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BEVERLY SCHUCH, CNNfn ANCHOR, BUSINESS UNUSUAL: Finally, we have to wonder what Picasso might have done with the Internet. Maybe that is a frightening thought. But there's a good chance he would have

visited the sites run by our next guest. Bob Cunha is the president of Artisan Network which brings together all the world of art from paintings to paint supplies. Welcome to the program. 

BOB CUNHA, ARTISAN NETWORK, INC.: Thank you very much
 

SCHUCH: So, tell me why you were attracted. I know you came from the more traditional kind of media. Why were you attracted to this site?
 

CUNHA: The online art market is exploding -- and what Artisan Network gives me the opportunity to do is to provide the matches and the gasoline. We build and we operate online art stores for a network of Internet sites,

under their brand name, so that they can sell products in an $80 billion marketplace. What we do is the tough stuff, which is the technology, the product fulfillment, the customer service.
 

SCHUCH: So you've made some recent acquisitions. What are you looking for when you acquire a company?
 

CUNHA: We're looking to broaden the opportunity for artists and for our partners. We're very excited about an acquisition we've made of iTheo.com, which is the leading online gallery for emerging artists. What iTheo gives artists the opportunity to do, particularly emerging artists who might not be able to sell their work at brick and mortar galleries, is to sell their artwork online, not only on one site but on all of our partner sites that we work with. It also gives our partner sites the ability to tap into this $80 billion market of selling art work.
 

SCHUCH: We did interview the principals at iTheo.com. They're out of San Francisco?
 

CUNHA: That's correct.
 

SCHUCH: And it does sound good for the artists who aren't necessarily good with managing their own business aspect of doing the art. But do people really want to buy - have you found that people are more willing now to buy art online?
 

CUNHA: Oh, absolutely. The business is growing exponentially. What iTheo.com does to tap into a market that's very difficult to get off line, which is the market of emerging artists, typically $300 - $500 - up to a couple

of thousand dollars. And that's a market that people are willing to purchase online.

SCHUCH: It's probably a market that's grown with this kind of economy as well.
 

CUNHA: Absolutely.
 

SCHUCH: And, if the economy goes south, what will happen to the art world in general?
 

CUNHA: There will always be artists who want to produce art work - it's part of the human spirit. It's what people want to create.
 

SCHUCH: But you need the buyers too.
 

CUNHA: We need the buyers, as well. And people have homes, they want to decorate their houses with artwork in the $300 - $500 range. We also sell posters, posters of the artwork that artists create as well. 

SCHUCH: We'll just hope the bull market just continues to grow as well. You started out as a retail site, though, and now you're into a lot of the B to B business as well. Tell me about that.
 

CUNHA: We started out as a traditional B to C site called MisterArt.com. It grew well but what we realized is there are three things it takes to be successful. We only had two. It takes great technology, it takes great

product fulfillment and customer service. The last thing it takes is a substantial brand. What we decided is we were probably going to go broke spending the tens of millions of dollars necessary to build that brand, so why not piggyback on other sites who already have a brand. So we partner with the leading online campus bookstore, ecampus.com; the leading craft site, ideaforest.com; the leading art portals, some brick and mortar 

chains. We leverage their brand name, which is an expensive, expensive asset to build, we bring the things that we're best at, which are technology, product fulfillment, access to artists to produce artwork.
 

SCHUCH: So that's how you deal with your competition? You buy them, then?
 

CUNHA: We buy them and we partner with them. We really don't compete with anyone. Any potential B to C competitor is really a potential partner. We partner with many of them and we'll end up partnering with all of 

them we hope.
 

SCHUCH: And Artisan Network began - what - a year ago, April?
 

CUNHA: It began in April '99.

SCHUCH: Profitable?

 

CUNHA: Not profitable yet, but we have an extremely profitable business model. We plan to turn a profit next year. And we think that we have the two things necessary to make that happen. One is it’s a large market.

Second is cost control. We don't spend the money on marketing, partners do.
 

SCHUCH: And an IPO is in the pipeline somewhere down the line?
 

CUNHA: We're interested in growth. Growth requires capital - sure, we're looking at an IPO.
 

SCHUCH: Or some investor would be nice.
 

CUNHA: Exactly.
 

SCHUCH: Little Picasso out there in the canvas somewhere. Bob Cunha, thank you very much for joining us.
 

CUNHA: Thank you.
 

SCHUCH: He's the president of Artisan Network.

 
CUNHA: Pleasure to be here.
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