HOW TO SELL
TO BUSINESS
Turn your creativity into a product or sevice
that businesses will love in

7 Daus

Hello,
I'm Heather and for the last 20 years I've worked with artists and creatives to turn what they
love to do into a product or service that businesses love!

It has generated thousands of pounds worth of valuable income for them as well as
creating some really cool projects to be proud of.

In that time I have learnt exactly what businesses are looking for and how you can take the
skills that you, as an artist or creative already have to develop something really valuable to
business. And you can do all of this - without selling your soul!

This guide will take you through the framework that I use for clients so you can develop
your offer and start selling it in just 7 days. There is a short overview everyday and a task to
complete.

I hope you enjoy it!

PS - Throughout this guide when I refer to artists - my definition is very broad - so basically
if you are lucky enough to create to make money - then this guide will help!
www.heathercarr.co.uk

DAY 1: WHAT YOU WANT
Today is all about getting crystal clear on what it is YOU want..
There is no point in taking on work or creating a project for a businesses that does
not light you up, make you feel valued or that you simply don't want to do.
It will end in tears - believe me I've been there (lots of times!)
Firstly - think about everything that you love to do and what you could share or
teach.
What are the elements of your arts practice that you could do all day long?
Secondly - who would you love to work with?
Is there a certain business type that appeals to you - or really doesn't?
Are there particular groups that you really enjoy working with? Children? Older
People? Community Groups? (If you're thinking - 'there's no way a business will
pay me to do this - don't worry for now - just get everything down on paper!)
Finally you need to think about the practicalities. Consider where you would want
to work? How far you're prepared to travel? When you want to work? Which style
do you like to deliver your art in - is it one to one, workshops, online? How much
would you get out of bed for?!
Your day job is probably your priority so how much time are you prepared to
commit to a project or offer?
It's worth spending some time thinking about each of these areas - it will make it
much easier for you to pinpoint what you can offer and what you will say yes or no
to.

A Note on Values:
Just as your values will influence who you would like to work with in point one
it also impacts those businesses that you would not want to work with for
whatever reason.
This is totally fine - don't dwell too much on this but if something comes to
mind - be aware of it and steer clear.

DAY 2: WHAT BUSINESSES WANT
Now we've got the most important bit clear - what you want - it's time to learn
what businesses want.
Sadly businesses don't buy from artists just because it's a 'nice thing to do'.
Of course it is a very nice thing to do as well being exceptionally smart - but
there also needs to be a very clear businesses benefit to get them reaching for
their cheque books.
Taking the time to get a clear understanding of what businesses are looking for
and more importantly why they want to buy from you will give you a clear
advantage when you are selling to them.
I have worked on hundreds of different arts projects for businesses over the
years - workshops, events, art commissioning, training and community
outreach but without exception the reason the business has been involved in
the project has been one of these three areas:
Employees - using the arts and creativity for team building, to train their
teams, or improve their working environment. Health & Well Being also
falls into this category which increasingly is also part of a business'
commitment to do the right thing by its employees.
Community - delivering arts activities to to do their bit for the wider
community - (which is a nice thing to do it's also about making their
business look good!)
Brand - using the arts in marketing activities, to improve their events or
align themselves with an artist to improve their brand image.
As you can see there is a lot of overlap between the reasons a business will
work with an artist and a great project will often tick off more than one of these
reasons. If you can do this - great - it make a budget spend easier to justify.

No worksheet today but take some time to think about about
what problems your arts practice could solve for businesses.

Lorem ipsum dolor sit amet,

DAY 3: DEVELOP YOUR
consectetuerIDEAS
adipiscing elit sed diam
nonummy nibh euismod tincid

Now you know what it is you want (and what you don't want) plus what businesses
are looking for it's time to combine the two.

You may already have a clear idea on what your offer could be but I would
encourage to you to do this exercise - to see if there's anything you have missed.
What you know might seem irrelevant to you but it could be game-changing
for a business.
It's time to get EVERYTHING out of your head that you could offer. You may have a
more creative method - but I like to use post it notes and write one idea on each
note and stick it on the wall.
Think about everything skill that's involved in what you do - not just the end ouptut.
For example - if you're a singer - do you also teach, arrange music etc, if you're a
writer do you know how to research, edit etc.
Basically think about all the professional elements that make up what you do.
Next cross reference your post it notes / ideas against the three categories from
yesterday (Employees, Community and Brand) to see where there is a fit.
In my experience working with artists they are either instinctively drawn to one or
two things that they would love to offer or they have about 50 things they would
consider if the price was right (those bills need paying - right?!)
For now I'd like you to stay true to yourself (we're not selling our souls here
remember!) look over your notes from Day 1 about what you most want and
pick just one idea (or two if you really must) to work on.
The reason for this is to give you a focus - I'm not asking you to give up your other
ideas for life but this will give you clarity which will help you move forward.

