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Thank you for joining me on the course. I know it is going to help you immeasurably with 
selling your handiwork.

I’m Nolan Clark and I have been earning a full time living from my hobby for the past 15 
years.

My hobby is drawing and painting, yours could be quilting, cake decorating, sewing, origami 
or even building matchstick houses.

You may just want to make some extra cash on the side line, or maybe like me, earn your full 
time income from your hobby.

With a little bit of ingenuity and lots of determination and hard work, you too can live the 
dream of doing what you love, knowing that there is some cold hard cash waiting for you at 
the end.

In this course I am going to show you how you can do it.

This course is however not just a sit back and read course. In order for this course to be of any 
use, beyond entertainment value, you will have to get stuck in and actually work along with 
the course.

Each module has exercises and tasks that you will need to complete. These have not been 
added into the course because I thought they would be fun to do. These exercises and tasks 
have been added in because they are vital if you are going to make a success out of selling 
your art.

What this course will do is give you the keys to success. It is up to you to use these keys to 
unlock the doors to your success. The way to do that is by taking action.

Read through one module at a time. Then complete the tasks at the end of the module before 
moving on to the next. Go back and re-read the module as many times as you need to ensure 
you understand what needs to be done.

If you work through the course systematically and methodically, taking action along the way. 
You WILL succeed in reaching your goal of earning an income from your hobby.

I wish you the best of luck with the course, and don’t forget to relax and enjoy yourself along 
the way.

Nolan
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Before we start:

Although this course is aimed at any type of hobby that creates a product, not all avenues of 
selling are available to all hobbyists. As a result there may be sections in this course that may 
not directly apply to you.

An example of this may be the Selling through Galleries module. If you knit baby booties and 
gloves then clearly the Selling through Galleries section will not apply to you. I do however 
suggest that you still go through that module.

You may not be able to apply the systems and techniques exactly as shown, but they will give 
you ideas on other ways to sell. For example, the same techniques could be used to get your 
baby products into stores selling baby products as the process will be similar.

By the same token, also read each module with an open mind and an eye to adapting what is 
being taught in that module. There is always more than one way to do the same thing. I may 
show you one way, but that way may not work for you. You may need to tweak or adapt the 
techniques to your unique situation and product.

What works well in one town may not work at all in another.

As a result I will concentrate on the “timeless” techniques while still showing you how to use 
some new and exciting ways to sell your handiwork.

PS – I will more often than not be referring to the handiwork you make as art or artworks. 
This is not because I favour paintings and drawings, it’s just that I consider anything you 
make by hand to be a work of art.
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Module 1(a)

Are You Ready?



5

There are 3 methods that you can use to turn your hobby into cash:

1) by selling what you make
2) by teaching what you have learned
3) by selling supplies to other hobbyists

In this book we will concentrate on the most popular way to earn cash with your hobby.

By selling what you make.

Before we dive into the nitty gritty though, let’s take a look at the advantages and 
disadvantages of selling your handiwork.

Advantages:

This method will allow you to get the highest possible price for your work, possibly even 
make you stinking rich. 

You don’t always have to do the actual selling yourself which leaves you with more time in the 
studio doing what you love most – creating.

If done correctly you can become famous. When that happens your creations will sell them-
selves and your prices will sky rocket.

Selling your artworks will allow you to leave a legacy when you die. If you know what to do, 
your family can still profit long after you are not there any more.

Disadvantages :

On the downside though the barriers to entry can be quite high. Competition in the art and 
craft industry is very stiff because no matter what you make, you are competing not only 
against other artists making similar items, you are also competing against the other art and 
craft items.

I like to call the products we as artists make, “sparkly bits”. The more you can get your 
products to sparkle, (stand out from the crowd), the better they will sell.

The next disadvantage of selling your handiwork is that you will constantly need to be 

Ways To Turn Your Hobby Into Cash
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creating. You are not selling pots or t-shirts that can be mass produced. If you get sick and 
can’t work for a month, then you will have lost out on a month’s worth of money.

When you are selling your handiwork you need strong accounting systems, especially if you 
have others selling your artworks for you.

What Makes Selling Artworks Different?
Selling art and craft is completely different to selling other products.

The reason is that most other products are bought out of need, for example you would buy a 
pot because you need to make food tonight. You will buy a shirt because your existing ones 
are too small, etc.

