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PRÓLOGO 

Los miembros de la Federación Internacional de Consejos de Artes y Agencias Culturales 
(FICAAC) han identificado la defensa de las artes como un reto central que comparten las 
agencias gubernamentales y las comunidades artísticas en el mundo entero. 
 
Este informe es una plataforma para el intercambio de información e ideas sobre la defensa 
de las artes porque explora distintas campañas que agencias nacionales financiadoras de 
las artes (afiliadas a la FICAAC) adelantan o planean actualmente.  Es el primer paso de un 
proyecto de investigación que identifica los factores de éxito, los retos, las fortalezas y las 
debilidades de estas campañas con el fin de explorar la viabilidad de llevar a cabo, en 
coordinación con otros actores, una campaña internacional para promover el valor de las 
artes. 
 
Una versión anterior de este informe se presentó en el Seminario de liderazgo para 
directores ejecutivos organizado por la FICAAC en septiembre de 2009 durante la 4ª 
Cumbre Mundial de las Artes y la Cultura que se realizó en Johannesburgo, Sudáfrica. 
 
Novedades de este proyecto de investigación y enlaces a recursos en línea pueden 
encontrarse en la página dedicada a este tema del sitio Web de la FICAAC: 
http://www.ifacca.org/topic/arts-advocacy-arguments.  La FICAAC está interesada en ampliar 
el contenido de este informe por lo que agradecería información sobre otros estudios de 
caso o sobre otras campañas internacionales, nacionales y regionales cuyo objetivo sea 
crear mayor conciencia sobre la importancia de las artes.  Si está interesado en contribuir, 
por favor contacte a la Secretaría de la FICAAC a través de info@ifacca.org.  
 
Quisiéramos agradecer a Australia Council for the Arts y a Salzburg Global Seminar por el 
apoyo financiero a este proyecto de investigación, que se describe más detalladamente en 
el Apéndice 5.  
 
También quisiéramos agradecer a Christopher Madden por la investigación y la redacción 
del informe, y a Nina Tunceli y a Gladstone Payton de American for the Arts, a Susan 
Meggitt y Mary Wright de Arts Council England, a Sunil Iyengar de National Endowment for 
the Arts y a Louise Sicuro de Culture por tous por su valiosa contribución. 
 
 
 
 
Sarah Gardner 
Directora Ejecutiva 
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ASPECTOS CENTRALES DE LAS CAMPAÑAS EN FAVOR DE LAS 
ARTES 

Este informe tiene en cuenta campañas que promueven la apreciación de y la participación 
en las artes. Describe distintas campañas que importantes agencias nacionales 
financiadoras de las artes planean o realizan actualmente, reúne recursos comunicacionales 
que utilizan estas campañas disponibles en línea, y explora varios puntos de vista sobre 
cómo asegurar el éxito de una campaña. La información contenida en este informe fue 
obtenida a través de investigación de escritorio, de las respuestas a una encuesta y de 
estudios de caso de campañas que fueron llevadas a cabo. Ocho estudios de caso de 
campañas de agencias nacionales financiadoras de las artes se incluyen en el informe.  
 
Algunos de los aspectos más importantes, según las opiniones y los estudios de caso, se 
resumen a continuación. 
 

Enfoques, objetivos, estrategias y tácticas de las campañas 
• Las buenas campañas recurren a una mezcla de publicidad nacional y local.  
• Una campaña no solo debe tener objetivos realistas, también debe concentrarse en 

asuntos que sean válidos para los demás (como aquellos que no están ‘en las 
artes’). 

• Una campaña debe ser lo suficientemente flexible como para responder a eventos 
inesperados. 

• Una campaña debe centrar y no desviar su atención de su público objetivo y de sus 
asuntos prioritarios. 

• Una campaña debe tener un número restringido de objetivos. 
 

Comunicaciones: mensajes y medios utilizados 
• Quien está a cargo de una campaña debe ser consciente de que el termino ‘las artes’ 

puede ser vago y puede suscitar asociaciones que no son deseables. 
• Los mensajes y los temas deben ser claros y simples. Los mensajes múltiples deben 

evitarse. 
• Los recursos mediáticos deben poder ser confeccionados a la medida de los socios 

locales (o ‘localizados’) – esto estimula su amplio uso por parte de los socios y el 
cubrimiento de los medios locales, que se considera una herramienta de campaña 
poderosa. 

• Las plataformas mediáticas deben ser de fácil reproducción para asegurar el mayor 
cubrimiento posible.  

• El aporte en especie de las agencias de publicidad y de otros productores de medios 
de comunicación es indispensable para garantizar que las comunicaciones tengan 
una calidad que estimule su emisión. 

 

Otros aspectos 
• Las colaboraciones, las alianzas y las redes son muy importantes para el éxito de 

una campaña, y los socios deben tener un entendimiento común de los elementos 
fundamentales de la misma. 

• Es importante utilizar el conocimiento experto y los recursos existentes de los socios, 
no duplicarlos. 

• Una campaña debe tener un coordinador con dedicación exclusiva y un presupuesto 
propio. 

• La investigación es muy importante para el diseño de una campaña, así como para el 
monitoreo y la evaluación de su progreso.  
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• La evaluación debe ser permanente: debe evaluarse la efectividad de la campaña al 
mismo tiempo que su plan de implementación se desarrolla. 

 
Éstos son apenas algunos de los hallazgos y recomendaciones que fueron encontrados 
durante esta investigación. El informe, en su totalidad, contiene un amplio abanico de ideas 
que orientan prácticamente a quien está encargado de una campaña en favor de las artes o 
está interesado en la defensa de las artes en general. 
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PANORAMA GENERAL 

En un sentido, todo lo que hacemos es defensa de las artes: un rol central de los 
consejos de artes y agencias culturales es argumentar en favor de las artes. [Es] 
importante reconocer que la defensa de las artes ocurre de muchas maneras y 
se lleva a cabo tanto formal como informalmente y tanto consciente como 
inconscientemente. 
Ann Bridgwood, 20031 
 

Como lo anota Ann Bridgwood, la defensa de las artes es un reto central que comparten las 
agencias gubernamentales y las comunidades artísticas en el mundo. Este informe 
responde a ese reto. Busca ofrecer una plataforma de información para quien esté 
interesado en iniciar o en mejorar una campaña para promover las artes. 
 
Este informe se concentra en campañas que buscan crear más conciencia sobre las artes 
en el público general o en un público objetivo. Más específicamente, el informe analiza 
campañas, llevadas a cabo por cuenta propia o en asocio con otras entidades, por agencias 
gubernamentales y/u organizaciones no gubernamentales, que:   
 

• promueven las artes en general, promueven formas de expresión artística 
particulares, fomentan la participación en las artes o abogan por los beneficios o el 
valor de las artes, particularmente campañas que recurren a la radio y a la televisión 
y a plataformas de Internet; 

• están dirigidas a muchos tipos de públicos o buscan crear mayor conciencia pública, 
en lugar de tener como objetivo solamente el aumento de la inversión pública; 

• se basan en proyectos o son periódicas, en lugar de permanentes (como un 
programa de desarrollo de públicos); y 

• tienen un límite definido como un eslogan, lema, estrategia mediática u objetivo 
único.  

 
Basado en investigación de escritorio y en las respuestas a la encuesta distribuida en agosto 
de 2009 a la red de la FICAAC, el informe comienza con un resumen de las opiniones sobre 
campañas que se consideran buenas prácticas y luego establece un listado de los factores 
de una buena práctica a partir del análisis de los estudios de caso. Estas dos principales 
fuentes de información no fueron integradas y no se intentó clasificarlas en un ranking o 
definir cuáles son las más relevantes o importantes. Los ocho estudios de caso analizados 
se encuentran en el Apéndice 1.  
 
Al concentrarse en campañas que promueven las artes entre muchos tipos de públicos, y no 
en campañas de ‘cabildeo’ cuyo objetivo es conseguir apoyo político, este informe reúne los 
recursos comunicacionales disponibles en línea que utilizan estas campañas y se interesa 
en qué las hace exitosas o infructuosas. En el Apéndice 2 está disponible más información 
sobre los recursos comunicacionales descubiertos durante esta investigación y en los 
estudios de caso. 
 
Los estudios de caso de este informe provienen de un número limitado de países. Hay 
muchos más países que llevan a cabo o desarrollan campañas similares. También existen 
muchas actividades internacionales llevadas a cabo por redes intergubernamentales y ONG 
que trabajan para crear más conciencia sobre las artes y la cultura, como el Día Mundial 
para la Diversidad Cultural, para el Diálogo y el Desarrollo de la UNESCO; el Día Mundial 
del Teatro (International Theatre Institute); el Día Internacional de la Danza (Consejo 
                                                
1   Making the case for the arts (Argumentando en favor de las artes), 2a Cumbre Mundial de las Artes y la 
Cultura, 2003, http://worldsummitartsculture.org/summit2003/page.asp?pageid=21  
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Internacional de la Danza), y el Día Internacional de la Música (International Music Council). 
En el Apéndice 3 se encuentra una selección de campañas que actualmente llevan a cabo 
miembros de la FICAAC. 
 
Las preguntas de la encuesta, disponibles en el Apéndice 4, pedían información sobre 
‘estudios de caso’ y la opinión de los encuestados sobre campañas consideradas casos de 
buena práctica.  
 
Existen muchas maneras de llevar a cabo una campaña de concientización. Los siguientes 
son ejemplos de tipos de campaña hallados durante la investigación de escritorio de este 
proyecto. Estos términos se usarán a lo largo de este informe. Muchas de las campañas que 
se estudian en este informe son una mezcla de estos tipos de campaña. 
 

• Campaña de cabildeo: establece contacto y construye relaciones con 
representantes políticos para conseguir apoyo político. Hace abundante uso de 
investigaciones y de otros materiales basados en evidencias. El éxito depende de la 
fortaleza de la relación y del peso de la evidencia. 

• Campaña publicitaria de concientización pública: utiliza la publicidad y otros 
materiales de relaciones públicas para generar más conciencia sobre la campaña y 
el mensaje de la campaña. El éxito depende de la efectividad de la publicidad y del 
cubrimiento de los medios. 

• Campaña a nivel de las bases: involucra partidarios y activistas para difundir el 
mensaje de la campaña y hacer cumplir el mensaje a través de llamados a la acción. 
El éxito depende en gran medida del grado de compromiso de los partidarios y 
activistas. 

• Campaña desde arriba: recurre a celebridades y a personas con un alto grado de 
influencia para que aboguen por la campaña al difundir y hacer cumplir su mensaje. 
El éxito depende en gran medida de la efectividad/atractivo y del compromiso de la 
celebridad. 

• Campaña “Astroturf”2: utiliza contenidos generados por la campaña misma (como 
historias de ‘interés humano’) para promover el cubrimiento de la campaña por parte 
de los medios. Depende en gran medida de la efectividad y atractivo del contenido 
para atraer a los medios. El contenido es propenso a ser visto con sospecha porque 
es construido por el interesado. 

• Campaña basada en muestras artísticas: echa mano de eventos y productos 
artísticos para que las personas participen en las artes con el objetivo de mostrar los 
beneficios de las artes a través de la experiencia directa. Depende en alto grado de 
la efectividad y calidad del programa del evento y de la habilidad de atraer al público 
objetivo. 

 

Opiniones sobre los aspectos prácticos de una buena campaña 
Además de pedir información sobre estudios de caso de campañas, el cuestionario de este 
proyecto pedía las opiniones de los encuestados sobre los principales factores que 
garantizan el éxito de una campaña o que la hacen fuerte. Cuatro encuestados, todos ellos 
experimentados defensores de las artes, respondieron esta sección del cuestionario.   
 
A continuación, se presenta un resumen de las opiniones de los encuestados bajo los títulos 
‘Ideas para una buena práctica y elementos esenciales de una campaña fuerte’ y ‘Prácticas 
que una campaña debe evitar’. 
 

                                                
2 Una campaña ‘astroturf’ es aquella que, aunque tiene la apariencia de una campaña ‘a nivel de las bases’, es 
concebida, creada y/o financiada por corporaciones, asociaciones de industria y comercio, intereses políticos o 
firmas de relaciones públicas. (Adaptado de Source Watch http://www.sourcewatch.org/index.php?title=Astroturf). 
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Ideas para una buena práctica y elementos esenciales de una campaña fuerte 
 
Enfoques, objetivos, estrategias y tácticas de una campaña  
 

• Asegurarse de que la misión de la campaña sea bien visible y de que esté 
condensada en una afirmación clara y simple. Esto facilita su organización 
estratégica y garantiza que todas las actividades de participación pública también 
cumplan la misión general.  

• Crear un conjunto de objetivos claramente enunciados que la campaña debe cumplir 
para apoyar la visión corporativa general de largo plazo. 

• Identificar un público objetivo bien definido. 
• Identificar claramente el problema central que la campaña busca resolver y su 

solución. 
• Crear mensajes a la medida para cada público objetivo. 
• Contar con distintas estrategias y con un plan de implementación para cada una, 

dependiendo del progreso y de los resultados de la campaña. El plan de 
implementación no solo debe tener en cuenta el éxito, sino también incorporar 
estrategias para enfrentar posibles fallas de la campaña y esquemas de contingencia 
para tratar resultados inesperados.  

• Revisar y adaptar el plan de implementación. El Plan debe incluir evaluaciones de 
cada etapa que deben estar basadas en criterios claros de monitoreo y evaluación. 

• No olvidar que el panorama general es más importante que la suma de las partes. 
 
Comunicaciones: mensajes y medios utilizados 
 

• Es esencial que todos los mensajes centrales sean relevantes para el público 
objetivo y se transmitan consistentemente a través de todos los canales.  

• Debe contarse con una estrategia de comunicación global. Ésta debe incluir: abanico 
de objetivos; canales de comunicación (mercadeo y relaciones públicas); plan de 
actividades detallado; presupuestos comercialmente competitivos; y recursos 
requeridos. El plan también debe incluir pensamiento táctico y de largo plazo. 

• Usar una propuesta comunicativa decidida que se manifieste a través de una marca 
bien lograda. 

• Tener un plan de ‘alcance mediático’ que utilice medios y publicidad impresos y en 
línea (un plan de alcance mediático es un plan que establece cómo se difundirán los 
materiales de publicidad y relaciones públicas). 

• Asegurarse de hacer uso de los sitios Web de los socios. 
• Conectar las comunicaciones con acciones concretas como muestras, talleres 

prácticos, debates, recorridos entre bambalinas, etc. Las personas son más proclives 
a apoyar y proteger la cultura entre más conocen y aprecian el arte y la cultura y 
entran en contacto con trabajadores de la cultura.  

• Los temas y los mensajes deben ser claros y simples y deben atraer la atención del 
público. Deben evitarse los mensajes y temas múltiples en una sola campaña. 

 
Aspectos organizativos y alianzas 
 

• Las colaboraciones, las alianzas y las redes son muy importantes para el éxito de 
una campaña. Entre más agentes colaboren mayor será el impacto de la campaña y 
el cubrimiento de los medios. 

• El apoyo interno del equipo de trabajo y de grupos de liderazgo como las juntas 
directivas, es crucial para el éxito de una campaña. Para lograr que el equipo de 
trabajo se convenza de la importancia de la campaña y se vincule a ésta se puede 
incluir en la descripción de sus cargos mensajes de la campaña y contar, dentro de 
la organización, con personas que defiendan la campaña e inviten a los demás a 
apoyarla. 
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• Las alianzas comerciales y mediáticas externas también son vitales para tener éxito. 
Estas alianzas dan acceso a redes de distribución y a aportes financieros y en 
especie que permiten mejorar el nivel de una campaña.  

• Los socios pueden ser más proclives a dar apoyo financiero a una campaña si se les 
ofrecen opciones de visibilización como incluir su logo en los impresos, entre otras. 
Sin embargo, debe mantenerse abierta la opción de aliarse sin tener que hacer un 
aporte financiero. 

• Estar abierto a cualquier alianza posible. Construir coaliciones con aliados probables 
e improbables. 

 
Aspectos administrativos y financieros 

 
• Estimar los costos e ingresos del período que dura la campaña es esencial, tanto 

como desarrollar alianzas comerciales de apoyo financiero. 
• Una campaña debe tener un coordinador con dedicación exclusiva y un presupuesto 

propio. 
• Ofrecer capacitación a defensores de las artes de base o de niveles altos y a otros 

aliados y partidarios. 
• Tener una comunicación regular con los aliados y partidarios, así como con los 

públicos objetivo. Informar sobre los éxitos de la campaña para lograr mantener la 
participación de los partidarios y aliados. 

 
La investigación, las evidencias y el desarrollo de una campaña 
 

• La inversión en investigación y desarrollo es imperativa para el éxito de una 
campaña de defensa de las artes, particularmente con respecto a la identificación del 
público objetivo, a nociones conductuales y a mensajes de mercadeo a lo largo de 
toda la campaña. 

• Se pueden encargar investigaciones nuevas, pero también se puede considerar 
reinterpretar o cambiar el propósito de investigaciones existentes para apoyar las 
demandas de la campaña. 

 
Patrones de medición, evaluación y resultados de una campaña 
 

• Se aconseja establecer puntos de referencia estadísticos para todas las actividades 
de mercadeo, para la campaña en general y para cada aliado tan pronto como sea 
posible, pues esto es esencial para monitorear la efectividad a lo largo de la 
campaña y para atraer aliados y patrocinadores.  

• La evaluación debe ser permanente: debe evaluarse la efectividad de la campaña al 
mismo tiempo que su plan de implementación se desarrolla. 

• Asegúrese de documentar sus éxitos y de informar a sus aliados y partidarios sobre 
los mismos para celebrar conjuntamente los avances y mantenerlos interesados.  

• Entre las mediciones útiles están: 
- Número de visitantes excepcionales del sitio Web de la campaña 
- Número de artículos en los medios 
- Número de hogares a los que llega la publicidad (comprada o donada) 
- Número de personas que firman la petición u otro tipo de documento de 

inscripción 
- Actitudes del público objetivo basadas en instrumentos cualitativos de 

encuesta 
- Cantidad de tiempo al aire donado por los medios. 
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Prácticas que se deben evitar en una campaña 
Se pidió a los encuestados opinar sobre qué debe evitarse en una campaña. Identificaron 
once factores que para ellos debilitarían una campaña. 
 

1. La ausencia de objetivos medibles 
2. Un público objetivo demasiado grande 
3. Mensajes demasiado complicados 
4. Comunicar muchos mensajes o ideas al mismo tiempo 
5. Falta de apoyo y liderazgo interno 
6. Un presupuesto inadecuado 
7. Falta de planeación 
8. Subestimar el valor del mercadeo comercial y de las relaciones públicas 
9. Ausencia de evaluación 
10. Falta de colaboración  
11. Ausencia de flexibilidad: no ser lo suficientemente hábil como para aprovechar 

oportunidades y eventos que tengan un impacto directo o indirecto en la campaña. 
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Estudios de caso 
Ocho estudios de caso fueron remitidos para este informe que cubren varios tipos de 
campaña. Los estudios de caso 6 y 7 perfilan campañas en fase de planeación y los 
estudios de caso 7 y 8 no se identificaron. Información más detallada de los estudios de 
caso se encuentra en el Apéndice 1. 
 
Estudio de caso 1 – ‘The Arts. SAC for More’, American for the Arts, USA  
 
Una campaña pública de concientización sobre los beneficios de la educación artística. Es 
una campaña permanente que utiliza publicidad nacional y local y que cubre varios medios. 
Involucra una red de partidarios y aliados para promover publicidad local para medios 
locales. 
Tipos de campaña: concientización pública; nivel de base. 
 
Estudio de caso 2 – ‘Arts=Jobs’, American for the Arts, USA 
 
Una campaña única en su género para asegurar que las artes fueran incluidas en la ley de 
estímulo económico del gobierno. Recurrió a mensajes especiales dirigidos a políticos, pero 
también a publicidad para crear más conciencia sobre la importancia de las artes en el 
público general. Utilizó una red de partidarios para promover la campaña en los medios 
locales y entre funcionarios públicos locales. Usó ampliamente recursos de investigación 
sobre la importancia de las artes. 
Tipos de campaña: cabildeo; nivel de base. 
 
Estudio de caso 3 – ‘The Big Read’, National Endowment for the Arts, USA 
 
Es un programa anual que fomenta la lectura. Utiliza varios medios para fomentar y elevar la 
participación y publicidad nacional para crear una mayor conciencia sobre la campaña y 
sobre la importancia de la lectura. Una red de partidarios promueve la campaña en medios 
locales. 
Tipos de campaña: concientización pública; basada en muestras artísticas. 
 
Estudio de caso 4 – ‘Architecture Week’, Arts Council England 
 
Era una semana al año de eventos que buscaban presentar la arquitectura contemporánea 
a nuevos públicos. Era apoyada por una fuerte marca nacional y por una campaña nacional 
de medios. Involucraba a aliados u organizadores de eventos locales responsables de 
promover sus propios eventos. 
Tipos de campaña: concientización pública; basada en muestras artísticas. 
 
