
2008 SEA Speakers 
Speaker list will be updated as speakers are confirmed.  There will be around 20 different speakers. 
List Categories:  Keynote Speakers, Support Professionals, Visual Arts, Performing Arts, Literary Art, and Media 
Arts.  (Please note many speakers will provide sessions that are applicable to ALL artists.  Some speakers may 
be listed under more than one heading.  THERE ARE STILL SPEAKERS YET TO BE CONFIRMED!) 
 
Speakers names are listed under the category.  Speaker’s full bios and session descriptions are then 
alphabetical. 
 

Keynote Speakers:   Visual Artists:    Support Professionals: 
Matt Boresi    Denise Laurin    Janet Bloch 
Playwright & Lyricist   Graphic Design Specialist  Artists’ Career Consultant 

Tom Wilson    John McDavitt    Denise Laurin 
Creator of Ziggy   Graphic Artist    Graphic Design Specialist 

     Bruce Niemi    Gigi Rosenberg 

Literary Artists:   Sculptor    Writer / Workshop leader 

Bob Baker    Lisa Nordmann   Elizabeth Russell 
Author / Publisher   Photographer    Lawyer  

Raymond Benson   Kevin O’Brien    Jeannette Smith 
Author     Artist / Gallery owner   Marketing & Licensing 

Jennifer McCord   Jeannette Smith    

Writer /Publishing Consultant Marketing & Licensing  Performing Artists: 

Gigi Rosenberg   Tom Wilson    Bob Baker 

Writer / Workshop leader  Cartoonist    Author / Publisher / Music Business 

     James Winn    Matt Boresi 
Media Artists:    Painter     Playwright & Lyricist 

Denise Laurin         Lisa Canning 
Graphic Design Specialist       Clarinetist / Music Business 

Greg Bizarro         Benjie Hughes 
Jaffe Films    Entrepreneurship   Recording Studio / Promoter 

Mary Filice    John Hughes     Tim O’Neil 
Independent Filmmaker  Entrepreneur    Pianist / Recording Artist 

          Barbara Yokom 
          Founder & Executive Director 
          The School of Performing Arts 
  
   
 

 
 
 

 
 
 
 



ALPHABETICAL LIST OF SPEAKERS:  
 

Bob Baker – Author / Publisher 
www.thebuzzfactor.com 

Session:  The Empowered Artist:  How to Promote Yourself, Make Money & Live Your Dreams  

 

Bob Baker got bitten by the music bug at age 11.  By high school Bob was jamming in rock bands.  By the early '80s, Bob was 

providing lead vocals and guitar duties for nightclub bands in St. Louis and surrounding areas.  In 1987, Bob combined his love of 

music and feature writing and founded a St. Louis music magazine called Spotlight. Unlike other local publications, Spotlight focused 

on local artists and their activities.  Not having much money to work with, Bob promoted his magazine using creative marketing 

tactics. He was soon appearing regularly in the St. Louis media discussing local music issues and for four years hosted his own music 

video program. The popularity of Spotlight magazine grew and became Bob's primary business for 10 years.  Rockpress Publishing 

liked one of Bob's book ideas and published 101 Ways to Make Money in the Music Business in 1993.  He started writing a regular 

column in his magazine filled with tips that musicians could use to promote themselves better. He offered the column to other  music 

magazines around the U.S. The book and the columns allowed Bob to get his message to a national and international audience.  

From 1993 to 1997, Bob also served as director of the St. Louis Regional Music Showcase, the annual music conference he found ed. 

Once a year for five years, more than 100 artists from a 10-state region convened in St. Louis for three nights of showcases and two 

days of industry workshops. Organizing the annual event became one of the most challenging and rewarding experiences of Bob's  

life.  In 1994, Bob signed up for an AOL account and joined the wired world. He soon started publishing an e-mail newsletter fi lled 

with his music marketing tips -- one of the first e-zines of its kind on the Internet. Some time later The Buzz Factor web site was 

launched and Bob was hooked on the potential of the Net.  Bob put Spotlight magazine to rest in 1997 and has since been pouring 

his energies into writing and marketing his indie music marketing expertise. Over the years he has self -published a number of how-

to titles, including his bestselling book Guerrilla Music Marketing Handbook (which made an appearance in the major motion picture 

The School of Rock, starring Jack Black). 