Arts and crafts on the other hand are want purchases. You generally buy them because they 
are pretty, cool or will impress your friends.

A painting may fit perfectly in your lounge or a handmade necklace will look great with that 
new outfit you have just bought.

If you did not buy that painting or necklace you would still be able to eat and live.

As a result selling artworks requires you to do different things and that you have a different 
mindset when compared to selling “need” products.

The first thing you need to know is if you have what it takes to become a successful selling 
artist.
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Are You a Seller?
In order to be a successful seller you and your artworks need to tick a few boxes. 

Answer yes or no to these questions :

Question Yes No

Do you like to talk about your hobby ?
Can you talk to strangers ?
Are you self motivated ?
Do you get bored easily?

Do You Have What It Takes Test

Question Yes No

When people look at your work do they say “Wow”?
Do your artworks have something unique about them?
Are you able to make an unlimited variety of your artworks?
Are there people selling similar items?
Can your artworks be created in a reasonable time frame?
Can they be sold for a reasonable price?

Let’s look into why your answers need to be a yes.

Do Your Artworks Have What It Takes Test
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You – Do you like to talk about your hobby?

 In order to sell your product you need to be passionate about it. If it is just a passing  
 phase then you are not going to put in the effort required to earn money from it. If   
 your favourite subject however is talking about your hobby, then you can tick the yes  
 box because you are going to be doing a lot of talking about it. To customers, suppliers,  
 galleries and fellow enthusiasts to name a few.

You – Can you talk to strangers?

 If you answered a firm no to this question, all is not lost. There are ways to sell your   
 handiwork without talking to strangers. It will however dramatically hamper your   
 success. A large part of becoming successful as a selling artist lies in your ability to 
 promote yourself and your artworks

 This invariably involves sticking your head up above the parapet to do so.

You – Are you self motivated?
 

The minute you start earning from your hobby, it turns into a job. Yes, you will now   
love your job, but it will be a job none the less. The difference between this job and a 
regular 9 – 5 job is motivation. Chances are you will be working from home. You know, 
that place with the comfortable sofa in the lounge and the kitchen with dishes that need 
to be washed.

It doesn’t matter whether you want to sell full or part time. You will need the self 
motivation to strictly set aside the time required to create, sell, do the admin work, etc.

There will be no boss looking over your shoulder. You will need the self control to ig-
nore all the other distractions and get the job done.

You - Do you get bored easily ?

In order to earn a decent amount of money selling your handiwork you will need to 
produce larger volumes of artworks than you are making now. If you don’t have any 
product to sell, you aren’t going to make any money. In order to produce in quantity 
will mean you are going to be doing a lot of repetitive work. If you get bored easily, 
then it is best to keep your selling to a small scale. For example just selling to friends 
and colleagues.
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Your artworks – Do they have the Wow factor?

To earn a decent income from your artworks will require that they are up to standard 
or beyond. If you are just starting out and learning the ropes of your hobby then 
chances are your artworks are only at a standard to sell to friends and family. The 
minute you put them out for sale to the general public you are competing for attention 
with all the other artists out there. This means that the customer now has a choice, and 
believe me, they use it wisely if your artworks are not at the required standard.

Artworks are not consumable products like cheese or rice, where you would shop for 
the best price. Artworks sell based on how they look. The customer looks to see if you 
have something they like first and foremost. After that they will look at the price to see 
if they can afford it. If your artworks don’t have the sparkly bits, or sex appeal we chat-
ted about earlier potential customers won’t even bat an eyelid at them.

The first way to test to see if your artworks have the sparkly bits required is with the 
Wow test.

If most people that look at your artworks say “Wow” or another similar reaction then 
you know your artworks have the potential to sell.

It is critical that you are perfectly honest with this answer. If it is only your friends and 
family that like your stuff, and nobody else, you are not going to sell many artworks.

The second test is to go gallery hopping. Not to buy, but spy. What you are trying to 
determine is where your artworks lie on the quality spectrum.

If all, or the majority, of the artworks in the galleries are better than yours, then you are 
not at a level where you will be able to earn a decent income from them.

If the artworks are roughly half better and half worse, then your artworks have the 
required quality level.

If the majority of artworks are worse than yours, as far as technical skill level is con-
cerned, then you need to get a move on. You have been losing out on a lot on money.
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Your artworks – Do they have something unique?

If all your artworks are generic, then you may sell, but they will never command a 
decent price.

