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The following work is a feasibility study that consists into elaborating a clear answer to the 

project: The Opening of a new Art Gallery in Lausanne, Switzerland . 
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Project introduction 

 

The project is to implement an Art Gallery in Lausanne, Switzerland, the capital city of 

the Vaud community region. The pǊƻƧŜŎǘΩǎ ŀƛƳ ƛǎ ǘƻ ŜǎǘŀōƭƛǎƘ ŀƴother Gallery for its owner 

André-Patrick Dyan, and this gallery will have to become a wealthy and essential business 

within the region and in a global view in the European area. 

 

The place will be a permanent exhibition for Art Work from many artists who have 

beŜƴ ǿƻǊƪƛƴƎ ƛƴ ŎƻƭƭŀōƻǊŀǘƛƻƴ ǿƛǘƘ ǘƘŜ άDŀƭŜǊƛŜ ŘŜ ƭŀ ǇƭŀŎŜέ ƛƴ [ȅƻƴΣ CǊŀƴŎŜΦ 

 

 

The international art market has never been performing so well that for the past 

three years. This progression came on the back of a price increase of 10.4% in 2005, 

following on from a 19% rise already registered in 2004. This price inflation is coming from a 

multiplication of sales exceeding $ 1 million. About 470 lots were sold under the hammer for 

more than one million dollar in 2005 compared with about 400 in 2004, like in 1990 when 

the speculative hubble was at its peak (55% of these lots were sold in New York, U.S.A. ) 

Although, this high profil lots are a representation of only 0.2% of the world art market 

transactions. Most of the market is more affordable for the art lovers and customers: 83% of 

the works of art sold at auction in 2005 were given at a price under $ 10,000 and 56% for a 

amount under $ 2,000. But this segment of the art market is less speculative than the high-

top market. Indeed, prices for works sold below the $ 2,000 amount rose only by 5% (on 

average) in 2005 and by 22% for the past ten years.  

 

 

¢ƘŜ ǇƻǇǳƭŀǊ ǎŜƎƳŜƴǘǎ ƻŦ ǘƘŜ ŀǊǘΩǎ ƳŀǊƪŜǘ 

 

¢ƘŜ ƳŀǊƪŜǘΩǎ ǎǘǊǳŎǘǳǊŜ is evolving as the contemporary art and the photography 

segments are becoming more popular than other market sectors. The photography segment 

is now extremely popular among collectors. In 2000, this sector only was only accounted for 

оΦп҈ ƻŦ ǘƘŜ ǿƻǊƭŘΩǎ ǎŀƭŜǎ ƛƴ ǾƻƭǳƳŜ ǘŜǊƳǎ ŀƴŘ Ϸ рл Ƴƛƭƭƛƻƴǎ ƛƴ ǾŀƭǳŜ ǘŜǊƳǎΦ ¢Ƙƛǎ ǎŜƎƳŜƴǘ Ƙŀǎ 

become very important with an annual value of about $ 95 millions in 2006. In 2005, 
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photography works in New York had never been so lucrative: in seven auctions the 

ŎƻƳǇŀƴƛŜǎ /ƘǊƛǎǘƛŜΩǎΣ {ƻǘƘŜōȅΩǎ ŀƴŘ tƘƛƭƛǇǇǎ ǘƻƎŜǘƘŜǊ ƳŀŘŜ ŀ Ϸ нф Ƴƛƭƭƛƻƴ ǘǳǊƴƻǾŜǊΦ ¢ƘŜȅ 

also set an increasing number of records: the highest was for the portfolios of the 

photographer Edward S. Curtis (the North American Indian) with a sale reaching the  1,2 

million dollar, which was a doubling of its highest expectations.  

 

Rate of transaction in 2005 ς Weight by country in volume terms 

17,60%

14,50%

15,80%

12,70%

1,00%

7,20%

27,40%

3,80%

France

United Kingdom

United states

Germany

Hong-Kong

Italy

Others

Switzerland

 

    (Reference: Artprice) 

 

Rate of auction sales turnover in 2005 ς Weight by art category 

72%

13%

10%

2%

2%

1%

Painting

Drawing- watercolour

Sculpture

Print

Photographie

Over Media

 

(Reference: Artprice) 
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In New York, the main place of the world arts market (with a share of 43.6%) a price 

surge of 34.5% was registered in 2005. In the United States, price for artwork are more than 

30% higher than in 1990 right now. This market has never experienced such a raise of which 

also touch the auction which increased by 6.7% in 2005. But the volume of sales kept stable.  

 

Following this fresh raise in prices across the market (Photography, but also Modern 

Art, Impressionist and Contemporary Art), the American auctions have never been so 

profitable by the past. In fact, in 2005, about 265 lots reaching 1 million dollars were sold in 

New York.  

 

Compared with New York, the London sales were much more reasonable: the prices 

only rose by 4.8% in the United Kingdom in 2005 (even though they rose by 27% the year 

before). Beside, we have to say that London was still accounting for 28% of the world market 

(in volume terms) and its total turnover rose by 21% as the quality of the auctions were 

stepping up. The prestigious London auctions are now entering in a strong competition with 

the strongly media-pushed New York sales. As a result of this, 176 works of arts were sold 

for a million dollars in London. The total turnover for the United Kingdom in 2005 was 

reaching the 470 million dollar comparing to only 142 million dollar the previous year and 

only 90 dollars in 2003. Moreover, the more expensive auction was registered in the town of 

London in 2005. After an impressive first semester, London has finally overtaken New York in 

auction revenue before the month of September. Actually, the London auctions registered a 

raise of 19% of its sales comparing to the year 2004.  