Bob has been a panelist at SXSW and the Nashville New Music Conference. He's been featured in Music Connection, VIBE, American 

Songwriter, Canadian Musician and Electronic Musician magazines, among others.  In more recent years, Bob has cranked out 

several new books, reports and audio programs, including MySpace Music Marketing , and Guerrilla Music Marketing, Encore Edition, 

Unleash the Artist Within, and Branding Yourself Online. 

 
Raymond Benson – Author 

www.raymondbenson.com 

Session:  A Long and Winding Road 
 

Between 1996 and 2002, Raymond Benson wrote six original James Bond 007 novels, three fi lm novelizations, and three short 

stories-all  published worldwide.  THE JAMES BOND BEDSIDE COMPANION was published in 1984 and was nominated for an Edgar.  
As “David Michaels” Raymond was the author of the NY Times best-sellers TOM CLANCY’S SPLINTER CELL and TOM CLANCY’S 
SPLINTER CELL-OPERATION BARRACUDA.  Raymond’s recent original thrillers are FACE BLIND, EVIL HOURS, and SWEETIE’S 

DIAMONDS.  He also spent many years working in theatre as a stage director and music composer, and several years as a computer 
game designer. 

Session:  A Long and Winding Road 
The road of Raymond Benson’s career contains several jobs and left-turns.  He started out as a theatre director and music composer, 

spending, several years in New York City working in the off-off and off-Broadway scene.  During this period he supported himself 
with various day-jobs.  Raymond then turned to writing-first as a non-fiction book author, and then as a computer game designer.  
Raymond worked for several years in the computer game industry before deciding to try writing fiction.  After making that final 

switch in his career (while in his forties), he hasn’t looked back. 

 

Greg Bizarro – Jaffee Films 

TBA 

 

 

http://www.bob-baker.com/buzz/music_marketing.htm
http://www.bob-baker.com/myspace/music.html
http://www.bob-baker.com/buzz/encore-music.html
http://www.bob-baker.com/buzz/unleash.html
http://www.bob-baker.com/buzz/byo.html


Janet Bloch – Principal, Artists Road to Success (A.R.T.S.)  
www.artistsroadtosuccess.com 

Session:  Exhibiting Professionalism* 
 (*geared towards visual artists) 

Janet Bloch holds a Master of Fine Arts from the School of the Art Institute of Chicago.  Ms. Bloch served as the Gallery Di rector of 
Woman Made Gallery in Chicago from 1993 to 2000.  She is the recipient of numerous grants including an Illinois Arts Council Visual 

Artists Fellowship and an NEA Regional/ Midwest Fellowship.  A three time grantee of the Community Artists Assista nce Program 
from the Chicago Dept. of Cultural Affairs, she also has extensive experience giving professional workshops for artists inter ested in 
exhibiting their work.  Bloch has had several solo exhibits nationwide and is represented by Gescheidle in Chi cago. Her work was 
featured recently in Art Chicago on Navy Pier. To check out Janet’s work, go to janetbloch@womanmade.net and 

www.gescheidle.com. 

Session:  Exhibiting Professionalism 
This workshop is designed to help artists get their work exhibited.  I will  dispel some of the mysteries of how to submit materials for 

exhibitions and to galleries.  The workshop will  cover: resume, slide quality, slide labeling, artist statement, and professi onalism. I 
will  also focus on where to find opportunities and how to identify if they are right for you. 
 

Matt Boresi – Playwright & Lyricist 

www.hilliardandboresi.com 

Keynote Session:  The Savvy Artist in a Hostile World  
Session:  Auditions 

Matt Boresi is a playwright and lyricist whose recent work  Going Down Swingin’ (with his composer, Peter Hilliard), a jazzy 1950’s 
take on Don Giovanni, was a critical smash with an extended run in the 2007 New York Musical Theatre Festival which Variety called 
“one of the festival’s most inventive musicals and one of it’s most successful”, Backstage called “subtle and insightful… a thoroughly 
scrumptious affair,” and of which Broadway Bullet raved “the best show of the festival… it works perfectly.”  Going Down Swingin’ 

received the NYMF award for Best Ensemble Performance with a ca st including Tony Nominee Marla Schaffel and a host of 
Broadway veterans. 

