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Project Overview

MS IN PRODUCT DESIGN - MASTER'S THESIS PROJECT -SERVICE DESIGN

Sapienza University of Rome, Italy
September 2021 to May 2022

Copyrights ST-250520221994
This is not the official thesis booklet but “All rights reserved 2022. No part of this process booklet may be reproduced or transmitted in any
form or by any means, electronic or mechanical, without prior written permission from the University and author of the booklet.”

“| extend my deepest gratitude to Prof. Loredana Di Lucchio for her extraordinary guidance, unwavering support, and expert counsel.
Her profound insights and mentorship have been pivotal in shaping my comprehension and progress throughout this comprehensive
learning journey in the field of service design.

| also want to express my gratitude to all those who participated in the interview study and online survey, as well as those who offered
invaluable guidance throughout the learning process.”
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Project Overview

OBJECTIVES

To design and develop an innovative service within the Fine Arts
industry that addresses the identified problems and challenges
faced by young freelance artists, inclusive art lovers, art gallery
managers, and art collectors.

To create a sustainable business model that not only fosters in-
novation but also positively contributes to economic and social
challenges, with a particular focus on financial stability for young
freelance artists.

To leverage design-driven innovation methodologies, tools, and
frameworks to craft a service that encompasses the entire lifecy-
cle from design through production to consumption, considering
environmental context, production capabilities, economic dynam-
ics, and social dimensions.

APPROACH

Research and Insights: Conduct in-depth secondary research to
gain a deep understanding of the problems faced by young free-
lance artists, art lovers, art gallery managers, and art collectors.
Utilize qualitative and quantitative research methods to gather
insights.

Design Thinking and Ideation: Apply the principles of design
thinking to generate creative and empathetic solutions. Collab-
orate with stakeholders and potential users to ideate innovative
service concepts.

Prototyping and Testing: Develop prototypes and conduct user
testing to refine and validate service concepts. Iterate the proto-
types based on user feedback and insights.

Business Model Canvas: Create a sustainable business model
that aligns with the service design, ensuring economic viability and
long-term success.

UX-UIl Design: Craft a user-centric and visually appealing user ex-
perience (UX) and user interface (Ul) for the service to enhance
user engagement and satisfaction.

Social and Environmental Considerations: Integrate social and
environmental considerations into the service design, ensuring
that it positively impacts society and minimizes ecological foot-
prints.
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OUTCOMES

1. I've gained theoretical knowledge of Service Design tools then
put them into practical application.

2. A fully designed and radical innovative service design within
the Fine Arts industry.

3. Auser-centric UX/UI design for the service.

4. Prototype & Morphology

5. A detailed business model canvas outlining the sustainability
and viability of the service.

6. Insights and recommendations for integrating social and envi-
ronmental considerations into service design.

7. A comprehensive case study and process booklet for the proj-
ect portfolio.

Through this project, | seek to showcase my skills as a UX-Ul & Ser-
vice Designer, highlighting my ability to address complex challeng-
es and create innovative, user-centric, and sustainable solutions
within the realm of service design.



Project Overview

CONTEXT

The project’s context is the Fine Arts industry, specifically focusing
on addressing the challenges faced by young freelance artists, art
lovers, art gallery managers, and art collectors within this domain.
It operates in an increasingly digital and technologically driven art
marke

MISSION + VISION

Mission: To empower young freelance artists by providing them
with a platform for financial stability and creative expression,
while making art accessible and affordable for art lovers.

Vision: To revolutionize the Fine Arts industry by bridging the gap
between artists, art enthusiasts, and collectors through an innova-
tive and sustainable service that redefines the way art is created,
bought, sold, and experienced.

PROBLEM STATEMENT

The Fine Arts industry faces challenges related to financial instabil-
ity for young artists, unaffordability for art lovers, online visibility
for art galleries, and complexities in buying and selling artworks
for collectors. These challenges hinder the growth and sustainabil-
ity of the industry.

BENEFIT STATEMENTS

For Young Freelance Artists: Financial stability, creative freedom,
and a platform to showcase and sell their art.

For Art Lovers: Access to affordable and diverse artworks, foster-
ing a love for art.

For Art Gallery Managers: Increased online visibility, broader audi-
ence reach, and streamlined operations.

For Art Collectors: Simplified buying and selling processes, expert
guidance for investments, and a thriving art market.
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VALUES

Creativity: Fostering artistic expression and innovation.
Accessibility: Making art accessible to all.

Sustainability: Ensuring a positive impact on society and the envi-
ronment.

Collaboration: Building connections within the art ecosystem..

KEY LEARNINGS

In-depth understanding of the Fine Arts industry and its challeng-
es.

Proficiency in applying design thinking, UX/UI design, and service
design methodologies.

Insight into developing sustainable business models aligned with
social and environmental responsibility



ARTPEER
- SERVICE BLUEPRINT

CUSTOMER ACTIONS

. ‘ + Customers (artists, art enthusiasts, collectors) sign up and create user profiles. * Customers browse the platform to discover artworks, artists, and art collections.
User Registration =—— . _ ‘ _ Exploring Art ——
* Provide personal information, preferences, and art-related interests.

* Filter and search for art based on criteria like style, medium, price, and artist.

« Customers can purchase artworks directly from artists or galleries + Customers interact with artists through comments, direct messages, or by following them. e Erigags b Artiats
: ; : ; IEAEINE WILh ArtS!
« Secure transactions and payment processing are handled on the platform e Buying Art + Artists respond to inquiries, engage with their audience, and showcase their creative process.

+ Customers, including art collectors, have the option to list artworks for resale.
Reselling At —> 8 =

* They can set resale prices and provide details about the artwork's provenance.

= Customers can participate in art auctions hosted on the platform.
Participating in Auctions —— PeFREP P

* Place bids, monitor auction progress, and receive notifications about bidding activity.

= Customers engage in art-related discussions, forums, and participate in live events

e Community Interaction
* They can also attend virtual exhibitions and gallery openings.

* Buyers have the option to make offers on artworks, indicating their desired purchase price.

€&— Offering Prices
+ Sellers can consider these offers and negotiate prices.

BACKSTAGE PROCESSES

Stores and manages user
User Data Management 9 profiles, preferences, and

transaction history.

Maintains a catalog of

artworks, artist information, Content Moderation %
pricing, and provenance.

Ensures that user-generated
Artwork Database 9 content complies with

community guidelines.

Manages the logistics of art
auctions, including tracking

Handles financial
bids and winners.

. e Payment Processing
transactions securely.

e Auction Management

Helps artists and collectors
manage their available
artworks.

e Inventory Management




FRONTSTAGE PROCESSES

The platform prominently
displays artworks, artist
profiles, and featured
collections.

Artwork Showcase %

Facilitates price negotiations
between buyers and sellers.

(— Price Offer Feature

TOUCHPOINTS

The digital platform through
which customers access the
service.

Website/App Interface %

Displays ongoing and

upcoming art auctions. S Auction Listings

SUPPORTING SYSTEMS

Collect data on user
behavior, preferences, and
engagement.

Analytics Tools

Support moderators in
managing forums and
discussions.

e Community Management Tools

Communication Channels %

Hosts and manages art
auctions, including bid
tracking and notifications.

Notifications 9

Public profiles showcasing
artworks and information,

Security Measures 9

Supports price negotiations
between buyers and sellers.

Enables real-time
interactions between
customers, artists, and
galleries.

6 Auction Platform

Email and in-app
notifications for updates,
bids, and offers.

e Art Gallery Profiles

Protect user data, financial
transactions, and content.

e Negotiation System

Facilitates secure
transactions for art
purchases and auction bids.

Secure Payment Gateway %

Facilitates secure
transactions for art
purchases and auction bids.

é Resale Listings

Accessible through chat,
email, or phone for
assistance.

Customer Support 9

Public profiles showcasing
artists' portfolios and
information.

e Artists' Profiles

Facilitates content updates

Content Management a
and management.

System (CMS)

Support the logistics of art
auctions, including bid
tracking.

e Auction Management Tools



Project Overview -Design Process Diagram

DESIGN PROCESS
STARTED FROM HERE

!
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Creates the interfaces we use to interact with
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MARRIED Yes
KIDS Sarah 15, Jamy 20

EDUCATION Masters in Business

OCCUPATION ~Administration
Managing Director (MD)

AGE 56 year old

LOCATION San Francisco
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Personality
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JUDGING
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Response and Reactions
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Bio or Scenario

EXPLORING VARIOUS SERVICE DESIGN THINKING TOOLS AND OTHER
FRAMEWORKS THROUGH TEXTS
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Project Overview -Secondry Research In-Short

RESERACH & INSIGHTS

Conduct in-depth secondary research to gain a deep understand-
ing of the problems faced by young freelance artists, art lovers,
art gallery managers, and art collectors. Utilize qualitative and
quantitative research methods to gather insights.

DEFINED TARGET GROUP

Young Freelance Visual Artists

Art Lovers (Inclusive group of People who loves Art)
Art Galleries Managers

Art Collectors & New Born Art Collectors

DETERMINE RESEARCH GOALS AND QUESTIONS

Then | want to ensure that the interviews | will conduct should be worthwhile, both for me
and for the participants. To make the most of my time together, | need to determine clear
goals for the interview. As a UX designer, what do | want to learn from the interviews? Are
there certain USERS' PROBLEM or PAIN-POINTS that | need to empathize with?

| wrote interview questions by keeping in my mind

To The question should be open-ended.
Always try to keep questions short and simple.
And able to follow-up questions.

Interviews should be conversational so encouraging participants to elaborate is a best
practice.bought, sold, and experienced.
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Design Thinking Framework

Design Thinking Framework

Empathize

User Research
User Interview
Competitive Analysis

Define

User Personas
Empathy Maps
User Journey Maps

Ideate

User Flow
Card Sorting
Information Architecture

Prototype
Wireframes
Hi-Fi Design

Prototype

Testing

Feedbacks
Conclusion
Future Concepts
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Empathize

DESIGN THINKING FRAMEWORK

EMPATHIZE
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Empathize- Stakeholders Intereview's Recap

FOR STRUGGLING YOUNG FREELANCE ARTISTS

Can you describe your experience as a young freelance artist? What are some of the most signifi-
cant challenges you've faced regarding financial stability?

As a young freelance artist, I've faced numerous challenges related to financial stability. It's often difficult
to predict my income, leading to uncertainty in covering basic living expenses. There are times when I've
had to take on commercial art projects, even if they don't align with my creative vision, just to pay the
bills.

How has financial instability affected your ability to pursue creative art projects?

Financial instability has been a major roadblock to pursuing creative art projects. It limits my ability to
invest in art supplies, experiment with new techniques, or take the time needed for in-depth artistic ex-
ploration. Instead, | often find myself prioritizing commercial work for immediate income.

Have you ever had to compromise your creative vision to create commercial artworks for in-
come? If so, can you share your thoughts on that experience?

Yes, I've had to compromise my creative vision on several occasions. It can be disheartening because |
entered the art world to express my unique ideas. Creating commercial art can feel like I'm losing touch
with my true artistic self, but it's a necessary compromise to sustain myself financially.

What would help you feel more financially secure while pursuing your art career?

Financial security for young freelance artists would be a game-changer. Access to stable income sources,
grants, or support networks that understand the challenges we face would go a long way in allowing us
to focus on our creative art projects without constant financial worry.
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FOR ART ENTHUSIASTS WITH BUDGET CONSTRAINTS

As an art enthusiast, how do you feel about the affordability of art in the current market?
I'm passionate about art, but | often feel discouraged by the high prices of artworks in the current market. It
can be frustrating not to be able to own pieces | truly appreciate.

