
 

 

A Guide to Preparing, Hosting, and Executing Your Very Own Zine Marketplace 

I. Understanding the premise 

What is a marketplace? 
A marketplace is simply a sales opportunity for business owners!  Farmers’ markets, craft fairs, and flea 
markets are all examples of marketplaces.  Your Zine marketplace can be as simple or as sophisticated as 
you’d like it to be!  A sales opportunity is the true goal for this experience, whether it be with real money, fake 
money, or through trading.  Encouraging young people to practice a business pitch, negotiate sales, apply 
customer service skills, and execute a marketing strategy all on their own are all critical life skills that can be 
applied to virtually all future career paths.  Young people embrace this experience, although not without 
plenty of nerves, by taking ownership of their product and what it represents to them, and then working to 
convey that message in a clever and persuasive way to the customers. 
 
Marketplace preparation 
Hosting a marketplace is not nearly as daunting as it may initially seem.  The two critical components are 
products/owners and booths.  Beyond these two components, everything else is icing on the cake.  The 
biggest consideration when making preparations is securing adequate tables for the event.  Tables can be of 
any size and shape as long as there is enough display space for each Zine participant.  It is useful to assign 
participants to booths prior to the day of the event to ensure focus, organization, and efficiency on the day of 
marketplace. The layout of the room should also be conducive to “shopper” traffic so that every Zine 
participant has similar visibility and presence.  A great layout example would be two long rows of rectangular 
tables, 10-15 feet apart, with vendors at each table facing inward so that shoppers can walk down the aisle 
visiting whichever vendors they find appealing.  Arranging for chairs for each participant may also be 
important, depending on the duration of the marketplace.  The younger the participants, the more important 
it may be to have chairs available.  Tablecloths are a nice touch to add an air of professionalism to the event as 
well as to create uniformity, especially among mismatched tables.  Disposable tablecloths from the dollar 
store can function wonderfully in this capacity! 
 
Setting a date 
Setting the date for your Zine Marketplace is an important initial step to administering the Zine programming.  
It’s very important to backward design your pacing calendar from your marketplace date to ensure you are 
able to fit in all the important steps.  In choosing your Zine Marketplace date, you’ll want to define what kind 
of marketplace you’d like to hold.  Will this event take place within a classroom or in a larger space?  Will this 
event be able to piggyback off of another event to maximize foot traffic?  Will you be inviting family and 
friends to attend? Will non-participant children have the opportunity to attend?  The answers to these 
questions will largely dictate how you go about setting the date for your marketplace.  It’s often useful to 
encourage outside individuals to attend and shop, as a way of demonstrating the excellent work of your 
students.  For example, if you are a classroom teacher, you could schedule your marketplace to coincide with 
a parent night so that school staff, administrators, parents, and non-participant students can all enjoy the 
event.  If you are a librarian or youth development coach, you could schedule your marketplace during a 
fundraising event, community block party, or other popular organizational event.  This is a great opportunity 



 

to invite board members, funders, community partners, organization staff, and families to experience the 
excellent programming you’ve been providing! 
 
Marketplace duration 
While marketplace duration depends on a variety of factors, including the age of your students, the nature of 
your marketplace vision, and the time you have available, we recommend holding your marketplace for no 
more than 2 hours.  If you are allowing your students to sell their Zines for real money, they are likely to be 
more motivated to sell for the full 2 hours.  However, if your marketplace is utilizing fake money, tickets, or a 
barter system, students may tire of the experience after an hour, depending on age and foot traffic.  
 
Deciding on what currency to use 
There are several different ways to give students the authentic experience in business ownership and sales.  
Setup, pros, and cons of the most common currency methods are listed below. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 
 

Zine Marketplace Currency Options 

Method Setup Pros Cons 

Real 
Money 

Limit student prices to whole dollar 
amounts in order to eliminate coins.  
Arrange for change ($1s and $5s) to be 
available for participants, usually through a 
trusted adult.  Ensure each participant has a 
secure cash envelope where all cash is 
placed during marketplace. Include a “cash 
only” phrase on all event invitations. 
*Option to include a “give back” 
requirement or choice for students to 
donate a portion of sales to school, library, 
organization, etc. 

*Increases motivation and 
engagement in youth. 
*Provides the most authentic 
sales experience. 
*Bestows accountability and 
responsibility on students. 
*Includes several 
components of financial 
literacy education. 

