So you think you want
to sell your art
...are you really ready?

rles
CWallig



What are the most common
barners for the artist 1n
selling their art?

1. Fear of rejection and
worry about their quality.



2. They beheve that selling
1S trylng to convince someone
to buy something they are not

_ sure they want
(don’t want to hawk their
wares or use pressure).



3. They are more of an
Introvert than an extrovert

and are shy.



Highly Sensitive People
20% of population

Mevyers Briggs Personality
System of 16 different
rersonalities _
INF] (.5 - 3% population)



INF] (Empaths) are the
rarest personality type and
their careers are usually
clustered around art,
writing, music, theater,
science and champions of
causes.



INTUITION
EMPATHY



Intuition and empathy
are not traits that are
encouraged 1n our the educaton
system, culture and most homes.
[n addition,
these traits exist in varying
degrees among people.



Here 1s the dilemma:

The personality that tends
to create 1s not encouraged
and 1n fact 1s conditioned by
society, those who love us
to be more rational and
linear in our thinking,



‘hen you strip away
3 o B N | S



Are you even conscious
of who you have contorted
to become so you fit in

and feel safe?

;r/




If vou are an INF] (Empath),
your intuition and empathy
are your strongest assets
and you may have them buried.
[ have found that many
artists don’t use them
at all or enough.



As we grow we push,
pull, bend and bury our
real selves to be more hke
those we see around us.

We have learned or been told
1t can be painful to be different.



INFJ’s should have a natural
advantage 1n consciousness,
self awareness and
spiritual awareness.



By spiritual awareness
I do not mean religion but
it can be apart of 1t.
Spiritual awareness 1s being
aware of energy and vitality
beyond mainstream hving,



Being spiritualy aware
means living all moments
with an open heart and
open mind without fear.

Are you willing to risk
falling love with every person
you meet¢



The Greeks had 7 words
for love and we have only one
and 1t is loaded with
different meanings for all.

We are all connected to
one another but fear of ourself
or fear of being misunderstood

often shuts us down.



“Whatis the most

important thing to

know when selling
your art¢




[t15 not about
vour art, but all about
YOU!



What that

means 1s you
must leave your
ego and fear

1in the closet...



This 1s not normal
tor many arusts since
they are introverts...

But what if | can’t find






For an arust to use their
rersonal power to promote,
sell or move their art, arusts need
to become fully self aware
without adding or taking
away anything through
a collection of “ought to’s”,
cultural adaptation or fear.



The secret to commercial

success 1n art 1s to become

a person of value to others
(beyond family and friends).

We usually don’t see things
as they are, we see them as
we are.



Becoming awake means seeing
our confusion more clearly.
There are only 3 reasons you
will change your relationship
with your art and 1t’s connection
to others...



...you have learned something
new about yourself (gotten out
of your comfort zone%

...you have suffered enough
as 1t 1s

...you are tired of the same
old thing






You must come to realize that
when 99% of the people at
the event walk by your space
and don’t acknowledge you
much less look at vour art,
.1t 1s about them.



The quahty of the art
1$ not the most important
factor in the sale of art.






There are 3 basic types of buyers

1. Those who express interest
immediately

2. Those who like your art but
are non-commital”

3. Those who are not predisposed
to buy art

‘this is the group where vour skill with
relationships will pay off.



The successful . |
marketing of your art
requires three thmg

1. Awareness
2. Education
3 Acnon ,



You need to start thinking about your
art In business terms.

You need to go throu%h the steps of
setting 1t up as small business.

This will change the way you think

about 1t and the way you talk about

your art and increases your
ability to sell.






You
Your Art

Your Buyers



You
Your Art

Awareness, Education, Action
Your Buyers
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How do you create awareness?




Y our smile is also your logo,
your Eersonality 1s also

our business card, how you
?eave others feeling after
having an experience with
you also becomes your
trademark. Was it a
memorable experience?



¢

[tisnots

about you
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¢
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You
Your Art

Awareness, Education, Action
Your Buyers




Educatlon takes time
a / many OYms

’, }_ 4'.

Remf, ber: It 1anot so much
about youy; art, as 1tis about




You
Your Art

Awareness, Education, Action
Your Buyers




Actions are either Natural or a LCGE

T REALLY LIKETHIS [ BUY ITTHEN?
PAINTING..

.
——




Five common mistakes
in selling art
1. Offering something you fans don’t want
2. ()ffering the nght thing to the
wrong crowd
3. Your fans already have too much of
what you are selling
4. They don’t know how and where to buy
5. You are asking too much too soon



A deeper awareness of yourself
beyond an artists’ statement answers
the questions of

1.Why? 2.What? 3.How? 4.Who?

(You should define yourself
further to define your target market.)



A deeper awareness of your {arget |
market answers the questions® =

1. Howdoyoufindiz =
2. Howdo you create it?
3. How do you play to it?



The action portion of
marketing your art is similar
to prospecting for veins
of precious gems or gold.

-




Veins are places where
you can find or create an event
for people who are interested ' ;
in what you paint, * ’g
or for whom you are willing to paint
to their interest or needs. ‘
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How do you:
educate your
target market so
they become fans
ami/ then buyers?