Boresi holds an MFA from the NYU Musical Theatre Writing Program and is currently a Theatre Instructor at North Central College in 
Naperville, IL (BA, ’97).  He received the Max Dreyfus Award from the ASCAP  foundation and is an Illinois Lincoln Laureate.  Boresi 

was an  outreach librettist for City Center/Encores!, a contributing   lyricist for the Lindemann Young Artist Development Program  
 at the Metropolitan Opera, and his new si nging translation of "Quando M'en Vo'" was featured in Bronx Opera's  production of La 
Boheme.   Boresi is an acting and writing instructor for the North Centr al College Musical Theatre Workshop, the Music Institute of 

Chicago, and has conducted Master Classes and lectures at the Northwestern University School of Music, the Midwest Young Artists 
Summer Program, Columbia College, and Self-Employment in the Arts.  Matt gives his popular speeches on Time and Career 
Management to artists across the country and coaches audition technique privately in Chicago with his wife, Northwestern 
University professor Melissa Foster-Boresi. 

Boresi is currently workshopping Empty Plates, an opera based on Michael Hollinger's Off-Broadway Play An Empty Plate in the Cafe 
Du Grande Boeuf.  He is also working on musical version of A Schooling in Love, a teen comedy slated for production in 2009. 

Keynote Session:  The Savvy Artist in a Hostile World  
Hey, Ar tist.  Feeling underappreciated and a little lost in an increasingly fast-paced, cold, and commercial world?  You are not alone.  

To survive and flourish, we must learn to approach our patrons, our audiences - our “customers” - on their own terms and adjust our 
attitude, knowledge base, and processes to meet the demands of the 21s t Century.  To be a working Artist, we must learn to be a 
Savvy Artist. 

 
Lisa Canning – Clarinetist  
www.lisasclarinetshop.com 

Session:  Creating Value in Life and In Art  

Lisa Canning is a pioneering female music entrepreneur who launched her first entrepr eneurial venture from her dorm room at 
Northwestern University.  As a serial entrepreneur for over twenty years, Lisa Canning has created not one but four multi -million 
dollar ventures that each experiences double digit growth for seventeen of the last twenty years.  Her current business, Lisa’s 

Clarinet Shop requires less than twenty hours a week to produce a six figure income.  

As an accomplished clarinetist, Canning has performed with members of the Chicago Symphony, Lyric Opera Orchestra, National 
Symphony Orchestra and more.  She is heard frequently on WFMT Classical Radio in Chicago.  Her most current CD, The Music of 
Donald Draganski was released on Albany Records. 



Session:  Creating Value in Life and In Art  
In the emerging new world economy, creativity is being valued as a key ingredient for financial and life success.  In this interesting 

presentation, Lisa Canning will  share with you how to creatively live and work through developing the emotional and economic 
muscles your creativity needs, and deserves, to thrive both at work and at play.  Come explore and learn how to make your creativity 
more valuable to you!  
 

Mary Filice – Independent Filmmaker 
Mary Filice has an undergraduate degree in Theater from Loyola University and earned her Master’s degree in Film/Video from 
Columbia College Chicago where she is a lecturer in the media management concentration of the Arts,     Entertainment, and Media 
Management department.  As an independent filmmaker Mary’s work has been shown on the A&E Network, the TLC network, and 

film festivals both here and abroad.  As an entrepreneur Mary’s firm, mgf  consulting ltd., partners with corporate clients to improve 
their daily operations and governance practices.  Mary’s belief that media is a driving force in our culture has made her an advocate 
of Media Literacy education.  As such, Mary conducts Media Literacy workshops for the non -profit, filmmaker’s cooperative Split 

Pillow. 

  
Benjie Hughes – Owner, Backthird Audio / words & music, inc. 

www.backthird.com / www.totalpackageweddings.com 

Session:  Dream or Die: How Business and Imagination Feed Each Other 

 
Benjie Hughes owns and operates Backthird Audio, an Aurora studio that seeks to connect people through music. He records band s 

and solo artists, writes and arranges music for other artists and for commercial clients, hosts and records small private concerts and 
offers hands-on classes in the fundamentals of audio production. He also fronts and manages hard-working wedding band The Total 
Package and books DJs and other musicians for wedding ceremonies and receptions under the business name words & music, inc. 
It's an adventure. He's learning as he goes.  

Benjie’s degree is in journalism. He did that for a while, too. 

Session:  Dream or Die:  How Business and Imagination Feed Each Other 
Creating art is swell, but if you’re working for yourself then you’re creating something even bigger – your business. And as with art, 

the process can be both inspiring and disturbing. But it’s also essential. 