Lorem ipsum dolor sit amet,

DAY 4: DEFINE YOUR
OFFER
consectetuer
adipiscing elit sed diam
nonummy nibh euismod tincid
Today is the day to bring everything together and start to write it all down.

This is not rocket science - but it does need some work. You need to do get really clear
on four key areas to begin to draft your 'proposal.' By proposal I don't mean a longwinded 24 page document with irrelevant detail, pics, quotes and content that no one
ever reads.
In fact it doesn't even need to be a document - it can be a few bullet points on the back of
your Starbucks napkin ready to go before a telephone conversation with a business prospect.
What really matters is that you know your stuff - before you even begin to talk to
businesses.
Clear concise answers here will position you as professional, capable and worth buying
from.

1

What am I offering?
What is your product or service and what is the end result for the business?
What does it look like in practice?
Anything the business needs to know on a practical level to buy this?

2

3

4

What are the benefits?
How will this benefit the business? (Look back to day 2)
What problems does it solve?
Where does it fit in the Employee, Community, Branding Categories?
Why Me? (I know I ask myself this all the time too!)
People buy people and Stories sell - I'm sure you've heard this before but it really is true!
Share any previous projects that you're proud of , great results and happy customers even if they are not business ones - this all paints a picture.
Details and Price
What will the business get for their money?
For a one off activity it's ... /For a longer project....
Do you offer a discount / request payment up front etc

Pricing: it's awkward - I get it!
I have seen the most confident, articulate people turn into a red faced jibbering
wreck when innocently asked - ' so how much will it cost?'.
That is why it is essential from the outset to be clear on what you charge.
Do your research and pick a price that you are happy with and stick to it.
And please charge business prices, if you undervalue yourself or other artists by doing
things for free, cheaply, or (even worse) for the promise of free profile! (no more to be
said here!)

DAY 5: GET YOURSELF NOTICED

What's the first thing you do when someone gets in touch with you that you've never
heard of ? You Google them, check out their Facebook, Instagram and even try to
find out what their shoe size? Ok - so maybe that's just me! But a new prospect is
just a human and at the very least they will definitely start looking- for:
Who you are?
What have you done before?
And do you even exist?!
Digital Marketing Experts recommend having at least 3 months social media
presence before even starting to sell so if you don't have this it's definitely a good
idea to get something up and visible before you send through a proposal, email or
make a phone call. (Please don't wait 3 months if you have nothing right now - jsut
get started!)
As the Chinese proverb says “The best time to plant a tree was 20 years ago. The second best time is now.”
If you're feeling smug because already have a social media presence your task today
is to take a bit of time to tidy it up. Include some up to date content, including that
you now work with corporates! Pictures of what you've been up to recently, stories
and testimonials will pique interest and prove your credibility (and existence!)
If you haven't done this yet - my recommendation is for everyone to set up a LinkedIn
profile and request to connect with any potential business partners.

Linkedin is a business to business platform and you will have a massive advantage
posting here because there are relatively few artists on LinkedIn and with your
natural creative flair you will really get noticed!
You'll need a profile pic, some detail on your career highlights, some attractive
pictures and bingo - you're all set!

DAY 6: BUILDGUIDE
YOUR PROSPECT LIST
Today you get to choose who you get to work with. Yes that's right - you get to choose the
businesses that wold be perfect for you. Why start with anything less?!
Today I want you to define 10 businesses to work with.
There are hundreds of thousands of businesses out there who could benefit from working with
artists and who want to inject some creativity into what they do. So you might as well start by
picking the ones that you'd really like to work with?
Remembering what you decided in Day 1 regarding your values and the types and locations of
organisations that you'd like to work with - start by doing some research.
This should be fun and it will not only help you find your perfect businesses partner it should
also give you some ideas to refine your original idea.
Here's some ideas to get you started - businesses who have :
Worked with artists before
Have a Corporate Social Responsibility Agenda
Run events
Have won awards in our three areas - Employees, CSR and Marketing.
Or businesses who are just really cool! (I'm still trying to get some of my artists into Facebook
or Google - I've not cracked it yet but I'm not giving up either!)
Larger businesses may have bigger budgets but can be harder to get your idea in front of..
Smaller ones may have less budget - but are more accessible.
Choose your approach but either way a fantastic idea will always win in the end

Circle of Friends - friends are the best aren't they?
They already know, like and trust you - so don't forget them here!
Who have you worked with in the past (in whatever capacity)?
Who in your circle of friends works somewhere that might be interested?
Who has bought from you, attended a show or yours or in whatever way loves your work?
Put them on your list.