Let me give you an example from the painting world. Years ago there was an artist by 
the name of Bob Ross who through his TV show made his style of painting famous. As 
a result there are now millions of artists today who paint using his style and techniques. 
Some days it feels like every second painting you see is a “Bob Ross”.

As the market is flooded with all these similar paintings, they seldom fetch a decent 
price. These paintings practically sell for a dime a dozen.

If your artworks fall into this dime a dozen category then you are not going to make 
much money. Competition is simply too tough and the choice to the customer is too 
varied for your artworks to stand out from the crowd.

If you find yourself in this situation then you will need to twist, change, tweak or 
re-invent your artworks, before you attempt to sell your artworks on a large scale.

You need a unique look, angle or twist to your artworks. Something that can only be 
bought from you.

Your artworks – Can you create an unlimited variety?

It is critical that you are able to make an unlimited variety of similar, yet unique art-
works. Especially if you are selling paintings. If you are selling other handicrafts like for 
example rings, then you can still sell many of the same rings.

With artworks like paintings however, the customer expects their artwork to be unique. 
You however cannot create totally unique artworks in volume. The way you make your 
paintings unique is to add a unique twist or variety to each artwork, but still follow a 
theme.

To give an example. If you see that your lighthouse paintings are selling well then 
you need to be able to make hundreds of lighthouse paintings. You may move the 
lighthouse to a different place in the painting, or paint it from a different angle, or at a 
different time of day, or a different time of year, etc. to make each painting unique.

With other crafts like rings for example, you need to be able to change your range an 
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unlimited amount of times too. The reason in this case however is different. Items like 
these can go out of fashion so may only have a short lifespan. Popular products are also 
copied which in turn reduces your sales. If and when this happens you need to be able 
to change your range so that the competition is constantly trying to play catch up with 
you.

Your artworks – Are other artists selling something similar?

This question may seem like a contradiction after answering the previous two questions 
so let me explain. You need to know that there is a market for your products. It is 
pointless making an unlimited variety of products, all with the wow factor, when 
nobody is willing to buy them.

I have a good example of this. I met a person once that had developed a unique ball 
which was to be used in the fitness / weight loss niche. It looked like a soccer ball with 
dimples on it. You placed the ball on your stomach, then pressed yourself up against a 
wall so that the ball was between you and the wall. There were then a set of exercises 
you would follow in this position to tone your muscles.

The ball was certainly unique. The inventor even had world wide patent rights on it. 
It came beautifully packaged and was produced to the highest standards. There were 
certainly enough people wanting to improve their fitness or lose weight.

The problem was however that nobody wanted to stare at a wall for an hour while 
exercising.

If the product owner had taken the time to do some market research beforehand, he 
would have known this. Saving himself a fortune in time and expenses.

You need to ensure your products are not dead in the water before you start.

You do this by conducting market research to see if there is a demand for your 
artworks.

There are two ways to do this :

1) if you make products that are similar to others, for example rings, then you do 
market penetration and saturation research.

2) if your product is truly unique, like our friend with the tummy roller, then you do 
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market viability research.

In an ideal world your products will have some form of competition as that tells you 
there is already a demand for what you are selling.

If there is nobody, or virtually nobody selling products similar to yours, then you will 
need to do your homework extra well because :

a) It may mean that nobody has come up with a product like yours yet, people will love 
it, pay good money for it and make you a fortune

b) It may however mean that others have tried to sell something similar, but there was 
no market for it so they failed. 

In both a) and b) above you are in for a rough ride however because you need to create 
a demand for your products. This usually takes time and costs a lot of money.

If you have handiworks that fall into these two categories (a and b above), it is better to 
first start off with something that has already demonstrated itself as having a demand. 
Once you have established yourself then you can release these other products.

By then you will have a customer base that already know you and love your products. 
They will then be receptive to your unique product. If it’s great, you will get an instant 
boost to your sales and have lots of mouths spreading the word for you.

If the product is a flop, then it will not cost you a fortune to find that out.
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Your artworks – Can they be created in a reasonable time frame?

When you are creating for profit you need to be able to make your artworks within 
reasonable time frame. What that time frame is will depend on the price you can 
charge for each artwork and, more importantly, what profit you make from each sale.

If it takes you the whole day to knit a scarf that you will sell for $15 and make a profit 
of  $10 then you will not be able to make any money with your scarves because the 
most money you will be able to make is $310 in a month. (31 days x $10).

