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GETTING STARTED

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

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. | know. | was one of those artists. When | started selling my work | believed
that marketing meant putting a price tag on my work. No, strike that, because at
first 1 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. | realized | had to
study marketing, or die trying, in order to earn a living as an artist. | did study
marketing, and to make a long story short, | 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

You have created some great photographs and you are considering selling



is often considered akin to twisting the customer’s arm behind their back to
convince them to make a purchase.

| believed this same thing, but | changed my mind and this change made me
successful. | 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 | like to say, if you don’t market, one thing will
happen: nothing.









































































































How Photographs Are Sold

Stories and Examples of How Fine Art Photographers Sell Their Work

Alain Briot

In this book, author, teacher, and fine

art photographer Alain Briot brings us
stories and examples of how success-

ful photographers market and sell their
work. The book features first-hand contri-
butions from several photographers who
earn a living from their artwork, as well
as accounts from others who sell their
artwork to further their passion. Alain
also includes numerous lessons from his
personal experiences selling his fine art
photographs.

The featured contributors come from a
variety of backgrounds and use a broad
range of techniques to sell their artwork.
They share information about their
personal styles, what has and has not
worked for them, where they sell their
work, and more. Also included are im-
ages of the contributors’ selling environ-
ments and examples of their marketing
materials.

ISBN: 978-1-933952-93-2
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9%781933%952932

CAN $ 38.95

Designed to meet the needs of both
amateur and professional fine art photo-
graphers, this book will prove to be an
invaluable resource, whether you are just
getting started in the fine art photogra-
phy business or have been working at it
for years.

Topics include:

¢ Descriptions of the artists’ selling
venues

* Abroad array of photographic genres

¢ Avariety of business challenges and
solutions

¢ Descriptions of the business ap-
proaches used by each artist

¢ And more...
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