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1. MASTER YOUR CRAFT BEFORE YOU CHASE FAME

Tim Marlow’s philosophy: Institutions and collectors
look for depth, not hype.

WHAT THIS MEANS:
Technical skill matters
Concept clarity matters
Consistency matters

ACTION FOR ARTISTS:
Produce bodies of work, not single pieces, but 

      “good” pieces.
Study art history + contemporary movements.
Learn composition, color theory, 

       and materials.

The art world can spot rushed work quickly.

2. BUILD A CLEAR ARTISTIC IDENTITY 
    (NOT RANDOM  STYLE-HOPPING)

Curators look for artists with a recognizable voice.

ASK YOURSELF:
What themes do I return to?
What story does my work tell?
What emotional reaction do I want viewers to
feel?

PRACTICAL TIP:
Create a signature direction (subject, color palette,
mood, message) before expanding.

4. PROFESSIONALISM SEPARATES HOBBYISTS FROM
     CAREER ARTISTS

Advisers repeatedly emphasize this.

YOU MUST HAVE:
Clean portfolio (website or PDF)
Artist statement
Bio
High-quality images
Consistent pricing

BEHAVIOR MATTERS:
Respond to emails promptly.
Meet deadlines.
Deliver work professionally packaged.

Galleries invest in artists they trust.

3. RELATIONSHIPS MATTER AS MUCH AS TALENT

Hans Ulrich Obrist famously says:
“The art world runs on conversations.”

TRANSLATION:
Your network = your opportunity pipeline.

ARTISTS SHOULD:
Attend openings and talks.
Speak to curators respectfully.
Follow galleries online and engage authentically.
Support other artists (they often become
collaborators and connectors).

5. PRICING STRATEGY IS CRITICAL 
     (DO NOT UNDERVALUE)

Common mistake: pricing too low or wildly
inconsistent.

ADVISER GUIDANCE:
Price based on:

Size
Medium
Experience level
Market comparisons

Raise slowly and steadily
Never undercut gallery prices online

Typically, when an artist sells 50% of an exhibition,
they can raise their prices 25%.

6. THINK LONG-TERM, NOT OVERNIGHT SUCCESS

Tim Marlow often emphasizes career building, not
viral moments.

REALITY:
Most successful artists:

Worked quietly for years.
Built slow momentum.
Grew reputation through exhibitions.

GOOD CAREER TIMELINE:
Local shows → regional exposure → curated
exhibitions → institutional interest → collectors

PART 1 — WHAT TOP ART WORLD ADVISERS & CURATORS 
CONSISTENTLY TEACH EMERGING ARTISTS

Below is synthesized guidance from respected figures such as Tim Marlow (former Royal Academy director), Hans
Ulrich Obrist (Serpentine Galleries curator), Jerry Saltz (art critic), Thelma Golden (Studio Museum Harlem), and
leading gallery advisers. These ideas appear repeatedly across interviews, lectures, and artist mentorship
programs.

Fine art refers to creative works produced
primarily for aesthetic, cultural, and expressive

purposes, rather than fpainting, sculpture,
photography, drawing, mixed media, and

contemporary conceptual practices.



7. LEARN THE BUSINESS SIDE OF ART 
    (VERY IMPORTANT)

Jerry Saltz warns artists who ignore business burn
out faster.

ARTISTS SHOULD UNDERSTAND:
Contracts
Commissions (usually 40–50%)
Copyright
Reproduction rights
Taxes

TREAT YOURSELF LIKE A BRAND:
You are not just making art,  you are building an enterprise.

8. CURATORS LOOK FOR CULTURAL RELEVANCE

Thelma Golden emphasizes work that reflects
society.

ASK:
Does my work say something about humanity?
Does it reflect identity, culture, emotion, struggle,
joy, history?

Art that connects to real life resonates stronger.

9. VISIBILITY BEATS PERFECTION

Waiting for “perfect” work keeps artists invisible.

BETTER STRATEGY:
Show work early
Improve publicly
Document process
Share exhibitions and progress

Momentum 
attracts opportunity.

10. EMOTIONAL AUTHENTICITY WINS

Across advisers, this is constant:

People buy and support art that feels real.

ART THAT FEELS:
Not trendy.
Not copied.
Not forced.

An authentic voice builds collectors, 
not just followers.

PART 2 — FINE ART EXPLAINED IN SIMPLE TERMS 

Examples:
Paintings
Sculpture
Photography
Installation art
Conceptual art

SECTION 1 — WHAT SUCCESS REALLY MEANS
IN THE ART WORLD

REDEFINING SUCCESS
Success is not just selling a piece. True Success
includes:

Consistent exhibitions
Growing collector base
Professional reputation
Stable creative income
Cultural impact

CAREER STAGES MOST ARTISTS FOLLOW:
STAGE 1: FOUNDATION

Skill development
Style exploration
Local shows

STAGE 2: VISIBILITY
Curated exhibitions
Online presence
Collector relationships

STAGE 3: RECOGNITION
Institutional interest
Media features
Strong sales history

STAGE 4: SUSTAINABILITY
Repeat collectors
Brand partnerships
Teaching, licensing, commissions

SECTION 2 — MASTER YOUR CRAFT FIRST; WHY SKILL
STILL MATTERS
Even conceptual art requires technical discipline.
Curators and collectors recognize quality
immediately.