Not worth working 7 days a week for I am sure you will agree. Then the $310 figure 
presumes you will sell every single scarf you make. I don’t know how you are going to 
do that as you will have no time left to market your scarves.

On the other hand if it takes you the week to make a sculpture that will sell for 
$30 000, you can afford to do that. You will be able to spend one week creating and if 
required the next three weeks marketing the sculpture. At the end of the month you 
will still have $30 000 less materials costs, which you can use to pay the bills.

What time frame is reasonable for creating your artworks will depend on :

1) What profit you make on each sale

2) What your personal budget is, i.e. what amount you need to earn each month to live 
comfortably on.

Into this calculation you will need to also factor in things like :

1) What expenses you have on each sale. If you are selling out of hand these may be 
minimal, but if your artworks are being sold via craft markets or shops, these expenses 
can quickly eat into your profit.

2) You also need to factor in a percentage for unsold products. Lets face it. If you are 
able to sell every single item you create, as you complete it, you will have one of the 
best businesses in the world. The reality is, it’s unlikely that you will sell everything you 
create immediately. You will have spent time creating artworks, but received no money 
for them. You will however have expenses on those artworks as you had to purchase 
the raw materials, pay for electricity, etc., in order to create them.

You must be able to create your artworks in such a time frame as to give you the 
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amount of profit you require, regardless of where they will be sold, while at the same 
time leaving you ample time to do other things like admin work, marketing and of 
course time off.

Your artworks – Can they be sold for a reasonable price?

In the previous question we spoke about needing to make enough profit on our 
artworks. Hand in hand with this is : what is the customer willing to pay for your 
artworks.

It is all good and well making a sculpture in a week , leaving 3 weeks to sell it for 
$30,000. If however the market for your sculptures is only willing to pay $100 per 
sculpture, you are dead in the water because you not going to sell any sculptures.

What you will need to do is either :

1) Find the perfect price point that will give you the money you need while still 
remaining in the price bracket that your customers are willing to pay ; or

2) Find something else that will give you that perfect price point.

Ultimately the price you sell your artworks at and the profit you put in your pocket has 
to be a win-win for you and the customer.

These are some tough questions that you need to answer, but you need to answer them if you 
want to be successful as a selling artist.

If you have answered no to some of the questions then all is not lost. In most cases you can 
learn the qualities required or create products that fulfil these criteria. In the next module we 
will discuss this in further detail.
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A Typical Selling Artist’s Week
Now lets take a look at what the typical week of a selling artist looks like. This will give you an 
idea of whether you would enjoy doing these tasks each week.

8:00 – 12:00 12:30 – 18:00 19:00 - late
Monday 1, 2 5 9
Tuesday 1, 2 2 9
Wednesday 1, 3, 4 6, 8 10
Thursday 1, 2 8 9
Friday 1, 7, 2 2 11
Saturday 1, 10 11 11
Sunday 1, 11 11 11

Legend

1 - Check emails and social media, reply to enquiries and leads
2 - Create artworks
3 - Contact potential galleries / outlets
4 - Package and ship artworks
5 - Follow up with existing galleries / outlets
6 - Arrange exhibition e.g. Venue, invitations, props, catering etc.
7 - Admin and book keeping
8 - Purchase supplies or deliver artworks
9 - Marketing – arrange adverts, update social media etc.
10 - Other – talks, open exhibitions, do demonstrations, etc.
11 - Time off

As you can see you will not just be creating the whole day everyday. You will be spending at 
least half your time doing back end work.

Obviously if you have a partner that can help you with the back end work, you will be able to 
spend more time in your studio.

Now let’s take a look at the different avenues you will be using to actually sell your artworks.

Obviously not all of these will apply to your artworks, but most will.
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Selling Through Galleries
Paintings and many other crafts can be sold through galleries.

The advantages of being represented by a gallery are :

1) the gallery will actively promote and sell your artworks
2) you have instant access to their customer base
3) your artworks can command higher prices
4) your name has instant prestige connected to it because of the gallery representation
5) as the gallery is doing the selling, you have more time to create.