 

Since 2001, the situation for the French art auction market has been not really 

wealthy. Prices remain stable but sales volumes have been decreasing. In fact, the French 

auctions house has seen the market share minimised because of the success of the American 

and English counterparts. A sharp upward as been noticed at the beginning of the year 2005: 

transactions prices finally raised by 7.6%. However there is a lag of investment returns in 

France comparing for example to the United States were the art has been a really lucrative 

investment since the past four years. This stagnation of the prices is underlined by a low 

number of transactions that has decreased from 10% in 2005. In France, the total volume 

sold staid under the 2000 records from 40% that year. Meanwhile, over the same period, the 
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French market has been struggling from economic uncertainties and from a lack of American 

demand. There was no similar raise in France in 2005 for the auction prices and transaction 

comparing to the United States and the United Kingdom. Actually, auction prices for artwork 

in France remain 49% below the level of the peak of 1990. As a result of this, the total 

turnover for art sold in France in 2005 was only of 222 million euro, representing 6.6% of the 

total turnover from all over the world.  In view of these poor performances it is difficult to 

imagine that France will soon catch up on the American and English markets.  

 

Hong Kong ranked fourth on the art market as a result of the boom of the Chinese 

market and is now one of the top auction places in the world. The incredible growth of China 

has direct effects on the art market: almost 80% of growth was registered in 2005 on the 

avant-garde movement and on the ancient Chinese art. These movements are really popular 

right now among the art buyers.  

 

Faced with the rising population of Chinese art, Germany and Italy have fallen to the 

fifth and sixth places in the country ranking by turnover. But Germany still accounts for 

12.7% of the volume sales which rose by 7.1% in 2005. But the auction prices in Germany are 

on average way below the American and British ones. In fact, only four sales were concluded 

for more than one million dollars and only 9% of the artworks were sold for more than 10 

000 dollars.  

 

In Italy, the transaction volume was under the German one but the artworks that 

have been negotiated were at a much higher range (16.5% of the lots were given away for 

more than 10 000 dollars). Even though the best auction was only done for 2 million dollars 

in 2005, the prices have made a 9.4% progress.  
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I. Market analyze and Marketing policy 

 

 

Elaboration of the strategy for the Art Gallery Project 

 

 

In order to elaborate the strategy for the gallery, we have to keep in mind its 

environment in order to meet the aims of results for the gallery. We have to study the 

geographical area (population, purchasing power...), the volume of sale expected, the 

concurrence and all the essential facts to set a correct strategy for the opening of the gallery. 

 

 

Geographical area:  

 

The town of Lausanne and its area is benefiting from an attraction from France 

(especially South East France), Germany, Austria, Italy. Lausanne is beneficiating of 

awareness on the art sector in term of sales. Also, it is located in a very prosperous area 

which is attracted a lot of wealthy people, who are willing to buy work of art.  

 

Market share:  

 

The market share is more determined by the awareness of the art gallery on the area. 

In fact, we can not determine the success of the art gallery by only considering the number 

of paintings and sculptures sold in a particular period of time and by making a comparison 

with competitors. We also have to consider the net margin on each piece of work. Another 

aspect of this market is that the art sector is very special: there are some taboos on the 

sales, so it is really difficult to estimate the total sales amount of the competitors who 

ŎƻƳƳƻƴƭȅ ƘƛŘŜ ǘƻ ƻǘƘŜǊ ǇŜƻǇƭŜ Ƙƻǿ ǘƘŜȅ ǿƻǊƪΣ Ƙƻǿ ƳǳŎƘ ƳŀǊƎƛƴ ǘƘŜȅ ƳŀƪŜΧ 
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Domination by the costs:  

 

There is no domination by the cost because of the structure of the art market which 

is really particular. The value of a work of art cannot be defined by the price of its production 

and you can not drop off the prices. First, an artwork is supposed to be unique and then, its 

style, the prospecting and the awareness of its author will define its price. The price of a 

work of art is usually relatively high and can not be afford by everybody. 

 

Marketing differentiation for the gallery:  

 

The offers are different in each gallery. The works of art are unique, so people can 

not find the same offer in different places. The choice of the offer depends on the gallery 

manager tastes, on the market orientations and on the contracts with artists settled by the 

gallery. 

 

Market saisonality:  

 

There is no real saisonality of sales for the artwork. It more depends on the quality of 

the products presented to the buyers. Although, we can notice that July and August are 

presenting some interesting opportunities with a large foreign population of tourists coming 

through Switzerland and with a high purchasing power. 

 

Density of the distribution in the market: 

 

The region of Lausanne is a strong actor for the art market in Switzerland. It is due to 

its strategic position in Switzerland, where a lot of populations, coming from all other the 

world meet, exchange, make businesses. Switzerland has a high level of purchasing power 

and has a reputation of luxury and taste all around the world. Also, this country is a strategic 

financial place, with a lot of important banks established. Thus, the art market represents a 

good segment for speculation. About one hundred galleries are registered in the area of 

Lausanne.  
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Risk of the country:  

 

Switzerland is a country with a really stable economic and politic position. The 

inflation rate is low and the money is strong. It is a natural market for the production of the 

European Union. The GNP of this country ƛǎ ŀǊƻǳƴŘ ϵ нф ллл ǇŜǊ ƛnhabitant. Switzerland as a 

high developing rate and which is under the rate of the European Union. The perspectives 

for this country are good for the next years: the European Union is now recovering its 

natural growth after some years of general latency which is important for the exchanges of 

this country where the demand is high and the exportations are supporting the 

development. 