In this session we’ll examine the ways vision – those big hopes and crazy daydreams – drives business on a practical level. Benjie will  
share lessons learned from his own adventure of starting a music business. Then we’ll dream up some tender visions of our own – 
and see how they stack up against the harsh demands of reality. 

 
 
John Hughes – John and Jeanne E. Hughes Charit able Foundation  

Session:  The ART in life’s chART 
John E. Hughes is Chairman Emeritus and a Director of The Coleman Foundation; Founder of J.E. Hughes Enterprises, and the John E. 
and Jeanne T. Hughes Foundation; has spoken at over 100 colleges, universities and numerous                       entrepreneu rship 
conferences.  Born in February 1927; dropped out of high school in 1944; volunteered and served with the parachut e infantry during 

World War II; honorably discharged in 1946; high school graduate by GED in 1947;   received his C.P.A. firm in 1968; sold it in 1980; 
was an owner and independent contractor CEO at Archibald/Fannie May Candy Shops, Inc. from 1981 through 1991, selling his 
interest in October 1991.  He is one of the founding owners of the    Schaumburg Flyers Independent Northern Professional Lea gue 
Baseball Team.  DePaul University College of Commerce awarded Mr. Hughes a Doctorate of Humane Letters in 200 3, which he 

earned in recognition of his many years of          contribution to business education.  Included among his awards was Best National 
Supporter of Entrepreneurship and Retail  Executive Entrepreneur of the Year, both 1989.  He also received Lifet ime Entrepreneur 
Achievement Awards from the University of Illinois at Chicago and DePaul University College of Commerce.  

Session:  The ART in life’s chart 
The speaker’s actual path of entrepreneur activity and “what’s ART got to do with it!”  A “pitcher” (Baseball metaphor) is worth a 
1000 words;  intimacy, sensuality, mystery the ism of Entrepreneur-ism.  Admission limited to those born prior to 2008. 

  
 

 
Denise Laurin – Principal, Denise Laurin Visual Art / President, Make a Great Living Creatively  

www.deniselaurin.com / www.makealivingcreatively.com 

Session:  How to Keep Your Creative Soul Alive and Earn an Abundant Income (in the soulless world of business)  



Graphic Design specialist, Denise Laurin, develops visual strategies for marketing communications, human resources programs, and 
corporate communications that touch the audience on an emotional level and get results.  Since 1985, Denise Laurin Visual Art , Inc. 

has provided innovative and engaging design solutions to the healthcare, technology, retail , manufacturing and service industries. 

Beyond her accomplishments as a designer, Denise feels her greatest success has been in the way she has stayed true to her ar tistic 
nature and in how she has balanced her personal and professional lives. She has launched Make A Great Living Creatively TM to 
share her knowledge and experience with other artists who desire freedom, creativity and balance in their professional lives.  

Denise’s work has won numerous awards, was shown by the New York Art Director’s Club, and has been featured in such national 
publications as Healthcare Marketing Report, The Guerrilla Marketing Handbook, and Graphic Design:USA. In 1993, Denise was 
named Woman of the Year by Women in Design/Chicago. She has been active as a fine artist since 2000 exhibiting in many group 
shows in and around Chicago. Her fine art work has been published in Aphrodisia:The Ar t of the Female Form. 

Denise holds a Master of Arts degree and a Bachelor of Arts degree from Northern Illinois University where she studied visual 
communication, fine art and art history. In addition, she taught art history at Northern Illinois University and has studied art in Japan 
and France. She is also an exhibiting fine artist and has studied at the School of the Art Institute of Chicago , the American Academy 

of Art, Cole Studio, Dynamic Graphics Educational Foundation, and Digital Boot Camp. 

Denise currently teaches art history at Elgin Community College and design at the Illinois Institute of Art-Chicago, and has taught 
digital design at Westwood College of Technology. She is a board member of the Salt Creek Ballet in Westmont, Illinois, and a 
member of the Chicago Artists Coalition 

Session:  How to Keep Your Creative Soul Alive and Earn an Abundant Income (in the soulless world of business) 
The main objective of this introductory presentation is to help participants become aware of the realities of making a living as a 
creative professional, and how to become financially, creatively and intellectually successful through their artistic talent.  All  

designers and artists, visual or performing, sometimes face frustration when their  work is rejected, their input is not invited or 
valued, or when they perceive their work to be not good enough. Creative professionals can also experience burn out from the 
constant pressure of tight deadlines and from producing on demand on a  daily basis (creativity as commodity). How do we, as 
creative professionals, keep our self esteem high and our artistic souls intact in the technical, automated, and bottom line world of 

business? Our life depends on it! 
FOUR KEY ELEMENTS TO PROFESSIONAL SUCCESS COVERED IN THIS PRESENTATION:  
¶ KNOW THYSELF 

