From John lverson [john@i verson. coni
Sent: Wednesday, May 17, 2000 11:25 AM
Subject: CraftSmarts E-zine, Vol. 2.02

Wel cone to another issue of the E-zine. |If | can ever get organi zed, perhaps they will
arrive in your inbox nore often. However, reality has a habit of intruding when |'m
t hi nki ng about putting one out.

1 OTHER DI MENSI ONS OF PRI CI NG

2. WEB S| TE REVAMPED, CONTENT ADDED
3. THE LOVE BUG

4. WHY BOTHER W TH THE SUMMER SHOWS?
5 CODA SURVEY REM NDER

Your craft widget's price is only one -- and perhaps not even the nost inportant --
aspect that is considered by your prospective customer in his/her buying decision. Mst
buyers will pay a higher price in return for ancillary benefits associated with either

the product itself or the seller, which they perceive as being val uabl e.

These benefits can be either tangible or intangible. A not-so-exhaustive |list includes
the shipping ternms of the sale (who pays for freight?), the credit ternms offered, pre-
and post-sal e customer service considerations, your returns policy, warranties,
packagi ng, delivery tinmes, your reputation, and custoner |loyalty. These issues and nore
are wei ghed by your custoner(s) at all levels of the distribution chain before they hand
over their noney.

For a nore detail ed discussion, go to the FAQ of the sane name on the website.

Speaki ng of which, 1've conpletely revanped the website. The navigation has been changed
to make it easier to find what you are | ooking for, and |I've added a sl ew of new content.
The Frequently Asked Questions (FAQS), where you'll find the answers to all the business
guestions you wanted to know but were afraid to ask, has been radically expanded -- not
only with new topics, but extensive revision of nmany current topics. Several of these
new t opi cs address the pricing problem as well as the profitability of your craft

busi ness. An exanple of the latter is a discussion of the behavior of costs in the

typi cal studio.

Did you get bit by the I LOVE YOU worn? | did, and | can tell you that (a) it was not

nmuch fun, and (b) | shouldn't have. It was delivered to ne by a friend in California who
is always sending nme screwy attachnents. As a trusted pen pal, | didn't even think tw ce
about opening it. Once | got control of it, | inspected it with ny new y-updated virus
software, and the attachnent got a clean bill of health. So, this worm-- not virus --
that swept the entire world in two hours doing $20 billion in danages at |ast count, got
by nmy anti-virus folks and ny local Internet Service Provider -- and probably yours, too.

The really scary thing is that within a day there were upwards of a couple of dozen



copycats floating around! Al of us should take this as a serious wakeup call.
Sometinmes this Brave New World can bite you.

How does one protect oneself fromthose inevitable future viruses? Wthout resorting to
conpl ete paranoia, do these four things: (1) keep your anti-virus software updated
regularly by going to the maker's site and downl oading the |atest version (it's free!);
(2) make regul ar backups of your inportant data an ingrained habit (I |ost nore than
22,000 picture files and java scripts to the beast, but was able to restore all but a
handful from a tape backup); (3) place your browser and enail settings on high security;

and (4) be a little less trusting of email attachnments. |If you don't delete them
outright, at least save themto file and then inspect themw th your anti-virus software
before you open them Mst likely you'll still be infected at one tinme or another, but
these steps will go a long way towards mninizing the danage.

O course, there are other steps you can take, too. Both MAfee and Norton anti-virus
software is designed to scan for viruses, and they aren't that good at picking out
trojans like the | LOVE YOU worm You can add this protection with additional security

sof tware, such as Mdosoft's The Ceaner. Then, if you are still paranoid, you can pick
up sone intrusion software, such as Bl ackl CE Defender, that will keep hackers out of your
computer (the Information Highway is a two way street, folks!). I'mnot shilling for

these guys, so if you want further information send nme an email (no attachnents,
pl ease!).

Unl ess you' ve sold out your capacity for the entire year, and aren't in a position to

i ncrease your volunme, you should always do the sunmer shows. Sure, they aren't as
profitable as the winter ones, but they do fill a niche, and the dynamics are conpletely
different than they are in the winter -- as in, at the sunmer shows you actually have a
chance to spend sone quality tine with your buyers because they aren't as frenetic about
cruising the aisles of a show al nost twice as big. There's also | ess conpetition for the
buyers' budget in the summer. Think about it, then (this is another plug) go to the
website and read the FAQ of the sane nane, which explains in nore detail why your
participation in the sunmer shows nakes good econom c sense.

Have you conpl eted the CODA survey yet? This is the first ever rigorous econom c inpact

study of the arts and crafts conmunity, and | urge you to fill it out and send it in.
Distribution of the survey formis massive in the industry -- you can even find it (plug)
on the website under TIPS. |f you haven't seen it yet, you' d best get yourself to a

doctor because you probably can't even fog a mirror right now.

That's it for the latest E-zine. |If you don't want to receive any nore of these, you
know how to get hold of nme. | hope that you're busy stocking up those sumer touri st
traps and building all those new craft widgets to introduce at the sunmer shows.
Cordi al ly,

John
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