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Fall 2017 

Professor Barry Floyd 

Cayucos Art Gallery 

 Cayucos Art Gallery (CAG) is an art gallery located on Oceanaire Blvd. in a small town 

on the Central Coast of California. Cayucos Art Gallery is owned by Leonard Martini, its general 

manager, and Enrico Luisa an entrepreneur who loves all forms of creative art work such as 

painting, sculptures and other artifacts. Mr. Luisa owns 70% of the company and operates it as a 

subsidiary of his art gallery located in San Jose, CA. 

  

 Leonard Martini manages Cayucos Art Gallery autonomously at both the operational and 

tactical levels of the business. Leonard is very entrepreneurial and plans to use his sizeable 

bonuses to buy out Mr. Luisa’s interest. Leonard is very marketing oriented and believes that 

keeping track of customers (potential customers as well as purchasers) and keeping in contact 

with them are key elements in selling classic works of art.  

 
CAYUCOS ART DEALER’S PRODUCTS AND BUSINESS POSITION 

 

 Cayucos Art Gallery (CAG) sells original paintings, sculptures, fine ceramics, prints, and 

photographs (Note: The Cayucos Art Gallery has decided to focus on Sculptures, Paintings and 

Photograpy for the purposes of this project, see details below). The company is only 4 years old, 

so it does not yet have a well-established customer base. Buyers of these types of artwork tend to 

be very particular and will search internationally for the artwork of their choice. For example, 

one of Cayucos Art Gallery’ customers flew from Chicago in his private airplane just to view a 

Johannes sculpture that had recently been consigned to CAG.  In addition to the very high end 

works of art that CAG specializes in, they also are a major venue for lesser, but highly regarded 

western (especially Californian) artists. The local art community provides a vibrant and engaging 

location for Cayucos Art Gallery and with their reputation for excellence, their sales are 

experiencing significant growth.  

 
HISTORY OF COMPUTING  

 

 Computing services for Cayucos Art Gallery and the parent art dealership are currently 

provided over a LAN using primarily packaged software purchased and maintained by a small 

time developer who services 20 to 25 related art establishments with his proprietary systems. 

Inventory, purchasing, sales, and payroll are the major applications that have been implemented. 

The use of turnkey, packaged software and hardware systems is common in the art dealership 

business. The computer system is located on-site in San Jose and is managed by the developer. 

Data and reports are available to the Cayucos office via a VPN (virtual private network) 

connection. Leonard is interested in redeveloping the systems in-house and is looking for 

prototypes of some key features. He is also very interested in assuring the integrity of the data 

that is stored in his system and wishes any prototype to show strong data integrity. The system in 

San Jose seems to have many errors and access to the data is not well controlled. 
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 Both Cayucos Art Gallery and the parent art dealership have wanted to expand 

computing services, but the recent economic decline diminished sales of artwork at the parent 

store and so from Mr. Luisa’s perspective, an upgrade is unlikely. Sales at Cayucos Art Gallery 

are, however, growing rapidly due to growth in the Cayucos and Central Coast communities. 

Many entrepreneurs have moved to Cayucos and the nearby town of San Luis Obispo from 

Silicon Valley and from the LA movie industry, adding to the already reasonably large number 

of art patrons. Leonard is pushing for authority to unilaterally develop new information services 

for the company. Ideally Leonard would like to develop an online portal so that customers can 

track their purchase history and new clients can see the new artwork that he has acquired for sale 

or that he can acquire via consignment based sales, but he sees that farther off. Currently he 

wishes a smaller scale system that provides some key functions such as sales invoicing, service 

invoicing, artwork purchasing/acquisitions, artwork inventory management, and customer 

relations.  

 
BASIC OPERATIONS 

 

 Leonard Martini is a participative manager. He frequently leaves his office, which 

overlooks the art showroom, to greet customers, especially repeat customers. Leonard must 

approve each deal of specialized, higher end art (those selling for $5000.00 or more), and he 

occasionally sells a work of art himself.  

