
7 WAYS TO BRING QUALITY 
TRAFFIC INTO YOUR SHOP

Generate better foot traffic and more sales as a Crawford 
Outdoor Dealer Partner



When a customer walks into your store,
you don’t want them to see a store. You want them to see 

their own backyard, and that one perfect product that 
would make it complete. Paying attention to these seven 
things will have your customers coming in to build their

fantasy backyards. 

As a Crawford Dealer, we’ll partner with you to make sure 
you’re able to complete every item on this list, so you can 

see that big jump in sales that you’re looking for. You’re our 
partner, and we’re ready to get to work.



#1: START 
WITH A 
LITTLE CURB 
APPEAL

Catch people while they’re out for the 
afternoon. Having a storefront that 
stands out can help draw attention if 
your location is easy-to-miss or tucked 
back on a walkway. There’s a lot of 
steps you can take to do this, including 
adding greenery, adding a sign that’s 
on-brand and colorful, and making sure 
your window display is updated 
regularly. Plus, if you’re looking to 
rotate your window display seasonally, 
we can help you plan out your displays 
and seasonal calendar!



#2: TELL A 
STORY WITH 
YOUR 
DISPLAYS

Your displays should tell a story. You 
want to invite customers to envision 
their own backyard, workshop, or patio 
in your store, so you need to set the 
scene and construct the narrative.

A great way to do this is by using Point 
of Purchase (POP) marketing. To do this, 
showcase a specific product or line with 
a display or demo, and then use scenery 
or colorful banners to draw shoppers’ 
attention.

As a Crawford Dealer, you’ll benefit 
from some extra help from the pros as 
you set up your displays. Our 
representatives will come out to your 
store in person to help you put together 
a display that’s really eye-catching.

https://marketplace.cs-cart.com/emerald-theme.html



#3: 
ESTABLISH A 
MARKETING 
BUDGET

One of the best ways to get more traffic 
into your store is to establish a 
marketing budget. Create an online 
presence by investing in a simple 
website and claiming your brand’s social 
media pages. Invest in on-brand, 
eye-catching signage. 

The Crawford team can work with you 
to determine how you can best invest in 
your marketing to set you up for 
success.



#4: CREATE 
COMMUNITY 
BY HOSTING 
EVENTS

Hosting regular, exciting events lets you 
build a community of repeat customers 
for your store, and earn you traffic 
through referrals as people invite 
friends and family along! Engaging 
in-store events can encompass 
everything from a demo to classes and 
parties to launch a new product line. 

Start by incorporating events into your 
seasonal calendar. (See below!) If you 
know people will be shopping for new 
grills and accessories come spring and 
summer, schedule a demo. Nothing gets 
people excited for a new Traeger like 
sampling a rack of tasty homemade ribs 
as soon as they walk in the door.

Partner with your team at Crawford to 
really get people excited about your 
events. We can help you with 
everything from creating the calendar 
to offering our support hosting demos.



#5: KEEP 
THINGS 
FRESH EACH 
SEASON

Drum up quality traffic by keeping 
people coming in month after month. 
Crawford will work with you to create a 
seasonal calendar to introduce new 
products, specials, and keep people 
excited for more.

You’ll always have something big in the 
wings ready to delight your customers, 
from big summer specials to kick off 
grilling season to sales celebrating Black 
Friday and Small Business Saturday.

We’ve included a sample summer 
calendar to get you started!



YOUR SUMMER CALENDAR

June

First Two Weeks of June:
Father’s Day sale! Make dad’s big day special with 
special displays highlighting great father’s day 
gifts, like grilling accessories from Traeger, 
Kosmos Q, Butcher BBQ, and other great brands.

July

First Week of July:
Host an Independence Day grill demo event to get 
people excited about the smell of fresh-cooked 
burgers and ribs.

August

First Two Weeks of August: 
It’s time for Back To School! Set up displays that 
will appeal to families looking to get one last 
barbecue or camping trip in, like Traeger grills and 
Bison coolers.

Last Two Weeks of August: 
Fall starts in September. It’s time to highlight the 
products folks will be looking for as the weather 
cools down. Kanyon outdoor furniture is perfect 
for those looking to take advantage of the autumn 
breeze by spending a little time on the patio.



#6: 
INTRODUCE 
PRODUCT 
LINES THAT 
SPEAK TO 
YOUR BASE

Our dream is for you to build up a 
customer base of people who are 
absolute die-hard fans of your store. To 
do that, you have to offer products that 
speak to their lives and passions. A 
great way to do this is by building on 
your existing brand.

Catering to families or hard-working 
professionals looking to kick up their 
feet after a long day? They’ll love 
products designed to help them build 
out that patio they’re picturing, like 
high-end Traeger grills and Kanyon 
furniture. Do you sell more to hikers 
and outdoorsy types? They’ll adore 
Bison coolers!

We can help you introduce new product 
lines that will bring in repeat customers 
and new faces.



#7: GREAT 
CUSTOMER 
SERVICE 
STARTS WITH 
LOGISTICS

You work hard to provide great 
customer service, offering a friendly 
smile and helpful information born from 
years of experience. But great customer 
service comes from great logistics, too. 

We’ll support you with Crawford’s 
warehousing and logistics services so 
that your orders are processed 
efficiently and shipped quickly to get 
you and your customers what you need!



READY TO PARTNER WITH 
CRAWFORD?

Get in touch with the Crawford team

Online

Reach out at
crawfordoutdoor.com

By Phone

Call us at
(866) 872-3437

By Mail

1023 E Hwy 40 Bypass
Hays, KS 67601

“We like working with Crawford Outdoor because of their commitment to 
high-quality products and people. They go above and beyond with service after 
the sale. They know how important the sales experience is with the consumer 

and passionate about helping them.”

Dennis Spooner, Auto Parts - Specialty Sales


