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Jeanne Oliver grew up in rural Illinois and now resides in Castle Rock, CO. She is
inspired by our personal stories, travel, and nature. Jeanne uses art to tell her
current stories and also those of growing up among gravel roads, cornfields and
early life surrounded by open spaces. Through mark making, layers and mixed
media, she hopes to convey that we all have a story to tell.

Jeanne is married to her dream maker, Kelly, and the mother of three funny and
creative children. She homeschools her children even though she has tried to get
out of it a few times. You can often find her hiking, creating in her studio and
finding an excuse to have another cup of coffee. She speaks and teaches all around
the country and sometimes she even gets to cross the pond. She was told that she
needed to find that one thing but she doesn’t like listening to directions so she
embraces many loves and that has given her a sweet mash-up of family, art, and
travel. Connecting with women and sharing that each of us has been creatively
made is one of her passions.
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Call them lead magnets, lead generators, transitional calls
to action, etc. If you are thinking, What can I give my
customers for free? What can I give my people that creates
connection, trust, blesses them, and creates relationships?
How can I create community within my brand? Do I have my
customers' best interests at heart? What can I give my people
that thanks them for being a part of our business?

We love to give this through valuable and fun blog posts,
Instagram TV, Instagram stories, behind the scenes posts,
free art lessons, The Studio Tour live on our private JO
Creative Community FB group on Monday nights, sharing
my favorite art supplies, decorating tips, house art tours,
our podcast, etc.

Create Connection
Before a Sales Pitch

1.



2. Post and Engage
I love the phrase “post and ghost” because it makes
this concept so easy to remember. If you have
something incredible to tell your customers on any
platform, why would you engage and then leave? If
you are going to take the time to share anything at
all, it should bring value to your customers and
followers. And once you post on your blog,
Facebook, Instagram, Twitter etc. then you need to
be available for the next 15-30 minutes to engage
with them. Not only does this create connection
with those engaging with your offering, but it helps
to beat the algorithms which are based on
engagement.

"Be available to engage with them..."
If you add a new product to your brick and mortar,
a new live workshop, or new art to your website…
if you don’t talk about it all over the place after you
list them, NO ONE knows they are there!

How many people are feeling like failures or that
no one likes their product and nothing is selling?
And it is all because we are not letting people
know, and then engaging by answering questions,
sharing more information, and telling the story
behind the items.



If you list a new piece of art on your
website, I then want you to do an
Instagram live, share on Instagram and
Facebook with links, send out a
newsletter, blog about it and be there
to engage during the first 30 minutes.
Give your dreams and products a
chance to be seen.

You may not have
experienced what

things can be
because people
just don't know

Remember, when you post on
Facebook and Instagram only 2-3% of
your followers are seeing what you are
posting without great engagement or
you paying to boost your post. 2-3%. If
you are feeling defeated, please hear
me that you may have not even
experienced what things CAN be yet
because people just don’t know what
you are offering.



Stop playing cloak and dagger with
what you are selling. If you have a
product, service or experience that you
are selling, let people know it is for sale.
If you want sales, then you can’t be
mysterious about what you are selling!
If you have a piece of art, it is done, and
you want to sell it…let people know it is
for sale. Stop telling people to DM you
if they want more information.

I know how hard it can be to honor
your product and cost – especially
when you are just starting out – but I
do not want you feeling defeated or
thinking others aren’t interested in
what you are offering when people may
not even know it is available. This is
another area when our mindset will
make or break us. We have to get over
the fear that others will not want our
goods and then self sabotaging
ourselves by not directly offering our
goods.

It is so vulnerable to put yourself out
there and to share your newest thing
you have been working on or are now
offering; but if you want to see if it has
a chance of making it, you can’t be
secretive about it.

3. Stop Playing Cloak
    and Dagger



4. Top 3 in
Each Listing

If you are sharing your product on your
blog, website, Facebook, Instagram, etc.
anywhere you are talking about what
you have for sale please include:

It is for sale

1



When a business says, "DM us for a price," I think it is
extremely rude. It instantly makes me think that there is
not a set price and they change it based upon who is
reaching out.