 Cayucos Art Gallery has a traditional art dealership organizational structure (see 

Appendix B: Organization Structure chart). Leonard has two assistant managers reporting to him. 

Ms. Rambleson, Assistant Manager – Framing and Services, controls all the framing operations 

of the business and has not been closely supervised, operating the framing and other services 

almost as business with the business.  Mary, Assistant Manager - Sales has the duties of 

supervising the Sales Associates and approving sales in Leonard Martini’s absence. Leonard 

would like for these sales associates to be more involved in marketing and attracting new 

business. Sales Associates work on a salary plus commission basis. George is the organization’s 

CPA who is a contracted employee and is primarily responsible for accounts receivable and other 

aspects of cash flow. He also manages the AR/ AP clerk who deals with all the day-to-day 

processing of paperwork processing.  George also produces all financial and tax related 

documents and reports.  

 Currently Mr. Martini does all the artwork purchasing. He is deeply involved in meeting 

artists, attending art shows in major metropolitan areas, and in working with local artists. All 

aspects of the framing, cleansing, and repair services are handled by Ms. Rambleson. 
 

ARTWORK SALES 

 

 Basically there are two working documents now used for an artwork sale. The first is the 

Sales Invoice (See Appendix A) where the specifics of price, salesperson, add-on options, and 

other information are shown. This document is first handwritten by a salesperson while she or he 

is talking to a prospective customer; it is frequently changed as preferences change and as 

“deals” are made. After the customer and salesperson shake hands on the sale, the invoice is 

typed and signed by both the buyer and the salesperson. For any sale which is larger than $5,000 

or if the discount is greater than 5%, the sale must be approved as noted earlier.  
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 The second working document is the Artwork Inventory Record (see Figure 2). This 

document is used to describe artwork in stock at Cayucos Art Gallery and is prepared only after 

receipt of a piece of art (either from an artist or from another art gallery). This document is then 

updated to indicate that the artwork has been sold (or is in the process of being sold). 

 
ACQUISITION OF ARTWORK 

 

 There are two ways in which Leonard acquires artwork: Purchase and Consignment. For 

purchases, Leonard acquires artwork at auctions, from individual artists, and from other art 

galleries. For consignments, Leonard accepts consignments from individual artists and from 

other art galleries.  

Approximately twice a month Leonard travels to artwork auctions held in cities such as 

Los Angeles, San Francisco, and New York.  At these auctions, Leonard views artwork for sale 

and bids on ones that he believes he can sell at CAG. The purchased artwork is shipped to 

Cayucos, evaluated by his staff, and a selling price established with both a suggested price and a 

minimum selling price. An assessment is also made as to how long to hold on to the piece of 

artwork in case it does not sell as timely as thought. Some pieces of art may receive additional 

attention. Prints and some paintings may be framed to increase their likelihood of sale. Certain 

sculptures may be outfitted with a base that highlights the display of the art object.  

For each piece of art that he purchases at auction, a ‘Sales Agreement’ is created stating 

the details of the transaction (See Appendix A: Business Documents). Leonard treats this Sales 

Agreement as an invoice. These Sales Agreements are sent immediately to his finance 

department who make a bank transfer to the auction house. In a similar fashion, Leonard creates 

a “Sales Agreement” when he makes purchases from artists or from other art dealers. Creating 

these documents is always a bit of a pain when working with artists who seem to be less 

concerned about good business practices. While the term he uses is “Sales Agreement”, they are, 

from his perspective Purchase Agreements but in working with his sources, he has found that 

calling them Sales Agreements works out better for his sources.   

