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everyone, though. In “Adventures in
Arting: Blogging,” artist Julie Fei-Fan
Balzer offers suggestions for how to get
and keep an audience as well as other
blogging tips.

t

he business of how to sell art
and promote yourself as an
artist has gotten both easier and
harder in the past few years. Easier,
because there are so many ways for
you to sell art online and make a
name for yourself through blogs and
social media. Harder—for all the same
reasons. How do you know what path is
right for you?

In this eBook, The Business of Art: 4
Free Articles on Starting and Promoting
Your Art Business, we’ve collected the
wisdom of four artists who have been
successful in the art business realm.
These savvy artists offer blogging tips
and advice on how to use Etsy, how to
price your art, and how to market your
art.
In “The Business of Art: Are You Ready
to Sell?” Kelly Rand takes you through
the process of deciding whether you’re
ready to sell your art. As co-founder
and executive director of Hello Craft, a
non-profit trade association for crafty
entrepreneurs and author of Handmade
to Sell, Kelly’s article can help you
understand the business of art realities.

You may have heard that Etsy.com is
the best place to sell art online. But you
need to know how to use Etsy and how
to market your art to make the most
of this online store. In “How to Make
Etsy Work for You,” Lindsey Murray
McClelland elicits tips for success from
Timothy Adam, author of How to Make
Money Using Etsy.
Finally, one way to get exposure in the
public, expand your art network, and
even sell art is by participating in an
open studios event. Cloth Paper Scissors
Editor and experienced open studios
host Jenn Mason offers her advice
on how to go about it with tips on
everything from how to price your art
to how much food to order.
If you have an art business or are
thinking of starting one, or even if
you just want to get better known as
an artist, The Business of Art: 4 Free
Articles on Starting and Promoting Your
Art Business offers a wealth of useful
information.
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If you want to promote your art,
whether you sell or not, you might
try blogging. Art blogging isn’t for
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are you ready to
sell?
w
hen you pick up a paintbrush, put pen to paper, or take needle to

fabric, does your heart sing? Indeed, “making” can be a powerful

drug. It can be a stress reliever, a creative outlet, or for some of us, that which
quenches an innate need to create. But should you turn your hobby into a
business? And what does it take to make it a successful and thriving one?

Consider what role “making” has in
your life. Imagine how you would feel
if you turned that creative outlet into a
money-making business—something
that you pursue not only for the fun of
it, but also as a way to make ends meet,
put food on the table, pay your rent, and
build savings and a retirement nest egg.
Does this description fit into your dream
of quitting your nine-to-five job? Or, are
you wishing you had more free time to
pursue your art or wanting a change
from your current job?
The reality is that it’s relatively easy to
start a small arts business today: There
are over 800,000 active Etsy sellers, over
27.5 million small businesses in the
United States, and 550,000 more will be
created this year, according to the Small
Business Administration. But starting a
business is very different from building
and sustaining a successful one; the
difference between those that succeed
and those that don’t is vast. People that
start businesses and are successful at
it, work hard at it every day. There are
several things to consider before making
the leap into full-time self employment
as an artist.

First, it is a lot of work. Many people
are surprised that it isn’t an easy way
to make a buck. In an interview for
my book Handmade to Sell, Rhonda
Whyman of Figs and Ginger, a jewelry
and stationery business, based out of
Asheville, NC, said, “. . . It isn’t a
nine-to-five job; it’s more like a
nine-to-midnight type of job.”
Second, know that growing a
successful art business is a slow
process. Success can be years in
the making. It pays to do your
research and find your market and the
demographics of your customers. Is
the marketplace already flooded with
ceramic coffee mugs? Will your one-ofa-kind weavings find a nice niche? Start
slow and build up the quality of your
work as well as your customer base over
time. Tinker with your business model
and product to find what works. Think
more in terms of years than in weeks.
This can be frustrating, but slow and
steady wins the race.
Third, learn to think about your art as
business. “There’s an interesting shift
that happens when you’re running an
Etsy business, where you have to change
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Kelly Rand