 

 

Elaboration of the marketing polity 

 

 

Aspects of the marketing strategy:  

 

 

¶  Previews :  

 

We are planning 4 previews (each of them would be dedicated to one special artist) a 

year to start with the first two years. The two year after, we expect to set up about 6 

previews a year and so, to have 8 previews a year in average after 4 years of presence in the 

area. The actual number of previews for the gallery in Lyon is around 8 a year. 

 

 

The challenge will be either to find new artists to present for this gallery nor to 

exchange the work of the artists between the gallery in Lausanne and the one in Lyon. This 

last solution would point out new problems in term of availability of the paintings and 

sculptures and also transport costs and security aspects. In fact, transporting the products is 

dangerous (they can be damaged) and so they need special transport conditions. Also, doing 
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round trips between France and Switzerland means that all the paintings and sculptures 

transported have to be declared at the customs and produce duty customs.  

 

¶ Partnerships: 

 

Partnerships are really important for an art gallery. They are developed to reduce the 

marketing and communication costs invested for the previews, for the creation of the 

ƳŀƎŀȊƛƴŜΣ ƻŦ ǘƘŜ ²Ŝō ǎƛǘŜΧ¢ƘŜǊŜ ŀǊŜ ŘƛŦŦŜǊŜƴǘ ǘȅǇŜǎ ƻŦ ǇŀǊǘƴŜǊǎƘƛǇǎΥ 

 

Partnerships related to the previews: 

 

- Publisher relations 

 
- Food partnerships,  

 
- Wine partnerships,  

 
- Flowers partnerships 

 

Partnerships related to the magazine and the communication:  

 

- partnerships with luxury hotels 

- partnerships with luxury products brands (watches, clothes...) 

 

¶ Magazine: 

 

The magazine of the art gallery is really important. It will be released once a year and 

contains everything to present the art gallery and its artists. It is a real support for its 

communication. Inside we can find: all the artists that would be support by the gallery and 

who will have their paintings and sculptures exhibited in the gallery. The magazine is also an 

opportunity to present some biographies of the artists and pictures of their work.  
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In the magazine, one page over three (in average) is dedicated to ads: travel 

ŀƎŜƴŎƛŜǎΣ ǿƛƴŜΣ ƭǳȄǳǊȅ ƘƻǎǘŜƭΣ ƭǳȄǳǊȅ ǿŀǘŎƘŜǎΣ ŦǊŀƳŜǊǎΣ ƻǇŜǊŀǎΧ 

In the double central page there is a special ad for a luxury hostel from Lausanne, London, 

Megève, Lyon or Genève such as: the Carlton, the Mont-.ƭŀƴŎΣ ǘƘŜ IƛƭǘƻƴΧ 

 

In each room of these hostels, people can find the magazine available for them, with 

the center pages personalized to the hostel they are in and some invitation leaflets for 

previews.  

 

On the last page of the magazine, there would be an ad talking about a hostel from 

Lausanne and a special offer price for this hostel for the days corresponding to the previews. 

 

¶ Notice posters: 

 

The poster would be made for the first showings. They would present one of the best 

artist's piece of work and the most important information (when is the preview, telephone 

number of the gallery, address, opening times, web site address). 

 

It would be a really effective support for close communication (posters would be 

ǇƻǎǘŜŘ ƛƴ ƭƛǘǘƭŜ ǎƘƻǇǎ ƛƴ [ŀǳǎŀƴƴŜΧύ 

 

¶ Internet web site: 

 

The present gallery in Lyon already got a web site but it needs a serious facelift and 

way more information to put on. The web site can be registered at the same web address for 

the two gallery but they need a special identification, a special distinction, in order to make 

it easier for the people visiting the web site and not contribute to confuse them.  

 

On the web site, people need to look at some artists work. They need to find out how 

to go at the gallery, what are the facilities around the gallery. They also need to find out 

what are the next previews and the last ones. They need some biographies of the artists and 

examples of what they realize.  
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Once all the necessary information on the web site, we would be able to think about 

a tool to enable people to order pieces of art online.  

 

 

¶ Special previews: 

 

Special previews would be organized in the gallery. Those previews are taking place 

during the evenings. The press and good customers are invited to discover a new collection 

which is presented only for them. During the preview, they can meet the artist which is 

introducing is work, meet the owner of the gallery, buy the artwork. The preview promoter 

will provide to its guests all the comfort the need to appreciate the art. Food and 

refreshments will be offer. 

 

¶ Gifts: 

 

A special gift politic has to be introduced. The gifts are never the same and they are 

more like thanking recognition giving to the client and an establishment of a relationship 

between the manager of the gallery and a good customer. These gifts would take many 

forms, depending on the total amount of the sale and the interest that would find the dealer 

for the client. These gifts can be : 

- The offering of frames for the sale of many paintings 

- The offering of bottles of wine or champagne 

- The offering of Workart short editions made especially for best customers 

-  Special conditions of payment 

 

¶ Visiting cards: 

 

Visiting cards are important to give a good image of the gallery and communicate to 

the customer. The range of customer targeted is use to the visiting cards and use it really 

often. It is important to communicate with things that they expect.  The visiting card gives 
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the more important things about the gallery like its name, address, telephone number and 

name of the owner. The design printed on the visiting card can also tell about the segments 

of artworks exhibited at the gallery. A contact with a designer can be taken in order to 

realize this before to print them. 