Can you describe any specific experiences where you wanted to purchase art but found it to be ex-
pensive and unattainable?

There have been instances when | fell in love with a piece of art but couldn’t afford it. It's disappointing be-
cause art means a lot to me, and | wish there were more affordable options available.

What would encourage you to consider purchasing art despite budget constraints?
I'd be more likely to purchase art if there were affordable options that still allowed me to support artists. It
would also help if there were platforms that provided payment plans or layaway options for art purchases.

How do you think affordable art options could positively impact the art community?
Affordable art options would open up art ownership to a wider audience and foster a more inclusive art com-
munity. It would benefit both artists and art enthusiasts by promoting creativity and accessibility.



Empathize- Stakeholders Intereview's Recap

FOR ART COLLECTORS (NEW AND SEASONED)

What challenges have you encountered when trying to resell artworks in the art market?
Reselling artworks can be a cumbersome process. Authenticity issues, the time it takes to find buyers,
and navigating the market's complexities have all posed challenges.

Can you share any experiences related to authentication issues or the time-consuming process
of reselling art?

Answer: Authentication can be tricky, especially for contemporary art. It's time-consuming to gather
provenance and documentation, which is often required for resale. This has deterred me from selling
some of my pieces.

How confident do you feel about your knowledge of buying and selling art as an investment?
While I've learned a lot over the years, buying and selling art as an investment still feels daunting. | often
wish there were resources or expert guidance available to help navigate this aspect of the art world more
effectively.

What kind of expert guidance or support would be beneficial when dealing with art as an invest-
ment?

Having access to experts who can authenticate and appraise artworks, as well as provide investment
advice, would be immensely valuable. It would instill confidence in collectors like me.
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FOR ART GALLERY MANAGERS

With the shift to the online art market, what specific challenges have you faced in attracting traffic
to your art gallery website?

Transitioning online has been challenging. Competing for online visibility, reaching the right audience, and
ensuring that our gallery's digital presence is as engaging as our physical space are all ongoing struggles.

How do you currently identify and reach your target audience online?
Answer: We use a combination of social media marketing, email campaigns, and partnerships with art influ-
encers. However, it's still challenging to reach a diverse and broad audience.

Can you describe any difficulties in creating an inclusive and diverse online art community?
Building an inclusive online art community can be tricky. We want to cater to diverse tastes and backgrounds,
but finding the right balance and ensuring that everyone feels welcome is an ongoing effort.

What improvements or solutions do you believe could enhance the online art gallery experience for
both artists and art enthusiasts?

Improving the online gallery experience would involve better curation, virtual exhibition tools, and more in-
teractive features. It's about recreating the immersive art gallery experience in a digital space.



Empathize- Observation's

Observations for Struggling Young
Freelance Artists

Young freelance artists face significant finan-
cial instability, making it challenging for them
to pursue their creative projects.

Financial instability often leads to compromis-
es in artistic vision, as commercial work be-
comes a necessity for income.

Financial security and support networks would
greatly benefit young artists in pursuing their
creative aspirations.

Observations for Art Enthusiasts with Bud-
get Constraints

Art enthusiasts express a desire to own and
appreciate art but often find it unaffordable in
the current market.

The affordability of art is a key factor in their
decision-making when it comes to art purchas-
es.

Flexible payment options and affordable art
offerings would make art more accessible to
this group. news articles, provide context, and
help him understand the significance of cur-
rent events without feeling overwhelmed.

Observations for Art Collectors (New and
Seasoned)
Art collectors, both new and seasoned, en-
counter challenges when reselling artworks,
including authentication and time-consuming
processes.

Confidence in buying and selling art as an in-
vestment varies, with some collectors seeking
expert guidance.

Access to experts who can authenticate, ap-
praise, and provide investment advice would
enhance their experience.
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Observations for Art Gallery Managers

Art gallery managers are facing challenges in
transitioning to the online art market, includ-
ing competition for online visibility and reach-
ing the right audience.

Identifying and engaging with a diverse and
broad online audience remains a challenge.
Creating an inclusive online art community is
a priority, but it requires ongoing efforts to en-
sure everyone feels welcome.

Enhancements in the online gallery experience
should focus on better curation, virtual exhi-
bition tools, and interactivity to replicate the
immersive physical gallery experience.
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Empathize- Young Visual Artis - Empathy Maps-I

Income Instability: Young artists struggle with inconsistent income streams, hindering
their financial stability.

Preference for Commercial Art: Commercial artworks are favored over creative pieces, SEE
influencing career choices amang artists.

Limited Financial Knowledge: Artists often lack financial and business acumen, prioritiz-
ing artistic values.

Exploitation by Galleries: Some art galleries exploit artists for personal gain, creating
trust issues.

Barriers to Art Gallery Access: There are significant gaps in connecting artists with art
galleries and buyers, affecting career opportunities for emerging artists.

Financial Instability Frustration: Frequent struggles with finances lead
to frustration.

Artistic Knowledge but Challenges: Despite expertise in the art field,
facing persistent challenges.

Gallery Approach Dilemma: Uncertainty about the effectiveness of SAY &DO
approaching art galleries.

Desire for Stability: Seeking ways to practice art without financial

worries.

Career Dilemma: Contemplating the possibility of quitting the artist

career due to potential family hardships.
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Market-Centric Art: Create art that resonates with people for better sales.
- Challenges in Artist's Journey: The artist's career is challenging and may take
HEAR years to find success.
+  Demand for Commercial Art: Commercial work sells easily, while creative work
can be harder to sell.
«  Art Auction Difficulty: Gaining entry into art auctions is challenging.
+  Finding Buyers: Identifying potential buyers or art collectors is a daunting task.

Asking for Guidance: Seek advice on how to become an influential painter.
+  Exploring Opportunities: Inquire about available opportunities in the art field.
+  Financial Stability Concerns: Express concerns about practicing art without
financial worries.
FEEL &THINK + Income Generation: Discuss strategies for establishing a stable income source to
support art endeavors.
Social Interaction: Describe how paintings enable interactions with diverse
audiences.
Engaging the Public: Share experiences about reaching out to the general public
with artwork.

PAINPOINTS

- Financial Constraints: Occasional financial instability hinders his ability to
fully concentrate on his art practice.

Exhibition Limitations: Relying solely on exhibitions for sustenance proves
insufficient due to a lack of buyer engagement.

«  Communication Barriers: Despite his desire to connect people with his art,
communication gaps between buyers, artists, and gallerists persist, often
exacerbated by high art prices.

» Uncertain Survival: Due to these challenges, mere exhibitions do not
guarantee a stable livelihood in the art industry.

POSSIBLE SOLUTION

Expand Sales Opportunities: Seek ways to create additional avenues for selling artwork.
Artistic Awareness: Explore strategies to educate people about artistic values and aesthetics.
Streamline Art Sales: Aim to simplify the process of selling artworks for artists.
Empowering Artists: Work towards empowering artists to pursue their creative practice without financial instability.
Promoting Art Purchase: Encourage the public to invest in and purchase artwork.
+  Understanding Non-Buyers: Investigate the reasons why some individuals do not buy artwork.
Art Patron Campaign: Launch campaigns targeting affluent individuals to become Art Patrons and establish Artist
Residencies, fostering mutual benefits in the art community.
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Empathize- Art Gallery Manager -Empathy Maps-II

Vibrant Home Decor: Artworks infuse homes with vibrancy and vitality.

Imvesting in Art: Purchasing artwork can be a significant financial commitment.

Art's Interpretive Nature: Understanding some artworks can be challenging due to
their abstract nature,

Passionate Young Art Collectors: Young art collectors are drawn to artists' stories and
the narratives behind each painting, allowing them to connect personally.

Art Appreciation by Al Individuals from all walks of life appreciate art and desire to
adorn their homes with it.

Evolution of the Art Industry: The art industry finds itself at a pivotal juncture, with
more people engaging in art, driven by digital channels and social meclia.

Passion for Art Buying: He enjoys acquiring artwerks.

Influence from His Uncle: Inspired by his undle, he began investing in artat a young
age.

Preference for Originals: He opts for original paintings to adorn his room, favoring
them aver inexpensive digital prints.

Gallery and Exhibition Visitor: He frequently explores art galleries and attends art
exhibitions.

Online Art Exploration: He actively browses and scrolls through artwork online.

SEE

SAY &DO

HEAR ‘

FEEL & THINK :

Walls' Soul: Artworks infuse walls with soul and character.

Wise Art Investments: Investing in artwork is a sound choice,

Intrinsic Artistic Worth: Art pieces possess remarkable Intrinsic value.

Personal Connection: Often, we form deep personal bonds with artworks, leading to a
profound affection.

Weekend Gallery Visits: Spending weekends exploring art galleries is a rewarding choice.
Cognitive Enrichiment: Engaging with and comprehending artwork stimulates a new realm of
thought in aur minds.

Desire for Authentic Art: He aims to purchase original artwork to adorn his room.
Affordable Art Buying: He explores strategies to acquire artwork at a reasonable cost.
Recognizing Artistic Value: He has developed an ability to discern artworks with
significant artistic value.

Narrative Enthusiasm: He is deeply passionate about the stories behind each painting.

ARTPEER by Arihant Jain

PAINPOINTS

+  Broad Art Appreciation: A diverse group of indivicluals share a passion for art and aspire

to include it in their homes.

POSSIBLE SOLUTION

+  Affordable Art Opportunities: Providing oppertunities for young and emerging artists to sell their
artwork, contributing to more affordable prices.

Affordability Challenges: Frequently, artworks are beyond reach due to their high costs.
Art Complexity: Some artworks can be difficult to comprehend, particularly when there is
limited information available.

Art Knowledge Gap: A lack of knowledge about art can create barriers to entry in the art
world.

Art Resale Dilemma: Understanding how to resell artwark for replacement or financial
neetds can be challenging.

Balancing Investment and Aesthetics: When viewing artwork from an investment and
artistic value perspective rather than purely decorative, identifying worthy pieces can be
a challenge.

User-Friendly Art Sales: Establishing a more approachable system for selling artwork, with the goal of
reducing prices slightly.

Inclusive Art Buyers: Encouraging everyone to consider purchasing artwork.

Artful Homes and Cultural Enrichment: Promoting the idea of art-filled homes to enhance societal
appreciation for art.

Flexible Pricing: Allowing individuals to freely propose their desired prices when expressing interest in
artwork.

Art Resale Freedom: Granting the flexibility to sell artwork from personal collections as needed.
Effortless Art Community: Creating a seamless "Art Community” platform, uniting art professionals in a
single space.
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Empathize- Art Collector - Empathy Maps-IlI

Artwork Understanding: Difficulty in assessing the worth and understanding of artworks.
Investment Purchases: Some collectors buy art solely as an investment, neglecting artistic
values.

Lack of Price Transparency: Inaccessible artwork pricing information creates decision SEE
hurdles.

Limited Variety at Auctions: Art galleries often feature a limited number of artists and
artworks.

High Gallery Commissions: Galleries' hefty commissions sometimes deprive artists of their
rightful earnings.

Complex Art Auction Process: Art auction participation can be cumbersome.

Inflated Art Prices: Occasionally, artwork prices skyrocket unnecessarily.

Buying Challenges: Numerous loopholes and complexities in the art buying process.

Art's Intrinsic Value: Values artwork more than money, emphasizing
its intrinsic worth.

Appreciation of Art: Has a genuine appreciation for art.

Varied Buying Motivations: Purchases art based on context, aesthetic
appeal, home decor, and investment potential.

