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 BREAKING STEREOTYPES,  BUILDING NEW PERCEPTIONS 



WELCOME

Please be mindful  of  others when speaking
Keep your microphone off  unti l  the Q&A
Be respectful
Have a good t ime! 

Before we begin

In cooperation with:



MEET YOUR LECTURERWho am I

CEO and founder of  Victory Art
Passionate photographer
Devoted to shedding more l ight on emerging
Central  and Eastern European (CEE)

VIKTÓRIA PIKOVSKÁ



SEMINAR SCHEDULEAdd to your calender
30.09.2021 :  The art  industry and market part  1
07.10.2021 :  What do the art  industry and tech have in common 
14.10.2021 :  Art  industry from a business perspective
21 . 10.2021 :  How to stay consistent and bui ld your brand
28.10.2021 :  How to bui ld a kick-ass portfol io 
04.10.2021 :  Advice and recommendations for  art ists ,  working across borders ,  and how
diversity  can be a key to success
11 . 1 1 .202 1 :  How to reach your audience 
18.11 .2021 :  Social  media strategies  
25.11 .2021 :  Bui lding partnerships with gal ler ies
02.12 .2021 :  BUILDING PARTNERSHIPS WITH GALLERIES FOR COLLECTIONS
09.12 .2021 :  How to bui ld and maintain relat ionships with your cl ients
16 . 12 .2021 :  Career and experiences,  mistakes to avoid,  and how to deal  with negative
feedback



SEMINAR CONTENT
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How to gain Business cl ients and al low your work
to be exposed to a larger audience

 How to correctly  approach Art  gal ler ies 

Partnerships part  1  



The corporate market has many opportunit ies for  art ists

Potential  to gain vis ibi l i ty  

Grow your business

Sel l  your art  at  high prices  

Entering the business world

 

PARTNERSHIPS What do you need to know?
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Placing your art  in publ ic  places such as a boardroom,
wait ing room, or  a hotel  lobby,  a l lows you to gain
exposure 

Not everyone can attend gal ler ies so this  al lows your art
to catch their  attention

Companies also prof it  as they are seen in a posit ive l ight
when support ing art

Why enter the business market?
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You can start  small ,  think about the local  companies 

Think about the places you often vis it  and take note of
their  art  col lect ion.

Do research on the person in charge of  selecting art  and
approach the relevant people 

You wil l  most l ikely  be in touch with the owner or  a
curator when approaching 

How do you begin?
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Try to also grab the attention of  local  architects and
interior  designers (many love to feature local  art ,  so don't
hesitate to contact them)

Always be sure to contact from a B2B perspective,  Don't
accept any disadvantageous deals   

How do you begin?
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You're working with a business ,  make sure to show them
you're professional  

Gives them reassurance that the deal  wi l l  be fol lowed
through 

Also prevents people from taking advantage of  you 

Before approaching make sure al l  your documents and
portfol ios are up-to-date ( include al l  the detai ls)

Use an inventory management system to keep track of  al l
your f i les

Be professional
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Prepare for  any addit ional  questions 

Keep in mind any questions about maintenance,
hanging or  any detai ls  about custom alter ing the
painting 

Be professional
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The type of  art  di f fers  from place to place 

The art  of   boutique is  di f ferent from that of  a  doctors
off ice

Do your research on which aesthetic your art  is  suited for

Know what benefits  your art  wi l l  have to their  business
(why should they buy it?)

Depending on your audience,  you wi l l  adjust  your
marketing strategy.  

Target and sel l  to the r ight audience 
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Hire an art  consultant to give you a hand when entering
the business market

Consultants help connect you to col lectors ,  businesses
and help you f ind the piece that 's  perfectly  suited for  each  
space

Art  consultants can also help with the detai ls  in the
contract (ex :  payment detai ls)

Don't  be afraid to ask for  a l i tt le help
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Business deals  aren't  easy

It  takes t ime to get their  attention and develop a
relat ionship 

Start  looking for  potential  business and creating a contact
l ist  

Start  organizing your inventory 

Gather al l  information needed to help you (plan from the
f irst  contact to closing the deal)

Start  Now!
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Art dealers and gal ler ies are constantly  f looded with
appl ications from art ists  

Art ists  contact through various outlets  such as social
media,  phone or  even showing up at  gal ler ies
unannounced

Many of  these pursuits  are unsuccessful  due to the lack of
qual i f icat ions

How to correctly approach art  gal ler ies 
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Using mass messages rather than personal ized ones 

Giving l i tt le  or  no information regarding their  background
or your art  

Attaching a few pictures or  l inking your website is  NOT
GOOD ENOUGH

Fai l ing to give the reason for  contacting the gal lery (why
should they be interested?)