Estudio de caso 5 – ‘Journées de la culture’, Culture pour tous, Québec, Canada 
 
Es un evento de tres días celebrado anualmente que busca fomentar la participación en y el 
apoyo a las artes y la cultura entre los ciudadanos de la provincia canadiense de Quebec. 
Tiene una fuerte filosofía de democratización. Se basa en un programa de eventos 
culturales que buscan llegar a grupos sociales nuevos y diferentes que es apoyado por una 
campaña de publicidad y relaciones públicas. 
Tipos de campaña: publicidad de concientización pública; basada en muestras artísticas; 
nivel de base. 
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Estudio de caso 6 – National engagement campaign special case study, Arts Council 
England 
  
Es una campaña nacional de concientización en fase de planeación para fomentar el disfrute 
de la experiencia artística por parte de la mayor cantidad posible de públicos. Los detalles 
del enfoque de la campaña todavía no han sido definidos, pero se llevó a cabo un taller para 
sondear las opiniones de los agentes interesados y del público sobre los rasgos centrales de 
la campaña. 
Tipos de campaña: publicidad de concientización pública; basada en muestras artísticas. 
 
Estudio de caso 7 – National arts brand special case study 
 
Es un análisis contextual llevado a cabo en la fase de planeación de una campaña nacional 
de creación de marca (branding) para las artes. Enfocándose en un público ‘no involucrado’ 
con las artes, el análisis recomendó un modelo mixto basado en una campaña nacional de 
publicidad masiva y en un programa local de ‘muestras artísticas’. 
Tipos de campaña: publicidad de concientización pública; basada en muestras artísticas. 
 
Estudio de caso 8 – Arts advocacy campaign 
 
Esta campaña buscaba promover el valor de una forma de expresión artística específica 
entre políticos y el público general usando una mezcla de tácticas. 
Tipos de campaña: campaña de cabildeo; nivel de base; astroturf. 
 

Aspectos centrales de los estudios de caso 
Las implicaciones más importantes encontradas en los estudios de caso se agrupan en las 
mismas categorías de la sección anterior. No se intentó clasificarlas en un ranking 
dependiendo de su importancia o establecer su relevancia o validez como reglas generales 
para buenas prácticas. La lista busca estimular la reflexión y el debate sobre los distintos 
tipos de campaña que buscan crear más conciencia sobre las artes. 
 
Los estudios de caso se reconocen por su número en la medida de lo posible para que 
aquellos interesados en ampliar el contexto y los detalles puedan ir fácilmente a la fuente del 
estudio de caso. 
 
Enfoques, objetivos, estrategias y tácticas de una campaña 
 
Nacional-local 
 
Los estudios de caso sugieren que una campaña que combina los niveles nacional y local 
puede lograr una simbiosis poderosa. 
 
El estudio de caso 7 recomienda para el mejor funcionamiento de una campaña pública de 
concientización que busca crear una marca (branding) la mezcla de aspectos nacionales y 
locales. 
 

• Una campaña nacional masiva dirigida hacia las opiniones negativas sobre las artes 
a través de anuncios publicitarios en televisión, en revistas y en espacios abiertos 
(vallas, pasacalles, etc.) puede despertar interés en la campaña a nivel de las bases. 

• Una campaña local a nivel de las bases dirigida hacia la baja participación en las 
artes permite a las personas experimentar las artes a través de un programa de 
eventos en los que entran en contacto con muestras artísticas. Puede relacionarse 
con un día nacional u otro programa, a través de mensajes alineados con los de la 
campaña nacional masiva y apoyada por una campaña promocional local. 
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Este modelo de simbiosis nacional-local es adoptado por varios de los estudios de caso que 
se consideran en este informe. Los estudios de caso muestran la importancia de garantizar 
que exista una integración fuerte entre los dos niveles de campaña, tanto en los mensajes 
transmitidos como en los aspectos organizativos. Varias recomendaciones específicas se 
presentan bajo el aspecto de la campaña con el que se relacionan. 
 
Principios generales 

 
Las campañas deben ser: 

• Realistas: deben tener un propósito claro y ser realistas frente a sus logros. (6) 
• Consistentes: el mensaje de la campaña debe ser consistente en todos sus niveles: 

tema, visión, misión, metas y objetivos. (8) 
• Válidas: las metas y objetivos de la campaña deben dirigirse hacia una cuestión que 

los demás consideren válida (p. ej. personas que no hacen parte del mundo de las 
artes). (8) 

• Flexibles: la campaña debe poder reaccionar rápidamente ante nuevos desarrollos y 
mantener actualizada su base de datos de contactos. (2) 

• Participativas: la campaña debe conectarse con una participación concreta y activa 
que puede darse a través de muestras, talleres prácticos, debates, recorridos entre 
bambalinas y del contacto directo con artistas. Esto estimulará una mayor 
apreciación de y apoyo a las artes. (5) 

• Inclusivas: la campaña debe sustentarse en una fuerte filosofía inclusiva y 
democrática que movilice los grupos participantes y llegue a los públicos objetivo. (5) 

 
Limitar el enfoque 

 
• Un público objetivo demasiado amplio puede llevar la campaña a carecer de 

enfoque. Es aconsejable adjudicar cada objetivo de la campaña a un subgrupo del 
público y crear estrategias para cada uno. (6) 

• Un enfoque amplio de forma de expresión artística trae consigo el peligro de 
‘homogeneizar’ y la pérdida de lo especial de cada forma de expresión artística. Es 
aconsejable dividir la campaña en formas de expresión artística y crear tácticas y 
estrategias para cada una. (6) 

• Se sugiere minimizar el número de objetivos. Tener muchos objetivos puede generar 
confusión entre los agentes involucrados. Doce objetivos son demasiados. (4) 

• Es aconsejable centrar la atención en un solo asunto, tener un solo llamado a la 
acción para los partidarios y realizar un solo evento nacional para los medios de 
comunicación. (8) 

 
Tácticas y estrategias 
 

• Es recomendable utilizar tácticas y estrategias complementarias: asegurarse de que 
cada táctica sea consistente con la estrategia con la que se relaciona. (8) 

• Eventos recreativos que incluyen juegos o pruebas inusuales pueden trivializar el 
tema y el mensaje de la campaña. (4) 

• ‘Esconder las artes’ puede ser una opción; se puede captar la atención de las 
personas al asociar las artes con otros intereses y actividades que les sean más 
familiares. (6) 

• La participación o el apoyo de celebridades tiene fortalezas y debilidades: las 
celebridades pueden elevar el perfil del mensaje de la campaña, pero pocas tienen 
un atractivo universal y algunas incluso pueden hacer que algunas personas desistan 
de participar. También puede ocurrir que quien es atraído hacia las artes por una 
celebridad particular luego no regrese a ellas sin el llamado o invitación de la 
celebridad. (6) 
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• Una campaña a nivel de las bases debe tener un llamado a la acción específico. (8) 
• Un día nacional puede ser un buen punto focal, pero no necesariamente produce un 

cambio permanente en el comportamiento antes o después del día como tal. (6) 
 
Duración de cada tipo de campaña 
 

• Una semana es muy poco tiempo para una campaña basada en muestras artísticas. 
(4) 

• Las campañas desde arriba y “Astroturf” requieren más de tres años para tener éxito. 
(8) 

 
Acoger lo complementario; anticipar la competencia 
 

• Es aconsejable acoger o participar en eventos potencialmente complementarios para 
evitar que terminen convirtiéndose en competencia. (4) 

• Una buena estrategia es anticipar los ataques de oponentes y escépticos y 
establecer tácticas para defender la posición de la campaña de posibles ataques. (2) 
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Comunicaciones: mensajes y medios utilizados 
 
Nacional-local 
 

• Asegurarse de que los materiales para medios de comunicación puedan ser 
‘localizados’ (es decir, adaptables por aliados locales usando sus propios logos, 
entre otros elementos). Esto estimula su uso por parte de los aliados locales y de los 
distintos canales mediáticos y facilita llegar a las comunidades objetivo. (varios 
estudios de caso: 1, 3 y 5) 

• Los mensajes nacionales y locales de mercadeo y relaciones públicas deben ser 
congruentes y consistentes. (varios estudios de caso: 1 y 7) 

• Es aconsejable establecer una fuerte red de distribución formada por aliados locales 
o activistas antes de que la publicidad se distribuya. (1) 

• Proporcionar a aliados y socios materiales cortos y simples que les permitan difundir 
los mensajes centrales de la campaña. (1) 

• Es mas probable que los medios de comunicación otorguen tiempo al aire gratuito a 
mensajes que estén enlazados localmente con el mensaje nacional. (1)  

• Para eventos periódicos que se realizan regularmente es aconsejable cambiar el 
tema de las comunicaciones para refrescar la campaña. (5) 

 
Mensajes 
 

• Tener en cuenta asuntos que están alrededor del término ‘las artes’, pues éste es 
vago y puede se desconocido e incluso amenazante para algunas personas. (6) 

• Recurrir a terminología familiar y agradable. (6) 
• Evitar mensajes que tengan un tono de prédica o intimidante. Los mensajes y la 

identidad de la campaña deben tener un tono cordial e inclusivo. (6) 
• Ser implacables en ceñirse al mensaje y en responder prontamente a cada crítica o 

preocupación. (2) 
• Considerar el mantra: ‘El mensaje correcto del emisor adecuado para el público 

adecuado en el momento apropiado.’ (2) 
• Una manera efectiva de captar la atención de los padres de familia es recurrir a 

frases como ‘sus hijos’ o ‘sus niños’ en lugar del uso genérico ‘los pequeños’ o ‘los 
niños’. (1) 

• Es importante que la publicidad refleje la diversidad, especialmente de raza y género. 
Las campañas deben ser conscientes de cómo se proyectan los individuos y las 
imágenes en la publicidad. (1) 

• Evitar múltiples mensajes diferentes. (5) 
 
Herramientas y plataformas de comunicación 
 

• Las cuñas de televisión y radio son más efectivas si no superan los 30 segundos. (3) 
• La recomendación verbal o boca a boca es un plataforma promocional poderosa. (3) 
• La publicidad local y el cubrimiento de periódicos locales son altamente efectivos. (3, 

5) 
• Es bueno contar con una página Web central de la campaña, pero debe tenerse 

cuidado de depender solamente de las comunicaciones en línea, debido a que el 
acceso a éstas es variable. La estrategia de comunicación también debe contemplar 
anuncios de publicidad y repartición de folletos. (6) 

• Utilizar plataformas mediáticas de amplio alcance (p. ej. teléfonos móviles) puede 
fortalecer el mensaje de la campaña a través de comunicaciones ‘virales’, pero, al 
mismo tiempo, muchas de las plataformas de los nuevos medios son pasivas y 
muchas personas no tienen acceso a éstas o no las manejan adecuadamente. Hay 
personas que consideran que las plataformas digitales interactivas invaden la 
privacidad. (6) 
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• La buena calidad de la publicidad es importante para asegurar que los aliados y los 
canales de comunicación la acojan. (1) 

• El reclutamiento de una agencia de publicidad de talla mundial que ofrezca su trabajo  
como aporte en especie puede ser un factor de éxito importante. (1, 5) 

• La publicidad en televisión es un excelente medio para promover las artes. Sus 
ventajas son su habilidad para comunicar emociones fuertes en un corto espacio de 
tiempo y que puede llegar a muchas audiencias. Sus desventajas son su costo 
elevado, que obliga a que la campaña sea corta, su largo período de gestación y la 
dificultad de rastrear sus resultados (es difícil demostrar la relación causal entre la 
publicidad y los resultados de la campaña). (7) 

• Las campañas basadas en muestras artísticas son una buena plataforma, a pesar de 
que requieren muchos recursos. Sus ventajas son su contenido emocional, su 
mensaje simple, que puede llegar a públicos masivos y específicos, su generación 
descendente y ascendente de contenidos y su potencial de larga duración. Su 
desventaja es que el alto grado de planeación y organización que requiere hace que 
su período de gestación sea muy largo. (7) 

• Los programas de las campañas basadas en experiencias artísticas pueden tener 
altos costos de producción y distribución. (5) 

• Asegúrese de que los sitios Web de los aliados sean utilizados apropiadamente. (5) 
 
Aspectos organizativos y alianzas 
 
Nacional-local 
 

• La coordinación y la comunicación con los aliados locales debe caracterizarse por su 
regularidad y claridad. (4) 

• Los recursos financieros, el apoyo y los recursos mediáticos deben proporcionarse 
dentro de un plazo de tiempo que permita a los aliados locales usarlos 
efectivamente. Architecture Week (estudio de caso 4) fue criticado por sus aliados 
locales porque no entregó los recursos de manera oportuna. 

• Una campaña debe contar con mecanismos para que los aliados locales se 
involucren. Varios estudios de caso utilizaron publicidad ‘localizada’ para estimular su 
uso por parte de los aliados locales. The Big Read (estudio de caso 3) ofrece varias 
plataformas para que los aliados locales se involucren, como el suministro de medios 
y de manuales de relaciones públicas y un taller anual de entrenamiento. Para más 
ejemplos ver el estudio de caso 1, The Arts. Ask for More. 

• Es importante que la implementación de la campaña sea consistente con todos sus 
aliados locales. (4) 

 
Otros 
 

• Trabajar con muchos aliados puede ser difícil en las fases de desarrollo, pero 
también constituye una fuente de recursos e ideas que son valiosas cuando la 
campaña se lleva a cabo. (1) 

• los socios deben tener un entendimiento común de los elementos fundamentales de 
la misma 

• Es importante que los aliados más importantes tengan un entendimiento común de 
los elementos fundamentales del objeto de interés, del enfoque, de la visión, de la 
misión y de los objetivos. (8)  

• Los aliados y los agentes involucrados deben tener claro cuáles son los recursos que 
deben aportar. (8) 

• No duplicar o hacer caso omiso de buen trabajo ya existente: utilice las habilidades y 
los recursos existentes de sus aliados, como sus sitios Web. (6) 
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• Involucrar organizaciones no artísticas que llegan a muchas personas (p. ej. cadenas 
de supermercados) puede mejorar el alcance de la campaña, pero hay que tener 
cuidado con posibles choques de valores. (6) 

• La campaña debe ser lo suficientemente flexible como para incluir las ‘agendas y 
motivaciones’ de los distintos actores involucrados. (6) 

 
Aspectos administrativos y financieros 
 

• Las decisiones financieras deben ser oportunas. El ciclo financiero debe garantizar 
las condiciones necesarias para preservar alianzas estratégicas de largo plazo en el 
nivel local y permitir que los aliados tengan espacio para la planeación. (4) 

• Recibir asesoría permanente de miembros del público o de la audiencia objetivo a 
través de un comité de ciudadanos o algún otro mecanismo similar. (6) 

• Tratar de conseguir financiación pública y privada para minimizar el riesgo financiero 
de los agentes involucrados y para promover un mayor convencimiento y 
participación en el proceso de creación de marca (branding). (7) 

• Los recursos deben conseguirse de manera apropiada: la consecución de recursos y 
el cronograma deben ser consistentes con el tipo de campaña. (8) 

• Es importante cumplir el plan y el cronograma de trabajo. Demoras en la producción 
de la segunda fase de la campaña The Arts. Ask for More (estudio de caso 1) 
trajeron como consecuencia que la campaña se lanzara en un año en el que se llevó 
a cabo una elección importante y en el que, por lo tanto, el tiempo y el espacio 
publicitarios eran muy reducidos. 

 
La investigación, las evidencias y el desarrollo de una campaña 
 
La mayoría de los estudios de caso recurrieron a la investigación de una u otra manera. En 
la medida en que fuera apropiado, la mayoría de las campañas han utilizado encuestas 
poblacionales sobre la participación y el compromiso con las artes para identificar públicos 
objetivo.  
 
Sin embargo, cada campaña recurrió a la investigación de manera diferente, dependiendo 
de su tipo y de sus objetivos: 

• The Big Read (estudio de caso 3) utilizó la investigación y los resultados de una fase 
piloto para planear y diseñar el programa. El programa también usa la investigación 
para el monitoreo y la evaluaciópn (se describe en la próxima sección). 

• La National Engagement Campaign (estudio de caso 6) no sólo echó mano de una 
encuesta poblacional de participación en las artes, sino que también organizó un 
taller de un día de duración que ofrecía información actitudinal y otra información 
cualitativa para nutrir el diseño de la campaña. 

• Las campañas de cabildeo tienden a apoyarse bastante en la transmisión de 
evidencias halladas en investigaciones. La Campaña Arts=Jobs (estudio de caso 2) 
recurrió a evidencias exhaustivas, detalladas y complejas del impacto económico y 
social de las artes. Una fortaleza en el uso que la campaña hizo de la evidencia fue 
el haber logrado reacomodar la investigación a públicos específicos de manera que 
pudiera ser usada y difundida por otros. 

• La campaña The Arts. Ask for More (estudio de caso 1) empleó investigaciones 
sobre el impacto de la educación artística en los logros educativos de los niños que 
presentó de una manera atractiva para los padres de familia. 

 
La campaña The Arts. Ask for More (estudio de caso 1) también hizo uso de investigaciones 
sobre los ‘guardianes de los medios’ en EE UU que demuestra que los factores más 
importantes para recibir tiempo al aire como donación en los medios para emitir un anuncio 
publicitario son: 
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1. Calidad del anuncio 
2. Una conexión local con el asunto nacional 
3. Un formato o medio de fácil reproducción. 

 
La campaña national arts branding (estudio de caso 7) presenta un marco de referencia para 
diseñar una campaña de concientización pública basado en diez preguntas clave:  

1. Costo 
2. Enfoque del mensaje: ¿estratégico o táctico? 
3. Contenido del mensaje: ¿racional o emocional? 
4. Complejidad del mensaje: ¿simple o complejo? 
5. Alcance: ¿masivo o específico? 
6. Alcance residual: ¿duradero o etéreo? 
7. Período de gestación: ¿corto o largo? 
8. Generación de contenidos: ¿descendente o ascendente? 
9. Duración: ¿largo o corto plazo? 
10. Seguimiento de resultados: hacer mediciones que sean confiables y significativas 

 
Los términos usados en estas preguntas se describen con ejemplos en los estudios de caso. 
Cada pregunta puede ser respondida por las metas y objetivos de cada campaña y luego 
ser aplicada a los distintos enfoques para determinar cuál funciona mejor.



CAMPAÑAS NACIONALES EN FAVOR DE LAS ARTES 
 

 

 
 
 
 
F I C A A C  17 

Patrones de medición, evaluación y resultados de una campaña 
 
Varios de los estudios de caso hacen explícita la dificultad de atribuir una relación causal 
entre una campaña y los resultados observados en encuestas poblacionales.  
 
La evaluación de Architecture Week (estudio de caso 4) reafirma la importancia de tener 
resultados que puedan ser medidos y evaluados de cara a los objetivos acordados. A pesar 
de que no todas las campañas de los estudios de caso tenían criterios de evaluación 
explícitos y formalizados, la mayoría realizaban una evaluación estuviera o no ésta 
determinada por el plan de implementación de la campaña. 
 
The Big Read (estudio de caso 3) es un buen ejemplo de la aplicación de varias técnicas de 
evaluación: 

• Una encuesta poblacional sobre participación en artes se usó para determinar los 
públicos objetivo y para monitorear el progreso de los públicos objetivo a través de 
encuestas reiteradas. 

• Se realizó una encuesta en línea a las personas que participaron en el programa. La 
encuesta incluía preguntas cualitativas interesadas en conocer las actitudes ante la 
campaña, el nivel de satisfacción con el programa y el impacto de la campaña en el 
comportamiento de las personas. 

• Se llevó a cabo una encuesta entre los organizadores aliados con preguntas sobre el 
impacto de la campaña en el alcance (o ámbito de acción) y en la capacidad de la 
organización. 

 
La investigación y el programa de evaluación han sido utilizados para afinar y mejorar la 
campaña y para producir mejores materiales de campaña para los aliados locales. En el 
caso de The Big Read (y de la campaña confidencial del estudio de caso 8), un consultor 
independiente estuvo encargado de la evaluación. 
 
Los estudios de caso consideran que para evaluar una campaña deben medirse varios 
factores, como: 

• calidad y cantidad del tiempo al aire en medios otorgado gratuitamente; 
• visitantes excepcionales del sitio Web; 
• hogares a los que se llegó (medido por la encuesta poblacional); 
• ranking de la campaña con respecto a otras campañas; 
• cubrimiento hecho por los medios establecidos: cantidad y valor de cada artículo o 

nota; 
• conciencia, apreciación y opinión de los públicos objetivo a partir de encuestas que 

miden la conciencia pública; 
• índices demográficos de participación (especialmente del público objetivo) a partir de 

una encuesta de asistencia y participación; 
• actitudes de los participantes y de los agentes involucrados hacia el programa; 
• cantidad de eventos (para un programa basado en muestras artísticas); 
• cantidad de artistas participantes (para un programa basado en muestras artísticas); 

y 
• nivel de financiación gubernamental y privada de las artes. 

 
El estudio de caso national arts branding (estudio de caso 7) hace una propuesta de 
agrupación de los criterios de evaluación: 

• indicadores del impacto de la misión y de los valores de la campaña; 
• indicadores de las actividades de los objetivos y de las estrategias de la campaña; e 
• indicadores de la capacidad de las tácticas de la campaña. 