your approach from “I make clothing” to
“I’m making a living making a business
that makes clothing.” A lot of people
either can’t or don’t want to make the
shift, because it means seeing things
in a different light,” according to Etsy
founder and former CEO Rob Kalin in an
interview with INC. MAGAZINE in 2011.
This shift can be hard for some: It means
knowing how much your materials cost,
how you price your work for not only
for a livable wage, but also for profit,
and where you can save money in your
production. If you’d rather not think
about these things, perhaps selling your
work isn’t the right path for you.
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Fourth, you have to be dedicated. As
a hobbyist, you are free to make or
not make as much as you want in your
free time. You can start new projects as
fast as you tire of the old ones. But, as a
businessperson who sells your artwork,
you are bound to a schedule of sales,
marketing, general administrative work,
accounting, production, and studio time.
You have to put in the time for production,
making the same item over and over
again. So think hard before pursuing
this business, because you will have to
give over your precious studio time to
production.
Fifth, you need to market yourself. You
can’t just hang up your metaphorical
shingle and think that customers are
going to beat a path to your door. You
need to put in the time to market
yourself and get your name and your
work out into the world. Your marketing
efforts should be, at bare minimum, 30
minutes a day. If you can’t put the time
in, or don’t want to, your business will
fail.
Sixth, know your administrative
tasks. Once you become a full-time
business, you must familiarize
yourself with
the basics of

accounting, marketing, and sales.
You need a website, a business name,
and possibly a business license.
You will need to devote time to the
administrative side of your business.
Your accounting, marketing, taxes,
and paperwork won’t get done unless
you do it, and this will take you away
from your studio.
If you’re up for the challenge, then
seek mentors, read up on business
management, and ask a million
questions of your local regulatory
office and the IRS. Yes, even the IRS
can be helpful. “I was . . . surprised
at how helpful the city and the state
and even the IRS were about setting
up my business—and not scary at all.
I started by calling one agency, which
connected me to others. Each time I was
very upfront about not knowing what
I was doing,” related Becky Striepe, of
Glue and Glitter, an eco-friendly fabric
company, based out of Atlanta, GA, in
Handmade to Sell.

Does it excite you? Or does it scare you?
Ideally, it should do both. It’s a daunting
challenge, but something completely
obtainable if you’re willing to put the
blood, sweat, and tears into it. And don’t
forget to have fun! If you’re not having
fun selling your work, then perhaps this
business isn’t for you. Again, it won’t be
easy, but you need to have some fun and
keep at it or you’ll end up like the other
660,000 small businesses that close each
year.
hellocraft.com

And finally, know your motivation.
Think long and hard about how you will
feel to rely solely on selling
your artwork to
support yourself
and your
family.
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by

Julie Fei-Fan Balzer

w

hen you pick up a paintbrush, put pen to paper, or take needle to
fabric, does your heart sing? Indeed, “making” can be a powerful

drug. It can be a stress reliever, a creative outlet, or for some of us, that which
quenches an innate need to create. But should you turn your hobby into a
business? And what does it take to make it a successful and thriving one?

tinyurl.com/d3ymbws

tinyurl.com/cu4loro

tinyurl.com/6q9xujk
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“If you build it, they will come.”

i

don’t believe that every artist needs a blog. I do believe that every
artist needs a website. What’s the difference?

A website is a mostly static online
representation of you that should be
updated every three or four months. It’s
an online resume and portfolio. On the
other hand, think of a blog as an online
diary, an active log of your artful life.
Take notice of the word active. In my
opinion, and it’s a strong opinion, there
is little to no value in a non-active (i.e.,
updated less than once a week) blog. If
you don’t have the time to blog, don’t
worry about it. I rarely cook or clean and
I don’t feel guilty about either of those
things. I’ve made a choice as to where
I would like to spend my limited time.
Cooking and cleaning are not on my todo list, but blogging is.
Assuming artful blogging is on your todo list, never forget that content is king.
Don’t worry about how many followers
you have, and don’t sweat over the
number of comments. To borrow a quote
from the movie Field of Dreams: “If you
build it, they will come.” Develop great
content and the readers will find you.
I promise. If they don’t come . . . well,
it’s possible that your content isn’t as
compelling as you think it is.
Before you throw rocks at me, understand
that only a small percentage of “content”
is about making lovely things. Blog
content involves much more.
Embrace your niche. Never forget
that content dictates audience. If your
artwork of choice is painted art quilts,
there’s an audience for that. Some
traditional quilters may wander over and
some painters may wend your way too,
but for the most part art quilters are

