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Background



Why Marketing Matters 
Background - 1

Without Marketing, Creative Businesses Fail 
- 70% of creative startups fail partly due to lack of market understanding. (1) 

Without Marketing, Your Art Will Be Unnoticed 
- Even the most talented creatives need visibility to succeed. 

Without Marketing, You Will Struggle to Get Clients 
-  No marketing, no money – if they don’t know you, they won’t buy from you



Business Goals and Budget
Background - 2

Studies show that businesses with clear goals are significantly 
more likely to succeed. (2) 

Make a Budget for Your Business: 
- What do you want to achieve? Define your financial and creative goals. 

- How much do you need to sell, how much work is required, and at what price? 

- Create a best-case and worst-case scenario to plan for different outcomes. 



Target Audience
Background - 3

Understanding your target audience is key to effective marketing 
and business growth. 

Identify Your Ideal Clients: 
- Who are they? Define their demographics, interests, and needs. 

- How do you reach them? Consider both online and offline channels. 

- What problems do they have? Identify the challenges you can help them solve. 

- Do you speak their language? Tailor your message to resonate with them.



Personal Branding
Background - 4

Academic research confirms that when artists view themselves 
as a brand, it significantly boosts career performance. (3) 

Develop Your Brand: 
- You need to promote your business, which often means promoting yourself and your services. 

- Think about how you can comfortably promote yourself in a recurring way. 

- How can you make your brand more interesting to others in a sustainable and authentic way?



Overcoming discomfort  
in “selling” yourself

Background - 5

40% of artists say marketing and self-promotion are the hardest 
parts of their career. (4) 

Self Promotion - Crucial for success 
- Those who actively promote themselves achieve more sales and opportunities (4) 

- The first self-promotional steps are the hardest, but marketing is crucial for success in 
today’s world.



Importance of  
a Strong Portfolio

Background - 6

Your Portfolio is Your Shop Window 
- It's how you present your brand and services to the market. 

- It often forms the first impression of potential clients. 

- It establishes your business and brand. 

Your Portfolio - Best Practices 
- Quality over Quantity - showcase only your best work 

- Don’t just drop images – contextualize them 

- Be professional - Use a custom domain name



Part 2 
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Social Media
Digital Marketing  - 1

There are many social platforms that allow you to share your 
work and personality with a global audience at no cost. 

What to Do: 
- Your business is a brand – overcome the discomfort of promoting it. 

- Be authentic to your values and avoid overselling. 

- Create content you enjoy making and that others enjoy watching. 

- Engage with your audience – respond to comments, ask questions, and build connections.



SEO
Digital Marketing  - 2

Attract clients who are actively searching for what you offer. 

What to Do: 
- Identify what potential clients might search for. 

- Add relevant keywords to your title, headers, and content. 

- Increase backlinks by adding your website link to forums, social media, and other sites. 

Portfoliobox SEO-Guide: 
- A comprehensive SEO guide is available in your Portfoliobox Admin Panel. Login at: 
www.portfoliobox.com

http://www.portfoliobox.com


Email Marketing
Digital Marketing  - 3

Email remains one of the most effective marketing tools. 

What to Do: 
- Add a "Subscribe to News" signup form to your portfolio and e-commerce checkout. (Available 
in Portfoliobox.) 

- Collect email addresses at physical events or meetings (have a signup sheet for easy access). 

- Send updates about upcoming events, offers, or new work—your audience chose to hear 
from you!



Content Marketing
Digital Marketing  - 4

Content marketing means creating valuable, relevant content to 
attract and retain an audience. 

What to Do: 
- Think about what content entertains or is useful for your audience. 

- Choose a content format you enjoy (writing, video, audio) so you can stick with it. 

- Market your content on social media or through emails.



Paid Advertising
Digital Marketing  - 5

Investing money in ads can accelerate your exposure. 

What to Do: 
- Boost your social media posts with a few dollars to reach a much wider audience. 

- Create a local Google Ads campaign—Google Ads can be expensive, so start small and target 
your local customer base.



Community Engagement
Digital Marketing  - 6

Building relationships within online communities can expand your 
reach and create valuable opportunities. 

What to Do: 
- Join relevant online groups where your audience or peers engage. 

- Participate actively and contribute to discussions. 

- Network to create collaborations, gain insights, and generate sales.



Competitions
Digital Marketing  - 7

Entering competitions can boost your visibility, credibility, and 
open doors to new opportunities. 

What to Do: 
- Find relevant competitions – look for contests in your creative field. 

- Submit your best work – choose pieces that align with the competition’s theme. 