 
Junto a un análisis del cubrimiento de medios, a indicadores de la participación pública y de 
una encuesta de satisfacción realizada a las organizaciones participantes, Journées de la 
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culture (estudio de caso 5) cuenta entre sus indicadores de éxito la preponderancia de otras 
iniciativas que adoptan la filosofía y el enfoque de esta campaña. 
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APÉNDICE 1: ESTUDIOS DE CASO 

The Arts. Ask for More: estudio de caso 1 
Agency: Americans for the Arts, USA 
Web address: http://www.americansforthearts.org/public_awareness    
 
Summary 
 
The Arts. Ask for More is a national arts education public awareness campaign run by 
Americans for the Arts, The Ad Council, the NAMM Foundation, a number of other national 
campaign partners, and more than 350 state and local arts organisations. Established in 
2002, it is a multi-media campaign based on ‘Public Service Announcement’ (PSA) 
advertisements. The campaign is ongoing and is focused on all art forms. 
 
The campaign uses TV, radio, print, and web advertisements created in partnership with two 
national partners and an advertising agency (which provides its services for free). State and 
local organisations help promote the advertisements to local media outlets, and are able to 
‘localise’ the advertisements (at a cost for TV and radio) with their logo and/or organisation 
name.  
 
Targeting parents of school-age children, the campaign aims to increase parental 
involvement in championing arts education both in and out of school. The campaign informs 
parents about the benefits of arts education, and empowers them with tools and resources to 
help them get more art in their children’s lives, to advocate for arts education, and to become 
involved in promoting arts education in their communities. 
 
Parents were chosen as targets following research undertaken by Americans for the Arts in 
2001, which showed that the vast majority of parents believed the arts were important in their 
children’s education, yet they did not consider themselves well-suited to advocating for arts 
in education – that this was better done by others.  
 
The campaign is designed to represent all races, ethnicities, and genders. There has also 
been a component of the campaign designed to reach out to the Spanish-speaking 
population, with Spanish-language advertisements and web resources. 
 
General opinions on the campaign 
 
The campaign is considered to have been a success. The advertisements have been well-
received and broadcast widely, and research shows improvements in attitudes to arts 
education in the campaign’s target audience. 
 
According to Americans for the Arts, the campaign’s biggest success was to create high 
quality national advertisements that national and local media networks embraced and wanted 
to air repeatedly. The factor that contributed most to the campaign’s successes was the 
recruitment of a world-class advertising agency willing to donate their time and efforts. 
 
However, the campaign had difficulty staying on its timeline and production schedule. Delays 
in production for the campaign’s second phase led to a launch during a high-profile election 
year in which advertising time and space was largely unavailable. 
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Some key lessons of the campaign are: 
 

• It is important that diversity is reflected in advertisements, particularly race and 
gender. Campaigns need to be sensitive to how individuals and images are projected 
in advertisements. 

• Working with multiple partners can be difficult in the development stages, but it also 
provides a host of resources and ideas for promoting the campaign later. 

• An excellent distribution network needs to be established before distributing 
advertisements. 

• An effective way to appeal to parents (the main target audience), is to use specific 
phrases such as ‘your kids’ or ‘your children’ rather than the generic ‘kids’ or 
‘children.’ 

• Ensuring that a campaign has a way for local partners to engage (such as in allowing 
the tailoring of media) is a successful way to gain media coverage and to connect 
with target communities. 

 
Detailed description of campaign 
 
Timing and evolution 
 
The campaign began in 2002 and is ongoing. A grant from a charitable foundation helped 
establish the campaign. Additional support from the NAMM Foundation in 2006 allowed the 
development of a second phase of the campaign. Both funding and new partners have had 
an effect on the timing of the campaign and the release of new advertising materials and 
messages. 
 
The second phase to the campaign was initiated after the securing of a new sponsor and a 
new advertising agency to lead the creative aspects of the campaign. Building on the first 
phase, the second phase associated arts education with a child’s basic nutritional need, 
reflected in the ‘tag’ line: ‘Feed your kids the arts’.  An ‘s’ was also added to the word ‘art’ in 
the campaign title, as feedback suggested that the public strongly associates art with just the 
visual arts. The ‘arts’ relates better to all of the art forms.   
 
The campaign encountered a number of unexpected obstacles. The major obstacle was that 
most research on the benefits of arts education is correlative (e.g. evidence shows that arts 
education is associated with, but may not necessarily cause, higher grades), whereas the 
public is most motivated and engaged by causative evidence. Other obstacles included: 
requests from media companies for customised print advertisements, which is difficult and 
expensive; and the use of humour in advertisements, which can be risky, as not everyone 
will appreciate the humour and sometimes the message is not conveyed as a result. 
 
The campaign received unexpected support and assistance. A number of established and 
high-profile companies expressed interest in becoming involved in the campaign. An 
example is the collaboration with The Walt Disney Company, which offered to create TV ads 
for free based on their Little Einsteins program. This offered additional exposure for the 
campaign to an important sector of the target audience, parents of younger children. In 
addition, Google offered search engine optimisation benefits for the campaign’s public 
service announcements, especially for searches using the words ‘arts education.’ 
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Organisations involved/partnerships 

 
The campaign involves four main organisations: 

1. Americans for the Arts: Primary campaign sponsor. 
Americans for the Arts is the USA’s leading non-profit organisation for advancing the 
arts in America. Dedicated to representing and serving local communities and 
creating opportunities for every American to participate in and appreciate all forms of 
the arts. http://www.artsusa.org  

2. The Advertising Council (Ad Council): National partner, secures volunteer talent 
from ad agencies, helps secure donated media through distribution network, provides 
logistical and campaign support and advice to facilitate PSA campaigns.  
The Ad Council, a non-profit organisation, is the leading producer of public service 
communications programs in the United States. http://www.adcouncil.org  

3. NAMM Foundation: National partner, contributes finances to facilitate second phase 
of the campaign, and helps shape campaign messaging.   
NAMM Foundation, a non-profit organisation, promotes active participation in music 
by supporting scientific research, philanthropic giving, and public service programs. 
http://www.nammfoundation.org  

4. Leo Burnett Worldwide: An advertising agency that provides, for free, creative 
aspects of the public service announcements and facilitates production of the actual 
advertisements. http://www.leoburnett.com   

 
The campaign also has hundreds of local, state, and national official campaign partners 
across four levels of partnership: premiere (TV, radio, print, web); intermediate (radio, print, 
web); basic (print, web); and general (newsletters, web). These are listed at 
http://www.americansforthearts.org/public_awareness/partners/entire_list.asp  
 
Americans for the Arts found that working with multiple partners can be difficult in the 
development stages, but that it proved beneficial for later stages in the campaign by 
providing a greater and more diverse pool of resources and ideas. 
 
Campaign management and financing 
 
The campaign is managed internally at American for the Arts by two individuals. The Ad 
Council provides a Campaign Manager for day-to-day operations and budget management. 
The campaign has a project plan and timeline, but this is often difficult to adhere to. Key 
elements of the plan include deadlines for creative review committees, advertisement 
production timelines, marketing and distribution. 
 
The first phase of the campaign was based on a $1 million grant from the Doris Duke 
Charitable Foundation and $1 million match from Americans for the Arts endowment. The 
second phase resulted from an additional $1 million provided by the NAMM Foundation in 
2006. 
 
Other sources of income for the campaign also included partnership fees from state and local 
partners who paid to use the ads with their logo and/or name attached. The major 
expenditures are production and distribution of advertisements, and Ad Council labour costs. 
 
Communications 

 
The motto for the campaign’s first phase was: The less art kids get, the more 
it shows. Art. Ask for More. The motto for the second phase was: Feed your 
kids the arts. The Arts. Ask for More. 
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The campaign uses national and local advertisements for TV, radio, outdoor (billboards and 
bus shelters), print (magazine and newspaper), and websites. 
 
State and local arts organisations (more than 350 in number) help promote the 
advertisements locally and can ‘localise’ the advertisements (at a cost for TV and radio) by 
including their logo and/or organisation name. This gives the campaign strong support from 
local organisations, as they are able to promote their own organisation as part of the 
campaign, and provides a local connection with which both local media and the audience can 
identify. 
 
The campaign is highly dependent on donated media (nationally and locally) obtained 
through the Ad Council partnership. The campaign also relies significantly on the state and 
local arts organisations partners, and on direct partnerships with broadcast media companies 
(BRAVO Network, CBS), which have been significant in gaining exposure for the campaign. 
 
The current campaign communications strategy was developed collaboratively by the four 
main partners. The advertising agency developed the idea to equate the arts with a healthy 
diet, and created humorous ‘healthy arts food products’ combining historical artistic figures 
and well-known food products. 
 
The campaign has customised messages for Spanish-speakers. Spanish-language 
advertisements have been produced, and parts of the website are also provided in Spanish, 
including resources for parents. 
 
The campaign found that an effective way to appeal to parents (the main target audience), 
was to use specific phrases such as ‘your kids’ or ‘your children’ rather than the generic ‘kids’ 
or ‘children.’  In addition, utilising state and local arts organisations as partners, has proven 
very successful in securing donated media (free media time). 
 
Main media used 
 
Website 
http://www.americansforthearts.org/public_awareness  
The website is a source of news and resources for both the target audience and for 
partnering organisations. The site contains the advertisements and arts education facts 
(including research reports, education standards and links to arts education websites).  
 
It provides resources for the target audience to get involved in advocating for arts in 
education including sample letters, activities to do with children, testimonials, and good 
practice case studies. The site is also partly interactive: it provides a facility for parents to 
submit their own stories and testimonials. 
 
A number of pages and resources are in Spanish. 
 
Television  
http://www.americansforthearts.org/public_awareness/the_ads/001.asp   
Television advertisements can be viewed on line at the website.  
 
Using characters from Disney's ‘Little Einsteins’, the advertisements show that 
the arts are beneficial as they encourage both children and parents to participate 
in the arts together. The characters’ adventures with the arts help kids develop creativity and 
self-expression while emphasising teamwork, friendship, and exploration. 
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Informative and entertaining tongue-in-cheek commercials: by creating 
spoofs of ‘healthy arts food products’ like ‘Raisin Brahms’, featuring the 
composer Johannes Brahms, and ‘Van Goghgurt,’ featuring the artist Vincent 
van Gogh, parents are encouraged to make sure their kids are getting their 
daily serving of the arts. 
 
Radio  
Also feature spoofs of healthy food products combined with prominent artists in history. 
Radio advertisements feature spoofs of ‘healthy arts food products’ like ‘Mozart Toasties’ and 
‘Tchaikovsky's Nut Crackers.’  
http://www.americansforthearts.org/public_awareness/the_ads/002.asp  
 
Web 
Banners and animation for websites, various sizes and styles, plus html code for copying to 
websites. View on line 

 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 

Print 
A wide range of campaign print advertisements are available for downloading. The 
advertisements are high-resolution Adobe Acrobat compatible PDF files. They are both 
‘national’ and ‘localisable’, in colour and black and white, and of varying sizes. Some are in 
Spanish 
View on line 
 
Billboard 
The website also has a downloadable billboard advertisement: Are your 
kids getting their fair share? Art. Ask for more 
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Research and development 
 
In 2001, Americans for the Arts commissioned a public opinion survey of 1,008 adults to 
assess public attitudes to arts education.3  The research showed that 95 percent of parents 
believed the arts are important in preparing children for the future.  
 
Parents viewed the arts as contributing positive attributes to their children, and 91 percent 
thought that the arts are an important part of a well-rounded education. However, 71 percent 
of parents felt ‘someone else’ was better-suited to advocate for more arts education. 
 
Other campaigns informed the campaign’s development as a result of the expertise and 
experience of national partner The Ad Council, which has a number of long-running 
campaigns. However, Americans for the Arts created a new model that the Ad Council now 
recommends to all of their campaign partners. This model includes building a network of 
grassroots outreach partners to help promote local media coverage. The Ad Council provides 
to partners a toolkit for best practices for leveraging the power of the media at the local level. 
A number of publicly available guides are available at 
http://www.adcouncil.org/default.aspx?id=452 . 
 
Americans for the Arts provides training sessions each year for state and local partners on 
how to best use the advertisements at the local level and how to reach out to the media. 
 
Research has been used to understand the role parents have in making sure their children 
are getting enough art, both in and out of school. Americans for the Arts has published a 
range of guides to help parents get involved, both in advocating for arts education and in 
encouraging their children to engage in the arts. For example: 

• Ten simple ways parents can get more art in their kids’ lives 
http://www.americansforthearts.org/public_awareness/get_involved/001.asp      

• 10 Formas Sencillas 
http://www.americansforthearts.org/public_awareness/spanish/participe/001.asp  

The Ad Council has undertaken research into ‘media gatekeepers’ – the people who decide 
which public service announcements receive donated media time and at which hours. The 
top factors gatekeepers consider are: 

1. Quality of the announcements 
2. Is there a local connection to the national issue? 
3. Ease of securing the ads in the formats that they need. 

 
Outcomes and evaluation 
 
The success of the campaign is measured by: 

• the quality and amount of donated media; 
• unique visitors to the PSA website; and 
• households reached (measured by Nielsen based on age, gender, etc.). 

 
The campaign’s advertisements consistently ranked in the top ten of the Ad Council’s PSA 
campaigns for seven straight years. 
 
Public opinion awareness polls have also been undertaken as part of the campaign 
evaluation. The polls show: 

• a heightened awareness among the public of arts education and its benefits; and 
• a reduction in the proportion of adults who believe that there are other people or 

organisations better suited to taking action (than they are). 
                                                
3 National Arts Education Public Awareness Campaign Survey, Americans for the Arts , 2001 
http:// www.americansforthearts.org/NAPD/modules/resourceManager/publicSearch.aspx?ID=11610  
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A press release for the 2005 poll is at 
http://www.americansforthearts.org/news/press/2005/2005_06_13b.asp  
 
Americans for the Arts has pointed out that it is impossible to make a causal link between the 
campaign and the increase in arts education opportunities measured in the research. 
However, it is likely that the campaign was at least partially a causal factor. 
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Arts=Jobs: estudio de caso 2 
Agency: Americans for the Arts 
Web address: http://www.americansforthearts.org/information_services/recovery/default.asp  
 
Summary 
 
A campaign to secure the arts as part of the government’s economic stimulus bill, following 
threats to the arts’ inclusion launched by some politicians and media personalities. 
 
The campaign was undertaken ‘on the run’ in response to tight deadlines imposed by the 
political process. It targeted politicians and the general public using extensive research 
findings to outline the importance of the arts. Resources were provided to allow others, such 
as grass roots advocates, to argue the case to their local representative and in local media. 
As well as direct communications with political representatives, the campaign ran 
advertisements in daily newspapers and distributed resources by email to grass roots arts 
advocates for posting on blogs and for use in local media. Messages were tailored to 
particular localities or offices to increase impact. 
 
General opinions on the campaign 
 
The campaign was considered a success, as support for the arts was included in the US 
government’s stimulus legislation. It is also seen to have strengthened the economic case for 
the arts generally – i.e. beyond the arguments surrounding the stimulus bill. 
 
Things that the campaigners consider the campaign did well include: 

• Changing public opinion 
• Collecting reliable research quickly 
• Placing a compelling advertising campaign in key newspapers with surgical timing. 

 
A major perceived strength of the campaign was its ability to react quickly to developments. 
The campaign was able to react to late breaking news within minutes. Having an up-to-date 
database on grassroots, congressional, and media contacts was critical in allowing the 
campaign team to act so quickly. 
 
Factors that contributed most to the campaign’s successes include: 

• Relentlessly staying on message and responding to every Congressional critique or 
concern. 

• Arming congressional allies with ‘one-pager’ talking points so they could advocate on 
a peer-to-peer level within Congress and the White House. 

 
The factors that most hindered the campaign’s success were late night talk shows and 
conservative political shows criticising the idea of saving jobs in the non-profit arts sector. 
 
A number of important lessons are evident from the campaign. For this type of campaign – 
one that targets a political outcome – it is important to be aware of how fast political 
decisions are made and how important it is to take timely action. An Americans for the Arts 
advocacy motto is ‘the right message, from the right constituents, to the right audience, at the 
right time.’  
 
In a similar vein, the campaigners learned the value of persevering up to the deadline: the 
campaign’s successful outcome was not evident until the final hour of Congressional 
negotiations. 
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Detailed description of campaign 
 
This was a one-off campaign run from December 2008 to February 2009. The campaign was 
initiated after attacks in the Senate and on political and late night talk shows on the inclusion 
of arts in the government’s proposed economic stimulus bill. The House of Representatives 
had already passed the National Endowment for the Arts (NEA) funding in their version of the 
stimulus bill. Since the two different pieces of legislation had to be reconciled before 
President Obama could sign it into law, negotiations on the fate of the House and Senate’s 
differing priorities hung in the balance.  
 
The campaign targeted Members of Congress and the general public (who are the 
constituents of the Members), public media, private and governmental influential 
stakeholders. 
 
The campaign centred around imploring Members of Congress to support non-profit arts 
organisations in this time of economic crisis through the Obama Administration’s stimulus bill 
which had included funds for the NEA to save jobs. This necessarily led to applying public 
pressure to remind congressman of the importance of the arts to jobs in their districts. The 
audience was the member of congress, their constituency and those that influence their 
decisions (media, stakeholders, etc.). 
 
The ethos underpinning the campaign was that the creative sector is a quantifiable aspect of 
the national economy supported by concise and believable data. Convincing and reliable 
research was critical to the campaign. Without it the campaign could not have worked. 
Research was presented on two fronts: 

1. Specific case examples of the recession impact on non-profit arts organisations 
across the country 

2. Economic impact and jobs supported by the non-profit arts industry. 
 
To maintain funding for the non-profit arts sector to save jobs through passage of the 
American Recovery and Reinvestment Act (ARRA) of 2009. The legislation that would 
provide much needed relief to the sector was under siege from Members of Congress who 
were opposed philosophically to providing money to the NEA for the stated job-saving 
purposes. Inclusion in ARRA highlighted the Obama Administration’s priorities and affirmed 
the field’s position in society – Americans for the Arts wanted to make sure that this position 
would have a lasting resonance by a) keeping the funds in the bill while they were attacked 
and under threat of being negotiated out, and b) reaffirming and maintaining the arts rightful 
place in the national dialogue. 
 
The strategy consisted of a multi-tiered approach that would: 

• educate and inform decision makers through direct communication and media; 
• provide allies at every level with the appropriate research specifically tailored to make 

the case in a specific congressional district; and 
• implore and motivate grassroots with the relevant research that provided the 

backdrop for the argument.  
 
In effect, the campaign identified and educated the advocacy target, the advocacy target’s 
influencers and the advocacy target’s constituency. 
 
Timing and evolution 
 
Americans for the Arts began working proactively on an economic stimulus bill with the 
Obama Transition Team after the President was elected but before he was sworn into office. 
They also worked with Congressional Leadership to ensure funding for the arts would be in 
the economic stimulus bill.  
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However, enormous energy went into quickly reacting to media and congressional attacks on 
the arts component in the bill and attempts to derail funding. Timing was reliant on the 
actions of Congress which waxed and waned over the period of several days.   
 
What had started as an effort to inform the most important internal decision makers (i.e. 
important arts supporters in Congress) steadily emerged into an effort to educate and apply 
pressure to the opposition on a national level. The reason was that there was only so much 
internal supporters could do; there also needed to be external pressure brought to bear by 
constituents and grassroots arts advocates and the greater general public. 
 
A loss of confidence among the original authors of the legislation that led to some policy 
areas, including the arts, to come under question as part of the stimulus package. To ensure 
passage of the legislation, some entertained eliminating arts funding to ease concerns about 
the overall bill. Even though the Senate bill already did not contain the NEA funding, an 
amendment to prohibit any recovery funds being used on arts-related activities (along with 
casinos, swimming pools, etc.) passed on the Senate floor with an overwhelming majority. 
This  meant that there was work to be done in not only maintaining the status quo in one 
version of the bill, but also active advocacy in fending off new challenges to not only the NEA 
funding, but to the entire Senate bill. This highlighted the urgent need to target senators. 
 
Communications 

 
The campaign motto was Arts=Jobs. 
 
The strategy was multi-tiered: 

• Use direct lobbying efforts and e-communications to inform important congressional 
allies of up-to-date research reinforcing the sector’s worth; 

• Run ads in the major congressional dailies (a focal news source for members of 
congress and their staff) affirming the importance of the funds with a simple but 
powerful message conveying the core issue Arts=Jobs that also has national 
coverage; and 

• Highly customised e-communications strategy to the 140,000 or so grassroots arts 
advocates that involves arming them with critical research data and effective 
articulation tools to impress upon their elected officials the importance of the issue. 

 
Grassroots advocates pushed the dialogue to elected officials as constituents; media picked 
up the conversation through the blogosphere and print articles; private sector decision 
makers and high profile grass tops. 
 
Constituents were told of the specific impact of funding in their localities 
as well as the sector’s overall impact. Messages were tailored to apply 
those facts to specific offices in Congress where the message would be 
most relevant. 
 
The most important advice is to be aware of how fast political decisions 
are made and how important it is to take timely action. Americans for the Arts motto is the 
‘the right message, from the right constituents, to the right audience, at the right time.’ 
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Main media used 
 
Print advertisements; email ‘blasts’; internet blogs; opinion pieces, news 
articles. Web banners for use on others’ websites and blogs. 
 