going to be your audience. If you are also
an art journaler, you may get some paper
craft people coming your way.
You’ll need to recognize that some
readers are not interested in reading
blogs that aren’t solely about art
journaling or solely about art quilting, so
you won’t get the whole art journaling
audience and you’ll lose some art
quilters. Similarly, you may enjoy
posting photos of your garden or your
children or your feet on the beach.
There is an audience for each of those
things. Just be careful not to become so
fractured that you no longer have a core
audience. Think of yourself as an ice
cream flavor. To be tasty, you want to be
super chocolate-y rather than a mash-up
of chocolate, raspberry, and butter pecan.
Draw a line in the sand. This doesn’t
mean that you can’t evolve and change
over time, but figure out what your
blog is about at the present moment.
My blog is about my artful adventures.
I don’t generally share the details of my
personal life. That doesn’t mean that
the two don’t collide, but if I went to
the zoo, that excursion wouldn’t make
it onto my blog. However, if I stitched
up a handbag in response to that visit to
the zoo, I would blog about how the zoo
trip inspired me. If you want your blog
to include your personal life, that’s fine.
Just be clear with yourself about what
kinds of content you’re going to share.
Lifestyle bloggers are very popular, but
the most successful ones are very careful
about exactly what they share on their
blogs. They have drawn the proverbial
line in the sand. This makes it easy for
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you to determine which parts of your life
are blog fodder and which are not.
Be positive and neutral. Yes, it’s your
blog and you can say anything you want.
It is super-duper tempting to tell those
5,000 caring people how lousy your day
has been, or why your political candidate
is the best. But I’m telling you not to
do it. Two reasons: 1.) Most people
don’t like to read about other people’s
problems, at least not over a sustained
period of time; and 2.) nothing drives
readers away from an art blog faster than
political opinions they disagree with.
Take extraordinary pictures. Blogging
is a visual platform, and clean, clear,
bright, uncluttered photos are a must.
Use lots of different angles. You might
have the most brilliant tutorial on
earth, or the most gorgeous project,
but if the photos are bad, it’s difficult
for most people to see past that. In the
blog world, you’re only as good as your
photos. If you don’t take great pictures,
consider taking a class or getting really
good at post-processing in Photoshop®
or Lightroom®. There’s not a single
photo on my blog that doesn’t go
through Photoshop.
The writing matters, too. Grammar,
spelling—these matter in a written
medium like a blog. There’s no need
to use an academic writing style, and
of course, you should write in your
own voice. Part of the reason blogging
takes so much time is that you do need
to re-read your posts, edit them, spell
check, and so on. Every blog post is a
representation of you. Are you sloppy
and unfocused or are you professional
and well spoken? Furthermore, beyond
the technicalities of writing, don’t ever
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“Never forget that
content dictates
audience.”

NEED FRESH
INSPIRATION?

c

look inside

cloth paper
scissors
®

forget that the text on your blog needs
to enhance each of the photos. It’s a
bridge between you and the reader.
Your writing should provide the reader
with context, a new perspective, and/or
insight into what they’re seeing.
Be generous. Let’s pretend I have two
friends named Judy and Louise. Judy
constantly talks about herself, brags
about her accomplishments, and shows
me every magazine she is published in.
Louise talks about herself, too, but she
also shares where she finds inspiration,
how her finished artwork developed,
and tells me about her awesome art
friends. Guess which friend I prefer to
hang out with? Now imagine that those
friends are blogs. Obviously, I’m going to
read Louise’s blog and get turned off by
Judy’s. Share of yourself generously on
your blog. List your accomplishments on
your website.
Give it away. The “it” in this sentence
isn’t something physical (although a lot
of people do give away prizes to try to
get more followers, that’s only a shortterm solution). The “it” is knowledge.
In my opinion, every blog post you
write should have some idea or tip or
bit of knowledge for the reader to take
away. That’s the value of your blog.
That’s the reason they subscribe, leave
comments, buy what you’re selling, etc.
They are reading your blog because they
get something out of the experience.
Perhaps they’re living vicariously
through you. Perhaps they’re acquiring

