
NINE dot ARTS 
Changing the status quo. 

 
 
 
Who is NINE dot Arts? 
A premiere, national corporate art advisory firm with offices in Denver, Boston and Seattle. 

 
The Challenge  
In the pre-sales process, the sales pain for Nine dot Arts was this — The power of art is difficult 
to convey to the uninitiated, yet it exists as a powerful experience in prominent, public places 
like: 

● Hospitals — support life and the struggle to live in every way.  
● Law firms — frequent battlegrounds of annihilation.  
● Hotels — embody the excitement and history of the cities in which they are built.  
● Airports — transcendent traveler portals.  

The art selected by Martha and her team tells a story:  

● Visitors from Kansas in a Colorado hospital see beautiful paintings of the plains, helping 
ground them with a familiar landscape, as they cope with illness, and move through the 
healing process.  

● In a powerful corporate law office, images of chainsaws on huge canvases of red, cover 
the massive walls, delivering an unmistakably clear message: We’re worth the steep fees 
because we’ll legally destroy your enemies.  

To choose art like this, stakeholders must do some prerequisite soul searching to make the 
power of art real for their brands, and for Martha, finding buyers who valued the power of art was 
often challenging. Many potential buyers feel uneasy about art and its role. They fear art and are 
afraid to admit they don’t know the first thing about choosing a collection. Many ambassadors of 
big brands feel as if art is either merely decorative, or part of some collection valued only by its 
monetary weight.  
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Solution   

After an Ink Stain Knowledge Audit, NINE dot Arts discovered an innovative sales angle. What 
we found, based on client interviews and interviews with Martha’s internal team, is that corporate 
buyers of art wished they could tell the whole world the story of their brand with it. So we 
considered — what if this desire was part of an offering deployed, explained, and sold as 
something important at the beginning of the sales process?   
 
This turned out to be a pivotal step toward generating higher revenues for Nine dot Arts, which 
incidentally, also lead to a highly transportable, ready-to-go, super PR package, and a refined 
goal to take the deeper meaning of an organization’s brand, and bring their experience to a 
bigger audience. It began by making sure the marketers in these organizations used their new art 
collection as a powerful storytelling tool for their own clients. This package went way beyond just 
PR, though. It included new ways to reach broader audiences by adding planned exhibitions, 
artist lectures, and guided tours to their offering. 
 
 

 

The power of art  
is difficult to convey to  

the uninitiated, yet it  
exists as a powerful 

experience in prominent 
public places. 

 
 
“I don’t know if we can do this,” said Martha at one point. “I don’t know the first thing about PR.” 
“You know more than you think you know.” I told her, and she agreed to test it at a meeting the 
following week with a prominent Denver hospital. Her competition would be there and she would 
have a chance to find out how her ideas stacked up in the eyes of actual stakeholders. Some of 
the best art consultants from around the country presented the same day, and positioned 
themselves as the authorities on what organizations need — the prestige of a collection chosen 
by them of course. Martha wasn’t sure how her young firm would stack up against 20 years of 
corporate art experience, and she believed her competition never thought her firm would be 
taken seriously. 
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Then came her turn to present. She told the stakeholders she believed in her carefully curated 
network of local artists. They liked that. Then she told them about her nascent program to bring 
people from the community into organizations to celebrate the power of the brand with lectures, 
tours, and events, and explained how she had the right PR stuff to make it happen.    

It was one of those moments where eyes widen, and the room goes silent. “We want that 
program,” was the first thing Martha heard from one of the stakeholders in the room. “We’ve 
been looking for a way to reach the community and this is exactly the kind of program we need.” 
She explained to them the program wasn’t fully flushed out yet. “Get it done,” they said. “You’re 
part of our new art advisory team.” 

Two weeks later, Martha had a meeting with a stakeholder of a national hotel brand, and 
mentioned the new program she was building for the hospital in Denver. His immediate response 
was “I want your expertise and I also want that program.” Martha needed to change her belief 
about the limits of her consultancy. She was great at leading the process once she was hired to 
do so, but she also stepped outside of her own status quo and found a way to uncover and 
satisfy a key desire of her buyers: their desire for community outreach. Her buyers hadn’t known 
they wanted a program community outreach. When new stakeholders realized it was possible, 
they also needed Nine dot Arts to provide the steps and the plan to make it work. Turns out her 
buyers were also ready to step outside of their own status quo, and all they needed was the 
right person to show them the way.  

 

The results of the Knowledge Audit and subsequent business development review, inspired 
Martha to take an inventory of her knowledge and insights. With her knowledge newly organized 
and Ink Stain’s help, she was able to build the foundation for a customer-facing message that 
exploded her revenue.  

Results of the knowledge audit process 

● A 22% increase in revenue in 4 months 

● A new sales process and PR system got NINE dot Arts two of its highest profile customers 
within a 4-month period.  

● A scalable, repeatable, evolving sales process that they continue to update and refine 
which consistently generates new revenue.  

● They are currently considered one of the premier corporate art consultants in the region. 

 

Let’s have a conversation about how you can increase revenue and close more business.  
Have a no pressure conversation with me at 415.990.4910, or email me at Joseph@inkstaininc.com  
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