Organisations involved/partnerships 
 
Americans for the Arts was the campaign leader. A Coalition of national 
arts service organisations, the Cultural Advocacy Group, provided 
additional lobbying and grassroots activation. A number of groups 
provided some financing for the paid advertisements: Performing Arts 
Alliance, National Assembly of State Arts Agencies, Chamber Music America, and the 
National Association of Latino Arts and Culture.   
 
Campaign management and financing 
 
The campaign was managed by the Federal Affairs team of Americans for the Arts under the 
supervision of the Chief Counsel of Government and Public Affairs. 
 
The campaign plan was developed ‘on the ‘run in response to events. There was no pre-
planned budget because the stimulus bill was a one-time opportunistic piece of legislation. 
Although no new staff members were hired, almost all of the federal affairs staff was 
focussed on the campaign for about 60 days. Approximately $50,000 was spent on paid 
advertising and other costs. 
 
Research and development 
 
Reliable and widely accepted research was the lynchpin for the campaign. Research was 
provided on two fronts: 

1. Specific case examples of the recession impact on non-profit arts organisations 
across the country 

2. Economic impact and jobs supported by the non-profit arts industry. 
 
Research critical to constructing the themes and messages of the campaign included two 
major Americans for the Arts’ research reports: 

• Arts and Economic Prosperity III Study, the most comprehensive study of the non-
profit arts and culture industry conducted in the USA. It documents the economic 
impact of the non-profit arts and culture industry in 156 communities and regions (116 
cities and counties, 35 multi-county regions, and five states), and represents all 50 
states and the District of Columbia.  
http://www.artsusa.org/information_services/research/services/economic_impact/defa
ult.asp     

• Creative Industries: Business & Employment in the Arts, shows state-by-state and 
congressional district information on the robust nature of arts businesses in each 
locale provided by Dun and Bradstreet. 
http://www.artsusa.org/information_services/research/services/creative_industries/def
ault.asp    

 
Research and information resources were presented on: 

• Economic Recovery & the Arts         
• The State of the Arts in America 
• Economic Impact of the Arts                              
• Corporate and Foundation Giving to the Arts 
• Advocacy for Public Support of the Arts      
• Civic Engagement and the Arts 
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• Earned Income and the Arts                              
• Arts Education and the American Workforce 

 
A full list of resources is at 
http://www.americansforthearts.org/information_services/recovery/default.asp   
 
During the campaign, campaign staff retrieved news clips from across the country of how 
non-profit arts groups were being negatively affected by the economic recession. They then 
put together an informal nationwide report of dozens of anecdotal cases (about 2-3 
sentences per organisation) that was broadly distributed to media reporters, Congressional 
and White House leaders. 
 
Outcomes and evaluation 
 
The objectives of the campaign were achieved when final legislation was signed into law that 
included $50 million funding to save jobs in the non-profit arts, as well as maintaining arts 
eligibility of funding for all other stimulus funds (education, transportation, community 
development block grants, etc). Reconciliation of the two different bills ultimately resulted in 
the Obama Administration keeping the House’s bill intact with regards to the arts funding. Of 
special note, was the public reaction of many grassroots arts advocates who were outraged 
at their senator’s vote to preclude stimulus funds going to the arts. Several high-profile 
senators in arts-rich states had to publicly and contritely explain their vote in the face of 
mounting criticism. 
 
However, the most important outcome was to validate the integral connection between the 
role of non-profit jobs in the arts and the overall economic policy agenda for the entire 
country. 
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The Big Read: estudio de caso 3 
Agency: The National Endowment for the Arts, USA, http://www.arts.gov  
Web address: http://www.neabigread.org  
 
Summary 
 
The Big Read is a ‘sample the arts’ campaign. Events and programs are run by local 
organisations, which develop their own localised promotional materials out of national 
templates, and develop reading resources based on national resources. Local activities are 
supported by a national advertising campaign using the USA’s public service announcement 
program. The program aims to encourage literary reading, with a particular focus on younger 
people and reluctant readers. National partners provide grants and extensive program and 
promotions support to local program organisers. Substantial in kind support is received from 
a high-profile advertising agency and an internationally renowned animation company. 
 
General opinions on the campaign 
 
The program has been a success. Declining reading rates have been halted and reversed, 
and the program has grown and has attracted prestigious partnerships. 
 
Good practice issues evident from The Big Read include: 

• TV and radio spots work most effectively if kept to about 30 seconds or less. 
• Word of mouth is a powerful promotional platform. 
• Local promotions and coverage in local newspapers were the most effective media 

used. 
• The campaign is a good illustration of the power of research and evaluation to 

improve campaign design and effectiveness. It was strengthened established on 
substantial research information and a pilot program. Its active monitoring and 
evaluation culture has lead to a wider diversity of participants and has been used to 
make improvements to program materials. 

 
Detailed description of campaign 
 
The Big Read gives communities the opportunity to come together to read, discuss, and 
celebrate selected books from American and world literature. 
 
Under the program, the NEA provides grants and other forms of support to community 
groups (‘grantees’) across the country to implement local programs and events based on 
selected books. Books are selected by a Readers Circle—a distinguished group of writers, 
scholars, librarians, critics, artists, and publishing professionals—who recommend the next 
The Big Read books for American communities to share. 
 
The program is not based on any explicit philosophy or ethos, but underlying the campaign is 
an implicit concept of the benefits of reading fiction. For example, that literary reading brings 
pleasure and enlightenment and has a transformative power. 
 
Some of the overall aims of the campaign are: 

• To restore reading to the centre of American culture. 
• To encourage reading for pleasure and enlightenment. 
• To revitalize the role of literature in American culture and bring the transformative 

power of literature into the lives of its citizens. 
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The Big Read was established in 2007 to halt a decline in literary reading among Americans. 
The program targets all groups of people, with a special emphasis on young people and 
reluctant readers. The targets have been adjusted over time (see timing and evolution 
below). 
 
Campaign management and financing 
 
Communities apply to be involved in the program. If successful, they receive a grant of 
$2,500 to $20,000, plus access to extensive support, including: 

• Educational and promotional materials: Reader's Guides; Teacher's Guides; Audio 
Guides; publicity materials. 

• Training at an annual orientation. Topics include: working with community partners; 
developing a public relations strategy; book discussions; working with publishers; 
involving schools.  

• Access to comprehensive The Big Read website, which includes a virtual organiser's 
guide; downloadable public relations templates and design elements; a forum for 
exchanging ideas with other participants. 

 
Each community's The Big Read 
includes a kick-off event to launch the 
program; activities  
devoted specifically to its The Big 
Read selection (e.g., panel 
discussions, lectures, public 
readings); events using the book as a 
point of departure (e.g., film 
screenings, theatrical readings, 
exhibits); and book discussions in 
diverse locations aimed at a wide 
range of audiences. 
 
By 2008, over 21,000 local partners 
had been involved in The Big Read. 
Over 2 million Americans had 
attended The Big Read events 
nationwide and 5.6 million Reader’s 
Guides had been distributed (National 
Endowment for the Arts FY 2008 
Performance & Accountability Report, 
p. 30). 
 
Timing and evolution 
 
A pilot program was undertaken in 2006. The Big Read was launched as a national program 
in 2007. From the 2006 pilot program of 10 grantees, The Big Read has expanded to include 
over 800 grants to organisations across all 50 states, the District of Columbia, Puerto Rico, 
and the US Virgin Islands. The program also expanded in scope to include poetry and an 
international program. 
 
It is an annual program based around a funding cycle. The program has expanded from a 6 
month cycle to a 10 month cycle. 
 
The program’s objectives have changed slightly over time: 

• The Big Read was established to halt a decline in literary reading among all age 
groups, but particularly the youngest age groups.  

Example of a local The Big Read program 
In Missouri, the West Plains Council on the Arts 
was awarded a grant of $7,000 to host a The Big 
Read on The Adventures of Tom Sawyer between 
September and October 2008. The Council planned 
a fun and creative community-wide celebration. A 
whitewashed fence was installed on the courthouse 
lawn to be signed by anyone who finished reading 
the book. The local radio station, KWPM-AM, aired 
students from West Plains Middle School reading 
letters written about Mark Twain in their 6th grade 
language arts class. Younger readers could literally 
discover and explore cave-life, thanks to an 
inflatable cave provided by the Missouri Department 
of Conservation. And local educators benefited from 
teacher training hosted by Dr. Cindy Lovell, 
Education Coordinator for the Mark Twain Boyhood 
Home Museum in Hannibal, Missouri. 
 
More examples can be found in National 
Endowment for the Arts FY 2008 Performance & 
Accountability Report, 
http://arts.endow.gov/about/Budget/FY2008PAR.pdf 
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• Early data from the program showed the difficulty of attracting Americans who do not 
frequently read for pleasure. Consequently, the program focused more attention on 
promoting reading habits among lapsed or reluctant readers. 

 
Communications 
 
The program’s headline motto is Creating a nation of readers.  
The website also carries the byline: The Big Read...inspiring people across the 
country to pick up a good book. Listen to radio programs, watch video profiles, 
and read brief essays about classic authors. 
Advertisements feature catchphrases such as ‘I love this book, I really love 
this book’ and ‘we love this book.’ 
 
The Big Read team at the NEA and its partners found that TV and radio spots worked most 
effectively if kept to about 30 seconds or less. Longer versions had been produced, but these 
were cut down in length. Shorter advertisements ensured that more of the PSAs could be 
played by more stations. 
 
Word of mouth proved to be an important factor in bringing people in to The Big Read 
events. Other important factors were libraries’ promotion efforts and local newspaper 
coverage and advertisements. Some of the evaluation data suggest that these forms of 
promotion may have been more powerful even than promotion efforts through other media. 
 
Main media used 
 
Website: http://www.neabigread.org  The website home page highlights selected resources 
and events. It is the central information point about The Big Read events and books. Events 
are searchable by community. Books that have been part of the program’s selections over 
the years are listed on the website along with descriptive materials and resources, including 
reader guides, teacher guides, and online video resources (including interviews with 
authors).  
 
The website also has a blog, http://www.arts.gov/bigreadblog, written and moderated by a 
public affairs specialist at the NEA and the NEA’s director of Literature, National Reading 
Initiatives, and program director of The Big Read. Comments are allowed. 
 
Television: The NEA produced public service announcements (PSAs) television spots for 10 
books. Participating communities can access these PSAs from The Big Read website. Local 
public and commercial television stations air the PSAs in support of The Big Read activities 
in their community. 
 
Radio: The Arts Endowment produced 30-second radio PSAs for 16 books. Local 
commercial and public radio stations are integral partners in the promotion of The Big Read 
activities in participating communities. PSAs designed for radio continue to greatly expand 
the program’s reach.  
  
Another radio vehicle for expanding access is local grantees’ partnerships with radio stations 
to air the Audio Guides featuring The Big Read books. These guides are produced by the 
NEA. The shows are intended for broadcast and featured one book per month. The radio 
station donated its services. 
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Films: The NEA has also produced educational films about six living The Big Read authors. 
The primary use for the films is educational. They are available free-of-charge to teachers, 
students, and librarians participating in the program. These films serve as excellent 
resources for participating communities that may not be able to afford hosting the author at 
an event. The films are a crucial element in expanding the program’s reach beyond libraries 
and schools, making The Big Read accessible to citizens in hospitals, nursing homes, and 
prisons.  
 
Local media: Along with resources for running the program, such as reader’s and teacher’s 
guides and an online organiser’s guide with tips for running a successful program, resources 
are provided to local grantees to develop local promotion campaign. Support includes: 

• provision of radio and television public service announcements; 
• promotional materials (e.g. banners and posters); 
• public relations templates and design elements and publicity materials; and 
• training at an annual orientation workshop, where grantees learn about working with 

community partners, developing a public relations strategy, working with publishers, 
and involving schools, as well as about the titles themselves. 

 
Local events encouraged by the program include:  

• launch event, ideally attended by the mayor and other local luminaries; 
• major events devoted specifically to the book (panel discussions, author reading, and 

the like); 
• associated events using the book as a point of departure (film screenings, theatrical 

readings, and so forth); and  
• book discussions in diverse locations and aimed at a wide range of audiences. 

 
Local promotions - examples 
Below is a selection of online media materials developed as part 
of local The Big Read programs.  
 
The Great Gatsby Public Service Announcement 
http://readgatsby.blogspot.com/2007/04/great-gatsby-public-
service.html   
 
The Grapes of Wrath, The Big Read 
http://www.youtube.com/watch?v=-fjiz2XsjtM   
 
Fahrenheit 451 
http://www.youtube.com/watch?v=B17YVavoB1I    
http://www.youtube.com/watch?v=84Dl8MXQJqY   
 
The Big Read YouTube Contest Entry 
http://www.youtube.com/watch?v=yrDnIS8mPw4  
 
The Big Read - Hayward, California 2009 
http://www.youtube.com/watch?v=bBJ7yaUdTDo  
 
Social networking 
A number of local organisers use social networking sites. 
Examples below 
MySpace: http://www.myspace.com/thebigread  
Facebook: http://www.facebook.com/pages/The-Big-Read-Wichita/36779318277  
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Organisations involved/partnerships 
 
The Big Read is presented by the NEA in partnership with the Institute of Museum and 
Library Services and in cooperation with Arts Midwest. Grantee community organisations 
deliver the events and programs. 

• National Endowment for the Arts: main initiating organisation 
• Institute of Museum and Library Services: federal partner and funder 
• Arts Midwest: partner and program administrator 
• Grantee communities: local delivery of events 

 
Other organisations involved: 

• W. K Kellogg Foundation: assisted participating communities with funds to match 
NEA grants. 

• The Boeing Company: contributed additional funds to take The Big Read to military 
families. 

• Paul G. Allen Family Foundation: pledged $200,000 to support grants to Pacific 
Northwest communities and the creation of The Big Read educational materials for 
those communities.   

• The Ford Motor Company: donated a car (hybrid), clad in The Big Read's logo, to be 
used by NEA staff for travel to The Big Read events nationwide.   

• Poetry Foundation: made possible educational materials for Literary Landmarks. 
• Additional funding comes from the Ruffin A. Cooper, Jr., Endowment and through a 

bequest made in memory of Dorothy Lois Beverly. 
• American Library Association and the Association of American Publishers: 

‘encouragement and contributions to The Big Read.’ 
 
Research and development 
 
The Big Read has been developed and redeveloped based on a range of research 
information. 
 
1. National research studies 

• Reading at Risk: A Survey of Literary Reading in America, 2004 
A study showing declines in literary reading rates over the 20 years to 2002. The 
decline was across most groups, but was more pronounced among young people. 

• To Read or Not To Read: A Question of National Consequence, 2007 
A follow-up report to the 2004 study, this analysis of national data from multiple 
sources indicated that not only were Americans reading less, they were also reading 
less well, and that these declines in reading have civic, social, and economic 
implications. 

• Reading on the Rise: A New Chapter in American Literacy, 2009 
Documents an increase in literary reading rates between 2002 and 2008. This new 
growth reverses two decades of downward trends cited in the previous studies. The 
report is based on early results from the 2008 Survey of Public Participation in the 
Arts.  

All reports can be found at http://www.nea.gov/pub/pubLit.php   
 
2. Pilot phase: a pilot program was undertaken in 2006 with ten grantees and four books in 
order to test and develop the full program which was launched in 2007. 
 
3. Participant survey: a nationwide survey of people who took part in The Big Read was 
undertaken. The survey questionnaire was web-based and was available in English and 
Spanish. 
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4. Evaluation: an evaluation of the program by consultant firm Rockman et al was completed 
in December 2008. It involved participant and grantee surveys and case studies including 
site visits to participating communities, focus groups, and extensive interviews. Results have 
not yet been published. 
 
These research resources have been used to develop and improve on the program and to 
produce training and information resources for grantee organisations. The NEA conveyed 
‘best practices’ to The Big Read grantees at national orientation sessions. The reporting of 
preliminary data from the evaluation allowed grantees in later stages of The Big Read to 
recruit a more diverse population of participants than in the initial stage of the program.  
 
The formal evaluation and its accompanying narrative of 36 case studies will be used to 
produce fact-sheets, slides, and other materials to help The Big Read organisers and 
programmers. 
 
Outcomes and evaluation 
 
The program was established to address a nationwide decline in reading rates. However, no 
specific targets have been found from published sources. 
 
Data shows that the decline in reading rates was halted, and was reversed, between 2002 
and 2008. The original objective of the program, whether attributable to the program or not, 
has therefore been achieved. The NEA notes that ‘although one cannot attempt to show a 
causal relationship between The Big Read program and the positive findings of Reading on 
the Rise, it is a plausible hypothesis that the public spotlight on declining reading rates – as 
well as the countless new literary and reading programs and the parents, teachers, and 
librarians nationwide who responded to the problem – may have played a decisive factor’. 
 
The NEA also notes, however, that ‘although the findings were positive where literary reading 
is concerned, it is noteworthy that reading in the genres of poetry and drama continued to 
flag. Similarly, the rates for book-reading of any type (including non-fiction) declined, albeit to 
a smaller extent than in previous years’. 
 
A number of findings from the program’s evaluation are reported in the NEA’s Appropriation 
Request for FY 2010.4 

• Among participants surveyed, over 90 percent said they would like to take part in 
more literary events; 20 percent reported reading more books than before 
participating in The Big Read.  

• About 30 percent of participants said the program affected what books they chose to 
read, how they located books, and their willingness to talk to others about literature.   

• Around three-quarters of grantees cited increases in their institutional ability to attract 
audiences, and a comparable percentage said they now are more capable of 
attracting diverse audiences in particular.   

• Among grantees, 90 percent reported greater awareness of regional or local 
organisations with whom they might collaborate in the future. 

 

                                                
4 National Endowment for the Arts Appropriations Request for Fiscal Year 2010 Submitted to the Congress, May 
2009 http://arts.endow.gov/about/Budget/NEA-FY10-Appropriations-Request.pdf  
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Architecture Week: estudio de caso 4 
Agency: Arts Council England, http://www.artscouncil.org.uk  
Web address: http://www.architectureweek.org.uk  
 
Summary 
 
Architecture Week, held annually from 1997 to 2007 around regions of the United Kingdom 
(UK), aimed to introduce contemporary architecture to new audiences through a fun and 
informative program of events. The last Architecture Week (in 2007) involved over 1,000 
events around regions of the UK. The program was suspended after the 2007 events 
pending the most recent and detailed evaluation. It has not been undertaken since. 
 
The program was subject to a number of evaluations. Major evaluations were undertaken 
and published in 2002 and 2008. This case study relies heavily on the 2008 evaluation 
report, supplemented by the 2002 report. 
 
The program grew substantially over its 10 years. While this might be interpreted as a key 
success indicator in itself, the 2008 evaluation suggests that Architecture Week may have 
been a ‘victim of its own success’, in the sense that the program’s growth led to a 
proliferation of objectives, and therefore a lack of clarity about the program’s aims. 
 
Key findings of the 2008 evaluation were that: 

• key partners had different perspectives on the fundamental elements of the 
campaign’s focus (the link between art and architecture) 

• variety in regional delivery produced variable quality in the promotion and content 
• while most people thought the program fulfilled its key objective of engaging the 

general public with architecture, some stakeholders believed the week developed into 
an introspective exchange between architects 

• uncertainty over funding and support year to year did not provide the conditions 
necessary to sustain strategic long-term local partnerships 

• a key weakness of the Week was its failure to offer clear outcomes that could be 
measured and assessed against agreed objectives. 

 
Things the campaign did well:  

• Created a central brand, umbrella, or focal point for raising public awareness.  
• Used high profile figures effectively. 

 
Things the campaign did not do well include:  

• Marketing and publicity were not well coordinated. Marketing and PR needed to be 
decentralised to the regions. 

• Regional coordination and communication between partners was considered poor. 
• Lack of certainty over funding and last minute funding decisions. 
• A week was considered too short. 
• Too many objectives, which caused confusion among stakeholders. 
• Did not engage or embrace potential complementary events, so these events ended 

up as competition. 
• Uneven delivery of program across regions. 
• ’Novelty’ events ‘trivialised architecture’. 
• Too ‘inward looking’, did not engage people outside design-related professions. 
• Timing of the week did not fit well within the school timetable. 
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Detailed description of campaign 
 
Campaign management and financing 
 
Held annually from 1997 to 2007, Architecture Week was based on the perception that while 
architecture is highly visible, it is, according to the campaign’s publicity materials, ‘a practice 
that may have appeared remote’. The last Architecture Week (in 2007) involved over 1,000 
events and cost approximately £600,000. Events occurred across the nine arts funding 
regions of England, as well as in Scotland, Wales and Northern Ireland.  
 
Most events were organised locally and involved a variety of activities, from public debates, 
bookshop talks, competitions, events that encourage contact and exchange with architects, 
such as open architect practices and ‘architect in the house/workplace’. 
 
Architecture Week aimed to introduce contemporary architecture to new audiences - 
especially those who would otherwise be excluded from the debate about architecture – 
‘through a program which is involving, informing and fun’. It also aimed to provide a focus for 
national recognition of good design. 
 
