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Hey there everybody, it’s Cory Huff from The Abundant Artist, and this is the Facebook Marketing for Artists webinar.  If you can hear me, go ahead and type “hi” into the chat or the questions.
Excellent, everybody can hear me.  Hello, hello, Lisa, Deb, Mel, El, Catalina, Rhoda, and where is everybody from?  Rebecca, Kim, Linda, Washington, the Netherlands.  The Netherlands, it’s like two o’clock in the morning El, awesome.  Southern Oregon, yeah Oregon, Indiana, Mexico, Michigan, Gibson, BC Canada, love BC, I lived in Vancouver for two years, Christie, Wisconsin, one of the few US states, I haven’t been to yet.  Hey John, Victoria from Virginia, Ann is in Australia, California, Arkansas, Maine, Rhode Island, Missouri, Dallas, Washington, Jackie from Connecticut, Nora from Newberry Park, excellent, three o’clock in the morning says El, nice, in Norway.  Canada, Niki Peduka Kentucky, that’s a place I want to get to, I want to check that place out.  Southern California, Phoenix, Arizona, Maine, Missouri, Alabama, okay, awesome, awesome.

Let’s get started, thank you so much everybody for joining us for the Facebook Marketing for Artists webinar.  I’m Cory Huff.  And I’m going to just go ahead and dive right in.

So many people tell me that Facebook marketing isn’t working.  I post every day.  I post my art on Facebook every day and nothing happens.  Or only five people saw my post, five, that’s an actual quote that somebody sent me when I was asking for people’s questions about Facebook.  Or people don’t buy expensive art on Facebook all they buy is $50 prints.  And this is interesting to me and we’re going to explore this today.
I also got a lot of other feedback from artists.  I got some really good stories.  Artists are indeed selling art on Facebook.  Melissa Dinwitty shared a story with me.  She shared some work in progress pictures on her page and somebody liked it enough that they messaged her and said hey, I want to buy that.  Can I come by and get it?  And so they were local, so they came by her studio and they picked it up and while they were there, they saw another piece they wanted and all together spent $1,500.  

But it doesn’t stop there.  Artist Lisa - Lisa Frick, I think Lisa is actually on the webinar, so this will be fun.  Lisa shared a story with me.  Somebody asked her if Lisa would paint their furniture and paid her $2,500 just to paint the set of table and chairs, that’s pretty awesome.

And artist Janet Thatcher, Janet regularly does commission work, and she’s picked up several $3,000 or $4,000 commissions off of selling art on Facebook.  So this is pretty fun.  I think that we can pretty safely say that artists are indeed selling their art on Facebook and I get these quotes from these artists, you know it’s pretty simple to do.
The collectors saw it and they just had to have it.  They were excited about it.  The collector sent me a message and asked me if I would and I did.  Would you do this commission for me?  Would you paint this furniture for me?  And you have to build those connections and relationships.  It takes time.  One of the misconceptions that a lot of artists have is that you can just post something up on Facebook and all of your fans will get all excited and they are going to just buy it every time you post something.  It’s really not that simple.  You have to invest the time and the money like all the rest of your marketing, you’ve got to invest the time and the money into your marketing to make it work.
I love seeing these questions that are coming in, you know please feel free to continue - please feel free to continue posting questions, I will definitely be answering those, I may not get to them until the end, but we’re going to try to answer all of these questions as we’re reeling through.

So what you actually need is a Facebook marketing strategy.  A lot of artists go into their Facebook marketing and say you know does - should I do this, should I that, you know, what tactics should I be using.  But what you actually need is a strategy and take a step back from day-to-day posting and interacting on Facebook and say what do I actually need to be doing.  How do I think about Facebook marketing?
So first things first.  If you don’t know me, hi, I’m Cory Huff.  I live in Portland, Oregon with my wife and our two perfect cats.  If I had been thinking ahead, I would have posted some pictures of our cats here.  People on the internet love cats.
I started doing Facebook marketing back in 2009.  I was working for an internet marketing company.  I was - I had only been out of college for a couple of years at that point, and we were saying pay per click advertising, mostly on Google, those little ads you see on Google.  And Facebook’s ad platform had come out recently, and I kept saying to our bosses, hey we should be doing Facebook marketing, and they eventually said great, Cory, we should totally do Facebook marketing, and then they handed it off to me, and said you go do it.

So I went and learned how to use Facebook’s ad platform, and then I trained our sales team on how to sell, and I trained our support team on how to support it, and that became a big, new service that we offered.  And at the same time, I was also working with a lot of my artist friends.  I come from an artistic background, I have a Bachelors Fine Arts degree in theater, I’m an actor, and a story teller, and all my friends are artists, painters, sculptures, performers, all that kind of stuff.  And I was teaching my friends how to get found on Googles, and how to use Facebook and all that kind of stuff.  And I started The Abundant Artist as a blog to sort of explore these ideas on how creative people can make money online.  Originally, it was just a side project.  But as things snowballed, and I started teaching more and more classes, I eventually ended up having to quit my day job, not having to, getting to quit my day job so that I could spend all my time working with awesome like yourself.

So last year, I started doing a lot of extensive testing, because Facebook’s ad platform has changed a lot in the last couple of years.  And so I started working and saying okay can artists really benefit from the Facebook ad platform?  What can we really do?  So I grab a small group, about five artists, and we started running some tests on Facebook to see what works and what doesn’t work for different artists.
And this artist, her name is Dalani Tanahy and Dalani lives in Hawaii and she makes kapa which is a traditional Hawaiian art.  They take the bark of a particular kind of plant and they pound it out into a cloth-like substance and then they paint patterns on that.  It’s very popular in Hawaii.  It’s very old.  And we started running ads to point Hawaiians to Dalani’s kapa page, and this is what happened.  138 website clicks, we spent $32.44, she got a new commission out of it.  She got four new students for her kapa making class which resulted in a total of $6,000 in new revenue and that happened in a week.  So I’m pretty excited about what we’re going to be able to show you here today.  I’m very excited about showing you how to make money from Facebook, how to sell your art using Facebook.
So the first thing first is you really need to start by using a Facebook business page, not a personal profile.  And I’ll explain why.  There’s a bunch of tools that you get with the Facebook business pages that you don’t get with a personal profile.  On top of Facebook’s terms and conditions say that you are not allowed to sell stuff and run a business through your personal profile.  So it really needs to be done using business pages.