Personal Connection: Occasionally buys art out of personal affinity, SAY & DO
irrespective of the artist's status or investment considerations.

Resale Challenges: Encounters challenges in finding profitable

options to resell artworks from his collection in the current market.

HEAR

FEEL & THINK

ARTPEER by Arihant Jain

Prioritize Authentication: Always insist on acquiring an authentication certifi-
cate with comprehensive details and the artist's signature when purchasing
artwork.

Art as an Investment: Recognize art as a worthwhile investment.

Awareness of lllicit Transactions: Acknowledge the potential for using artworks
to launder illicit funds.

Art as Valuable Assets: Understand that artworks hold significant value as assets.
Supporting the Artist Community: Remember that buying artworks contributes
to the artist community, fostering their continuous practice and growth.

Supporting Artists: Firm belief that purchasing artworks contributes to the artist
community and motivates them to continue their creative practice.

Art as Valuable Assets: Recognizes artworks as valuable assets,

Investment Dilemma: Often unsure about whether to invest in art and the poten-
tial returns it might offer in the future,

Seeking Expert Guidance: Desires recommendations from art experts to identify
worthwhile artworks.

Intrinsic Artistic Value: Appreciates that artworks possess their own unique artistic
value, beyond monetary worth.

Concerns About Price Inflation: Sometimes finds art prices rising to excessive levels
unnhecessarily.

PAINPOINTS

+ Sometimes He likes the artwork and he started thinking about the price then he wants to offer the
price instead of asking the price because he founded sometimes the price is unnecessarily high
When He sees the artwork in the gallery, He feels shy to ask the price of the artwork which | can't
afford.

The lack of access to artworks’ publicly prices is the most frequently mentioned roadblock for me
when trying to buy art.

+  Finding easier and more lucrative options to resell the artwarks from his cellections is another
challenge he reported facing in the current market.

»  We do not buy for sell, but especially for things that are a bit more expensive, feeling that if we
need to, we would be

POSSIBLE SOLUTION

«  Simplifying Art Resales: Simplify and enhance the trustworthiness of the artwork

reselling process for collectors.

+ Boosting Confidence: When collectors perceive easy and hassle-free artwork reselling
options, it incentivizes them to acquire more pieces,

= Public Feedback: Make expert, collector, and art gallery reactions and ratings on
specific artworks publicly accessible.

- Transparent Pricing: Publicly available pricing information attracts a wider audience.

« Effortless Online Auctions: Facilitate seamless participation in online art auctions,

reducing hassle for participants.
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Empathize- Art Lover- Empathy Maps-IV

Art Breathes Life into Spaces: Artworks bring vibrancy and vitality to homes.
+  Art Purchases as Investments: Acquiring art often comes with a hefty price tag.
Art's Interpretive Nature: Understanding some artworks can be challenging due to S E E

their abstract nature.

Passionate Young Art Collectors: Young art collectors are drawn to artists' stories and
the narratives behind each painting, allowing therm to connect personally.

Inclusive Art Enthusiasts: A diverse group of people shares a love for art and seeks to

incorporate it into their homes.

Evolution of the Art Industry: The artindustry finds itself at a pivotal juncture, with
maore people engaging in art, propelled by digital channels and social media.

«  Art Enthusiast: He has a genuine passion for purchasing artworks.

+  Inspiration from Family: His uncle's influence from a young age inspired him to view

art as an investment.

«  Preference for Authenticity: He prefers adorning his room with original paintings

rather than inexpensive digital prints.

«  Gallery and Exhibition Visitor: He frequently attends art galleries and exhibitions.
«  Online Art Enthusiast: He actively explares and brawses artwork online.

HEAR

FEEL & THINK ;

Art Investment Wisdom: Opting to invest in artwork is a prudent decision.
Intrinsic Art Value: Art pieces hold exceptional intrinsic worth.

Personal Connection: Often, we establish a deep personal connection with
artwork, forming an emotional attachment.

Weekend Gallery Visits: Spending weekends exploring art galleries is a rewarding
chaice.

Art's Cognitive Impact: Engaging with and comprehending artwork stimulates a
new realm of thought in our minds.

Desire for Original Art: He seeks to acquire original artworks to adorn his room

Affordable Art Buying: He explores methods to purchase artwork at a reasonable price.

Recognizing Artistic Value: He has developed an eye for identifying artworks with
exceptional artistic value.

Passion for Narrative: He is deeply passionate about the stories that lie behind each
painting.

ARTPEER by Arihant Jain

PAINPOINTS

Broad Art Appreciation: A diverse group of individuals shares a love for art and seeks to
integrate it into their homes.

Affordability Challenges: Often, artwaorks come with price tags that are out of reach for
many.

Understanding Art Complexity: Some artworks can be challenging to comprehend,
especially when information about them is lacking.

Art Knowledge Gap: Limited knowledge about art can make the art world seem inacces-
sible.

Reselling Dilemma: The question of how to resell artwork arises when a need arises,
either for replacement or financial reasons.

Balancing Aesthetics and Investment: When considering artworks from an investment
and artistic value perspective, the process of identifying worthy pieces can be daunting.

POSSIBLE SOLUTION

«  Affordable Art Opportunities: Facilitating young and emerging artists to sell their artwarks, making

prices more accessible.

= Art Sales Reform: Developing a user-friendly system to promote the sale of more artworks, potentially

lowering prices.

= Inclusive Art Buyers: Encouraging art appreciation so that anyone can consider buying artwork.

+  Cultivating Art Appreciation: Promoting art in homes to nurture a more art-centric society.

= Flexible Pricing: Allowing individuals to freely propose their desired price when purchasing artwork.
+  Art Resale Freedom: Providing the flexibility to sell artworks from personal collections at will.

«  Art Community Hub: Establishing a hassle-free "Art Community" platform, bringing together art

professionals from diverse backgrounds.
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Empathize- Art Lover - Empathy Maps- V

Her Love for Art: She has a deep affection for public art installations, art exhibitions,

and museums whenever she visits them.

Art Everywhere: She appreciates artworks displayed in the homes of fellow art

enthusiasts, encounters them on social media, particularly Pinterest, and even notices S E E
them in her neighbors' houses.

Artin Diverse Settings: Art captures her attention in unexpected places, including

corporate offices, hotels, art fairs, and major exhibitions like Biennales and Triennales.

She occasionally explores artist studios as well.

Interacting with Art: She firmly believes that artworks become interactive when you
establish a relationship with them.

Valuable Art Assets: She recognizes artworks as valuable assets,

Supporting Artists: She actively contributes to the artist community by purchasing
artworks, fostering their consistent artistic practice.

Home's Essentials: For her, a complete home must have both plants and paintings.
Art Infuses Life: Paintings breathe life into her living space, making her home
vibrant. 5 A Y & D O
Art Collection: She has curated a collection of artworks.

Art Enthusiast: Occasionally, she purchases art within her budget.

Museum and Exhibition Visits: She enjoys visiting museums and art exhibitions.

Tangible Art Experience: Sculptures, for her, are meant to be touched and felt.

Artist Engagement: Her favarite pastime involves engaging with artists to learn

about their creative processes, thoughts behind their works, and techniques.

+  Vibrant House Decor: Paintings have the power to bring a home to life, infusing it with vibrancy
and character.

+  Interactive Art: Sculptures and paintings can communicate and engage with you if you establish
a connection, adding depth to your living space.

H E A R +  The Soul of a House: Paintings provide the soul and essence of a home.

= Abstract Art and Color Therapy: Abstract paintings, employing the "Color therapy process,' can
have healing and stimulating effects.

= Artist Recognition and Returns: When an artist gains recognition, their artworks can yield
remarkable returns.

«  ArtasValuable Assets: Artworks are valuable assets,

+  Supporting Artists: Purchasing artworks contributes to the artist community, encouraging them
to continue their artistic practice requlady.

+  Artas Social Contribution: Buying artwork can also be viewed as a form of social support.

= Social Status and Art: Owning paintings by famous artists signifies social standing and can be

«  Art's Uplifting Effect: Gazing upon artworks and antiques brings her a sense of well-being.

«  Art'sVibrancy: An artist's painting has the power to breathe life into a house, infusing it with
vitality.

+  Colorful Home: She believes that adding color to her home livens up the space and gives the walls
a dynamic presence.

= Affinity for Art: She has a deep connection with artwork, a sentiment close to her heart.

+  Personal Connection: Often, she finds herself expressing her thoughts and life stories through

FEEL&THINK . 2=

Essential Home Elements: For her, a complete home must include bath plants and paintings.

- Art's Vitality: Paintings infuse life into her living space, making it feel vibrant,

«  Art's\Voice: She believes that by listening and engaaing closely, you can hear paintings and
sculptures speak.

+  Interactive Art: As she gets to know artworks, they become interactive and engaging.

- ArtasSocial Contribution: She considers buying artwork a form of social support.

+  Social Standing and Art: She recognizes that owning paintings by famaous artists elevates one's
social status, and these artworks become valuable assets in her collection.

ARTPEER by Arihant Jain

PAINPOINTS

+  Broad Art Appreciation: A diverse group of individuals shares a love for art and aspires to adorn their
hames with it.

+  Affordability Hurdles: Often, artworks come with price tags that are beyond reach for many.

+  Understanding Art Challenges: Some artworks can be perplexing, especially when there is limited
information available,

+  Art Knowledge Gap: A lack of knowledge about art can create barriers to appreciating the art world.

»  Art Resale Dilemma: The question of how to resell artwork arises when there's a need to replace or raise
funds,

«  Balancing Aesthetics and Investment: When evaluating artwork from an investment and artistic value
perspective rather than just aesthetic appeal, determining worth can be challenging.

POSSIBLE SOLUTION

Inereasing Art Sales Channels: There's a need to generate more avenues for selling artworks.
Promoting Artistic Values and Aesthetics: Raising awareness about artistic values and art aesthetics is
crucial.

Streamlining Art Sales: Simplifying the process of selling artwork for artists and buyers.

Empowering Artists: Empowering artists to pursue their craft without financial instability is a priority.
Art Appreciation Promation: Encouraging people to support the art community by purchasing
artwork.

Understanding Art Buying Barriers: There's a necessity to gain a deep understanding of the reasons
behind why many individuals refrain from buying artwork.

Campaign for Art Patronage: Initiating campaigns to encourage affluent individuals to become art
patrons and establish artist residencies that mutually benefit artists and patrons.
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DESIGN THINKING FRAMEWORK

DEFINE
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Define - Problem Statements

PROBLEM STATEMENTS

Problem Statement:

Struggling Young Freelance Artist

“As a young freelance artist, | struggle with fi-
nancial instability, which forces me to priori-
tize commercial art projects over my creative
passions. | need a solution that provides a sta-
ble income source and helps me connect with
buyers who appreciate my unique style."team
members.

CHALLENGES

Financial Sustainability: Ensuring the financial sustainability of
the platform, especially in the early stages, can be challenging.
Balancing affordability with revenue generation is key.

Building Trust: Gaining the trust of artists, collectors, and art
enthusiasts is crucial. Authentication, transparency, and security

measures must be robust to prevent fraud.

Competition: The online art market is highly competitive, with
established players and emerging platforms. Standing out and at-

tracting users can be challenging.

Problem Statement:

Art Enthusiast with Budget Constraints

“As an art enthusiast with a limited budget,
even my friends don't think about buy the art
because they think it's so expensive and they
can't afford and I'm often discouraged by the
high prices of art in the market. | want to own
and appreciate art within my budget, but |
struggle to find affordable options. | need ac-
cess to art that | can afford and flexible pay-
ment plans.”

ers on the platform.

issues.