*Increases pressure to 
bring in foot traffic with 
cash. 
*Encourages students 
to measure success in 
dollars vs. other means. 
*Requires more 
vigilance from 
facilitator during 
marketplace. 

Fake 
Money 

Establish an exchange rate for your fake 
money, i.e. $0.50 (fake money) for every 
$1.00 (US Dollars).  Give each participating 
student an equal “paycheck” of fake money 
that they can spend during marketplace.  
Allow adults to exchange real money for 
fake money using your predefined 
exchange rate.  Create a break schedule for 
students to that they can contribute to the 
sales when they are on break.  Team with 
the most fake money at the end can win a 
prize or can exchange fake money for real 
money, etc.  

*Levels the playing field 
when it comes to those with 
means and those without. 
*Great way to raise money 
for your cause and advertise 
the event accordingly. 
*Provides a real-life 
experience in the exchange 
of currency. 
*Gives students a structure 
within which they can shop.  

*Requires additional 
adults/volunteers to 
work the currency 
exchange table. 
*Requires additional 
time to create, print, 
and cut out fake 
money. 

Tickets 

Provide each participant and each 
adult/visitor with 3 tickets—preferably 
different colors.  Adults will go around to 
each booth, listening to business pitches 
and evaluating Zines.  Once they have 
visited as many booths as they can, they will 
place their tickets in the jar of the Zines for 
whom they’d like to vote.  Three tickets can 
represent 3 different categories: Best pitch, 
Best display, Best overall Zine.  At the end 
of the marketplace, an adult will count 
tickets in each jar to award the winners. 

*Students feel they have a 
better chance of winning 
something. 
*Removes any complication 
of using money. 
*Simplifies setup and 
execution of marketplace. 

*Counting tickets after 
marketplace is very 
time consuming. 
*Removes incentive of 
money for students. 
*Requires advance 
planning to create 
enough jars and 
separate tickets for 
each ‘business.’ 
*Removes any financial 
literacy component. 

Trade 

Create a presentation format for each 
participant to share their product, highlight 
their craftsmanship, and try to convince the 
audience of their product’s value.  After 
every participant has presented, open up 
the class as a marketplace where each 
product is worth one trade.  Students can 
go around and select the trades they’d like 
to make with other students. 

*Very minimal setup and 
preparation from facilitator. 
*Eliminates need for any 
additional materials. 
*Requires minimal outreach 
to staff, families, or 
community members. 
*Great experience in the 
power of salesmanship. 

*Trading process can 
devolve into popularity 
contest, potentially 
isolating some 
students. 
*Excludes participation 
from parents, staff, and 
community members. 
*Excludes money 



 

management 
component. 

 
The most obvious is to allow them to sell their Zines for actual money.  This method yields a great deal of 
engagement and interest from students, which can contribute to extracurricular time they devote to their 
marketplace success.  The majority of the following resources assumes a cash marketplace in order to create 
uniformity and consistency in the information.  If your class chooses to use a different currency, simply adjust 
the lessons accordingly. 
 

II. Preparing the Students 

The three lessons that follow serve to illuminate the most important aspects of preparing students to be 
successful in a marketplace setting: business pitch, marketing strategy, and customer service.  As the 
instructional leader of your group, pick and choose the topics that will be most impactful for your students, 
based on the structure and currency you have selected for your marketplace.  With that being said, preparing 
and practicing a business pitch in front of classmates for constructive feedback is a skill that should be covered 
regardless.  The more practice students get in this area, the more confident and better prepared they will be 
during the actual marketplace.   
 
If time allows, encourage students to get creative with their marketing plans, making fliers, posters, sales 
promotions (raffles, referral programs, games, etc.), and any other marketing strategy they devise to 
encourage extra participation at their booth.  This increases their excitement for the sales opportunity and 
gives them freedom to make their booth the way they want it.  
 
Finally, in the last lesson, students practice ways to interact with challenging customers.  Students also can 
prepare answers to frequently asked questions, practice making change, and practice their business pitch 
again.  These role plays reinforce salesmanship skills and once again inject confidence in students as they head 
into marketplace. 
 
Prepare and send home a “Day Of Marketplace Important Information” sheet with students.  Be sure to 
include arrival time, location, duration, marketplace hours, what materials students should bring, what 
materials will be provided, and any directives on what they should wear (professional attire, comfortable 
shoes, etc.). 
 