Now obviously up at the top there, you see the notifications, you get notifications with your personal page, but there’s a bunch of other stuff, that business profiles allow you to do.  Over on the right-hand side you see the arrow pointing to where it say it says post reach, post engagement, sign up.  These are stats, so that you can see how your business is actually performing.  And then on the bottom left-hand corner, you can see how many new likes you’re getting in given time period.

This is super helpful information and it goes much, much deeper, and we’re going to show you what I’m talking about.  So once you have created your Facebook business page, the next thing - the most important element of that page is your cover photo.  Now, you click on that, add a cover photo part up on the left-hand corner after you’ve created the page, and I’ve created a Cory Huff Painter test page here, I’m not actually a painter, but you’ll see what I’m talking about.

So what make a good photo?  Let’s look at some stats.  Facebook says that it has to be 851 by 315 pixels.  If it’s off by a few pixels, it’s not a big deal, Facebook will just resize it, but that is the aspect ratio that you want to be using.  Your Facebook cover photo should show your very best art.  It should show off your newest work, the stuff that sells the most, whatever makes you look the best, and should feature some sort of solid call to action.  And I’m going to show you what I mean by a solid call to action.
Let’s look at a couple example cover photos.  Natasha Wescoat if you’ve been reading The Abundant Artist for a while, you’ve seen me mention Natasha a whole bunch of times.  Natasha is one of my favorite artists and you see on her cover photo, she’s used Photoshop or some other image manipulating program to throw up a little sign that says “Watch me painting videos on YouTube and become my patron on Patreon” and her shop now button is over the top of that Patreon logo, she can probably move that.  But this is what I’m talking about a call to action.  Let people know what else you’ve got going on.

This is a good one two, the artist Brian Kesinger.  He attended Comic con this year and he let all of his fans know with a profile photo that he was going to be at Booth 4712, so anybody who showed up at Comic con could go ahead and find him at booth number, and then he’s using the cover photo itself to show off this Octopus which is a popular piece from one of his latest works.

Or the artist Abril Andrade who we featured a few time on The Abundant Artist.  Abril has a huge number of Facebook followers.  She’s featuring some of her big eye girl work as well as encouraging people to come and support her on Patreon which is a crowd funding platform for creative people.
All right, but one of the best cover photos that I’ve seen is photographer Robert Sturman.  He mostly does photographs of yoga teachers, yoga practitioners as well as people practicing yoga in prisons.  His prison yoga series is one of the most moving photography series I’ve seen in a while.  I really, really love his stuff.  

Now, you’ll notice that Facebook cover photos don’t actually allow you to have a click call to action.  So you see over on the right-hand side, it says, click for details.  Now any photograph that you click on Facebook shows you a light box pop up, like this one here.  So when you click on his cover photo, where it says click for details, you get a light box pop up, and then in the description on the right, Robert is letting people know hey, if you want to check out some of the live workshops that I do for my photography, go ahead and click on that link over here.

So this is a great way of using a cover photo to get people to take action from your Facebook business page.  Now, at this point a lot of people ask me if I post my best images on Facebook, are people going to steal them?  And I’ll say this, anytime you post something on the internet, you run the risk of people stealing it, but there’s a few things that you can do to mitigate that.  Yes, you can do small watermarks, things like that, nothing too obtrusive, because you don’t want to ruin the experience of people looking at the art, but there are a few things that you should keep in mind.
You have copyright to your work by default, just by putting it on the internet, that doesn’t mean that you’re giving up your copyright.  If you want to enforce your copyright, you do need to register that copyright with the US copyright office, just Google their web page and when you go to their web page, there’s a little button there that says register your copyright.  It’s very easy and I think it’s relatively cheap.  It’s either $20 or $50, something like that.

And for some reason there’s  this rumor going around that if you upload images to Facebook, then you’re giving Facebook the right to use your images in whatever way they want, and that Facebook is going to somehow profit from your images.  And that’s not really true, not any more so than uploading any of your other content or status updates or information to Facebook.

Facebook’s terms and conditions do ask for a transferable copyright but all that means is they’re asking you for permission to upload your image to their servers, and to move the data of your image around on their various servers so that they can handle the complex systems that come along with being a website as large as Facebook is.
Now you own the copyright to your images, but a copyright is only as good as your ability to enforce it and unfortunately if somebody steals your work, it’s very expensive to try to recoup those losses.  So what I like to tell artists is it’s not about whether or not you can enforce your copyright, or whether or not you have a copyright.  It’s about being ubiquitous on the internet, so that anybody who sees your work automatically knows that your work is yours, and they recognize your style.

Now back in 2013, the artist Lisa Congdon, she was uploading images to Facebook and uploading images to other parts of the internet, and Lisa had a really big following on her blog and on various social media, and she noticed that the company Coty Foster had stolen some of her designs and sold them to West Elm, Anthropology and other companies.  She posted about it on her blog and her social media platforms and the internet took off.  It got picked up by Jezebel which is a blog with a huge following, and from Jezebel it took off across millions and millions of shares across social media and Anthropology and West Elm and Fab and a bunch of other companies that had been carrying that stolen work, all shut it down, and Lisa was able to recoup some of her losses.  So being ubiquitous across the web, across Facebook is your insurance policy against people stealing your work.