Quality Control: Maintaining quality control over the art listed on
the platform, ensuring authenticity, and preventing counterfeit

artwork can be complex.

Platform Usability: Creating an intuitive and user-friendly plat-
form that appeals to both tech-savvy and non-tech-savvy users is

essential for adoption.

Problem Statement:

Art Collector Seeking Support

“As an art collector, | face numerous challeng-
es when reselling artworks. Authentication
issues, lack of market knowledge, and com-
plex processes make it difficult to navigate the
art market confidently. | need a solution that
simplifies art resale, offers authentication ser-
vices, and connects me with trusted art advi-
sors.”

Community Moderation: Managing and moderating community
discussions and interactions to ensure a respectful and inclusive
environment requires continuous effort.

Art Market Dynamics: The art market is subject to economic fluc-

tuations, which can impact the buying and selling behaviors of us-

Legal and Regulatory Compliance: Ensuring compliance with
art-related regulations and copyright laws is critical to avoid legal

ARTPEER by Arihant Jain

Problem Statement:

Art Gallery Manager Going Digital

“As an art gallery manager transitioning to
the digital landscape, | struggle to attract on-
line traffic and foster an inclusive online art
community. | need effective online marketing
strategies, virtual exhibition tools, and com-
munity-building features to expand our digital
presence and engage diverse audiences.”

OPPORTUNITIES

Fulfilling Unmet Needs: There is a significant demand for afford-
able art options, a supportive platform for artists, and guidance
for art collectors. Your service can fill these gaps and create a
more inclusive art ecosystem.

Digital Expansion: With the shift to online art markets, there's an
opportunity to leverage digital platforms to reach a global audi-
ence, making art more accessible to a wider range of people.

Community Building: Building a strong and interactive art com-
munity can foster creativity, collaboration, and art appreciation,
benefiting both artists and art enthusiasts.

Expert Engagement: Providing access to art experts and advisors
can enhance trust and confidence in the art market, encouraging
more art investments.

Diverse Art Experiences: Your platform can offer a diverse range
of art styles, mediums, and genres, catering to different tastes and
preferences.
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Define - Personas Recap

CREATIVE MIKE HASI - THE
STRUGGLING YOUNG FREE-
LANCE ARTIST

Age: 24

Background: Recent graduate from an art school,
specializing in Visual art.

Challenges: Financial instability forces Mike to take
on commercial art projects he's not passionate
about. he yearns for financial security to focus on
his creative projects.

Goals: Find a reliable income source related to his
art and network with potential buyers who appreci-
ate his unique style.

Needs: Access to affordable art supplies, opportu-
nities to showcase his work, and a community that
understands the struggles of emerging artists.

An intuitive and user-friendly platform that fits his
busy student schedule.

BUDGET-CONSCIOUS BEN
- THE ART ENTHUSIAST &
LOVES ART

Age: 30

Background: Middle-income professional with a
passion for art but limited budget.

Challenges: Finds traditional art purchases unaf-
fordable and feels excluded from the art world.
Goals: Own and appreciate art within his budget,
explore new artists, and support emerging talents.
Needs: Affordable art options, payment plans, and
a platform that offers a wide range of art styles and
prices.

COLLECTOR CATHY - THE
ART COLLECTOR SEEKING
SUPPORT

Age: 54

Background: Established collector with a growing
art collection.

Challenges: Faces difficulties in reselling artworks
due to authentication issues, lack of market knowl-
edge, and time-consuming processes.

Goals: Enhance her collection, navigate the art mar-
ket more confidently, and find expert guidance for
investments.

Needs: Authentication services, a platform for art
resale, and access to art advisors and appraisers.

ARTPEER by Arihant Jain

GALLERY GURU - THE ART
GALLERY MANAGER GO-
ING DIGITAL

Age: 40

Background: Gallery manager with a background
in art curation.

Challenges: Navigating the transition to the online
art market, struggling to attract online traffic, and
fostering an inclusive online art community.

Goals: Expand the gallery's online presence, engage
diverse audiences, and create a thriving digital art
community.

Needs: Effective online marketing strategies, virtual
exhibition tools, and community-building features
on the platform.
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Define- Persona-I

Mike Hasi

Young Freelance Painter.

&8 Windows 10 amazoncom

Personality

CAUTIOUS

Technology
B
S

ONLINE HOME DELIVERY

ONLINE PAYMENT SYSTEM

" How can | generate a regular source of income to empower myself in order to do, practising my art without worrying about financial instability. *

Bio and Scenario

Attributions

ART KNOWLEDGE AND ART INTELLECT

STORY BEHIND THE ARTWORK

ARTWORK BASED ON AESTHETIC AND HOME DECOR

—

DOING COMMERCIAL WORK

Personality

INTROVERT

INTUITIVE

THINKING

JUDGING

ening

ween the

EXTROVERT
SENSING

FELLING

PERCEIVING

QUESTIONS

What | can do to become an influential painter.
In the art field t kind of opportunities
there for me.
What | ¢
about
y much pos

allow me to interact with a v

aral public with my

Response and Reactions

EASE OF USE

SAFETY

CONTROL

ARTPEER by Arihant Jain
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Define - Persona-Il

Stefano Neri
Art Manager at Art Gallery

MARRIED Yes
Sarah 7

EDUCATION Masters in Art Management
OCCUPATION Art Manager at Art Gallery
AGE 40

LOCATION Milan

n u . &8 Windows10 amazoncom

Personality
LRLALY AL

Technology

SOCIAL MEDIA
APP FRIENDLY

ONLINE HOME DELIVERY
ONLINE PAYMENT SYSTEM

How to make art auctions more inclusive, that can attract an inclusive group of people and a wide range of professionals because the art
industry shifting widely online due to the technology boom.

Bio and Scenario

He is the Art M:
like arti

of the artwork and nov

push the buyer to bl

How to attract more and more clients to buy
an artwork.

How to make artwork readily available for an
inclusive group of people.

How to make “Ease of Art Sale’

How to make Art auctions more inclusive
and that included normal.

How to make a more inclusive bridge
between artists and society.

Attributions

ART KNOWLEDGE AND ART INTELLECT

STORY BEHIND THE ARTWORK

ARTWORK BASED ON AESTHETIC AND HOME DECOR

ART AS INVESTMENT

Painpoints

Why lack of response to buy the artwork
Why are Art buyers not much attracted to
buying the artwork

How to include normal people in the Auction
How to make Art auctions interactive, widely
and easily available

How to empower the young artist

Hard to find potential buyers or Art collect

Personality
INTROVERT EXTROVERT
INTUITIVE SENSING
THINKING FELLING

JUDGING PERCEIVING

Activities and tool

He Is visiting artist studios, many time
interact online.

Managing artwork in the Gallery

Making Strategy to sell the artwork

Meet with potential clients and do interaction
with art collectors

Response and Reactions

PRICE

EASE OF USE

SAFETY

CONTROL

ARTPEER by Arihant Jain
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Define- Persona-llI ARTPEER by Arihant Jain

I'm not buying the artwork for the sale, but especially for things that are a bit more expensive, feeling that if we need to, we would be able to sell
it, that's important. Finding easier and more lucrative options to resell the artworks from my collections is another challenge for me.

Bio and Scenario

He appr te art, he be e
behind the painting but when: e buy the artwork \ s rity

Sometin > likes the artwork and he thinks a e [ hat should be the p

particular artwork then he wants to offer the price i i the pri 1 nd sometimes

William Dias

Painpoints
Businessman + Art-Collector

Art as an investment When he sees the artwork in the gallery, he feels shy to ask for the price to the artwork that he can't
Aesthetics and a desire to live with art. afford.

leaving a good impression on important The lack of access to artworks' publicly prices is the most frequently mentioned roadblock for me

MARRIED W people through the ambience of his office Whef‘ trying' bty ark ) . ) :
lvan 15r Jarﬂy 10 as well as at home. Finding easier and more |ucrative options to resell the artworks from his collections is another

R 3 : : challenge He reported facing in the current market.

Finding easier and more lucrative options to i S ; 2 : A ; : _
~ = . 1 We do not buy for sell, but especially for things that are a bit more expensive, feeling that if we need
- A - : Il ]

EDUCATION es resell the artworks from his collections to, we would be able to sell it, that's important.”

OCCUPATION sinessma He needs an art expert to recommend Lack of time to participate in presence Art Auction

AGE i something worthful artwork Lack of variety of Artworks available for auction

Affordability of artwork is also a concern for The auction house conducts the art auction for @ handful of artists and artists.

LOCATION flcal

Atteibatione Personality Response and Reactions

DEEP THINKER

ART KNOWLEDGE AND ART INTELLECT INTROVERT EXTROVERT

—_—e ®

Technology STORY BEHIND THE ARTWORK INTUITIVE SENSING EASE OF USE
' : &

& & ARTWORK BASED ON AESTHETIC AND HOME DECOR THINKING FELLING SAFETY

ONLINE HOME DELIVERY . . CONTROL
ART AS INVESTMENT JUDGING PERCEIVING

ONLINE PAYMENT SYSTEM — .




Define - Persona-IV

To get a new fresh ambience from time to time, | will change the interior and artworks at home and at work often if | am very wealthy.

Bio and Scenario

Ema Grey
Managing Director +

Art-Lover (Can be a potential buyer)

Yes

lvan 15, Jamy 10

EDUCATION Mas inB
Administration,
DCCUPATION

AGE
LOCATION

[ flvi | %8 Windows10 amagoncom

Personality Attributions

Technology

5

Personality

INTROVERT

INTUITIVE

APP FRIENDLY | SMART PHONE |
= e

ONLINE HOME DELIVERY

ONLIMNE PAYMENT SYSTEM

THINKING

JUDGING

EXTROVERT

SENSING

FELLING

PERCEIVING

.I\‘"i" h

Response and Reactions

PRICE

EASE OF USE

SAFETY

CONTROL

ARTPEER by Arihant Jain
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Define - Persona-V ARTPEER by Arihant Jain

I have a passion for artists and their stories, | like aesthetics and home decor and a desire to live with art in my place but | always looking for
affordable art.

. Bio and Scenario
ey

"~
o~

'&_‘ inz gw - E 3 onate about the story |:.'.

Ginaluca Smith Painpoints
Young Lawyer+ Artlover

maybe everyone lo

MARRIED No = 7 : : e : : FI?:!E::\‘P:::E that art in their home but people are
EDUCATION Masters in law ) o : buy the artwo
OCCUPATION Recently graduate

Lawyer ) ¢ : E c
AGE 30 A i T P far him
LOCATION Roma '

k but he likes

li ﬂ . 2R Windows10 amazoncom
=

Personality Attributions Personality Response and Reactions

ART KNOWLEDGE AND ART INTELLECT INTROVERT EXTROVERT PRICE

Technology STORY BEHIND THE ARTWORK INTUITIVE SENSING EASE OF USE
= ) [ ®

miltes ARTWORK BASED ON AESTHETIC AND HOME DECOR THINKING FELLING SAFETY

® °
JUDGING

ART AS INVESTMENT PERCEIVING

ONLINE PAYMENT SYSTEM . .
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Ideate- Storyboarding

A ARTPEER by Arihant Jain

Stefano Neri

Mike Hasi {
Freelance Young Artist o Mostly I don't have
RED 1 i sufficient money for
monthly survival ? If
I'm doing only art ? T
also need maney to
buy the art material ?
How I can manage ?

Art Manager at Art Gallery

The technology boom has resulted in people
buying more artwork online, even though we
‘have a website for our gallery, but how do
I get traffic to that site?