 The second way in which Leonard acquires artwork is through consignment. These 

acquisitions come from a network of artists that Leonard has come to know over the years or 

through references made to him by another art dealer. For consignments, artists CAG and the 

artist enter into an agreement where a work of art is display exclusively for some period time at 

the Cayucos Art Gallery. No money is exchanged until the work of art is sold. The artist is 

responsible for all costs in sending the artwork to the gallery and for any subsequent retrieval 

costs. CAG retains the right for a share of the selling price during the time the work of art is on 

display and for 6 months after the work has been released.  The most common approach is for  a 

work of art to be displayed is that the artist contacts CAG and offers the work of art for display, 

though sometimes Leonard will see an artist’s works and make an offer for display either for a 

particular show or for general display. If discussion is successful, for each piece of art, a 

“Consignment Agreement” is created (see attachment). This agreement specifies the terms of 

agreement including a clear description of the artwork, its proposed selling price, minimum 

selling prices, percentage of sale that goes to CAG, allowed percent commission to the Sales 

Associate, and other terms such as start date and end date of the agreement.  Once signed by both 

parties, the artwork is sent to CAG for display. In addition to artists, CAG is also a member of an 

association of art galleries and through this association works with other galleries to display 

work in his gallery on a consignment basis. The agreement between CAG and another art dealer 

is essentially the same. 
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FRAMING AND SERVICES  

 

 To bring in additional revenue, Leonard offers a framing and services side business. The 

CAG gallery is located in downtown Cayucos and is housed in a corner lot. The front of the 

building is dedicated to the display of artwork while the back 30% of floor space handles the 

framing and services activity. Leonard is uncertain about his information processing needs for 

this business, but wishes to certainly track any customers that come in to that part of the business 

for potential future sales.  

 
CUSTOMER TRACKING AND MARKETING 

 

 Leonard Martini’s is very interested in keeping track of existing and potential customers 

and the artwork that they have purchased, artwork that they specifically are seeking out, and any 

other artwork related interests. Leonard believes significant sales are lost because of the 

following: 

 

1. Potential customers’ preferences for artwork are not remembered by the sales 

personnel. 

2. Prior customers are not identified and not dealt with as “old friends” which is an 

essential attribute of the art work world. 

 

He believes that the growth over the past two years has led to the two aforementioned 

difficulties. He has also found that the turnover in his sales personnel has led to difficulties. 

Customer relationship management is a keen interest of Leonard; he believes it has been his key 

factor in being successful and he is hoping for a technology based solution that tracks customer 

information. As an example, Leonard would like to track specific customer art interests. For 

example, if a customer is interested in a signed Dali print, Leonard would like to capture this 

information when he attends art auctions so that he might purchase the art work for the customer. 

 
 

ADDITIONAL COMMENTS: 

1. Sales staff works on salary plus commission based on profit. 

2. Framing Service staff work on salary. 

3. Leonard is interested in formalizing all artwork acquisitions and consignments.  
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Cayucos Art Gallery  

 

Additional Notes: 

The Cayucos Art Gallery has decided to focus on Sculptures, Paintings and Photograpy.  Some 

of the details are shown below. 

Also Leonard has realized his business documents might be incomplete and so might need to be 

modified for your system to include the right attributes. Please confer with Leonard to resolve 

any issues you may find. 

The attributes of the artwork includes 

 

Sculpture: Artist, Short Description, art type (free standing, relief), date created, size (height, 

width, length), weight, material, city / region of origin, country of origin, title, description, 

category (sculpture). 

Painting: Artist, Short Description, media (oil, pastel, watercolor, …) , style (modernism, 

impressionism, … ) , date created, size (height, width, length), city of origin, country of origin, 

title, description, category (painting). 

Photographs: Artist, Short Description, art type (B&W, color), signed (yes / no), unique (yes / 

no), numbered (number), date created, size (height, width, length), city of origin, country of 

origin, title, description, category (photograph). 

 

Services (all services priced by square or cubic inch): 

Framing (photographs $0.35; paintings $0.45) 

Cleaning: $3.00  

Restoration: $5.00 

Other? … 

 

Note that we offer free cleaning for sculptures 2 years after the sale. Please create a report that 

can be run at the start of the month to show which customers we should contact for service that 

month. 

 

Tracking: 

Do not put service items into the Art Work table if we have not sold them. If we have sold them, 

then link the service agreement to the art work. 