So let’s dive into how do use Facebook effectively, and how to use Facebook to grow your audience.  So the first thing that I always tell artists, after you’ve got your business page set up and you have all of your information filled in, people always ask me what do I post?  What do I say on Facebook?  The default most powerful post that you can put on Facebook is your work in progress post.  And here’s a screen shot from Natasha Wescoat sharing a 15 second video of her walking through a work in progress of one of her latest pieces.  It doesn’t have to be a video.  You can just snap an iPhone of a piece in progress, you can grab a short little video like Natasha’s done here just giving people a way in, understanding a little bit about the behind the scenes aspect.  Think about movie previews and how much we all love movie previews before we go to big movies.  That’s what people want.  People want a little way in, so you can do a video or a collage of the images, and then what I love here is Natasha is not - she’s not just saying here’s my latest work, she’s showing a little bit of enthusiasm, she’s saying - she glows, and it’s so pretty, can I keep it myself, she’s using exclamation marks, and she’s excited.  So that kind of stuff is awesome, because it gives people permission to get excited about your work, because you’re excited about it, and that’s really powerful.
And the thing I love about this is this webinar that you’re listening to now is a replay of a webinar that we did last week, and in one week, since we did this webinar, I’ve had several artists email me and say that they tried out these work in progress posts, they got a bunch of likes, a bunch of comments, a bunch of shares, and the artist Ryan Levin, it stated a recurring series called work in progress Wednesday and literally the first time she did it, she got a sale on Facebook from her business page with only a couple hundred followers, she got that for a sale, she sold this hand painted mug, and she actually sold six of them in one order.  So that’s pretty exciting stuff.  Those work in progress posts are really powerful.

Some other things that you can do on Facebook, in order to get more people to like your page, and to start building up some momentum you’ll want to click on those three little dots over there on the right-hand side, and you’ll get a drop-down menu, and you want to click the suggest page option.  Once you do that, you’ll get a little screen that looks like this, and this gives you an opportunity to upload your mailing list.

So if you have just a list in Gmail, or whatever your personal email account is of all the people who are supportive of your work and who follow you in other areas, you can upload your email list to Facebook and Facebook will send them one email that says hey you know Cory has invited you to follow their Facebook page here check it out, and if you’re using a service like mail chimp or vertical response or something like that, you can just directly import your list from those services, right over to Facebook and Facebook will email those people, a very powerful way of growing your list.

Another way of finding some additional followers is using Facebook’s graph search for pages and groups.  So you can see up in the Facebook search bar, I typed in pages liked by people who like Natasha Wescoat fantasy artist.  And after I perform that search I get a handful of results.  And you’ll see a bunch of pages.  So people who like Natasha Wescoat’s Facebook page, they also like the page Fairy Magazine, they like the page Suicide Girls, Dita Von Teese, there’s some variety but there are some common themes here, so you can see some pages that have fans who are going to be enthusiastic about Natasha’s work.
So then building relationships with those pages and encouraging those pages to share your work.  You can also use this same search to find groups that are interested in the kind of work that you do, and sharing your work there, and developing relationships there.  Facebook is - you know there’s 1.2, 3, 4 billion people on Facebook now, there’s a lot of people on Facebook so performing these kind of searches and finding little niches within Facebook is a great way of building relationships with people and getting the ball rolling on your Facebook page.

Another thing that you can do, if you have a website, and you should have a website by now, you can - you can use Facebook’s social plug-in tools to create this “like” box which is what I have a screen shot of here.  The like box grabs your Facebook page and shows people - you can see right there at the top, it says you and 122 other friends like this, it shows people who their friends are that like this page, and it shows them a feed of what your posting on Facebook.  So you can post this page plug-in into your website, and people will be able to like your Facebook page right from your website.  A really powerful way of getting more people from other parts of the web over to your Facebook page.  So that’s sort of the basics of how to get your business page set up and how to get people liking your page for free.  

The next thing that I want to show you is how to really supercharge your reach using Facebook ads.  And I’m going to actually walk you through right now how to create your Facebook like ad and I’m going to show you some of the common mistakes that most artists make using Facebook advertising.

So over on your business page on the right-hand there’s that blue promote button.  You’re going to click that promote button and you get a drop down menu that says go to ads manager.  You click that, and this is the basic Facebook ads manager interface.  So from here, Facebook will show you over on the left-hand side.  Now this looks kind of confusing, but it’s really - it’s not that confusing, and I’ll break it down for you, there’s a lot of options, but we’re going to ignore most of the options.  We’re just going to show you the basics.
So over on the left-hand side it shows you what you’ve spent over the last few days.  Over on the right-hand side, it shows you any problems that your ad might be having, and then on the bottom left-hand corner, it shows you the latest ads that you’re running, and then on the right-hand corner, it shows you the performance of those ads, how much you’ve spent, and how many people have seen it, and how many people have clicked on those ads.

So over on the top right-hand corner is that green button where you can create your first ad.  So what we’re going to focus on here is the promote your page ad so you can get more people following and liking your page.  So once you click that “promote your page” ad, it’s going to show you a drop-down of the kind of pages, all the pages that you have created, I manage a lot of pages, so I’ve grayed out all those other pages, and I’m just focusing on the test page that I created, the Cory Huff Painter page.
So this is the screen that comes up after you choose your page, and we’re going to ignore custom audiences for now, we’ll talk about custom audiences here in a minute.  Location, so a lot of times I see artists trying to target like the whole world.  I want to target every English-speaking country in the world.  Or if they live in a particular part of the US, they want to target all of the United States, that’s actually one of the biggest mistakes, you want to try to make your Facebook ads as relevant and specific to the people who are following you as possible.

So for example if you live in New York city, maybe just run your ads at New York City and the New York metro area, if you live in Los Angeles, the same thing, Chicago, Atlanta, Santa Fe whatever, targeting specific regional places especially if you’re a local artist who has a lot of local shows, this is a really powerful way of grabbing local people.

Age.  You don’t want to just target a bunch of 18-year olds, teenagers who don’t have any money, you want to raise that age up a little bit, if you’ve been in the art game for a while, you probably know that your average buyer is maybe over 30, or maybe over 40, so make sure you adjust that age targeting accordingly.  A lot of artists only do work that is appealing to women, or only do work that is appealing to men, so you can play around with targeting there.  You can leave the languages default, if you’re in an English-speaking country, it defaults to English, most people who see Facebook ads are English-speaking, but if you’re in Norway for example, then you might want to adjust the languages there.

