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F13 Art Brand Strategy Session
QUESTIONNAIRE

Hello!

I’m so glad you’ve chosen to do this session with me. Let’s get the conversation started!
 
You’re a visual artist with particular accomplishments, particular skills, particular aspirations. You 
have a particular business, of a particular size, with particular income streams. I want to know all the 
particulars.
 
Your answers to this questionnaire will help me understand how you got where you are now, and 
what brought you to me. It will give you an opportunity to reflect on what you’re proud of, as well as 
where you want to challenge yourself.
 
Not every question will apply to you. Answer those that do and leave the others blank. That said, 
I hope you’ll dive deep. Go off-script if you’re so inspired. Simply by taking some quiet, devoted 
time to ponder and answer these questions, you’ll likely surprise yourself with the information you 
uncover.

IMPORTANT: The nice thing about PDF forms like this questionnaire is they’re more private than a 
Google form (or Google doc). But they can be a bit glitchy. Please consider drafting your answers in a 
basic text document on your hard-drive and then copy/pasting into the PDF, so you have a backup. 
Save your work regularly, and for any technical help with the questionnaire, please email me. 
 
Please plan to return your answers to me via email at least seven days before our meeting date, so 
I’ll have plenty of time to review them and prepare the agenda for our meeting. Thanks so much for 
your preparation—it will help us make the most of our two hour session.

I can’t wait to meet with you. We’ll explore your goals and challenges, and then begin crafting a plan 
to help your creativity flourish and your business grow.
 
Warmly,

Betsy Cordes 
betsy@february13creative.com

http://february13creative.com
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F13 Art Brand Strategy Session
THE BASICS

Please type your answers into the fields below. Be sure to save frequently so you don’t inadvertently lose your work. The fields in this questionnaire 
can accommodate lots of text, so don’t worry about restricting yourself to the size of the given box. Any overset text is viewable by scrolling. Thanks!

How did you hear about us? If you came via a particular person’s recommendation, website, social media, etc. please be 
sure to let us know because we’d like to thank them.

your name

company name, if different

mailing address

email address

mobile phone

other phone(s)

preferred phone

Would you prefer to meet by phone or video conference? If by phone, please confirm which number to use.

website(s)

social media handles/locations:

OK to text? yes no
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F13 Art Brand Strategy Session
THE BIG PICTURE

What’s been exciting and rewarding about your career thus far? What are you most proud of? What are your biggest 
career achievements so far?

Is there anything major you wish you’d done differently? Any serious blunders you feel you’re still recovering from, or 
perhaps in the thick of?

Are you satisfied with your work/personal life balance, or are you looking for ways to reduce your work responsibilities 
to regain equilibrium?

Are you satisfied with your creative/business balance? Do you have the time and space you need to regularly nourish 
and exercise your creativity, or do the day-to-day demands of your business often jump to the forefront?

Are you achieving your business goals? In addition to profitability, think about things you’ve been wanting to do or make 
(e.g. launching a new product, publishing a book, raising your prices, or getting more consistent with your marketing). 
How much headway are you making on these projects and initiatives?

Do you have any assistance with your work (e.g. a studio or administrative assistant)?
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Are there any creative entrepreneurs you particularly admire? What inspires you about them/their businesses?

Can you sum up in a sentence or two what motivated you to schedule this Strategy Session with me?

How do you describe your artwork?

What inspires your art?

What about your art practice brings you the most satisfaction?

What do you want to be known for? Is there something you’re currently known for that you’d like to transition from?

Are you known for one particular look or style or theme or subject? If so, does this feel good and full of endless 
inspiration for you? Do you ever fantasize about breaking into some totally new territory with your art style or subject 
matter?

F13 Art Brand Strategy Session
YOUR ARTWORK

Or do you have multiple and widely varying styles? If so, what’s the motivation behind this? (e.g. curiosity, love of variety, 
varying client preferences, etc.). Is there one particular style that you most enjoy, or that your customers are most drawn 
to?
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F13 Art Brand Strategy Session
YOUR AUDIENCE

How would you describe your biggest fan—age, style, interests?

What do they love about your art? About your products?

What do they love about the way you do business?

If you license your work, or do work on assignment or commission, how would you describe your ideal client or licensing 
partner?

What do you most enjoy about working with them? (If you’re not working with an ideal client or licensee yet, imagine!)

What do they most enjoy about working with you?

