
 

X1.002: La Tour des Pins – Une Lettre de Douce Invitation, Murmurée par le Vent 

du Midi (December 9–15, 2024) 

(A gentle invitation carried on the southern breeze, calling to kindred souls who yearn to build a 

future rooted in history) 

 

Please note: The information in this table is placeholder content created for planning purposes. The 

actual details will be gathered using search engines and other resources as part of the action plan—

because every great journey begins with a little imagination! 

 

Objective 

1. Continue searching for potential sellers who are motivated to sell their properties. 

2. Explore and establish cooperative relationships with local businesses, organizations, 

and cultural entities to expand the museum’s reach and offerings. 

 

Objective 1: Continue Searching for Potential Sellers Who Are Motivated to Sell 

Their Properties 

SMART Integration: 

• Specific: Target sellers with vacant or underutilized properties in high-potential 

neighborhoods of Montpellier. 

• Measurable: Identify 10–15 sellers and contact at least 10 daily. Send 3 tailored 

proposals by December 15. 

• Achievable: Utilize proven platforms like Leboncoin, Seloger, and Facebook 

Marketplace. 

• Relevant: Focus on properties that align with the museum’s cultural vision and 

spatial requirements. 

• Time-bound: Complete seller outreach and secure at least one meaningful response 

by December 15. 

 

Details and Actionable Steps 

1. Targeted Keywords for Listings: 

o “Urgent sale” 

o “Vacant property” 

o “Price negotiable” 

o “Lease available” 

2. Primary Search Locations: 

o Beaux-Arts: Known for its artistic vibe and historical significance. 

o Port Marianne: Newly developed, with modern infrastructure and vacant 



office spaces. 

o Boutonnet: A quieter residential area with potential for cultural projects. 

3. Potential Property Types: 

o Vacant office spaces. 

o Small commercial buildings. 

o Mixed-use properties suitable for events and exhibitions. 

4. Critical Profiles (Seller Types): 

o Owners of properties listed for more than 6 months. 

o Small business owners struggling with commercial leases. 

o Developers with surplus inventory. 

5. Action Plan for Seller Outreach: 

o Identify 10–15 properties daily using platforms like Leboncoin and Seloger. 

o Call or email 8–10 sellers per day using refined scripts. 

o Track responses in a spreadsheet or CRM for follow-up scheduling. 

6. Time-Bound Milestones: 

o December 10: Complete property search and seller identification. 

o December 12: Send 2-3 personalized proposals. 

o December 15: Secure at least one seller response for further discussion. 

 

Objective 2: Explore and Establish Cooperative Relationships with Local 

Businesses, Organizations, and Cultural Entities 

SMART Integration: 

• Specific: Build partnerships with 5–8 local entities, focusing on shared cultural goals 

and community engagement. 

• Measurable: Initiate contact with at least 5 organizations and schedule 2 follow-up 

meetings. Finalize 1 partnership proposal by December 15. 

• Achievable: Leverage storytelling, visuals, and mutual benefits to inspire 

cooperation. 

• Relevant: Partnerships will enhance the museum’s offerings and strengthen its local 

impact. 

• Time-bound: Complete outreach and finalize a draft partnership agreement by 

December 15. 

 

Details and Actionable Steps 

1. Target Business Types for Partnerships: 

o Local artisans or craftspeople: Exhibit their works in rotating displays. 

o Historical societies: Co-host events or provide archival materials. 

o Galleries: Share promotional opportunities or collaborative exhibits. 

o Small businesses: Booth spaces or sponsorships for events. 

2. Primary Search Locations for Businesses: 

o Antigone District: A cultural hub with boutique shops and galleries. 

o Beaux-Arts: Home to artisans and small creative enterprises. 

o Comédie Square: High-visibility location for community-focused 

businesses. 



3. Key Profiles (Potential Partners): 

o Owners of small art galleries looking to expand visibility. 

o Historical societies eager to contribute to cultural preservation. 

o Event organizers open to co-hosting workshops or festivals. 

4. Action Plan for Cooperative Outreach: 

o Research and list 8–10 businesses or organizations aligned with the 

museum’s vision. 

o Develop a personalized pitch highlighting mutual benefits (e.g., visibility, 

community impact). 

o Call or email 5–6 contacts daily and schedule meetings with interested 

partners. 

5. Time-Bound Milestones: 

o December 10: Finalize a list of potential partners. 

o December 12: Initiate contact with at least 5 businesses or organizations. 

o December 15: Secure one formal discussion or draft agreement with a 

partner. 

 

Key Deliverables and Metrics 

Deliverables 

1. Seller Acquisition 

o 3 personalized proposals delivered. 

o 1 property owner responding positively to further discussions. 

2. Cooperative Relationships 

o 1 partnership proposal finalized. 

o At least 2 meetings scheduled for further exploration. 

Tracking and Tools 

1. CRM or Tracker: 

o Columns: Contact Name, Phone/Email, Status, Follow-Up Date, Outcome. 

2. Reflection and Adaptation: 

o Weekly debrief to assess outreach effectiveness. 

 

Crafting Connections: A Practical Guide to Impact 

Whispering Visions into Reality, Inspired by the Soul of Montpellier 

 

I．Seller Acquisition – Reverse Goal Breakdown 

Objective: Secure one meaningful discussion and deliver three tailored proposals. 

 

1) Property Identification 

• Enhanced Search Approach: 

 Instead of only relying on common platforms like Leboncoin or Seloger, 

cross-check listings with Google Maps reviews to spot long-vacant or 

underutilized properties. 

 Leverage local Facebook groups where informal property exchanges 

often occur. 



• Actionable Methods: 

 Assign a team member to monitor one platform daily for updates. 

 Cross-reference Google search terms like “vacant office Montpellier”. 

 Visit targeted neighborhoods for visible "For Sale" or "For Lease" signs to 

spot unlisted opportunities. 

 

2) Seller Profiles 

• Expanded Criteria for Sellers: 

 Target multi-property owners who may want to liquidate less-profitable 

assets. 

 Explore properties near public transport hubs for easier accessibility. 

• Potential Seller Types: 

 Small Office Owners: Struggling to lease smaller spaces. 

 Local Investors: May be open to creative solutions like a trial lease or 

community-focused use. 