Now this is where Facebook ads get really, really powerful.  This is where you can start to narrow down interests very specifically.  So for example if you are a pet portrait artist, and you want to get some more pet portrait commissions, then you can target your ads specifically at people who have an interest in cats and dogs, or if that’s not a good fit, maybe you make the kind of art that does well as home furnishings, maybe you paint beautiful landscapes or other stuff like that.  You can target people who are actively searching on Facebook for things like high end home décor, home furnishings and accessories.  Facebook has a very wide reach, and Facebook has lots of advertising partners.
Facebook knows if you are out on the web searching for things to decorate your home with, and you can use Facebook’s ad platform to target people who are actively looking for things to put in their homes.  So this is a really powerful way of doing that.

Another thing that I see - so since we’re running an ad specifically to get new people to like your page, you can also exclude people who already like your page from seeing your ad.  That way you’re not paying for those people to click on your ad again.

Okay, so once you’ve set up the targeting for your ad, the next thing you want to do is set up your budget and timing.  You can run Facebook ads for very little money, and this is one of the things that I think is so funny to me because all other forms of advertising or nearly every other form of advertising is pretty expensive, buying banner ads, buying Google ads, buying magazine ads, all super expensive.  
You can get real results from Facebook ads by spending $20, $30.  So I set my budget to two dollars a day, and I set a start and an end date for two weeks, which means I’m going to spend $14 total.  And then one of the things that a lot of artists don’t do, is they don’t set - down at the bottom, it says optimize for - and it’s page like ad, so it’s going to come preset as page likes.  But then in pricing, make sure you select, set the amount of page like as worth to you, and set it low, 10, 20 cents something like that.  That is going to tell Facebook that you are targeting a low-click amount, or basically you’re not willing to bid too high to get people to like your page.  And Facebook is going to say okay, well we’ll show your ad to people and we’ll try spend about that much money per page like.  You know it’s not going to be exactly that much every time, it’s going to vary a little bit, but this is a great way of keeping your costs down and you can imagine that if I am in the 10 to 20 cents per like range, you can imagine how many likes I’m going to get for that $14 I’m going to spend, that’s pretty powerful stuff, right?

Let’s talk about choosing the images that you’re going to use for your ads.  So Facebook says that your image size should be 1,200 by 444 pixels.  Now, that’s so that Facebook can resize the image for different formats, for desktop, for mobile, or for other - the right-hand side column.  Images that work well for Facebook ads.  Your headshot tends to work pretty well, a nice professional image of your face, your very best art and with maybe a little text over the top of it.  
And you can use - if you’re not familiar with Photoshop, you can canva.com for sizing and editing your images.  Canva has some awesome templates already built.  You can choose Facebook ads templates, Facebook cover photo templates, and all you have to do is upload your work and move it around, and resize it to make sure that it looks good within that template.

Do keep in mind that if you’re going to add text to your add, less than 20 percent of the image can have text on it, so just keep that in mind.  So here’s an example ad that we built, remember I was talking about Dalani we spent $30 on ads for her and she made $6,000, this is the ad that we built for her, it’s not a great looking ad.  
And the reason that I chose to show this ad, is even though this ad didn’t necessary look great, it still performed really well, because we targeted really well, we targeted people in Hawaii who had an interest in this kind of stuff.  We did a really good job with the targeting, so the okay-looking ad sort of outperformed what you would think it would do.

Now, once you’ve selected your targeting, selected your budget, selected the images you’re going to use, go ahead and click on that “place order” button on the bottom right-hand corner, and your ad will run - Facebook will approve or disapprove the ad within a few minutes and your ad will run for the time that you’ve set.

Now, that’s a lot that we’ve run, but that’s not all that Facebook ad platform can do and there’s a bunch of stuff that Facebook’s ad platform can do that you probably don’t know about that I want to just briefly touch on here.  Now this screen that I’m showing you here looks kind of confusing and maybe a little bit scary, it’s got tons of numbers on it, tons of information, this is what’s called Facebook’s power editor.  
So once you’ve managed the basic ad interface, you can jump into the power editor, and there’s a bunch of stuff here that you can do, that you can’t do outside the power editor, and I’m just going to show you a couple of things that are really, really powerful.  We’re not going to get too in depth, because I don’t want you to get lost, but I just want you to be aware of these things, so that you can go try them on your own.
So the first thing that - remember we talked about custom audiences when we were setting up the “like” ad.  Power editor is where you can set up your custom audiences, and a custom audience might be your email list, you can actually upload your email list to Facebook and then Facebook will check all of the emails on your mailing list and check their own database and see okay, how many people on Cory’s list already have Facebook accounts.  Okay, so we’re going to show these ads that Cory has created only to the people on Facebook, who are also on Cory’s email list.  
That’s really, really, really powerful, because those people have already raised their hand to say yeah, I like Cory, I like his work.  I want to see more about it, I want to hear more about it.  I want to get emails from Cory.  And then you’re going to be able to write emails - or write ads specially to those people in a much more targeted personalized way than you will just a general Facebook audience.

You can also create a custom segment off of website traffic.  Facebook will give you a little line of code that you can put on your website, and basically anybody who goes to your website, you can run an ad targeting those people.  So if you’ve ever gone like shoe shopping for example, and you look at a particular pair of shoes online, and then you go over Facebook you might see ads for those shoes all over Facebook, that’s not a coincidence, that Facebook allows you to specifically make ads targeting those people, and it’s really powerful, retargeting ads like that.  It’s called retargeting, generally speaking tend to perform twice as good as non-retargeting ads.

One other thing that I want to show you that I think is just fantastic and I’m having a lot of fun using is called Facebook look alike audiences.  So once you’ve uploaded your mailing list, or you have built a custom segment off of people who have visited your website, because there are so many people on Facebook, Facebook can analyze that list and say okay, all of these people they live in Portland, Oregon, and they all like Cory’s work, and they all have these other attributes in common, or a lot of them have these attributes in common.  
So we’re going to grab this other group of Facebook users and we’re going to show ads to those people so they can essentially clone your existing audience, and that is super powerful because Facebook is basically saying hey we know which of our users are most like the people who are already your customers and fans.  So that’s really, really powerful stuff.

And once you’ve sort of got that down, people always ask me, okay so Cory, how does this fit in - how does Facebook fit in with the rest of my marketing strategy, and hopefully you’re aware of the sales funnel concept, and if you’re not I’ll just explain it briefly.

