
In the last few years picture framers, along with
all other business owners, have been barraged
with advice regarding the electronic marketing

of business, including the use of social media.
Local newspapers run stories on the success of

small bakeries announcing
free muffins for one hour on
Twitter and doubling their
business. You can't pass a
bookstore without seeing
stacks of books like Joel
Comm's Twitter Power, How
to Dominate Your Market One
Tweet at a Time.

Most frame
shop owners
want to market

their businesses effectively, and they
also value ongoing education. You
attend trade show classes, read industry
publications, business journals, news-
papers, and online forums. And what
do you hear? One industry educator
says you've got to have a website, while
another touts the benefits of e-newslet-
ters. There are also plenty of articles
and classes on using social media like
Facebook and LinkedIn to build your
client base. Industry publications
advise framers to get on the bandwag-
on, be up to date, and become elec-
tronically connected. The prevalence
and popularity of social networking
almost demands participation.
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Prioritizing Your 
Electronic Marketing

E-Marketing
by Kirstie Bennett

The Options
The problem is that these electronic marketing
choices can be overwhelming and time-consuming.
It is important to establish your e-marketing priori-
ties if you want to produce the most results for
your time and money. The first step is to look at
the benefits of the most popular electronic market-
ing tools. 
• A business website. A professionally designed

website is as important as the sign outside your
business. A website is today's business card and
Yellow Pages ad wrapped into one. It is an elec-
tronic showroom that can help level the playing

Before starting an 
e-marketing 

program, decide
where your time

will have the most
impact on your

business

Chart 1: These statistics are from one week this spring, when The Framers Whorkshop Twitter page
had 106 followers. This is a typical report from Twitter; no unique visitor statistics are available.
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field between large and small
businesses. The average shopper
now searches for information
online before visiting a brick-and-
mortar store. If your website is
well-ranked, easy to find, and is
inviting and informative, chances
are it will bring you business.

• Blogs. Business blogs allow
framers to casually update news
and information. Each business
on a blog-hosting site like Word-
press or Local BizBlogs.com has a
customizable web page. Most
blog services and social networks
allow the use of photos, coupons,
and videos along with text and
graphics. A blog is like an elec-
tronic newsroom and should be
kept up to date with regular
entries. Blogs are easy to update.

• Facebook. Facebook is currently
the number one worldwide social
networking community. Face-
book users can create both per-
sonal and business pages where
they share information. Facebook
pages can now collect readers who
click on a “like” button. You can
also interact with readers, who
have the ability to comment on
the business owner's posts. Face-
book also stores images on user's
pages at no charge, which is help-
ful for photo sharing across mul-
tiple social media sites. Facebook
content is included in Internet
search results. Providing links
within social networking sites can
also help boost the Google rank-
ing of your website. According to
a 2009 Harris Interactive Poll, 49
percent of Americans now use
Facebook, MySpace, or Twitter,
but only 16 percent update their
Facebook pages daily. Using these
sites is easy and enjoyable.

Chart 2: During the same time period as Chart 1, The Framers Workshop had 201 total Facebook Fans and 86
unique visits to our Facebook page .

Chart 3: The LocalBiz Blog had 742 unique visitors
during the same week and 1,811 page views. The
graph above shows 1,548 page views for the follow-
ing week.

• Twitter. Twitter allows users to
create short posts, or tweets, of up
to 140 characters per entry on a
personal profile page. You can
subscribe to a user's tweets by “fol-
lowing” that person, which will
then appear on the subscriber's
Twitter page. User statistics for
Twitter reveal that only 5 percent
of Americans use it, and its use is

only slightly more prevalent
among the young. Twitter is
quick and easy to use.

• LinkedIn. LinkedIn is a social
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networking site for business com-
munication. It can be helpful for
frame shop owners and art con-
sultants looking for business con-
tacts to build the corporate side of
their client base. Its purpose is to
build online relationships to joint-
ly further business goals. An
account is fairly simple to set up,
and like other social media it
depends upon regular participa-
tion to gain the best results.

• E-Newsletters. E-Newsletters are a
form of regular communication
ideally targeted to one's current
customer base. They are great way
to stay in touch with customers,
show them the latest merchandise,
keep them up to date with shop
news, and possibly offer them dis-
count coupons. The results can be
measured and are often impressive.
There is a learning curve to their
creation, but improved e-mail
service provider templates make
the process fairly straightforward.

Where to Put Your Energy
So how do busy frame shop owners
find the time to keep up with all
these forms of electronic communi-
cation? And more importantly, how
do you measure the return on invest-
ment for your time and money?
Start by making a results-based
strategic plan to prioritize your time.
To put this plan in perspective, I will
share some results from my own e-
marketing programs. The following
statistics are from one week spanning
March-April 2010. 
• Our Twitter page had 106 follow-

ers. No unique visitor statistics are
available (Chart 1).

• We had 201 total Facebook Fans
and 86 unique visits to our Face-
book page (Chart 2).

• Our LocalBiz Blog had 742
unique visitors during the same
week and 1,811 page views
(Chart 3).

• Our March 2010 e-newsletter was
opened by 931 readers, 333 of
whom clicked through to our
website. Although the newsletter
attracted slightly fewer views per
week than the blog page, the
March newsletter coupon brought
in over $10,000 in additional
business (Chart 4).

