Problems/Obstacles Creative Companies Must Overcome

According to Craves (2000), these are the factors which distinguish the creative industry from other industries:

1. Nobody knows principle: Demand uncertainty exists because the consumers' reaction to a product are neither known beforehand, nor easily understood afterward. Creative businesses either incur large sunk costs in producing something before they can sell it (artists), or encounter difficulty selling a thing that has not yet been created (marketing, web design, etc.). 
Potential Areas of consultation: 

· How much art/creative inventory to have (artists)

· Marketing past performance (testimonials, case studies, etc., successfully marketing abstract services like consulting.

· How to create a portfolio and develop a brand (this interview is a good example for photographers/graphic designers  http://blog.photoshelter.com/2013/09/tailoring-client-needs-showcasing-brand-photographer-perspective/) 
2. Art for art’s sake: Workers care about originality, technical professional skill, harmony, etc. of creative goods and are willing to settle for lower wages than offered by 'humdrum' jobs.
Potential Areas of consultation: 

· Work-life balance/scheduling – How to set timelines for projects, deciding to get a business location or work from home, etc. A potential topic could be on how to start a business from home, with pros and cons. This http://www.entrepreneur.com/article/224875 summarizes some common problems.
· Finding creative talent – Where to post jobs recruit the right people (sites such as http://thecreativefinder.com/ are tailored to creative companies), the benefits (cost and otherwise) of having creativity-motivated employees, etc.
· There are plenty of articles/blogs on this. A Q&A/panel method seems to make a lot of sense for a potential event (like here http://therivardreport.com/balancing-passion-with-profits-local-artists-talk-business/)

3. Motley crew principle: For relatively complex creative products (e.g., films), the production requires diversely skilled inputs. Each skilled input must be present and perform at some minimum level to produce a valuable outcome. This is most relevant to theatre/film productions, but it is an important HR concept for when businesses are composed of diverse teams. 
Potential Areas of consultation: 

· How to manage diverse + creative groups. This is pretty open-ended, but there are many potential topics and tips such as http://managerialmayhem.com/motley-crew-5-tips-for-managing-diverse-personalities/ and http://createmeaning.com/2011/02/managing-creativity/
4. Infinite variety: Products are differentiated by quality and uniqueness; each product is a distinct combination of inputs leading to infinite variety options (e.g., works of creative writing, whether poetry, novel, screenplays or otherwise).

Potential Areas of consultation: 

· Successfully marketing that a product is tailored to a client’s specific needs.

· Making your products varied yet consistent. Example: “Hypermodernconsulting” advertises consulting to make products “repeatable” in order to have consistent business. They also talk about replicating the most successful parts of a product, pricing different products, etc.  (http://www.hypermodernconsulting.com/)

· Pricing your services – What ways/methods to use (ex: flat rate, hourly, retainer-based, by phase, factoring distance and deadlines, etc.), doing market research to find “the going rate” and competitively price your services (through clients, competitors, research), packaging services (and how to incentivize them through discounted rates), when to raise/lower your rates, etc. These are good summaries of pricing decision–making: http://www.marketing-mentor.com/pdf/guide_to_money_intro_handout.pdf  and http://stocklogos.com/topic/pricing-strategies-creative-work  

5. A list/B list: Skills are vertically differentiated. Artists are ranked on their skills, originality, and proficiency in creative processes and/or products. Small differences in skills and talent may yield huge differences in (financial) success.

Potential Areas of consultation: 

· General marketing – showcasing awards/clients/projects/press/etc.

6. Time flies: When coordinating complex projects with diversely skilled inputs, time is of the essence.
Potential Areas of consultation: 

· Scheduling work, coordinating tasks, creating and utilizing calendars. 
7. Ars longa: Some creative products have durability aspects that invoke copyright protection, allowing a creator or performer to collect rents. For Tech companies, this is a major problem since their products are hard (and costly) to create, but extremely easy (and cheap) to duplicate.
Potential Areas of consultation: 

· Intellectual property theft. Watermarking/computer protection/knowing legal rights (patents, etc). This is a guide to intellectual property http://www.nytimes.com/2009/08/06/business/smallbusiness/06guide.html This is a fairly topical issue for graphic artists/photographers since the web enables easy theft and duplication of images. 