I have been to large vintage markets where a whole
booth didn’t have pricing. I loved everything in the booth
but I was embarrassed to keep going to the owner and
asking for ANOTHER price. It also made me feel like he
was making it up on the fly based upon who was asking.

When you don’t list a price, you are also wasting both of
our time. If you can be clear with me about the price,
then I can decide if it fits into my budget or not. You are
losing sales from all of your potential customers when
you make them reach out to you because the majority of
people won’t. And those who do and find that the price
doesn’t fit within their budget…you just wasted their
time and yours. After you share the price, also include
the size and details of the item. If you are selling art,
furniture, books, service, experience etc. give your
customers the details they need to make a decision.

Include the
price and

details
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Tell the story behind your product, service or
experience. When you tell the story behind what you
are selling, you are allowing the customers to be a part
of the story too.

I love to buy vintage French items from my friend,
Laurie, at Elsie Green. Not only are they incredible at
photographing their products, but when they arrive at
my doorstep each item I have ordered has a vintage
French tag attached with the name of the item and
where it was found in France. It may be as simple as
saying "Vintage French linens found in a market in
Lyon." That is enough for me. I may not have been
able to get on a plane, fly to France, or get to a live
market, but I can add that item and that story in my
own home.

Even if someone is not interested in your painting, for
example, but they read the story BEHIND the piece,
there is definitely a higher chance that they will be
more engaged with your brand than you just sharing
the art without a story.

Tell the story
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5. Your Family and
   Friends Usually Are
   Not your Customers 

I want you to stop worrying about the opinions of
family and friends who are not your customers. For
most of us, our friends and family are not the ones
who buy our products, services, or experiences. That
may not be true for all of us, but it is true for most of
us! They are at least not our full-price customers. 

I want you to not worry about what pricing or
feedback ideas they give you. Don’t ask your mom
what you should price because it may be a suggestion
that is too high, and then your husband may say
something too low. 

Do not be offended – they are not your customers
and get feedback from people who are!



Create community with other business
owners. I am a part of a business
mastermind group of professional
women in different parts of the country
and once a week we meet up on Zoom
and we talk about what is working and
what is not and we help each other to
be stronger. We help each other to
create better connections with our
customers and to navigate this
humbling honor of leading others. We
are all in different businesses and this
actually helps us to bring different
opinions to the table. I cannot imagine
my life and business without these
other women! Talk about a tiny but
mighty group! There are five of us and
each one has more clarity since we
started. 

Whether you create this group online
or in person, please create one. This
group has helped my business to thrive
– never just survive. We need each
other. Being a part of this group makes
sure I ask for what I need.

6. Create Community



"All social
media is
rented land."

7. Grow that Email List

Remember that all social media is rented land. It is a
mighty tool, but only your website is yours and
nothing will grow your business and increase sales
as much as building a mighty email list. 

I want all of your social media to ultimately have
the goal of leading your people back to your
website, where they get access to great content
through a lead generator and they give you their
name and email. This is gold!

Remember that there is no way to pay enough to
make sure every person on your social media sees
your content, but for a little amount compared to
FB/IG adds…ALL of your customers who subscribe
to your email list can get an email directly into their
inbox each time you have something important and
of value to share. I can’t promise they will open it,
but I can promise you they will see your name in
their inbox even if they don’t open it. That is
guaranteed until the day they unsubscribe. When
you keep your business in front of the eyes of your
customers, they may not open every newsletter but
you have a better chance they will remember what
you offer the next time they need it.



Curious about what else you
could be doing to build your 

 dream business?
Many creative business owners feel trapped and

overwhelmed by the business that was supposed to add
more freedom to their lives. You didn’t take the risk of

starting a business just to end up in the same place, or worse
– moving in the opposite direction of the life you want.

 
Your business should be a bridge to the life you dream of,

not a barrier.

A 10-week guided online workshop to build, launch,
and nurture a business that aligns with how you want

your life to look and feel.

JOIN CREATIVELY MADE BUSINESS

https://jeanneoliver.com/creatively-made-business