 

Development issue: If you make an attribute UNIQUE in a table, then when you connect using 

ODBC, ACCESS will try to use that UNIQUE attribute as the PK, so do not make any attributes 

UNIQUE. 
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TO DO 

 

In this project, you are asked to design and develop the information systems for Cayucos Art 

Galleries. You are asked to lead the project and deal with any uncertainties as they arise. Use the 

text book by Hoffer to assist you in planning and executing this engagement. The owner of 

Cayucos Art Galleries, Leonard, is also available to assist you. 

 

The outcome of this engagement must include the following: 

1. Systems specification / documentation including: 

a. ERA diagram 

b. Statement of understanding of the requirements (i.e., anything that is not clearly 

specified in the ERA diagram including any assumptions you make).  

c. Create a naming scheme for your entities, attributes, etc. (state what this scheme 

is) 

d. State all integrity constraints including referential, required (not null), unique, 

check, and primary key. Note that these must then be implemented in your design. 

 

2. A working prototype of the system with the backend (database) developed in Oracle and 

the frontend developed in MS Access. Use ODBC to connect the two. 

 

3. Populate the database with sufficient data to show that it works and that all the queries 

work correctly (that is, the data must be robust enough to test the correctness any 

WHERE and JOIN clause statements. 

 

4. Meet the schedule of deliverables and a final presentation of the end project. 

 

Tasks which your system must be able to perform include: 

DATA  

1. Storing information about artwork, customers, preferences, employees (sales, service), 

sale agreements, consignments, frames, and other services. 

2. Maintain quality control via data integrity (e.g., the sales price of a vehicle cannot be a 

negative value).  

 

DATA ENTRY 

Your system should provide a set of data entry forms for the data specified above along with an 

easy to use means to display the reports / documents / queries listed in the next section. 
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What you must turn in: 

 

1. ER diagram. (Hardcopy) 

2. SQL script that creates your tables and views. This should be executable.  (Hardcopy and 

the script file) 

3. Access database 

4. Print screen of the Main Menu of your database. (Hardcopy) 

5. A write up that discusses any assumptions that were made, your naming scheme, a 

statement regarding any part of the system that does not work (e.g., any query that does 

not successfully return the correct result). Include any information about ‘extra’ work that 

was done and is worthy of extra credit including additional table, queries, views, and 

front end design efforts. (Hardcopy).  

6. A hardcopy (not needed to be uploaded to Polylearn) of one sample Sales Invoice, one 

Purchase Agreement, one Consignment Agreement, and one Service Invoice. 

7. In demonstrating your system to Leonard be certain to have included in your system 

sufficient data that will test the correctness of your system (e.g., there should be 

customers with preferences and customers without preferences, consignments that have 

been sold and ones that have not, customers who have purchased artwork and had 

services done as well as customers who have purchased artwork and have not had any 

artwork done. 

 

Required Queries / Reports 

 

Listed below is the final set of reports / queries that your system should produce. 

 

1. Produce the following business documents (these should be VIEWs in your system, 
linked into ACCESS and then a parameter query used to select one document to 
print via an ACCESS report. Contact me if you have any questions about this). 

a. Purchase Agreement (report for one Purchase Agreement, user enters 
Purchase Agreement Number and the Purchase Agreement is displayed) 

i. Note: there should be a specific “Purchase Agreement Report layout” 
for each of the following 3 types of artwork: Photograph, Painting, and 
Sculpture. This means creating a view for each of these three types. 

b. Consignment Agreement (report for one Consignment Agreement; user 
enters Consignment Agreement number and the agreement is displayed.) 

i. Note: there should be a specific “Consignment Agreement Report 
layout” for each of the following 3 types of artwork: Photograph, 
Painting, and Sculpture. This means creating a view for each of these 
three types. 

c. Sales Invoice (report for one Sales Invoice, user enters Sales Invoice number 
and the Sales Invoice is displayed). 
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i. Note: there should be a specific “Sales Invoice Report layout” for each 
of the following 3 types of artwork: Photograph, Painting, and 
Sculpture. This means creating a view for each of these three types. 

d. Service Invoice (report for one Service Invoice, user enters Service Invoice 
number and the Service Invoice is displayed). You should be able to do this 
with only one report layout. 

