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SETTING UP SHOP - LESSONS 
LEARNED WHEN MY CHILDREN 
SOLD THEIR TOYS

SOME 
REMARKABLE 
INSIGHTS WHEN 
TWO LITTLE 
GIRLS DECIDED 
TO OPEN A 
SHOP TO SELL 
THEIR OLD 
TOYS. SOME 
IMPORTANT 
LESSONS GOT 
LEARNED BY 
THEM AND BY 
ME.
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SETTING UP SHOP - LESSONS LEARNED 
WHEN MY CHILDREN SOLD THEIR TOYS
Setting up a shop is a game that most children enjoy playing. Here are some 
remarkable insights when two little girls decided to do it for real. Some 
important lessons got learned by them and by me.

My children have just gone back to school and the summer holiday felt like 
went on forever. I am sure that plenty of people know that feeling. I’d like to 
share something that happened to us one hot summers day.

My daughters are 8 and 10 years old and they decided that they were going 
to open a shop. At fi rst I thought it was going to be some kind of play game. 
You know the kind where the shopkeeper has a table full of canned food 
and packets of cereals and the customer comes in with a handbag full of 
small coins taken from the piggy bank. In that game they take turns at being 
shopkeeper and it helps them with their basic maths and other things.

Well, I was wrong. They wanted to open a real shop with real things to sell 
to real customers for real money. They decided that they were going to open 
up a stall and sell all those unwanted toys they had accumulated. Things like 
cuddly toys and the DVD’s they had enjoyed when they were younger. The 
children decided that they were going to open it up at the entrance to a local 
children’s adventure playground on one of the warmest and busiest days 
of August. This turned out to be a smart move in terms of sales as this was 
obviously where the customers were going to be.

My job was the delivery guy, taking them and their shop to their chosen 
location. After they had set up their shop I sat on a park bench and read a 
book and pretty much just let them get on with it. Throughout that morning 
they earned enough money to keep themselves supplied with ice cream for a 
couple of weeks. More valuable than the money, however, were the lessons 
they learned.

Afterwards I asked them what they had learned and this is what they said:

1. “We put the shop in the wrong place at fi rst so we found a better one.” 
They realised that they were getting plenty of interest from people 
entering the playground. They also realised that there were many other 
people who were walking down the footpath but not turning off into 
the playground. They reasoned that if they moved the shop 6 feet to 
the right they would be situated at the fork in the footpaths. In that 
way they doubled the number of potential customers. I guess this is 
the classic “Location, Location, Location”.
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2. “Many people liked the things that we did not like.” The girls were 
constantly surprised by the things that people wanted. In fact at the end 
of the day most of the things that had been sold were the things that 
the shopkeepers most wanted to get rid of. I think that this equates to 
selling the things that the customer wants. I can personally relate to this 
as when I was a young man I managed some musicians, some bands. 
I was never very successful. That was because I was making one BIG 
mistake - I would only manage bands if I liked their music. Whereas, I 
should have only managed bands that other people liked.

3. “People bought more stuff when they were coming out of the park. 
Not many people bought stuff when they were going in.” The children 
recognised that there were probably 2 reasons for this. Firstly children 
and their parents were keen to get into the park. After all, that was why 
they were there. Secondly, people coming out of the park had already 
walked past the shop once and had a chance to think about it.

4. “People bought toys when we told them a story about the toy, and that 
also made it more fun for us.” Just standing there behind the counter 
was only a small part of the selling process. My two little shopkeepers 
realised that when you engaged with the customer it was better and 
more fun. They told them about how good the toy was and perhaps the 
name of the bear or that this cuddly toy liked having its belly tickled. 
When they did this it made everybody have more fun and the parents 
were more likely to buy.

5. “Expensive things sold just as well as cheap things.” Don’t get me 
wrong. By adult standards everything was cheap. There were 3 prices: 
20p, 50p and £1. I thought this was cheap but the girls thought that £1 
was a lot of money for something that they did not actually want any 
more. Before we started they thought that everything should be sold at 
the lowest price possible to make people want to buy them. I think that 
they started to understand that price is not necessarily a barrier when 
you want something.

6. “Some people were very rude.”

7. “Rude people never bought anything.”
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Thank you for downloading this article. We have other articles 
on our website. Plus White Papers, Policies, Forms and 
Utilities that are free for you to download.

Reduce your manual admin and paperwork. Centralise your 
employee data and processes and reduce your compliance 
risks and legal stress. Reduce the time spent in managing 
employee data and free up time to concentrate on strategy, 
growth and profit.

HR Complete Manager is available in 3 different license 
bundles: Owner/Manager, Growing Teams and Corporate 
versions. There is a version to suit all businesses


