Sale of Artwork
A Cadman Art Gallery Guide

Selling your art for the first time can be scary. Below is information to help you in negotiating the sale of your art.

To sell or not to sell
· The sale of your artwork may:
· Help provide income
· Allow you the freedom to create more art
· Enhance your identity as an artist
· Build a following as an artist
· It is ok to not sell your work
· You are building your portfolio
· The art has special meaning
· You would like to keep the pieces for future exhibits
· You’re not ready to sell
How to price your art
· Pay yourself an hourly rate
· Your time is money and this is work. Pay yourself a reasonable hourly rate. Art is a specialized field and is not easily replicated, consider starting at $15-$20 an hour
· Cost of materials
· How much did you spend on the supplies? From canvas to clay it all has a value and should be incorporated into your sale price.
· Found objects & Photography
· Do you create mixed media work? Are you an art photographer? Consider the time it took you to select the right materials or discover the perfect location. That goes into the time it took to prepare the art you created. Do not lose track of this impact on the sale.
Where to sell your art
· Art Advisor/Promoter
· Gallery
· Online stores (Etsy, amazon, art galleries, etc)
· Boutique 
· Social Networks (Marketplace like Facebook)
· Trade Shows
· Art Fairs
Communicating with a buyer
Congratulations! A buyer is interested in your work. Something has built a connection between that buyer and your work and it is up to you to counter any concerns or doubts they may have.
Common Concerns or Doubts from the Buyer
Objections are reasons why a customer does not want to buy. The following identifies four categories or reasons in which a customer may object to or question buying your work.
· Budget: The customer may believe that you price is out of their range or overpriced “for a student” work.
· Example: “This is much more expensive than I thought it would be”

· Needs: The customer may be unsure the work will meet their needs.
· Example: “I’m not sure this piece will look good in my living room.”

· Value: The customer may be undecided on how much they like the work itself.
· Example: “I think I like how it looks, but I am unsure what it means.”

· Authority: The customer may not feel confident to make a decision on their own.
· Example: “I love it but I’m not sure my partner will. I need to consult with her.”
Plan to address the concerns
Practice handling objectives by making a list of ones that come up, or ones that you have already encountered. The will likely fall into the four main concerns that are mentioned above.

Answer questions and provide assurance
An effective way to handle customer concerns or objectives is to use ARC, Acknowledge, Respond and Check for Agreement
1. Acknowledge by repeating that you understand the customer’s concern.
Example:
Customer: “Your work is lovely, but it’s much too expensive for me.”
Seller: “I understand your concern. You want to be able to afford work that you enjoy.”

2. Follow up with a Response by providing information that mitigates eases and addresses their concern. Use this as an opportunity to speak about the time and effort involved in your creative process, the quality and value of your materials, the rarity of your work, or your critical recognition.
Example
Seller: “One of the reasons why I price my work this way is that I had-dye these fabrics with pressed vegetables. This process takes many hours and makes my work more personal and process oriented.”
Caution
It can be easy to become defensive in this stage. Read your response aloud and if it becomes defensive, emotional or pushy, make edits and do it again. Here is an example of a buyer concern and a response that sounds defensive.
A What Not to Do Example:
Customer: “I think this kind of art is not right for me. I don’t think I understand it.”
Seller: “Actually, a lot of people love my work, so I’m surprised to hear that you don’t.”
Alternate response from seller “I completely understand where you are coming from. Would it help if I explained more about the work and the process I went through the create it?”
3. Check for Agreement Now that you’ve acknowledged the customer’s concern or objection and responded, the last step is checking for agreement. This step is your key to understanding if you have properly addressed or resolved the customer’s objection, or if they still have more objections.
Example
Seller: If you still feel the work is too expensive, I would be happy to show you other pieces.  I hope this addresses your concerns and that you are still interested in purchasing the work. Please let me know if you have any other questions.