ACTION STEPS
Practice weekly studio hours
Study art history and contemporary movements
Learn composition, color, and material handling
Photograph your work professionally

FINE ART IS CREATIVE WORK MADE PRIMARILY TO EXPRESS IDEAS, EMOTIONS, OR BEAUTY — NOT TO SERVE A
PRACTICAL FUNCTION.

In other words:
You don’t sit on it
You don’t cook with it
You experience it emotionally or intellectually.



SECTION 3 — DEVELOP YOUR ARTISTIC IDENTITY
ASK YOURSELF

What subjects keep appearing in my work?
What emotions do I want viewers to feel?
What message am I communicating?

BUILD CONSISTENCY
Signature themes
Cohesive color palettes
Recognizable visual language

SECTION 4 — PROFESSIONAL ARTIST TOOLKIT
Every serious artist should have:
1. ARTIST BIO (150–300 WORDS)
Who you are, background, influences, and exhibitions.
2. Artist Statement (100–250 words)
Why do you create, and what does your work explore?
3. PORTFOLIO

10–20 strong images
High resolution
Neutral backgrounds

4. ONLINE PRESENCE
Website or portfolio page
Updated social media

SECTION 6 — BUSINESS SKILLS EVERY ARTIST MUST
LEARN
UNDERSTAND THESE BASICS

Contracts
Copyright
Commission splits
Sales agreements
Taxes and expenses

TREAT YOUR ART LIKE A BUSINESS
Track income and expenses
Create simple budgets
Save receipts
Set income goals

SECTION 11 — PEOPLE ART ARTIST SUCCESS
CHECKLIST
FOUNDATION
☐ Portfolio created ☐ Artist statement written ☐ Bio
completed ☐ Pricing structure set
PROFESSIONALISM
☐ Email signature created ☐ Website or page live ☐
High-quality photos
GROWTH
☐ Apply to exhibitions ☐ Attend events monthly ☐
Post content weekly ☐ Build mailing list

SECTION 7 — NETWORKING WITH PURPOSE
RELATIONSHIPS BUILD CAREERS
ATTEND:

Gallery openings
Art talks
Community events

ENGAGE:
Curators
Other artists
Collectors

SUPPORT OTHERS AND BUILD AUTHENTIC
CONNECTIONS.

SECTION 9 — COLLECTOR RELATIONSHIPS BUILD
TRUST

Be professional
Communicate clearly
Deliver on time

MAINTAIN RELATIONSHIPS
Thank buyers
Invite them to exhibitions
Share progress updates

COLLECTORS INVEST IN ARTISTS THEY TRUST.

SECTION 8 — VISIBILITY STRATEGY SHOW YOUR
WORK REGULARLY

Group shows
Art fairs
Community exhibitions

DOCUMENT EVERYTHING
Professional photos
Behind-the-scenes content
Installation shots

MOMENTUM ATTRACTS OPPORTUNITY.

SECTION 10 — FAITH, PURPOSE & CREATIVE INTEGRITY

AT PEOPLE ART & COMPANY, WE HONOR CREATIVITY
AS DIVINE EXPRESSION.
REMEMBER:

Your gift has purpose
Your voice matters
Your work can inspire healing, reflection, and
unity

STAY GROUNDED IN EXCELLENCE, HUMILITY, AND
SERVICE.

SECTION 5 — PRICING & VALUE STRATEGY COMMON
PRICING MISTAKES

Undervaluing work
Inconsistent pricing
Emotional pricing

SMART PRICING FACTORS
Size
Medium
Experience level
Market comparison

BEST PRACTICES
Raise prices gradually
Keep prices consistent across platforms
Respect gallery commission structures

FINAL MESSAGE

Your art is more than decoration.
 It is communication. It is 

testimony. It is culture.
Build boldly. Create faithfully. 

Grow intentionally.

People Art & Company
"People Are God’s Art"


	GETTING INTO THE
	ART BUSINESS
	A PRACTICAL GUIDE FOR EMERGING & INDEPENDENT ARTISTS
	BUILDING SUSTAINABLE CREATIVE CAREERS
	FIRST DRAFT VERSION 1.0
	CURATOR’S ADVICE TO EMERGING ARTISTS
	BEAUTY
	PREPARED BY  WONDA GRANVILLE | PEOPLE ART & COMPANY
	JANUARY 2026
	WHAT TOP ART WORLD ADVISERS & CURATORS TEACH EMERGING ARTISTS.
	MASTER YOUR CRAFT BEFORE YOU CHASE FAME.
	FINE ART EXPLAINED, PLAIN AND SIMPLE