 

 

 

 

 

 

 

 

 



 

Creating a Great Business Pitch 
Objectives:  

Students will be able to... 

 Model their own business pitches after sample pitches 

 Identify components of a successful pitch 

 Create their own business pitches 

 Provide constructive feedback to classmates 

 Improve pitch based on constructive feedback 

 

Vocabulary 

 Business Pitch 

 

Key Points: 

 A business pitch is a presentation entrepreneurs give to describe their businesses. 

 A great business pitch should be entertaining as well as informative. 

 Body language and speaking voice are just as important in a pitch as the content you deliver. 

 The ability to use constructive feedback to improve your pitch is very important in entrepreneurship and 

business. 

 

Lesson Portion Pacing 

Warmup 5 mins 

 Ask a volunteer to demonstrate professional handshake—recap a strong handshake 

 Ask a different volunteer to discuss how to dress professionally during a presentation—talk with class 

 Ask a third volunteer about body language during a presentation—discuss with class (standing straight, 
speaking clearly and loudly, eye contact, no fidgeting, hands out of pockets) 

Introduction to New Material 15 mins 

 In order to introduce customers to your business so that you can get this feedback, it’s important to 

have a great business pitch.  A business pitch is a short and engaging message to tell the world about 

your business and why consumers should buy your product.  It should be short, sweet, and to the point.  

Each business pitch is different because every business is different, so just like with your product, think 

about how you can make your pitch stand out against other businesses. 

o You want to include: 

 Your names, your business name, and what your product is. 

 Why you chose to make your product and what makes your product stand out from 

similar products. 

 Any relevant information about the process you used to create your product and/or the 

materials you used to create your product. 

 How the customer could enjoy your product and an “ask” for the sale. 

 Show a few examples of great business pitches: 

o Video 1: Super Business Girl: https://www.youtube.com/watch?v=ADd-g5E9UcM 

o Video 2: Shark Tank clip Mo’s Bows: https://youtu.be/OH3Fy3Q70fg?t=1m16s 

Guided Practice 10 mins 

 As students view the different examples of great business pitches, ask them what makes that pitch stand 
out?  Why is it effective?   

 Review the main points of each pitch after viewing. 
o What was the main speaker’s name? 

https://www.youtube.com/watch?v=ADd-g5E9UcM
https://youtu.be/OH3Fy3Q70fg?t=1m16s


 

o What was his/her business name? 
o What product did he/she make and why? 
o What makes this product unique? 
o How did the business owner convince the audience to buy his/her product? 

Independent Practice 10 mins 

 Give students time to work on their own business pitch. 

Assessment/Demonstration of Learning 20 mins 

 Ask each business team to go in front of the class to practice their pitch.  After each pitch, ask the rest of 
the class what the presenting group did great and what they could improve upon.  Stress respect when 
giving constructive feedback.   

 

  



 

Creating a Great Business Pitch 

In order to get the sale, you must have a great pitch! 

Does it have all of the following pieces? 

 

1) Engage—Get the attention of potential customers! (Question, anecdote, joke, bold 

statement) 

 

 

 

 

 

 

2) Inform— 

Who are you? 

What is the name of your business? 

What do you sell? 

What is unique about this product? 

 How much are you charging for this product? 

 

3) Excite— 

Why should customers buy this product? 

How will you ask for the sale? 

 

Decide who will say what in your group so everyone speaks.  Your pitch should only be about 30 

seconds, so don’t try to say too much! 

 

 

 

 



 

Marketing Strategy 
Objectives: 

Students will be able to… 

-Identify and describe their target market. 

-Create a marketing strategy that appeals to target market. 

-Brainstorm ways to make product appealing to potential groups outside of target market in order to maximize earnings. 

-Develop a marketing plan to attract and retain potential customers. 

-Create appealing booth display to showcase products. 

Vocabulary: 

 Target market 

 Network 

 Marketing 

 Advertising 

 Marketing plan 

Key Points: 

 A great marketing plan often can overcome an average product. 

 When you understand the purchasing habits of your target market, you are better able to model your own 

marketing plan to fit these habits. 

 If your target market excludes a large portion of the population (males/females, older people, children, etc.), it is 

important to plan for how you can still make your business attractive to those people. 

 The more people you are able to reach with your marketing, the better chance you have at getting more sales. 