("What I can do to pr‘ac-\

ticing my art without

any 4
worrying about financial | ™ 1
\_Instability ? J —

4 : i

We don't know exactly why the art buyers aren't much h
interested in buying the artwork, and where to find
\po?en‘riaf buyers or art collectors.

Because of the lack
of response from
buyers and loopholes
in the art industry,
simply doing exhibi-
tions does not guaran-
tee survival.

What I can do to become an influential painter ?
In the art field, what kind of opportunities are there for me ?
How can my artworks reach to the people's place ?

What are the best ways to encourage more and more
people to purchase artwork? How can we encourage an
inclusive group of people to participate in art auctions?
Very few people are participate in the art auctions result
selling an artwork become hard.

How to make "Ease of Art Sale' ?
How fo make a more inclusive bridge between artists and L,
society ? 4
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Ideate- Storyboarding ARTPEER by Arihant Jain

-~ N
M When I see the artwork in
the gallery, I feels shy to > .
' ' ask for the price to the [17 £ neei: t: 'FwT:' I can't afford th
T . = artwork that T can't afford. IMpariany cliehys i i tanl aitord 1he expen:
William Dias : Ema Grey mostly to my house Ginaluca Smith sive artwork but I likes to

The lack of access to
artworks’ publicly prices is
the most frequently men-
tioned roadblock for me
when trying to buy art,

Managing Director +
Art Can be a potantial buysr) for meetings to
s s enhance Public
Relations, so T
wants my house to
oppear impressive.
This is another

Young Lawyer+ Artlover

Businessman + Art-Collector

place the artwork at my
home, where I can find
affordable art ?

The price paid for this
artwork seems high. Is
it truly worth it? Would
it be a wise investment?
It's best to seek out
experts' advice ?

Can I buy and sell
the artwork online
if I am unable to

attend an art auc-
tion in person?

I have lack of knowledge about to buying an art.
Is buying, this artwork worth it or not ? hope I'm
not cheated If I buy this artwork in this price.

It would be cheaper If I'm buying
the artwork directly from the
artist but how I can find variety
of artworks and artists ?

T have a lot of artwork now, I should
sell a few of my previous purchases
to earn some money and at the same
time, I want to acquire some new

When I see the artworks
in the gallery I'm feeling
shy to ask for the price of
the artwork that I can't
afford.

Finding easier and more lucrative options to resell
the artworks from my collections is another chal-
lenge foe me, I many of my art collector friends
reported, facing in the current market.

We do not buy for sell, but especially for things that
are a bit more expensive, feeling that if we need to,
we would be able to sell it, that's important.”

It would be better for me if I could buy the art and sell it
after a period of time in order to buy new art for my office
and house.
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Ideate - Point of View Statement

STRUGGLING YOUNG FREELANCE ARTISTS

Young freelance artists often grapple with financial instability, which can hinder
their ability to pursue creative art. They may resort to creating mainly commer-
cial artworks for income or even consider shifting to alternative professions.

CHALLENGES FACED BY ART COLLECTORS

Both new and seasoned art collectors encounter various obstacles when at-
tempting to resell artworks. These challenges include proving the authenticity of
artwork, time-consuming processes, lack of knowledge about buying and selling
art, and the need for expert guidance when considering art as an investment.
Such hurdles can deter collectors from actively participating in the art market,
which subsequently affects artists.

ART ENTHUSIASTS WITH BUDGET CONSTRAINTS

Many art lovers find themselves in a predicament where they adore art but find it expensive
and unattainable. This discourages a significant portion of the population from considering
art purchases, indirectly impacting young artists.

STRUGGLES OF ART GALLERY MANAGERS

In the era of technological advancement, art galleries have expanded their
presence online. However, despite having websites for art sales, they face dif-
ficulties in attracting traffic. This struggle results in challenges related to reach-
ing a diverse and broad audience and identifying the right target demographic.

ARTPEER by Arihant Jain
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Ideate - Attributes List & Categories

ATTRIBUTES AS CARDS SORTNING

Art Collection Diversity
Curated Selection
Rotating Inventory
Affordability

Flexibility

Insurance Coverage
Delivery and Installation
Artwork Information
Artwork Condition
Customer Support
Customization
Accessibility

Security Measures

Art Return Process
Sustainability

Artist Promotion
Payment Options
Feedback and Reviews
Art Accessibility

Legal Agreements

Art Education
Community Engagement
Art Preservation

Art Events

User Experience

SERVICE QUALITY:

Curated Selection

Rotating Inventory
Artwork Condition
Customer Support

USER EXPERIENCE

Accessibility

User Experience
Affordability
Payment Options

COMMUNITY ENGAGEMENT

Community Engagement
Art Events

ART COLLECTION

Art Collection Diversity
Rotating Inventory

ARTPEER by Arihant Jain

ART INFORMATION AND PROMOTION

Artwork Information
Artist Promotion
Art Education

LOGISTICS AND SECURITY

Insurance Coverage
Delivery and Installation
Security Measures

Art Return Process
Legal Agreements

FEEDBACK AND REPUTATION:

Feedback and Reviews

DELIVERY & INSTALLATION

Affordability
Payment Options
Sustainability
Customization
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Ideate - HMW Question

“HOW MIGHT WE ENHANCE THE DISCOVERABIL-
ITY OF ARTWORKS FOR RENTERS ON OUR ART
RENTAL PLATFORM?”

Solution:

Feature Enhancement: Implement an intelligent recommendation system that uses machine
learning algorithms to analyze renters’ preferences, browsing history, and interactions with
artworks. This system can then provide personalized art recommendations to users, making
it easier for them to discover artworks they are likely to enjoy.

User-Friendly Filters: Create user-friendly filters and search options, allowing renters to nar-
row down their art choices based on criteria such as style, size, color, artist, and theme. This
empowers renters to quickly find artworks that align with their preferences.

Artwork Previews: Provide high-quality, detailed previews of artworks, including close-up
views and context images showing how the artwork might look in different settings. This helps
renters get a better sense of the artwork before renting it.

User Ratings and Reviews: Implement a user rating and review system where previous rent-
ers can provide feedback and ratings on artworks they've rented. This builds trust and helps
potential renters make informed decisions.

Virtual Art Placement: Offer a virtual art placement tool that allows renters to visualize how
an artwork will look in their own space using augmented reality (AR). This feature enhances
the online shopping experience and helps renters make confident choices.

Educational Content: Create educational content about art appreciation and collecting, such
as blog articles, videos, or curated collections. This content can help renters better under-
stand art and make more meaningful selections.

Art Curator Picks: Feature curated collections of artworks selected by experienced art cura-
tors. These collections can be based on themes, emerging artists, or popular trends, providing
renters with curated options for their rental choices.
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“HOW MIGHT WE ENCOURAGE REPEAT RENTALS
AND FOSTER A SENSE OF COMMUNITY AMONG
OUR ART RENTERS?”

Solution:

Rental Loyalty Program: Introduce a rental loyalty program that rewards customers for re-
peat rentals. For example, renters can earn points for each rental, which can be redeemed for
discounts on future rentals or exclusive access to premium artworks.

Art Renter Community: Create an online community or forum where art renters can connect,
share their experiences, and discuss their favorite artworks. This fosters a sense of belonging
and encourages renters to engage with the platform regularly.

Art Rental Events: Organize virtual or in-person art rental events, such as exhibitions, gallery
openings, or art-themed parties. These events provide renters with opportunities to see new
artworks and socialize with fellow art enthusiasts.

Rent-to-Own Option: Offer a “Rent-to-Own” feature, allowing renters to apply a portion of
their rental fees toward the purchase of the artwork. This provides an incentive for long-term
engagement with the platform.

Artist Spotlight: Highlight featured artists and their stories on the platform. This not only
promotes the artists but also creates a connection between renters and the creators of the
artworks they rent.

User-Generated Content: Encourage renters to share photos and reviews of rented artworks
on social media, tagging the platform. Use these user-generated content pieces to showcase
the community's engagement with the art.

Exclusive Rentals: Introduce exclusive rental opportunities, where high-demand or limit-
ed-edition artworks are available for rent to a select group of loyal customers before wider
availability.
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Ideate - Proposal Phase-I ARTPEER by Arihant Jain

ARTLEND

Our ArtLend Services provide clients with the opportunity to enjoy our curat-
ed artworks for a defined duration. We handle every aspect, from the initial
installation of the artwork at your location to its comprehensive maintenance
throughout the rental period.

= = 2 = =] L

| Q search... (o RS | | Q search... (o RS |

Should you develop a deep affection for any of our artworks during the rental
period, we offer a seamless transition. You have the option to purchase the art-
work using our attractive offers and flexible EMI (Equated Monthly Installments)
plans.

Latest New Artworks Artwork Blogs Some of the most recent toplcs
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scover some of the most recent topics Discover some of the most recent topics

Discover some of the most recent topics
Painting Painting Painting Painting Painting Art
Lorem ipsum dolor Lorem ipsum dolor Lorem ipsum dol Lorem ipsum dolor Lorem ips
emet keler set. emet keler set. emet keler ¢ emet keler set. Lorem ipsum
Read More Read Mo d More Country
Lorem ipsum
Trends Artists Artworks >
Discover some of the most recent topics Discover some of the most recent topic Discover some of the mast recent topics

Create a low-fidelity digital wireframe after finalizing the proposal. po

Artist
Lorem ipsum dolor

Artist
Lorem ipsum dol
t.

Painting Paintin:
Lorem ipsum dolor Painting Painting
ler set.
Lorem ipsum dolor Lorem ipsum dolor
emet keler set.. emet keler set..

Read More

Art Fairs Categories
Discover some of the most recent topics Discover some of the most recent topics
Drawing >
Painting > Painting
. Lorem ipsum dolor
Painting Painting Painting Sculpting > emet kc[\)r}r set..
Lorem ipsum dolor [l Lorem ipsum dolor [l Lorem ipsum dold -
emet keler set. emet keler set. emet keler set. Drawing >
Architecture >
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Ideate - Expectation Mapping- The Five Whys- What If

EXPECTATION MAPPING

Artists’ Expectations:

Increased visibility and recognition for their art.

A supportive community that fosters creativity.
Opportunities for financial stability through art sales.

Art Galleries’ Expectations:

Enhanced online presence and access to a diverse customer base.

Streamlined art management and sales processes.
A platform that promotes their exhibitions effectively.

Art Collectors’ Expectations:

Hassle-free buying and selling of artworks.
Expert guidance for art investments and resale.
Access to a wide range of artworks.

Art Enthusiasts’ Expectations:

Affordable art options to encourage art appreciation.
Engagement with artists and the art community.

A platform that fosters a love for art.

THE FIVE WHYS

Problem: Young freelance artists face financial instability.

Why is this a problem?
Because they struggle to make a living from their art.

Why is it hard for them to make a living from their art?
Because their artwork often goes unnoticed, and they lack a reli-
able platform for exposure.

Why do they lack a reliable platform for exposure?
Because existing platforms are competitive and not artist-centric.

Why are existing platforms not artist-centric?
Because they focus more on commercial art sales than nurturing
artists’ creativity.

Why do existing platforms prioritize commercial art sales?
Perhaps they lack a community-driven approach that balances art
sales and artist support.

ARTPEER by Arihant Jain

WHAT IF

What if we could create a platform that prioritizes artists' growth
and creativity while facilitating art sales?

What if artists could engage with art enthusiasts and collectors
directly in real-time?

What if art galleries could seamlessly manage their exhibitions
and gain wider online visibility?

What if art collectors could easily access expert guidance and au-
thentication services?