 

3) Outreach Strategy 

• Daily Task Expansion: 

 Include local real estate agents who may have insight into motivated 

sellers not listed online. 

 Run targeted ads on Facebook highlighting the museum project to attract 

sellers. 

• Diverse Communication Tactics: 

 Cold calls for high-priority listings. 

 Personalized video pitches for hesitant sellers (simple videos explaining the 

vision). 

 

4) Seller Tracker  

Property 
Address 

Seller 
Name 

Contact Info Status 
Follow-
Up 
Date 

Notes 

Rue 
Sainte-
Ursule 12 

Pierre 
Dupont 

Email: pierre.dupont@realty.fr 
Phone: +33 6 77 88 99 10 

Proposal 
Sent 

Dec 8 
Interested, 
reviewing 
proposal 

Place 
Ernest 
Granier 4 

Amélie 
Bernard 

Email: 
amelie.bernard@domain.com 
Phone: +33 6 22 33 44 11 

Interested Dec 9 
Exploring 
lease-to-own 
options 

Avenue de 
la Mer 17 

Claude 
Richard 

Email: 
claude.richard@domain.com 
Phone: +33 6 81 22 33 44 

Not 
Contacted 

Dec 10 

Long-vacant 
office space; 
hesitant 
seller 

Rue 
Sainte-
Anne 45 

Charlotte 
Leblanc 

Email: 
charlotte.leblanc@ruesainte.fr 
Phone: +33 6 78 55 44 22 

Contacted Dec 8 

Prefers 
outright sale; 
needs 
flexibility 

Boulevard Luc Email: Interested Dec 9 Negotiable 



Property 
Address 

Seller 
Name 

Contact Info Status 
Follow-
Up 
Date 

Notes 

Rabelais 
15 

Moreau luc.moreau@realtyservice.fr 
Phone: +33 7 66 55 44 33 

in 
Meeting 

price; 
requires 
reassurances 

Rue Puits 
de Gas 22 

Marie 
Fontaine 

Email: 
marie@gasproperties.com 
Phone: +33 6 88 99 77 11 

Proposal 
Sent 

Dec 10 
Marked as 
“urgent sale” 

Avenue 
Dugrand 8 

Jacques 
Pelletier 

Email: 
jacques.pelletier@domain.com 
Phone: +33 6 77 88 11 44 

Contacted Dec 10 

Open to trial 
lease; needs 
financial 
specifics 

Rue des 
Pins 30 

Hélène 
Marchand 

Email: 
helene.marchand@domain.com 
Phone: +33 6 45 67 89 12 

Not 
Contacted 

Dec 11 

Mixed-use, 
suitable for 
events and 
workshops 

Rue des 
Écoles 18 

Michel 
Lefèvre 

Email: 
michel.lefevre@domain.com 
Phone: +33 7 89 33 44 55 

Not 
Contacted 

Dec 11 
Developer 
with surplus 
inventory 

Place 
Comédie 
20 

Isabelle 
Girard 

Email: 
isabelle.girard@domain.com 
Phone: +33 6 88 44 33 22 

Proposal 
Sent 

Dec 12 
Awaiting 
terms for 
flexible lease 

 

Methods to Refine Seller Outreach 

 Personalization in Outreach: Tailor emails and calls to highlight how the museum 

project aligns with each seller’s specific property needs. 

 Building Trust: Use testimonials or examples from past collaborations to reassure 

hesitant sellers. 

 Visual Presentations: Include mockups or visual layouts of how the property can 

be transformed into a cultural hub. 

 Follow-Up Process: Schedule timely reminders in a CRM system to maintain 

consistent communication. 

 

 

II. Cooperative Relationships – Reverse Goal Breakdown 

Objective: Finalize one partnership proposal and schedule two meetings. 

 

1) Business Identification 

⚫ Enhanced Partner List: 

o Beyond artisans and galleries, add restaurants and cafés for co-branded 

events or exhibitions. 

o Collaborate with Montpellier's tourism board to leverage its network. 

2) Partner Tracker  

a) Art Galleries and Cultural Spaces 



Business 
Name 

Contact 
Person 

Contact Info Relevance to Initiative 

Galerie 
Nicolas 
Xavier 

Nicolas 
Xavier 

Email: 
contact@galerienicolasxavier.com 
Phone: +33 4 67 92 92 98 

Contemporary art gallery 
open to exhibitions. 
(galerienicolasxavier.com) 

Galerie de 
l’Ancien 
Courrier 

Not 
specified 

Phone: +33 4 67 60 89 17 
Location: Rue de l’Ancien Courrier 

Hosts rotating contemporary 
exhibitions. (montpellier-
france.com) 

Pavillon 
Populaire 

Not 
specified 

Phone: +33 4 67 66 13 46 
Address: Esplanade Charles-de-
Gaulle 

Dedicated to photography 
and cultural events. 

Galerie 
Clémence 
Boisanté 

Clémence 
Boisanté 

Email: hello@boisante.art Phone: 
+33 6 88 44 22 90 

Focuses on emerging artists. 
(boisante.art) 

Carré 
Sainte-
Anne 

Municipal 
Contact 

Email: culture@montpellier.fr 
Phone: +33 4 67 34 88 90 

Hosts large-scale 
contemporary art 
installations. (montpellier-
france.com) 

 

b) Cultural Associations and Organizations 

Organization 
Name 

Contact 
Person 

Contact Info 
Relevance to 
Initiative 

British Cultural 
Association 

Not 
specified 

Email: 
info@bcamontpellier.com 
Website: bcamontpellier.com 

Engages English-
speaking community. 

Alliance 
Française 
Montpellier 

Director of 
Culture 

Email: culture@afmontpellier.fr 
Phone: +33 4 67 92 49 49 

Promotes cultural 
exchange. 
(afmontpellier.com) 

ADEMASS 
Not 
specified 

Email: info@ademass.org 
Phone: +33 4 67 21 76 43 

Artistic and social 
diversity projects. 
(ademass.org) 

Montpellier 
Tourism Board 

Partnership 
Manager 

Email: 
partnership@montpellier.fr 
Phone: +33 4 67 60 60 60 

Offers access to local 
tourism networks. 

 

c) Local Businesses and Artisans 

Business 
Name 

Contact 
Person 

Contact Info Relevance to Initiative 

Ateliers des 
Métiers 
d’Art 

Artisans’ 
Coordinator 

Email: contact@metiersdart.fr 
Phone: +33 4 67 89 22 11 

Represents Montpellier 
artisans. 