DAY7:7:HIT
HITSEND
SEND
DAY

Congratulations You've made it to day 7!
But you're not quite finished yet!!
If you've competed all the tasks then you will have:
1. Decided what you do and do not want to do.
2. Learnt how businesses use the arts to solve specific business problems.
3. Identified and validated ideas for a product or service and picked one to focus on.
4. Created a short proposal or outline of your idea
5. Identified a target list of 10 potential businesses to approach
6. Tidied up or started your social media profile
So now - it's time to hit SEND! Which could be picking up the phone, sending an email or
writing a letter to let businesses know about all the brilliant things you can offer.
Please don't worry if you don't think it's perfect - - newsflash - it probably never will be!
At this stage all your prospect is looking for is the seed of an idea that they can work on with
you to get it just right for them.
This is the last piece of the puzzle or should I say the last act in the play, the last chorus of
the song, the last stroke of the brush!
It might feel scary but you've come this far so it's time to send your new creative baby out
into the world. I promise you that only good things will happen if you do!
Good luck and all the very best for the future,

PS One extra task! Please let me know how you get on - or if you have any questions or
anything else you'd like me to cover - you can contact me at
heather@betenminutesmore.com

DAILY ACTION CHECKLIST

1 YAD

Complete Worksheet 1 and get really clear on what you
do and don't want to do and any values to consider.

2 YAD

Get clear on WHY businesses work with the arts and
think about what problems you could solve in each area.

3 YAD

Complete the Post-It Note exercise to understand all
you can possibly offer. Worksheet 3 will help here.

4 YAD

Fill in the Grid on Worksheet 4 and jot down answers to
the four key areas you need to be really clear on.

5 YAD

Tidy up your Social Media and Web Presence and sign
up for LinkedIn

6 YAD

Find 10 Businesses that you would love to work with.
Work out how you will contact them and connect with
them on LinkedIn.

7 YAD

HIT SEND! Make an approach to at least one of your list
of 10 businesses - you can do it!

WORKSHEET 1
Use this worksheet to jot down your thoughts in each of these areas.

WHAT IS IT YOU LOVE TO DO / WOULD LOVE TO SHARE?

WHO WOULD YOU LOVE TO WORK WITH?

WHAT ARE THE PRACTICAL CONSIDERATIONS?

WORKSHEET 2
Take a look at everything it is that you currently do as part of your
arts or creative practice and see where it can align with the three
areas that businesses are currently working with artists.

SEEYOLPME
GNITEKRAM
YTINUMMOC
WWW.YOURWEBSITEURL.COM

WORKSHEET 3
Get all your ideas out of your head and onto paper - if you
haven't any Post-Its you can put your ideas down here!.

MY ONE IDEA IS:
__________________________________________________________

WORKSHEET 4
Use this space to get clear on each of the 4 key areas
- before you talk to businesses.

WHAT AM I OFFERING?

BENEFITS TO BUSINESS?

WHY ME?

RELEVANT DETAILS?

WORKSHEET 5
Write down 10 businesses that you would love to
work with. This is your prospect list.

1.

_______________________________________________________________________________

2.

_______________________________________________________________________________

3.

_______________________________________________________________________________

4.

_______________________________________________________________________________

5.

_______________________________________________________________________________

6.

_______________________________________________________________________________

7.

_______________________________________________________________________________

8.

_______________________________________________________________________________

9.

_______________________________________________________________________________

10. _______________________________________________________________________________
Next Step:
Now you've identified your 10 businesses - do some research about
who is best to contact and how to contact them.
HINT: The LinkedIn search function is your best friend here!

GET ON THE LIST!

SELLING TO BUSINESS
I am currently writing a Selling to Businesses Online
Course which will launch in Autumn 2020.

It will explore everything in this guide plus a lot more in
much greater detail as well as give you hands-on
support to get you ready to sell to businesses with
confidence.

Click this link below to join the waiting list plus you will
also get an 'early adopter' discount code!

JOIN THE LIST!
WWW.YOURWEBSITEURL.COM

