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Many children’s authors and illustrators sell books at school events and this guidance sets out the
various options for handling sales.

However you choose to sell books, be aware that schools need a significant amount of notice to
organise sales and encourage parents to buy books. We advise that, as soon as you book your visit,
you remind the school how exciting it can be for a child to have a signed book. Urge the school to
tell parents/carers about your visit. The experience of having a book signed by an author is one
that stays with a child for life and encourages reading for pleasure.
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1. Sales via a bookshop

Using a local bookshop, ideally one with experience in school visits, is a good way to build local
connections and support. Tell them about your upcoming visit. They may have worked with the
school before.

Pre- and post-orders: In plenty of time before your visit, ask your local bookshop to send the
school a list of available books. The school sends that list to parents/carers; the parents pre-order
books; and the bookshop delivers the books to the school. This way, the books are waiting for you
when you arrive at the school. This works well for the younger section of the school and it also
means that if children want a book in the days following the event, the shop can assist with post-
orders.

On-day sales: Most schools are cashless these days but have a system eg ‘thumb’ where a child
can pay. Ask the school to organise that book sales take place straight after the event and in the
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same location if possible. Otherwise, the enthusiasm and energy generated by the event is often
lost.

After school sales: Your local bookshop could attend your event and sell books straight after. The
school may set you and the bookseller up in the hall or playground so parents can attend and buy
books.

2. Bringing books yourself

Obtaining copies: you can purchase your own books from your publisher (usually at the discount
set out in your publishing contract), or another retail outlet, and bring them to the school yourself.
You will want a member of staff to sell the books so you can concentrate on meeting the children,
answering their questions and signing copies.

Taking payment: cash-free options are to use the school’s set up, although this will require
permission and the cooperation of the school’s accounting department; or invoice the school post
event if they collect orders; or use a card/online payment system like Square, Settle or SumUp to
manage pre/on the day/post orders.

Pricing: will you offer the books at cover price or discounted? A multi-buy deal can encourage
reading and offer value for parents and carers e.g. 2 for £12. Rounded book prices make it easier to
remember and for change if you choose to accept cash. You could consider offering a discount for
pre-sales to encourage early sales. If you send any books to the school after the event, bear in
mind postage costs.

However, there can be a downside with this method...
Nielsens: NielsenlQ Bookdata collect data on book purchases for market research purposes. This

data is used to inform book charts, and acts as a record of your sales, and publishers often make
commissioning decisions based on this sales track.
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Only sales with a clear electronic trail via a validated retailer are counted by Nielsens. The issue can
be complicated and the best way of making sure your sales are tracked is to organise the sales via a
physical bookshop.

If you bring in your own books to sell, these sales will not be recorded with Nielsens. Similarly, if
the school buys copies on a sale-or-return basis from a wholesaler or distributor, these sales will
not be recorded.

If sales do not go via a bookshop, we recommend keeping track of the school visit book sales of
each of your books so you can share this information with your agent and/or publishers.

All SoA members are entitled to unlimited professional advice. Contact us for confidential clause-
by clause contract vetting, a free copy of any of our SoA Guides or for advice on any concerns or

queries.
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This Guide is written by, and is the Intellectual Property of, the SoA. It provides
generalised guidance only. Every reasonable effort has been made to ensure it is
accurate at the date of publication. However, it should not be relied on as specific,
legal or professional advice. Please do not run any part of it through any LLM or
other form of generative Al, for any purpose.

Further information - If you need a large-print or text-only version of this
document please contact the SoA. If you are a member with specific queries,
please contact our advisors in the first instance.

24 Bedford Row, London, WC1R 4EH
E info@societyofauthors.org
T 0203880 2230

www.societyofauthors.org
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