What value do you bring to their business?
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F13 Art Brand Strategy Session
YOUR MARKETING

How satisfied are you with your website?

Do you use Google Analytics? If so, are you able to interpret the information to understand how visitors are moving 
through your site and engaging with your content?

Of the social media platforms you use, which do you most enjoy, and why?

Which do you least enjoy, and why?

Has your work been featured in any newspapers, blogs, or magazines? Have you been interviewed? If yes, provide details.

Have you ever pitched a story about yourself/your artwork to a writer or editor? Did it result in a mention or feature?

Think of the combination of your website and your social media channels as your brand presentation. Is your brand 
presentation telling the story you want to tell about you and your work? Is it attracting the opportunities you’re most 
interested in?

If not, can you pinpoint the disconnect?

Do you have an email list? If so, how many subscribers do you have?

If you do have a list, how often are you sending newsletters, and how satisfied are you with your newsletter strategy?
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F13 Art Brand Strategy Session
YOUR ART AND COMMERCE

Which of the following commercial opportunities are most interesting to you? If you would rank them roughly in order, 
starting with most interesting (1 being most interesting, 10 being least interesting), that would be great.

Licensing your art

Illustrating books // if so, what sort?

Exhibiting in bricks & mortar venues // such as?

Publishing your own books

Editorial illustration (i.e. assignments from newspapers, magazines, blogs)

Advertising illustration

Speaking

Teaching

Producing/selling your own goods

Anything else? Please go into detail about any of the above, as you see fit!

specific to licensing and products...

Do you have any particular licensing goals in mind at this time (e.g. to work with a particular manufacturer; to attend 
Surtex; etc.)?

If you have ideas about developing your work and/or your brand for further licensing opportunities, give me an idea of 
what you’re thinking.

What three product categories do you (or would you) most like to license your work for?



F13 Art Brand Strategy Session Questionnaire | page 8 of 10
© Betsy Cordes 2017 | february13creative.com

All rights reserved. This questionnaire is shared for the sole benefit of February 13 Creative Art Brand Strategy Session (ABSS) Clients. 
It may not be reproduced, shared, adapted or transmitted outside the ABSS context—in any form or by any means—without the express written permission of Betsy Cordes.

continued specific to licensing and products...    What products would you never want to see your art on?

Tell me some of the highlights (e.g. licensees, products, earnings, publicity) and/or some of the frustrations or 
disappointments you’ve experienced with licensing your work.

Do you have your own shop (whether on your website or another platform like Etsy)? If so, please tell me a bit about your 
experience thus far. The rewards, the frustrations.

Do you have any interest in creating and distributing your own product lines on a broader scale? If so, what kinds of 
products would you like to produce, at what scale, and where would you love to see them sold?

What are your income goals? Please share as much detail with me as is comfortable (both current picture and goals). 
Especially if you hope to increase your revenue significantly, it will help me to have some specifics about where you are 
now vis-a-vis where you want to be.

Help me get a sense of your knowledge, experience and comfort level around these creative entrepreneur business 
skills (some are general, some apply to art licensing, others to product sales; not all may apply to you). Are there any 
where you have assistance?

Financial management (bookkeeping, accounting, tax preparation, planning)

Pricing of products and services

F13 Art Brand Strategy Session
BUSINESS MANAGEMENT & DEVELOPMENT
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Hiring and managing employees, contractors, interns

Sales, marketing, publicity

Client and customer service/management

Logistics (e.g. order fulfillment, inventory management, etc.)

Negotiation (e.g. the commercial terms of a licensing deal)

Responding to art direction and specific assignments

Managing deadlines

Protection of your business assets (e.g. contracts, insurance, entity formation, copyright registrations, infringement 
policing, file/art storage and backup systems)

continued Help me get a sense of your knowledge, experience and comfort level around these creative entrepreneur 
business skills (some are general, some apply to art licensing, others to product sales; not all may apply to you). Are 
there any where you have assistance?

Branding
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F13 Art Brand Strategy Session
YOUR VISION

Please complete this thought: By working with you, Betsy, I hope to have/feel/know/be…

What are you hoping to create, offer, and achieve within the next three years? What does success look like, in that 
timeframe?

Any additional thoughts or questions you’d like to share with me? Anything more you feel would be helpful to discuss 
that hasn’t been covered in your answers above? Big dreams, big fears, things you’re afraid to ask because you think you 
should already know, or you don’t know quite how to articulate them?! Bring it on!
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