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Thank you for holding a stall at A Plus Market! 

 
Holding a market stall can be daunting, even for the seasoned professional.  
If this is your first stall, well done for giving it a go. Above all the experience 
should be fun and result in some dollars in your purse and some extra room 
in your wardrobe.  
Below are some ideas and hints that may help you feel more confident and 
prepared for your market adventure. 
 
Establish your market goal 
Your goal might be to get the highest possible price for each item. 
Alternatively, you may want to move as many of your wares as fast as you 
can. The best goal may be a happy medium between the two, selling lots for 
a reasonable price. 
 

Be happy and have fun 
The best way to get customers to stop 
and look at your wares is to be inviting, 
smile and say hello.  

 You never know you just might make a 
new friend. 

 
Which Stock to bring 
 
Bring ONLY the best of what you have.  
Mainstream chain brands (Kmart/Millers etc) are cheap to buy new and are 
generally of lower quality therefore their resale value is quite limited. Some 
pieces may sell though the effort to bring bag loads of this type of product is 
unlikely to reap rewards and prove more effort than it is worth.  
 

Expert tip: LESS is MORE. 

Having your best hidden amongst the rest can lower the perceived value of all your wares. 

Displaying ONLY the best of what you have in an uncluttered space has so many benefits, 

one being you can ask for a higher price for each piece.  
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Displaying your wares 
You are much more likely to sell items when people have a clear view of your 
wares as compared to having to rummage for the goodies. Customers find it 
overwhelming and too much effort to rummage through baskets or 
overstocked racks. Clothing that is displayed thoughtfully and is accessible is 
clothing that sells.  
 
Table displays 
If you are using a table to display your jewellery, shoes and handbags 
etcetera, go about it neatly and creatively. Again, don't overcrowd, giving 
customers a clear view of your products will be more enticing. 
 

 
 
Covering the table with some 
fabric can make a big 
difference.  
Depending on what you are 
selling plain or simple patterned 
fabric can highlight your pieces, 
whereas your wares may appear 
lost on brightly coloured and 
heavy patterned fabric.  
 

Displaying pieces at different heights on your table can be a good way of 
fitting more in while still appearing appealing. Just about anything can be 
used to create height differentiation; a jewellery tree, small drawers, boxes or 
baskets (even shoe boxes or similar placed on the table and covered with 
fabric can work well). 
 

Have a look at some professional stalls either in person or through photos on 
the net for some inspiration. 

 
 
Hanging and sorting clothes 
The best way to display your clothes is by hanging them on a rack.  
If you don't already own a rack, ask around your friends or family as many 
people have them hiding in their sheds or spare rooms. You may be able to 
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borrow one. If you are going to purchase one, you will find cheap ones at any 
large variety stores. Be aware though some are unstable especially when 
chock full with clothing. I recommend racks from IKEA. There is a 35 kg rated 
rack for about $20. 
 

Expert tip: Know your limit! 

Make sure you test the rack out before market day. Load it up with all your clothes and see if 

it can take the weight of all your clothes. 
 

If you are using a table to display clothing, keep it sorted in neat piles, the 
neater the better. Always remember customers need a clear view, without the 
need for too much rummaging. 
 
There are so many ways to sort your clothes, it is really up to you. Research 
suggests customers prefer clothes sorted by style then size i.e. all your 
dresses together and then arranged by size. It may suit you better though to 
sort by colour, size or season.  
 

Expert tip: Get some stall appeal! 

To attract the customer's eye display a special piece on the end of your rack. Displaying an 

outfit, or dress that's been 'styled' is a good eye catcher and offers a greater chance of 

selling multiple items at once.   

 

Price 
Put a price on everything as people are more likely to consider purchasing 
priced items. Instead of pricing individual items you can have standard prices 
for certain items i.e. all skirts $__? and display one sign. 
 
There are many to ways to set your prices. It comes down to what you feel 
comfortable with and what your overall goal is. Do you want the highest 
absolute price or to move a lot of clothes? A happy medium will most likely be 
the most successful. 

Consider the following: 
1. What did I originally pay for this item?  
2. If I was the customer what would I be happy paying for 
this item now? 
3. What is the lowest price I would accept for this item? 
Once you've done that try and marry up the answers to 
form one price. 
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The answer to the third consideration is most important. Knowing the lowest 
price you will accept for an item means you can confidently negotiate a price 
with your customer and are less likely to go home with the item, wishing that 
you sold it to the lady who offered you $__. 
 