 

Types of products and target market: 

 

The gallery has to settle its position on the market. This position has to be established 

by the type of art that would be presented in the gallery. Thus, it will communicate to the 

public and give them a certain image of its position. Each segment of the art sector has a 

different target. Customers can be willing to buy in every segment of this market considering 

to their tastes, their budget or the quotation of the piece of art. 

 

¶ Types of products: 

 

 The gallery manager has for objective to present sculptures and paintings to the 

customers, following his experience in this segment build from his management of his 

gallery in Lyon for ten years. In fact, the manager wants to keep working with the same 

artists as he does in Lyon, but present them in another place, creating opportunities of 

development and sales. The sculptures and the painting would have a repartition of 40% of 

sculptures presented and 60% of paintings. 

 

¶ Target market: 

 

The market of Lausanne and its region is targeted. It is a developed region with a 

developed art market. The customers are willing to pay a high price for a art work since the 

speculation in this area is strong. Clients with a wealthy situation are targeted as well as 

speculators. The auctions room can also be considerate as a potential of sale especially for 

the important piece of art.  
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Marketing objectives: 

 

The marketing objectives are to develop the reputation of the gallery in the region, 

especially in the base of its experience in the segments of painting and sculptures.  To begin, 

the gallery will help itself by working in a close collaboration with the gallery in Lyon, using a 

part of its stock available. The new gallery will also begin with the network of the French 

gallery: in term of customers list but also in term of relations with partners and artists. The 

new gallery can work with the same artists as far as the first one still present to its regular 

clients the same offer.  

 

In a second time, the gallery will start developing its own list of potential customers 

and work with new artists in order to diversify the offer.  

 

The last objective would be to present only artwork from the sculpture segment in 

the gallery. This project is really important for the manager of the gallery, but the demand 

on this segment has to be developed first. 

 

 

Marketing strategy: 

 

We have chosen to follow a strategy of development based on the offer of modern 

art with paintings and sculptures. The modern art has been doing really well for the past 

years and has registered a regular growth. The public for this art segment is expanding itself 

year after year, with more and more transaction and investment.  

 

The paintings are representing a classic and major part of the market (about 72% of 

the world market). They also are corresponding to the offer that the manager of the gallery 

wants to propose to the clients. In fact, his relations on this segment are well established: in 

term of customers as well as in term of artists to work with and promote.  
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The sculptures represent a small part of the market (5.5% of the market) but can be 

considering like a niche with a strong potential. In fact, the sculpture segment has a solid 

body support by a constant growth of its prices on the market since 1996. The total turnover 

ƻŦ ǎŀƭŜǎ ǊŜŀŎƘŜŘ ŀƭƳƻǎǘ ϵ нул Ƴƛƭƭƛƻƴ ƛƴ 2001. Although, in 2003 the sculpture segment did 

not progress very well, as a result of the lack of exchange of sculptures (the rate of 

sculptures meeting no clients as decrease and there are few stocks and new pieces to 

introduce). But this segment is still important as well as presenting nice surprises and some 

prices still make a good progression.  

 

The art gallery will present to the public modern sculpture which represent the major 

part of the transaction for this segment. Modern sculpture segment has registered a raise of 

20% in 2003. Switzerland has been recording 2.1% of the total transaction volume for 

sculpture in 2003. Sculpture has been traditionally led by the dynamic of the market 

structures of places such as London, Milan and Roma (even though now 56% of the sales for 

this segment are made in the United States). Paris has made 30% of the sculptures sales in 

2003 and was dominating because of the release of a popular collection to the public.  

 

The Lausanne Gallery will beneficiate of those movements of exchange because of its 

strategic position in Switzerland, not really far from France and Italy. 
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PESTEL Analysis 

     

POSITIVE ASPECTS NEGATIVE ASPECTS 

 

 

POLITIC 

-    Switzerland has a stable politic    

situation and has been 

interacting in really peacefull 

way with other countries and 

is beneficiating of the 

European union market 

- Not a member of the European 

union (no taxes advantages for 

the exchanges) 

 

 

 

 

ECONOMIC 

- High  GNB level 

- High nivel of development 

- High demand 

-     Because of its exchange with the 

European union and the global 

market, the country is sensible 

to the world economic 

variations 

-      Currency exchange rate  

 

SOCIAL 

- High interest in culture 

- Culture diversity (from the 

different population living in) 

-      None  

 

TECHNICAL 

- All ways of modern 

communications are available 

to use (internet...) 

-      None 

 

 

 

ENVIRONMENTAL 

- Switzerland is a country which 

cares about environment. 

Streets are always clean and it 

is pleasant to hang in the 

streets were people find the 

shops 

-      None 
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LEGISLATION 

- No special law taxing the art 

exchange in vigor 

- Protection of the intelectual 

property 

- Low taxes 

-      Respect of the different criterions            

of the artwork declaration to 

the customs while being 

exported or imported in the 

country 
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II. Location, site and environment 

 

 

Location analysis 

 

The city of Lausanne had been hosen from the beginning by the promoter of this 

feasibility sǘǳŘȅΣ ŦƻǊ ǇŜǊǎƻƴŀƭ ǊŜŀǎƻƴǎΦ Lƴ ǎǳŎƘ ŀ ŎŀǎŜΣ ƛǘ ǿŀǎƴΩǘ ƴŜŎŜǎǎŀǊȅ ǘƻ ƭŜŀŘ ŀ 

comparative study between different cities all around Switzerland.  