Parcelle 473 
Curator or 
Manager 

Email: 
curator@parcelle473.com 
Phone: +33 6 22 33 44 55 

Museum of contemporary 
art, specializing in street art. 
(parcelle473.com) 

Artnew 
Gallery 

José Diaz 
Email: jose@artnew-gallery.fr 
Phone: +33 4 67 66 88 99 

Contemporary art gallery 
with collaborative 
opportunities. (artnew-
gallery.fr) 

https://galerienicolasxavier.com/
https://www.montpellier-france.com/
https://www.montpellier-france.com/
https://www.boisante.art/
https://www.montpellier-france.com/
https://www.montpellier-france.com/
https://bcamontpellier.weebly.com/
https://afmontpellier.com/montpellier-culture/
https://www.ademass.org/
https://www.parcelle473.com/
https://www.artnew-gallery.fr/en/
https://www.artnew-gallery.fr/en/


Business 
Name 

Contact 
Person 

Contact Info Relevance to Initiative 

L’Artisan 
Moderne 

Claude 
Dubois 

Email: artisan@moderne.fr 
Phone: +33 6 45 22 33 44 

Works with crafts and 
design artisans. 

 

d) Educational and Cultural Institutions 

Institution Name 
Contact 
Person 

Contact Info 
Relevance to 
Initiative 

Montpellier 2028 
Not 
specified 

Email: 
info@montpellier2028.eu 
Phone: +33 4 67 78 90 21 

Cultural Capital 2028 
candidate; potential for 
large-scale 
collaborations. 

Opéra Orchestre 
National 

Partnership 
Manager 

Email: partnership@opera-
montpellier.fr Phone: +33 4 67 
60 19 99 

Hosts performances 
and cultural events. 

Université Paul 
Valéry – Art & 
Culture 
Department 

Head of Art 
& Culture 

Email: culture@univ-montp3.fr 
Phone: +33 4 67 14 20 50 

Collaborates on 
cultural programs. 

 

Diversity in Approach 

1. Multiple Contact Methods: 

For each entity, prioritize a dual approach: 

• Direct Emails: Use tailored pitches explaining the cultural vision. 

• Phone Calls: Follow up with personal conversations to clarify benefits. 

2. Leverage Connections: 

• Approach contacts through local cultural events (e.g., gallery openings or 

workshops). 

• Partner with cultural ambassadors or municipal cultural representatives to introduce 

the project. 

3. Propose Diverse Collaborations: 

• Artisans: Rotating exhibits showcasing their craft. 

• Galleries: Co-host events or share promotional resources. 

• Tourism Board: Align with promotional campaigns for Montpellier. 

• Educational Institutions: Involve students in workshops or exhibitions. 

3. Outreach Strategy  

• For Galleries and Artisans: Propose booth spaces or exclusive seasonal exhibits. 

• For Restaurants and Cafés: Highlight opportunities for co-branded events (e.g., 

“Dinner and Art” nights). 

• For Tourism Board: Emphasize shared promotional efforts to bring visitors to the 

museum. 

 

Success Metrics 

Quantitative Metrics 

1. Seller Acquisition: 

o 3 proposals delivered by December 12. 



o 1 meaningful discussion secured by December 15. 

2. Cooperative Relationships: 

o 2 meetings scheduled by December 15. 

o 1 partnership proposal finalized by December 15. 

Qualitative Metrics 

• Positive feedback from partners about tailored proposals. 

• Increased visibility of the museum project through cooperative engagement. 

 

 

Attachment 1: La Tour des Pins Script Playbook 

1. Seller Acquisition Script 

Phone Script (Initial Contact) 

Purpose: To introduce the museum project and assess the seller’s interest in exploring 

creative property agreements. 

“Hello [Name], 

This is [Your Name], and I’m leading a cultural initiative in Montpellier to create a vibrant 

museum that celebrates history and connects our community. I came across your property at 

[address], and it seems like a wonderful match for hosting exhibitions, workshops, and 

cultural events. 

We’d love to explore creative options with you, such as a lease-to-own agreement or flexible 

partnership. These options ensure steady payments and an enhanced purpose for your 

property. 

Would you have a moment to discuss this vision further? If so, I’d love to schedule a quick 

call on [specific date/time] to explore how we can collaborate.” 

 

Follow-Up Phone Script (Second Contact) 

Purpose: To build rapport, address concerns, and move the discussion toward a formal 

proposal. 

“Hello [Name], 

It’s [Your Name] following up about your property at [address]. I wanted to thank you for 

considering our initiative and share a few more details about how this partnership could 

work. 

For example, we can offer [specific benefit, e.g., steady payments tailored to your 

preferences] and ensure your property remains a valued part of Montpellier’s evolving 

cultural landscape. 

Do you have any questions or thoughts about the options we’ve discussed so far? If it’s 

convenient, I’d be happy to schedule a more in-depth conversation to go over everything in 

detail.” 

 

Follow-Up Email Script 

Subject: "Exploring Opportunities for [Property Address]" 

Dear [Name], 

It was a pleasure speaking with you about your property at [address]. I’m thrilled about the 

potential for it to become a cultural landmark that benefits both you and the community. 



Here’s a quick recap of the benefits we discussed: 

1. Flexible Agreements: Lease-to-own options tailored to your comfort and 

preferences. 

2. Community Impact: Transform your property into a vibrant cultural hub, fostering 

local engagement. 

3. Steady Payments: A reliable source of income through our customized agreements. 

I’d love to continue this conversation and answer any questions you may have. Could we set 

up a time for a quick follow-up call on [specific date/time]? 

Warm regards, 

[Your Name] 

 

2. Cooperation Relationship Script 

Phone Script (Initial Contact) 

Purpose: To introduce the museum project and present a partnership opportunity to the 

business. 

“Hello [Name], 

My name is [Your Name], and I’m leading a cultural initiative to establish a museum in 

Montpellier. This project is designed to celebrate local history, foster community 

connections, and create new opportunities for collaboration. 

We’re looking for partners like [business name] to co-create unique experiences—whether 

that’s through exhibits, booths to showcase your work, or co-hosting events. This partnership 

could significantly increase visibility for [business name] while aligning with a prestigious 

cultural landmark. 