On the downside though :

1) galleries can take up to 50 % commission on the sale price, so your profit will be 
considerably lower.
2) as galleries only have a limited amount of display space, and heaps of artists wanting 
to display their artworks, it isn’t easy to get representation.
3) you have less control over the price of your artworks as the gallery often decides the 
price on your behalf.
4) as the gallery is doing the selling you seldom get to build up a relationship with your 
buyers.
5) you get paid on the gallery’s schedule, which may be up to 60 days after the sale.
6) if the gallery doesn’t perform, you end up with “dead stock”. In other words artworks 
that you have paid for and spent time creating, but that are not making you money.
7) galleries require you to sign an agreement with them. Sometimes limiting your other 
sales avenues in the process.
8) The gallery may close down and disappear with your artworks.
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Selling Through Craft Markets
Craft markets tend to be the first place crafters rush to in order to sell their handiwork.

If done correctly this can work well :

1) it is reasonably cheap to get started selling at craft markets.
2) you are not bound to a specific location as you can attend various markets.
3) the cost of a stall is cheap, so your profits are a lot higher.
4) you can interact with your customers which dramatically increases the possibility of 
repeat sales.

Craft markets do however have their pitfalls :

1) markets tend to be over weekends. This means not only will you give up this free 
time, but your sales opportunities are limited to this short time frame.
2) as a result, bad weather can wreak havoc on your sales for the month.
3) people tend to go to craft markets to browse. Sales tend to be impulse purchases, so 
your artworks will need to be priced accordingly.
4) as a result you need good selling skills because there are many other artist displaying 
their sparkly bits and you have literally seconds to impress the visitor as they walk past 
your stall.
5) you need to transport, pack out and pack up your artworks every time which 
increases the chance of damage to the artworks. Once an artwork has been damaged it 
can’t be sold any more.

The next popular avenue to sell your artworks is online.
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Selling Your Artworks Online
Selling your works online has a huge potential market. The most obvious place to sell is 
through your own website.

There are many free and cheap options to do this so it should be a given that you do this. 
Nowadays any business without a website is not considered a business. A website is critical, so 
you need to set yours up early on already.

Selling on your own website though is not the only option. There are heaps of websites that 
will help you sell your artworks.

The advantage you have when using these sites is that you have instant access to often 
millions of buyers. The cost of adding artworks is often free (the website takes a commission 
when you sell), or minimal.

Adding your artwork to these sites and keeping them updated can however become quite 
time consuming.

The advantage of selling online is that you have an unlimited potential audience for your 
artworks. Cost are minimal, so your profit is high.

The downside however is that the amount of people selling their sparkly bits increases 
exponentially.

In order to succeed in the online selling arena you need to approach it with a plan of attack. 
Without a concrete plan you will find yourself spending huge amounts of time jumping from 
one site to the next, but getting no sales.

There are many other options you can follow to sell your artworks, but we will not go into 
these in this module. I think you now have a good feel for what is involved in earning a living 
selling your handiwork.
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Module 1(b)

Improving Your
Success Rate
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As we saw in module 1(a) there are certain things you need to be comfortable doing in order 
to become successful as a selling artist.

Chances are you said a half hearted yes to some of the points in the test.

In this module we are going to look at ways for you to improve these characteristics so that 
you do feel comfortable with all of them.

It isn’t going to happen overnight. As with all things you learn, it takes time and practice to 
master the personal skills you will require. What is certain though is that you will emerge a 
better, stronger person at the other end.

Always remember the more you do something, the easier it gets.

Do you like to talk about your hobby?
I asked if you enjoy talking about your hobby to ensure you are passionate about it. This is 
such a critical component in your success that I always mention it first.

In fact the question should actually be : are you passionate about your hobby / do you live for 
your hobby?

Whether you realise it or not, by purchasing this course, you have committed to starting a 
business. This course is after all about running an art / craft related business.

Statistics show that 50% of start up businesses fail within their first 3 years.

The difference between the businesses that make it and those that don’t can mainly be 
attributed to the lack of passion and drive by the owners to make the business a success.

Like any other business, you will need to put in a lot of effort to make it work. It is going to 
take hard work, determination and a ton of energy to succeed. All of these are fuelled by your 
passion for the business.

To give you an example I have worked from home for most of my business life. I could easily 
go walk around the mall all day, or sit in front of the TV watching soapies, but I don’t. I never 
have and never will. In fact I work on average 14 to 18 hours a day, much more than any of 
my friends that work for a boss.
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I don’t work so many hours a day because I have to any more, I do it because I absolutely 
LOVE what I do. I LOVE creating beautiful artworks. I LOVE seeing the delighted faces of 
their new owners. I LOVE teaching other artists what I have learned. I LOVE seeing their 
lives improve as a result. I don’t want to go to the mall. I don’t want to sit and watch TV. I 
enjoy working on my business more than all those other temptations combined. This is my 
passion, this is my LIFE.