 

About the natural environment, there are several important things to notice: 

 

Firstly, the city of Lausanne is benefiting from a very calm atmosphere. The city is 

actually composed of 42,9% of built-up area, 39,6% of forests and places of verdure, and also 

17,3% of countryside. {ǳŎƘ ŀ άƎǊŜŜƴ ŀǘƳƻǎǇƘŜǊŜέ close to the art gallery could be an 

opportunity by moving people to walk in the streets for example. As a consequence, the 

place where the art gallery will be located will be an important point to define. Indeed, 

because an art gallery is a showroom above all, it seems important to purpose a suitable 

external environment for the people who could come across the art gallery, and could be 

attracted by some art works on the display case.  

 

 

Lausanne plays a very important role in Switzerland in terms of art and cultural 

aspects. The city is beneficiating from a solid reputation for a rigorous and a dynamic point 

of view. Every year, the city is receiving different events every year: classical music concerts, 

hǇŜǊŀǎΣ ǇƭŀȅǎΧ¢ƘŜ ŘƛǾŜǊǎƛǘȅ ƛǎ ǿŜƭƭ ŎƻƴǎƛŘŜǊŜŘ ŀƴŘ ǿŜ ŦƛƴŘ ǘƘŜǊŜ ŀ ǎǘǊƻƴƎ ŀǿŀǊŜƴŜǎǎ to all 

cultural factors. The city offers a good overview of the different art domains.  Moreover, 

there is a lot of museums in the city, that is contributing to its cultural patrimony. 

 

The project ǊŜǉǳƛǊŜƳŜƴǘǎ ŀǊŜƴΩǘ ǎƻ ŎƻƳǇƭŜȄΣ ōŜŎŀǳǎŜ ƛƳǇƭŀƴǘƛƴƎ ŀƴ ŀǊǘ ƎŀƭƭŜǊȅ ƛǎƴΩǘ ŀ 

hard task in terms of environment. However, it is important to insist on the fact that very 

busy streets should be selected first in order to increase the art works visibility. 
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Lausanne is the 5th city of Switzerland with 137 769 people living there. Lausanne is a 

very worldwide city, with more than 160 communities living there. The foreign population 

living is Lausanne is actually representing 38% of the citizens. This gives to this people a 

particular awareness to cultural factors.  This is the capital city of the rural district of Vaud. 

The City is benefiting from an excellent geographical position in Switzerland, due to the fact 

that the city became a very important turntable for carriages with the West of Switzerland a 

long time ago. Moreover, the most important point that we should take into account is 

definitely the real importance that is given to cultivation in Lausanne. Moreover, by its 

geographical location, Lausanne is situated on the North border of the Leman Lake, and thus 

offers a direct access to France by boat. As a consequence, implanting the art gallery close to 

ǘƘŜ ǇƻǊǘΩǎ ŀǊŜŀ ǎƘƻǳƭŘ ƛƴŎǊŜŀǎŜ ƳƻǊŜ ǘƘŜ ŎƘŀƴŎŜǎ ǘƻ ƘŀǾŜ ƳƻǊŜ ǾƛǎƛǘƻǊǎΦ 

 

There is no special needs in infrastructural services, conditions and requirements, in 

the sense that to lead the project,  

 

The project has no ecological impact on the environment. 

 

 

The natural environment 

 

Regarding to the climatic conditions, Switzerland climate is the same that we could 

find in France, and there is no special major risks to point in terms of climatic factors. It then 

ǿƻƴΩǘ ōŜ ƴŜŎŜǎǎŀǊȅ ǘƻ ŀƴŀƭȅȊŜ ƛƴ-depth this factors. 

 

 

Environment impact assessment 

 

The project ǿƻƴΩǘ ƘŀǾŜ ŀƴȅ impact on the surrounding area, flora and fauna. We 

could add that concerning the population, implanting an art gallery could be beneficial for 

them, in the way that such kind of initiatives reinforce the image of the city, in terms of 

cultural reputation. The impact is good for everyone, especially for small traders, that are 
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benefiting from people crossing. No specific impacts on environment are notified. The global 

effect of the project is good. 

 

In SwitzerlandΣ ǘƘŜ ƭŀǿ ŘƻŜǎƴΩǘ impose to project promoters environment impact 

studies, for such projects, even for a long term period. 

 

 

Environmental conflicts  

 

There are absolutely no risks on environment. We do not need to process further 

investigation, in the sense that there are no ecological risks in this case.  

 

Objectives of environmental impact assessment 

 

ά¢ƘŜ ƛƳƳŜŘƛŀǘŜ ŀƴŘ ƭƻƴƎ ǘŜǊƳ and long-term health and welfare of people are linked 

to their natural, cultural and socio-ŜŎƻƴƻƳƛŎ ŜƴǾƛǊƻƴƳŜƴǘΦ ά όReference: Manual for the 

preparation of industrial feasibility studies; W.Behrens; P.M. Hawranek). As explained 

previously, the development of structures the that are linked to art is appreciated by 

population, and the implantation of the development of initiatives around the theme of art 

contribute to the solid reputation of the city and to people minds.  No adverse impacts are 

notified on environment. The project warrants no further environmental analysis and is 

technically and financially feasible.  !ǎ ŀ ŎƻƴǎŜǉǳŜƴŎŜΣ ǘƘŜ ŀǎǎŜǎǎƳŜƴǘ ǇǊƻŎŜǎǎ ŘƻŜǎƴΩǘ ƴŜŜŘ 

to be carried out.  

