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The art of Selling Art
10 tips for Art Sales
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The Best Sales Tips for Artists 

When you boil down the business of art to its roots you are left one 
core component - Sales. 
Throughout The Art of Selling Art I share tips for getting infront of 
collectors and buyers and morsels of sales advice. Here are my best 
tips for giving yourself the best chance to close sales both online and 
in person.

1. Understand the role of the principles of messaging in communi-
cating with potential buyers. 

Authority - Authority comes in two parts. Part 1: why are you some-
one worth listening to. This is the first item you need to establish 
in order to hold a person’s attention. For some it’s easy: they wear a 
badge or a uniform. For an artist, it is more abstract. Your art (hope-
fully) speaks for itself in terms of quality and presentation. You need 
to establish why you are an authority in art. You can do this with 
awards and recognition. You can also do this by presenting yourself 
with confidence and being knowledgeable about what you create. 
Part 2: Create artwork that has an impact and commentary on the 
world. Does your art make a difference somehow, to some group of 
people. Being able to speak to your purpose as a creator makes you 
an authority. 
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Social Agreement - Do you have personal stories about how 
your art work has affected others? Testimonials or endorse-
ments? Share them and incorporate them into your stories.

Story Telling - This is how you build report with whomever you 
are messaging. Always have at least 10 stories in your quiver 
that you can share to bring an audience into your world. Identify 
the drama in each of the stories and the message or lesson from 
each of them, too. 

Reciprocity - Be giving with your time, energy, and ‘stuff.’ People 
need a reason to continue to give you their attention. 

The Why Principal - Why do you do what you do? Share this 
with your audience or they will assume a reason on their own.

Why Now - Give your people a reason to take action now. 

Consequence - This is the part of the conversation where you 
express what will happen if they do not buy what you are offer-
ing. i.e. the price will go up, the piece will no longer be available, 
etc. 
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2. Help your customers visualize a purchase 

 Provide your customers with the experience of seeing 
your work installed in homes, offices, or public locations. 
Potential buyers want to be able to visualize your art in 
their own spaces. Your renders should be accurate, to scale, 
color balanced, and include other elements of a typical set-
ting. On your website include these sort of examples as of-
ten as possible. In person, provide your potential collectors 
with an augmented reality tool to place artwork in their 
homes to scale and with perspective. I’ve closed thousands 
of dollars in sales with this tool. 

3. Add Details of your artwork to your presentation
 If you have a lot of detail or interesting texture, in-
clude close-ups of your work so that people who are viewing 
your work online can experience the art in a manner as 
close to the experience of seeing it in person as is possible. 
 Another great way to give online viewers of your 
content the in-person experience is to include video walk 
throughs with your art. This is especially impactful if you 
have the physical work to show in your video (which digital 
artists may not). Creating video with your art is a must for 
artists who have the work on hand such as painters, three 
dimensional artists. Creating a well produced (notice that 
I didn’t say “high quality”) video of you discussing a partic-
ular piece would both add to your Authority and Story Tell-
ing. Once it has views, it will add to your Social Agreement, 
too.
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4. Keep Sold Art on Your Website

 This is Social Proof incarnate. Identify the work as 
sold and include as much information about the piece and 
its collector as you can. When a potential buyer sees that 
your work is selling they will feel more confident that your 
work has value. 
 Always redirect the viewer to something relevant that 
they can collect such as a similar piece of art or a commis-
sion. 

5. Exceed Expectations 
 
 Look for ways to build customer loyalty from the very 
beginning of your relationship. Hand deliver the art, if you 
can. Help install it. Provide instructions and materials 
needed to clean it. Offer special perks to collectors such as 
a private members group or a special discounts. Keep them 
informed about what is happening in your art world and 
share powerful stories and wins. 
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6. Keep Your Credentials Up to Date

 Show off your wins and career achievements. They 
represent why you are worth listening to and collecting 
from. Keep your artist statement up to date and reflective 
of your current creative process. 

7. Answer the Common Questions

 People don’t have time to email you or call you with 
questions that they’d rather know right away. Seek to 
answer all of the questions you routinely receive about 
your artwork. Answer them where they are relevant, 
when you can. If you cannot word it into your sales pag-
es, create an FAQ that is obvious and easy to access. 
 Common talking points are procedures, costs, commis-
sions, turn around time, shipping, printing, and buying 
programs. Make yourself available to inquiry by adding a 
contact form to your FAQ page. 

8. Search for new venues to show your art. 

 New venues include more than just galleries. Create 
opportunities to share your work with your target mar-
ket through networking and by searching for synergy in 
companies and the people around you. My favorite it to 
create “client events” where I find companies within my 
target market and add value to their event by providing 
my artwork in exchange for exposure to their market. 
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9. Create a customer avatar. 
 Design your perfect customer. Who are they? What do 
they do? Where do they work? How much to they make? 
Where do they live? What are their hobbies? Where do 
they hang out? What do they open their money on typi-
cally? What do they drive? Where do they vacation? The 
more specific you can get in the description of your ava-
tar the better you will be able to not only speak to this 
person and their needs by the better you will be able to 
advertise to them. Each of the questions you ask is a data 
point and the internet, specifically social media, is a trea-
sure trove of data. Not only is there someone out there 
who matches the description you create but there are 
thousands of people who fit it. You can’t even begin mar-
keting until you know to whom you are creating a mes-
sage. 

10. Ask for the Sale
 Keep a positive attitude about the sale, knowing that 
your interested prospect will get great enjoyment from 
and deserves to own a piece of your work. When you 
have gone over all the benefits, seen their reaction, and 
helped to create an experience for them and a sense of 
ownership, ask, “May I wrap this special piece of jewelry up 
for you?” or “Are you ready to schedule an appointment 
to have this your sculpture delivered to your office?” If 
you don’t ask, you can’t get a “yes.” And if the answer is 
no, it may mean that the sales cycle will take a little lon-
ger. Get their name, phone and email, and continue to 
follow up with them. Many sales happen after the initial 
contact.
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