Sales funnels are a concept we use to - in business to talk about where people are at in the journey to buy something from you, because most people most of the time are not going to buy something from you or from any other company the very first time they encounter you.  Research shows that people need to encounter you or your brand anywhere from seven to 15 times, depending on whose research you read.

So people need to be exposed to you.  They need to hear a little bit more about you.  They need to maybe talk about you and talk with some of your customers, and maybe leave comments on your Facebook page for a little while, before they’re going to feel comfortable making a purchase from you.

Where Facebook is really powerful is generating that brand awareness and giving people an idea of who you are and what you do, and what you’re about and then you can use Facebook’s advertising platform to encourage those people to like your page, encourage those people to join your mailing list and raise their hands and say I am a potential sales lead.  
And I want to show you a couple of artists who are doing an amazing job of taking people from Facebook and from other social media and elsewhere and using email to convert those people into sales.  So Jolie Guillebeau is an artist.  Every time she comes out with a new series, she usually does it in series of 100 pieces, she will email her list every day for 100 days, letting them know okay here’s the next new piece, here’s the next new piece, here’s the next new piece.  Each email usually includes a little paragraph story about what that piece is about and how - what her inspiration was for creating it, a very simple thing to do but people love Jolie’s emails.  And when she doesn’t send them out, they get sad and they email her and say hey where’s my Jolie emails?

Now, if that sounds overwhelming in sending 100 emails over the course of 100 days sounds exhausting, the other thing that you can do, and this is something that my wife loves.  This artist also in Portland named Amy Ruppel, and a few times a year Amy loads up all of her art to her online store and she emails everybody on her mailing list and says hey my store is open again and usually that sells out within a couple of hours.  Amy is a pretty popular artist, so she’ll send an email out at six, seven o’clock in the morning, my wife gets up at eight or nine in the morning and doesn’t check her email until noon, and by that time everything is already sold out.  
That happened to us four or five times, until last year we finally just said Amy, you know what, we’re never going to catch one of your sales, we’ll just commission you to - we’ll just pay you a commission to make a piece for us, how does that sound?
So taking people off of Facebook onto your mailing list, onto your website is where Facebook becomes really, really powerful.  Just a quick recap in case you got lost, I want to catch us to where we’re at now.  It is possible to sell original art at $4,000 plus, I’ve shown you some examples of artists who have done that.  I’ve shown you what makes a great cover photo, and talked about the importance of Facebook business pages.  
I’ve talked about building your very first like ad, and shown you how to maximize your expense so that you get lots and lots of likes for very little money.  And I’ve shown you some of the awesome stuff that the power editor can do, and talked about sales funnels and how to get people off of Facebook onto your website and into your email list.

So I want to take just a couple of minutes here, I’m going to get to everybody questions, if I haven’t answered your question yet.  I just want to talk a little bit about the Facebook marketing for artists course, it’s been around for a couple of years, this is our fourth year running the course.  
Up to now, that course has been just a one-hour webinar on Facebook basics, it’s great for that.  This artist in Australia Asphyxia, she’s great, she’s amazing, she’s also deaf, she’s making a living as a deaf artist, I love it.  She took our Facebook course and sold two paintings right away a couple years ago and she says our course made her business.
What we have done with the course now is far and away above and beyond what it was when Asphyxia took the course.  I just want to show you very briefly what that course is.  
There’s four modules in the course and each module has a couple of lessons inside of it.  Module one is all about how to set up your Facebook page correctly and get to your first thousand fans.  So everything we’ve talked about in the webinar today about getting the business page set up, I go through that in fine detail showing you exactly what buttons to push and exactly what to put in each field, how to fill that out effectively.

And then in Module two we show you how to write great Facebook posts that get liked, clicked and shared.  And I walk you through Facebook’s insights platform that actually shows you know which of your posts are performing the best, what time of day people are on your Facebook page, it shows you where your likes are coming from and how your page is performing in mobile versus desktop, and a whole bunch of other information.

In Module three, we actually get into getting people off of Facebook and onto your mailing list, so all the stuff that we talked before showing the Facebook like ads, showing you the power editor stuff, we’re going to get deep into all of that, and show you how to use Facebook ad platform in Module four.  

Which Modules one, two and three are available now.  Module four will be out next week.  That ad platform [inaudible 00:37:12] is some really powerful stuff.  I’m really excited about showing you how to get the most out of Facebook.  And I’ll just show you a brief behind the scenes look at what the course looks like.
So over - once you’ve signed up, there are eight video lessons in there right now, I think it’s actually 10 right now, eight video lessons or 10, you go over to the course page and we show you all of the information that I showed you before.  There’s videos, we’ve got transcripts coming of everything, so if you’re somebody who likes to read along with the videos, or if you just want to read the information, and we also have pdf downloads of all the lessons as well.

We also have a private Facebook group for those of you who want to ask questions, who want to share successes and get help from other artists, I’m in the Facebook group too, we answer questions, and then if you join the course you also get access to our bonus downloads page which includes not only the pdf downloads of the lessons, you also get access to - we have a SWIPE file full of example Facebook ads, example Facebook cover photos.  I think right now there’s something like almost two dozen cover photos, and maybe three dozen ads that perform really well, so lots of examples for you to go from.

If you want to sign up for it, you can go to theabundantartist.com/facebook.  I’d love to see you in there.  At this point I’m going to go ahead and make sure that we get to all the questions that I haven’t answered yet.  I will stay on the line here with any questions you might have, so feel free to stick around.
Robin says she’s been selling some on Facebook, that’s great.  Does boosting a post actually work?  This is a great question, Robin.

So boosting a Facebook post can work.  The question is are you using the targeting correctly, and are you using boosting in a way that’s actually meant to work?  So obviously by default, only a small percentage of the people who like your Facebook page actually see your post when you post them.  So you can boost a post just to make sure that the people who already like your page see it.  You can also boost a post to get other people to see it.  And you can also target people.  So say you’re posting something about an event, you can boost that post and make sure that only the people in that geographical area, you can get all the way down as specific as zip codes see that post.  So yes, boosting does work, you just have to make sure that you’re doing the targeting right.