Av
ne
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an
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where you’ll find:

tinyurl.com/cv92bmn

practical know-how. If your blog is a
whole lot of pretty without any meaty
content, readers will move on.
I wish I could say that making awesome
art is the key to “art” blogging. It’s not.
It’s just the very first step. The content
of your blog is so much more than the
art that you make. Good blog content
is a beautiful series of photographs
surrounded by insightful text and useful
links, all held together by your clean,
clear, and authentic voice.
If I gave you a gift certificate for a free
meal at my restaurant, you’d probably
try it. If the food was good, you’d
probably come back. If it wasn’t (or
maybe the service was bad or the
restroom smelled funny or there was a
long wait), you probably wouldn’t come
back. There are a lot of ways to get
people to your blog. The question is:
How do you get them to return? Good
content is the answer.
balzerdesigns.typepad.com

Mixed-media
discoveries
“A look at” art materials
Collage workshops
Lessons in printmaking,
bookmaking, & binding
Mixed-media wearables
Art Journaling techniques
Surface design
Adding texture to art
Assemblage artwork
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And more…
Available on
newsstands worldwide
and through subscription.
To learn more,
visit us online.
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how to make etsy
work for you

Adapted from
Cloth Paper Scissors® Studios
Fall 2011

y

An interview with artist,
author, and dedicated Etsy
member Timothy Adam

ou’ve probably heard the stories. The collage artist who opened an Etsy store
and a month later had a licensing deal. The hobbyist who went from selling

silkscreened t-shirts online to designing fashion fabrics for a major company and writing
a sewing book. The designer whose cute little idea for a child’s fabric toy got bought by
Anthropologie.

So why hasn’t your Etsy store made
you rich yet, even though you’ve sold a
few items and received good feedback?
Maybe the site overwhelms you. Maybe
you can’t keep up with the tricks of the
trade. Maybe you’re a better artist than
salesperson. In any case, Timothy Adam
would like to help you, through his
experience as a successful Etsy seller and
his new book, How to Make Money Using
Etsy: A Guide to the Online Marketplace

what is

for Crafts and Handmade Products
(John Wiley & Sons, Inc., 2011).

For those who don’t know, Etsy is an
online store that allows people to sell
and buy handmade items, supplies for
making them, and vintage goods. But
how do sellers and buyers connect
on Etsy? This prospect can be a little
daunting: according to the Etsy Weather
Report (a monthly report that Etsy
releases about the site’s numbers), in

handmade top10?

The concept of Handmade top10 is
to help sellers and buyers connect.
Buyers can find products on Etsy in
a faster, more efficient way.
The site is broken down into
categories such as Housewares,
Best under $10, and Clothing.
Within each category, both
buyers and sellers can rate items

from 1–10. Once the rating is
over, the top 10 items will be
listed, making it easier for buyers
to find high quality products in the
categories they are looking for.
The site also helps sellers, whose
listings might have otherwise been
buried on Etsy, showcase their work.
handmadetop10.com

by

Lindsey Murray McClelland

February 2011 alone, more than one
million new items were listed.
In his book, Adam tells readers not
to be worried, that it is possible to be
successful on Etsy. The book has a
straightforward approach, using the
wisdom and experiences from successful
Etsy sellers (including Adam himself) to
give the best information possible.
I had a chance to chat with Adam and
got some great tips on how to both buy
and sell items on Etsy.
LM: Your new book, How to Make Money
Using Etsy, is (as the title implies) about how
to have a successful business on Etsy. Do you
have a store on Etsy? How involved were
you with Etsy before your book came out?

The Business of Art: Starting and Promoting Your Art Business
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TA: I never went to art school, but in

inspiring experience. I got so busy that I

The nice thing of the book is the How-to

2005 my sister-in-law needed help with

quit my day job in late 2008 and started

aspect of it. It is very straightforward and

metal things like railings. I took a welding

working full time with my Etsy store.

just tells you how to start selling on Etsy.

LM: What compelled you to share this

LM: In your work area/studio what is your

knowledge?

favorite handmade storage item?

but kept creating and designing stuff. My

TA: When I started selling on Etsy it

TA: At an estate sale of a metal worker

wife and I were living and going to school

opened up a new world for me and

I found a three-shelf storage unit. It was

in Grand Rapids, Michigan, and I started

it got me online. I was learning about

made by the metal worker and it is one of

getting my art in galleries around there.

blogs and other social media aspects

my favorite things in my studio.

course and fell in love with it. I wound up
being certified. I did the projects for her
that summer, and then went back to school

In 2007 a friend mentioned Etsy, and I
decided to give it a try. I had been trying
to use eBay, but found it wasn’t the right

of selling handmade. I started a blog
(handmadeology.com) and began helping
people find their way around Etsy.