38



Ideate - Service Safaris

SERVICE SAFARIS

Visit Existing Art Marketplaces:

Explore popular online art marketplaces to understand their features and
user experiences.

Analyze how these platforms facilitate art sales, artist engagement, and col-
lector interactions.

Talk to Artists, Galleries, and Collectors:

Conduct interviews and surveys with artists, galleries, and collectors to gain
insights into their pain points and desires.

Identify common challenges in the art ecosystem.

Attend Art Events and Exhibitions:

Attend local art events and gallery exhibitions to observe how art is present-
ed and sold.

Note the interactions between artists, galleries, and attendees.

Study Social Networks and Creative Communities:

Research how social networks and creative communities operate.

Identify elements that foster engagement and collaboration among mem-
bers.

SERVICE SAFARI EXPLORE ART EXHI-
BITIONS AND FAIRS

Visit Local Art Galleries:

Attend exhibitions at local art galleries of various sizes and styles.
Observe how artworks are displayed, curated, and priced.

Engage with gallery owners, artists, and visitors to understand their
perspectives.

Explore Art Fairs and Festivals:

Attend art fairs, festivals, and community events featuring multiple art-
ists.

Analyze the logistics of organizing such events and the challenges faced
by artists in participating.

Speak with event organizers and artists to gain insights into their ex-
periences.

Virtual Art Exhibitions:

Explore online art exhibitions and virtual galleries.

Evaluate the user experience of navigating digital art spaces.

Interview artists who have embraced digital platforms for showcasing
their work.

Artist Studios Open House:

Attend open house events hosted by artists in their studios.

Examine the working environment of artists and their methods of en-
gaging with visitors.

Discuss how artists promote their open house events and attract at-
tendees.

Art Collector Meetings:

Participate in gatherings or forums where art collectors and enthusi-
asts meet.

Listen to their discussions about collecting, buying, and selling art.
Identify pain points or unmet needs in the art collector community.

Art Shipping and Handling Services:

Visit companies or services involved in art shipping and handling.
Understand the logistics of transporting valuable artworks.

Identify any challenges faced by artists and collectors when shipping
or receiving art.
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SERVICE SAFARI: EXPLORE ART
AUCTIONS AND ART INVESTMENT
EVENTS

Attend Art Auctions:

Participate in live or online art auctions.

Observe the dynamics of bidding, pricing, and the types of artworks on
offer.

Speak with auctioneers, collectors, and bidders to understand their
motivations and challenges.

Explore Art Investment Seminars:

Attend seminars or events focused on art as an investment.

Learn about the strategies and considerations for art investment.
Engage with financial experts and art advisors to gather insights into
the art investment landscape.

Art Authentication and Appraisal Services:

Visit art authentication and appraisal services providers.

Understand the process of authenticating and appraising artworks.
Discuss the challenges in verifying the authenticity and value of art-
works.

Artist-Investor Meetings:

Explore events where artists pitch their work to potential investors.
Observe how artists seek financial support and partnerships.

Speak with artists and investors about their experiences and expecta-
tions.

Art Investment Clubs and Networks:

Participate in art investment clubs or networks.

Engage in discussions about art portfolios, trends, and market insights.
Identify opportunities for collaboration and knowledge sharing among
investors.

Art Funds and Collections Management:

Visit institutions or professionals specializing in art funds and collec-
tion management.

Examine how art funds are structured and managed.

Discuss the challenges of maintaining and growing art collections.
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Ideate - Proposal Overview

By using “The Five Whys,” “What If,” Expectation Mapping, and Service Safaris, | can dig deep into the challenges and possibilities of the
Socially Interactive Art Community project, ensuring that our solution is not only innovative but also addresses the real needs and expectations

of the stakeholders in the Fine Arts industry.

MISSION + VISION

Mission: To empower artists, art galleries, art enthusiasts, and
art collectors by creating a socially interactive art community that
fosters creativity, accessibility, and sustainability in the Fine Arts
industry.

Vision: To be the premier global platform where art transcends
boundaries, connecting artists, galleries, and collectors in a dy-
namic, socially responsible art ecosystem.

PROPOSAL DESCRIPTION

The proposed product is a socially interactive art community plat-
form designed to bring together all stakeholders in the Fine Arts
industry on a single digital platform. This platform aims to revolu-
tionize the way artists create and sell their artworks, art galleries
operate, art enthusiasts engage with art, and art collectors buy
and resell artworks. It provides a hassle-free and innovative ap-
proach to buying, selling, and reselling artworks while fostering a
vibrant and inclusive art ecosystem.

BENEFITS STATEMENT

For Artists:

Increased visibility and sales opportunities.
Creative freedom and a supportive community.
Financial stability through art sales.

For Art Galleries:
Enhanced online presence and audience reach.

Streamlined art management and sales processes.

Access to a diverse global customer base.

For Art Collectors:

Hassle-free buying and selling of artworks.
Expert guidance and authentication services.
Opportunities for art investments and resale.

For Art Enthusiasts:

Access to a wide range of affordable artworks.
Engagement with artists and the art community.
A platform for fostering a love for art.

ARTPEER by Arihant Jain

KEY LEARNINGS

Development and launch of a socially interactive art community
platform.

Implementation of user-centric UX/UI design for the platform.
Integration of social and environmental responsibility into the
platform’s design and operation.

OUTCOMES

A fully functional socially interactive art community platform.
Enhanced user experiences for artists, galleries, collectors, and
enthusiasts.

A sustainable and socially responsible model for the Fine Arts in-
dustry.

A comprehensive case study and process booklet showcasing the
project’'s success and impact.

This socially interactive art community platform represents a ho-
listic solution to the challenges identified in the Fine Arts industry.
By connecting all stakeholders and promoting creativity, accessi-
bility, and sustainability, it aims to reshape the industry for the
better, creating a vibrant and inclusive ecosystem for everyone
involved in the world of art.
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Ideate - Final Proposal ARTPEER by Arihant Jain

ArtPeer

SOCIAL INTERACTIVE ART COMMUNITIY BUY,SELL
& RESELL THE ARTWORKS

Solution - The Final Proposal

We are ARTPEER - a socially interactive art community bringing together
all stakeholders on one platform where Artists, an Art Gallery, a mainly
inclusive group of people who love art, and art collectors all have the
opportunity to BUY, SELL and RESELL the artworks to each other.

We offer our clients a way to buy, sell, and resell the artworks on one
platform through the Art peer service - This is an innovative and
disruptive model for buying, selling and reselling.




ARTPEER
- SERVICE BLUEPRINT

CUSTOMER ACTIONS

. ‘ + Customers (artists, art enthusiasts, collectors) sign up and create user profiles. * Customers browse the platform to discover artworks, artists, and art collections.
User Registration =—— . _ ‘ _ Exploring Art ——
* Provide personal information, preferences, and art-related interests.

* Filter and search for art based on criteria like style, medium, price, and artist.

« Customers can purchase artworks directly from artists or galleries + Customers interact with artists through comments, direct messages, or by following them. e Erigags b Artiats
: ; : ; IEAEINE WILh ArtS!
« Secure transactions and payment processing are handled on the platform e Buying Art + Artists respond to inquiries, engage with their audience, and showcase their creative process.

+ Customers, including art collectors, have the option to list artworks for resale.
Reselling At —> 8 =

* They can set resale prices and provide details about the artwork's provenance.

= Customers can participate in art auctions hosted on the platform.
Participating in Auctions —— PeFREP P

* Place bids, monitor auction progress, and receive notifications about bidding activity.

= Customers engage in art-related discussions, forums, and participate in live events

e Community Interaction
* They can also attend virtual exhibitions and gallery openings.

* Buyers have the option to make offers on artworks, indicating their desired purchase price.

€&— Offering Prices
+ Sellers can consider these offers and negotiate prices.

BACKSTAGE PROCESSES

Stores and manages user
User Data Management 9 profiles, preferences, and

transaction history.

Maintains a catalog of

artworks, artist information, Content Moderation %
pricing, and provenance.

Ensures that user-generated
Artwork Database 9 content complies with

community guidelines.

Manages the logistics of art
auctions, including tracking

Handles financial
bids and winners.

. e Payment Processing
transactions securely.

e Auction Management

Helps artists and collectors
manage their available
artworks.

e Inventory Management




FRONTSTAGE PROCESSES

The platform prominently
displays artworks, artist
profiles, and featured
collections.

Artwork Showcase %

Facilitates price negotiations
between buyers and sellers.

(— Price Offer Feature

TOUCHPOINTS

The digital platform through
which customers access the
service.

Website/App Interface %

Displays ongoing and

upcoming art auctions. S Auction Listings

SUPPORTING SYSTEMS

Collect data on user
behavior, preferences, and
engagement.

Analytics Tools

Support moderators in
managing forums and
discussions.

e Community Management Tools

Communication Channels %

Hosts and manages art
auctions, including bid
tracking and notifications.

Notifications 9

Public profiles showcasing
artworks and information,

Security Measures 9

Supports price negotiations
between buyers and sellers.

Enables real-time
interactions between
customers, artists, and
galleries.

6 Auction Platform

Email and in-app
notifications for updates,
bids, and offers.

e Art Gallery Profiles

Protect user data, financial
transactions, and content.

e Negotiation System

Facilitates secure
transactions for art
purchases and auction bids.

Secure Payment Gateway %

Facilitates secure
transactions for art
purchases and auction bids.

é Resale Listings

Accessible through chat,
email, or phone for
assistance.

Customer Support 9

Public profiles showcasing
artists' portfolios and
information.

e Artists' Profiles

Facilitates content updates

Content Management a
and management.

System (CMS)

Support the logistics of art
auctions, including bid
tracking.

e Auction Management Tools



Ideate -User Journey + Touchpoint ARTPEER by Arihant Jain

Customer Journey and Touch points Customer Journey and Touch points

-
Mike Hasi

Ginaluca Smith

Freelance Young Artist ng Lawyer Artlover

E CONSIDERATION CONVERT LOYALTY ADVOCACY CONSIDERATION CONVERT LOYALTY ADVOCACY
Researching option Getting educated on Service/Benefits Cenfirming the parinership Continue to we sorvice & Recommendation the service Getting educated on Service/Eenefits Conkrming the parinership Continue to use service & Aecommendztion the service
(Fayment eads Request service 1o collagues and friends fPapment leads Roquest service to collegues 2nd friends
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: tric 50, 4 huge oppostunity to reach more artwork for sale. Thraugh Internet browsing Internet to do his research. :;I-ubrre[respunssdand remlnnb tric solc the artworks
i -t . 2 n i Ward of mouth lable for particudar artworks
SRR IREipt v oles. PRtER g ST e by TR e e Sires hisenpansnca of R e wasased And he found ARTPEER that can help Wik ot kool ! Real-tifie raspeindé and reactian He A his expediancaar
By Word of meuth, ant :n;ﬁg,“"g"‘x;i:m various stakeholders as a young artist he Real-time responss and reaction using the ARTREER service Newsletter sign ups with himneeds by login as anaccount avallable for partlcular armweris by :slng our s:;h:e ly posting
USER ACTION Tl Pt e A R o learrs 4 lot from other professional available for particular artworls by by sharing his artwork posts USER ACTION L ""“]-‘j_':::‘;:‘:' b“"""l‘:: "‘;']';"i‘ jﬂu There are various payment options for various stakeholders help to make &r generated content on :
By arfist friend recammendations S fir % ar Dt AN Car Create various stakaholders help te make AL ARTPEER to other social Sway 3 Iwaioptic v Sithir the layout and copy of tha sarvice mind to buy an atwork as an our platform and ather socla
L i . A5 an artist, he can also by artworks nind 1 buy an artwork as an st media handies inarcer o VOUF ol pnice and parficinate an in checkait page, and she felt that how investment. miedia handles anbine This
an alfo;dable art auction tosell his R e pramate hiS o artwark: affordable art auctons easy make (1, 15 to buy, sell, and resell the can indude reviews, ratings,
AR dppredate them, 50, autamaticalty AHTPEER ) o artworks through tho process Hecan EaslyrEsEIltheafWksul comimen b, produt gues-
A et e, S ThOBIAIE . Ha found buyers can aasily resall the sorvices reach 1o massos. Atthe 5"";'::"“:“‘3“ see, testimonials, the same platform after buying fions, pictures, and more
i el e ahanTor ki He felt how easy maks it, = 1o buy, sell artworks on the same platform after rEviews. interac cnnc?ansmn; artwork from the ARTPEER whenav-
Sthoel Loy Waricie sEakatclclers <t and resell the artwarks through the buying artwork from the ARTPEER artwark, Art Expert Teactions A er he wants.
proress, whenever thay want, he like this fine-tuned artwork Estings. local,

