


Why Make It! can lead to business success for Artists
and Artisans:

Many young people enter the labour market every year and the cultural and
creative economy (CCE) is a potential reservoir of jobs far more attractive
than some of the more traditional employment sectors. Within the CCE
ecosystem there are opportunities to train in new skills and access jobs
in areas such as management, marketing, strengthening the development
of professional associations, and further build networks and alliances for
young cultural and creative professionals. There is also an opportunity to
maintain traditional crafts that reflect history and culture and are in danger
of becoming extinct.

Most business and entrepreneurship programmes deal perfectly well with
the technical side of doing business (fixed and variable costs, the 4 Ps etc)
yet may appear dry and dusty to the artist and artisan who sees financial
discussions to be at odds with their creativity. By asking participants to
present their work from the outset and setting the structure

around the triad of easily produced and saleable/high-end/
creative joy, they will orientate business discussions around
their creative output, seeing the links between a viable
strategy to create a livelihood - growing a business - and

their growth as an artist.

Business Skills for Artists and Artisans

Making a living in the creative industries is not easy; artists

and artisans often do not have the necessary business skills

or may not know where to focus their talents. Their specific needs require
training which recognises their creativity, while honing their ability to make
money from their talents.

Make It! Business Skills for Artists and Artisans is a programme designed
to support artists and artisans in building key skills to run a business, as
well as training the mentors who will work with them, to encourage artists
and artisans, key members of the community, to make a livelihood from
their creative talents.

The programme begins by developing the capacity of locally sourced
mentors.

Athree-day training programme will be held for selected mentors, who could
be locally recruited expert practitioners in the chosen crafts, or successful
and established businesspeople from the local community (they may come
under both categories). Mentors can be recruited locally from University
Art Departments, national artist associations, chambers of commerce etc.
The role would be prestigious and well-known from the programme start.
Successful people should be targeted to become mentors. Mentors will



be trained in how to give direction to the participants, in both technical
advice regarding their chosen craft and in business skills. They will
provide constructive, honest feedback and to be available on occasion
during the 3-month interim period.
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Stage One: Pre-work

All the participants are required to bring an example of their work and
complete a very short note on how long it took to make and how much
it cost to buy the raw materials. This will be used extensively during
the workshop. Participants will also be invited to prepare some stock
to sell at a local market during the course, which will help them gain
feedback on their products and pricing.

Stage Two: The 5-Day Workshop

The five — day workshop comprises 18 sessions plus the evening
bazaar (sales event) mid-week. The programme would include 3 Meet
your Mentor sessions and the following content:

The participants inthe workshop would be selected according to certain
craft criteria, to have diversity but avoid over-crowding and unnecessary




competition. This could be, for example a mixture
of jewellery makers, weavers, potters, woodworkers,
dancers, and musicians (based on 20 participants). ,\
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the products the participants want to sell

° Making your artistic capacity a business reviewing l

* Entrepreneurship for Artists and Artisans — how to
become ‘business-like’ and formulating a business ®
plan

* Researching your market

® Action Plan - moving forward

* Knowing your customer Meraki is an ancient

* ldentity and intellectual property — who you want to | Greek word meaning “to do

be and your USP. something with soul, crea-
tivity or love — to put some-
thing of yourself into your
work...."

CASEISTUDY,

Let's look at Aduka Abara, a potter and how she made
it to becoming a business owner through the Make It:
Business Skills for Artists and Artisans Programme.
Aduka was invited to join the stage one workshop
and to bring with her a piece of her pottery. that
would take her a short time to produce. She then
followed our 5-day workshop, Make It!

There were sessions with business trainers and
craft and business mentors, to help Aduka make

Flickr:Juju Films: Craftswoman
O Pottery | Ushafa Village FCT Nigeria | #JujuFilms #Usha-
faVillage #Nigeria #Pottery #Craftswoman
decisions about the design, costs, and prices of
her product, as well as how she could identify
customers and how to market and package her

pottery.