You will need this level of passion as well if you want to earn a full time living from selling 
your artworks.

Sadly nobody can teach you to be passionate about anything, it comes from within. If you are 
not passionate about your current hobby and are determined to make a living from a hobby, 
then rather stop now and find another one that you are passionate about before continuing.
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How to comfortably talk to strangers
In the questionnaire I also asked if you were comfortable talking to strangers. There is a good 
chance you half-heartedly ticked the yes box. Maybe you didn’t even tick the box at all.

Truth be told, if I was completing the questionnaire myself I would tick the no box. Yet I am 
able to comfortably mingle with guests at an exhibition opening, talk in front of an art group 
and even give a live class to hundreds of students at a time online.

How am I able to do with if I ticked the no box?

At these events I am talking about two subjects I know the best : myself and my art.

I am sure you can talk about yourself and your handiwork the whole day to someone who is 
interested.

It may feel odd and uncomfortable in the beginning, but the more you do it, the easier it 
becomes.

I can clearly recall my first live online art class. I didn’t sleep a wink the night before. I was too 
nervous and too busy preparing. That first class attracted around 100 students from all over 
the world. My largest audience yet. Despite the fact that I was going to teach something that I 
had taught one on one in my studio thousands of times before, I was still petrified.

If I made a fool of myself, it would be in front of a huge international audience.

When the class started at 8am you could visibly see how nervous I was. Once I got going 
however I realised that it was actually easy. I wasn’t talking to a hundred people at all. It was 
just me and my father, Dennis in the room. I could just as well have been talking to myself. 
So from that point on I did what I always do when talking in a group. I pretended I was in my 
studio having a one on one conversation with one of my students.

I was then able to relax and get on with the job. The class was a roaring success. 

For a few classes after that I was still a bit nervous before the class as the amount of viewers 
was going up every time. Once the class started however it was just me and my “student” in 
the room.

Nowadays I can start up a live class within 60 seconds and start teaching, no problem at all. 
The amount of people watching makes no difference to me any more because over the years a 
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cumulative 3 million people have watched my online classes already. The size of the audience 
has become so big that the mind can’t comprehend it’s size any more. Just like when you are 
in an aeroplane. The height is so high that your mind sees it as distance so you are not scared 
of the height. Look down from a tower, which is a fraction of the height an aeroplane flies at, 
and your mind reels at the height.

It doesn’t matter what size the audience is that you are talking to. For the person in the 
audience, you are talking to them, and them only.

If you are in front of a group of say 50 people, look at different people as you speak. 
Whoever you are looking at, at that point in time, is the person you are having a one on one 
conversation with.

If you prepare what you want to say well beforehand and do the one on one trick as you 
speak, then the size of the audience will never matter.

It is however important that you master this skill because promoting yourself and your 
artworks is a critical component to your success.

The more people who know your name and recognise your artworks, the more you will be 
able to charge for your artworks.
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Improving the Wow factor of your artworks
Another of the questions from the questionnaire was if your artworks have the WOW factor.

It doesn’t matter what you produce. It could be paintings, handmade jewellery or stained glass 
lamp shades. Whatever you make needs to stand out from the crowd.

If what you sell looks like an amateur made it, like something you can buy at your local store 
or something that was mass produced in a factory. You are never going to earn more than a 
pittance from it.

The secret to earning a high price for your handiwork is for your handiwork to have a look 
and feel of exclusivity about it. If the customer wanted something that looked mass produced 
they would not buy from you, they would go to the Dollar store.

There are four things that are going to make your artworks stand out.

1) The quality of the artwork.

Always produce your artworks to the highest quality possible. This means not only 
using good materials and working practices, but also the skill level involved. I am 
sure you have seen handiwork for sale at craft markets or in galleries and thought to 
yourself, it looks like a kid made that, or I could knock that together myself.

Would you buy those artworks? Of course not. 

So why would you expect anybody else to buy your artworks if they looked like that?

In the questionnaire I explained how to do the gallery test. Skip this exercise at your 
own peril. You have to know where your artwork rate on the quality / technical ability 
scale.

