What lifestyle do you want to live that dictates how, when and with whom you want to
work?

Identify the reason WHY you create your work. Find a compelling way to tell
your story.

You can't be everything to everyone.
Hone your target message to a narrower market.

Don't be afraid to tell your story. Whether you are a fine artisan or commercial artist,
client's collectors buy you as the artist as much as they buy your art. Sometimes more
so.

Your mission and marketing message

Tell your story in as many mediums as you have available, print, audio and video. Many
artists are shy about getting in front of the camera, but video can help create more
connection and trust with art buyers.

Don't be afraid to show your personality on your website. Include a photo or video of
yourself. It helps create trust and more connection with art buyers. people like to buy
from people they know, like and trust.

Share your failures. Many times it is our failures that ignite us with the will and clarity
to find a new way, to overcome and even succeed. Don't be reluctant to share those
stories as well. We have all failed, and thus can relate to those experiences. We all hold
hope to believe that even though we have stumbled, we can still recover and succeed.
Let your story be the light in someone else’s darkness.
What are you going to show on your website? What is the purpose of your site? What is
the action you want visitors to take?

About Page

Continue bulding a relationship that will eventuallylead to 2 paying custome)

Don't include everything you've ever done. If you are all over the place int erms of work
and styles, it will confuse a client or collector. And as they say, "a confused mind does
nothing.”

Do you want to provide art related services to secure more work as ¢ freelancer or employee?)
Do you want display work that will help you get into an exhibition, secure a grant for your work or ]
Before you go off promoting your work, you want to be clear what art or related service |} promote a special project?
You want to tell potential buyer's about, be sure your portfolio represents that. Sell seris of original works)

Whatever it
and goals

We have been conditioned for the last several decades to view people on video and TV
as experts or celebrities. Online videos can be an extension of that.

Creates a sense of trust and familiarity or even celebrity with your audience using
video to share your work, expertise and knowledge.

Create interest by creating content that's entertaining as well as informative.

Create a Youtube channel and share your content and work with the world via your
social networks.

Recrut the help of local artist friends to help produce videos with each other.
{ = Example: Lin Zy Promo video:

Your email list is the most valuable asset you have as an artist. The purpose of
collecting an email list is of course to develop and nurture a relationship with people
whom have shown an interest in your art.

is you choose to display, be sure that the body of work is in line with your creative ambmeﬂ

1 Video and audio

Social media is great for exposure and making yourself omnipresent. But you do not own the ‘ikes’ and

“follows' on those platforms. Platforms such as Facebook reach a very small 5 of people who like your

pages. Building your own emal lst is by far the best and most profitable way to grow your client base
e.

‘Aleloop - Miami artist_started selling her paintings using emall newsletters as well as some of the
strategies we're talking about today as promotion, she was able to line up over 18 gallery showings of
her work in about & months.

‘What can you offer a potential buyers to sign up on your lst

Opt-in box
Lead capture

Royalty free music files

Include them after blog posts.
In forum signatures, be sure to include a link that drives people back to website where you have an
opt-in box waiting to accept their contact information.

{ Aweber

Mailchim;
Emma
GetResponse
ConstantContact)

Create content)
Great for generating (rafﬁc)€ Promote your work)

Promote work of others)

Autoresponder

Be sure to have clear link back to your main site)

Preferably your own self hosted site.

Wordpress makes it easy
 You have complete control over your content hosted on your domain}

Building up traffic and keyword rich content pointing back to main url giving better placement in search]
engine results.

When writing a post, be sure to add cross inks to other posts and pages of your sie)
hout your entire site }—(Style - Medium ~Subject)—( What are people going to look for when searching for your work? Seascapes, Bronze sculpture, etc.}—{_ Example: Seascape painter )

Sailing Malibu Ca seascape painter & paintings
Your Name

I recommend Intergrating blog into your website. So that traffic is going to your main
site and building up your search rankings.

California seascape painter & paintings.

Make it as easy s possible for clients to get in touch with ire you. I know thi
seems obvious, but you would be surprised at how difficult some artists make it.

clear call to action
Make it easy for people to buy from you X—Don't buyers with too many steps or choices

Don't just sell original art - sell prints or replicas. Have different price points to increase sales.)
Try and keep the style and look consistant as much as possible with your main site.

Shopping cart/ecommerce solutions

Embed codes into your site (These are just a few)

This does NOT need to be fame in the sense that the whole world knows who you are.)

Your claim to fame in the niche you are in s what we are talking about here)

What's your claim to fame There are many steps along the journey up the ladder to success.)

You can be the voice of experience for those who have not yet traveled as far as you.)

Just remember: "To every third grader, a fifth grader is a god." We all have something to offer.

in an area that people are willing to lsten to you abou

What?! You don't have anything you're known for? | beg to differ. Chances are high you have experience) <
.

