ST

A

R

TS

W IT

H YOU

!

TIPS FOR RUNNING A

SUCCESSFUL
W O M E N ’ S F LY - F I S H I N G E V E N T
5050onthewater.orvis.com

|

5050@orvis.com

WHAT’S THE RIGHT-SIZED EVENT?
Not everyone can commit to a huge event – but that doesn’t mean smaller events and meetings
aren’t just as effective. You can break this up into smaller events focused on learning specific
skills – casting, bugs and fly selection, gear, etc.

EVENT EXAMPLES:
Women’s-Only Fly Fishing 101 & Fly Tying 101.
101s typically run for 2 hours. Aim for a 1:4
instructor/student ratio. Instructors can be male or
female. Could tack on a guided river trip.
1-Day Clinics covering gear, casting, flies and
bugs, conservation, and stream etiquette.
Fishing Outings such as day trips to local fisheries
and FF301 where retail stores partner with local
endorsed guides for river trips.
Gear-Centric: Weekend gear swap and “What’s in
YOUR bag?” where attendees are divided into
small groups to talk about what gear to pack for a
day of fishing.
Networking: Invite local leaders to attend (i.e., fly
shop owners, Trout Uunlimited leaders, etc.).
Having a woman leading the event is great for
marketing.
Women’s Fishing Week/Weekend/Tent Event
Examples: 3rd Annual Blackfoot River Outfitters
Ladies Night - 3 hours; combination of skill
stations, gear, and speakers; hundreds of women
attend. These Boots Are Made For Wading
Women’s Event at The Broadmoor’s Fly Fishing
Camp - 3 days; capped at 14 guests; casting, fly
tying, entomology, fishing, and non-angling
activities like hiking and horseback riding.

WOMEN COME TO LEARN — SET UP STATIONS TO TEACH SKILLS
Casting instruction, knots, bug and fly selection, fly tying, rod rigging,
boat rigging, gear, and conservation.

SUGGESTIONS:
Have Fun: Keep your stations non-intimidating
and fun. If you choose to have contests, it
shouldn’t matter if they win or loose.
Discuss Gear Selection: What to pack, where,
how, and why. Break down a lanyard, sling pack,
and boat bag. PRO TIP: A great way to sell gear!
Staff Accordingly: Have lots of hands on deck,
both men & women, to help present as much
material as possible.
Feature Speakers: Utilize groups like TU &
Casting for Recovery (CFR), women’s fly-fishing
clubs, guides, and instructors. Set up the guest
speaker in an area separate from the rest of the
fun. Place chairs around to create a private space.
Be sure you have an adequate sound system for
guest speakers. It can get noisy! You don’t want
anyone straining to hear.
Put together a panel of fishy women: Have each
of them speak about where they fish, how they
select a fly, etc. Then do a Q&A. This is
empowering and it helps women get out on their
own to explore local waters.
Create Partnerships: Work with local nonprofits;
give back all or part of your proceeds to these
organizations. Great cross-marketing
opportunities here as well. For example,
Orvis Sevierville paired a Women’s FF101 with
a CFR fundraiser.
Incorporate Conservation Education: Have a
station with a conservation hot topic; partner with
local groups to help educate; or cover small things
that can be done to make a difference. Just
remember to keep it simple! Examples are:
#kickplastic #keepemwet #fillanet

PAY ATTENTION TO WOMEN’S GEAR & PROMOTIONS
IDEAS:
Create a Pop-Up Showroom: For the
women-specific fly-fishing gear. Have a
changing room available, if possible.
Invite Vendors & Reps: Invite local vendors
and fly-fishing gear/apparel representatives
to create a farmer’s market vibe. Women will
come to buy.

TIPS:
Beef up your Inventory: Bring in women’s
inventory for the event. A solid core
assortment of product with depth and
full-size runs.
Merchandise Accordingly: Merchandise
women’s product together and have
dedicated space for it. Call it out with
signage and create layering systems with
a combination of gear, apparel, and
accessories.

PAY ATTENTION TO WOMEN’S GEAR & PROMOTIONS
FASHION SHOW
Host a Fashion Show with an announcer
describing the features of the products.
Models: Friends make great models. Look for
models of all shapes and sizes.
Create Incentive: Give participants an
incentive, i.e., a gift card, a free ticket to the
show, and/or a private event to shop the
clothes and gear.