Would you have some time to discuss how we can collaborate? I’d love to explore 

opportunities that align with your goals.” 

 

Follow-Up Phone Script (Second Contact) 

Purpose: To provide more specific partnership opportunities and engage the business 

further. 

“Hello [Name], 

This is [Your Name] from the museum initiative. I’m following up on our earlier conversation 

about a potential partnership with [business name]. I wanted to share a few tailored ideas 

about how we could work together. 

For example, we could create a [specific collaboration idea, e.g., exclusive exhibit featuring 

your work], which would bring increased visibility to your business and strengthen 

connections with our diverse audience. 

Does this sound like something you’d like to explore further? I’d be happy to set up a 

meeting or call to go over the details.” 

 

Follow-Up Email Script 

Subject: "Partnership Opportunities with Montpellier’s Cultural Museum" 

Dear [Name], 

I’m following up on our recent conversation about collaborating with our cultural museum 

initiative. We’re excited about the possibilities of working together to create meaningful 



experiences for the Montpellier community. 

Here’s how we envision the partnership: 

1. Increased Visibility: Engage with our diverse audience through booth spaces or 

featured exhibits. 

2. Community Connection: Build relationships with locals and visitors through co-

hosted events. 

3. Co-Branding: Align [business name] with a prestigious cultural landmark in 

Montpellier. 

Would you be available to discuss this further on [specific date/time]? I’d love to hear your 

thoughts and share more details about how we can make this partnership a success. 

Best regards, 

[Your Name] 

 

Icebreaker Additions for Phone Communication 

For both scripts, consider using these icebreakers to make the initial contact more engaging 

and personable: 

1. Seller Script Icebreaker: 

o “I was really inspired by the location of your property—it has so much 

potential for cultural engagement in Montpellier. Has it been listed for a 

while?” 

2. Cooperation Script Icebreaker: 

o “I came across [business name] and was really impressed by your work. It 

feels like a natural fit with the cultural vision we’re building in Montpellier. 

What inspires you most about the community here?” 

 

Attachment 2: Comprehensive Seller Profiles 

Objective 

Provide a detailed breakdown of properties identified in the Seller Tracker, enhancing 

outreach and decision-making by including key data points such as location insights, 

property details, and seller motivations. 

 

Seller Profiles 

Property 
Address 

Seller 
Name 

Contact Info 
Property 
Details 

Seller 
Motivation 

Notes 

Rue 
Sainte-
Ursule 12 

Pierre 
Dupont 

Email: 
pierre.dupont@realty.fr 
Phone: +33 6 77 88 99 10 

Type: 
Vacant 
office 
space 
Size: 120 
sqm 
Condition
: Needs 
minor 
renovation
s 

Wants 
stable 
income 
from long-
term lease 

Proposal 
sent; 
awaiting 
feedback 

Place Amélie Email: Type: Prefers Open to 



Property 
Address 

Seller 
Name 

Contact Info 
Property 
Details 

Seller 
Motivation 

Notes 

Ernest 
Granier 4 

Bernard amelie.bernard@domain.com 
Phone: +33 6 22 33 44 11 

Mixed-use 
building 
Size: 180 
sqm 
Condition
: Move-in 
ready 

lease-to-
own 
arrangemen
t 

flexible 
terms; 
exploring 
options 

Avenue 
de la Mer 
17 

Claude 
Richard 

Email: 
claude.richard@domain.com 
Phone: +33 6 81 22 33 44 

Type: 
Vacant 
retail 
space 
Size: 100 
sqm 
Condition
: Recently 
vacated 

Hesitant; 
prefers 
outright 
sale 

Needs 
reassuranc
e of 
financial 
stability 

Rue 
Sainte-
Anne 45 

Charlotte 
Leblanc 

Email: 
charlotte.leblanc@ruesainte.fr 
Phone: +33 6 78 55 44 22 

Type: 
Small 
commercia
l space 
Size: 90 
sqm 
Condition
: Recently 
refurbishe
d 

Prefers 
outright 
sale 

Potential 
for short-
term lease 

Boulevar
d 
Rabelais 
15 

Luc 
Moreau 

Email: 
luc.moreau@realtyservice.fr 
Phone: +33 7 66 55 44 33 

Type: 
Vacant 
office floor 
Size: 200 
sqm 
Condition
: Good 
condition 

Needs 
guaranteed 
payments 

Interested 
in meeting; 
price 
negotiable 

Rue Puits 
de Gas 22 

Marie 
Fontaine 

Email: 
marie@gasproperties.com 
Phone: +33 6 88 99 77 11 

Type: 
Vacant 
retail shop 
Size: 80 
sqm 
Condition
: Needs 
cosmetic 
upgrades 

Urgent sale; 
financial 
constraints 

Proposal 
sent; highly 
motivated 
seller 

Avenue 
Dugrand 
8 

Jacques 
Pelletier 

Email: 
jacques.pelletier@domain.co
m Phone: +33 6 77 88 11 44 

Type: 
Multi-use 
commercia
l Size: 150 
sqm 
Condition
: Recently 

Open to 
trial leases 

Requires 
detailed 
financial 
proposal 



Property 
Address 

Seller 
Name 

Contact Info 
Property 
Details 

Seller 
Motivation 

Notes 

vacated 

Rue des 
Pins 30 

Hélène 
Marchan
d 

Email: 
helene.marchand@domain.co
m Phone: +33 6 45 67 89 12 

Type: 
Mixed-use 
building 
Size: 130 
sqm 
Condition
: Move-in 
ready 

Flexible; 
seeks stable 
tenant 

Suitable for 
events and 
cultural 
exhibits 

Rue des 
Écoles 18 

Michel 
Lefèvre 

Email: 
michel.lefevre@domain.com 
Phone: +33 7 89 33 44 55 

Type: 
Office 
space with 
storage 
Size: 250 
sqm 
Condition
: Needs 
basic 
upgrades 

Developer; 
wants to 
clear 
inventory 

Prefers 
quick 
negotiation
s 

Place 
Comédie 
20 

Isabelle 
Girard 

Email: 
isabelle.girard@domain.com 
Phone: +33 6 88 44 33 22 

Type: 
Retail 
space 
Size: 110 
sqm 
Condition
: Good 
condition 

Open to 
lease 
options 

Awaiting 
flexible 
lease terms 

 

Additional Features 

1. Prioritization Matrix Rank properties based on suitability for the museum’s cultural 

goals, accessibility, and financial feasibility: 

• High Priority: Rue Sainte-Ursule 12, Place Ernest Granier 4, Rue Puits de Gas 22. 