Teacher Preparation: 

 Review lesson and following materials. 

 Choose common product to use as example for target market exercise. 

 Collect and make available different sized boxes, display pieces, tablecloths, etc. (get creative) to stage booth 

setups. 

Lesson Portion Pacing 

Warm Up 5 mins 

 Ask students if they have ever seen an advertisement, commercial, or store front that was so appealing 
that they were drawn to buy that product/enter that store? What was it about the ad or store front that 
compelled them to be interested?  

o Funny/clever advertisement 
o Highlight product features they found to be valuable 
o Cool look/style 

 Tell students all of these experiences are going to be valuable today as they apply these ideas to their own 
businesses. 

Introduction to New Material 8 mins 

 Tell students that this session is all about marketing.  Ask if anyone knows what marketing means? 

 Marketing is everything your business does to get customers.  This includes sale pricing, posters, social 
media posts, the packaging you choose, the display you create, and the places where you sell your 
product.  Advertising is a specific type of marketing that is designed to expose as many potential 
customers as possible to your product.  Advertising includes billboards, magazine ads, TV and radio 
commercials, posters/fliers, social media posts, etc. 

 Tell students that today is the day they will get to create their marketing plan.  Introduce the concept of a 
marketing plan as a thorough plan of strategies to attract customers to your business, generate additional 
customers to your business through word of mouth, and maximize your earnings. 

 That includes how the products are positioned and displayed, how people find out about their business, 
and how they make sure they can attract the right kind of customer to their business.   

 Ask students what they think it means to attract the “right kind of customer?” 
o Give a scenario if you sold Rolex watches and you had 10 children under the age of 8 in your 



 

business looking at your products.  Would that be the right kind of customer?  Why or why not? 

 The right kind of customer is the type of person who is MOST LIKELY to buy your product.  This is called 
your target market.  Understanding your target market is one part of creating your marketing plan. 

 It is extremely important to be aware of your target market so that you can 1) Present your product in a 
way that your target market will like, and 2) So that you can think ahead of time about how to appeal to 
customers that might be outside of your target market. 

Guided Practice 22 mins 

 Hold up an everyday product, such as a coffee mug or pen.  Ask students to create a profile for the person 
who is most likely to buy that product.  Go through and ask what that person’s name is, how old they are, 
what they use the product for, where they got the product, how much money they make, what level of 
education they have, etc.  Encourage students to have fun with this exercise.  This helps to demonstrate 
that all products have target markets so students should think about who would be most likely to be 
interested in their specific product.  

 Now, prompt students to begin thinking about their own target markets.  Is it mostly men? Women? 
Teenagers? Parents? Kids?  What kinds of things do they like? Bright colors? Clean lines? Sparkly things? 
Professionalism?   

 Come to the conclusion that as a business owner, you must understand who your target market is and 
what they like so that you can make sure your business caters to them. Have students complete Target 
Market Investigation to get a better sense for who their target market is.  Don’t let students get weighed 
down by the demographic questions if they don’t know the answer.  Encourage them to think of their 
product(s) and visualize the most likely customer for that product, including as many details as possible. 

 Go through Step 2 of the Marketing Plan with students to choose the most effective ways of reaching 
their target market and how to make sure these people remember to come to their marketplace. 

 Remind students about having a great pitch and a great booth display in order to attract customers. 

Independent Practice 20 mins 

 Work time 

 Encourage group members to split up the tasks in order to maximize efficiency. 

Assessment/Demonstration of Learning 5 mins 

 Facilitator observation of marketing plan progress, including social media marketing, advertisements—
posters/fliers they want to do, making sure the marketing plan aligns with their target market.   

 

 

 

 

 

 

 

 

 



 

TARGET MARKET INVESTIGATION 
 

Step 1: Identify your Target Market 
 

Describe your target market by answering the following questions. 

 
1. Are they mostly male or female? ______________________________________________ 

2. Where do they live? (City, neighborhood, etc..) ____________________________________ 

3. What age are they? __________________________________________________________ 

4. Do they have children? _______________________________________________________ 

5. How much money do they make? _______________________________________________ 

6. What is their education level (high school, college, grad school)? ______________________ 

7. What groups do they belong to (church, sports, book club, etc..)? _____________________ 

8. What are their hobbies/interests? ______________________________________________ 

9. Do they engage in social media? What kinds? _____________________________________ 

10. What is their goal in buying this product? ________________________________________ 

 

 

 

 

 

 

 

 

 

 

 



 

Step 2: Bringing Your Target Market to Your Business 

1) Who do you know that fits into your target market?