FIT KIT
Dedicated Attendant: Have someone
dedicated to helping women try on waders
and boots, preferably a female.
Check Inventory: Have a full-size run of
waders and boots on hand and have the
waders out of the box.
Prepare: Laminate cards with the sizes to
make them easy to find. Print fit cards to
record the customer’s sizing to make it easy
when it comes time to purchase.

CONVERSION
Be Realistic: Not all events will sell product.
Be realistic with your goals.
Create Incentive: Work with brands to give
out a sales incentive to encourage purchasing
that evening (could be an “added value” i.e.,
free fly box with purchase of a pack). It turns
an outreach event into a shopping
opportunity.
Make a Repeat Customer: Consider bounceback opportunities to get them back to the
store for purchase. The event can be too
distracting for some.

Educate: Show them what they should wear
underneath, which will change per season.
This can increase sales potential.

RAFFLES & SWAG
Raffles are HUGE.
Get prize donations from local stores, spas, reps, etc.

TIPS & IDEAS:
Donate Raffle Proceeds to local conservation
groups and advertise the donation.
Have One Free Raffle to help with name capture
to grow your email list.
Separate Buckets for each raffle prize = you sell
more tickets!
Stagger the Drawings throughout the event.
Have Different Levels of Raffles: For example, sell
$20 tickets for your most expensive prizes and
give the proceeds to the nonprofit that you invited
to the event. Then have a free raffle with lower
ticket items (hats, t-shirts, etc.) as a thank-you just
for attending.
Create Additional Incentive: have a punch card
for each activity station and give participants an
extra raffle ticket for completing their card.

DON’T FORGET COLD ONES & SNACKS!
Drinks and finger food make people feel welcome and inspire them to linger.
Don’t forget to provide non-alcoholic options.
Coordinate with a local winery or brewery for beverages, they also make great marketing partners.
You’re more likely to get alcohol donations or discounts if you set up your event as a fundraiser.
Tie in Costa’s Kick Plastic effort by providing reusable cups or glasses. Ask for donations and
use it as an opportunity to give back to local conservation efforts.

MARKETING
Market, market, market!

TIPS:
Name the Event.
Design a Logo if you plan to make it annual.
Advertise on Social Media: Keep it fresh with
regular updates (i.e., announce new raffle
prizes, activities, guest speakers, etc.).
Diversify Your Marketing: Consider postcards
and/or posters to distribute at local shops or
outdoor stores; advertise on local radio. Don’t
forget to diversify the imagery used in both
print and digital marketing.

ADDITIONAL TACTICS:
Spread the Word: Ask your speakers, clubs
and participating brands to help spread the
word.
Get Support: Collaborate with other shops or
groups and help to market each other’s
events. Everyone benefits.
Secure a Photographer: Hire/find a volunteer
photographer to document the event. These
photos are priceless for future support and
marketing. It’s a good idea to create a “shot
list” for the photographer so they have a
sense of direction and you get the shots you
need.
Don’t Get Discouraged: No matter how many
people you have show up, don’t forget it
takes several years to build a successful
annual event. It will keep growing over time!

BEFORE THE DOORS OPEN…
Preparation and communication are key.

CHECKLIST:
Review Roles: Have a “take 5” with your
volunteers before the event. Clue them in to the
flow of the event and give everyone a role.
Have a Check-in Table with a greeter to welcome
the attendees and pass out the agenda, event
swag, and raffle tickets.
Designate an MC to keep things on track
throughout the event.
Communicate the Agenda: Nail down your event
agenda and have it on a poster with times and
how things work. Also provide it as a handout at
the check-in table.
Provide Takeaways: For example, material to take
home and read. This can include educational info,
upcoming events, and local resources.
Stay Connected: Have a sign-up sheet so you can
communicate future classes and events. Don’t
overloook name capture!

AND LASTLY…
Post on social media before, during, and after the event.
Send thank-you notes to volunteers, you couldn’t have done it without them!
Send a follow-up email to participants, it’s a great opportunity to convert!

Need additional advice? Have questions? We can help! Email us at 5050@orvis.com