 

Switzerland is known worldwide for its quality of leaving, and it strongly affects the 

housing local prices. As a consequence, the fact that the gallery must be located in the city 

center of Lausanne will be a determinant point, in terms of investment (6450 Swiss Franc, 

the equivalent of 4000 euro, will be dedicated every month for the rent). 
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Socio-economic policies  

 

Role of public policies 

 

In Switzerland, public policies encourage the development of foreign investments. 

Moreover, the Foreign Investment Promotion Agency helps foreign firms to develop 

themselves and allow them to acquire some information on the different procedures that 

must be taken in account. 

There are no specific regulations about the goods that are entering the country. 

 

 

 Infrastructure conditions  

 

Infrastructure dependence 

 

Technical infrastructure 

 

This proƧŜŎǘ ŘƻŜǎƴΩǘ ƴŜŜŘ ǎǇŜŎƛŀƭ and important technical infrastructure, which could 

have led to look further for a specific office. The office that we are looking for can be found 

ƛƴ ǘƘŜ Ŏƛǘȅ ŎŜƴǘŜǊΣ ŀƴŘ ŘƻŜǎƴΩǘ ƛƳǇƭȅ ŀ ŎƻƴǎǘǊŀƛƴǘ for the project. The location is an important 

thing to point out. Indeed, because of the fact that an office for an art gallery must join 

together several parameters. The most important thing is that the showroom must be very 

visible from people eyes in the street. 

 

 We could distinguish between desirable and critical requirements and demands.  

 

 

Desirable requirements 

 

Critical requirements 

. Create a attractive and a warm place with 

ǎƻŦŀΣΧ 

 

. The showroom must be very visible in the 

city center. 

. The showroom must have some space to 
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allow the 40 works to be there without 

holding up the traffic of people inside the art 

gallery. 

. The art gallery must have a picture 

window. 

. In order to optimize the stock 

management, the art gallery needs a room 

ŘŜŘƛŎŀǘŜŘ ǘƻ ǿƻǊƪǎ ǘƘŀǘ ŀǊŜƴΩǘ ŘƛǎǇƭŀȅŜŘ. 

Moreover, another room will be dedicated 

for the ƳŀƴŀƎŜǊΩǎ ƻŦŦƛŎŜΦ  

 

 

Transport and communication 

 

Regarding to the proximity of Lausanne with Lyon (there is 212 km between the two 

cities), the transport of the artworks could be realized by the project contractor, in the sense 

ǘƘŀǘ ƘŜΩǎ ǘƘŜ ƻƴƭȅ ǇŜǊǎƻƴ ǘƘŀǘ ǿƛƭƭ ƳŀƴŀƎŜ ǘƘŜƳΦ ¢ƘŜ ǘǊŀƴǎǇƻǊǘ ƻŦ ǘƘŜƳ ǿƻƴΩǘ ōŜ ƴƻǊƳŀƭƭȅ 

very frequent, in the way that the artworks collection is wide and that they are well 

managed between those that are in stock and those that are displayed. Moreover, the 

ŀǊǘǿƻǊƪǎ ǎƛȊŜǎ ŀǊŜƴΩǘ ƘǳƎŜΣ ŀƴŘ it allows to transport the artwork in a truck, which could be 

rent by example.  

 

Factory supplies 

 

¢ƘŜǊŜ ǿƻƴΩǘ ōŜ ŀƴȅ ǇǊƻōƭŜƳ ǘƻ ǎǳǇǇƭȅ ǘƘŜ ŀǊǘ ƎŀƭƭŜǊȅ ƛƴ ŜƭŜŎǘǊƛŎƛǘȅΦ ¢Ƙƛǎ ƛǎ ŜǎǎŜƴǘƛŀƭ 

and it plays an important role to allow the visibility of the artworks during the night. 

 

Human resources 

 

¢ƘŜǊŜ ǿƻƴΩǘ ōŜ ŀƴȅ ǇǊƻōƭŜƳ ƛƴ [ŀǳǎŀƴƴŜ ǘƻ ŦƛƴŘ ŀ ǉǳŀƭƛŦƛŜŘ ƭŀōƻǳǊ ŦƻǊŎŜΦ LǘΩǎ Ƨǳǎǘ 

important to notice that this person must have the Swiss nationality, in term of law. This 
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point will be explained in depth in the eight part of this feasibility study, which is concerning 

the human resources. 

 

Infrastructural services 

 

Lƴ [ŀǳǎŀƴƴŜΣ ƛǘ ǿƻƴΩǘ ōŜ ƘŀǊŘ ǘƻ ŦƛƴŘ ǎƻƳŜ ŜƴǘŜǊǇǊƛǎŜǎ that are able to supply 

painting services of quality, which will be the most important thing in the implementation of 

the art gallery. 

 

Effluent and waste disposal 

 

The art gallery is not concerned by this point: this is not applicable. 

 

 

Final choice of location 

 

 

Resource or market orientation 

 

 

If the city of Lausanne was at the beginning a personal choice from the project 

promoter, the country of Switzerland seems to be a good place to implement the project. It 

is market-oriented, in the sense that Switzerland, which is known worldwide for its tax 

haven, welcomes every year a lot of rich people. It is not a cliché, and most of them like are 

art lovers, and love spending money for art works. Moreover, Switzerland offers one of the 

best salary opportunities in Europe and attracts a lot of people who are looking for jobs (see 

attached piece).  