¶ COMMUNICATE YOUR WORTH 

¶ PROTECT YOUR TALENT FINANCIALLY 

¶ HONORING YOUR CREATIVE SELF  

 
 

Jennifer McCord – Writer, Editor, Educator, and Publishing Consult ant 
Session:  Take Your Book to Publication  

Jennifer McCord is a writer, editor, educator and publishing consultant in Seattle.  Her career in publishing began more than 25 years 

ago when she took on the job as manager of an independent book store.  Since then, McCord has worked in nearly every aspect of 
the industry and has dedicated her experience ot the success of the Northwest writing community.  She currently lends her exp ertise 
to writers and publishers through her consulting and coaching business, Jennifer McCord Associates. 

Session:  Take Your Book to Publication  

This workshop looks at three of the most common ways books get to readers:  standard publications through the traditional New  
York channels, subsidized publication, and self-publishing.  Learn how these three models work, the authors roles and 
responsibilities and how to assess which option may be best for your book. 
 

John McDavitt – McDavitt Design 
www.mcdavittdesign.com 

Session:  Entrepreneurship in the Arts:  Creating a lucrative business! 

Entrepreneurship in the Arts:  Creating a successful business’ focuses on the artist balancing professional creative work while 
growing a business.  Topics will  include finding your market niche, dealing with the financial side of business (taxes, credit), growing 
your business, dealing with rejection and knowing when to change direction. 

This session will  be focused primarily on visual arts but will  have helpful information for all  artists and business people.  

 
Session:  How I Failed (and Failed) and Woke Up a Success!  



We are all  going to fail  at a great many things in our lives – thankfully!  How we learn to rebound from those failures will  greatly 
determine our success in business and – more importantly – in life.  John McDavitt will  share the ups and downs of a varied career as 

an entrepreneur in commercial art. 

This session will  be focused primarily on visual arts but will  have helpful information for all  artists and business people.  
 
John McDavitt has owned and operated McDavitt Design, an artistic service business, for the past 13 years. Beginning with 

airbrushing t-shirts as a teenager and earning a substantial income in one month John decided that only running his own business 
would make him happy. Along the way John has created and designed murals for residences and businesses. He has been involved in 
designing, creating and operating a successful haunted attraction, The Asylum Experience. John has a variety of clients that he 
designs and renders new products and il lustrati ons for including Thomas the Train, Felt Kids, Lamaz Toys, Wilton Industries, Badger 

Airbrush and others. Sculpture, illustration, product engineering and computer design are among his many services.', 'Startin g My 
Business', 'Networking and Relating', 'From early struggles with his business through the present John will  share the building of his 
company, McDavitt Design. Topics covered are cues for gaining clients, adding services, learning the business side of your bu siness, 

artistic growth and dealing wi th various fears. Yes, the realities of owning your own creative business will  be covered in great detail  
in this presentation!', 'Over the course of his career John McDavitt has been successful in developing and maintaining new an d 
existing clients. Networking is the tool used to gain new business. It ranges from cold calling to referrals from existing clients. 
Relating is the ability to understand your clients' needs. The result of truly understanding and executing those needs is trust. 

 

Bruce Niemi – Sculpture by Niemi / Niemi Sculpture Gallery & Garden  
www.bruceniemi.com 

Session:  Making a Living With Your Art  

Bruce, born in 1956, a second generation sculptor studied under his father Frank J. Niemi from 1968 -74. Graduating from 

NIU in DeKalb, IL in 1981 with a BFA in Sculpture, he split his time between creating and learning how to market his sculpture and 
working with his father. Bruce went full  time as a sculptor in 1987. Through a strong faith in God, perseverance, and the sup port of 
Suzi, his wife, (office manager and gallery director), he has been able to make a living creating sculpture and operating the Niemi 

Sculpture Gallery and Garden.  