• Our website had 5,665 unique
visitors during a similar week and
6,858 page views (Chart 5). Vir-
tually all of our new business
comes from our website.

A few other frame shop owners
shared their Facebook and website
statistics with me, and their num-

bers were proportionally similar.
These statistics are convincing that
we should focus most of our e-mar-
keting time on our website and
newsletter while spending about one
session per week on our blog and
giving more casual attention to
other forms of social media. 

Developing a Strategy
Although every framer's situation is
different, each frame shop owner
should learn from his or her own
statistics. For most shops I would
recommend the following approach: 

Step One: If you don't have a
website, you need one. Done well, a
website will become your main
source of new business. Until you
have a well designed and well opti-
mized website, don't dilute your

Chart 5: The Framer’s Workshop website had 6,858 page views by 5,665 unique visitors during a similar week—much
more than the newsletter, blog, and social media. Almost all of the new business generated by electronic media comes
from the website.

Chart 4: The March e-newsletter was opened by 931 readers, 333 of whom clicked through to the website. The
newsletter attracted slightly fewer views than the blog page, but the March newsletter coupon brought in more than
$10,000 in added business.
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energy elsewhere. If you have time
and are willing to learn about web
creation, you can create a site using
templates like those offered by
Office Live or KB Consulting. If
you have no time or desire to learn
web creation, you can have a profes-
sional web designer create a site
from scratch or create one from a
template. When hiring professionals,
make sure you have the password to
your own account and that you
learn how to make updates to the
site yourself. This will avoid costly
ongoing fees. Ask your web designer
to create a page where you can store
images for use on other electronic
media. Moreover, make sure that
you have a site that enables you to
optimize for search engines by
adding meta tags. Your first website
does not have to be your dream site;
you can improve it over time. Once
you have a fully developed website
and a regular schedule for updating
it, then begin an E-newsletter pro-
gram.

Step Two: A regular e-newsletter
sent to your current customers will
keep you as their top-of-mind
source for framing and will help
cement your client-framer relation-
ship. If you choose to offer newslet-
ter specials, you may also bring in
additional business. You can learn
about the nuts and bolts of e-
newsletter creation by studying tuto-
rials offered by e-mail service
providers like Constant Contact or
Mail Chimp. Optimize your time
by keeping a folder full of possible
newsletter topics on your comput-
er's desktop, and add to it whenever
you think of a new idea. If you send
a monthly newsletter, you should be
able to create it in one or two week-
end afternoons or over the course of

two or three evenings. 
Step Three: If you decide to go

further with e-marketing, you now
have a choice. You can set up a blog
or create a business Facebook page.
Once you have a website and e-
newsletter program, you will have a
regular supply of topics for use in
social media. I like blogs because
they are well-optimized for search
engines, and they can drive web
traffic back to your site. You can set
up a blog using a service like Word-
press or LocalBiz Blogs. If you have
four newsletter topics per month or
several per quarter, you can easily
create a weekly blog post. Most blog
services allow you to add keywords
to each post so that search engines
can easily find your topic. Be sure to
create links to your website within
each entry. This will bring more vis-
itors to your website and will help
your search engine ranking. Once
set up, a blog post takes no more
than five minutes to create. 

Step Four: If you choose to join
Facebook, Twitter, or any other
social networking sites, do so with a
plan in mind. It is tempting to
spend hours on these sites only to
have very little concrete business
reward. If you use them for targeted
business purposes, they may have
value that will increase as your fol-
lowing grows. You can set up Face-

book and Twitter in one or two
evenings. Your newsletter entries will
give you content. These services
now offer optional post-sharing
capability. This means that when
you create a Facebook business page
entry, it automatically sends your
post to Twitter, and from there—if
you choose—to LinkedIn. Some
blog services also offer automatic
post sharing options so that you can
handle all your social media business
posts at once. 

This priority is not the best one
for everyone, but the evidence
shows that it is one that makes sense
for most frame shops. Remember, if
you give yourself some concentrated
time to methodically set up your e-
marketing plan one service at a
time, you will be able to create and
fine tune a follow-up strategy
depending on your own results.  ■

Kirstie Bennett, is the co-owner of
The Framer's Workshop in Berkeley,
CA, which she founded in 1977. She
has won a number of awards, includ-
ing Best Frame Shop 2008 from the
San Francisco Chronicle, Constant
Contact Best Practices Award 2008
and 2009, and Oakland Tribune “Bay
Area Best” for multiple years. She
holds a B.A. in English and Art Histo-
ry from U.C.L.A. and is a guest
speaker on framing photography and
prints at Berkeley City College. 

E-Marketing Tips
• Relegate Facebook and Twitter to time when you might be watching television, not

during time you have allocated for serious work.

• Spend time improving your website every week. 

• Start your e-newsletter program slowly. Try once per quarter to start.

• Take a website creation class at WCAF to help you improve your site over time.

• Take a Photoshop for Framers class at WCAF. Framers are in the design business,
and properly edited photographs of your work are a must for web presentation.

• Take it one step at a time. Focus on e-marketing tasks that bring measurable results. 


