Upstate Visual Arts’ Artist’s Hour
Tuesday, August 2, 2005
The Greenville County Library
“Financial Planning for Artists,” with Ken Pujdak

Dr. Ken Pujdak introduced himself as a CPA with 20 years experience in financial planning, accounting, and tax advising. He practices “safe money investing” (described later in these notes). His main company Fin Pro, Inc., (motto: “because your profitability is everything”) is concerned with marketing techniques, profitability and tax savings. His company Safe Money Consultants is concerned with protecting clients’ retirement funds. (Dr. Pujdak handed out his company’s ‘Passport’ brochure giving an overview of the financial services provided by his company)

Dr. Pujdak emphasized that in business, profitability is everything. People create small businesses because they enjoy working for themselves. His talk concentrated on issues of how to work on your business to make it work for you.

Marketing is the process of finding clients

Selling is making people move towards purchasing your product and involves selling skills

Profitability is the goal. You and your family have invested a lot. Unless it is profitable, you might as well work for someone else.

Retirement is the ultimate goal for your money. 

Brokers have favorite assets to push, whereas investing for retirement at age 65+ requires an income stream from assets that promotes safety, growth and liquidity: features of a balanced portfolio.

The most important marketing questions that the small business owner needs to ask is “Who is my typical customer?” This involves demographic questions. What are the typical zip code, gender, education level, race and age of the person who purchases my product? What do they look like? Probably just like you. If you go to a ‘list company’ for a name database, be really specific, though this might be a very narrow customer description. They will put together a targeted brochure for direct mail. This costs between 2000/3000 dollars.

How does this translate for the artist? Find out the demographics of your customer by asking questions of your customers. Ask about background. Tell them upfront what you are trying to do. Find out if they are homeowners. Though these questions seem prejudicial, marketing costs money. You would rather mail to real potential customers than to people who are not likely to buy your product.

How do potential customers wish to be contacted? By direct mail, radio or TV? Referrals are a good method. Though it might cost a bit of your pride, like asking a favor, ask your customers to refer you. A satisfied customer is willing to tell others. If your product is very specific, you don’t want to do broadcast advertisements. If a publication is free, don’t bother with it, most people do not read these. Goodwill goes a long way. You might donate a piece for a gala event. Never spend more money on advertising than you really need to. Find out whom you need to reach. Regional publications might reach a greater area.

Why do people want to buy your product? Ask yourself these questions:

Does my product fill a need? Do I add value? What makes the buyer feel good about buying your stuff? Develop a unique selling proposition. Why do people buy from me rather than from the next guy? Never ever sell on price (I am cheap). “I am unique because I am the only one who can do this.” Give three reasons why you are preferable to the competition. 

Learn professional sales closing techniques. Be gentle with clients, but tough with the competition. I recommend Brian Tracy at briantracey.com. This is a newsletter on business techniques. He does training in sales and sales psychology. He is best in selling procedures. If you treat people like inventory then you will keep inventory. I mentored the top furniture sales person in Chicago. Always acknowledge the customers. Welcome them. Ask, “Are you just looking today”? Walk towards an item and approach people by way of helping them.

Ask for the sale! 90% of sales do not occur because the potential buyer has not been asked. Don’t ask unless they are excited. How do you learn if they are excited: they are leaning forward, paying attention to what you say, asking questions. These are indicators of real interest. Tom Hopkins International is a top sales trainer. They recommend practice/ drill/ rehearse. Go back and review sales techniques.

Pricing: Price right or start filing for bankruptcy. It is costing you something to have this business. Figure in expenses. Figure out some profit. “League minimum” Figure your hourly rate. How much do you sell per year? A full time business needs a minimum of $100,000 in sales per year cash flow. $50,000 salary is what you would have to pay someone (to do what you do): $25,000 to open doors and keep them open: $25,000 should be your profit. This is the scorecard to tell if you deserve to be in business.

The most hours that you can work = ½ week for production, ½ week for administration. Sub jobs out to someone who will do the work for less. Sell a product not a service. Brian Tracy advises “if it isn’t working, start over and rethink how it is being done.”

Profitability:

Sales, minus overhead, minus salary, minus taxes equal profit. This is a rule of thumb: for every $100.00 you spend on unnecessary overhead expenses and taxes, you will need to sell $400.00 in additional merchandise. For what you buy that you don’t need, you will need to sell four times more.

Retirement:

With profit of $25,000 per year, you will pay 1/3 in income tax. Would you rather keep it or pay it to Uncle Sam? The IRS gives you the opportunity to deduct retirement investment from taxes. You can’t work forever. Would you like to invest most of your profits free from taxation allowing the money to grow tax deferred? How do you guarantee your investments from loss and ensure a predetermined payout at retirement? The 412 (i) Guaranteed Defined Benefit Pension Plan is designed for small business owners and yields a 6% return. Number 1 rule: never ever lose your principal. With the 412(i), up to $300,000 is guaranteed by the Pensions Guaranty Corporation. (Ken has a brochure describing this plan)

Ken’s two rules of horses:

1. Always ride a horse in the direction it wants to go. (If a business or product works, go in that direction)

2. If the horse is dead…get off!!!

With every decision, if it works, do more of it. If it doesn’t, get off.

Questions followed Dr. Pujdak’s discussion: Comments and advice were offered from Dr. P. and from the audience members.

1. How do I deal with credit cards? You cannot use your personal bank account for business expense. (editor’s note: check out miva.com for a service that assists small business owners with credit card transactions)

2. Do you recommend a business license for a first art show? You are doing business in the city. You have to have one. (Editor’s note: in some areas there are licenses specifically for fairs and festivals that are less expensive.)

3. What is a reasonable hourly rate…without overhead expenses you can knock it down somewhat, but remember, one in four businesses go broke.

4. What is the difference between a business and a hobby? If you don’t want to make a profit, you might keep it a hobby, but remember, someone is funding it somewhere. A lot of people get into business by accident.

The meeting concluded.

Dr. Pujdak’s Safe Money Consultants are located at 103 Pelham Commons Blvd., Greenville, SC 29615

Tel: (888) 333 0453

Several brochures are available:

Passport To Financial Security

National Pension Associates “Retirement Solutions for Individuals and Small Businesses”

Next Months Artists Hour will be at the Greenville Main Library. Carrie Parker will discuss Copyright for Artists

Meeting notes submitted by Nancy Clayton