A Summary of the Example
Email from Customer
Hello __________
I recently attended your show and am interested in purchasing your piece titled ________________. I am a bit concerned about the price as it may be out of my budget.
Reply from Sponsor
Hi _____________
Thank you for visiting my exhibit and showing interest in my work. I’m happy to hear that you are interested in ______________ and understand your concerns with the price. Allow me to tell you more about the process that goes into creating my art:
I source my materials and/or subject matter from
It takes up to ___ of hours to create the work
I’ve been working on this theme or concept for many months and continue to grow my subject matter
I hope this provides more information on my work and helps you to better make a decision that is best for you. If you still feel the work is too expensive, I would be happy to show you other pieces. I hope this addresses your concerns and that you are still interested in purchasing one of my pieces. Please let me know what other questions you may have and I look forward to hearing back from you soon.

Tips for Closing the Sale
Learn more techniques for communicating with buyers and how to close your sale at artpreneur: art business journal. Selling Art In Person

Artist’s Bill of Sale
What is an Artist’s Bill of Sale? This is one of your most important documents. Basically an invoice, an Artist Bill of Sale acts as a record of transaction between you and the buyer and should include information about the artwork, the parties involved, and services provided. Country, state, and local requirements for invoices do vary, so be certain to check with your local government to make sure you’re providing the required information. More information available at Agora Gallery
Information to Include
1. Date of sale and invoice number. Invoice numbers can be used as a unique reference ID and will prove very helpful should you need to quickly find the documentation later.
2. Artist’s contact information. Include your full name and, at least, an address. It might also be helpful to provide your telephone number or an email, to make contacting you in the future convenient and fast.
3. Buyer’s contact information. List the same contact information for your buyers as you have for yourself, making sure that the buyer’s address is their Shipping address since this is where the taxes come into play. Don’t forget to add the buyer to your mailing list, if they’re not already on it.
4. Artwork sold. This is the field where the price of the artwork should be listed. Each artwork should be recorded separately and never grouped as one transaction. You should also include the description of your artwork, such as the title, dimensions, and medium.
5. Subtotal. That’s the total cost of the work before taxes. Subtotal is the field where you can make notes regarding any other fees in addition to the price of the artwork itself.  For example, if someone has asked to purchase the artwork without the included frame or with a different frame, you might include any discounts or additional costs.
6. Taxes. Since tax rates vary between regions and types of transaction, be sure to look up rates that apply to artwork sales in your area.
7. Other charges. Do buyers want your artwork delivered? Are they purchasing a frame or an encasing from you as well? Will you be commissioned to visit their residence or place of business to hang or advise on the placement of the artwork? One-off charges like that do come up and should be listed separately.
8. Total. The sums from the Subtotal, Taxes, and Other Charges categories will go into this field.
9. Other things to include in your Artist Bill of Sale. Definitely include a line about the Copyright and Reproduction rights. Doing so will inform your collector that you have the ownership of both and that you know how to protect it. Signature lines are also useful. Having both parties sign the Bill of Sale indicates the understanding between the two of you and acts not only as another lever of protection for the artist, but also as a “closure” of the deal for the collector.
Certificate of Authenticity
The Certificate is an official document that proves your work is genuine and authentic. It is a helpful tool in proving a work’s provenance, quality, and ensures the buyer that it is produced by you and no one else. Ideally, it should accompany every work of art you’ve constructed, regardless of whether it is sold or not. In the event of a sale, a certificate of authenticity is typically one of the first documents provided to the buyer.
How to Write a Certificate of Authenticity
Now that you know the what and the why of a certificate of authenticity, it’s time to write one! Listed below is a step-by-step guide with all the information you must include in a COA.
1. Artist name. This should be located within the headline of the document.
2. Title of the work.
3. Year of completion.
4. Dimensions.
5. Medium.
6. Edition number, if applicable.
7. Special instructions. Make sure, if necessary, to include any special instructions regarding the condition of your work, installation instructions, etc.
8. Artwork Image. Ideally, your COA should include a high-resolution image of your work within the document. This ensures ease in archiving the document for both you and the buyer.
9. Statement of Authenticity. This should consist of a short, one to two sentence statement declaring the authenticity of your work, as well as a statement that your work is copyrighted by you, and you alone.
[bookmark: _GoBack]More information on creating your certificate of Authenticity can be found online at Agora Gallery