By 2007 the program had expanded to target 12 stated objectives: 

1. Celebrating and showcasing the best of new architecture in the region 
2. Showing the impact and relevance of architecture to everyday life 
3. Exploring a theme in current architecture relevant to the region 
4. Drawing attention to a significant building or buildings in the region 
5. Making local architects and architectural practices more accessible to the public 
6. Using the power of the media and high profile figures to bring architecture and its 

potential benefits to the public 
7. Connecting people with their surroundings and helping them to develop a sense of 

place 
8. Engaging children and young people in learning activities exploring all aspects of the 

built environment  
9. Inspiring people of all ages to think creatively about the spaces around them 
10. Giving people of all backgrounds an understanding of their potential role in improving 

their environment through architecture 
11. Providing a forum for collaboration between architects and between architects and 

other practitioners 
12. Encouraging more opportunities for consultation around new built environment 

developments. 
 
The 2008 evaluation finds that there was a proliferation in the aims and objectives of 
Architecture Week over time ‘to the extent that while many people understand what these 
are, they struggle to implement them.’ 
 
Timing and evolution 

 
From 1997 to 2007 Architecture Week grew from a being a national program organised 
centrally with nearly 200 events and costing £64,000, to a national program, organised on a 
regional basis with over 1,000 events and costing approximately £600,000. 
 
From 1997 to 1999, it took place over one week in November. From 2000 to 2007 it was one 
week in June.  
 
Arts Council England went through a restructure that resulted in a greater emphasis on 
regional management. After this restructure, the management and coordination of 
Architecture Week also became more regionalised. 
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Communications 
 
The motto for the 2007 week was How green is our space? 
 
Evaluations found that Architecture Week had a strong brand image. 
An unpublished 2006 evaluation found that ‘the Architecture Week 
branding is strong and this has led to significant editorial coverage.’ However, a survey 
undertaken for the 2008 evaluation found that, although the majority of stakeholders 
considered the brand strong, ‘a sizeable number of stakeholders were somewhat unhappy 
with the brand.’ Nevertheless, all considered that strong national branding was important for 
achieving the aims of Architecture Week. 
 
Not surprisingly, then, branded merchandise was considered highly valuable by 
stakeholders, and stakeholders highlighted disappointment about a delay by the national 
office in the distribution of branded merchandise. 
 
Media output tended to be organised centrally by national coordinators, rather than by 
regional partners.  
 
The 2008 evaluation finds an inconsistency in approach to media and public relations 
activities across regions, and that regional media coverage was ‘patchy’ (i.e. not strong). This 
was identified as a key aspect of the campaign to improve upon.   
 
Main media used 
 
The 2002 Architecture Week utilised four types of publicity/marketing: 

• Press and media campaigns 
• National events guide and banners, posters, leaflets 
• Central website 
• Individual organisers’ publicity campaigns. 

 
The 2002 evaluation found that marketing for the 2002 program ‘was one of the most 
successful yet, with a good media profile’. It also found that: 

• Events that relied solely on national publicity and marketing were likely to fail to 
attract large or diverse audiences  

• Media coverage often focussed on specific local events or competitions 
• Regionally, media coverage was patchy and TV coverage was minimal. 

 
The 2008 evaluation concludes that ‘media publicity for Architecture Week has expanded 
throughout the life of the program, but the extent to which it has either benefited the Arts 
Council or succeeded in reaching a non-specialist public throughout the country is open to 
question.’ 
 
Value of press coverage for the 2006 week is estimated to have been £1.3million. 
 
The 2007 week was covered in more than 200 national and regional press pieces (excluding 
trade). In 1998 there were less than 50.  
 
http://www.architectureweek.org.uk   
An online archive of Architecture Weeks 1997 to 2006 is at 
http://www.architectureweek.co.uk/archive.asp   
There has been a central website since at least the 1998 event. In 2006 the site received 
75,502 unique hits. A number of users remarked that the site was difficult to navigate and 
unappealing. The ‘open access’ aspect of the website, with regional coordinators and event 



FICAAC - INFORME D’ART NO 16 
 

 

 
 
 
 
F I C A A C  40 

contributors able to upload material, was welcomed, but was also thought to have lead to a 
loss of quality control. 
 
Interactive regional websites, allowing for feedback on buildings, events, etc., were found in 
the evaluation to have contributed to Architecture Week widening participation and reaching 
new audiences, although these were accessible only to certain types of audience. 
 
Arts Council England produced online videos for Architecture Week 2007. The videos were 
added to MySpace videos on 24 August (after the event). Total plays for the videos as at 
August 2009 were: 487 for part a; and 300 for part b. No comments or reviews had been 
provided. 
 

  
 
Part a: 
http://vids.myspace.com/index.cfm?fuseaction=vids.individual&videoid=16586765  
 
Part b: http://myspacetv.com/index.cfm?fuseaction=vids.individual&videoid=16586869  
 
A number of Architecture Week related videos were produced besides the Arts Council’s own 
videos. A selection can be viewed at Google video search. 
 
Organisations involved/partnerships 
 
Arts Council England set up the week with the Royal Institute of British Architects (RIBA), 
see below. The Arts Council’s role has included coordinating organisers and events, 
providing marketing/publicity budgets and joint-funds, and undertaking some events. Its main 
goal was to reach and sustain new audiences. 
 
RIBA managed some key programs, coordinating media. Its goal was to communicate 
architecture better to a non-specialist public. 
 
The Commission for Architecture and the Built Environment (CABE) shared with the Arts 
Council the funding of selected events, helped generate media interest and develop 
awareness among design and architecture practitioners. Its main goal was to reach new 
audiences with the debate about spaces and places. 
 
The Architecture Centre Network (from 2004 to 2007) coordinated the participation of 
architecture centres. 
 
Regional partners managed, promoted and delivered events. 
The 2008 evaluation finds a need for improved cooperation between those coordinating 
Architecture Week and regional and local stakeholders. The evaluation also found a low level 
of awareness of Arts Council England’s key role in organising and funding Architecture 
Week. 
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Arts Council England consistently provided the majority of Architecture Week funding, while 
RIBA, its members and the architecture centres have organised or provided a significant 
amount of Architecture Week activities through in-kind support. The 2007 Architecture Week 
cost the arts council nearly £700,000. More budget information for a number of years is 
available from Architecture Week options appraisal phase one - review and evaluation (see 
resources at end of this case study). 
 
Outcomes and evaluation 
 
Shortly after Architecture Week 2007 the decision was made to suspend Architecture Week 
for 2008 and undertake a review and evaluation of its effectiveness and relevance to the 
wider strategic aims of the Arts Council.5  The evaluation involved desk research, interviews 
with key partners and an online survey of people who had been involved in the program, 
including subscribers. 
 
Although the most recent evaluation uncovered an active evaluation culture within the 
program, with a number of national and regional evaluations, it found a ‘dearth of extant 
robust data and material (that is consistent and comparable nationally and across the 
regions) upon which to make detailed assessments of the impact of Architecture Week – 
particularly in relation to assessing impacts on target audiences, assessing funding and 
investment, and assessing how the resources used have impacted on other policy areas.’ 
 
Key findings of the 2008 evaluation were: 

• There were differences in partners’ perspectives on the links between art and 
architecture which led to divergent views about the aims and approaches of 
Architecture Week. 

• There was significant regional variety in the way Architecture Week was delivered 
which produced variable quality in the promotion and content of the program. 

• There was disagreement about how well Architecture Week fulfilled its key objective. 
The public, architects and event organisers tended to think the week had succeeded 
in engaging the general public, but some regional stakeholders believed the week 
became an introspective exchange between architects. 

• Architecture Week did not significantly contribute to the development and 
maintenance of robust strategic long-term partnerships: uncertainty over funding and 
support year to year did not provide the conditions necessary to sustain local 
partnerships or provide local partners with a strategic orientation. 

 
Metrics and indicators of success 
The 2002 evaluation used audience response cards, questionnaires to organisers, 
observation of events, interviews with stakeholders, and event case studies. Some of the 
metrics reported are: 

• media coverage: value and number of items; 
• audiences: attendances (total and average), unique website hits, audience diversity 

(e.g. age, professionally involved); and 
• opinions of stakeholders, organisers and the public. 

 
The 2008 evaluation uses desk research, interviews with stakeholders, and an online survey 
of participants. It notes the difficulty in measuring the less tangible objectives of the program 

                                                
5 Architecture Week options appraisal phase one - review and evaluation, 2008,  
Centre for Urban Development & Environmental Management, School of the Built Environment, Leeds 
Metropolitan University, in association with Policy Research Institute and RKL Consulting. 
http://www.artscouncil.org.uk/news/arts-council-england-to-develop-new-policy-on-the-relationship-of-art-
architecture-and-the-built-environment/  
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such as ‘perceptions’ of Architecture Week and its ‘brand’. The evaluation uses mainly 
qualitative metrics (opinions of stakeholders and participants). 
 
The phase two report of the 2008 evaluation notes that ‘a key weakness of Architecture 
Week was its failure to offer clear outcomes that could be measured and assessed against 
agreed objectives.’ 
 
Was the campaign a success? 
The 2002 evaluation found Architecture Week to be a success, and that it had a strong 
national focus or brand. However, it recommended a number of improvements, including 
expanding the week to a month, arguing that ‘the compression of a week is impractical. It 
also makes it hard to sustain new audiences.’ The evaluation also made recommendations to 
improve the planning process for regional partners.  
 
The 2008 evaluation notes that success might be interpreted from the program’s growth over 
its 10 years. However, the evaluation also suggests that Architecture Week may have been a 
victim of its own success ‘to the extent that the growth…has, paradoxically, been to the 
detriment of clarity around the aims and objectives of the program.’ This is reinforced by the 
program’s ‘proliferation’ of objectives to 12 by 2008, and that many of those consulted in the 
evaluation called for Architecture Week to return to its original core objectives. 
 
Respondents to the 2008 evaluation tended to feel that the campaign’s objective 6 and (to a 
lesser degree) objective 5 were met.6  However, most of the other objectives were 
considered to have not been met well, and most respondents were not convinced that 
Architecture Week had been effective. 
 
Things the campaign did well:  

• National framework acted as a focal point (a ‘good umbrella’, a ‘focus in the calendar 
for activity related to architecture’, ‘created a focus and sense of community for 
architectural enthusiasts and professionals to build on throughout the year’).  

• Used the power of high profile figures effectively to bring architecture and its potential 
benefits to the public (which was campaign objective number 6). 

 
Things the campaign did not do well included:  

• Poor marketing and publicity: ‘many visitors only heard about events through friends’, 
‘publicity and co-ordination of listings has not been well administered and is unclear’. 
The evaluation recommended making better use of specialist regional 
PR/communications organisations to maximise publicity. 

• Regional coordination and communication between partners were considered poor. 
• Lack of certainty regarding funds and last minute funding decisions. 
• A week was considered too short although, as the Phase Two report notes, the 

balancing act is in determining optimal campaign length: ‘it is undoubtedly the case 
that a relatively short period restricts the number of events that an individual can 
attend, the advantage of the concentrated focus that a week necessarily entails is a 
very important one. This has particular relevance for the degree of publicity that 
Architecture Week is able to attract’. 

• Too many objectives, multiplicity of ‘agendas’ and unclear aims. One of the main 
factors that weakened Architecture Week over time was confusion over its multiple 
aims and objectives. 

• Did not engage or embrace potential complementary events, so these events ended 
up as competition.  

                                                
6   Objective 5 relates to improving public access; objective 6 to using the power of media and high profile figures 
to raise public awareness. 
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• Uneven delivery of program across regions, ‘a lack of coherence across the country 
from year to year’. 

• ‘Novelty’ events ‘trivialised architecture’.   
• Too ‘inward looking’, did not engage people outside design-related professions. 
• Timing of the week did not fit well within the school timetable. 

 
The phase two report from the 2008 evaluation sets out the principles for the future of the 
program. If it were to be continued, the report notes that it would need to be: 

• clear about its aims and objectives, and the relationship between the arts and 
architecture. ‘Clear objectives would allow participating interests to coalesce behind a 
clear rationale that all parties understand and adhere to, understanding what the 
program is for and what it is seeking to achieve’ (Phase two report); 

• clear about who leads it, and clear on funding, both national and regional 
arrangements. National coordination was found necessary for effective overall 
direction; 

• strategic in orientation; 
• planned over a longer period of time; 
• about quality rather than quantity of events or activity; 
• clear about curatorial roles and responsibilities; 
• about place and place-making and creating a sense of local pride; 
• more accessible to a wider range of people; and 
• able to develop champions or advocates for the program. 

 
Some of these recommendations might be seen to inform principles for any type of similar 
campaign. 
 
Sources of information 
 
Arts Council England to develop new policy on the relationship of art, architecture and the 
built environment 
2 September 2008 
In 2007, Arts Council England commissioned research to give an independent, objective and 
fresh appraisal of the value of the Arts Council’s investment in Architecture Week.  
http://www.artscouncil.org.uk/news/arts-council-england-to-develop-new-policy-on-the-
relationship-of-art-architecture-and-the-built-environment/  
 
Architecture Week options appraisal phase one - review and evaluation, 2008,  
Centre for Urban Development & Environmental Management, School of the Built 
Environment, Leeds Metropolitan University, in association with Policy Research Institute 
and RKL Consulting.  
 
Architecture Week Options Appraisal Phase Two Report: Architecture Week – Options, 
2008, Centre for Urban Development & Environmental Management, School of the Built 
Environment, Leeds Metropolitan University in association with Policy Research Institute and 
RKL Consulting 
http://www.artscouncil.org.uk/news/arts-council-england-to-develop-new-policy-on-the-
relationship-of-art-architecture-and-the-built-environment/  
Architecture Week 2002: Summary of Evaluation, 2002, Hadley, 
http://www.takingpartinthearts.com/content.php?content=1006  
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Journees de la culture: estudio de caso 5 
Agency: Culture pour tous, Québec, Canada, http://www.culturepourtous.ca.7 
Web address: http://www.journeesdelaculture.qc.ca.   
  
Summary 
 
A three-day event that begins on the last Friday of September every year, the Journées de la 
culture (days of culture, or culture days) campaign is based on a program of cultural events 
supported by an advertising and public relations campaign. The campaign has been run 
annually in the Canadian province of Québec for 13 years.  
 
The program of events covers a wide range of arts and cultural forms, including heritage, 
history, performing arts, visual arts, reading, architecture and design. The aim of the events 
is to give the people of Québec, and families in particular, an opportunity to discover and 
appreciate the arts and culture free of charge. The program relies on the voluntary 
participation of more than 8,000 artists and cultural organisations. In 2009, some 300,000 
people took part in the activities held across 333 municipalities.  
 
The province-wide advertising campaign is designed and managed by an advertising 
agency. The campaign includes TV and radio advertisements that are broadcast free of 
charge, and is supported by an interactive website. Local promotions are also carried out, 
with regional programs inserted into local newspapers, and other print-based promotional 
materials supplied by the central coordinating organisation to the local participating 
organisations. 
 
There is a strong democratisation or ‘outreach’ ethos underlying the program. The cultural 
program is designed to be ‘akin to the idea of the voluntary work brigade’, in which the 
cultural professional workforce is mobilised ‘to change the dynamics that exist between 
professionals who create, produce and program, and citizens who aspire to be other than 
passive consumers of culture or its rejects.’ During Journées de la culture, elected officials, 
artists and citizens form a coalition to affirm the importance of culture in society. The program 
aims to facilitate each person to become a dynamic player in the creation and protection of 
the cultural life of the community, and to anchor culture and cultural organisations more 
solidly in communities across Québec. 
 
The theme for the program changes each year. The most recent campaign, from 25 to 27 
September 2009, was themed ‘Culture Buffet’, to reflect the wide choice of activities on the 
cultural program. 
 

                                                
7 About Culture pour tous 
Culture pour tous is an independent non-profit organisation whose mission is to contribute to the democratization 
of culture in Québec province, Canada. Culture pour tous arose from the firm conviction that the arts and culture 
are at the heart of Québec’s social and economic development.  
 
In 2007, the Secrétariat des Journées de la culture changed its legal name to Culture pour tous in order to better 
reflect its objectives and the activities it has carried out over the past decade. The organisation positioned itself for 
ten years as a major player in cultural mediation and democratization, at the heart of a network of artists, 
craftspeople and cultural workers engaged in efforts of this type throughout Québec. 
 
The goals and actions of Culture pour tous serve to facilitate, for as many people as possible, access to and 
appropriation of the arts and culture. The organisation instigates and carries out initiatives that encourage access 
to and participation in creative and cultural activities. Among the cultural projects produced by Culture pour tous 
are Journées de la culture, the Cultural Logbook (a learning tool for schools), Intercultural Encounters (an 
initiative to enhance the profile of professional artists from immigrant communities), the conferences known as La 
Rencontre and community art projects such as The Convertibles and Art at work. 
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Journées de la culture is the flagship event of Culture pour tous, an independent non-profit 
organisation whose mission is to contribute to the democratisation of culture in Québec 
province, Canada. More detail on Culture pour tous and its programs are provided at the end 
of this case study. 
 
In summary, Journées de la culture: 

• Invites people from Québec to discover the cultural life of their community and 
participate in arts and culture activities, but also to discover the hidden side of cultural 
life, and to engage more actively in the creative process. 

• Offers free cultural activities. 
• Aims to increase the profile of Journées de la culture and its partners across the 

province of Québec. 
 
Through 

• An extensive program of cultural events. 
• Public and press relations, and the use of a spokesperson. 
• National Press conference with the presence of the Minister of Culture. 
• Promotional materials like posters/banners/print ads/radio and TV 

spots/balloons/buttons/print programs. 
• Interactive website. 
• Promotions of participating cultural organisations. 

 
General opinions on the campaign 
 
The campaign is considered to have been a success. The campaign has prompted a number 
of ‘offshoot’ initiatives that adopt a similar philosophy and approach, and is considered to 
have promoted attitudinal change more generally. There is a possibility that the days of 
culture could become a national campaign.  
 
The use of a different theme for the campaign each year is seen as key to the campaign’s 
success. The advertising campaigns developed by the advertising agency are very 
successful and well received by the public. The use of humour in advertisements was seen 
to have contributed strongly to the success of the 2009 campaign (Culture Buffet). 
Evaluations indicate that the majority of participating organisations are satisfied with the 
communications campaign. 
 
The underlying philosophy of the cultural program is also seen to have aided the media 
campaign. The program’s aim to be about social relevance and socially inclusive, rather than 
simply encouraging cultural participation, is seen to have helped gain support from journalists 
and the media. 
 
On the negative side, the media campaign relies on the availability of unsold advertising 
space on television, radio and the internet. Organisers therefore do not know how much 
media coverage will be available to the campaign until the month before the cultural program 
begins. There is no guarantee that adequate air time will be available, and little time to 
explore alternatives if there is not. Another difficulty experienced by the campaign is that the 
very detailed printed programs are expensive to produce. 
 
One of the main lessons organisers have learned from the campaign is the importance of 
‘localised’ promotions. Organisers have indicated that the campaign would benefit from 
stronger local promotions, particularly from working more closely with the regional 
spokespersons and focussing on more regional media relations activities. 
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Detailed description of campaign 
 
The target audience for the campaign is the general public and particularly families. 
 
The campaign is a multidisciplinary event including activities in the fields of heritage, history, 
performing arts, visual arts, reading, architecture, design etc. 
 
The campaign is based on the idea of bringing culture into people’s lives. Journées de la 
culture is composed of thousands of interactions taking place on a human scale. The 
program is not like a festival, neither in spirit nor in the type of activities that take place. In 
sociological terms, Journées de la culture is, according to the survey response supplied by 
Culture pour tous, ‘more akin to the idea of the voluntary work brigade, of those movements 
dictated by need and urgency that mobilise the best energies and minds in order to attain a 
shared objective’. 
 
Journées de la culture is supported by ongoing awareness and mobilisation activities 
targeting professional cultural circles and municipal and other governments. The movement 
has become in part a concerted attempt to change the dynamics that exist between 
professionals who create, produce and program, and citizens who aspire to be other than 
passive consumers of culture. During Journées de la culture, elected officials, artists and 
their fellow citizens form a coalition to affirm the importance of culture in society. This is real, 
concrete action, in which each person becomes a dynamic player in the creation and 
protection of the cultural life of his or her community. 
 
From the beginning, Journées de la culture was expected to be a success to the extent that it 
promoted such cultural engagement and democratisation. Organisers wanted the campaign 
and events to spark and nourish reflection on how to anchor culture and cultural 
organisations more solidly in communities across Québec. 
 
Timing and evolution 
 
The idea of holding ‘culture days’ originated from within the cultural community and was 
formalised by the Québec National Assembly in 1997. The campaign has been held annually 
for 13 years, and runs across three days starting from the last Friday every September.  
 
The theme of the media campaign changes every year. Information on past campaigns is 
archived at http://www.culturepourtous.ca/journeesdelaculture/archives.htm  
 
Organisations involved/partnerships 
 
The main organisations involved and their roles are: 

• Culture pour tous: initiating organisation. 
• Québec government (two ministries): financing. 
• Hydro-Québec: major sponsor for the 13 years. 
• TD Bank: major sponsor for the last 5 years. 
• Bos advertising agency (http://www.bos.ca): creates the advertising campaign. 
• Carat agency: helps in obtaining free air time. 
• Radio and TV stations, and internet: broadcast advertisements for free. 
• Participating cultural organisations (2,552 in 2009): initiate and present activities free 

of charge. 
 