Only mentioning what you want and not what you can
offer  

Why most attempts fai l :  
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I t 's  your job to keep your offer  concise and to the point ,
whi le also fol lowing the gal lery 's  guidel ines for
submission 

Mention how the col laboration wi l l  benefit  them

Show that you are famil iar  with the gal lery (do your
research)

Take responsibi l i ty  
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Mention the specif ic  detai ls  about your art  

Don't  shove al l  of  your art  to them, make a selection of
your best  and recent work 

Show what you're working on 

Give them a focus for  your art  and explain that focus 

Make sure everything al igns (social   media,  portfol io and
website should al l  contain the same information)

Pay attention to detai l  
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Limit  the amount of  art  you're showing the gal lery 

Show only what 's  relevant to them (think of  what might f i t
with their  theme) 

List  the relevant artworks along with an explanation of
why you think it  f i ts  wel l

Know how many pieces you have for  sale ,  how many are in
process ,  and be sure to tel l  them how long it  wi l l  take to
complete them 

Don't  include older works that aren't  relevant to the
gal lery for  the sake of  " just  in case"

Presentation 
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Have your pricing ready and f inal  (no sudden changes)

Make sure you know what you want (wi l l  the price be spl it
with the gal lery or  are they retai l  pr ices?)

Be clear on the general  ranges you sel l  your art  

Make sure the price of  your work is  a l igned with the price
range the gal lery usual ly  sel ls  

Pricing
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Make sure no matter  who you approach,  you're clear  how
you present and introduce yourself  

Give instructions on what people  can look for  in your art
and where to f ind more information about you and your
art  

Give them a guide to your work 

When you contact someone,  they don't  know you or  your
art  so be sure to give them clear information 

Be organized
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Present your work in a clear  and understandable manner 

Categorize and group what is  relevant 

Try to st ick to a theme 

Do this  on al l  platforms (website ,  social  media,  etc . )

Show gal ler ies that you're ready for  an exhibit ion (you
basical ly  have the show ready to go)

Make sure al l  artworks are properly  labeled 

Be organized
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I f  you're new in your career ,  showcasing completed or
almost completed groups series of  art  is  the best  option

Show that you are capable and determined

If  you already bui lt  up a reputation,  you don't  a lways have
to present completed works,  however ,  you should mention
when you expect to f inish the specif ic  ser ies

Do al l  the hard work to ensure that your portfol io is  ready
and easi ly  understandable for  ANYONE

This shows that you're ser ious about working together  

Makes sure not to waste the gal lery 's  t ime  

Be organized

PARTNERSHIPS What do you need to know?

V
IC

T
O

R
Y

 A
R

T



 Be concise and specify  what you're looking for  when
contacting a gal lery

Don't  be "open-minded" 

Don't  mention your condit ions or  requirements when
presenting your art  

I f  you have condit ions (not advisable ,  especial ly  i f  you're
new),  mention them beforehand so the gal ley can
determine i f  you're compatible with them  

Be prepared to go into great detai l  about your art  and
what makes you unique as an art ist     

Be specif ic  
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The gal lery needs to know the history behind your art  in
order to understand

Make them view your art  the way you do 

Be responsive and keep them up-to-date on any changes
in your art  

Make sure both part ies are prepared 

Be specif ic  
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Put t ime and effort  into your approach and presentation

Be ful ly  prepared and have al l  documents ready and up-
to-date 

Don't  rush,  there is  no shortcut for  this  

Be clear  about what you can do for  the gal lery 

Don't  approach without doing your research 

Don't  waste the gal lery 's  t ime nor your own

Don't  forget to personal ize each approach ! ! ! !

To conclude
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NEXT WEEK'S TOPICS
What will we discuss?

V
IC

T
O

R
Y

 A
R

T

Introduction to bui lding relat ionships with cl ients 

Tr icks to maintain relat ionships 

2 ski l ls  you need to develop to get the most out of  your
cl ients 

How to bui ld and maintain relationships with your cl ients



ASK US
ANYTHING!

Q&A



DON'T FORGET TO SIGN UP
FOR OUR FREE

CONSULTANCY SESSIONS!

STARTING NEXT YEAR



CONTACT US FOR MORE INFORMATION



@victoryart.eu Victory Art Victory Art @victoryart1

THANK YOU FOR
JOINING US!

Follow us at: 