ARTPEER, He can conriect 1o the
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Ideate -User Journey + Touchpoint

USER ACTION

ToucHpPoinNTs QA B B @ @

SEarc Pad Wadl SacslMadl Comenmees Wbt

EMOTIONS

PAINPOINTS

POSSIBLE
SOLUTIONS

Customer Journey and Touch points

Researching option

He fraind aut about the smazing serdoe
of ARTPEER through sdvertisements
and through other artists which are
ing this service to sell helr artworks

Curiots for the fevw servize

Hr is doing a lot of ark exhibitions st his

CONSIDERATION

Getting educated on Service/Henahts

He likes the artwark and he usually buys
it to present in his art gallery and art
exhibitions,

With a digital boam, he planned togo
digital but he decided to go digital by
using ARTPEER so that he doesn't have o
werry about bringing the traffie to hic
piatform and he would be able to focus
entirely on the art works and coflecting
the arts,

S0 ARTPEER can help him achicve his
dasired requirements for his art gallery.

He would be able to interact with art
from all over the wordd

m QaQ @

VRIS ANAADG T Sreeing B AT
Hape far finding the amazing artrorss

Ha s seming a lack of response by the new
d n

art gallary but due to thre o
af interested people, he & seeing a
dacling of peaple coming to tha
whubitians.

Ha loves his profession thus he wanis
tor bnciease thes Interest of thie peer
generation in this field so that this
profession naver dies.

He got to know about ARTPEER which
cankiring a new generation and busy
art lovers to access the artwaorks
digitalty?

alimost every assect of ffe.

e wants toiinte st the 2 &l oser the
warld and nrasse the vanety of hisart
collection.

M e 3 platform to sl and resoll his art
collections

He wants to.get his art gallery engaged with
spscific arilovars as wall as tha genaral
wepulation

‘With ARTPEER he can go dighal, thus he
can buy and sell the art all over the
world thus he would be able ta engage.
and Interact with all types of pecple and
arkists.

CONVERT
Confirming the partnership
Pmment leacs

He found the digital path o puschase o
smieth ard seamiess:

He saw imal-time cata and endagement
of people in all the artworks onhs
platform.

The seeurs paymnenT mathod through
the payment holding process made him
satisfied with the aedibility of the
customers and getting his amount on
time
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Trusting the process

He is concerned about dealing with different

trpes of perscnalities and dealing with the
terms of finance with them.

He needs a quick and hasske-free payment
TRANGINEN Process.

He s a bit concerned about the delivery
system for this service.

A secure payment method is offered by
ARTPEER.

The perfectly designed delivery procsss
issmplemented by ARTPEER,

LOYALTY
Continua o use senice &
Pt service

He found this service to be really
smooth anc he really wants te stick

1o continue using this service,

The customer and art-centric

appraach with the avallability of
rel-ime respanses and reactions

from the audience and viewers

macke this servlce really helpful for
him to be decisive on many factors

abiout vanious artworks.

a & ~

St (s ey o el Doy Care

Feeling of amachment to the service

Will, e be zbde to buy, sell and resell the
paintings on this platform fora longer

period of time.?

Will, he get the same response as he (s
uspd 1o getiing In s art exhibitions.?

Contlnuity of the service to gain more
and more paople al over the workd

Marketing campaigns to get mane
people and real-time response from

people.

ADVOCACY
Recommendaticn the service
o oolingies and friends

After genting a gocsd
response and enjoying this
seivice he is now promat-
g and recomimending this
service 1o his circle so thet
they may bansfit from this
amazing service.

He shared his experlence
with his peers and jet them
know abaut the wey thie
service works.

o v

Mbngtosl Gsmd e
Satlsfied with the service

I he recommends this
service to others, would
this be liked by othersas
b s liking this service.

[Dlue 1o the consistent supply
of quality service from
ARTPEER, he and his:
colleagues will always get
perfect service as needed,

USER ACTION

TOUCH POINTS

EMOTIONS

PAINPOINTS

POSSIBLE
SOLUTIONS

Customer Journey and Touch points

Research-m;] option

He found cut aboul this amazing
new website to buy and sall
artworks, known as ARTPEER
through his group of otherart
collector collagues, This new
service is booming in the feld of
art by word of mouth and through
Tecommendanans.

Q ® B wm@

Searth Pudblecta Socil Medta Confeences Wit

Curhout For the new service

The |k of acces b varloos ait
collecrions all aver the world_

Lach of information atout differant art
eshibitions happening, thus missing out
ongood artwarks.

He found ARTPEER, an online platform
o accens varos ot collaction fromall

CONSIDERATION

Gelting educated on Service/Benefits

\Wihen he got 1o know abour this serice
Fve got really excited about using this
service o fulfil his craving for good art
at his horme ane office:

He just neaded to signup for the service
by using the ARTPEER websits or the
app anc then lie can access the art ol
over the workd at bis fingertips.

Thiz amaring service alzo offered to
resell the art in case he wants & changs
im his [ife by getting a new piece of art
without having to throw the old.art
away, thus he can get a good amount of
meney for the preewned art and he can
also bagy a new one by using the same
platform:

m Q @

Veetnsite ol fpp  Prernet Browsing sl Nerelisters

Huopa for fisd ing the armzng amwarks

Feeling of shyness to ask about the prics of
paifitings and than offer thair prica,

e platiorm b ool the artwerk pravious
hy cwmed by the st collector

Openaccess and open chance to bid for
the price of pantings

over the world and be ability of the op ta resell
ohout the aits around the globs, the previawsly bought artworks by
slng the ARTREER sandes

CONVERT
Confirming the partneiship
fFayment leads

Ha founc a virtual way to buy the
artwarks as quickly and smacth-
iy

Heal-time comiments ancl
waluatian from art critics and tha
general population are availa e
which can make him mare
intarastod in tha artwork,

The peyment option s real by
smoath and credibia which is
mmaking it really rliable for all the
stakeholders invalved in the
nrocess. thus making It aasy to
buy, sell and resell the artworks
throwg b the process,

=z 8 =

DRGAWebals T g Dbkt

Truating the process

He wants to big for an open Lidding
aption any artwork ananymewsly.
Helsa bit worrled about the payment
method and the security when he is
buying and reseliing the paintings

Anoryrotse bodding optond are
avallable.

Secune method of payment, as thee is
no need 1o warry about any miscenduct
I terms of financial trarsactions elther
Buying ar reselling the arfworks.

ARTPEER by Arihant Jain

LOYALTY
Confinue o use service &
Request service

He found this s=rvice really
smeoth and acressble.

The availagility of responses and
reactions b the stakehalders
wera also 4 factor for him 1o
value the particular artiwork and
halped him to investin the
spetific arlvwork by using the
service of ARTPEER

He can easily resell by using the
same platlormes thus making it a
reliabls source and service for
him to deal with.

2 & ©

Sawyimd Nelad iy S sk Do G

Feeling of attachment to the seruice

Every time goang to & new platform
and buying the artwork,

He is wortied about the aptions to
resell the artwork which he needs to
do ifhe wants tobeing any change to
his art callection.

With this seivice, b can access |
whenever he wants and wherever he
wants 1o access the artwork with the
passibiicy of reselling the previously
bought artwarks,

ADVOCACY
Recommendation the service
to cofloguesand friends

With theteally good and
refiable experience, he
continued to recommend
this amazing service to
his friends and collaagues
taincrease the network.

He sharad his axpenence
through his social madia
platforms and other
forms of daily interactions
with the peaple arsund
him.

Satisfied with the service

1 he recommende this
sarvice fo others maybe he
can help te widen the
platform thus incresing
his awn chances of buying
and reselling the artworks.

Incraasing tha community
and traffic on this platform
throug h marketing chan nels
and procedurss,
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Ideate -User Journey + Touchpoint

Ema Grey

Manzging Director +
¥ (Can be a potential huyer)

15, Jam

USER ACTION

EMOTIONS

PAINPOINTS

POSSIBLE
SOLUTIONS

TOUCHPOINTS QA % B & @

Search  FaldMecia Social Medls Comarances  wobsits

Customer Journey and Touch points

Researching option

She found there is evelving brand
awareness about ARTPEER, through
receplive advertisements=

Through Internet browsing

by Word of mouth

by friend recommendations
Mewsletter sign ups

Haoping to ind some art works or a
service to accass art.

She found a bunch af websites during
the search for artwork

confuse what artwork should be good
farinvestment.

Which website has a variety of artworks
Can | buy artwork from lecal and young
artists?

She found ARTPEER and she found a
variety of artworks and a new interac-
tive way of buying an artwork.

CONSIDERATION

Gelting educated on Service/Benefits

When she knows that, she needs
artworks on her premises and she
uses the internet to do her research.

And she found ARTPEER that can
help with her needs by login asan
account as ArtLover and buying a
variety of artworks with two options
either offer your own price and
participate an an affordable art
auctions

At the same timea can seg, testimoni-
als, reviews, interactive comparisons,
artwork, Art Expertreactions and
fine-tuned artwork listings. local,
naticnal, and international artists
and artworks.

E Q A

Website and App  Interno: Browsing - Emall Mowslotters

Feeling of involvement in the field or
ant.

She found a bunch of websites dunng the
search for artworks and same time confuse
about which artwerkis good tw buy

She cannot afford the artwork when she goes
1o purchase them found artwork guite
expansive

Whatis the best way (o purchase artat an
affordable price and what number of artworks

It ARTPEER she can buy affordatile
artwork by buying a variety of artworks
in two aptions either offer your own
price and participating in affordable art
alictions:

CONVERT
Confirming the partnership
/Payment leads

She found the digital path to purchase
and as smooth and seamless.

Real-time rasponse and reaction
available

for particular artworks by various
stakehol der

There are various payment options for
the layout and copy of the service
checkout page, and she felt how easy

z a8 =

OficiWebsite  Emal Sippert  Comunication

Feeling of safe and secure payment
process for art works

Nowy, she is done with payrment but
when she will get the artwark delivered
to the doorstep?

The real artwork's colours will ook like
same as on the showing artwork image?

What s the best way to purchase art at
an affordable price and what number of
artworks?

Robust Delivery Systam of artworks.
High-guality lmages on ARTPEER
Variety of opticns to purchase the
artworks.

LOYALTY
Continue to use service &
Reguest service

She found the digital path to

purchase and delivery of artwork as

smaoth, robust and customer-can-
thc

Real-time response dnd reaction
available for partic ular artworks by
various stakeholders help to make
mind to buy an artwork as an
investment.

shz can easily resell the artworks on

the same platform after buying

artwark from the ARTPEER whenev-

g

SelesEmal Robast deliveryof Mtwork Customer Care

Attache ment with the service

Will she get the same gainting
she saw online?