The activities presented during Journées de la culture are the responsibility of each 
‘participating’ cultural organisation, but materials are provided by Culture pour tous for local 
promotions (posters, balloons, internet etc). Some organisations choose not to undertake 
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local promotions, relying instead on the national promotional campaign. However, this has 
been found to result in lower public participation in activities. 
 
Campaign management and financing 
 
The advertising campaign is managed by Bos, a private advertising agency that creates 
advertisements every year. The press relations are done by an external agency. Links with 
the radio and TV channels and internet advertisers are undertaken by an external agency. 
The general campaign strategy is managed by the staff of Culture pour tous. 
 
The registration deadline for activities is 15 May each year. Requests for participation are 
assessed by whether the activities meet the criteria (free access, interaction with cultural 
workers or artists, etc.). 
 
The first briefing sessions with Bos for the creation of the campaign take place around March 
every year, and the production of messages usually occurs in June or July. Broadcasts begin 
in early September for a month. Solicitation of broadcasters takes place in early August; 
before that, stations cannot confirm the air time that will be available. 
 
The Provincial Government finances 35 percent of the budget. The rest is financed by major 
sponsors, the sale of advertising space in printed programs, and the supply of services ‘in 
kind’. 
 
The overall budget for the most recent campaign was CAD1.2m:    

• Income: CAD500,000 in financial contributions and about CAD700,000 in in-kind 
services based on the value of media coverage and agency costs. 

• Expenditure: CAD500,000 for production of messages, website, promotional material, 
production of programs, media relations. 

 
Communications 
 
The motto for the 2009 campaign was ‘Culture Buffet’. It also used the phrase ‘culture à 
volonté’ (culture at will). In 2008 the catchphrase was ‘Become a fan of culture’. 
 
Journées de la culture is an event supported by a campaign that mixes two key ingredients: 
(i) the promotion of a philosophy about culture and society; and (ii) a ‘call to action’ for the 
program of events. In recent years, the communications campaign has managed to combine 
the two, inviting people to participate in activities during Journées de la culture while at the 
same time transmitting the spirit and mission of the event. 
 
Communications strategy: for the past 13 years, advertising agency Bos has developed the 
theme of each annual publicity campaign. The communication strategy is developed by the 
team of Culture pour tous. 
 
As part of the communications strategy, Culture pour tous tries to develop the most 
appropriate communications tools to reach local residents. Eight regional program guides are 
produced. Participating organisations are provided with promotional materials, although 
Culture pour tous recognises that the campaign would benefit from greater ‘localisation’ 
promotional activities, such as closer relations with regional spokespeople and more 
regionally focussed media relations. 
 
Other types of promotions include: 

• The use of a key spokesperson each year. 
• A national Press conference with the presence of Québec’s Minister of Culture and 

the CEOs of the main sponsors. 
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Main media used  
 
Website: Interactive website with all of the activities associated with the campaign. 
http://www.journeesdelaculture.qc.ca   
 
Television: One television spot of 30 seconds only in French in 2009. 
Advertisement is based on the campaign’s link to the buffet. 
http://www.journeesdelaculture.qc.ca/campagne-publicitaire/   
   
Radio: Two radio spots of 30 seconds, one in French, one in English; 
http://www.journeesdelaculture.qc.ca/campagne-publicitaire/  
 
Print: 

• Program guide (800,000) divided into eight regional programs 
inserted into newspapers across Québec 

• A free distribution of 30,000 programs in the city of Montréal 
• Print ads in seven daily newspapers 
• Street banners 
• Posters (14,000), balloons (50,000) and streamers (3,500) used by participating 

cultural organisations, buttons 
 
Advertisements and promotional media for previous campaigns are all archived at 
http://www.culturepourtous.ca/journeesdelaculture/archives.htm  
 
Outcomes and evaluation 
 
There are no formalised metrics or benchmarks against which the success of the campaign 
is measured. However, some evaluative measures are used to monitor the campaign’s 
impact: 

• The number of people who participate in the activities (more than 300,000 in 2009). 
• The number of interviews, radio or television stories that talk about Journées de la 

culture (nearly 1,000 in 2009).  
• After the event, participating arts organisations are asked to complete an evaluation 

questionnaire. In 2009, the majority (67 percent) said they were satisfied with the 
communications campaign. 

 
Other indicators of campaign success include: 

• The communications model used for Journées de la culture inspired several other 
events to build similar communications plans. 

• Plans are under way to run a similar campaign nationally. 
• Journées de la culture have had many offshoots. They have provided participants 

with a useful pretext for developing new and innovative forms of interaction with other 
players in the business, education and health care communities. Many initiatives 
have followed in their wake, drawing on their momentum. Sometimes this occurs in 
an obvious manner, but at other times it happens more subtly or even unnoticeably. A 
new attitude is becoming widespread, and is even having repercussions on grant 
programs. 
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National Engagement Campaign Planning Workshop: estudio de 
caso especial 6 
Organisation: Arts Council England http://www.artscouncil.org.uk  
Website: Not created yet 
 
Arts Council England is developing a national campaign to encourage the broadest range of 
people across England to enjoy artistic experiences. The campaign has not yet begun. 
However, in May 2009, the Arts Council released a report from a ‘deliberative and 
collaborative workshop’ that it commissioned to feed into the development of the campaign. 
The workshop provides a range of opinions from members of the public, arts organisations 
and Arts Council staff about key aspects of a national awareness campaign. This case study 
summarises the campaign and reproduces the findings of the workshop with relevance to the 
current project. 
 
The national engagement campaign 
 
Arts Council England is developing a national campaign to encourage the broadest range of 
people across England to enjoy artistic experiences.  
 
The campaign aims to: 

• kick-start an increase in engagement in the arts in England; 
• change the way a significant section of the nation thinks and feels about the arts; and 
• leave a legacy of long-term increase in arts engagement and participation. 

 
Although the campaign has not yet been designed, it is likely to take a form similar to that in 
other case studies of a co-ordinated program of high profile and high quality arts activities, 
carried out by partner organisations under a campaign brand. 
 
Main aspects of the communications are likely to be:  

• a brand with which arts organisations can sell themselves and their existing arts 
activities; 

• a TV/radio/multi-media initiative to create a 'big bang' of awareness and inspiration; 
and 

• an arts hub web portal which will direct people to arts activities and opportunities. 
 
The campaign will also consider how other Arts Council initiatives can be used to contribute 
to the campaign, including: 

• local government support programs 
• regional campaigning activity designed to complement the national campaign 
• new initiatives with and by regularly funded organisations  
• 2012 Cultural Olympiad activities 
• other audience focused programs such as Take it away, Own Art and a Night Less 

Ordinary.  
 
A key element of the project is the creation of a campaign and an arts ‘brand’ under which 
arts organisations can position themselves. It is intended that the brand will act as a ‘trusted 
guide’ to the arts for people who have little or no current engagement with the arts, 
empowering and giving them confidence to seek out arts opportunities. 
 
The campaign will have a central website that acts as an interactive online 'arts hub', offering 
people information to encourage people to ‘go on a journey into the arts’. 
 
The website will be accompanied by a multi-media public relations drive, major broadcast 
partnerships and a coordinated program of high profile, high quality arts activities and events.  
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The campaign will involve collaboration with the commercial and voluntary arts sectors, local 
authorities, audience development agencies, as well as the organisations who receive 
regular funding from the Arts Council. Partnerships are seen to be a way to improve the 
campaign’s reach and strengthen its budget. 
 
The campaign is at the heart of the Arts Council mission to achieve great art for everyone, 
and forms a fundamental part of the Council’s plan for 2008-11. 
 
Targets 
 
The general public, but more specifically two target groups identified through consumer 
segmentation research: 
 
Through its research and analysis the Arts Council found that two groups are well-served by 
Arts Council programs and support: the nine percent of the population who are highly 
engaged with the arts, who tend to be from higher socio-economic groups; and those at the 
opposite end of the socio-economic spectrum, to whom a range of Arts Council programs are 
targeted. 
 
The Arts Council identified a need to reach the 70 percent of the population between these 
two groups. It identified two target segments within this group that are open to increased 
engagement, and that are large enough for an increase in arts engagement to represent a 
substantial number of people: 
 
1. ‘Dinner and a show’ 
Those in the ‘Dinner and a show’ segment are comfortable with what they have acquired in 
life. Having progressed to a relatively high position in their work place and approaching 
retirement, they have accumulated sufficient wealth to enjoy the fruits of their labour. 
 
With a relaxed approach to money management, they are young at heart and like to enjoy 
life – eating well, travelling, and occasionally splashing out on large purchases. 
They make up 20 percent of adults in England. Their arts engagement profile is: 

• arts do not play a key role in the everyday life of this group; 
• attending arts events is an infrequent, special occasion; 
• tend to stick to ‘tried and tested’ arts: attend live music events such as rock and pop 

concerts, theatre and musicals, with low levels of interest in other types of arts 
events; and 

• not likely to consider themselves ‘creative’, and have low levels of active participation 
in arts activities. 

More detail at http://www.artscouncil.org.uk/about-us/research/arts-based-segmentation-
research/13-segments/dinner-and-show/  
 
2. ‘Family and community focused’ 
Typically in their 30s and 40s, with a strong sense of community and family. Having built a 
comfortable nest with their moderate financial means, the ‘Family and community focused’ 
segment’s priorities lie with their children, connecting with the local community and holding 
on to their cultural roots. Food plays a cementing role in their lives, often as an expression of 
their culture and heritage. They make up 11 percent of adults in England. Their arts 
engagement profile is: 

• arts not a central part of their lives, but engage through occasional visits to family-
friendly arts events; 

• carnivals are by far the most popular, but they also attend musicals, pantomime and 
plays, craft exhibitions, street arts and culturally-specific festivals; 

• attendance tends to be infrequent – once or twice a year; 
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• the most likely segment to cite spending time with friends and family, accompanying 
children and supporting local community as reasons for attending arts events; and 

• unlikely to take part in creative activities themselves, although some engage in textile 
crafts and computer art or animation. 

 
More detail at http://www.artscouncil.org.uk/about-us/research/arts-based-segmentation-
research/13-segments/family-and-community-focused/  
 
Motto 
 
The Arts Council’s overarching motto for its 2008-11 strategic 
directions is Great art for everyone. 
 
The online video associated with the new direction displays the phrase 
Hello Art, but the Arts Council is not adopting this as part of the brand. 
It is currently working with an agency to develop an appropriate brand for the campaign. 
 
Research 
 
Segmentation research has been undertaken to inform the campaign planning and key 
segments within the English population have been identified for targeting in the campaign. In 
the preparatory stages of campaign planning in early 2009, two of the identified segments 
were selected as the core target audience of the campaign: ‘Dinner and a show’ and ‘Family 
and community focused’.  
 
These segments form a suitable target audience for the campaign for several reasons:   

• On average, people in these segments currently have low levels of arts engagement, 
with room for growth.  

• The two segments together include around 12.8 million adults, providing a large 
enough market for potential broadcast or media partners.  

• The attitudinal data shows that a good proportion of the people in these segments 
would be interested in engaging more often with the arts.    

 
Research 

• Arts audiences: insight, Arts Council England’s arts-based segmentation of English 
adults comprising 13 distinct groups based on data from Taking Part and TGI (Target 
Group Index) surveys. The segmentation provides new insight into how and why 
different kinds of people engage with the arts in England. It can also be used as a 
source of insight and ideas for building new audiences for the arts. 
(http://www.artscouncil.org.uk/about-us/research/arts-based-segmentation-
research/13-segments/). 

• Taking part ongoing survey of leisure, culture and sport. 
http://www.culture.gov.uk/reference_library/research_and_statistics/4828.aspx    

 
Workshop report 
 
A workshop held 13 May 2009 brought together members of the public and arts 
professionals to discuss and generate ideas for the national engagement campaign. The 
workshop was facilitated by an independent research agency, Community Research, on 
behalf of Arts Council England. The workshop comprised two audiences:  

• Arts ‘stakeholders’, including regional Arts Council staff, staff from local authorities, 
audience development specialists, representatives of other arts organisations.  

• Members of the public representing the intended target audience for the campaign. 
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The campaign has two main aspects: a national publicity, branding and awareness 
campaign; and programs of activities to encourage participation or engagement in the target 
audience. This case study summarises workshop ideas with relevance to the former, the 
public awareness campaign. 
 
Campaign’s overall scope and ambition 
 
Participants were supportive of an ambitious, broad, ‘all encompassing’ awareness 
campaign.  
 
However, concerns were expressed about a broad campaign focus: 

• A very broad target audience for the campaign could lead to a lack of focus. In trying 
to appeal to the masses, the campaign could, in fact, appeal to no-one.  

• A broad scope of all the arts carries a danger of ‘homogenisation’ and the loss of 
what is special about individual art forms. (stakeholders).  

• ‘The arts’ is a concept that is vague, unfamiliar and threatening. (public) 
 
How to address these concerns: 

• Ensure clarity of purpose and realism about what can be achieved.  
• Break campaign down into audience subsets and particular art forms. 

 
Branding 
 
Participants supported the idea of a campaign having an over-arching brand identity. Such a 
brand would provide a central reference point for diversely targeted activities. ‘At this level, 
participants were keen for the Arts Council to think big and appeal to a mass market 
audience.’  
 
Participants suggested that the brand should not: 

• Use the term ‘arts’.  (suggested by members of the public). 
• Make people feel that the arts are ‘good for you’ or create a preaching or bullying 

tone. 
 

The brand should: 
• Be simple, easily identified, fun and catchy. 
• Use more familiar and less threatening terms than ‘the arts’ (e.g.: entertainment, 

leisure and learning). 
• Brand identity should be developed in a tone and style that is welcoming and 

inclusive for everyone, avoiding any sense of worthiness.   
 
Dos and don’ts 
 
The workshop arrived at a number of ‘dos and don’ts’ for the campaign. 
 
Opinions expressed by members of the public include: 

1. Having a central campaign website is good, but beware of relying solely on websites 
and online communications, since access is variable. Need to include leafleting, free 
newspapers and broader advertising campaigns. 

2. There is a need to ‘re-brand’ the arts. The word ‘arts’ should be removed from the 
campaign. Many associated the arts with negative experiences, or considered the 
arts to be high-brow, intellectual and expensive.  

3. In keeping with much of the audience research from around the world, lack of 
information and time were seen as the main practical barriers to engaging with the 
arts. 
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Opinions expressed by arts stakeholders 

 
1. Habitual behaviours and entrenched attitudes are major attitudinal barriers to 

greater public engagement with the arts.   
2. The arts should not be homogenised by a campaign – attempting this may result in 

dilution, generalisation and the loss of critical motivating factors. 
3. Having a single brand for the arts is good, ‘not least as a way of helping members of 

the public to recognise more easily when they had participated in arts activities’. From 
this it seems that stakeholders have a sense that the public is engaging in the arts 
without realising it. A corollary would be that a successful re-branding could simply 
bring a consciousness among the public that they already engage in the arts, and this 
may in turn reduce the threat and fear factor the public feels for the arts. 
 

Utilising localised networks and partners  
 
Arts stakeholders also had ideas about how to utilise their organisations as part of the 
campaign: 

• Ensure that stakeholders are involved and consulted at all stages of campaign 
development. 

• Ensure the campaign is flexible to allow for stakeholders’ different ‘agendas and 
drivers’ (e.g. local authorities have narrower target audience than the mass audience 
of a national campaign).   

• Utilise existing best practice and resources, such as existing websites. Do not 
duplicate or over-ride existing good work. 

 
Participants developed their own campaign ideas based on profiles of the target audience. 
Interpreting some of the common ideas in terms of campaign good practice: 

• A symbiosis between the national and the local: that a national awareness campaign 
and localised activities are mutually reinforcing. 

• ‘Hide’ the arts: drawing people into the arts by associating them with other, more 
familiar, interests and activities. 

• Engage adults through their children. 
 
Other ideas that can be interpreted from the report include: 

• ‘Take to’ rather than ‘bring in’ – an active rather than a passive approach is more 
likely to lead to a successful campaign. 

• Have ongoing involvement from members of the public, such as in a ‘Citizens 
Advisory Board’. 

 
Workshop participants discussed a set of sample programs. The discussions raised some 
interesting issues: 

• Engaging non-arts organisations with broad reach (e.g. supermarket chains) was 
seen as a good approach, although concern was expressed about a clash of values 
between arts and non-arts partners. 

• Using media platforms with broad reach (e.g. mobile phone) was seen as positive 
for the potential to spread ‘virally’, but concern was expressed about passivity of 
media platforms, lack of use and ‘savviness’ of some demographic groups. Privacy of 
personal information was a common concern expressed about interactive digital 
platforms. 

• The notion of a national day was received positively, but concern was expressed 
that such a day may not result in a sustained change in behaviour outside of the day 
itself. 
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• Celebrity engagement or endorsement received a mixed reaction, as a particular 
celebrity may attract some people, but put others off. Also, those who are attracted to 
the arts by a particular celebrity may not necessarily return to the arts without the 
celebrity’s appeal. 

 
Resources 
 
The full report is at: Arts Council England’s National Engagement Campaign Collaborative 
Workshop Research: Final Report, May 2009, Community Research 
http://www.artscouncil.org.uk/media/uploads/workshopreport.pdf   
 
Video of workshops: http://vimeo.com/5504618  
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National Arts Brand: estudio de caso especial 7 
(Campaign and country not identified) 
 
Background 
 
This special case study reports on a background analysis undertaken in 2002 in the planning 
stages for developing a national arts branding campaign. The campaign did not proceed, but 
the analysis raises a number of interesting issues. 
 
The idea of developing an arts branding campaign arose from market research showing that 
significant sections of the public expressed a lack of engagement, lack of interest and/or 
negative perceptions of the arts.  
 
The analysis found that a branding campaign could work to promote the value of the arts and 
to attract the ‘un-engaged’ target audience to the arts, but that the choice of campaign type is 
critical. The analysis recommended a mixed branding model that uses a national mass-
market advertising campaign coupled with a local grass roots promotional campaign, with a 
strong integration between these two campaign types to ensure consistency of messages 
and resonance.  
 
In terms of campaign organisation, the analysis recommended a mixture of public and private 
funding to spread stakeholder financial risk and to promote greater ‘buy-in’ to the branding 
process. 
 
Approach 
 
The report’s recommended approach was based on an analysis of campaign aims across ten 
criteria: 

• Cost: campaign needs to be effective at low cost, or extremely effective at high cost.  
• Message approach: strategic or tactical? A branding campaign for the arts needs to 

be both strategic and tactical.8  strategic by influencing people’s perceptions of the 
arts; tactical by stimulating actions, especially in people with a disinclination to 
experience the arts. 

• Message content: rational or emotional? Campaign content can be rational or 
emotional. Rational content appeals to the functional benefits of the arts, emotional 
content appeals to people’s values and emotions. Campaigns rarely need to be both 
rational and emotional, and the two types of content can be used to target particular 
goals or audience segments. 

• Message complexity: simple or complex? Simple messages connect the brand with 
chosen imagery. Complex messages explain the benefits and features of the brand, 
and may include the use of facts and anecdotes.  

• Reach: mass or targeted? An arts branding campaign should be aimed at both a 
mass and a target audience: mass marketing being directed at broader issues such 
as the definition of the arts and the value of the arts; targeted marketing being 
directed at disengaged groups. 

• Residual reach: durable or ethereal? An arts branding campaign should ideally have 
a long life – messages need to be durable rather than ethereal. (A television 
advertisement is ethereal, but the same advertisement archived online is durable). 

                                                
8 A strategic campaign reinforces or extends the brand among the audience, or positions the brand ready for 
possible future engagement by audience members. A tactical campaign targets engagement (eg through 
stimulating trial participation or purchases). A strategic campaign is broadly focused on contextual issues such as 
ideas, emotions, and feelings about the brand, whereas a tactical campaign is more narrowly targeted at 
engagement and experience. 
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• Lead time: short or long? A campaign using small newspaper advertisements 
requires a relatively short lead time (a few days); a campaign using television 
commercials requires a relatively long lead time to allow for design and production of 
the commercial. An arts branding campaign would requires a medium lead time, as 
there is no urgent crisis, but an important issue to address. 

• Content generation: top down or bottom up? Campaigns created by executives and 
management teams are ‘top down’. Campaigns created through consensus among 
stakeholders – or even broad networks of interested people – are ‘bottom up’. An arts 
campaign should use a mix of both approaches, with input from arts sector 
stakeholders. 

• Duration: long term or short term? Arts branding should be undertaken as a long 
term, sustained campaign. 

• Tracking of results: the success of an arts branding campaign should be trackable, 
although this is not always easy. Metrics for tracking proposed include indicators for: 
participation/engagement in the arts, including target audiences; household 
expenditure on the arts; count of references to campaign in mainstream media; 
government funding for the arts; business funding; size of arts workforce. 

 
Models considered 
 
The report considered a range of promotional models for a branding campaign based on 
these criteria. The analysis found two core promotional models to be the best for branding 
the arts: 

1. a television advertising campaign, if funds permit, and 
2. a ‘sample the arts’ campaign, where a program of arts events is used to promote arts 

experiences.  
 
The assessments of the two key models are summarised below. 
 
