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2. PRICING: ARTISTS WITH 5-10 YEARS EXPERIENCE

AT THIS STAGE, ARTISTS ARE NO
LONGER “NEW.” THEY ARE BRAND ASSETS.

THEY SHOULD PRICE BASED ON:

e SALES HISTORY

e COLLECTOR BASE

e EXHIBITIONS

e AWARDS [ PRESS

e INSTITUTIONAL RELATIONSHIPS

e CORPORATE BUYERS

TYPICAL MID-CAREER PRICE RANGES

e SMALL WORKS
$500 - $1,500

e MEDIUM WORKS

e LARGE FEATURE PIECES
$4,000 — $15,000+

ADVANCED FORMULA USED BY GALLERIES

INSTEAD OF SQUARE INCHES ALONE:

BASE RATE + REPUTATION MULTIPLIER

EXAMPLE:

BASE STUDIO VALUE: $2,000
ARTIST MARKET MULTIPLIER: 1.5X
FINAL RETAIL PRICE = $3,000

HIS PROTECTS LONG-TERM GROWTH.



THIS IS ONE OF THE BIGGEST
MISTAKES ARTISTS MAKE.

WHEN PRICES DROP, BUYERS
THINK:

X THE ARTIST IS STRUGGLING

X THE WORK IS OVERVALUED

X THE MARKET IS UNSTABLE

X THEIR PREVIOUS PURCHASE
LOST VALUE

ART IS A CONFIDENCE-BASED
MARKET.

ONCE COLLECTORS LOSE CONFIDENCE,

RECOVERY IS HARD.

ARTIST PRICING POLICY PAGE
(FOR EXHIBITIONS & PARTICIPATION AGREEMENTS)

PURPOSE

PEOPLE ART & COMPANY MAINTAINS PROFESSIONAL

3. WHY ART PRICES SHOULD NOT GO DOWN

ART PRICING WORKS LIKE
REAL ESTATE

IMAGINE:

YOU BUY A HOUSE FOR
$300,000

NEXT YEAR, THE SELLER LISTS
IDENTICAL HOUSES FOR
$180,000

YOU WOULD FEEL CHEATED.
COLLECTORS THINK THE SAME
WAY.

WHY SALES ARE ALLOWED
(BUT MUST BE CONTROLLED)
SALES ARE ACCEPTABLE
BECAUSE THEY ARE:

TEMPORARY

FRAMED AS PROMOTIONS
LIMITED TIME

NOT PERMANENT REPRICING

EXAMPLES:

HOLIDAY SALE (10-20% MAX)
COLLECTOR APPRECIATION EVENT
FIRST-TIME BUYER INCENTIVE
BUNDLE PRICING (BUY 2, SAVE 10%)

BUT AFTER THE EVENT — PRICES GO
BACK UP.

e AFTER INSTITUTIONAL PLACEMENTS
e WITH CURATOR APPROVAL FOR EXHIBITION PIECES

PRICE REDUCTIONS ARE NOT PERMITTED EXCEPT

PRICING STANDARDS TO PROTECT ARTISTS,

COLLECTORS, SPONSORS, AND THE LONG-TERM

DURING APPROVED PROMOTIONAL CAMPAIGNS.

APPROVED SALE EVENTS

CREDIBILITY OF THE EXHIBITION MARKETPLACE. e HOLIDAY PROMOTIONS (MAX 20%)
COLLECTOR APPRECIATION EVENTS

PRICING CONSISTENCY RULE

e ARTISTS MUST MAINTAIN CONSISTENT RETAIL PRICING ACROSS

ALL PLATFORMS:
o STUDIO
WEBSITE
SOCIAL MEDIA
GALLERIES
ART FAIRS
DIRECT SALES

0O 0 0 0O O

NO ARTWORK MAY BE LISTED AT A LOWER PUBLIC PRICE
OUTSIDE PEOPLE ART & COMPANY EXHIBITIONS.

PRICE ADJUSTMENT POLICY

ARTISTS MAY INCREASE PRICES ONLY UNDER THE

FOLLOWING CONDITIONS:

e AFTER CONSISTENT SALES PERFORMANCE

e AFTER MAJOR EXHIBITIONS OR PRESS

L]
e BUNDLE OR MULTI-PIECE INCENTIVES
e VIP OPENING NIGHT INCENTIVES

ALL SALES MUST BE TIME-LIMITED AND CLEARLY
BRANDED AS PROMOTIONAL EVENTS.

PRICE TIER COMPLIANCE
ARTISTS MUST SUBMIT A PRICE LIST BEFORE EXHIBITION APPROVAL.

CURATORS RESERVE THE RIGHT TO ADJUST PLACEMENT BASED ON PRICING
STRUCTURE AND MARKET ALIGNMENT.

ETHICAL PRICING COMMITMENT

ARTISTS AGREE NOT TO UNDERCUT GALLERIES, EXHIBITION PARTNERS, OR

COLLECTORS WHO PREVIOUSLY PURCHASED WORK AT HIGHER PRICES.



QUICK ARTIST PRICING RULES (EASY TO REMEMBER)
NEVER PANIC-PRICE
NEVER UNDERCUT GALLERY PRICING
TRACK SALES DATA
INCREASE SLOWLY, NEVER DROP
PROTECT COLLECTOR CONFIDENCE

ARTIST PRICE CALCULATOR TEMPLATE (AUTO-FILL STYLE STRUCTURE)

SQUARE INCH PRICING CALCULATOR
ARTWORK TITLE:

TOTAL SQUARE INCHES: WIDTH X HEIGHT = __________

PRICE PER SQUARE INCH RATE: 0 EMERGING ARTIST ($1.50 — $4) 0 RISING ARTIST ($4 — $8) 0 ESTABLISHED ARTIST ($8 — $15+)
CALCULATION: SQUARE INCHES X RATE = BASE PRICE

BASE PRICE: $

MARKET ADJUSTMENT FACTORS

CHECK ALL THAT APPLY:

o FRAMED (+10-20%) o LARGE FORMAT STATEMENT PIECE (+15-30%) o AWARD WINNER (+10-25%) o FEATURED EXHIBITION PLACEMENT (+10-20%)
0 CORPORATE BUYER TARGET MARKET (+15-40%)

ADJUSTED FINAL RETAIL PRICE: $

NOTES:



