FISH BOWL LOCATION, PLACEMENT 

AND PRESENTATION IDEAS

Here are some tips in securing great locations for your Fish Bowls.  I select locations that I am going near on a regular basis or that I currently do business with!  Some larger “chain” style stores or restaurants have a policy against such drawings other than their own store.  I never call in advance to discuss the concept.  It seems as thought the personal presentation is key and the storeowner wants to know who his customers will be meeting with, as well.  In other words, they also make a judgment about being comfortable with having you represented in their store.

Fashion Bugs or other women’s clothing stores, restaurants, nail salons, bakeries, maternity stores, health clubs are a few to consider.  I look for a place that people need to stand at the counter for a few minutes for their service.  They will look around and drop in a business card or entry blanks while they are standing there.

I dress professionally, wearing a skirt and Mary Kay logo pin and have the sign inside an 8 ½ X 11 Stand up plexiglass sign along with the entry blanks, golf pencils and something to put the entries in.  I have used smaller gift bags and glass vases and actual fish bowls.  I have all of these things assembled in advance and walk in with them to show and place on the spot.  I also include a hand or shave cream wrapped in a cello gift bag with my business card.

I ask for the owner or manager and inquire if they sell gift certificates.  I then ask if I can buy a gift certificate (Usually $15) to give away in the form of a drawing back to his customers that put their name in the Fish Bowl.  I tell them who I am, that I give free makeovers and I will draw a grand prizewinner to receive their gift certificate.  I assure the business owner that his customers are important to me also and that if I call the person who has put her name in the drawing and she has changed her mind about having an appointment, I will just let it go.  I want the business owner to understand I will treat his clients respectfully.

We agree to initially try it for 4-6 weeks.  I give him/her the gift and thank them and promise I will be by at least once a week to pick up the entries.

I have had many locations for months and one bakery for years!  I truly treat them like gold and occasionally bring travel size lotions and little thank you gifts as our relationship continues.

I usually have 3-5 Fish Bowl locations going at one time and determine if they’re good after a couple months.  One women’s clothing store was totally dead for 4 weeks, and then produced a $49 facial, followed by a $485 class!  Some locations are seasonal, so be willing to try different time of the year for different stores.  Think like a retailer.  I try to find stores or shops that have the kind of customer and neighborhood that is a good match for the type of customer I am looking to reach.

GOOD LUCK!!
