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1. Recognize the perceived value
«understanding = enjoying
*social motivation
* customization, tailor-made offering
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2. Create different packages
* portfolio, different prices & messaging
«discussions, catering, special venue
*add-ons, customization options
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3. Communicate the value
* envision attendance and enjoyment
*social mission, scarcity, reviews
*simple to explainto friends
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4. Check your requirements
« enjoyable
* revenuevs costs
\ * sufficient resources, repeatable
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Figure: How to create a good offering




1. Which immersive and interactive experience can you think of that could take place e.g. in your studio, in a person’s home, at a conference or some particularly interesting location? Which interesting facets of your creative process could you share? Think about behind-the-scenes aspects, opportunities for informal discussions between artists and audience members, private performances / exhibitions, co-creation, etc.
2. Which types of patrons would find this kind of new experience particularly appealing? How could you tailor these offerings to their interests and preferences even more to increase their perceived value? Create packages for different audience types and budgets.
Example target market categories:

· individual existing fans

· novices to your art form

· groups with different types of social interests

· families

· aspiring artists and their relations

· schools and universities

· corporate customers and their agencies

Variants of offerings:

· event with fixed date and venue vs details based on customer agreement
· degree of interaction – more or fewer opportunities to engage personally

· degree of the presentation’s formality – final works vs in-progress exhibitions

· degree of customization and personalization options
3. What would be a compelling way of describing your new experience and its value to prospective customers? How much could you charge for it?
4. Reality Check: Do you have enough resources available to deliver the new experience? Can you get ready at short enough notice? Can you make enough money if you don’t sell it to many people? Otherwise try to craft a different way of delivering this type of offering.
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