1. Television advertising 
Assessment: An excellent medium for promoting the arts.  
Advantages:  

• Emotional message content due to visuals. 
• Message simple – 15 to 30 seconds long. 
• Reach broadest of any medium. 

Both advantage and disadvantage: 
• Strategic but not tactical. 
• Top down but not bottom up content generation. 

Disadvantages: 
• High cost. 
• Long lead time. 
• Short duration due to high cost. 
• Tracking difficult – hard to measure causality between advertisements and outcomes. 

 
2. Sampling the arts 
Assessment: Very good model, although a substantial undertaking, that meets most of the 
key assessment criteria. 
Advantages:  

• Emotional content. 
• Simple message (enjoy and value the arts through experience). 
• Mass and targeted audience (mass through event media coverage, targeted through 

individual events). 
• Top down and bottom up content generation. 
• Long duration possible (e.g. an ongoing annual event). 
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Both advantage and disadvantage: 
• Moderate to high cost. 
• Strategic approach through focus on general themes, not tactical. 
• Some residual reach. 
• Difficult to track but some measures of event attendance possible. 

Disadvantages: 
• Long lead time. 

 
The analysis also considered television to have low residual reach, but this was in 2002 
before full impact of digital online media had been realised, especially among broadcast 
networks. 
 
Four other promotional models were seen to be good supplements for the two models above: 

• Newspaper advertising to gain reach/coverage and regional targeting. Advantages 
are that it can be used for both mass and targeted marketing. Also can carry both 
simple and complex messages, and has a moderate cost. Disadvantages include 
rational message content, low residual reach, short duration and tracking difficult. 

• Magazine advertising for emotional content, strong residual reach and targeting. Has 
a moderate cost and can carry both simple and complex. Not usually a mass 
audience. Disadvantages include short duration and tracking difficult. 

• Outdoor advertising: useful for simplicity and durability, but expensive and not for all 
markets (e.g. regional). Tracking very difficult. 

• Traditional direct marketing: some possible benefits from fast lead time and possible 
to track results. However, disadvantages include low residual reach and short 
duration. 

 
Two models were considered possible supplements: 

• Radio advertising: to gain reach and target audience.  
• Email direct marketing: can deepen relationships with existing audience, especially 

younger people, but risks being seen or treated as spam. 
 
Two models were considered inappropriate: 

• Email advertising: unattractive due to perception of ‘junk’ email harming the brand.  
• Web-based advertising: inadequate, although maintenance of a comprehensive and 

accessible website is crucial. Note that the analysis was undertaken in 2001/2002 
when web-based advertising was still growing. 

 
These promotional models were synthesised into a recommended approach that utilises two 
campaign types: 
 

1) A national mass-market campaign 
- Target negative opinions of the arts. 
- Stimulate interest in the grass roots campaign. 
- Based on television, magazine and outdoor advertisements. 

 
2) A local grass roots campaign 

- Target low participation/engagement with the arts. 
- Align with messages from the national mass-market campaign. 
- Based on arts sampling program that allows people to experience the arts, 

possibly linked to a national arts day, schools program, or other similar outreach 
programs. 

- Supported by local newspaper coverage and traditional direct marketing (flyers 
etc.). 
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The analysis reinforced the need to ensure that the two campaigns are well integrated and 
resonate with each other. Messages delivered at national and local levels, although different, 
should be consistent with the national campaign. Local promotions should follow a branding 
and template supplied by the national coordinator. 
 
Metrics for evaluation  
 
The analysis suggested that different metrics are suited for different aspects of a branding 
campaign, derived from a popular framework developed by The Nature Conservancy in the 
USA: 

1. Impact measures of the campaign’s mission and values. 
2. Activity measures of the campaign’s goals and strategies. 
3. Capacity measures of the campaign’s tactics. 

 
Suggested impact measures of the campaign’s mission and values: 

• Appreciation of the arts based on opinion research. 
• Expenditure on the arts based on household expenditure survey. 

 
Suggested activity measures of the campaign’s goals and strategies 

• Number of references to the campaign in the mainstream media based on data from 
a media tracking service. 

• Number of events included in the sample the arts program based on program data 
from partners and stakeholders. 

• Participation by demographics (especially target audience) based on survey of 
attendance/participation. 

 
Suggested capacity measures of the campaign’s tactics 

• Level of government funding to the arts. 
• Level of business funding for the arts. 
• Size of arts workforce. 
• Number of artists involved in arts sampling program. 
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Arts Advocacy Campaign: estudio de caso especial 8 
(Campaign and country not identified)  
 
Summary 
 
This case study summarises an arts advocacy campaign that sought to promote the value of 
a specific artform among politicians and the public. Key ingredients of the campaign are 
summarised in the next section. The campaign was judged unsuccessful by an independent 
evaluator. A number of suggested ‘good practices’ can be interpreted from the evaluation: 

• Recommend a specific action: if the campaign aims to engage others as activists, be 
sure there is a specific action for people to take. 

• Non-duplication: utilise existing skills and resources; do not duplicate them. 
• Campaign length: three years is not long enough for success for a campaign that 

uses well-known people to promote the campaign message (known as a ‘grass tops’ 
campaign), or an ‘astroturf’ campaign driven by an aligned sector group rather than 
by the public through grass roots activism. 

• Validity: ensure that the campaign’s aims and objectives target an issue that is 
perceived by other key stakeholders to be valid. 

• Limit focus: focus on one issue only, have one call to action for supporters and have 
one national media event. 

• Consistent aims and objectives: ensure that the campaign message is consistent 
across all layers of the campaigns goals: the theme, vision, mission, aims and 
objectives. 

• Complementary tactics and strategies: ensure that the tactics adopted are consistent 
with the campaign’s strategies. 

• Stakeholder agreement: ensure all stakeholders agree about the campaign’s 
approach, vision, mission and aims. 

• Stakeholder awareness: ensure stakeholders know what resources they are expected 
to provide. 

• Tailor strategies to targets: ensure that all target audiences have a strategy designed 
specifically to reach them (i.e. one strategy does not fit all targets). 

• Resource appropriately: ensure resourcing and time frames are consistent with 
campaign type.  

 
Detailed description of campaign 
 
This was a campaign that sought to change perception of a specific art form and the way that 
specific art form is funded by mobilising and engaging a political, community and cultural 
stakeholders. It was intended to be a three-year campaign with four stated objectives: 

1. Secure increased funding for the specific art form from government, businesses and 
philanthropists. 

2. Improve the national government funding processes. 
3. Broaden public recognition of the importance of the specific art form. 
4. Raise the profile of the specific art form among policy makers. 

 
The campaign did not have a single explicitly stated strategy, but a number of different 
strategies can be read from the range of campaign tactics used (listed below). These 
included:  

• Lobbying campaign that sought to build relationships between politicians/policy 
makers and campaign representatives. 

• Grassroots mobilisation campaign that sought to demonstrate a broad based 
constituency via a call to action (both online and off-line). 
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• Media ‘grass tops’ campaign that sought to generate a perception of broad support 
through media coverage of highly influential people or celebrities. (‘Grass tops’ 
campaigns use high profile people.)  

• Media ‘astroturf’ campaign that sought to generate a perception of broad support 
through media coverage of interesting stories.9 

 
The campaign adopted a mix of tactics: 

• Stakeholder meetings with politicians. 
• Regional launch events and distribution of flyers. 
• Campaign website plus a dedicated social networking page. 
• Ambassadors. 
• Desktop launches and case studies aimed at generating media coverage. 

 
Communications 
 
The campaign had its own dedicated website that contained: 

• Information resources that argued the case for the specific artform, including a range 
of case studies from stakeholders, and guides for engaging local political 
representatives and media. Case studies and guides were largely in pdf format. 

• A page where anyone could sign up as a supporter. 
• Links to sign up to a social networking group (Facebook). 

 
Over a nine-month period, the campaign received 557 supporters via its website and had 
distributed one email newsletter. The social networking group had received around 1,100 
members and supporters. An evaluation of the campaign finds that the social networking site 
was ‘not well maintained’, with just five updates over a three month period. Posts to the 
group were being used by members to promote their own arts events. 
 
The campaign had two launch events. 
 
A search of Google news returns just three media articles relating to the campaign. All three 
are reports on the campaign launch.  

 
Outcomes and evaluation 
 
A scheduled evaluation undertaken nine months after the campaign’s launch judged the 
campaign to have been unsuccessful.  
 
The evaluation found that the campaign initially generated goodwill. It brought together 
disparate stakeholders, although these were mainly willing to provide in-kind support than 
funding. It also successfully recruited a number of key partner organisations and 
ambassadors at both a national and local level.  
 
However, the evaluation found that overall the campaign was not successful. The lack of a 
clear purpose was found to be the main overall reason for the campaign’s lack of success. 
Some of the key problems include: 

• The campaign presented mixed messages. Vision and mission statements did not 
integrate well with the stated objectives. The theme, motto and statements about the 
raison d’être of the campaign implied that the campaign was about raising 
participation and appreciation of the arts across a wide audience. It was regularly 

                                                
9 An ‘astroturf’ campaign is one that, although ‘grass roots’ in appearance, is primarily conceived, created and/or 
funded by corporations, industry trade associations, political interests or public relations firms. (Adapted from 
Source Watch, http://www.sourcewatch.org/index.php?title=Astroturf). 
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stated that the mission of the campaign was not about increasing funding to the arts, 
yet funding was the focus of the majority of campaign’s stated objectives. 

• The campaign’s objectives did not resonate well with reality: the majority of objectives 
targeted government funding of the art form at a time when government funding could 
have been considered by many to have been generous. 

• The campaign had a set of tactics, but no clear strategy. 
• The campaign’s theme implied that is was a ‘call to action’, yet communications did 

not outline anything specific that people could do except become a supporter on a 
social networking site. To be successful, the campaign would have needed to explain 
to those it sought to empower what it was they needed to do. 

• There was confusion among campaign stakeholders about what type of campaign 
was being undertaken – some believing it to be a call to participation in the arts, 
others believing it to be a viral digital democracy campaign. Confusion and 
ambivalence among stakeholders and a lack of a clear mission fed through to 
audience participants and the media. Participants at campaign events were left 
wondering why they had attended, and reports from journalists failed to make it to 
print.  

• It was not clear to stakeholders what level of resources they were required to provide.  
• The campaign duplicated communications resources that already existed among 

campaign stakeholders. 
• The campaign lacked a specific strategy to reach three out of the four key audiences 

identified in the tactical plan. One stated target audience – baby boomers – could 
only realistically be reached through an advertising campaign, though advertising was 
not part of the campaign mix.  

• The campaign was under-resourced: it could only have been achieved with more time 
and money. The campaign’s intended three year time frame was not long enough for 
an awareness-rasing campaign through ‘grass tops’ or ‘astroturf’ media advocacy. A 
lone part-time coordinator was not enough to coordinate this type of campaign. 

 
In interviews undertaken for the evaluation, stakeholders suggest that to have been 
successful, the campaign would have benefited from: 

• focussing on a single issue; 
• backing the campaign’s case with solid evidence; 
• relying on a single call to action; 
• having a clear strategy (rather than a set of tactics); and 
• having a single national media event. 
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APÉNDICE 2: MATERIALES DE COMUNICACIÓN Y PUBLICIDAD 
DISPONIBLES EN LÍNEA 

The communications used by the campaigns in the case studies covered in this report. 
 
Campaign websites 

• The Arts. Ask for More, Americans for the Arts 
http://www.americansforthearts.org/public_awareness   

• Arts=Jobs, Americans for the Arts 
http://www.americansforthearts.org/information_services/recovery/default.asp   

• The Big Read, National Endowment for the Arts 
http://www.neabigread.org   

• Architecture Week, Arts Council England 
http:www.architectureweek.org.uk   

• Journées de la culture 
http://www.culturepourtous.ca/journeesdelaculture/index_en.htm   

 
Brands, mottos and catchphrases      Logos 
 
Americans for the Arts 

• Art. Ask for more. 
• The Arts. Ask for more. 
• The less art kids get, the more it shows  
• Feed your kids the arts 
• Are your kids getting their fair share?  
• Blast off with the arts 
• Arts=Jobs 

 
National Endowment for the Arts 

• The Big Read  
• Creating a nation of readers 
• The Big Read...inspiring people across the country to pick 

up a good book. 
• I love this book, I really love this book 
• We love this book 

 
Arts Council England 

• National Engagement campaign preliminary phrases: 
-  Great art for everyone (Arts Council’s 2008-11 strategic 

direction motto) 
-  Hello art (discarded)  

• Architecture Week theme motto differed from year to year. 
Last campaign (2007) theme: 

-  How green is our space? 
 
Journées de la culture 

• Culture buffet 
• Culture à volonté (culture at will)  
• Become a fan of culture 

 
 
 
 



NATIONAL ARTS ADVOCACY CAMPAIGNS 
 

 

 
 
 
 
F I C A A C  63 

Television and video 
The Arts. Ask for More, Americans for the Arts 
http://www.americansforthearts.org/public_awareness/the_ads/001.asp   

• ‘Blast off with the arts’, featuring Disney's Little Einsteins  
• Spoofs of ‘healthy arts food products’ 

 
The Big Read, National Endowment for the Arts 
Localised online video advertisements relating to campaign titles 

• The Great Gatsby Public Service Announcement 
http://readgatsby.blogspot.com/2007/04/great-gatsby-public-service.html    

• The Grapes of Wrath, The Big Read 
http://www.youtube.com/watch?v=-fjiz2XsjtM    

• Fahrenheit 451 
http://www.youtube.com/watch?v=B17YVavoB1I   
http://www.youtube.com/watch?v=84Dl8MXQJqY    

• The Big Read You Tube Contest Entry 
http://www.youtube.com/watch?v=yrDnIS8mPw4   

• The Big Read - Hayward, California 2009 
http://www.youtube.com/watch?v=bBJ7yaUdTDo     

 
Architecture Week, Arts Council England  

• Part a: 
http://vids.myspace.com/index.cfm?fuseaction=vids.individual&videoid=16586765  

• Part b: 
http://myspacetv.com/index.cfm?fuseaction=vids.individual&videoid=16586869  

• Partner videos selection can be viewed at 
http://video.google.com.au/videosearch?hl=en&client=firefox-a&rls=org.mozilla:en-
GB:official&hs=S9z&q=%22Architecture%20Week%202007%22%20video&um=1&ie
=UTF-8&sa=N&tab=wv   

 
Journées de la culture 

• Television advertisement based on the campaign’s link 
between restaurant menus and culture days. In French. 
http://www.journeesdelaculture.qc.ca/campagne-publicitaire/   

 
Audio 
The Arts. Ask for More, Americans for the Arts 
Spoofs of healthy arts food products 
http://www.americansforthearts.org/public_awareness/the_ads/002.asp  
 
Journées de la culture 
Radio spots in both French and English 
http://www.culturepourtous.ca/journeesdelaculture/materielpromo.htm  
 
Print 

• The Arts. Ask for More, Americans for the Arts 
http://www.americansforthearts.org/public_awareness/the_ads/008.asp   

• Arts=Jobs, Americans for the Arts 
http://www.americansforthearts.org/images/afta_news/0209_politico_forWeb.pdf   

• Journées de la culture posters for display at venue 
http://www.culturepourtous.ca/journeesdelaculture/materielpromo.htm    

 
Website advertisements 
The Arts. Ask for More, Americans for the Arts 
http://www.americansforthearts.org/public_awareness/the_ads/web_banners/006.asp   
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Billboard advertisements 
The Arts. Ask for More, Americans for the Arts 
http://www.americansforthearts.org/public_awareness/the_ads/006.asp  
 
Campaign and general social networking sites and Web 2.0 
Americans for the Arts:  

• Facebook page 
http://www.facebook.com/group.php?gid=6665606804    

• MySpace 
http://www.myspace.com/americansforthearts    

 
The Big Read, National Endowment for the Arts 

• The Big Read blog, http://www.arts.gov/bigreadblog  
• Local organiser social networking sites: 

-  http://www.myspace.com/thebigread   
-  http://www.facebook.com/pages/The-Big-Read-Wichita/36779318277   

 
Arts Council England 

• MySpace 
http://www.myspace.com/artscouncilengland  
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APÉNDICE 3: CAMPAÑAS ACTUALES SELECCIONADAS 

Arts Council England  
National Engagement Campaign, a national campaign to encourage the broadest range of 
people across England to enjoy artistic experiences. Currently in development. Described in 
special case study 6. 
 
Among the Arts Council’s other recent awareness-raising campaigns have been Architecture 
Week (case study 4) and the Year of the Artist 2000. 
 
National Endowment for the Arts, USA 
The Big Read, a program aimed at, among other things, restoring reading to the centre of 
American culture, encouraging reading for pleasure and enlightenment and revitalising the 
role of literature in American culture. See case study 3.   
 
Americans for the Arts, USA 
As the USA’s ‘leading non-profit organisation for advancing the arts in America’, Americans 
for the Arts runs a number of campaigns to raise awareness of the arts, including: 

• The Arts. Ask for More, described in case study 1. 
• Arts = Jobs, described in detail in case study 2. 
• Arts Advocacy Day, an annual event that brings together a cross section of cultural 

and civic organisations and grassroots advocates to underscore the importance of 
developing strong public policies and appropriating increased public funding for the 
arts. 
http://www.americansforthearts.org/aad  

• National Arts and Humanities Month, a celebration of culture in America. It is an 
annual celebration of the importance of arts and culture in our daily lives. 
http://www.artsusa.org/get_involved/advocacy/nahm/default.asp   

 
Ministry of Culture, Spain 
Advertising campaign for culture 
On 28 August 2009, Spain’s Council of Ministers approved an advertising campaign on 
cultural content to be promoted by the Ministry of Culture. 
 
The publicity campaign has, among other things, the following objectives: 

• to inform citizens of the social and cultural benefits involved in cultural activities; 
• to report the impact of cultural industries on the spread of Spanish culture and the 

image of the country abroad; and 
• ultimately, to contribute to the dissemination of cultural creation and development of 

artists’ careers. 
 
In addition, the Ministry of Culture campaign will aim to encourage the purchase of cultural 
products, serving the final period of the year in which it develops. 
 
The campaign ran between November 2009 and early January 2010 with a budget of 
1,500,000 euros. 
http://www.mcu.es/gabineteprensa/mostrarDetalleGabinetePrensaAction.do?prev_layout=not
as&layout=notas&cache=init&html=17522009nota.txt   
 
Arts Council Korea 
As background to the meeting of IFACCA’s members in Asia in Seoul in July 2008, Arts 
Council Korea (ARKO) produced a special 200 page edition (No. 329) of its ‘Korea Culture & 
Arts Journal’, entitled Asian Arts Networks.  While many articles were in Korean, several 
were in English including one by ARKO executive, Lee Sung Kyum, called ‘To Promote the 
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Intrinsic Value of the Arts: Arts Advocacy in Korea’ (see p. 92).  The report analysed the 
current state of arts advocacy in Korea according to two key indices: the degree of 
appreciation of the arts by the public and the size of financial support for the arts from 
society.  The Journal also included a report on Arts Council of Mongolia’s efforts in arts 
advocacy (see below). For more information on ARKO see www.arko.org.kr. 
 
Arts Council of Mongolia 
Advocacy program http:// www.artscouncil.mn/policy_program%20media%20advocacy.html   
The Arts Council’s Advocacy Program focuses on providing a platform for public dialogue 
about the policy and legal environment surrounding the cultural sector, and on raising the 
profile of Mongolian arts and culture. Along with research, conferences, training workshops 
and public discussions, the program uses media advocacy to increase public awareness of 
the importance of arts and culture for social and economic development. The two main 
media platforms are described below. 
 
Television: With Mongolian National TV, the Arts Council produces a monthly arts and 
culture TV program, Arts Network. The program, which tackles broad issues about arts and 
individual, social and economic development, aims to provide a platform for critical 
discussion of arts and cultural issues, to promote critical thinking and evaluation of the arts, 
to increase the use of the arts in facilitating positive social change and to enhance and 
sustain engagement with and access to arts and culture. The magazine-style program 
highlights the work, stories and challenges of Mongolian artists, both within Mongolia and 
overseas. Episode topics have included ‘is art a necessity?’, ‘whom are the arts for?’, 
‘creative cities’ and ‘the arts and education’. 
 
The TV program is broadcast nationally at prime time and reaches over 50 per cent of the 
total audience. 
 
Newspaper: The Arts Council produces a monthly Arts Network page in the daily newspaper 
‘Today’ and in the English-language newspaper, the Mongol Messenger. Both are available 
to online audiences.   
 
Culture pour tous, Québec, Canada 
Journées de la culture (Culture Days). Case study 5 
 
Other campaigns 
Other awareness-raising programs currently running among national arts agencies are: 

• Jump into the arts, Arts Council of Northern Ireland, a campaign to encourage older 
people to get involved in the Arts. 
http://www.artscouncil-ni.org/news/2009/new03032009.html  

• 1624 explore, Scottish Arts Council, a campaign to encourage 16 to 24 year olds to 
get into the arts. 
http://www.scottisharts.org.uk/1/1624explore.aspx  

• National arts month, Philippines National Commission for Culture and the Arts. 
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APÉNDICE 4: CUESTIONARIO 

Este informe está basado en parte en información obtenida de las respuestas a una 
encuesta que se distribuyó en agosto de 2009. Las preguntas del cuestionario se 
encuentran a continuación. 
 