How do you build relationships on Facebook?  Sharon this is a great question.  So I talked about this a little bit, the work in progress stuff is a great relationship builder, showing people a little bit of behind the scenes on what you do.  Also, asking questions, being curious about other people and what’s going on in their lives is a great way to build relationships on Facebook.

Mark says how do I attract collectors as fans and not just all my artist friends?  Yes, that’s a great question.  Mark, I hopefully answered some of that for you.  It’s about finding the common interests.  So I showed you the search function where you can find other pages in other groups that are liked by the people who like your page.  That’s a great way to run there.

Elizabeth says I spent nine hours building Facebook ads and it didn’t get accepted.  Elizabeth, I’d say there was probably something technically wrong there, why don’t you contact me off line and we’ll see if we can’t help you out.

Robin says I reach way more people on my personal Facebook page than I do on my business page.  Yes, absolutely Robin, that will happen with some artists.  A lot of times you have more friends on your personal profile, and also Facebook has turned down the noise, the reach on business pages.  However, if you’re willing to spend a little bit of money, I showed you $14 over two weeks, you can reach a lot more people through a business page than you ever will with your personal profile.  On top of that it is - it is legally - it’s against Facebook’s terms and conditions to run a business through a personal profile.

El says are your sheets available afterwards?  I’m not sure what you mean.  Do you mean the downloads?  Yes, absolutely.  

I can’t see anything, I just have audio.  Christie, sorry about that.  Hopefully you got that restored.

How to send people from a personal page to a business page, great question, Jim.  So once you’ve created the business page, when you click on that, I showed you over on the right-hand side there’s the three dots, and you click on that and it says send - or send notifications, there’s also an invite friends option there, and that will populate with a list of all your friends, and you can invite all of those friends to like your business page.
Whitney says I’ve had followers see their photos show up on Facebook ads without their permission.  That does not happen.  Whitney, Facebook has very strict rules against that.  If it did happen, I think probably somebody used like snap - swiped that image without that person’s permission and used it in their own ad, that’s usually what’s going on there.

Mark says does Facebook invite your entire list even the people who already like your page?  No, that was a flaw that happened before, it shouldn’t be happening now.

Oh Elizabeth this is interesting, so I have a lot of images on Facebook and I’m not making a lot of new art right now.  Is it best to take down the old art, or repost it as ads, or just repost?  Yes, Elizabeth I can you can absolutely take some of the old stuff delete it from your page and repost it as new stuff, totally.

Whitney, I’m glad you liked it.  Thank you.

Sharon, how much does the course cost?  Right now the course is $47.  It’s a presale course - or a presale price, because we’re not done putting it out yet.  Module four doesn’t come out until next week.  So it’s $47 right now, I don’t know exactly what we’re going to raise it to, but right now it’s $47.

Elizabeth says do you take personal questions or help us through?  Elizabeth this does not include any personal coaching.  I am in the group, so I will answer questions there from time to time.  A lot of other people will also answer questions.  If you are looking for a personalized one on one help, you’ll want to contact me directly about that.

Casandra says could you explain a little more about what a page plug-in is?  Yes, Casandra, so basically if you just do a Google search for Facebook like box, or Facebook page plug-ins, you’ll find a little page that Facebook has put together - Facebook will ask you to put in the URL for your business page, so it will be like Facebook.com/theabundantartist or whatever your Facebook page is, and then Facebook will automatically generate the code that you then copy and paste onto your website to get that like box to show up.

Paula says how to switch from a fan page to a business page.  I have a fan page for my art.  If you’ve already set up that business page or a fan page, it’s totally fine, Paula.  You should be able to run all of those ads.  You may end up in the wrong category, but if you already have a decent sized following you already have access to the ads, you should just be able to run with it.  It shouldn’t be that big of a deal.
Brian says what kind of wording do you recommend to not sound like you’re a salesman.  Well, my first response there Brian is in the course we have a bunch of SWIPE files, example ads that work, so you can take a look at some of those, but generally speaking, you know it’s going to be a little bit different for everybody because everybody’s message is a little bit different and everybody’s audience is a little bit different.  Some people respond really well to hey, buy my stuff now.  Other people need to be coaxed and wooed a little bit, so I would say look at the interactions that you’re having with your audience now, look at the sales that you’ve had so far.  You can say things like I have new art.  I have new art available, check it out.  Or you can say you know go over to my page and take a look at it.  I don’t think you need to worry about sounding like a salesperson.  I think you’re more sensitive to it than your audience is.

Christie says I sell on Facebook and take credit cards over the phone.  Awesome.  Do I need to have a store like Esty or others.  Is Facebook getting something like that?  So Facebook commerce as I have seen it so far does not work, like little stores that you see on Facebook business pages, I haven’t see those work at all.  But if somebody wants to message you and buy something because they saw it on Facebook, that’s great, that definitely works.  I would strongly encourage you to have your own website, with your own store on your website.  Because eventually at some point Etsy could go away, Facebook could go away, they change their rules, so that it doesn’t work anymore.  I’m teaching you what works right now, and it does work right now.  But for longevity and long-term growth of your art business, you definitely want to have your own website to send people to.

El says would it be better to start with Instagram or do both at the same time?  Oh, this is such a great question.  If you have a marketing budget, if you can spend that $14 every two weeks, Facebook is hands-down, the best platform for you.  If not, and you absolutely have to start with free, I do think Instagram might be the better option.

Just day-to-day posting, I mean.  Oh, Brian, yes, that’s a great - how do I day-to-day post without sounding like a salesperson.  So that goes back to the work in progress stuff, like hey take a look at this cool thing that I did, posting successes, sharing successes that your friends might have.  Treat your fans, sort of the same way that you would treat your personal friends on Facebook, like if you were interacting with them through a personal profile, just use the same tools that - use the business tools that the pages make available.
Oh, Heather, what if your goal is to create website subscribers to a monthly digital offering, rather than to sell physical work?  This is great.  So Heather, I’m assuming that you have some sort of landing page on your website that people can go to to sign up.  Running Facebook ads to send people to that landing page could be super lucrative for you.  I would love to see you in the class.  I’ve talked to a few artists who are doing monthly digital offerings, digital downloads, stuff like that - very, very powerful.

