourage the purchase of other
time-saving products

8. Consider holding crops with on-
site day care