 Calendar
Fashion shows
Partnered to do live events including Susan G. Komen fashion show project{ —_ Gift cards
Live painting events
Gallery showings,

(Velicia Weymer - Fashion illustrator / graphic designer}— combined love for face painting, fashion and interest in Cancer awareness.

Copper wrapped car installation. )—{ Media exposure: WSVN Deco Drive - CBS Miami - Trendsetter.com

Art Basal show 2010 and 2011 - 10 mobile Mir

Framework For Creative Business Success

Take stock of all of your current talents, skills and expertise.

Alejandra (Aleloop) Leibovich

Create a movement and/or partnership. Leveragepower and reach of already existing

3. Unique Positioning- Playing a Bigger Game. companies by working together for mutual benefit.

Was able to leverage appearance and position myself as a celebrity or expert in a given space. )

CNN en Espariol TV and Radio - Multiple national radio news programs }{— Gave me something to toot my own horn about
Opened the door to do more d live events.)
Was able to leverage interview and position myself as a celebrity or expert in a given space.)
Request for NPR radio interview about the diabetes story line.{—{_Gave me something new to promote to my audience.
/ Also pened the door to do more i d live events.)

"((Carlos Castellanos - Baldo Comic- diabetes story arc)—{_Partnered with National Alliance for Hispanic Healtt

\"Do you have a unique point of view or take on your industry? )
Make a list of things you are not proficient at yet, but are interested and
committed in them enough to learn about.
Unique Selling Proposition-What sets you apart from others offering the
same creative product or service
Facebook
{ Linkedin

Twitter
Social media K~
Pinterest

Cintagram)
Orine){— blogain
{Interviews

Periscope
Video

Forums
Podcasting
Webinars

Post cards

4. Finding clients }—( Marketing and }—{(Lead Generation ),
Offine)
(speaking)
Gallery shows.
(Dimensional mail)
\Third party connections}—{_What organization or company can you partner with parallel mission§

\
(Refferals }\_,
Alliances channel partners

Lead generation

{Phone scripts )
Upsells and cross sells

Project Brief

5. Have systems in place for your creative

Materials/supplies
Continueing Education

{Know what your expenses are and how much you need to make.

Typically presenting price to art buyers by the project is more advantageous for the
artist. Art buyers are more comfortable knowing what the final fee will be for a given
roject versus an open ended hourl

/_Hourly or by the project
/ Also, a disadvantage to presenting hourly charges is that clients will inevitably
compare your hourly fee to what they make, or what others make per hour, creating an
emotional barrier/resistance to your pricing. Better to avoid this landmine.

Most of us have been conditioned through experience with the idea that higher price equals better
auality.

<Price of a productincreases with s worth. <Higher price typically percieved as better quality.)

The truth about charging higher prices J—(You get what you pay for. }-—{ Expensive=good mindset

jhen customers want good art without knowledge of art, other than personal taste, they
understandably rely on cost to determine arts value.

'A$1,000 piece of art doesn't sound so bad when anchored next to a §10,000 piece.

Price priming
Most artists discount their work because it's the only way they know to entice people to |

You actually hurt your sales and your value in the long term by discounting your artwor.

{ No. Not usually. And if you do, you should have a very special and compelling reason s to why)

Artis a luxury product

6. Pricing and Money Mindset

Maintain a range of offerings at diferent price points, so that you can redirect your prospects to the
Should I discount my art? }{ choices that fi their budger.

Lack of mark d negotiation skills is not a good excuse to discount your ar
People ike to have ra reason for what they do. If you do discount your work, have a good reason for ]
the limited discount. « a special occasion like 2 birthd: etc

Avoid Bargain bins of your none selling, inferior quality work }-—{ It confuses your buyers about the true value of your work)
Usage
{ Budget
\_Pionts to consider in pricing Reputation/status
Availability
{ Complexity/time
Materials

Many artists are lost when it comes to pricing. The easiest way | have found to find
your starting point is to eliminate the emotions of pricing and rely on simple math.

My Secret Price Formula Sollution X ("fter coming up with your personal, business expenses and income goals (above), you

should have a relatively good idea of what you need;want to be earning per year.

I your income goal is $100,000 per year, you charge $100 per hour. If your goal is $60,000 per
vear, you charge $60 per hour. If your goal is $130,000 per year, you charge $130 per hour. Simple
ight?

The above formula assumes 45 work weeks, with four vacation weeks per year.
Take the number you want to earn per year and divide by 1000, that gives you your With 21 hours per wesk of bilable hours. perys ]
minimum hourly rate... OR...

Be careful here, Many artist's tend to over estimate the number of billable hours they can actually bill m]
The result of the above is the minimum amount you want to be earning per billable hour when working |/~ an attempt to arrive at a lower hourly fee. DO NOT MAKE THIS MISTAKE.
on your projects to achieve your financial goals.

If you are working for yourself, 1/4 to 1/3 of your time will be dedicated to business building activities
such as marketing, networking, administrative tasks, continuing education and self development.