 __________________________ __________________________ 

 __________________________ __________________________ 

 __________________________ __________________________ 

 Use what you know about these people to think about all your other future customers! 

 

2) What is the best way to advertise to these people? 
___ Tell them in person 
 a) Where are they most likely to hang out? _________________________________ 
___ Reach them through social media 
 b) What type of social media are they on? (Check all that apply) 
 ___1) Facebook 
 ___2) Instagram 
 ___3) Twitter 
 ___4) Snapchat 
 ___5) LinkedIn 
  

3) What materials will you make to give to your target market so they can easily remember 
the details of your event? 

Ex/ business cards, fliers, or any personalized invitations  

 
Remember to include the following information on your marketing pieces: 

 Business Name 

 Date and Time of Marketplace 

 Location of Marketplace 

 Picture or Description of Product 

 Business Logo 

 Price Range of Products 
 
After designing your materials, ask your facilitator for help printing/copying them so you can 
pass them out to your network! 
 
 
 
 
 
 
 
 



 

Design your materials here. 
 
    
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Business Card 

Business Flier 



 

Step 3: Booth Display 
Set up your booth the way you want it to look on market day.  Think about what 
materials you need to make your booth look fantastic!  Consider the following: 

 Business sign (you definitely want some type of business sign) 

 Different sized boxes for display 

 Tablecloth (if not provided by facilitator) 

 Ways to display products in 3-D (not just laying on table) 

 Ways to incorporate color 

 Ways to attract customers to your booth 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Marketplace Prep 
Objectives: 

Students will be able to… 

 Apply successful customer service techniques to individual businesses. 

 Track sales and inventory successfully. 

 Make the appropriate amount of change for each transaction. 

Vocabulary: 

 Customer Service

 

Key Points: 

 Great customer service will go a long way in establishing customer loyalty and generating referrals. 

 Brainstorming answers to potential customer questions will help you feel confident and prepared in a 

sales situation. 

 In a sales situation, it is vital to be organized and prepared in order to track sales and inventory 

correctly. 

 Demonstrating confidence in your business shows customers you are worthy of their money. 

 

Teacher Preparation: 

 Prepare some personal anecdotes to share about good vs. bad customer service. 

 Familiarize yourself with sales tracking protocol. 

 Familiarize yourself with role play scripts to ensure you understand the flow of each scene. 

 Have some play money available to practice counting change. 



 

Lesson Portion Pacing 

Warm Up 7 mins 

 Ask each group to describe their target market, as they see it. 

Introduction to New Material 15 mins 

 Tell students that today is the final day to get prepared for their sales experience! 

 Remind them of all the work they have done so far: brainstorming, researching, prototyping, analyzing 
feedback, manufacturing, and calculating financials, and marketing.  Now is the time to put everything 
together and put the finishing touches on their business. 

 The first step in finishing this up is to refine and practice your business pitch. 
o Reminders about business pitch: 

 Your names, your business name, and what your product is. 
 Why you chose to make your product and what makes your product stand out from 

similar products. 
 Any relevant information about the process you used to create your product and/or the 

materials you used to create your product. 
 How the customer could enjoy your product and an “ask” for the sale. 
 Everyone must speak. 
 Everyone must know all the answers to the questions listed on Audience Questions sheet. 

 Next step is customer service.  Customer service is the assistance and advice a company provides to the 
clients it serves.  Things to consider with customer service: 

o Any rudeness will be the first reason you lose a customer.  Stay polite and positive. 
o If a potential customer walks away after hearing your pitch, stay positive!  Just look for the next 

customer! 
o If a customer is asking you a lot of questions and you are getting flustered, stay calm, smile, count 

to 5 in your head, and do your best to answer them.   
o If you do not know the answer to a question, you can always say, “That’s a great question!  I think 

the answer is ____________, but I’d have to check for you to be certain.  Would you like to leave 
your contact information so I can follow up with you?”  Then, FOLLOW UP. 

o Don’t expect customers to just come to you.  Go out there and make customers excited about 
your product! The most successful businesses are those who aren’t afraid to ask. 

o Know your business.  A great way to get customers is for them to know that you are an expert in 
your business.  If there is something you don’t know, make sure you learn it or ask your partners 
so that each member shines. 

o Shake customers’ hands, smile, and look them in the eye when you introduce yourself. 