LM: Any final bits of advice?
TA: Etsy is a very helping community and
the site is community based, meaning that

spot, people were not looking to buy metal

LM: How did this lead to you writing a

work there. I started out my Etsy store

book?

(Timothyadamdesigns) selling furniture.

TA: One of my blog followers contacted

at the drop of a hat. There are teams for

her friend from Wiley Publishers. Although

every state and group. The teams are there

I was not planning to write a book, it made

to help.

Then some fellow sellers on Etsy suggested
selling jewelry and smaller items. I was
skeptical about making jewelry, but I
ended up loving it. I also sold one of my
tables to Barney’s New York right after I
had started selling, and it was such an

if you have questions there are teams and
forums that people are willing to answer

sense. With the growth of Etsy and the
handmade movement, a book that helps
people understand Etsy is something that

Thank you Tim!
dwellinginstyle.com

people are excited about.

tim’s best tips

Do your research. Research what you are selling.
Look on Etsy to see what other people are doing
and determine if your product will stand up to the
competition.
Use social media. Etsy is not magic, just listing an
item is not going to sell it. Once you put an item
up, you need to do what you can to get that item
on Google and get it noticed. For example, it is
important to blog about your items or use other
social media avenues like Facebook and Twitter to
get yourself out there.
Don’t be afraid of selling online. Etsy isn’t scary!
It’s a process just like anything else; it is very simple.
When I started working on Etsy I had no clue what
I was doing, but I figured it out. It is simple to list
something, and there is a lot of help on the site itself.

Photography is important. You can have the coolest
items at the best price, but if your pictures are bad,
then nothing will sell. You need to keep working at
it and make your site like an online gallery. Have
five pictures to display the item so buyers can see it
from all angles. This doesn’t mean you need a superexpensive camera; you just need to work with what
you have to get the best pictures possible. I practice
taking pictures all the time, trying to constantly
improve.
Use the right tags and keywords. You want people
to find your site even if they don’t know about you.
It is important for sellers to have used the right tags,
so look for keywords. A good place for sellers (or
buyers) to start looking for keywords to search with
would be the Google keyword tool. In my book I
review search engine optimization (SEO).

The Business of Art: Starting and Promoting Your Art Business
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Fred Free's studio, set up for
the Brookline, Massachusetts,
Open Studios tour. Photo
courtesy Fred Free.

unlocking the secrets of
Adapted from
Cloth Paper Scissors® Studios
Fall 2009

open studios

w

hile working my way up the ranks of Open Studios here in Brookline,
Massachusetts, I've learned a lot about what to do—and what not to

do. As the director of Brookline Artists Open Studios, I spend a lot of my time
helping fellow artists work out the kinks in their own personal Open Studios
journey. Today, I'm going to help you, from the very beginning—to the very end.
We'll chat about everything from “What the heck is an Open Studio” to “Do I

by

Jenn Mason

really have to clean my bathroom?”
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There is entirely too much information
to absorb, so I’m going to put a lot of it
into succinct countdowns, check lists,
and numbered lists. All you need to
do is a little online research for your
specific area of the world, and I’ll help
you with the rest!

what is an
open studio?
So, let’s get started with the basics—
what is an Open Studio? Very simply,
an Open Studio is a set time when an
artist shows her work to the public,
most often from her own studio (but
not always). Here in Boston, space is at
a premium, so artists sometimes work
from home or rent studio space in less

expensive locations, like on the top
floor of a fourth floor “walk-up.” Where
that’s the case, our artists chose to
either share a studio space with another
artist for the Open Studios, show at a
group venue (typically a public location
like a library, police department, or
senior center), or they may chose to
show in their home.
There are Open Studios associations all
over the globe; just take a moment to
google the name of your town and the
words “open studios” and see what pops
up! Some Open Studios groups have
restrictions on who can join—you may
have to be a resident, submit a résumé
or enter a juried process. These groups
are also usually run by volunteers, so
plan on having to put in some of your

own hours as well. I recommend you
think about what you’re especially good
at and volunteer for that type of activity.
That way the hours will pass pleasantly.
The benefits of Open Studios are many,
but in my experience, they are a time
for me to be with people, talk about my
art, absorb their feedback, and gather
inspiration to continue in my evergrowing journey as an artist. Creating
in a vacuum of your own thoughts is
not a great place to stay for any length
of time. But when you stir in some
outside influences and the joy of seeing
someone truly love your work, you’ll be
hankering for the next work day in the
studio.
So, let’s get started. Come on, I’ll show
you the way.