- Leverage exposure – even if you don’t win, share your participation on social media and your 
portfolio.
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Offline Marketing



Networking and  
Collaborations

Offline Marketing  - 1

Networking means building genuine relationships with people in 
your industry and related fields. 

What to Do: 
- Approach networking as relationship-building, not just self-promotion. 

- Attend events and meet people in your industry. 

- Follow up with new contacts—a quick message or email can strengthen connections.



Attending Fairs  
and Local Events

Offline Marketing  - 2

Physically showing up where your potential customers or peers 
are is highly valuable. Face-to-face interactions are powerful, 
and people remember a friendly conversation. 

What to Do: 
- Look up relevant events and plan ahead—by the time it's due, it's often too late to join. 

- Have a purpose for attending, even if you're not exhibiting yourself. 

- Engage with attendees and exhibitors—ask questions, start conversations, and build 
connections. 

- Follow up after the event—send a message or email to solidify new relationships.



Word-of-Mouth
Offline Marketing  - 3

Word-of-mouth is incredibly powerful—research shows people 
are 4 times more likely to buy when referred by a friend. (5) 

What to Do: 
- First and foremost, deliver quality in both your work and service. 

- Good communication and reliability are part of your “product” as well. 

- Engage your local community and friends—don’t be shy about mentioning that you're open 
for business. 

- Offer incentives for referrals, such as small perks or discounts.



Speaking Engagements  
and Workshops

Offline Marketing  - 4

Hosting workshops, lectures, and other events can establish 
authority and build your network. 

What to Do: 
- Plan ahead—what events would attract and engage your audience? 

- Create events that are enjoyable, accessible, and provide real value for attendees. 

- Network and connect with participants—follow up afterward to build lasting relationships.



Leveraging Local Media  
and PR

Offline Marketing  - 5

Getting featured in local media can boost your credibility and 
expand your reach within your community. 

What to Do: 
- Identify relevant local media outlets. 

- Create a story with a local angle. 

- Reach out with a compelling pitch—highlight how your story connects with their audience.



Exhibitions
Offline Marketing  - 6

Showcasing your work in exhibitions helps build your reputation, 
attract clients, and connect with potential clients or 
collaborators. 

What to Do: 
- Find relevant exhibitions – explore local, national, or online opportunities in your creative 
field. 

- Prepare a strong exhibition – tell a compelling story that excites and engages your visitors. 

- Plan your presentation – consider framing, display setup, and supporting materials like 
business cards or artist statements. 

- Engage with visitors – network, answer questions, and make connections for future 
opportunities. 

- Promote your participation – share the event on social media, your website, and email list to 
maximize visibility.



Agencies and Consulting Firms
Offline Marketing  - 7

Partnering with an agency or a consulting firm that works with 
creatives in your niche can help you land consistent work, gain 
industry exposure, and focus on your craft while they handle 
sales and negotiations. 

What to Do: 
- Find agencies or consulting firms that specialize in renting out creatives in your field. 

- Prepare a strong portfolio – showcase your best work to attract representation. 

- Reach out professionally – craft a compelling pitch and contact them personally.
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Monetization Strategies



Online Store
Monetization Strategies  - 1

Thanks to e-commerce platforms like Portfoliobox, creatives can 
easily create an online store for their products or services. 

What to Do: 
- Easily add a store to your Portfoliobox portfolio and start selling. 

- Use high-quality visuals and detailed descriptions—they significantly impact sales. 

- Go beyond basic descriptions—tell the story behind each product to create a deeper 
connection with buyers.



Selling Services
Monetization Strategies  - 2

Many creatives earn money through commissioned work or 
client services. 

What to Do: 
- Clearly define your services on your portfolio website. 

- Showcase past work and testimonials to build trust and credibility. 

- Make it easy for clients to book you—use a contact form, booking system, or direct 
messaging. (Available in Portfoliobox.) 

- Set expectations upfront—communicate timelines, revisions, and payment terms. (Use 
Portfoliobox Quotes.)



Marketplaces
Monetization Strategies  - 3

There are several marketplaces such as Etsy, where creatives 
can sell their work. 

What to Do: 
- Research the best marketplace for your niche. 

- Optimize your listings—use high-quality images, detailed descriptions, and relevant keywords. 

- Price your work strategically—factor in platform fees and competitor pricing. 

- Provide excellent customer service—fast responses and good reviews boost visibility and 
sales.



Print-on-Demand
Monetization Strategies  - 4

Sell your art, designs, and merchandise without handling 
inventory or shipping. 

What to Do: 
- Choose a platform – options include Redbubble, Society6, Printful, TeeSpring, and Zazzle. 

- Upload high-quality designs – ensure files meet platform requirements. 