Kaitlyn says what is an appropriate way to interact with a similar page that isn’t just asking hey can you share my stuff?  Does it need to be a deal only for their fans or what?  Both of those things can work Kaitlyn.  Sometimes a simple reach out that says hey, I noticed that people who like my page also love your page.  This is a new series that I’m working on.  I’d love it if you’d share my work with your fans.  Like a genuine - anytime you’re providing value and saying hey this is something that your people would genuinely be interested in and this is why, that’s really powerful.  But also doing a special deal for those people.  If you do like a line of prints only for Dita Von Teese’s fans or something like that.  That could also be something that could be very, very valuable.

Paula says is this recording going to be available?  Yes, it will be.

Meghan says should I put prices directly on posts or does that look too pushy?  Try it both ways, Meghan, I have seen lots of artists do that.  I have seen artists say this is how much it costs.  And I’ve also seen artists do Facebook auctions where they say message me with your bid, with your price, and the highest price - and it will go to the person who bids the highest.  So try both, because they both can work.

Michele, yes, this is a great question.  So Michele says originally my Facebook page was just about horse art, it’s called Art of Equise.  You can certainly just change the name of the page.  I don’t think you can change the URL, you might be able to change the URL, I think you can change it once or something like that.  And you can certainly keep all the likes.  I think that’s probably the right strategy there Michele.
Nicky, this is a great point.  Yes, and this is something we haven’t really touched on, but we will get to in the class.  Facebook videos that are uploaded directly to Facebook, get way more attraction than videos that are shared from YouTube.  Let me give you an example of what I mean.  So earlier - people started signing up for the class last week, for the Facebook class last week.  An artist named Delmis uploaded - he created a video about his work, he uploaded it to YouTube and shared the YouTube link on his business page.  And he got a few people interacting with it.  I challenged him to upload the video directly to his business page, it’s the same way you upload an image to Facebook, you can upload a video that way.  Within 30 minutes he had four times more views than the video shared from YouTube, so yes, it’s a great point, Nicky.

Lisa says I spent five bucks and 100 new likes.  That’s great.

Jeff says some artists post to their personal page and share to their business page or vice versa.  Shared to your business page, and then - like post it from your business page and then share from there to your personal profile.  Do that.

Whitney says it’s a part of the alternative community and photo thievery is far too common.  Thanks for reminding me of that aspect, yes.

If I take old art down, then I lose all those lovely comments on it.  Yes, absolutely Elizabeth, but it doesn’t do you any good anyway.  Once it’s more than a week old, it’s basically gone.

Sherry says I’m confused about likes.  How do you get the emails from or contacts from likes?  So that’s where the advertising comes into play, Sherry, where you run ads targeted at the people who already like your page and encourage them to go from Facebook to your website to sign up for your mailing list.

Paula, can the modules be done at my own pace?  Absolutely.  Everything is available to you, you have access to everything for a year, and then in a year I will update everything for all the changes that Facebook’s made between now and then.

Kathleen says how much is personal coaching?  Why don’t you reach out to me directly Kathleen, and we can talk about your needs.

Elizabeth says what’s the difference between boosting and promoting?  They’re the same thing.

Sharon says thank you for your generosity.  Absolutely, thanks for showing up Sharon.

Kaitlyn says is there a way to use a plug-in on Dragon dropped based website builder that doesn’t show the code?  Yes, Kaitlyn I think the Facebook - I think if you’re using WordPress, there is a plug-in that was built by Facebook that will generate those like pages automatically.

Diana say do you put The Abundant Artist in first before your business page, I’m confused.  I’m not sure what that question is Diana.
Jeff says - said they converted their personal page to a business page, how does this work?  So Jeff you can Google this, there is a link that you can click to convert your personal page into a business page.  You can Google it, we also have a link to it within the course.  And during that process you can then download all of your images and personal information that’s on your page, and then basically all the people who are your friends from your personal page will be converted into page followers or likes, and then you’ll be able to use the business tools.

Robin says should the price of the piece be on the post?  We talked about that.

Elizabeth is the course always available to us, meaning can we sign up for it in October for example, or is it only being offered right now?  I don’t know Elizabeth.  I’m taking people for the pre-signup now.  We - once people are in and we’ve had a few weeks into the course and we’ve had feedback on it, then I may take it down and revamp it.  But as of right now, I have no plans to take it down.

Christie says should I put prices on my website?  The only reason not to have prices on your website is if you have an art gallery that doesn’t want you to.  If you have a deal with an art gallery, where they’re making you tons of money and they don’t want you to have prices on your website, because they want people to go through them to make purchase, otherwise, yeah put your prices up.

Thank you Ann.  Thanks for showing up.  How do I set up a store then on my website?  It depends on what website you’re building.  If you’re using WordPress, there’s lot of ecommerce plug-ins like Woo Commerce, otherwise WIX and Shopify and Square Space are all websites that will allow you to do that.

Od Noel [Nivius] I’m guessing.  Do you actually advertise prices on your Facebook page or wait for interest and give the price to the potential buyer in a separate email.  I’ve seen it work both ways, Od, I mentioned that a little bit earlier, you can try both.

Can all of this be done on an iPad or a Tablet?  No, Michael, you have to be on desktop to access the power editor.

Sasha says I tried connecting my Instagram page to my Facebook business page, is this not possible?  It is possible.  I do it.

Diane says how do you recommend posting?  How often?  Oh, so I recommend at least once a day, we talk about this in the course, once a day is good, is probably the minimum because Facebook, the way Facebook’s algorithm works is if you go a long period of time without posting something then the algorithm gives you less weight.  So I recommend at least once a day.  I have seen lots of people that post three to five times a day, and those people tend to get a lot of traffic, so more than you think.
How important is the short about section on the front page?  It’s really important Daisy, because you need a short bio and a link to your website?  Yes, show your personality, absolutely.  Keep it one or two sentences and a link to your website.  

Gina says several years ago, I invited all my friends to like my page.  Some friends to like it but not all of them, understandably of course, I don’t think I want to bother them again to like it, of course.  Yes, Gina, if you’ve already invited them, there’s no need to bug them again.