• Medium Priority: Boulevard Rabelais 15, Rue des Pins 30. 

• Low Priority: Rue Sainte-Anne 45, Avenue Dugrand 8. 

2. Visual References Include Google Map links or photos of properties for better 

visualization: 

• Rue Sainte-Ursule 12: View on Google Maps 

• Place Ernest Granier 4: View on Google Maps 

3. Seller Pain Points Identify common obstacles: 

• Financial Stability: Hesitant sellers need reassurance of steady income. 

• Flexibility: Preferences for lease-to-own or trial lease arrangements. 

• Cultural Vision: Highlight the property’s role in the cultural revival of Montpellier. 

4. Next Steps 

• Schedule follow-up calls with Jacques Pelletier (Avenue Dugrand 8) and Luc 

Moreau (Boulevard Rabelais 15) to discuss their concerns. 

• Prepare lease-to-own financial mockups for high-priority sellers. 



• Confirm in-person property visits for Rue Puits de Gas 22 and Place Ernest Granier 

4. 

 

Attachment 3: Partnership Opportunities Overview 

Objective 

Identify and categorize potential partners for the museum, focusing on artisans, galleries, 

educational institutions, and cultural organizations. Highlight their current work, reputation, 

and collaboration opportunities to create mutually beneficial relationships. 

 

Categories and Potential Partners 

1. Artisans and Craftspeople 

Business 
Name 

Contact 
Person 

Contact Info 
Current Work 
and Reputation 

Collaboration 
Opportunities 

Ateliers 
des 
Métiers 
d’Art 

Coordinator 

Email: 
contact@metiersdart.fr 
Phone: +33 4 67 89 22 
11 

Collective of 
artisans 
specializing in 
ceramics, textiles, 
and woodworking. 

Rotating exhibits, 
live 
demonstrations, 
workshops. 

L’Artisan 
Moderne 

Claude 
Dubois 

Email: 
artisan@moderne.fr 
Phone: +33 6 45 22 33 
44 

Crafts high-
quality, modern 
designs in 
ceramics and 
glasswork. 

Booth 
sponsorships, 
product 
showcases. 

La 
Fabrique 
d’Artistes 

Julie Martin 

Email: 
julie@lafabrique.fr 
Phone: +33 7 88 22 33 
99 

Collaborative 
workshop offering 
unique 
handcrafted 
goods. 

Joint marketing 
campaigns, 
creative 
workshops. 

 

2. Galleries and Exhibition Spaces 

Gallery 
Name 

Contact 
Person 

Contact Info 
Current Work 
and 
Reputation 

Collaboration 
Opportunities 

Galerie 
Nicolas 
Xavier 

Nicolas 
Xavier 

Email: 
contact@galerienicolasxavier.com 
Phone: +33 4 67 92 92 98 

Leading gallery 
for 
contemporary 
art; hosts 
regular 
exhibitions with 
emerging 
artists. 

Co-hosted 
exhibitions, 
curated artist 
features. 

Galerie 
Saint-
Ravy 

Jean-
Luc 
Fabre 

Email: contact@ravy.fr Phone: 
+33 6 66 44 22 33 

Public gallery in 
central 
Montpellier 
showcasing 
diverse local 
talents. 

Seasonal 
exhibits, joint 
cultural events. 

Pavillon 
Populaire 

Curator 
Email: curator@populaire.fr 
Phone: +33 4 67 66 13 46 

Renowned for 
photography 

Exclusive 
photography 



Gallery 
Name 

Contact 
Person 

Contact Info 
Current Work 
and 
Reputation 

Collaboration 
Opportunities 

exhibitions and 
its role as a 
cultural 
landmark. 

events, 
collaborative 
projects. 

 

3. Educational Institutions 

Institution 
Name 

Contact 
Person 

Contact Info 
Current Work 
and Reputation 

Collaboration 
Opportunities 

Université Paul 
Valéry – Art & 
Culture 
Department 

Head of 
Culture 

Email: 
culture@univ-
montp3.fr Phone: 
+33 4 67 14 20 50 

Hosts student art 
exhibits and 
cultural 
workshops; 
known for strong 
academic 
programs. 

Student exhibits, 
workshops, 
academic 
lectures. 

ESMA 
Montpellier 
(École 
Supérieure des 
Métiers 
Artistiques) 

Partnerships 
Manager 

Email: 
contact@esma.fr 
Phone: +33 4 67 13 
60 90 

Trains students in 
fine arts, design, 
and animation. 

Co-hosting 
student 
showcases, 
animation 
exhibits. 

 

4. Cultural Organizations 

Organization 
Name 

Contact 
Person 

Contact Info 
Current Work 
and 
Reputation 

Collaboration 
Opportunities 

Montpellier 
2028 
(Cultural 
Capital 
Initiative) 

Partnerships 
Manager 

Email: 
info@montpellier2028.eu 
Phone: +33 4 67 78 90 21 

Focuses on 
large-scale 
cultural events 
and 
international 
collaboration. 

Large-scale 
exhibitions, 
regional cultural 
promotion. 

Alliance 
Française 
Montpellier 

Director of 
Culture 

Email: 
culture@afmontpellier.fr 
Phone: +33 4 67 92 49 49 

Hosts French 
language and 
culture events; 
strong 
international 
connections. 

Joint cultural 
programs, 
language-
focused exhibits. 

Opéra 
Orchestre 
National 
Montpellier 

Partnerships 
Manager 

Email: 
partnerships@opera-
montpellier.fr Phone: +33 
4 67 60 19 99 

Prestigious 
opera house 
with strong 
community 
engagement. 

Musical 
collaborations, 
community 
cultural events. 

 

Insights and Collaboration Examples 

 Artisans 

• Why Collaborate? 



Artisans contribute unique, locally crafted works that embody the museum’s vision of 

fostering community engagement and cultural enrichment. Their creations, such as 

ceramics, textiles, and woodworking, resonate with the museum’s goal of preserving 

and celebrating local artistry. 

