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GETTING STARTED

ARE YOU READY TO SELL YOUR WORK?

Are You Ready to Sell Your Work?

A business has to be involving, it has to be fun, 

and it has to exercise your creative instincts.

RICHARD BRANSON

Y
ou have created some great photographs and you are considering selling 
them. Doing so makes sense. You have the skills and you want to recoup 
the investment you made in your photographic gear. Maybe you want to 

make your hobby pay for itself. Maybe you want to generate extra cash. Maybe 
you want to start a photography business. Or maybe you are already selling your 
work and you want to reach the next step with your business.

Whatever the case might be, selling your work involves marketing it. The 
problem is that marketing is a challenge for most photographers because mar-
keting has very little to do with creating fine art photographs. Most artists abhor 
marketing their work. In fact, most artists have never studied business or market-
ing. I know. I was one of those artists. When I started selling my work I believed 
that marketing meant putting a price tag on my work. No, strike that, because at 
first I did not even use price tags! Just deciding what price to charge for my work 
seemed like marketing to me.

My early attempts at selling my work were disappointing, to say the least. It 
was the lack of sales that forced me to change my approach. I realized I had to 
study marketing, or die trying, in order to earn a living as an artist. I did study 
marketing, and to make a long story short, I became financially successful selling 
my work, making a six-figure income only two years after making the decision to 
embrace marketing.

In marketing, preparation is everything. This preparation encompasses many 
aspects. To name a few, there is the selection and creation of the pieces you will 
be selling; there is the preparation of your booth and display if you sell at art 
shows; there is the preparation of your paperwork, such as business and tax 
licenses, show applications, and much more.

However, there is another aspect of preparation—one that is often over-
looked: the preparation of your marketing approach and materials. It is over-
looked because marketing is not the forte of most photographers who are selling 
their work. Marketing is challenging for them; it is somewhat mysterious and 
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is often considered akin to twisting the customer’s arm behind their back to 
convince them to make a purchase.

I believed this same thing, but I changed my mind and this change made me 
successful. I finally understood that marketing is not coercion. Instead, marketing 
is one of the fundamental aspects of business; one that is as important as creat-
ing artwork, preparing your show display, and getting your paperwork in order. 
Marketing is one of the foundations of your business. Effective marketing is one 
of your business assets. Ineffective marketing—or worse, lack of marketing—is 
one of your business liabilities. As I like to say, if you don’t market, one thing will 
happen: nothing.
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