 
2. Queries (These queries need to be written in ORACLE SQL as views and then linked 

to ACCESS and then the table opened via a BUTTON on the MAIN MENU. 
 

 

EXAMPLE:  
 
Suppose one of the queries is:  
 
List the last name and first name of employees who live in San Luis Obispo.  
 
To handle this you would write in ORACLE (this would be part of your script): 
 
CREATE OR REPLACE VIEW samplequestion 
AS 
(SELECT lastname, firstname 
 FROM employee 
 WHERE city = ‘San Luis Obispo’); 
 
You would then link this view to your ACCESS database and create a button which would 
open this ‘table’. 
 

 

Here are the queries you are asked to write for the project. 

 

a. List of all artwork for sale 
i. The easiest way of handling this is to have an attribute with the 

artwork that gives its status (e.g., ForSale, Sold, Returned) where 
Returned means that it was returned to the Vendor from whom it was 
received on Consignment … you can do other ways if you wish. 

b. List of customers (customer last name, first name, phone, email) who are 
interested in a specific ‘type’ of artwork (user enters type of artwork, this is a 
parameter query.  

c. List of artwork on consignment (artwork ID, artwork title, artwork 
description, date consigned, date consignment ends, name of company/artist 
who consigned the artwork to us). 
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i. You can do this by joining the Artwork to the Consignment table or 
you can put in  a status attribute indicating if the artwork is on 
Consignment or not. 

d. List of artwork (artwork ID, artwork title, artwork description, date 
consigned, date consignment ends, name of company/artist who consigned 
the artwork to us) which has been released from consignment (not sold) but 
is still within the 6 month period of potential earnings. 

e. List of all artwork that has been sold this month (user enters month) along 
with the profit earned by each sales and the commission paid to the sales 
person. For this query, only report on artwork that has been sold that is not 
on Consignment. (Print this using landscape layout). 
 

Date 
of 
sale 

Invoice 
Number 

Artwork 
Type 

Artwork 
Title 

Customer 
Last Name 

Sales 
Person 
Last 
Name 

Price 
Cayucos 
Paid ($) 

Selling 
Price 
($) 

Profit 
($) 

Sales 
Person 
Commission 
($) 

 

f. A list of all revenues for all services performed where the revenues are 
grouped by service. 

g. List the last name and first name of best “Sales Person”.  
i. Highest amount of total commissions (i.e., the sum of all the 

commissions they have earned. Assume all sales people earn the same 
commission rate). 

ii. Largest number of artwork sold 
h. List of customer first name, last name and phone number who have 

purchased artwork from us. 
i. A list of all customers (first name, last name, preference description) who 

have a preference but have not purchased any artwork from us. 
j. A list of all customers who have purchased artwork from us and have also 

had an artwork (any artwork) serviced with us. 
 

 

To help you understand what your system needs to do, please look at this example Main Menu. 

You can see the 9 input forms, the 4 business documents, and the 11 queries that are required. 

Note that the Business Docs are the ones which should make use of a parameter query asking for 

the ID of the business document and then produce the Report that displays the business doc. 

 

The data entry forms and reports that you are asked to complete for the Cayucos Art Gallery 

Project will be discussed in class.  Please submit your final project by Friday, November 17 at 

5pm by uploading a zip of the following documents to Polylearn. In addition, please provide a 

hardcopy of some of these as noted below. You are also asked to schedule a 20 to 30 minute 

meeting to present your project to Leonard. An online schedule will be posted to allow you to 

choose this day/time. 
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APPENDIX A: Business Documents 
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APPENDIX B: Organization Chart 

 

 

 

 

 

 

 

 

 

 

Owner 

Leonard Martini 

Sales Manager 

Mary Long 

Service Manager 

Ms. Rambleson 

 

CPA 

George 

(contract) 

( 

 

 

Cashier 

 

Service Worker 

Alan Wrench 

 

Salesperson 

Joe Monet 

 

Service Worker 

Woody Apple 

AR / AP Clerk 

 

Cal Poly Intern 

TBD 

 

 

Salesperson 

Art Van Gogh 

 