	PART 1 — WHAT TOP ART WORLD ADVISERS & CURATORS  CONSISTENTLY TEACH EMERGING ARTISTS
	4. PROFESSIONALISM SEPARATES HOBBYISTS FROM      CAREER ARTISTS
	YOU MUST HAVE:
	BEHAVIOR MATTERS:
	5. PRICING STRATEGY IS CRITICAL       (DO NOT UNDERVALUE)
	ADVISER GUIDANCE:
	6. THINK LONG-TERM, NOT OVERNIGHT SUCCESS
	GOOD CAREER TIMELINE:
	1. MASTER YOUR CRAFT BEFORE YOU CHASE FAME
	WHAT THIS MEANS:
	ACTION FOR ARTISTS:
	2. BUILD A CLEAR ARTISTIC IDENTITY      (NOT RANDOM  STYLE-HOPPING)
	ASK YOURSELF:
	3. RELATIONSHIPS MATTER AS MUCH AS TALENT
	ARTISTS SHOULD:
	Fine art refers to creative works produced primarily for aesthetic, cultural, and expressive purposes, rather than fpainting, sculpture, photography, drawing, mixed media, and contemporary conceptual practices.

	7. LEARN THE BUSINESS SIDE OF ART      (VERY IMPORTANT)
	Jerry Saltz warns artists who ignore business burn out faster.

	ARTISTS SHOULD UNDERSTAND:
	Contracts
	Commissions (usually 40–50%)
	Copyright
	Reproduction rights
	Taxes

	8. CURATORS LOOK FOR CULTURAL RELEVANCE
	Thelma Golden emphasizes work that reflects society.

	ASK:
	Does my work say something about humanity?
	Does it reflect identity, culture, emotion, struggle, joy, history?
	Art that connects to real life resonates stronger.

	SECTION 1 — WHAT SUCCESS REALLY MEANS IN THE ART WORLD
	REDEFINING SUCCESS Success is not just selling a piece. True Success includes:
	Consistent exhibitions
	Growing collector base
	Professional reputation
	Stable creative income
	Cultural impact

	CAREER STAGES MOST ARTISTS FOLLOW: STAGE 1: FOUNDATION
	Skill development
	Style exploration
	Local shows

	STAGE 2: VISIBILITY
	Curated exhibitions
	Online presence
	Collector relationships

	9. VISIBILITY BEATS PERFECTION
	Waiting for “perfect” work keeps artists invisible.

	BETTER STRATEGY:
	Show work early
	Improve publicly
	Document process
	Share exhibitions and progress
	Momentum  attracts opportunity.

	10. EMOTIONAL AUTHENTICITY WINS
	Across advisers, this is constant:
	People buy and support art that feels real.


	ART THAT FEELS:
	Not trendy.
	Not copied.
	Not forced.
	An authentic voice builds collectors,  not just followers.

	FINE ART IS CREATIVE WORK MADE PRIMARILY TO EXPRESS IDEAS, EMOTIONS, OR BEAUTY — NOT TO SERVE A PRACTICAL FUNCTION.
	In other words:
	You don’t sit on it
	You don’t cook with it
	You experience it emotionally or intellectually.


	PART 2 — FINE ART EXPLAINED IN SIMPLE TERMS
	Examples:
	Paintings
	Sculpture
	Photography
	Installation art
	Conceptual art
	STAGE 3: RECOGNITION
	Institutional interest
	Media features
	Strong sales history

	STAGE 4: SUSTAINABILITY
	Repeat collectors
	Brand partnerships
	Teaching, licensing, commissions
	SECTION 2 — MASTER YOUR CRAFT FIRST; WHY SKILL STILL MATTERS Even conceptual art requires technical discipline. Curators and collectors recognize quality immediately.

	ACTION STEPS
	Practice weekly studio hours
	Study art history and contemporary movements
	Learn composition, color, and material handling
	Photograph your work professionally


	SECTION 3 — DEVELOP YOUR ARTISTIC IDENTITY ASK YOURSELF
	BUILD CONSISTENCY
	4. ONLINE PRESENCE
	SECTION 5 — PRICING & VALUE STRATEGY COMMON PRICING MISTAKES
	SMART PRICING FACTORS
	BEST PRACTICES
	SECTION 6 — BUSINESS SKILLS EVERY ARTIST MUST LEARN UNDERSTAND THESE BASICS
	TREAT YOUR ART LIKE A BUSINESS
	SECTION 7 — NETWORKING WITH PURPOSE RELATIONSHIPS BUILD CAREERS ATTEND:
	ENGAGE:
	SUPPORT OTHERS AND BUILD AUTHENTIC CONNECTIONS.
	SECTION 8 — VISIBILITY STRATEGY SHOW YOUR WORK REGULARLY
	DOCUMENT EVERYTHING
	MOMENTUM ATTRACTS OPPORTUNITY.
	SECTION 9 — COLLECTOR RELATIONSHIPS BUILD TRUST
	MAINTAIN RELATIONSHIPS
	COLLECTORS INVEST IN ARTISTS THEY TRUST.
	SECTION 10 — FAITH, PURPOSE & CREATIVE INTEGRITY
	AT PEOPLE ART & COMPANY, WE HONOR CREATIVITY AS DIVINE EXPRESSION. REMEMBER:
	STAY GROUNDED IN EXCELLENCE, HUMILITY, AND SERVICE.
	FINAL MESSAGE