 

Switzerland had always given a strong importance to art and artistic expression in its 

country, and to evolve in this market will allow the promoter of the project to deal with 

experts, which is perceptible as a very enjoyable thing.   
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Concerning the transport costs, we saw that they are not an important point in term 

of investments. This adds ŀ ƎƻƻŘ Ǉƻƛƴǘ ǘƻ ǘƘŜ ǇǊƻƧŜŎǘΦ !ōƻǳǘ ǘƘŜ ƛƴŦǊŀǎǘǊǳŎǘǳǊŜΣ ǘƘŜ άƻǇŜƴ 

ǎǇŀŎŜέ ƻŦŦƛŎŜ ǿƻƴΩǘ ƻōƭƛƎŜ ŀ ƭƻǘ ƻŦ ŦƛǘǘƛƴƎ ƻǳǘΦ Moreover, the principle of hire will reduce the 

first investments.  

 

To resume it, we noticed that Switzerland, and specially Lausanne, seem to offer a 

favorable environment, and a good location for the development of such a project 

 

 

Selection of the site 

 

 

In order to perform the implementation of the art gallery in Lausanne, we have to 

select a place where the gallery will be able to present the artworks to the public. We have 

found a rental property advertisement concerning a place of 185 square meters in the very 

heart of Lausanne. This place is located at 128, rue Caroline V, in the city center of Lausanne, 

right next to the main street, where all the shops are and a lot of customers attracted in. We 

are now going to analyse and evaluate the possibility of the implementation of the gallery at 

this address. 

 

First, we have to precise that we are not registrating any risk linked to the economical 

conditions or the Swiss climate. Then Switzerland is welcoming the foreign investments and 

makes things easy for contractors from all over the world in term of legal aspects.  

The town of Lausanne is really wealthy and attractive for the other cities from Switzerland 

and France, Italy and Germany, in term of business as well as in term of tourism. It has a 

good image among the people in term of quality of life and general living environment.  

Because of its localisation in the city center, the gallery will be beneficiating of a large 

infrastructure opportunity. First, in term of communication by the Internet network, then in 

term of roads and transportations: it is easy to come to Lausanne because of the major 

roads coming through, of the train lines. Moving inside Lausanne is also convenient because 

of the city transportation network.  
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To find a gallery assistant and a secretary that would match for the job would be 

convenient in such a town. In fact, the work force is available from Switzerland or even from 

France, Germany and Italy. Though, Switzerland would provide not only workforce with the 

appropriated degrees of formation but also people that know about the local cultural 

aspects. The owner of the gallery will have to hire at least one full time worker to respect the 

Swiss law. 

 

The localisation in the town of Lausanne that we have selected is perfect in term of 

total surface area for the artwork exhibition. It has a large window on the street that attracts 

the customers inside the gallery. It will give us good opportunities for the sales of the 

artwork. 

 

The site will need some constructions inside in order to exhibit the work of art in 

proper conditions.  

 

The rent of the emplacement is costing 4 000 ϵ a month. 

 

 

 

III. Social, economical and political environment: 

 

 

Switzerland has a very attractive position for social, economical ant political 

environment. Thanks to that point and a legislation that encourage foreign companies to 

establish themselves in this country, there is an increase every year of number of new 

foreign companies. That could explain that in 2005 about 510 new companies began their 

activities here.  

 

 

Switzerland is the first place for international companies to be established. 
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Legislation is not the only reason of this choice: 

 

The quality of life is an attractive point for many companies, and was very attractive 

to work for 71% of managers. Also, 75 % of these managers declare that Switzerland is clear 

and stable, the legislative and administrative environment was described as very attractive. 

 

Switzerland has also a great diversity and intercultural relations, with more than 140 

different nationalities within the country.  

 

 

Economical environment 

 

There is a good stability of purchasing power with an inflation rate really low, a 

capital cost that is not elevated and a good environment to invest. 

 

It is also the sixth country in terms of exportation per inhabitant, it could be explain 

by a strategic geographical position. 

 

Actually 6500 foreign companies are established in Switzerland. According to a study, 

90% of managers will do the same choice if they had to decide now of their implantation. 

 

 

Infrastructure 

 

Switzerland had the best quality of infrastructure in Europe, good infrastucture of 

transport permitt to do business with lot of neighboor countries. 

The transport communication is very large and permitt to welcome client easily. 

Switzerland is located in the heart of Europe which permit to work in partnership with lot of 

others countries either for artists and for clients. 
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Finance 

 

Financing problem according to the establishment of the companies could avoid with 

partnership of Switzerland bank and SWX bourse which permit advantageous conditions. 

Banks are particularly helpful to resolve problem of financing project. 

 

Social attitude to make business in Switzerland 

 

- The Swiss are obsessed by politeness, good manners and respect in business are 

very important. In Swiss time is money ant it is important to respect delivery time 

and payment terms. 

 

- The Swiss like punctuality, indeed to arrive few minutes late is considered as 

impolite. At the beginning of relations it is important to respect this point because 

we do not know reaction of the client or artist. 

 
 

- It is important to be prepared and precise for meetings and to be able to answer 

to potential questions of clients about business. 

 

- It is useless to show important partnership of business, and how much the gallery 

make: indeed Swiss are frequenter of money and they will not be impressed. 

 
 

- The Swiss are discreet people, so it is important to be reserved and avoid 

speaking with άǎǘǊƻƴƎέ voice or made lot of movement of arms. 

 

- The Swiss are sensible to business gifts, but never offering foreign chocolates. 
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IV. Human Resources  

 

 

Organization 

 

The establishment of an art gallery needs qualified labour, indeed the Switzerland 

subsidiary will be relatively independent according for the communication and also for the 

management of its budget. 

