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‘Marketing Your Studio’ Community Workshop 
Monday, March 24, 2014 6-8pm

Meeting Agenda

I. Introduction


1. Brief Welcome

2. Short Video Clip Open Studios

3. The Open Studios Mission (handout)
II. Marketing Your Studio (PowerPoint presentation)
Preparing for Open Studios: A suggested timeline – (handout)
1. Marketing 
a. Update your website
i. Upload new and current images

ii. Include event information for Open Studios and add website/logo/QR code
b. Increasing visibility through social media, i.e. Facebook, Twitter, E-blasts 
i. Posting and Liking on Twitter & Facebook
ii. Email marketing (handout)
a. e-mail software
b. contact lists
c. timing of email blasts
c. Promotion through printed marketing materials
i. Lawn sign and brochure pick up
ii. Distribution Brochures
iii. Posters and fliers 
iv. Postcards – hand them out before and during
d. Utilizing and Talking up the Smart Phone App 
e. Grassroots – word of mouth, neighbor to neighbor, neighborhood flyering and postering
2. Way-finding /Tips for Increasing Foot Traffic  presentation by Marcia Cohen
a. Signage and balloons
· how/where to place
b. Knowing your closest shuttle stop, chalk sidewalks or place signs to your studios

c. Utilizing and Talking up the Smart Phone App (Again this is a great tool, make sure to use it!)
3. Resources  (handout)
a. Website and online resources
b. See also attached list of resources   
III. Preparing for Open Studios

1.  Preparing Your Space

a. Creating a welcoming atmosphere in your studio

· Think about what they will see, hear, smell, and feel when entering the space

· Structure space  in such a way as to invite visitors in and guide viewers in their looking
b. Have another person on hand to assist in marketing/promoting/talking about your work
· This allows you to take a break from time to time
· If  you are showing in your own home this also increases safety/conformability 
c. Give live demonstrations or have video demonstrations playing on laptop 

2.    Presenting Your Work
a. Offering a range of work in different prices

· Large to small, flip bins for unframed/unmated, cards etc.
b. Packaging – clear sleeves, waterproof bags

c. When displaying on walls or easels use matted or framed work 

d. Marking work as sold or NFS (not for sale) informs and can increase desirability
e. Leaving all work up for entire Open Studios weekend

· Sticker sold work to let visitors know it’s been purchased
· Give pick up time or deliver sold work after weekend (following week or weekend)
3. Sales
a. Pricelists with range of prices 
· How to structure price list with images

· Show example of pricelist (handout)

· Can also be an opportunity to describes artistic process in further depth

b. Labels on larger works with prices

c. Cash transactions 

· Cash box/Change on hand

· Receipt system

d. Credit Card transactions (Square, Pay Anywhere, Leaf)
4. Take- a-ways
a. Artist cards and oversized postcards

· Info about artist and upcoming exhibitions or website

b. Card/Slip of paper with Smartphone app & Ecommerce website QR Code and your name
BIG TIPS:
1)  Make sure to Utilize the Resources provided to you by Cambridge Arts

2) Remember to Market Yourself and Open Studios!  

· We need your help to spread the word; we can’t do it without you so get out there & share, share, share!
Handouts
1. Preparing for Open Studios: A Suggested Timeline

2. Email Marketing for Open Studios and beyond
3. Artist Resources

4. Pricelist example

5. Top habits of successful artists