• Example Collaboration: 

Host a “Crafts of Montpellier” exhibit, inviting artisans from Ateliers des Métiers 

d’Art to conduct live demonstrations during the museum’s opening weekend. This 

event could include hands-on workshops for visitors to learn traditional crafting 

techniques. 

• Suggested Outreach Script: 

o Email Template: 

Subject: “Celebrating Artisans at the Museum: Partnership Opportunity” 

Dear [Name], 

I’m reaching out on behalf of [Your Museum Initiative Name], which aims to 

celebrate Montpellier’s rich cultural heritage. We are planning an opening 

event centered on local craftsmanship and would love for [Atelier Name] to 

join us. 

This partnership would showcase your unique work, provide live 

demonstrations for our visitors, and offer opportunities for product sales and 

workshops. Could we arrange a time to discuss this further? 

Warm regards, 

[Your Name] 

o Follow-Up Call Script: 

"Hello [Name], this is [Your Name] from [Your Museum Initiative]. I wanted 

to follow up on my email regarding the 'Crafts of Montpellier' exhibit. I believe 

your expertise could really enrich this event, and I’d love to discuss how we 

can collaborate. Are you available this week for a quick call or meeting?" 

• Analysis of Success Factors: 

o Engagement: Visitors actively participate in workshops and connect with 

artisans. 

o Revenue Generation: Opportunities for artisans to sell their work during 

the event. 

o Visibility: Enhances the museum’s appeal as a community-focused cultural 

hub. 

 

 Galleries 

• Why Collaborate? 

Galleries bring ready access to curated works and a network of artists who can 

enrich museum exhibitions. They provide artistic expertise and visibility, ensuring 

high-quality, professional showcases that align with the museum’s standards. 

• Example Collaboration: 

Partner with Galerie Nicolas Xavier to create a co-branded exhibition, “Emerging 

Artists of Montpellier: A Cultural Revival”. This event can include an opening gala, 

curated exhibitions, and artist talks. 



• Suggested Outreach Script: 

o Initial Call Script: 

"Hello [Name], this is [Your Name] from [Your Museum Initiative]. I’ve long 

admired the work your gallery does to support emerging artists in 

Montpellier. We’re launching a cultural museum to highlight local art and 

history, and I’d love to discuss a partnership to co-host an exhibition. Could 

we schedule a meeting this week?" 

o Email Template: 

Subject: “Collaborating on Montpellier’s Cultural Revival” 

Dear [Name], 

I’m reaching out to propose a collaboration between [Your Museum 

Initiative] and [Gallery Name]. Our vision is to create a cultural landmark in 

Montpellier that celebrates local talent and connects the community through 

art. 

I’d love to discuss how we can co-host an exhibition, combining our 

resources to showcase emerging artists. This partnership could include co-

branded marketing efforts, exclusive artist talks, and shared revenue from 

featured works. Would you be available for a call or meeting this week? 

Best regards, 

[Your Name] 

• Analysis of Success Factors: 

o Professionalism: High-quality exhibitions build credibility for both the 

gallery and the museum. 

o Networking: Expands the museum’s reach through the gallery’s network of 

collectors and artists. 

o Revenue Sharing: Mutual financial benefits from ticket sales and art 

purchases. 

 

 Educational Institutions 

• Why Collaborate? 

Educational institutions bring youthful energy and innovative ideas to the museum. 

Partnerships with schools such as ESMA Montpellier can create opportunities for 

student showcases, academic workshops, and collaborative projects. 

• Example Collaboration: 

Partner with ESMA Montpellier to host a “Student Animation Showcase”, featuring 

the work of animation and design students. Include screenings, live Q&A sessions, 

and networking opportunities with industry professionals. 

• Suggested Outreach Script: 

o Email Template: 

Subject: “Student Showcase Collaboration Opportunity” 

Dear [Name], 

I’m writing on behalf of [Your Museum Initiative] to propose a partnership 

with [Institution Name]. Our upcoming museum launch includes a focus on 

innovation and community engagement, and we’d love to feature the talent 



of your students in a “Student Animation Showcase”. 

This event would provide your students with public exposure and 

networking opportunities, while celebrating the next generation of creative 

professionals. Could we schedule a meeting to discuss this idea further? 

Best regards, 

[Your Name] 

o Call Script: 

"Hi [Name], I’m [Your Name] from [Your Museum Initiative]. We’re planning 

an event that highlights student creativity, and I believe your students would 

be a perfect fit. Can we discuss how we can make this happen together?" 

• Analysis of Success Factors: 

o Talent Development: Offers students professional exposure. 

o Community Engagement: Attracts younger audiences and families. 

o Innovation: Highlights cutting-edge animation and design. 

 

 Cultural Organizations 

• Why Collaborate? 

Cultural organizations like Montpellier 2028 bring significant resources, visibility, 

and networks to support large-scale initiatives. Their involvement can elevate the 

museum’s status and attract international attention. 

• Example Collaboration: 

Collaborate with Montpellier 2028 to host an “International Cultural Festival”, 

featuring rotating exhibits, live performances, and cultural exchange programs. 

• Suggested Outreach Script: 

o Email Template: 

Subject: “A Partnership for Montpellier’s Cultural Future” 

Dear [Name], 

As part of our efforts to establish a cultural museum in Montpellier, we’re 

seeking partnerships that align with the city’s vision for 2028. We believe 

working with [Organization Name] to host an “International Cultural Festival” 

would be an incredible opportunity to celebrate our shared goals. 

This festival could include international exhibits, performances, and 

workshops, creating a landmark event for the city. Could we schedule a time 

to explore this collaboration? 

Warm regards, 

[Your Name] 

o Follow-Up Script: 

"Hello [Name], this is [Your Name] from [Your Museum Initiative]. I’d love to 

follow up on my email about the ‘International Cultural Festival’ and discuss 

how we can partner on this initiative. Do you have time this week for a quick 

call?" 

• Analysis of Success Factors: 

o Resources: Leverages Montpellier 2028’s extensive funding and networks. 

o Impact: Elevates the museum’s international visibility. 



o Legacy: Positions the museum as integral to Montpellier’s cultural 

development. 