 The third step is tracking sales.  It’s really important to know what you have sold so that you keep track of 
all of your products.  Pass out Sales Tracking Record.  Tell students they are required to complete this 
form in order to take home any profit.  Go through an example of how to complete this form for each 
transaction.   

 The final step is making change.  It is critical that you know how to count change for customers so that 
you are not accidentally stealing from them and also so that you maintain a professional image.   

 How to make change: 
o Take the price of your product ($8) and count up to the amount of money tendered ($20).  This 

prevents you from having to do quick mental math.  If your price is $8, then you would count out: 
o $1 (“9”) 
o $1 (“10”) 
o $10 (“20”) 

 Always try to use the bigger bills so that you aren’t counting back all $1s and wasting time.  Once you get 
to a multiple of 5, use a $5 and once you get to a multiple of 10, use a $10.  This should make things much 
easier. 

Guided Practice 32 mins 

 Let class know that they will be doing a role play to see how well they know their pitch, have great 



 

customer service, and can make change.  Give students 10 minutes to practice their pitches, review the 
handouts (5 Tips for Great Customer Service and Sales Tracking Form).  

 Assign Customer Service Practice role play scripts to each group.  Groups read their scripts and decide 
who is going to be playing each role.   

 Pass out fake money to each group. 

 Call each group up one at a time to present their pitch for the class.  Assign a different group to perform 
role play after each pitch.  They follow their script to see how the presenting group handles questions, 
rude customers, counting change, and tracking sales.   

 Quick class debrief after each presenting group has completed the challenge to give them feedback. 

Independent Practice 6 mins 

 After each group has had a chance to present in front of the class while another group challenges them, 
have students return to their booths/tables and make any last minute changes they need to do before 
sales opportunity. 

 If sales experience takes place outside of class location, discuss transportation and setup logistics.  

Assessment/Demonstration of Learning 0 mins 

 Facilitator observation of business pitches and role plays. 
 

 

  



 

Audience Questions 

 
 How many products were you able to make? 

 How did you make your zine? 

 Why did you decide to make this type of zine? 

 How did you work together as a group? 

 Why did you pick this price for your product? 

 What did you like best about starting this business? 

 What were some challenges you faced? 

 What were some lessons you learned? 

 What’s next for your business? 

 

 

 

 

 

 

 

 

 

 

 

 



 

Sales Tracking Form 
 

Business Name: _________________________________________________ 

*Starting Inventory: ______________________   *Starting Change: ________________________ 

Product Line Price Quantity Desired Total Revenue 

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

 

Ending Inventory: __________________________ Staff Signature: ________________________________   

Total Money in Envelope: ____________________   

 



 

5 Tips for Great Customer Service 
 

1. Listen.  You may think you know what your customer wants and needs, but your 

customer wants to feel heard.  Practice active listening when speaking to a customer. 

 

2. Take responsibility.  Everyone makes mistakes.  Customers appreciate when 

you take responsibility for those mistakes, apologize, and show you’ve learned 

something from them. 

 

3. Go the extra mile.  Show your customers you are willing to do what it takes to 

win their business. You might contact them at a later date, customize their order, or just 

provide friendly conversation! 

 

4. Know your product. In order to provide good customer service, you need to 

know what you're selling, inside and out. Make sure you know how your product works. 

Be aware of the most common questions customers ask about your products, and know 

how to articulate the answers. 

 

5. Be polite.  Even if customers are being rude, asking too many questions, or saying 

negative comments about your product, find a way to be respectful and polite in return.  

Smile, stay friendly, acknowledge their concerns, and say ‘thank you’ for their opinion, 

even if that’s not what you want to say! 

  



 

Customer Service Practice 
Role Play Group 1 
 
Person 1 approach booth and say hello.  Let group 1 say their pitch. 

Person 1: Why did you decide to make this zine? 

Listen to response 

Person 1: How did you decide what your price would be? 

While listening to response, Person 2 Approaches and says hello 

Person 2 grabs one of the zines and examines it. 

Person 2: How did you make this? 

Listen to response 

Person 3 approaches. 