Soctal Media 152 good
place foreducating a
target market



Website

hook lprofessional page
nterest |

- Google+

| kree sites
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VERIFIED

VERIFIED SECURE
RETURNS & WEBSITE
EXCHANGE

POLICY

www.charleswallis.com
charleswallis67@gmail.com

8172352137
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AA & charleswallis.com @

SAVE 20% ON YOUR FIRST ORDER!

Enter your email below and we'll email you a 20%

OFF Cbupon right nqw!

L Email*

g

I8 offer s valid for NEW

¥L CUSTQMERS only!

This website uses cookies to ensure you get the best

experience on our website

Got it!
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AA @ charleswallis.com ¢

Thank you for visiting my gallery. Feel free to browse all
around. Send any questions you may have...

Go

SHOP ART

/ebsite uses cookies to ensure you get the best

experience on our website

Got it!
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Original Paintings
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Newsletter signup
Contact
The Artist
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Create an Account

This website uses cookies to ensure you get the best

experience on our website

Got it!
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Master Painter skilled in Impressionist Landscapes, Floral, Abstraction, and Animals
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Charles Wallis Art
Space
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Charles Wallis Artist Newsletter

Email Address

First Name

Last Name
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Business.facebook.com

1. Events Manager

2. Set up FB Pixel

3. Web events configuration

4. Verify Domain

5. Add Events

6. THE ADVERTISING OBJECITIVE

MUST ALWAYS BE CONVERSION

7. Create Ads or campaign

8. Conversion event



Other Veilns to mine

1. Solo shows

2. Patrons /sponsors

3. Careful show choices
4. Trade shows



Solo Shows

1. A body of work that

1S cohesive |

2. Create 3 presentation
that includes bio, show
statement, artist statement,
examples of pieces, story of
each, descrip. of others
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She said, “Don’t vou get
lonely in your own little world.
"He said, “Don’y you h[ed
powetless living in other
people's world."

As an empath vou are pressured daily {almost from the moment of
avakening) to respond and conform o the outer world. But..admi i,
vou aren't like most of those around vour. Not even close. Yet you
frequently dress vourself up as one of them and do some of the same
mindless things. The harder you try the more you feel like an outsider.
Someone savs “have a nice day” vou watch their face, body language
and tone 1o see tf they are being real and you yearn to saysomething
meaningful. but vou do not want to be misunderstood.. so you keep quiet.
You can have a dozen differemt faces and vour acquaintances

will only know one or two.

You do not really connect wath others easily and often feel out of
place because what you are sensing through your inteation ahout those
around vou. You want to talk about the vibes your intuition 1s picking
up but know it would be out of place because it what those around

vou are trying to cover up. You feel alone in the crowd. You are torn
between your love for people and wanting (o spend ame with them
and your ability to cope with all their sl as its detriment to your
mental health. For an empath o be their real selves would cawse

thew to be misunderstood and exaled by many others.
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How do you
create relationships
that become fans

and then buyers?



They won't care how
muclv you know until
they know how much
you care about them!



Here is the big
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You must stay 1n contact.
L e

\
Did you get their email
address, mailing address,
phone number and what
was their interest 1n art?



How do you have a
conversation with avisitor to
vour booth that takes them

through awareness, edu ation
to action! i A




Sales are not convincing
someone to buy something
that they may not want...



B . professional sales
R 1sremoving barriers that
S0 aninterested customer

may have between
them and a purchase.



Possible Barriers To Remove

1. They are afraid you are going to try to sell them
a painting

2. People are insecure about selecting art

3. Not sure if the colors will go well 1n decor

4. They just had an argument with their spouse
in another booth

5. They have an agreement not to make a major
purchase alone

6. They were coming to buy, but dinged a fender
in the parking lot



7. Their kid 1s sick at home

8. Snuggles the cat threw up

9. If they bought it how would they get 1t
home...1t 1s too big for the car

10. Theyare from out of town

11. How many more can you think of...

So what do you do?
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YOU MUST LEAL
e TPy

You create value beyond the
art with your interest in them
so they develop an interest
In you.
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Always describe the colors and
their effects...



" Putyourself in the mindset
of the average lperson SO you
can say things like...”this would
make a striking piece for the entry
that would spar / our quests
interest and it telzi a good story”



Artis not passive...
what does this piece of art do

Use action words!




How would you react if
somewhen walked up to you
at a show or exhibit and said...

STATEMENT A

| love your art.

| love your creativity.

L love vour style.

Your work 1s so beautiful.
You are so talented.



STATEMENT B

You are why I came today

| have enjoyed vour work for years
I bought from you last year

This 1s the perfect size for my wall
I love the way this is framed



STATEMENT C

Can this be hung outdoors?
Do you have prints?
Can this be framed or unframed?
Do you accept COMMISS1I0NS?
Do you ship?
W 111 you take payments



STATEMENT D

Do you have a website?
Do you have a business card?
Do you have a brochure!?



More tips on leading a sale

Be casual m conversation
Greet, explore and shut up
Don't be needy
Give your opinion confidently
Become a trusted advisor
Assume the expert role
Hone 1n on what they are thinking, align and redirect
Always ask a closing question as soon as you can
(It can even be the first question)



Then you must!



I've missed more
than 9000 shots in
my career. |'ve lost
almost 300 games.
26 times, I've been
frusted to take the
game winning shot
and missed. I've
failed over'and over
and over again in
my life. And that

is why | succeed.

- Michael Jordan -




You
Your Art

Awareness, Education, Action
Your Buyers
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