 

Proposal SAMPLE: Partnership with Galerie Nicolas Xavier 

Title: 

"Emerging Artists of Montpellier: A Cultural Revival" 

Prepared For: 

Galerie Nicolas Xavier 

Contact: Nicolas Xavier 

Email: contact@galerienicolasxavier.com 

Phone: +33 4 67 92 92 98 

 

 

Introduction 

Dear Nicolas Xavier, 

We are thrilled to connect with you and the team at Galerie Nicolas Xavier. Your gallery’s 

reputation for championing contemporary art and nurturing emerging talent aligns 

beautifully with the vision of our upcoming cultural museum in Montpellier. 

Our mission is to create a cultural hub where history meets innovation, and where local art 

and creativity take center stage. By collaborating with Galerie Nicolas Xavier, we aim to 

curate an exhibition that highlights Montpellier’s rich artistic landscape while providing a 

platform for emerging artists. 

We believe this partnership can inspire audiences, enrich the local art scene, and position 

Montpellier as a global cultural destination. 

 

Proposed Collaboration 

Project Title: 

"Emerging Artists of Montpellier: A Cultural Revival" 

Overview: 

This exhibition will feature contemporary works by emerging artists, selected in 

collaboration with Galerie Nicolas Xavier. The event will run for 6 weeks, opening during 

the museum’s inaugural launch. The exhibition will blend visual art with community 

engagement through workshops, artist talks, and live demonstrations. 

 

Mutual Benefits 

For Galerie Nicolas Xavier: 

1. Increased Visibility: Gain exposure through the museum’s marketing campaigns 

and visitor traffic. 

2. Expanded Audience: Connect with diverse groups, including art enthusiasts, 

tourists, and local residents. 

3. Co-Branding Opportunities: Showcase your gallery as a cornerstone of 

Montpellier’s cultural revival. 

For the Museum: 

1. Access to Expertise: Benefit from your curatorial insight and established network 



of artists. 

2. Artistic Prestige: Enhance the museum’s reputation with high-quality 

contemporary art. 

3. Community Connection: Foster local pride by showcasing Montpellier-based 

talent. 

 

Proposed Timeline 

1. December 15–30: 

o Finalize partnership agreement. 

o Begin artist selection process. 

2. January 1–15: 

o Curate exhibition layout and marketing materials. 

o Announce collaboration through joint press releases. 

3. February 1: 

o Launch “Emerging Artists of Montpellier”. 

4. February 1–March 15: 

o Host workshops, artist talks, and live demonstrations. 

 

Logistics 

1. Exhibition Space: 

o The museum will dedicate a 150 sqm space for the exhibition, designed 

collaboratively with your curatorial team. 

2. Marketing & Promotion: 

o Joint marketing efforts through social media, local press, and art 

publications. 

o Featured articles in regional and national media outlets. 

3. Revenue Sharing: 

o Agree on revenue splits for artwork sales during the exhibition. 

 

Next Steps 

1. Meeting Proposal: 

We would love to schedule a meeting (virtual or in-person) to discuss this proposal 

further. Could we connect on [specific date and time]? 

2. Draft Agreement: 

Upon your approval, we’ll draft a formal agreement outlining all terms and 

responsibilities. 

 

Closing Statement 

This collaboration represents a unique opportunity to highlight the incredible work 

happening at Galerie Nicolas Xavier while creating a vibrant cultural moment for Montpellier. 

Together, we can not only celebrate art but also foster deeper connections between the city, 

its residents, and its creative community. 

We look forward to your thoughts and hope to embark on this exciting journey with you. 

Warm regards, 



[Your Full Name] 

Director, Montpellier Cultural Museum Initiative 

Email: [Your Email] 

Phone: [Your Phone Number] 

 

 

Attachment 4: X1.002 Strategic Outreach Playbook 

Objective 

Provide a comprehensive guide for all outreach scenarios, including seller acquisition and 

partnership development, with detailed scripts, role-playing guides, and diverse 

communication strategies. 

 

1. Seller Acquisition Scripts 

Initial Contact Script 

• Purpose: To introduce the museum project and gauge the seller's interest in 

exploring creative property agreements. 

• Script: 

"Hello [Seller Name], 

My name is [Your Name], and I’m leading a cultural initiative in Montpellier to create 

a vibrant museum that celebrates history and fosters community connections. 

I came across your property at [address], and it seems like a perfect match for 

hosting exhibitions, workshops, and cultural events. 

We’d love to explore creative options with you, such as a lease-to-own agreement or 

flexible partnership. These options ensure steady payments and bring your property 

into the cultural spotlight. 

Would you be open to discussing this vision further? If so, I’d love to schedule a 

quick call or meeting at your convenience." 

 

Re-Engagement Script (Unresponsive Sellers) 

• Purpose: To re-establish contact and emphasize the museum’s cultural value. 

• Script: 

"Hello [Seller Name], 

I’m following up on my previous message about your property at [address]. We are 

truly excited about the potential of working together to bring a cultural landmark to 

Montpellier. 

I’d love to share more details about how this partnership could provide steady 

payments and enhance your property’s significance in the community. 

If this sounds interesting, could we set up a brief call or meeting to explore 

possibilities further? I’d be happy to work around your schedule." 

 

Objection Handling Script 

• Seller Concern: Financial Stability 

"I understand that financial stability is crucial. Our agreements include guaranteed 

payments secured through a legal framework, ensuring peace of mind for property 



owners like you." 

• Seller Concern: Preference for Outright Sale 

"While an outright sale is certainly an option, we also offer creative agreements like 

lease-to-own, which can provide immediate income while keeping your options 

flexible for the future." 

 

2. Partnership Development Scripts 

Initial Contact Script 

• Purpose: To introduce the museum project and propose a partnership. 

• Script: 

"Hello [Name], 

My name is [Your Name], and I’m leading a cultural initiative to establish a museum 

in Montpellier. This project is designed to celebrate local history, foster community 

connections, and create opportunities for collaboration. 

We’re looking for partners like [business name] to co-create unique experiences—

whether that’s through exhibits, booths to showcase your work, or co-hosting events. 

This partnership could significantly increase visibility for [business name] while 

aligning with a prestigious cultural landmark. 

Could we discuss how we can work together?" 

 

Re-Engagement Script (Busy Partner) 

• Purpose: To re-engage partners who expressed interest but are unavailable. 

• Script: 

"Hello [Name], 

I hope this message finds you well. I wanted to follow up on our recent conversation 

about collaborating on [specific initiative]. 

