“Turning Dreams into Reality” – a Standard Bank National Schools’ Festival workshop on how to making a living from art.

INTRODUCTION -  what this workshop is all about

· We shall explore what it takes to get a business in the ART field going.

· Sharing our experience as artists / quasi artists.

· Turning entrepreneurial ideas into reality 

· THERE IS ONLY ONE STEP – MAKING THE DECISION. You have to be wholly committed to doing it on your own – like anything. 

BRIEF HISTORY OF OUR COMPANY, “GOAT MULTIMEDIA”

· Tori and Craig started their company about 18 months ago. Tori had studied fine arts at Rhodes University.  For a couple of years after completing her studies she made a living from painting, drawing and potting. Her work has been exhibited at various festivals and galleries across the country.  Craig, on the other hand, studied human movement and taught himself the basic design and printing skills in his parents’ print shop. 

· Work in the company is divided between Tori doing design, desk top publishing (DTP), Illustration and marketing with Craig taking care of printing, lay-out and their web design.  

· Not many people will believe that when they started out they had very little idea of where to go and even less money to do it with. Between the two of them they had R1 000.00 to invest in an economically viable idea. 

· They brain-stormed ideas and paid close attention to what ideas people responded to. These ideas were focused on and developed. 

· This process is considered by both to have been their training. 

· Like everything else, the important thing is how to access information and what to do with it once you have access to it. To successfully start a business, one has to have a hungry mind, be open, self-critical and ask lots of questions. 

· In addition, you have to realize that at least initially you will be doing most of the work yourself in order to keep costs down. 

· This commitment to hard work and the drive to hunt for work and not to wait for it to come to you are key factors in the success of a small business.

· Putting yourself on the line like this means one has to remain confident about ones product even if there is, initially, little or no response. 

NOW

· “Goat Multimedie” currently employs 4 agents and offers a range of products consisting of – 

· Five card, tag and gift wrap ranges from single colour to full colour

· Four journal type books

· Recycled paper products

· Aerogrammes

· Beaded products

· Stationery packs

· Recently they started exporting to USA, Germany, Australia, Canada

· They design full ranges for other companies

· They won the “Buy Afrika” Christmas competition

· Employ 11 people

· Craig and Tori both regularly travelling overseas

· Yjey have just bought a car and are about to buy a house. 

· What they do in addition to the stationery - 

· Screenprinting

· DTP & graphic design

· Stationery – Design and corporate gifting

· Web Site and CD ROM Production

ART

Success = 90% perspiration and 10% inspiration. 

· Art is a luxury not a necessity. This means that in order to make a living out of selling art is more difficult than making a  living out of selling necessities.  

Getting started:

· Create an idea that you are sure will sell
· Secure the minimum equipment to get you going
· Draw other people in. Get a partner. 
· Have a clearly articulated business plan. 
PRACTICE

· Draw from the minds eye & look at things around you
· Look at what other artists are doing and at the history of art
· Make sure your ideas are original but still grounded in reality. Art is a form of communication make sure your ideas are readable
EDUCATION

· Education is useful but not essential

· Technikon vs University vs self taught (research and experimentation)

· Main aim of an education in the arts is to guide you; to give you a background and to equip you with some useful skills. 

PROCESS

· Very important : Establish your reputation by creating a large portfolio. Keep it cohesive with your own stamp of originality

· Distribute the portfolio to as many venues as possible with a brief related CV. There are venues in all major centers keen to promote new fresh talent.
· Persuade a gallery or exhibition or festival to take at least one of your products or performances. . 
· Remember: Exposure = recognition = success.
HAVING A SHOW

· If you want to show your products (painting etc) make sure you have a cohesive body of 20-30 pieces that have a common theme or thread. 
· Organise a venue: Find out the costs of the exhibition and the % of commission you will have to pay. If the rental is to high, offer a higher percentage. NEGOTIATE. 
· Publicity
· Many exhibitions are successful in part because of the attractive posters, flyers and invitations that announced them. Distribute these widely.
· Exhibition opening – free wine, maybe eats always gets a better turn out, get someone to open the exhibit/show
· Invite the press to review the show. Any review is exposure – good or bad
· Make sure you are there to talk about your work. Public like contact with the artist. 
· Keep a list of all interested parties and buyers – add them to your mailing list and become your own marketing agent.
TAKE YOUR WORK ELSWHERE.
Use your work as a basis from which you print - 

· Postcards
· Greeting cards
· Keyrings
· Festivals – where you not only exhibit but also have a stall that operates as a selling point.
FUNDING FUNDING FUNDING

Look into the funding criteria of the following agencies: 

National Arts Council - The NAC primarily distributes an annual grant given to it by central government. 

Business and Arts South Africa  (BASA ) - connects arts and culture projects with appropriate private sector companies and supplements private sector funding with funds from its matching grant scheme, made up of an annual grant from government.

Arts and Culture Trust ( ACT )- provides funding for all forms of arts and culture including literature, music, visual art, theatre, dance, film, festivals, community art, arts management, arts education, museums and heritage. It also supports all aspects of arts and culture such as training, the creative process, the development of sustainable infrastructure and the dissemination of arts and culture. The full spectrum of arts and culture activities is covered - from professional endeavours to grassroots, community-based projects. 

GUIDES

1. Stay dynamic

2. Put your contact details on everything

3. Never turn work away – work late

4. Business / marketing trips / interviews – BE PREPARED

5. Be open to suggestion and criticism – there is a lot of it out there

6. Aim for professionalism

7. Don’t  get bogged down with academia. There’s no RIGHT WAY of doing it.

8. Service your clients. 

9. Be persistent – to the point of becoming a nuisance.  

10. Follow up on all leads – the vaguest interest

11. Develop a relationship with your clients

12. Get people who can help you on your side

13. Do the stuff you don’t want to do – make that call

14. Explore your resources

15. HAVE A VISION – Take an ideal you want to achieve and work like mad to achieve it.

Goat Multimedia can be contacted at:

+27 (0)46 624-3096 or goat@imaginet.co.za