According to these key points the gallery have to manage itself. 

 

The minimum manpower is 3 employees including : 

- A manager for the gallery  

- A secretary 

- An assistant for the manager 

 

Role of each person 

 

  The person in charge of the gallery will have many roles to hold, he will have general 

purpose skills. First of all, he is the actor who permits the meeting between buyers and 

artists. He will have to manage external relations of the gallery. The main part of his function 

will be devoted to communication, notoriety of the gallery such as organize presentation of 

new artists and new work: varnishing. He will have also to manage the budget. He needs to 

be surrounded of reliable partnership for the transport and assurance of the artist works. 

 

  The role of the secretary will to take care of the administrative tasks. As numerous 

societies a gallery needs to manage relations with clients, suppliers but also the invoices 

(entering or outgoing). The secretary needs management skills to assist the manager for the 

tasks concerning management. 

 

  The assistant of the manager is a person in charge of commercial aspects. He needs 

to be able to assist the manager, to replace him if necessary. The manager has a lot of work 
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to do so he could have to delegate some tasks, and it is why he needs complete confidence 

in the assistant.  

 

 

Essential qualifications 

 

According to the manager, this person must  have important communication skills, 

ƛǘΩǎ ǘƘŜ ƘŜŀǊǘ ƻŦ Ƙƛǎ ǿƻǊƪΦ IŜ Ƙŀǎ ǘƻ ƪƴƻǿ Ƙƻǿ ǘƻ ǳǎŜ ŀƴŘ ŀŘŀǇǘ ŎƻƳƳǳƴƛŎŀǘƛƻƴ ǘƻ ƛƳǇǊƻǾŜ 

the notoriety of the gallery. 

 

The manager also needs to have excellent relation skills, indeed he will be in relation with all 

external actors of business as clients (who an belong from any professional category and 

place) and artists. 

 

The assistant of the manager will be in charge of commercial aspects, so he needs to 

have good communication, commercial and relationship knowledge. It is obvious that the 

assistant have to know exactly the technical informations about the art objects. Indeed work 

of arts could be expensive and so, customers will be sometimes very exacting in their 

questions about: who makes the work of art, what are raw materials, how to protect the 

work of art... 

 

The secretary needs to have of course administrative aptitudes. Moreover it could be 

useful if she speaks three languages: French, German and English. This asset will permit the 

gallery to develop partnerships with international artists.  

 

How to recruit  

 

The manager of the gallery will be Mr André-Patrick Dyan, he is the actual manager of 

the Art Club Gallery. He manages this gallery since 10 years and got the experience and the 

knowledge to succeed. He will know how to promote the artist, the communication of the 

gallery and will be able to form his employee on his own technical of works. 
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The manager assistant: According to him, the key points are excellent commercial 

and relationships skills. The ideal person needed to have degree of a communication school 

or management school. The perfect profile will also include a minimum of one year 

experience in a art gallery; indeed he has to already know the basic tasks of his future job. 

The recruitment can be organise by the internet websites of important schools in 

Switzerland.  

 

There is no lack of school in Switzerland so it will not be a problem to find an 

adequate person in universities such as : 

 

- School of management and communication (Geneva) 

- University of Geneva : system of information and communication ... 

 

According to the secretary it is obvious that she needs to have a secretary degree. 

She will be in charge of administrative aspects which represent an important responsibility. 

Moreover and as we say before, it will be useful if she speaks three languages. 

 

The recruitment could be realized in Persiaux School for example, which proposes 

different formations for secretary and management assistant, with a special development of 

two or three languages during the formation. This could be perfect because she will be able 

to assume her tasks and assist the manager. 

 

¢Ƙƛǎ ǇǊƻŦƛƭŜ ŘƻŜǎƴΩǘ ǊŜǉǳŜǎǘ ŀ ƭƻǘ ƻŦ ŜȄǇŜǊience but needs skills in terms of reactivity. 

The recruitment can be done with an experience between six months and one year in a 

secretary job.  

 

This represents a cheap recruitment and wages, but it will be necessary to form the 

secretary at her beginnings about gallery works. 
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According to the employees, the labour is high qualified in Switzerland. Indeed this could be 

explained by the education system, a multicultural society, a culture of work and liberal 

labour laws: 

 

 

 

 

Cost of the wages  

 

The wages in Switzerland are quite strong, it can be explained by the cost of life 

which is very expensive. The fact that the wages are pretty high could be an excellent point 

for this business. Indeed people who are customers for art goods have a level of life quite 

elevated, which will correspond to the Switzerland. 

 

According to the responsible of the gallery Ƙƛǎ ǿŀƎŜǎ ǿƛƭƭ ǊŜǇǊŜǎŜƴǘ ϵ с ллл ŀ ƳƻƴǘƘΦ 

¢ƘŜ ǿŀƎŜǎ ŦƻǊ ŀ ǉǳŀƭƛŦƛŜŘ ǎŜŎǊŜǘŀǊȅ ǿƘƛŎƘ ƛǎ ǎǇŜŀƪƛƴƎ ǘǿƻ ƻǊ ǘƘǊŜŜ ƭŀƴƎǳŀƎŜǎ ƛǎ ϵ о ллл  ǇŜǊ 

month.  

 

The assistant will earn about 4 000 euro each months, which would be directly linked 

with his experience. This point reflects important wages and charges that will have to be 

taken in consideration while establishing the budget. 

 

Appendix: Social charges per hour of work (2006) 

 