Session:  Making a Living With Your Art  
Bruce Niemi will  discuss how he has been able to make a fulltime living as an artist.  Advertising, networking, approaching gallery’s, 
doing juried art fairs, going after public art projects, self promotion, building up your resume, and doing charity work will  also be 

included in the presentation.  Mr. Niemi will  also discuss the positive and negative aspects of being your own boss. 
 
 

Lisa Nordmann – Nordmann Photography 
www.nordmannphoto.com  
Session:  How to get started in the photography business  
Session:  Now that you are a professional photographer, how can you market your business? 

Nordmann Photography is a unique company that specializes in weddings, family portraits, children and high school seniors. Lisa 
Nordmann, principal photographer, started this family owned business in 1994. She started out as a sports photograp her, 
photographing hundreds of high school athletes. Lisa branched out to wedding and portrait photography and has become one of S t. 
Louis's finest photographers.  

Session:  How to get started in the photography business  
Lisa will  talk about the best way to get started owning your own photography business. 
  

Session:  Now that you are a professional photographer, how can you market your business?  
This session will  entail  branding your business and how to surpass your competition. 
 
 

 
Kevin O’Brien – Artist / Gallery Owner  
www.wyoldaspenstudio.com  
Session:  Representing and Selling Your Own Art – Sales Techniques for The 21

st
 Century 

 
Chicago area artist, Kevin O’Brien readily followed his aspirations of moving out west to live near his passionate subject matter, 
which inspired him as a vacationing youngster.  Kevin’s art works fall into the realm of contemporary western impressionism. 



 
After receiving his Bachelor of Arts in Art Education from North Central College in Naperville, Illinois, Kevin relocated to the west.  

Now living in Saratoga, Wyoming, he operates a co-op studio/gallery with three other fine artists.  Kevin strides for an accurate 
depiction of his subject matter which is usually a landscape scene often done “en plein-air” or a species of wildlife in its natural 
habitat.  Kevin also produces many pet portraits for people – capturing the unique qualities of a cherished dog, cat, or horse. 
 

Session:  Representing and Selling Your Own Art – Sales Techniques For the 21
st

 Century 
Artist, gallery owner Kevin O’Brien has been in the art sales world for over six years and has been perfecting his sales techniques 
throughout this time.  It doesn’t matter if you will never own or work in an art gallery, you still should know how to talk about your 
artworks and sell  your artworks. 

 
Maybe you can even gain knowledge to train, select, or evaluate your agent or gallery representative through this session.  
 

Participants will  learn: 
*To passionately relate their creative experience to people who view their art in a natural true to self way that stems from their own 
personal artistic statement 
*How to target and identify their own potential market and art buyers. 

*How to start up a conversation with a potential art buyer. 
*How to keep a conversation going with a potential art buyer. 
*And how to close the deal or give the potential art buyer the proper information for a later sale. 

 
This session will be an interactive, hands on demonstration in a gallery setting with live sales demonstrations and participa nts will 
develop a partial sales technique plan.  

 

Gigi Rosenberg – Writer / Workshop Leader  

www.gigirosenberg.com 

Session:  Grant Writing for Success 
 

Gigi Rosenberg leads regional and national workshops for artists and writers in Grant Writing for Success and The Art of 

Presentation.  Her professional development workshops have been featured at New York City’s Foundation Center, the American 
Society of Media Photographers and Seattle’s BizArt Conference.  Her essays on parenting, relationships and the performing arts 
have been published in The Oregonian, Jewish Review, KidsVermont and Cycle California! Magazine.  “The Hanukkah Bush,” her 

radio commentary, was featured on Oregon Public Broadcasting and her latest article “ Give a Good Reading” appeared in Writer’s 
Digest. 

Session:  Grant Writing for Success 
In this lively workshop artists learn how to write grant applications with passion and clarity.   Participants explore how to decode 

application questions, employ good grant writing habits and engage other people in the writing process.   

Topics covered include: 
•    Brainstorming methods for generating the first draft 
•    Editing tips to strengthen the final draft 

•    Techniques for finding fresh and compelling language to describe a project 
•    Strategies of successful grant writers  
 

 
 

Elizabeth T Russell –L awyer, Russell L aw   
www.erklaw.com 

Session:  Legal Issues for Artists: Website Tips and Best Practices  

 

Russell Law represents individuals and businesses in the arts and entertainment industry. Elizabeth’s clients have included national 
music, art and design foundations; museums; authors; visual artists; filmmakers; musicians; and dramatists negotiating off -Broadway 

production agreements. One former client offers web-based technology, software and services for the music industry and 
independent musicians in all 50 states and 110 countries. Elizabeth earned her law degree from New York’s Pace University School 



of Law. She holds an undergraduate degree in music, has professional experience as an arts administrator a nd is remarkably fluent in 
“plain English.” 