On the day if you feel your prices are too high, you can discount your stock. 
 

Expert tip: Buy 2 and get one (insert discount here) 

A great way to move stock faster is to create incentives that are hard to refuse. Offering 

discounts when buying multiple items in one transaction is a fantastic way.  

See Case Study 1: Siggy, below for a great working example 
 
At the end of the day if you still have some clothes unsold and you don't want 
to take them home, please consider donating them to charity. A 
representative from Red Cross will be attends each market and is very 
grateful to collect your unwanted goods for distribution through their charity 
network. 
 

Bring a kitty 
    You will need between $150 and $200 in your kitty. 
    The denominations needed will be dependent on how 
     you have priced your items. If everything is priced by                  
     fives, you are unlikely to need gold coins or at least not 
     very many. A good rule of thumb is to be ready to 
break at least two fifties and two twenties.  
     Keep your kitty safe. The best way to do this is to     
     have it on your body at all times

Please do not bring an actual kitty as depicted. 
 
Bring some spending money 
This obviously is not a necessity. However, there is sure to be some or many 
things you are going to want to buy from other stall holders. You don't want to 
miss out on a bargain you really want. You also don't want to eat into your 
profits. 
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Promote the market 
As the organiser I work hard over long hours to promote each market. 
Assistance from stallholders is greatly appreciated and invaluable. Having 
each of the stallholders each telling their friends, family, work colleagues and 
the greater community gets the word out to a much broader audience than I 
can by myself. The results of more customers benefits everyone.   
 
Some suggestions of ways you can help promote the market. 

• Tell People 
• Print off a flier or two and post at your work or community centre. 
• Talk to people, don't be afraid of letting people know.  If you see 

someone you think would like to shop at A Plus Market let them 
know. In my experience women are happy to hear about a place 
where they can get some bargains. Also, remember that A Plus 
Market has something for everyone, no matter what their size. 

• Use social media. 
• Send your friends a link to the A Plus Market page or invite them 

to the event listing. 
• Invite your contacts to the Facebook event listing. You could 

encourage your contacts to invite their contacts too. 
• If you are a member of a Facebook group that is relevant to A Plus 

Market, share the event or page link (always check the group 
rules before posting). 

• Take some pics of the clothes you are selling and post them on 
instagram #aplusmarket or Facebook or send them to me to post. 

• 'Share' and 'Like' A Plus Market Facebook posts. 
 

• Use your network 
• Do you attend a Mum's group, gym, church or book club? 
• Do you have a child that attends school or the like? Ask if you can 

include the flyer in the school’s newsletter.  
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I’ve included a real life case studies below as it’s always nice to get some new 
perspectives and learn from those in the know! 
 

CASE STUDY 1: Siggy 
“It’s always fun to visit the A Plus 
market. It has such and upbeat 
body positive vibe and is a credit 
to Erin and her team. I have had 
two stalls as a seller. I’ve enjoyed 
both days. It was lovely seeing my 
things go to new homes. With 
selling your clothes, there are ups 
and downs what-ever route you 
take. The advantage of A Plus 
Market is that once you have 
recouped your stall cost it is all 
profit. No $13 satchel bags, trips 
to the post office and ebay and 
paypal fees.  It is a big day though 

so if you can share a stall or bring a friend or two that is perfect. 
Most people are looking for a bargain so you may get better 
prices on ebay or buy swap sell groups but the advantage of the 
market is sales are immediate. I found a mid-point pricing strategy 
worked well. My first stall most of my things were $30 or $40. My 
second stall my pricing strategy was one garment for $30, two for 
$50 or five for $100. Both strategies worked well. Be honest about 
your stuff. What would you pay for it?  Like real shops use social 
media to promote your stall.  Someone may come to the market 
especially for that perfect piece that is just their size!” 

I’d love to expand our case studies. After the market if you have some 
learnings you’d like to pass on here. Please get in touch with Erin at 
aplusmarkets@outlook.com 
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Get in touch 
If you have any concerns or questions before or on the day, send an 
email or ring me, whatever is best for you, just get in touch. I am always 
available to offer advice or be your sounding board on anything market 
related. 
 
Also, on market day ensure my number is on hand so if you have the 
need to contact me I can be easily and quickly contacted. 
 
 
My contact details are 
 
Erin 
Phone: 0402 506 963 
Email: aplusmarkets@outlook.com 
 
 

 
Remember the market day is primarily about having fun, so 
get ready to have a blast.  
 
Good luck, not that you'll need it. 
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