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Performing Arts Presenting:

An Insider’s Guide to a Joyful Profession

There’s no manual. There are those who’ve come before who may have shaped practices & procedures -- within an industry and marketplace where every performance is a first time and every audience is a new demographic... 

It’s a matter of CUSTOMER SERVICE, always — from the moment a person arrives at the door...telephone manners, box office, ushers, concessionaires, the curtain speech — it ALL impacts how a show is received, thereby impacting who returns, what they tell other people about what they experienced, and how you turn them from a single ticket buyer to a loyal season supporter to a donor.

Presenting in a smaller community puts you under a bigger magnifying glass.  You have to DO IT BETTER. It’s a bigger deal.  You’re a bigger fish.  You can create a much more penetrating, long-lasting impression in a smaller community.  Make sure it’s a positive one. Having people coming thru your door know that you CARE they are there and you are GRATEFUL for their participation is very powerful in enlarging perceptions of greatness — of the performance and of the venue.

Use the privilege to create PARTNERSHIPS, to shape creative & imaginative collaborations with local businesses and individuals and organizations. With every active partnership comes a new audience pool. The more stakeholders there are in making a show a success, the more who care and take action to make it happen. Another presenter’s being 35-50 miles away is not a threat. It’s an opportunity.

Utilize your presenter network.  TALK TO OTHER PRESENTERS.  Work together. Find a way to bite off an additional outreach or educational event from “the big boys” if they’ve got a major artist on site. Co-present, at every chance.  

Don’t be your “competition’s” competition.  Be their COLLEAGUE. Be their supporter.  A full house in one place builds a full house in another.  An enthusiastic audience in one venue builds enthusiastic audiences in other venues.  Cooperate. Co-present.  Analyze what YOU can offer the experience that they might not be able to offer.  Make the really good memories taken away by the artist come from YOUR PLACE.  They’ll come back.

Negotiate.  Block book.  COLLABORATE. Tag on.  Tie in.  Deal for two in one day. Find out who’s nearby.  Don’t put energy into worrying about your “competition.” 