We’re eager to explore how we can bring [specific benefits] to [business name] while 

enhancing our museum’s impact in Montpellier. 

Do you have time this week for a brief discussion? We’re flexible and happy to 

accommodate your schedule." 

 

3. Role-Playing Guides 

Scenario: Hesitant Seller 

• Role-Player A (Museum Representative): Emphasizes financial stability and 

cultural impact. 

• Role-Player B (Seller): Raises concerns about timelines and financial guarantees. 

• Practice: Responding to objections with empathy and tailored solutions. 

Scenario: Busy Business Owner 

• Role-Player A (Museum Representative): Highlights the limited opportunity for 

collaboration. 

• Role-Player B (Business Owner): Expresses interest but has time constraints. 

• Practice: Balancing persistence with respect for the partner’s schedule. 

 

4. Strategic Notes for Effective Outreach 



1. Create Urgency: Highlight the limited-time nature of the museum’s launch to 

encourage quick decisions. 

2. Use Visuals: Share mockups or photos to illustrate the museum’s vision and 

potential partnerships. 

3. Follow Up Consistently: Schedule follow-ups within 3–5 days after initial contact 

to maintain momentum. 

4. Adapt Scripts: Personalize scripts to reflect the unique needs and interests of each 

contact. 

 

Attachment 5: Detailed Neighborhood Guide for Target Locations 

Objective 

Map and analyze the neighborhoods of Beaux-Arts, Port Marianne, and Comédie 

Square, providing actionable insights for outreach, cultural collaborations, and property 

acquisition. 

 

Key Data Summary 

Neighborhood Peak Times Demographics Ideal Use 

Beaux-Arts Weekends Art students, tourists Workshops, artisan markets 

Port Marianne Weekdays (Lunch) Professionals, families 
Pop-up events, co-working 
spaces 

Comédie 
Square 

Daily (10 AM–8 
PM) 

Tourists, evening 
crowds 

Flagship exhibitions, tourist 
events 

 

1. Beaux-Arts Neighborhood 

Key Streets 

1. Rue du Puits de Gas 

o Notable Properties: 

▪ 12 Rue du Puits de Gas: Vacant office space, approximately 100 sqm. 

Link: 

https://www.google.com/maps/place/12+Rue+du+Puits+de+Gas,

+34000+Montpellier,+France 

▪ 18 Rue du Puits de Gas: Artisan workshop specializing in ceramics. 

Link: 

https://www.google.com/maps/place/18+Rue+du+Puits+de+Gas,

+34000+Montpellier,+France 

o Landmarks Nearby: 

▪ École des Beaux-Arts (Art School): Regular foot traffic from students 

and creatives. 

Link: https://www.google.com/maps/place/École+des+Beaux-

Arts,+Montpellier,+France 

▪ Jardin des Plantes: A draw for visitors exploring nearby attractions. 

Link: 

https://www.google.com/maps/place/Jardin+des+Plantes,+Montp

ellier,+France 



2. Place Émile Combes 

o Notable Properties: 

▪ 5 Place Émile Combes: Mixed-use property with a vacant first floor. 

Link: 

https://www.google.com/maps/place/5+Place+Émile+Combes,+3

4000+Montpellier,+France 

▪ 9 Place Émile Combes: Gallery space available for short-term 

rentals. 

Link: 

https://www.google.com/maps/place/9+Place+Émile+Combes,+3

4000+Montpellier,+France 

Foot Traffic Metrics 

• Peak Times: Saturdays and Sundays. 

• Estimates: Approx. 500-700 daily visitors during artisan market days (based on 

public reports). 

• Demographics: Art students, young professionals, tourists. 

Accessibility Notes 

• Barriers: Limited parking; most streets are pedestrian-friendly but narrow. 

• Solutions: Partner with local parking garages or promote public transit. 

 

2. Port Marianne Neighborhood 

Key Streets 

1. Place Ernest Granier 

o Notable Properties: 

▪ 10 Place Ernest Granier: Vacant office building, ideal for creative 

spaces. 

Link: 

https://www.google.com/maps/place/10+Place+Ernest+Granier,+

34000+Montpellier,+France 

▪ 15 Place Ernest Granier: Retail space with flexible lease options. 

Link: 

https://www.google.com/maps/place/15+Place+Ernest+Granier,+

34000+Montpellier,+France 

Foot Traffic Metrics 

• Peak Times: Weekdays during lunch hours. 

• Estimates: Approx. 300-500 professionals daily. 

• Demographics: Young professionals, families, retail shoppers. 

Accessibility Notes 

• Barriers: Some areas lack pedestrian crosswalks. 

• Solutions: Use tram connections or bike-sharing services to improve access. 

 

3. Comédie Square 

Key Streets 

1. Rue de Maguelone 



o Notable Properties: 

▪ 6 Rue de Maguelone: Boutique space with a mezzanine, ideal for 

pop-up exhibits. 

Link: 

https://www.google.com/maps/place/6+Rue+de+Maguelone,+34

000+Montpellier,+France 

▪ 10 Rue de Maguelone: Former café space, convertible for cultural 

use. 

Link: 

https://www.google.com/maps/place/10+Rue+de+Maguelone,+3

4000+Montpellier,+France 

Foot Traffic Metrics 

• Peak Times: Daily, 10 AM–8 PM. 

• Estimates: Approx. 1,000–1,500 visitors daily. 

• Demographics: Tourists, evening crowds, families. 

Accessibility Notes 

• Barriers: Very crowded during peak hours. 

• Solutions: Schedule events during off-peak times or use nearby open spaces. 

 

Call-to-Action for Implementation 

1. Prioritize Outreach: Focus on high-foot-traffic areas like Rue de Maguelone and 

Place Émile Combes. 

2. Schedule Site Visits: Visit key properties in Beaux-Arts and Port Marianne within 

two weeks. 

3. Build Relationships: Begin outreach to artisans and galleries in Beaux-Arts for 

collaborative opportunities. 

 

Resources for Further Research 

• Public Transport: Montpellier Tram Schedule. 

• Chamber of Commerce: https://www.montpellier-commerce.fr. 

• Neighborhood Associations: https://www.associationsmontpellier.fr. 

 

https://www.montpellier-tram.fr/
https://www.montpellier-commerce.fr/
https://www.associationsmontpellier.fr/