Donna says what if you create more than one kind of artwork?  My suggestion Donna is only promote one series of art at a time.  Don’t try to promote two series at a time.  You might alternate months.  One month promote this series, the next month promote that series, but don’t confuse people by promoting multiple different things at the same time.

Leonardo awesome, glad to see you here buddy.

Lisa says I’m thinking about giving a small piece away in a contest for those to like and share.  Yes, absolutely.  Those what’s the word I’m looking for, so give-aways tend to work pretty, if you’re an artist who’s in a position where you can give away a small piece of original art, or even a print in order to get people to like and share your stuff, that can work really well.  Lisa do read Facebook’s terms and conditions for contests and give-aways, they have some - some rules.  At one point they were requiring people to use contest apps that are compliant with Facebook’s terms and conditions, that may or may not be the case, Facebook goes back and forth on that.  I have to double check on whether or not that’s still the case.

Sherry says what about book trailers?  Well, I’m not sure how to answer that Sherry.

I’m going to take a drink of water here.  It got hot in Portland again, it’s back into the 80s.  I’m looking forward to next week when it gets cool again.

Deb says were you saying that ecommerce sites like Shopify do not work?  No, no, no, that’s not what I said at all.  Shopify is a great ecommerce store, if you’re not getting sales, I would take a look at your marketing, how are you promoting yourself?  

Ann I thank you very much, thanks for being here.

Kathleen says is it against Facebook rules to share a post I made on my business page with my personal page?  No.
Mel says do you have a course on building a better website and how much is it?  Mel, we have a free checklist that will show you everything that you need to include on your website.  If you go to our page theabundantartist.com and do a search on the top right-hand corner for artist website checklist, you can download that checklist for free.

Belinda you cannot convert a group into a page, as far as I know.

Lisa, there are no monthly charges for business pages.

Jamie says I bought the course before, can I still access that?  Jamie if you bought the course before you can get the new course at a deep discount.  So ping me directly and I’ll make you get that - you get that.

Elizabeth, when does it start?  It’s available now.

Paula, is using a blog posting link yield the same results as a shared link from YouTube, do I get more views when I post directly as I also run a blog too.  Yes, anything you post directly to Facebook tends to be more traction Paula.  The nice thing with posting videos directly to Facebook, because you can add a call to action button at the end of the video.  So when the video ends, anybody that views all the way to the end will get a link that says you know learn more or something like that.  Sharing blog posts to Facebook, you know you can’t always say everything that you can say on a blog post in a Facebook post, so sometimes you just have to share a blog post.

Susan, thank you.

Christie, thank you.

Thanks Od.  

It is - it has been an hour, so we’re going to wrap it up pretty soon.

El, go to bed, it’s four o’clock in the morning where you are.

Victoria, don’t you still need a personal page in addition to a business page to be able to participate in private Facebook groups?  Yes, Victoria you do.

Hosea says doing a raffle to give away a free piece of art in exchange for a person’s email?  Yes, that’s great.  If you need something like that to be managed, if you’re worried about capturing all of those emails effectively and efficiently, there are lots of apps that will do that for you.  Just Google Facebook contest apps.  We also talk about a few of them in the upcoming modules in the Facebook course.
Leslie says, switching pages, if you have a personal page and another page, then the second page can be converted to a business page?  That’s a little confusing Leslie, if you have a personal page, you can convert a personal page into a business page.  But you do still need a personal page in order to participate in groups and some other stuff..

Michele says can you explain the monthly digital download subscription model?  Michele I’d recommend reaching out to that artist who was doing that.  It’s a little outside of the scope of what we’re doing now.

Can you promote book trailers and ask to share?  Yes, absolutely Sherry.

Catalina says thank you so much for sharing this.  Absolutely.  Does posting separately or using albums make any differently?  You know that’s a great question, Catalina.  I don’t know that I’ve ever tested uploading an album versus uploading a single image at a time.  That would be an interesting thing to test.  I actually don’t know.

Elizabeth, the course is $47, if you can’t access it now, clear your cash, try a different browser.  Go to theabundantartist.com/facebook.

Sherry, yes, you can post book trailers to Facebook.

Thanks Janice.

Michele Andre, I took the course before but I want to take this one, missed half the presentation.  Great, Michele you can - you should if you’ve already taken the course once, you should be able to get the current customer discount.  I sent an email out about it last week, but if you didn’t get it, let me know and I will resend it.

Rebecca, thank you very much.

Daisy, thank you very much.

Paula, thank you.

Carol, thank you.

Thank you, Deb.

Leslie, thank you.

Michele, can you explain the monthly digital download subscription model on Facebook?  It’s not something you do from Facebook, it’s something you do on your own website.  It would take entirely too long to explain it here, Michele.  I can point you to some other artists who are doing that.

Stewart, thank you so much for your generosity.

Oh, thank you buddy.

Sasha says does Twitter do anything great for visual artists, or can I just live without using that?  Sasha, if you are still getting up and running, I think that the best platforms for artists right now are Facebook and Instagram.

Stewart says I already have a business page and a personal page, can I still convert my personal page to get the likes?  I don’t know if you can merge.  I don’t remember if you can merge a personal page, my brain is slowing down a little bit.  I don’t know if you can merge them or not.

Leslie says other than my personal page, I created another page which is my art page, that’s what I meant.  I’m not sure what that means.

Laura says in her experience albums get more shares or likes than singles.  Great question.

Sherry, the course if pre-recorded, you can download and do it on your own anytime.

Kate says post on my art page with three to four pictures get more hits than single pictures.  Yes, that makes a lot of sense.

Frederick are the PowerPoint slides available?  Yes.

Kate, thank you.  Thank you, Kate.

Is there a Mail Chimp app that I can link to my Facebook page?  Yes, Gina, you just want to look for the Mail Chimp app within Facebook.

How do we get a transcript of this webinar and will be - I have your email, because you signed up for the webinar, I’ll be sending follow-ups with transcripts.

All right, thank you so much everybody.  You have a great night.  I hope that you get some sleep, those of you on the East Coast and in Europe, I hope you fall into bed, but not before signing up for our course at theabundantartist.com/facebook.

Thanks again, so much and you all have a wonderful night.  