During the course Aduka joined other Make It!
participants at the Make It! Artists and Artisans
Bazaar on the Wednesday evening which was




held in the hotel foyer, and she was pleased to sell
some of her small decorative bowls to tourists
and get feedback on her products.

Stage Three: Interim Mentoring

At the end of the workshop, Aduka prepared an
Action Plan. There were three points on her action
plan:
*  Produce brighter coloured smaller bowls in
sets of three, with suitable packaging, for
selling to tourists

Join up with another potter she met during the
workshop to share rent on a stand positioned
outside two of the main hotels

Register with an arts and crafts website or
Crafts Hub to publicise and sell her work.

Stage Four: The 3 - Month Action Plan

It is envisaged that mentors will check in with
participants three times during this period, giving
technical and business advice and supporting the
participants in implementing their action plans.

Aduka organised three one-to-one mentoring
sessions withherassigned mentor;these sessions
took place during the three-month period before
she returned to the final workshop.

Stage Five: The final Workshop and
Product Fair

In this workshop the participants will be returning
with the outcomes of their action plans and the
sessions will consolidate these findings and
move them forward:

* Managing the money - further guide to’

business finance

® Registration — formalising your business

e Elevator pitch - selling yourself with conviction
° Marketing Plan moving forward

e Business Plan moving forward

° Owning your future!

Aduka came back to the final workshop with good
news, she had produced smaller, more affordable
pieces and some padded boxes in printed fabric
to make them more transportable and had sold

15 sets on the market stall.

She had registered with the Crafts Hub and
had received two orders and a local hotel has
expressed interest in her supplying the hotel
boutique with some of her more expensive
pieces. She has also thought of offering
pieces to the tourist offices to display in their
receptions. She needs to prepare her pitch to
sell this idea.

In the 3-day workshop Aduka, along with the
other participants, further discussed their
business plans in the light of their experiences
in fulfilling their action plans in the 3-month
interim period. Sessions were also held on
how to register and formalise the business
and Adaku left the workshop with a focus on
making this a reality for her business.

Aduka welcomed the input from both
workshops, which she said had helped her in
establishing her viable business and had given
her the necessary confidence to move forward.
Selling some of her bowls to tourists at the
Wednesday bazaar had given her a great boost;
her products could be sold, and at a price which
reflected both her materials and the work she
had put in. The business skills taught in the
workshop had provided the necessary jumping
off point for her to understand the full costs of
producing her work and understand what prices
she could ask for them.

Stage Six: The One-Day Marketplace

The participants will be invited to bring their
pieces to sell in this one-day fair to showcase
their work, which will be visited by the
general public. This is the culmination of their
preparation during the three months.
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Mrembo is a Swahili word
meaning beautiful. These
modules will move partici-
pants forward from dreams
to the reality of a beautiful
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Lenni Kirsty Nat

Meet the Team
. 5 Meet our project team, who will work closely with you and O
' @ local mentors: Lenni, who worked in theatre before moving
4 'l into international development, specialises in business

development, having worked in more than 70 countries and
with entrepreneurs and business development services. In
2022 she worked with the African Union, ILO and UNESCO
in developing a prestigious joint programme for culture and
creative economies in Africa.

Kirsty also has an arts background, having lectured in Art
History at the Accademia delle Belle Arti in Turin and has
taught Art and Design in further education institutions. She ¥
has a long track record in helping creative people exhibit
and sell their work. Nat is a successful fine artist, displaying
his work in many galleries and selling his paintings
internationally. He blends his talents with his passion
for working with upcoming artists and artisans and since
2010 has co-delivered the “Business Skills for Artists and
Artisans” programme. .
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Contact the team at:
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lenni@development-alchemists.com
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kirsty@development-alchemists.com A

nat@development-alchemists.com \ /

www. development-alchemists.com
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