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Gallery: An entity whose purpose is to display and/or sell artwork

Why Do I Need a Gallery?
1. Gallery representation gives you and your work validity and provenance
2. Galleries help you build a collector base
3. Galleries make it possible for collectors to view your work in person (Note: Anthony

recommends physical galleries over online galleries because your work is most impactful
when viewed in person)

How Do Galleries Work?
1. You issue artwork to the gallery
2. The gallery displays the artwork based on a contract
3. The gallery either sells your artwork, or returns your artwork to you
4. You get valuable feedback from the gallery
5. Your collector base grows

How Do I Find a Gallery That’s a Good Fit for Me?
1. You can find galleries in your community, online, and in magazines. Natalie recommends

following artists that you like on social media and researching what galleries represent
them. If their work is similar to yours, their galleries may also be a good fit for you.

2. Galleries have different tiers based on reputation, notoriety, and price range. Anthony
recommends starting at a lower-tier gallery and working your way up from there. This is
the best way to learn as you go, and mistakes as you’re learning won’t be as detrimental
at the lower-tier level

3. Find a gallery that displays artwork that is thematically similar to yours. Your artwork
should “fit in”, meaning it’s not the worst work at the gallery, but it’s also not the best. The
prices should also be in the same range as yours.

4. Anthony says that finding a good gallery is like “finding a good relationship”. A good
gallery is easy to communicate with, shows an interest in you and your artwork, and
completes sales quickly and efficiently, providing your payment in a timely manner.

What Should I Avoid?
1. Anthony warns against “vanity galleries”. You should never have to pay money just to

show your work. You and the gallery should mutually benefit from the sale of your
artwork.



2. Natalie recommends you keep careful documentation of every agreement and
transaction. Keep an inventory list of all of your artwork and where it is located.
Document all correspondence with the gallery.
Natalie’s Story: When Natalie was still early in her career, she was working with a gallery
that accepted a large and valuable piece from her. After she hadn’t heard from them in a
while, she attempted to contact them and found that the gallery had closed. She wasn’t
able to reach anyone, and her artwork went missing. Almost 20 years later, the artwork
resurfaced at another gallery on the other side of the country. It was found by one of her
instagram followers, who messaged her a picture. She had a difficult time recovering the
artwork and had to pay the shipping for its return. This is why she recommends very
careful documentation.

3. Always make sure you feel comfortable communicating with the gallery. Communication
should be easy, and you should feel comfortable discussing your questions and
concerns. If you feel “brushed off”, it is a sign that the gallery may not be a good fit for
you.

4. Some galleries offer payment plans to their customers, meaning they will allow someone
to take ownership of the artwork while paying for it in small amounts over time (like a
credit card). Natalie warns that if your gallery offers this option, make sure that you will
receive your full payment at the time of the sale. You shouldn’t have to wait to be paid.

5. When you send work to a gallery, don’t take it back right away. For example, if your
artwork is in a gallery and someone offers to buy the artwork from you directly to avoid
the gallery's commission, direct them to purchase the artwork through the gallery. It is
important to maintain integrity with the gallery, and avoiding commissions this way is
dishonest.

6. Always insure your artwork when shipping in case it is damaged or lost.

How Do I Approach a Gallery?
1. Anthony’s #1 piece of advice for being successful with a gallery is to have recognizable

work. Galleries want artwork that can be branded and marketed successfully. Natalie
recommends making a folder that puts your work together.

2. Look at the galleries schedule and avoid contacting them at a very busy time, such as
when they’re preparing for an exhibition.

3. Look at the gallery website to learn about their submission protocol. If it’s not listed
online, you can send them an email to ask.

4. Emails sometimes get ignored. You can also print photos of your work and mail them to
the gallery, along with a CV and a cover letter.

5. It’s ok to keep trying if you don’t get a response. However, don’t be a pest. Anthony
recommends “Don’t contact them once a month, but don’t wait an entire year either.”

6. Follow galleries online to stay informed.

How Do I Price My Artwork?
1. Your prices should be based upon your past sales. Though it can be tempting to set

them high, be conservative. Remember that as your prices increase, your available



audience decreases. Your prices will increase gradually over time as you become more
well known to a wider audience. Compare yourself to yourself, not to others.

2. If you have no sales history, you can do some research to determine a price that is a
good fit for your work. You can talk to the gallery about how they assign a price. You can
also follow this formula to establish a baseline, and adjust based upon your research:

Formula:
Length x Width (in inches)

x  Complexity (drawings 1-5, paintings 1-10)
+  Costs (materials, insurance, frame)
x  2 (to cover the gallery commission)

3. Be confident that your prices are reasonable. Once you establish your prices it is difficult
to go back down to a lower price.

4. Carefully research a gallery before signing an agreement. Galleries often take a
percentage of your sale price. Make sure this percentage is reasonable.

5. It is important to keep your prices consistent.

Negotiation and Contracts:
1. It is important to carefully review a contract before signing an agreement!
2. Make sure it is clear in writing what your responsibilities are, and what the galleries

responsibilities are. Have the answers to important questions, such as how money is
handled and how your artwork is handled.

3. Know what is reasonable and unreasonable to ask for. You may be able to discuss the
contract with the gallery and negotiate changes if there’s something you’re unhappy with.

Smartermarx.com Resources:
1. “Basic Strategies Re: Art Galleries & Representation”

https://www.smartermarx.com/t/basic-strategies-re-art-galleries-represenation/653
2. “Art Gallery Contract Samples”

https://www.smartermarx.com/t/actual-gallery-contract-samples/1643
3. “Email Art Buyer Scams (Artists Beware!)”

https://www.smartermarx.com/t/email-art-buyer-scams-artists-beware/1115