Photo by Sara Harding
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top 10 tips for hosting
an open studio event
1. Write up and post an Artist Statement. This helps to legitimize you as an artist
and lets interested people learn more about you.

2. Serve yummy bite-sized snacks, but nothing gooey if visitors might be touching
your art. If your event is at a building where people can visit several studios in
one place, position some treats inside but near the door to encourage them to
come in.

3. Have some works-in-progress out to show visitors. It’s much easier to talk to
them and less intimidating if you can talk about “how you make art.” Plus, this
is why many visitors come to Open Studios: to see the artist in action.

4. Put away any valuables. But don’t clean up your studio so much that it looks
antiseptically sterile. The visitors want to see the splattered paint and the worksin-progress.

5. Have someone (spouse, friend, relative) stay with you during the event so that
you have help when you need it and also for safety.

how to join an
open studios
event
1. Google your town and the words Open

6. Don’t forget to get change for those sales!

Studio and look for a local group.

7. Have a guest book and position it prominently; this is a great way to start
building a mailing or email list.

2. Check out the application process and note
the dates of the deadlines and event.

8. Have good lighting on your art so it looks its best.

3. Fill out the application and send in any

9. Cordon off any areas of your studio or home that are off limits to visitors.
10. Clean the bathroom, it will be used. Make sure to have plenty of clean towels,
toilet paper, etc.

participation fee, jury fee, or volunteer
deposit needed.

4. Find out what your volunteer job will be as
early as possible and get to work.

the great
labeling debate
An important part of preparing for Open
Studios is deciding how you will label your
art. Galleries usually include the title, artist,
medium, date, and possibly a description
on the labels and will have a gallery book
with the price list available. Obviously, if
you are the only artist showing you don’t
need to list the artist, and if you only work
in one medium, you can probably leave that
off, too. You can print labels using word
processing software and business cards or
even just write them with legible handwriting.
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tips for displaying
your art
If you are able, one of the best ways to hang art is using a
picture rail or hanging system. I have one wall dedicated to art.
Systematic Art (systematicart.com) is a good online site to
check out. This way you can always have an ongoing show in
your home or studio.

1. If you want to hang art without making a hole in the wall,
try using the picture hanging hooks from 3M. They have a
removable adhesive that will come off the wall at the end of
the show without removing any paint.

2. Think like an artist: be creative! If you don’t have a lot of
wall space, lean pieces up against the wall, stack them on
chairs, use (or borrow) easels.

3. Consider renting grid wall panels (around $5 each plus
delivery) for more wall space.

10 great ways
to increase traffic

to price or not
to price?
Even in my own Open Studios group, a great
debate over whether or not to label art with the
price continues to rage.

1. Email the Open Studios announcement to your friends and family and ask
them to pass the word. Include a link to an online map or directions site so

pro-price camp

they can find you easily, and include information on parking and mass transit.

Those who like to have the price clearly printed

2. Email your list of contacts from previous Open Studio events (see tip #10), too.
3. Consider putting an ad for your studio in the Open Studios brochure, if
available.

on the label next to the art work claim that it
makes it easier for the visitors to decide if they
might want to purchase the piece without the
discomfort of requesting a price sheet. They also

4. Consider sharing your space with another artist. More people will stop at a
location with multiple artists to see.

5. Mark your studio with balloons to attract attention and lend a festive, friendly
air.

think it gives full disclosure and erases any doubt
about the value of a piece.

anti-price camp
Those who prefer to leave the price off usually

6. Place posters and signs at the end of the street.

do so because if feels more like a gallery. Even

7. Print postcards and swap them with other nearby Open Studio locations so
you can cross-promote each other.

8. Ask proprietors at local art supply stores, art schools, etc., if you can leave
postcards or put up a poster there.

though the visitors are shopping directly from
the artist, the gallery atmosphere is conducive to
higher prices. The anti-price camp argues that if
you provide price lists and point them out when
visitors come in, you can overcome the intimida-

9. Use social networking. Spread the word through Twitter, Facebook, MySpace,
YouTube, Flickr, your blog, your website, etc.