Parte 1: Información general 
 
(a) Campañas nacionales de promoción de las artes  
Si, en los últimos 10 años, su agencia ha realizado o ha hecho alianzas para el tipo de 
campañas de promoción de las artes definidas en la sección de contexto, por favor 
proporcione la información resumida para un máximo de cuatro campañas. La parte 3 de 
este cuestionario pide información de estudios de caso sobre por lo menos una de estas 
campañas. 
 
(b) Su información de contacto 
Por favor provea la siguiente información sobre usted y su organización. 
 
Part 2: Visión general de las campañas en favor de las artes 
 
Nos gustaría conocer sus pensamientos e ideas sobre aquello que garantiza el éxito de una 
campaña en favor de las artes. Las preguntas siguientes son sólo guías: por favor siéntase 
libre de proporcionar cualquier idea o pensamiento que desee.  
 
(a) ¿Cuáles son los factores clave que aseguran el éxito de una campaña? ¿Qué hace 
fuerte a una campaña? 
 
(b) ¿Cuáles son los ‘eso no debe hacerse’ claves – las cosas por evitar– cuando se realiza 
una campaña? ¿Qué debilita una campaña? 
 
(c) Por favor proporcione cualquier idea sobre ‘buenas prácticas’ de campañas en favor de 
las artes basándose en los aspectos claves de una campaña contenidos en el siguiente 
cuadro, particularmente para una campaña que se orienta hacia el uso de mensajes 
mediáticos para promover un perfil público más alto para las artes o para generar un mejor 
entendimiento y apreciación de las artes. 

Aspecto Buenas prácticas para el éxito de una 
campaña 

Propósito, estrategia y tácticas   
Comunicaciones: mensajes y medios de 
comunicación usados 

 

Aspectos organizacionales y alianzas   
Gerencia y financiación  
Investigación y desarrollo  
Métrica, evaluación y resultados de la 
campaña  

 

Otros  
 
(d) Referencias y recursos 
Por favor proporcione referencias de publicaciones, sitios Web y otros recursos que usted 
considere útiles para desarrollar o dirigir una campaña de defensa y promoción. Son 
bienvenidos direcciones de Internet y archivos anexos. 
(e) Cualquier otra idea  
Por favor proporcione cualquier otra idea relacionada con campañas en favor de las artes. 
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Parte 3: Preguntas para los estudios de caso 
 
Información General 
1. Nombre/identificador de la campaña 
 
2. Dirección en Internet 
 
3. Fechas 
(a) Si la campaña fue un proyecto único en su género (excepcional), por favor provea la(s) 
fecha(s) en que la campaña estuvo activa (día/mes/año): 
(b) Si la campaña es periódica, por favor provea las fechas de la más reciente (día/mes/año) 
y diga cada cuanto se repite la campaña (anualmente, cada dos años) 
Nota: si la campaña se lleva a cabo periódicamente, por favor responda el resto de las 
preguntas para la campaña más reciente. Dicho esto, lo invitamos a señalar los aspectos de 
la serie de campañas que han sido alterados para hacerlas más fuertes o para encarar las 
debilidades de campañas pasadas. 
 
4. ¿La campaña se concentró en una disciplina artística específica o en un tipo de actividad 
artística? (p.ej. danza, lectura)? Si su respuesta es afirmativa, por favor lístelas. 
 
5. ¿La campaña estuvo sustentada por un ethos, filosofía o teoría específica? (p. ej. 
inclusión social, diversidad cultural). Si su respuesta es afirmativa, por favor describa. 
 
6. ¿A quién estuvo dirigida la campaña? (p. ej. público general, jóvenes, etc.)? 
 
7. ¿Cómo identificó la campaña cuáles debían ser los públicos objetivo? ¿Estos públicos 
objetivo cambiaron durante la campaña? 
 
8. Este cuestionario contiene una serie de preguntas específicas sobre detalles de la 
campaña. Sin embargo, en caso de ser posible, por favor proporcione una breve perspectiva 
general de los siguientes aspectos de la campaña: 
(a) Objetivos de la campaña: propósito, misión, visión, meta, objetivo, etc.  
(b) Implementación: estrategias, tácticas, etc. adoptadas para alcanzar los objetivos 
 
9. Por favor proporcione cualquier otra información general sobre la campaña antes de 
responder las preguntas detalladas siguientes. 

 
Manejo de los tiempos y evolución 
10. ¿Cómo se decidió cuál era el momento adecuado para la campaña? ¿Se encontraron 
problemas de manejo de los tiempos durante la campaña? ¿Cómo se decidió cuál debía ser 
el momento adecuado para emitir los mensajes? 
 
11. ¿La campaña evolucionó o cambió significativamente durante el tiempo en el que estuvo 
activa? Si su respuesta es afirmativa, por favor describa los principales cambios y las 
razones por las que se hicieron los cambios. 
 
 
12. ¿Se encontraron obstáculos inesperados durante la campaña? Si su respuesta es 
afirmativa, por favor describa los obstáculos y cómo los enfrentó la campaña. 
 
13. ¿Se encontraron aspectos favorables inesperados durante la campaña? Si su respuesta 
es afirmativa, por favor describa los factores y cómo la campaña maximizó sus impactos 
benéficos. 
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Comunicaciones 
14. ¿La campaña tuvo un lema, eslogan o mensaje que la identificó? Si su respuesta es 
afirmativa, por favor proporciónelo. 
 
15. ¿Cuál fue la estrategia de comunicaciones de la campaña? ¿Quién desarrolló la 
estrategia? 
 
16. ¿Qué tipo de medios de comunicación fueron usados en la campaña y cómo se usaron? 
 
17. ¿La campaña dependió o animó a otros a transmitir o extender el mensaje de la 
campaña, como defensores de comunidades de base (grassroots advocates), medios de 
comunicación, líderes del sector privado, y otros líderes políticos? Si su respuesta es 
afirmativa, describa cómo se hizo, qué tan exitoso fue, y cualquier problema que haya 
surgido.  
 
18. ¿Se crearon mensajes personalizados para distintos públicos objetivo? Si su respuesta 
es afirmativa, por favor describa los distintos mensajes y públicos, y las razones detrás de la 
personalización. 
 
19. Por favor provea cualquier otra información sobre las comunicaciones usadas para la 
campaña que usted considere útiles, p. ej. fortalezas y debilidades de las comunicaciones 
usadas; o cualquier otro aspecto del enfoque comunicativo que contribuyó al éxito de la 
campaña o que usted ahora haría de otra manera.  
 
Organizaciones involucradas/alianzas 
 
20. Por favor proporcione los nombres de las organizaciones involucradas en el proyecto e 
indique su rol. Por ejemplo: organizaciones iniciales; socios clave; organizaciones 
financiadores (incluyendo apoyo en especies); otras organizaciones clave e interesados 
parte (stakeholders) y su rol 
 
21. Por favor provea cualquier otra información sobre las organizaciones asociadas con la 
campaña que usted considere útil, como fortalezas y debilidades del modelo de alianzas 
adoptado, o cualquier otro aspecto del enfoque que usted considere crítico para el éxito de 
la campaña o que usted ahora haría de otra manera.  
 
Gerencia y financiación de la campaña 
22. Describa cómo se gerenció la campaña, p. ej.: por un miembro del equipo; por un comité 
interagencial; por un comité interno de gerencia; por un socio contratado del sector privado. 
 
23. ¿Se desarrollaron un plan de proyecto y un cronograma para la campaña? Sí su 
respuesta es afirmativa, por favor especifique los elementos clave del plan? 
 
24. ¿Cómo se financió la campaña? Por favor describa el tipo de organizaciones (gobierno 
central, gobiernos regionales, patrocinadores privados, etc.) que apoyaron financieramente 
la campaña y cualquier otro aspecto clave de la financiación. 
 
25. ¿Cuál fue el preexpuesto general de la campaña? Por favor proporcione la mayor 
cantidad posible de información presupuestal. ¿Cuáles fueron las fuentes principales de 
ingresos y gastos? ¿Se encontraron problemas para mantener los ingresos y los gastos 
dentro del presupuesto planeado? 
 
26. Por favor proporcione cualquier otra información sobre aspectos de gerencia y 
financiación de la campaña que usted considere útiles, como fortalezas y debilidades del 
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modelo de alianzas adoptado, o cualquier otro aspecto que usted considere critico para el 
éxito de la campaña o que usted ahora haría de otra manera.  
 
Investigación y desarrollo 
27. ¿Se condujo alguna investigación para desarrollar la campaña o sobre la forma de poner 
en acción la campaña (campaign delivery)? Si su respuesta es afirmativa, por favor 
descríbala y/o provea referencias (son bienvenidos vínculos de Internet y archivos adjuntos). 
 
28. ¿Se condujo alguna investigación durante la campaña, o alguna investigación resultó de 
la campaña? Si su respuesta es afirmativa, por favor descríbala y/o provea referencias (son 
bienvenidos vínculos en Internet y archivos adjuntos). Por favor tenga en cuenta que en la 
siguiente sección hay preguntas sobre evaluación de las campañas.  
 
29. ¿Otras campañas fueron usadas como modelo, prototipo o plantilla? Si su respuesta es 
afirmativa, por favor descríbala y/o provea referencias (son bienvenidos vínculos en Internet 
y archivos adjuntos). 
 
30. ¿Se utilizaron otros recursos como guías de buenas prácticas, cajas de herramientas o 
principios claves para guiar el desarrollo de la campaña? Si su respuesta es afirmativa, por 
favor descríbala y/o provea referencias (son bienvenidos vínculos en Internet y archivos 
adjuntos). 
 
31. Se crearon recursos relacionados con campañas, como guías de buenas prácticas, 
durante o como resultado de la campaña? Si su respuesta es afirmativa, por favor 
descríbala y/o provea referencias (son bienvenidos vínculos en Internet y archivos adjuntos) 
 
32. Por favor provea cualquier otra información sobre los aspectos investigativos de la 
campaña que no estén cubiertos por las preguntas anteriores que usted considere útiles  

 
Resultados y evaluación 
33. ¿La campaña tuvo un conjunto claro de indicadores o medidores (métricas) de éxito? Si 
su respuesta es afirmativa, por favor descríbalos. 
 
34. ¿Se llevó a cabo una evaluación de la campaña? Si su respuesta es afirmativa, por favor 
descríbala y/o provea la evaluación (vínculos en Internet y archivos adjuntos son 
bienvenidos). 
 
35. ¿Cuáles fueron los resultados o consecuencias de la campaña? 
 
36. ¿Cuáles objetivos y propósitos de la campaña se consiguieron y cómo? 
 
37. ¿Cuáles objetivos y propósitos de la campaña no se consiguieron y por qué no? 
 
38. ¿La campaña tuvo resultados inesperados? Por favor descríbalos. 
 
39. Por favor provea cualquier otra información sobre los resultados y evaluación de la 
campaña, sobre todo sobre las fortalezas y debilidades de la evaluación.  
 
Opiniones generales sobre la campaña 
Nos gustaría conocer su opinión sobre un rango de aspectos de la campaña. Por favor 
responda las preguntas siguientes de la mejor manera posible. Ideas o pensamientos 
adicionales al final de cada pregunta son bienvenidos. Por favor aproveche esta oportunidad 
para proporcionar cualquier información adicional sobre cualquier aspecto de la campaña 
asociados con este estudio de caso (tenga en cuenta que la pregunta 3 en la parte 1 de este 
cuestionario pide sus ideas generales sobre campañas). 
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40. ¿En general, cómo calificaría el éxito de la campaña? 

Indique su respuesta con una ‘x’  

  Un éxito 

 
 
En parte un éxito, en parte un 

fracaso 

  Un fracaso 

Explique su respuesta  
 
41. Describa las cosas que usted considera se hicieron bien en la campaña. 
 
42. Describa las cosas que usted considera se hicieron mal en la campaña. 
 
43. ¿Qué cree usted contribuyó más al éxito de la campaña? 
 
44. ¿Qué cree usted impidió el éxito de la campaña, o contribuyó más al fracaso de la 
campaña? 
 
45. ¿Cuáles son las principales lecciones aprendidas de la campaña? (p. ej. si usted hiciera 
la campaña otra vez, ¿qué haría de manera diferente?) 
 
Cualquier otra información o idea 
46. ¿Hay algo que quisiera agregar a sus respuestas sobre cualquier aspecto de la 
campaña? 
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APÉNDICE 5: SOBRE EL PROYECTO DE INVESTIGACIÓN 

Este informe es el primer paso de un proyecto de investigación llevado a cabo por la 
FICAAC con el apoyo de Australia Council for the Artes y Salzburg Global Seminar.  
 
El Salzburg Global Seminar (SGS) http://www.salzburgglobal.org invitó a la Directora 
Ejecutiva de la FICAAC y a varios de sus miembros a asistir a un seminario que duró una 
semana en noviembre de 2007.  Un resultado del seminario fue la propuesta de los 76 
delegados de desarrollar el concepto de una campaña internacional con el título provisional: 
‘¡Tome p’arte! Día internacional para celebrar el valor de las artes’.  Este informe, que 
investiga sobre campañas en favor de las artes y explora la posibilidad de llevar a cabo una 
campaña internacional coordinada se ha beneficiado de los aportes de los participantes del 
SGS.  
 
El proyecto es dirigido por la junta directiva de la FICAAC y por un panel de referencia 
establecido en un SGS que incluye a: 
• Sarah Gardner, Directora Ejecutiva de la FICAAC (Australia) 
• Louise Sicuro, Presidente y CEO, Culture pour Tous (Canadá) 
• Yuriy Vulkovsky, Profesor Adjunto de Política Cultural (Bulgaria)  
• Clarisa Ruiz, Directora de Artes, Ministerio de Cultura (Colombia)  
• Howard Chan, Artista y miembro de Community Museum Project (Hong Kong SAR, 

China)  
• Yetunde Aina, Director Ejecutivo, Jadeas Trust (Nigeria)  
• Hazem El Mestikawi, Artista y Curador, (Egipto) (por confirmar) 
• Janis A. Tomlinson, Director de University Museums, University of Delaware (USA)  
• Sue Hoyle, Subdirector, Clore Leadership Programme (United Kingdom). 
 
Este informe se presentó para ser debatido en el Seminario de liderazgo para directores 
ejecutivos organizado por la FICAAC el 22 de septiembre de 2009 durante la 4ª Cumbre 
Mundial de las Artes y la Cultura que se realizó en Johannesburgo, Sudáfrica. 
 
La FICAAC utilizará este informe para explorar el desarrollo de una campaña internacional 
para promover el valor de las artes. Productos anteriores de la FICAAC que también se 
utilizarán para nutrir el desarrollo del proyecto son: 

� Interim Report: Arts advocacy Arguments (Informe interino: argumentos en favor de 
las Artes), septiembre de 2003, que proporciona una selección de referencias y 
recursos en línea que se relacionan con el tipo de argumentos que se usan para 
atraer y justificar el apoyo estatal de las artes: www.ifacca.org/topic/arts-advocacy-
arguments/    

� Página temática Arts Advocacy Arguments (Argumentos en favor de las artes) en el 
sitio Web de la FICAAC: contiene una selección de publicaciones y noticias 
relacionadas con la defensa y la promoción de las artes: www.ifacca.org/topic/arts-
advocacy-arguments/.     

� Making the Case for the Arts (Argumentando en favor de las artes), Taller 2A, 
Cumbre Mundial de las Artes y la Cultura, Singapur, 2003: Ponencia presentada por 
Ann Bridgwood, Directora de Investigación, [Arts Council England] e informe sobre el 
taller, Christopher Madden, Analista de investigación, FICAAC. Ambos pueden 
descargarse de: www.artsummit.org/summit2003/page.asp?pageid=21  

 
Novedades del proyecto y enlaces a éstos y otros recursos pueden encontrarse en: 
http://www.ifacca.org/topic/arts-advocacy-arguments .   
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APÉNDICE 6: INFORME INTERINO DE LA FICAAC SOBRE 
ARGUMENTOS PARA LA DEFENSA DE LAS ARTES, 2003 

Arts Advocacy Arguments 
October 2003 
 
The following Ask IFACCA question has been submitted to the IFACCA secretariat. 
-------------------------------------------- 
From: Lisa Colley 
Director Policy Communications Research 
Australia Council for the Arts, Australia 
 
Question: 
As part of the review of the Australia Council's triennial funding agreement with government, 
we need to update ourselves on current thinking about the benefits to the public and to the 
nation of funding the arts and cultural sector, including arguments of market failure. Given 
your contact with other national arts councils, can you point me to some documents or 
statements to support the above? 
-------------------------------------------- 
 
IFACCA's Instant Response 
This is a perennial question for arts funders – be they accountable to governments, private 
foundations or shareholders (via corporate sponsors).  It is such a fundamental question that 
it will be a workshop topic at IFACCA's Second World Summit in November 
(www.artsummit.org) and we plan to follow up on the issue next year.  
 
In the meantime, a selection of references and online resources is provided below. The 
cutting edge of current research into articulating the benefits of the arts is Arts Council 
England's research into social impacts (Jermyn, 2001; Reeves, 2002). These publications 
provide a state-of-play on the impact of the arts and a comprehensive survey of the literature. 
See also Guetzkow (2002). 
 
Economists have devoted more energy than most into articulating the public benefits of the 
arts, as these, it is argued, justify government intervention in the arts. The following 
references are offered as an introduction to the substantial economics literature on this topic: 
Rushton (2002), Heilbrun and Gray (2001), Throsby (2001), Frey (2000), Peacock (2000), 
O'Hagan (1998), Schuster (1994), Lingle (1992). The economic arguments can be technically 
complex and can appear callous or even naïve from an arts perspective. O'Hagan (1998) has 
probably the best summary and analysis of the economic viewpoint. Arguments against 
public intervention can be found in Heilbrun and Gray (2001; 221-226), Cowen (1998), 
Schuster (1994), Lingle (1992) and Grampp (1987).  
 
Many of the public benefits of the arts identified in the literature are 'instrumental' in nature; 
the arts are advocated for non-arts benefits, such as 'economic' impacts, educational 
attainment, improved health and a variety of other social outcomes. Commentators have 
warned of the danger of adverse policy responses arising from such 'instrumentalism', and 
reinforce the need to also articulate the artistic benefits of art (for example: McLennan, 2003; 
REAP, 2001; Volkerling 1994). 
 
As mentioned above, a workshop will be held at the World Summit on 'making the case for 
the arts'. The workshop will address issues around understanding and articulating the public 
benefits of art. The abstract for the session is reproduced below: 
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Second World Summit on the Arts and Culture, 23-26 November, Singapore 
http://worldsummitartsculture.org/summit2003/  
Workshop W3a - Making the Case for the Arts 
Advocating the benefits of arts funding is integral to the role of an arts support 
agency. Messages need to be tailored to suit a variety of audiences. Among 
others, agencies promote the arts to the public to encourage participation, to 
businesses to encourage sponsorships, and to political leaders to secure public 
funding and to have artistic interests considered in public policy. There are many 
ways to argue the value and benefits of the arts. Examples are: 

•  economic impacts; the arts encourage economic growth and development; 
•  educational attainment; the arts improve students' academic performance; 
•  health; the arts improve mental and physical health; and 
•  social impacts; the arts bring communities together and promote social 
inclusion. 

How good is current arts advocacy? How can agencies best convince others of 
the 'value' of the arts? What advocacy strategies work? What arguments are 
successful? Which arguments should be used with which audiences? What level 
of resources should be diverted to advocacy and lobbying? Can advocacy 
outcomes be measured? 

 
Selected online advocacy resources 
Americans for the Arts advocacy page www.artsusa.org/get_involved/advocate.asp  
 
Arts on the Line: Tools for the Arts Advocate www.artslynx.org/aotl/links.htm  
 
Duitch, S., and Vogel, C., 2003, Speak Up: Tips on Advocacy for Publicly Funded Nonprofits, 
The Center for An Urban Future http://www.aecf.org/upload/publicationfiles/da3622h314.pdf  
 
National Art Education Association, Web Sources on Advocacy and Policy http://www.naea-
reston.org/advocacy. 
 
National Assembly of State Arts Agencies (USA) advocacy publications http://www.nasaa-
arts.org/publications/advo.shtml.  
 
World Bank Group theme page Community Empowerment and Social Inclusion: Advocacy, 
Communication and Coalition-Building 
http://www.worldbank.org/wbi/communityempowerment/Modules/Advocacy.html.  
 
World Bank, 2001, Draft Module on Advocacy, Communication and Coalition Building, World 
Bank Group 
http://www.worldbank.org/wbi/communityempowerment/Modules/Advocacy_Module.doc. 
 
Canada Council for the Arts, Advocacy Resources 
http://www.canadacouncil.ca/aboutus/Promotion/. 
 
Creative New Zealand, Advocacy http://www.creativenz.govt.nz/what_we_do.  
 
Knowledge Services for Arts Management, Value Of The Arts, Social Impact, Economic 
Impact, Evaluation, Quality, Arts In Urban Regeneration, Arts In Rural Areas http://www.sam-
arts.demon.co.uk/ksam/kbank/value.html.  
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