If your creations are not quite up to standard or where you would like them to be yet, 
then wait a while before trying to sell them. Work on improving them first. 

To do this effectively concentrate on improving one thing at a time.

For example if you manufacture hand made jewellery. After doing your gallery test you 
see that your jewellery looks good, but not quite good enough yet. What you then need 
to do is stop trying to make a whole range of jewellery.
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Specialize in getting only one item in the range up to standard. Maybe you decide on 
rings. Only make rings from that point on. Go on every single ring making course you 
can find. Practice everyday. Buy every book on the subject, etc. Do everything in your 
power to improve your ring making skills. You want to become the best ring maker in 
the world.
As you are now specializing your ring making skills will quickly and dramatically 
improve. Soon you will be a master ring maker and have a lovely level of stock too.

Now go out and sell your rings. Not rings and a few of the other things you had made 
previously. Just the rings. If anybody wants a ring they must know that you are the best 
ring maker around.

In other words people will know that what they buy from you is top quality. Not some 
items are awesome, while others are to be avoided, but everything is top quality.

Once your rings start selling then choose the next item you want to improve. Maybe 
you decide on earrings as your next product. Then start the whole process over again 
until you are a master earring maker.

Now you have two products to sell which stand out from the crowd. Your earnings 
however will not double, but triple because now you can sell rings, earrings as well as 
sets of matching rings / earrings.

You have to strive to become the best at what you do. When you are learning 
something new, do the gallery test every now and again. Once you pass the test, you are 
ready to start selling that item.

This is especially true for painters. There are too many possible subjects to be a master 
of them all. You are not going to become successful by painting every subject that you 
find pretty. Choose one subject that you like and master it.
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2) You need to develop a signature style

I am known for my still life paintings, particularly flowers and fruit. In fact I am known 
as the “Kitchen painter” because my fruit still life paintings always look good hanging 
in the kitchen.

This specialised subject or style is called your signature style. All successful artist have 
a signature style. You can walk into any gallery and instantly recognise an artwork as 
belonging to a specific artist just by looking at the artwork. Even from across the room. 
You don’t even need to look at the signature to know who painted it.

Some other examples of signature styles of my artist friends on Facebook are :

a) Frogs – one artist only paints frogs in pastel. They are the most exquisite paintings of 
frogs you have ever seen. Beautifully detailed and glistening with reflected light.

b) Seascapes with wood – another artist only paints seascapes. Each painting however 
has weathered wood in it. It is usually an old boat or a pier, but each painting is so well 
executed they look like a photograph.

c) Coffee – no not paintings of coffee. Paintings painted with coffee. In particular 
portraits of famous oldies like Marilyn Monroe and Charlie Chaplin.

Can you see how each artist has chosen a niche and then specialized in a particular 
part of that niche.

They are not painting frogs and lizards, or seascapes and landscapes, or coffee portraits 
and animals. Just one specific subject.

This has allowed them to create their own signature styles. Their artworks sell as fast as 
they can produce them. Often even before the artwork is complete.
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3) You need a unique and memorable signature

The next factor in making your artworks stand out is your signature.

You must have an unique and distinctive signature. If you are currently signing your 
artworks using a boring signature, or even worse, just your initials in block letters. Stop 
everything you are doing and don’t sign or sell a single artwork until you have sorted 
this.

Your signature is by far the most important part of your branding as an artist. Each of 
your artworks are going to look different, even you will look different in a few years 
time.

Across all of that however your signature will remain the same. It is this mark on each 
of your artworks that determines who made it and what it’s value is.

In other words you can think of your signature as your price tag. Would you just slap 
a piece of masking tape on your artworks and scribble a $1000 price on them? No of 
course not. You will add quality printed tags on them to reflect the price and quality of 
the artwork.

By the same token don’t slap a “cheap” signature on you artworks either.

This advice applies regardless of what handiwork you produce. Always find a way to 
add or incorporate your signature into your artwork. It could be cleverly incorporated 
into the design of the ring. It could be neatly embossed onto the back of your 
handmade greeting cards. It could be on the label of your custom shirts.

Give your customers a signature they can brag about and you will be rewarded 
handsomely.
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4) Create a Brand Image

The last factor that is going to make you and your artworks stand out is your overall 
branding and image.

Everything you do must project an image of quality.

Imagine this scenario : you are at an outdoor craft market, there are two stalls next to 
each other both selling handmade jewellery. You want to buy yourself a new ring so go 
and browse through the first stall.