Person 3: My sister said this zine was fantastic so I’d like to buy 3.  How much will that cost? 

Wait for price from group 1. 

Person 3: Ok, here’s $50.  Can I have my change? 

Allow group 1 to count change. 

 
End of scene.  How did each member of group 1 do with customer service, sales tracking, and 
making change? 
 

  



 

Customer Service Practice 
 

Role Play Group 2 
 
All three actors approach booth together and listen to pitch. 

Person 1: Grabs a zine. How much is this? 

Person 2: What did you learn from starting this business? 

Person 3: I’d like to buy one of each zine you have.  How much will that be? 

Waits for response. 

Person 1: Hello? I was here first!  But I guess you don’t need my business! 

Wait for response. 

Person 3: I’d just like to buy these zines.  I’m actually in a hurry.  Can you tell me how much 

this will be? 

Wait to see how group 2 handles the situation.  Try to make both sales.  Each individual pays 

with a $20 bill. 

Person 2: What are your goals for the future of your business? 

 
End of scene.  How did each member of group 2 do with customer service, sales tracking, and 
making change? 
 
 
 
 

  



 

Customer Service Practice 
 
Role Play Group 3 
 
Person 1: Hello, I just bought this zine from you and it was for my child and he/she actually 

doesn’t like it.  Can I make a return? 

Wait for response.  If Group 3 says yes, make sure you get your full money back. 

Person 2: Hello, what is this business about? 

Allow Group 3 to give their pitch. 

Person 2: And how much time did it take you to make each of your zines? 

Wait for response. 

Person 2: What challenges did you face in this business? 

Wait for response. 

Person 3: I have a 14-year-old nephew.  Do you think he’d like your zine? 

Wait for response. 

Person 3: Why/Why not? 

Wait for response. 

Person 2: How did you work together as a team? 

Wait for response. 

Person 3: Ok, I think I’ll buy this one. Holds up a zine.  Pays with a $50 bill.  Make sure correct 

change is made, say thank you and walk away. 

Person 2: What did you like best about working on this business? 

Wait for response. 

Person 2: Ok thanks, bye! 

 
End of scene.  How did each member of group 3 do with customer service, sales tracking, and 
making change? 
 

  



 

Customer Service Practice 
 
Role Play Group 4 
 
Person 1: Hello, what are you selling today? 

Allow group to give their pitch. 

Person 1: Oh this looks great!  I’ll take one! Pays with a $50 bill and waits for Group 4 to give 

him change.  Walks away. 

Person 2: Walks up to booth and starts looking at product.  Waits for Group 4 to begin their 

pitch. Oh yes hello, no I don’t need any help, I’m just looking.  Stands in front of booth looking 

at products. 

Person 1: Returns, walks up angrily.  Hello, I just bought one of your zines and you gave me the 

wrong change!  I gave you a $50 bill and you didn’t give me the right amount back! 

Wait for Group 4 to explain how they made change and resolve the conflict. If Person 1 feels 

satisfied with the explanation, they can apologize and leave.  If Person 1 does not feel satisfied, 

he/she can begin yelling and making a scene.  Allow Group 4 to respond. 

Person 2: Still browsing products, not moving. 

Person 3: Approaches booth, sees what is going on with Person 1 and Person 2, and looks 

nervous.  Should I come back later? 

Allow Group 4 to respond.  If they make Person 3 feel comfortable, Person 3 wants to buy 6 

zines.  If they do not make Person 3 feel comfortable, they walk away with nothing. 

 
End of scene.  How did each member of group 4 do with customer service, sales tracking, and 
making change? 
 
 
 
 
 
 
 
 



 

III. Wrapping Up 
 
After completing marketplace, it’s tempting to want to be finished and move onto the next project.  However, 
for students, this experience often represents a major event in many of their lives.  It’s very valuable to 
schedule time to conduct a debrief/reflection with students after their marketplace experience.  This can take 
many different forms, but most often is in the form of a whole group discussion.  The facilitator should lead 
the discussion, taking notes on student comments.  The debrief should include the following: 

 What went great during the marketplace? 

 What didn’t go so well during the marketplace? 

 What would you do differently if you were to do it all over again? 
 
All students have the opportunity to continue their zine businesses, or start different businesses, should they 
desire.  Please pass out the Next Steps page to all students so that they know the resources available to them 
from Young Americans Center for Financial Education. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 