- Diversify your product range – offer prints, apparel, home decor, and accessories. 

- Optimize listings – use clear descriptions and relevant keywords to increase visibility.



Licensing and Passive 
Marketplaces

Monetization Strategies  - 5

Earn money by licensing your work or selling digital products 
that generate income over time. 

What to Do: 
- Join licensing platforms – sell artwork, music, photos, or designs on sites like Adobe Stock, 
Shutterstock, Pond5, and 123RF. 

- Sell digital assets – create fonts, templates, brushes, or stock illustrations for Creative 
Market, Envato Elements, and Gumroad. 

- Offer royalty-based products – get paid every time someone uses or downloads your content. 

- Optimize your listings – use clear descriptions, strong keywords, and engaging visuals to 
increase sales.



Freelancing Marketplaces
Monetization Strategies  - 6

Offer your creative services on top freelancing platforms to find 
clients and grow your business. 

What to Do: 
- Choose the right platform – popular options include Upwork, Fiverr, Freelancer, 
PeoplePerHour, and Toptal. 

- Create a strong profile – highlight your skills, past work, and unique value. 

- Optimize your service listings – use keywords and clear descriptions to attract clients. 

- Start with competitive pricing – gain experience and reviews before increasing rates.



Subscription-Based Content
Monetization Strategies  - 7

Earn recurring income by offering exclusive content to a 
dedicated audience. 

What to Do: 
- Choose a platform – options include Patreon, Ko-fi, Substack, or YouTube Memberships. 

- Offer valuable, exclusive content – behind-the-scenes, tutorials, early access, or premium 
resources. 

- Set clear membership tiers – provide different levels of content or perks based on pricing. 

- Engage your subscribers – interact regularly to build a loyal community.



Crowdfunding
Monetization Strategies  - 8

Raise funds for your creative projects by engaging your audience 
and supporters. 

What to Do: 
- Choose a platform – options include Kickstarter, Indiegogo, GoFundMe, and Crowdfunder. 

- Set a clear goal – define your funding target and what it will be used for. 

- Create compelling rewards – offer exclusive content, early access, or unique perks for 
backers. 

- Tell a strong story – explain why your project matters and how contributions will make a 
difference.



Influencer Sponsorships
Monetization Strategies  - 9

Many creatives can reach a large audience on social media. 
Sponsored content and affiliate programs can become a valuable 
income source. 

What to Do: 
- Only promote products that align with your brand—avoid diluting your credibility. 

- Always disclose paid collaborations—be transparent with your audience. 

- Work with products you trust—recommend companies and products that you genuinely 
believe in. 

- Negotiate fair compensation—charge based on audience size, engagement, and content 
value.
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Scaling



CRM
Scaling - 1

A Customer Relationship Management (CRM) system helps you 
organize and grow your client base efficiently. 

What to Do: 
- Choose a CRM – options include HubSpot, Zoho, and many more. 

- Organize your customers – organize contacts into categories. 

- Set reminders for client check-ins and targeted outreach.



Outsourcing and Services
Scaling - 2

Free up time by outsourcing tasks so you can focus on your 
creative work. 

What to Do: 
- Identify time-consuming tasks – admin work, editing, or bookkeeping 

- Hire freelancers or services – use platforms like Fiverr, Upwork, or virtual assistants. 

- Use online services and tools that simplifies your tasks - such as Portfoliobox, Calendly and 
QuickBooks.



Automating Marketing  
and Sales Funnels

Scaling - 3

Find potential customers and automate email outreach to grow 
your business. 

What to Do: 
- Find customer email addresses – use tools like Hunter.io, Apollo.io, or Voila Norbert to gather 
leads. 

- Automate email outreach – set up cold email campaigns with services like Mailshake, Lemlist, 
or Woodpecker. 

- Schedule follow-ups – automate reminders and drip campaigns to nurture leads.
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Todo List
Actionable Tips - 1

☐Set your business goals – define what success looks like for you. 

☐Research your target audience – understand who your clients are. 

☐Define your personal brand – clarify your style, values, and message. 

☐Define your product/service mix – Can you monetize by selling services, products, licenses, or something else? 

☐Make a marketing plan – digital & offline. 

☐Create your website with Portfoliobox – including domain & professional email. 

☐Start executing your marketing plan – don’t procrastinate, take action. 

☐Evaluate, follow up, improve, and repeat – track results, adapt, and grow. 

And remember  – everything doesn’t need to be perfect. Start with something simple today, learn as you go, and refine over time. 
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www.portfoliobox.com  
P.S. Remember – No marketing, no money

The end 
Thank you and good luck!

http://www.portfoliobox.com