There are heaps of rings. Tons of them in fact. All piled into a large cardboard box 
which has been roughly cut shallower using a carpet knife.

The box has been placed on an old school chair which has clearly seen better days. You 
remind yourself to be careful not to bump the chair or it may collapse on you.

As you rummage through the box of rings trying to find something you like, a man 
steps closer.

He clearly hasn’t shaven for the past few days and there is a food stain on his shirt that 
looks like it may have been there for a while.

Without greeting you he scratches through the box of rings, bumping your hand out of 
the way in the process. Eventually he finds what he is looking for.

It looks like a pretty ring, although a little dirty. He straightens himself and gives the 
ring a brief rub on his scruffy denim pants. Without much ceremony he grabs your 
hand and proceeds to squeeze the ring onto your ring finger.

“There ya go Missy, I made that one especially for ya”.

Bewildered you look at the ring on your finger. It really is a beautiful ring, but will need 
a clean when you get home. You ask the gentleman how much, $25 he says. You like 
the ring, but decide to look at the next stall first before making your decision. The man 
grabs your hand again, yanks the ring off your finger, leaving a black grubby mark in 
its place. He tosses the ring back into the box, turns away and says “Well I’ll see ya later 
then Missy”, all in the same action.

The next stall has a sign overhead in silver cursive print which reads “Jill’s Jewels and 
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Gems”. The rings are all presented on a table which has been draped with a black silk 
cloth with gems lining the edges. On top of the table is a glass cabinet protecting all 
the rings. Each ring has been placed in its own cute little wooden crate which has been 
lined with silk. Each ring has been strategically lit from above to make the jewels and 
gems sparkle. Each crate has a distinct JJ’s marking on the front.

As you walk into the stall you are greeted by a gentleman neatly dressed in a black shirt 
with the JJ’s logo embroidered on it. “Good morning ma’am welcome to Jay Jays. I’m 
Steve. If you need any assistance please feel free to ask”.

You look over the collection of rings and spot a ring that looks similar to the one next 
door. As you look up Steve steps forward to assist. With his gloved hands he carefully 
lifts the ring out of its protective crate and offers to place it on your finger so you can 
see what it looks like. You quickly try to clean the grubby black mark off your finger 
without Steve noticing before offering your hand. Steve gently slips the ring onto your 
finger.

The ring gleams and sparkles as you turn your hand to inspect it. How much you ask? 
Steve points to the neatly printed price tag swinging off the end of the ring and says 
$75.

You hand Steve back the ring and reach for your wallet.

You leave with the crate containing your new ring neatly placed into a JJ’s bag. You can’t 
wait to show off your new ring to your friends.

The story may be very cliché, but sadly so is the scenario. You only need to go to your 
local craft market to see this scene being played out day after day.

Then people wonder why their artworks are not selling. You can’t expect to sell $3000 
artworks dressed in jeans and a t-shirt. The two simply don’t go together.

To succeed you need to create an image of yourself, your artworks and your business. 
All three must match.

If your artworks are playful, your image must be playful.

Dress in bright colourful outfits. Have a fun unusually shaped business card. Have 
jugglers and jester at your exhibition openings. Display your prices using pop up cards 
instead of swing tags, etc.
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If your artworks are classy, your image must be classy too.

Use deep rich colours for your flyers. Have your business cards embossed instead of 
printed. Wear classy clothes, etc.

Decide what type of image you want to portray and design everything you do around 
that image.

In the market world there is a saying : live your brand. In the art world it is especially 
true. 

When I am selling my artworks my image is classy, but casual. I am not a suit and tie 
person so I dress in chinos and lounge shirt, but no tie. This shows class, but still makes 
me approachable. I target my artworks to the upper middle class and this image works 
well there.

When I am teaching art however you will find me dressed in jeans and a t-shirt. I want 
my classes to be friendly and casual so that the students are as relaxed as possible. 
Formal isn’t conductive to learning so my classy selling image wouldn’t work in the 
class room.

In both instances I am doing my best to build a brand that my target audience can 
associate with. That way I am attracting the correct target market for each of my 
products.

Sit down and decide who your target market is going to be, or who your products will 
be most appealing to, then build a brand and image that they can associate with.

This image must however still gel with your personality as you need to feel comfortable 
with your image and brand. It must always still reflect who you are as an artist.