tion of having to ask.
Where do I stand? I am firmly in the anti-price

10. Put out a guest book. This will build your email/mailing list with truly interested camp. But, I re-evaluate my decision every year
just to make sure I haven’t changed my mind.

visitors.
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last minute
open
studio
checklist

what does a successful
open studio event look
like to you?
Even among my Open Studio friends, the definition of a successful event varies. Some
artists judge success by the number of purchases, so they sell lots of small items like

Artist Statement posted

cards and prints. They aren’t necessarily concerned about the final dollar sales, but the

Bathroom cleaned and stocked

number of purchases as an indicator of success. Some artists just want to talk about their

	Cold drinks and cups
Bite-sized food and napkins/plates
	Change

art. They work alone in a studio and this event is a way to share their work with the
public. Other artists want traffic—the more sets of eyes on their work the better, regardless of sales. Some artists don’t worry about selling the small things, they look for just a
few dedicated art connoisseurs to make a purchase. Selling one piece for $500 is the

R
 eceipt book (available at an office

equivalent of another artist having to sell 100 cards at $5. What do you want? Here are

supply store)

some suggestions for reaching your goal of a successful Open Studio:

P
ackaging for art purchases (bubble

are you looking to make a lot of sales?

wrap, brown paper, bags, etc.)

A friend or family member to help
	Work(s) in progress to share with
visitors
Guest book and pens
B
 usiness cards, postcards, or other
promotional materials

Balloons and/or signs hung up
	Soft music playing
In case of rain, an extra rug and/or a
place to set umbrellas

Focus on promoting the event and include some lower-priced items like cards, prints, or
smaller works of original art.

are you hoping for good feedback and sales
would be “gravy”?
Make sure you hang any art that you really love. Ask visitors what they think, talk to
them about the process, and listen to their responses. Make sure you’re displaying new
art so the feedback you receive is relevant to what you’re doing now.

are you looking for a lot of traffic?
Leverage your social media. Blog, Tweet, Facebook, and email information about the
dates of the Open Studio to your followers. No one will come if you don’t let anyone
know.
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open
studios
event
countdown
6-7 months before: Fill out application.
1-6 months before: Make art! Time will

pass quickly and you want to have lots of
new art to show. Consider making items to
sell at a variety of price points. The person
who buys a brooch today might buy a
painting six months from now.
4 months before: Look into sales tax

laws in your town and state and file the
necessary paperwork.
1-2 months before: Print any

promotional postcards (I love to use

nextdayflyers.com) or business
cards that you will need.
1 month before: Start planning the

layout of your studio space for the event
and gather your supplies (See Tips for
displaying your art).
2 weeks before: Mail postcards and

email your list of people to invite them to

how to visit an open studio
One of the best ways to find out how to host an Open Studio event—and meet new
artists—is to go to one. Here is how to make the most of your experience.

1. Get a brochure, pamphlet, map or other printed material from the Open Studios
you want to visit.

2. Check their website to see if they have a preview party. Attend the preview and
note the artists you’re interested in on the map.

3. Check their website to see if they have links to the artists’ individual websites. Visit
the websites and note the artists you like on the map.

your Open Studio.

4. If you think you might buy something, bring a checkbook or cash.

1 week before: Exchange promotional

5. If a large piece of art isn’t in your budget, consider buying a smaller piece, a

supplies with your neighboring Open

postcard, or a print, but be sure to sign the guest book so that the artist can keep

Studios artists so you can send visitors to

you apprised of her gallery shows and Open Studios.

each other. Pick up a receipt pad and any
kind of packaging or bags to send home
your art sales safely.
The week of the event: Purchase drinks

and food, plates, cups, and napkins. Ask
more experienced participants in similar
locations how many visitors to expect.
Hang art if you are showing in your own
studio.
The day before: Get change, hang art

(if in a group site), clean, rest!
jmason@interweave.com

6. Wear comfortable shoes and plan for the weather. Rainy days are great for Open
Studios, as the crowds are low and the artists will have more time to chat.

7. Do not hesitate to ask questions! Most artists who join an Open Studio event love to
talk about their work.

8. If you do buy, buy what you love—don’t worry about investment. If you buy what
makes your heart sing, it will always be a valuable possession.

9. Let the artist know if you like their work, even if you are unable to purchase
anything.

10. While the experience is still fresh in your mind, jot down notes of what you liked
and didn’t like about each artist’s set-up so you can apply what you learned to your
own Open Studio event.
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