
 

 

River Valley Artisans presents 
 

HOW TO THRIVE—AND NOT MERELY SURVIVE—AS AN ARTIST 
Dynamic Sales & Customer Service  -  Visual Merchandising & Display 

Bruce Baker 
Saturday, April 7, 2018 

9:00 - 5:00 
Keene, NH 

 
 

This workshop is designed for art/craft professionals who want to compete successfully in today’s art 
field. The purpose is to help artists identify and overcome barriers that keep their businesses from 
running at peak performance.   
 
Don’t miss this event if you are ready to: 

 Better present yourself as an artist.  
 Design your booth or exhibition space to encourage sales. 
 Increase potential sales at your next event. 

 
The registration fee for this workshop is $60 . 

 
Please make your check payable to:  River Valley Artisans 

Please mail your registration form to: 
RVA c/o Carol Corliss, 161 Streeter Hill Rd., W. Chesterfield, NH 03466 

Deadline:  April 1, 2018 
 

If you have any questions, please call Carol at 603 363 4205 or rivervalleyartisans@tpdi.biz 
 

————————————————————————————————————————— 
Registration Form:  Bruce Baker  

Saturday, April 7, 2018        9:00 - 5:00 
(please print clearly) 

 
Name _______________________________________________________________________ 
 
Address________________________________City_______________State_______Zip______ 
 
Phone (     )_____________________Email _________________________________________ 
 
Please note that your fee is not refundable unless the class is cancelled by the instructor or  
River Valley Artisans. 
 
 
Please check one: 
Artist: ________Medium:________________or Craftsperson:_____ Medium:________________ 

 
$60 



 

 

 

Visual Merchandising and Display  
 

Visual merchandising and display when properly executed will drive your sales to new 
heights.  Discover the tips and trick that will make your cash register ring without with-
out increasing expenses.  Join Bruce Baker for this action packed workshop, learn 
what to do and what not to do to get your customers to engage in your merchandise, to 
pick it up and to buy it.  Learn the value of signage in your displays which act as a si-
lent sales force in your store or gallery. Good product placement combined with creat-
ing mood and atmosphere are the keys to creating displays that get noticed and keep 
customers coming back.  This workshop is highly visual and an extensive slide presen-
tation will illustrate good and bad examples of visual merchandising.  From layout to 
lighting get the latest tips to enhance your customers experience in your store.  A 
question and answer period will conclude this presentation.      
 
  A segment of this workshop is how to create visual magic without an art degree and 
to create exciting windows and store displays on a shoestring budget.  Good display is 
not about how much money you spend it is about how creative you are” says Baker. 
His workshops are lively and entertaining full of great ideas with plenty of enthusi-
asm.   If your displays need a shot of creativity, this workshop is not to be missed, and 
excellent way to give your business a boost for the third and forth quarters.   
 
 
 

Dynamic Sales and Customer Service 

 

 Learn to use effective verbal and body language skills to make your cash 

register ring!  

 Give your customers an experience, to keep them loyal and coming back. 
 

  

This workshop is for artists who find themselves in a sales venue. This 
lively and entertaining workshop will help you to greet your customers 
and close more sales.  Learn how customers in the current economy like 
to be treated and what makes them become repeat and loyal buyers. Dis-
cover how using the senses and body language will increase your sales 
at your next venue!  Learn why it is important to never say "thank you" to 
your customers until a sale is transacted and how to avoid other custom-
er "turnoffs".  Thousands of artists have benefited from this advice; they 
report the results are like magic!  Don't miss this opportunity to become a 
better sales person!   

 
 



 

 

 

 
 
BRUCE BAKER.  

Bruce Baker has taught more than 600 workshops over the past 30 

years and has proven to have great insight into the future of small re-

tail, in the current retail environment. Bruce feels that the secret to sus-

tainable business growth is having the right products on the shelf that 

are "on trend" and "impressive". That combined with active sales skills 

and exemplary customer service can be a winning combination. 

Bruce was a featured speaker at the Association of Small Business De-

velopment Centers Annual Conference in Nashville (2002) San Diego 

(2003) Denver (2007) and Orlando (2009). He travels around the coun-

try working in communities to improve business generally sponsored 

by small business development centers.  
 
 

 
 
Sales and Visual Merchandising consultant Bruce Baker has been 
working in the fields of sales and merchandising for the past decade. 
Bruce has worked for many trade organizations and municipalities 
helping store owners create exciting window displays that have 
“gravity” and get noticed.   The key Baker says “Is creating window dis-
plays that pull the customers off the street into your business, once in-
side, the merchandising and atmosphere must make them want to buy 
your products or services.  
 



 

 

Tentative Agenda 
 
 

Visual Merchandising— 9:00 –12:00 
 

Lunch—12:00—12:30 or 1:00  
 

Dynamic Sales/Customer Service—1:00—5:00 
 
 

Please bring your own lunch and beverage. 
Close by there is a Dunkin Donuts, 7-11 and a pizza place. 

 
 



 

 