Session:  Legal Issues for Artists: Website Tips and Best Practices  
No matter what your artistic genre, you’re going to confront millions…OK, many…legal issues in connection with your business. 
Discussing your website is a fantastic platform for sorting out the “big ticket” legal issues because they all pop up in connection with 
your online presence: copyright, trademark, contracts and licensing. You won’t become an expert in one hour, but you will learn to 

spot the issues and know what questions to ask. And that’s a great start. 
 

 
Jeanette Smith – President, N’net Smith Inc. and Parnter / Sr. Vice President, Character Matters, LLC 

www.jnetsmith.com 

Session:  CREATING CONTINUOUS CASH FLOW FROM YOUR ART – An Introduction to Licensing 

 

Jeanette Smith has more than 20 years experience in the licensing industry, including building the Dilbert™ brand from its infancy to 
a global corporate icon. Today, in addition to coaching and consulting for companies and artists nationwide, Jeanette is a bu siness 
partner with Tom Wilson, Internationally syndicated Ziggy cartoonist and President Character Matters, LLC.  
Jeanette’s early career success in advertising led her to New York City where she launched new divisions for Official Airline Guides, 

Macmillan Publishing, and Paramount Communications/VIACOM. This took her to more than 25 countries, while negotiating 
hundreds of worldwide publishing, product licensing, and television production and distribution deals.  At United Media, Jean ette 
brought the potential of then unknown Dilbert to icon statusthrough publis hing, inventive products, the Internet, sponsorships, and 

television, exceeding projections and creating more than $200 million a year in retail  sales. In 1997, the Dilbert property was 
nominated for the Licensing Industry Merchandisers Association Brand of the Year Award. 
As Sr. VP for Character Matters, Jeanette brings her strategic marketing expertise to character development and branding projects 
for such renowned clients as Girls and Boys Town. She speaks frequently and leads interactive workshops, as well as having taught 

licensing courses at the undergraduate and graduate levels. 

Session:  Creating Continuous Cash Flow From Your Art – An Introduction to Licensing 
Creating income from your art, illustrations, designs and characters is BIG BUSINESS!  It’s the Licensing Business, which in 2006 
netted more than $180 Billion dollars in retail  sales. If you are not yet familiar with this mega industry, that has a consta nt need for 

new talented artists every day, then this is your opportunity!  Learn “the real deal” from industry insider Jeanette Smith, former Vice 
President United Media and the business powerhouse behind the multi -million dollar DILBERT™ phenomenon.   

This informative and action-packed presentation will  be just the inspirational juice you need to seriously consider this practical and 

sustainable business model.  With stories from the trenches and experience garnered from creating more than $200 million doll ars 
in annual retail  products sales with nationally recognized artists and cartoonists, Jeanette will  take the mystery out of this veiled 
industry and show you can create multiple income streams from one piece of art.  
 

 
Tom Wilson – President & CEO, Ziggy and Friends / Founder of Character Matters 
www.ziggyzone / www.charactermatters.net 

Keynote Session:  The Deal of the Art 

Tom Wilson may not be recognized around the world, but his devoted Ziggy fans, more than 75 million cartoon readers, admirers, 
sympathizers and friends, know his humor and want to hear him speak! And when he does, the cr owds applaud his wit, sensitivity, 
charm, creativity and talent.  

Ziggy just turned 35, and is one of the longest running comic panels in history. A present day classic, Ziggy was born in 1971  from the 
heart and mind of Tom Wilson Sr., who first created Ziggy as a greeting card character. Since then, Ziggy has become one of the most  
recognized characters in the world, now gracing the pages of more than 600 newspapers a day and lending his image to 
merchandise in a wide variety of different categories.  Since then, Tom Wilson’s syndicated Ziggy cartoon appears in over 600 

newspapers and reaches more than 80 million readers, worldwide, each day. In the past 35 years there has been over 70 Ziggy b ook 
collections/treasuries published by Andrews -McMeel Publishing, in addition to yearly calendars, desk planners, and tens of millions 
of greeting cards sold.  Although often referred to as an American icon, Ziggy also enjoys widespread global popularity, particularly 

in Latin America, Japan, and Europe. 