Is this artwork dellvered on time?

Can she return the artwork If she
found broken or fragile?

Consumer-cantric terms
and conclitions

which helps to trust
ARTPEER

ADVOCACY
Recommendation the service
to collogues and friends

She, engage digitally continues
withourservice has made a
more purchase and sell the
artworks

She share her experience of
using our service by posting
her generated content on our
platfarm and other social
media handlec online. This can
include reviews, ratings,
comment, product questions,
pictures, and mare,

& v

Maddeting E-medl Feferral Share

Advocating this service and
feeling accomplished.

I she recommends this service
fo anyane may she get some-
thing from the company or not?

should she comment and share
on particular artwork if she like
on the ARTPEER platform?

|nitizlly she confuse some-
times, to recommend
ARTPEER to other or not

ARTPEER by Arihant Jain
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Business Feasibility - Business Model Canvas ARTPEER by Arihant Jain

lﬁvﬁi KEY PARTNERS ’:{"‘_-"1 KEY ACTIVITIES ﬁ VALUE PROPOSITION ﬁ(? CUSTOMER RELATIONSHIPS

0
ﬁﬂ CUSTOMER SEGMENTS

. Artists: Collaborate with artists to 1. Platform Development: Create and
showtcase their work and engage with maintain the online art community

1. Empowering Artists: Offering artists a
platform for exposure, sales, and

1. Community Engagement: Foster a sense 1. Artists: Emerging and established artists
of community and collaboration. seeking exposure and sales.

the community.

Art Galleries: Partner with galleries to
list their collections and exhibitions.
Art Collectors: Provide services for
collectors to buy, sell, and resell
artworks.

4. Art Enthusiasts: Attract art lovers to
explore and appreciate art on the
platform.

Financial Institutions: Partner with
financial institutions for secure
transactions and art investment
services,

Art Suppliers: Collaborate with suppliers
for art materials and resources.

Art Educators: Work with art educators
to provide learning resources and
workshops.

el

L

w

o

=

COST STRUCTURE

platform.

2. Artwork Curation: Curate artworks for
galleries and artists.

3. User Engagement: Foster interactions
and engagement among users.

4. Authentication Services: Offer art
authentication and appraisal services..

5. Market Research: Continuously gather
insights into user needs and market
trends.

6. Marketing and Promotion: Promote
artists, galleries, and events on the
platform.

(/3 KEY RESOURCES

1. Digital Platform: The core technology
for the online art community.

2. Curators and Experts: Art experts for
curation and authentication.

3. User Community: Artists, collectors,
galleries, and enthusiasts,

4, Financial Partnerships: Banking and
payment gateways for secure
transactions.

5. Educational Content: Art-related
learning materials and resources.

6. Marketing Channels: Digital marketing
platforms and strategies.

7. Data and Analytics: Tools for tracking
user behavior and preferences.

1. Platform Development and Maintenance; Costs associated with software development and

maintenance.

2. Employee Salaries: Salaries for platform management, curators, and support staff.

3. Marketing Expenses: Budget for digital marketing and advertising campaigns.

4. Art Authentication: Costs for authentication and appraisal services.

5. Educational Content: Expenses for creating and hosting educational content.

6. Partnership Costs: Fees and commissions for collaborations with galleries and artists.
7. Operational Overheads: General administrative and operational expenses.

w

w

6.

community engagement, 2. User Support: Provide assistance for 2. Art Galleries: Curators and owners

. Art Lover's Paradise: Providing art

enthusiasts with affordable art options
and a vibrant art community.

. Gallery Visibility: Assisting art galleries in

reaching a global audience and
managing their exhibitions.

. Collector Services: Simplifying art

collection management and offering
investment guidance,

. Educational Resources: Providing

learning materials and workshops for
art education,

Secure Transactions: Ensuring safe and
transparent art transactions.

3.

inquiries and issues.
Feedback Loop: Continuously gather
and act upon user feedback.

. Personalization; Tailor content and

recommendations to user preferences.

1) CHANNELS

1

. Online Platform: The primary channel

for all interactions.

. Social Media: Utilize social platforms for

marketing and user engagement.

. Email Marketing: Send newsletters,

updates, and event invitations.

. Search Engine Optimization (SEQ)

Optimize content for online visibility.

. Partnership Marketing: Collaborate with

galleries, artists, and educators for
promation.

[(1d REVENUE STREAMS

1. Art Sales Commission: A percentage of each artwork sold on the platform.

w

o

looking to expand their reach.

. Art Collectors: New and experienced
collectors seeking investment
opportunities.

4. Art Enthusiasts: Individuals interested in

exploring and appreciating art.

5. Art Educators: Instructors and students

in the art education sector,

. Financial Institutions: Partnerships for
secure transactions and investment
services.

2. Premium Memberships: Offer premium features and content for a subscription fee.

3. Art Authentication Services: Charge for art authentication and appraisal.
4. Workshop Fees: Charge for art-related workshops and educational content.
5. Advertising and Promotions: Allow businesses to advertise on the platform.
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Business Feasibility - Competitive Analysis

User-Centric Experience

Art Authentication Service

Art Investment Guidance

Affordable Art Option

Artist Engagement

Gallery Visibility

Secure Transactions

Educational Resources

Community Building

Pricing Structure

Yes

Available

Yes

Yes

High

Global

Yes

Yes

Strong

Competitive

COMPETITIVE ANALYSIS

Saatchi Art

Yes

Not Disclosed

No

Yes

Moderate

Global

Yes

No

No

Variable

Artsy

Yes

Yes

No

Yes

Moderate

Global

Yes

No

Variable

Variable

m

=

T,
-

Yes

Not Disclosed

No

Yes

Moderate

Global

Yes

No

Variable

Variable

B - -~ A et
DeviantArt

Yes

No

No

Yes

Below

Global

Yes

Yes

Yes

Competitive

UGallery

Yes

Not Disclosed

No

Yes

Below

Global

Yes

No

No

Competitive

Yes

Not Disclosed

No

Yes

Moderate

Global

Yes

No

No

Variable

ARTPEER by Arihant Jain

Art Experts

Yes

Not Disclosed

Yes

Yes

Below

Not Disclosed

Yes

No

No

Not Disclosed
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Business Feasibility - Competitive Analysis

e ———— - - = g o ——— =
SYSTEMETIC -

| INNOVATION
1

Explore transformative

opportunities and radically new I

models |
: ~ | TRANSFORMATIONAL '-
. 'INNOVATION

Create new markets

Targeting new customers

Enter adjacent marke

o

Serve better existing
Customers and Markets

Bevelop new products
Existing) ‘and assets

assets

Go beyond
Products and
stomer narratives

©
ARTPEER

A soclally interactive art community bringing
together all stakeholders on one platform
where Artists, an Art Gallery, a mainly inclusive
group of peaple (whao love art), and newborn
and professional art collectars, all have the
opportunity of, hassle-free, and new interactive
way to buy; sell and resell the artworks.

®

ARTSY

Artsy is an online platform that
showcases artworks from galleries,
museurns, and artists worldwide. It
provides access to a vast collection
of art and offers tools for collectars
and art enthusiasts,

DEVIANTART

Deviantart is an online art
community and social network
where artists can showecase their
work, connect with ather artists, and
engage with a global community.

&

ART EXPERTS

Art Experts Is a company specializing
in art authentication and appraisal
services, They assist collectors in
verifying the authenticity and value
of artworks.

ARTPEER by Arihant Jain

SAATCHI ART

Saatchi Artis an online art
marketplace that connects artists
with collectors. It offers a wide range
of artworks for sale and has a global
presence.

ETSY

Etsy is a popular anline marketplace
known for its wide range of
handmade, vintage, and unique
iterms, connecting independent
artisans and crafters with a global
customer base

®

UGALLERY

UGallery is an online art gallery that
represents emerging and mid-career
artists. It offers a curated selection of
artworks for sale and aims to bridge
the gap between artists and
collectors.

Q)

MASTERWORKS

Masterworks s an art Investment
platform that aliows users to invest
in shares of valuable artworks. It
targets investors interested in the art
market,
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PPOTOTYPE- TEST- ITERATE ARTPEER by Arihant Jain

DESIGN THINKING FRAMEWORK

PROTOTYPE- TEST- ITERATE
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PPOTOTYPE- TEST- ITERATE- Artpeer Logo Orientation & Variations

I'd ArtpPeer

Primary Orientation

Any Dark Background

I'JArtPeer

Casting on material,
Black and White

LOGO ORIENTATIONS & VARIAT

1.
A

ArtPeer

Logo in Reverse Stacked Orientation
Casting on material,
Black and White and
ArtPeer Orange
Background

NS

*These are just various backgrounc

A

Symbol in Isolation

ARTPEER by Arihant Jain
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PPOTOTYPE- TEST- ITERATE - Brand Identites

ARTPEER by Arihant Jain

J¥
- I ArtPeer

BRAND COLORS BASE COLORS

Aa Typography abcdefghijklmnopgrstuvwxyz

Typograph
ypagraphy Typetase:; Robots ABCDEFGHIJKLMNOPQRSTUVWXYZ

Brand Voice Artistic ~ Empowerment  Inclusive Inspirational Supportive
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PPOTOTYPE- TEST- ITERATE- Visuals Recap

ARTPEER by Arihant Jain

I ArtPeer
@0 &=
e What's on your mind?

s Fabwarn Sergh
lintriad

M s oo Camaih
R 1083 s

VA hrtreer

Y

B b

BOo=

%_ Pheana hain yout bl sttwar ida 7

Buthentic Styls o de o A 1T
Social impact % W Ty T fr
Creativity e B & B
kil * % % Tr iy

e
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E’POTOTYPE— TEST- ITERATE- Information Architecture

D — SignUp as

Loginas

Art Gallery

INFORMATION ARCHITECTURE

—f—rd Sell the Artworks

Art-lover (After buying an any Artwork from our p|

atform ,account will convert into “Art...

L

Artist -

Art Critics & Expert

Art Collector

3—) Artwork Description

Upload Artist CV

~1 Successfully Uploaded

\ Upload the Artwork —{ Select Option Either Auction
Offer Your Price

— // T,

___)1 When they Resell I'|
Y

.\ the Artworks |

— _

N 4 Selectthe Country Follow Suggestions

Homepage 3

Dashboard

Humburger Menu

Notifications

1

ArtPeer Community

About Us

Search Bar




Your Wallet

Push Notification

Create Art Post/Bid

Bid In/Out

Participated Bid

Saved Artwork

Top Ten Auction

Your Auction House

Help & Support

Setting

Log out

Art Lover

Artist

Art Gallery

Buyers

Add to Calendar

%

Description

How to buy

Term & Conditions

Participate

Platinum Buyer

How to Resell

Enter Zip Code

Save

Golden Buyer

Add Note

Silver Buyer

Follow List

Art Lover+Buyer

Artist +Buyer

Art Expert+Buyer

Wait for Confirmation




TYPE- TEST- ITERATE ~ ARTPEER by Arihant Jain

USER INTERFACE DESIGN -FUNCTIONING SCREEN

CLICK HERE FOR HIGH-FIDELITY PROTOTYPE (HI-FI PROTOTYPE)


https://www.arihantabstract.com/artpeer-1

GETITON # Download on the

Google Play o App Store
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I'd ArtPeer

W
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A
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Email - arihantpsd@gmail.com

Mob +39-3274417133

Web- www.arihantabstract.com
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