Keynote Session:  The Deal of the Art 
Holistically-minded artists and creators  can often feel themselves to be at a disadvantage when attempting to create a new 
business from their art; finding themselves frustrated and overwhelmed by the process of trying to conform to   existing, more 

linear-minded, business models.Through The Deal of The Art, artists and creators will  be able to explore creative ways of bringing 



the art of their business to the business of their art. As artists and creators, they will  also have an opportunity to discover how 
best to leverage and take advantage of their own natural creative skills, to gain an upper hand against their competition. Innate in all 

artists is the ability to design, position and promote their own art, and  art-business, because you know the qualities inherent in your 
work best!  Join Tom Wilson to learn how to bring out the unique and original character of you and your work into the world.     
 
 

James Winn – Artist / Landscape Painter 

 
Session:  Marketing Your Work Thru the Galleries 

 

James Winn has spent his career painting the Midwestern landscape.  The works always feature the taut horizon line and the 
overarching sublime skies that breathe a sense of Presence into the flat prairie below.  Winn has had numerous one-person exhibits 
in Chicago and New York; he also exhibits regularly in Santa Fe, Washington D.C., Milwaukee, and many other cities.  Winn is 

represented in private, corporate and public collections from Chicago’s Art Institute, the State Department in D.C., and the Philbrook 
in Tulsa to regional museums and many university collections. 

Session:  Marketing Your Work Thru the Galleries  
This presentation is directed towards the visual artist trying to find representation in the galleries.  We will  cover the development of 

a consistent portfolio, strategies for approaching galleries appropriate for your work, typical gallery expectations and protocol, and 
hopefully how to maintain a profitable relationship.  
 

 
Barbara Yokom – Founder / Executive Director – The School of Performing Arts 
www.schoolofperfromingarts.com  

Session I:  Opening your own arts school  

Session II:  Do you avoid the question “What are you going to do after you graduate? 

Barbara Yokom has had a distinguished career as Founder and Executive Director of The School of Performing Arts. She is forerunner 
in the advancement of the performing arts and has built a reputation throughout the Chicagoland area as leader in the field of arts 
education. A graduate of Millikin University, with a degree in Business, and a minor in Fine Arts, Yokom has been an active 

performer, educator, choreographer and community contributor—culminating with the establishment of the School of Performing 
Arts in 1990.  

While Barbara has overseen a tremendous growth in quantity and quali ty at S.P.A. she prides herself in never losing touch with her 

passion for teaching. With over twenty years of teaching experience, from primary to adult levels, Barbara continues to be a 
forthright arts educator and authority on Child Actor Management. Sh e has seen her students, S.P.A. Alumni, and children excel in 
prestigious careers with Walt Disney Productions, The Royal Ballet, Joffrey Ballet, and several chief television and film pro duction 
companies.  

Distinguishing herself as a leader—Barbara continues to seek and acquire sought-after specialists to join her staff in both 
administrative and artistic roles. As a resourceful manager, Mrs. Yokom maintains her strong work-ethic in both professional and 
personal arenas, as a proud wife and mother of three. 
 

Session I:  Opening your own arts school.   
Do you have a dream of opening your own arts school, but thinking, “No way, I’m just graduating from college!”  Barbara Yokom, 
Founder and Executive Director of The School of Performing Arts with locations in Naperville and Plainfield started The School of 

Performing Arts at age 23. The School has grown into an institution with over 1800 students and a staff and faculty of 50 artists.  Ms. 
Yokom will  share with you the first steps in making your vision a reality; she will  cover such topics as: the Business Plan, Location, 
Programming, Marketing, Faculty and staff, Organization and Putting your ego aside.  
To visit The School of Performing Arts go to: www.schoolofperformigarts.com 

 
Session II:  Do you avoid the question “What are you going to do after you graduate?  
Being a person who wants to make a living doing what you love best (art), may seem crazy, unstable, not  an “honorable” career 

path to some people….sometimes its those who love us the most who make us feel this way.  Barbara Yokom, Founder and 
Executive Director of The School of Performing Arts focuses on how to stay positive and confident, while allowing your path t o 
unfold. Learn what’s realistic after you graduate and what you can really expect.  
To visit The School of Performing Arts go to:  

www.schoolofperformingarts.com 

 



 
 

 
 

 
 
 

 

 
 

 

 
 
 
 

 
 

 


