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OVERVIEW

These are my methods for sourcing and navigating opportunities as a painter & sculptor, creating

artist materials and project management tips specific to my experience with solo exhibitions,

mixed media installation and murals.

TOPICS

1. Sourcing and Navigating Leads

a. What is right for you

b. How to stay organized

2. Artist Materials

a. Artist Statement, Bio, CV

b. Creating Exhibition Proposals

c. Creating Mural Proposals

d. Creating Artists Brochures for collectors and industry

3. Managing Projects

a. Murals

b. Exhibitions

SOURCING AND NAVIGATING LEADS

1. 1. What is right for you?

a. Consider the stage in your career, medium, size of work, archivalness, price points,

what kind of work you create and the company of other artists you’d like to keep.

b. Do you have time? I suggest having at least half of the work done for a show

before you submit a proposal for a solo exhibition.

c. Logistics: packaging & shipping/transportation costs, installing your work

(instructions, templates and hardware)

http://www.aubreedale.com


2. Sourcing and Navigationing opportunities

d. Open call boards

i. Public Art, Grants, Group shows…

1. Group Shows: A way to get in front of curators who do not accept

unsolicited submissions and reach a wider audience. This is also an

opportunity to show new work that you do not yet have a complete

body of.

2. Publications & Catalogs

3. Public Art Pre Qual Lists and Procurement Opportunities

4. Selling Platforms

ii. Art Advisory Firms

iii. Networking: Interior Design Groups - bring cards, have a web presence so

they can see your work. They may email and ask for an inventory list

iv. Instagram

1. Follow #opencall

2. Identify galleries that fit with your aesthetic, content, price points

and career stage

a. Look at their artists CV’s and see where those artists are

showing

b. Do those galleries accept unsolicited submissions?

2. Organizing your calls (Template for Organizing Submissions)

a. Include Deadlines, Entity, Opportunity Name, Location, Links, Submission

Guidelines and Fees, Important dates and to-do’s, POC’s

b. Organize each resource or opportunity such as open calls for galleries,

publications, public art, grants and residences, open call platforms, art advisors

and interior designers and online selling platforms and management tools

https://docs.google.com/spreadsheets/d/1EFzk1QUfHq9qXTgJyOR-aXwPRMoT2g43fBWkJOsVLbQ/template/preview


ARTIST MATERIALS

ARTIST STATEMENT

● Start with a few sentences as a general introduction to your work or a specific project and

then go into detail about those themes and materials.

● Revise regularly and have multiple versions of your statements to cater to different

audiences and opportunities

● Keep is simple so that all kinds of people can understand what kind of work you create

and what your work is about

ARTIST BIO

Bio should be concise and include:

● Where you are based out of

● Medium(s) and technique

● Background and Influences

● Shows and grants you want to highlight

CV

1. Selected Group and Solo Exhibitions

a. FORMAT: Year, Exhibition Title, Gallery, Location



i. EX: 2024 Resetting The Pace, East Fork Gallery, TCC East Fork Campus,

Fort Worth, TX
2. Publications

3. Public Works

4. Awards and Grants

5. Relevant Work Experience

6. Education

CREATING PROPOSALS

I use Pages but a simple Google doc will communicate your ideas. Some opportunities have a

web form or submission platform they want you to use.

1. Exhibitions

a. Your contact info

b. The show concept

c. Include specs for size, materials & special

installation instructions

d. Images of works to include and past

examples

e. Bio, Statement and CV

2. Murals

a. Show what the mural would look like in the space

b. Keep the description simple, including the materials used and showcase your

design

c. Include project timeline (See below in project management for murals)

INDUSTRY BROCHURES AND PRICE LISTS

https://www.tccd.edu/services/student-life/fine-arts/art-galleries/trinity-river-campus-gallery/


● Pages or just a Google doc are fine

● Introduce yourself: Artist Statement, Bio + CV

● Include high res images of works and installation pics to demonstrate what your work

looks like in space.

○ Here are some sites you can upload your work into to create an image of your

artwork in a room (Virtual Showrooms)

● Link or email address for collectors to access a price list

● Your contact info

PROJECT MANAGEMENT

MURALS

Make a new folder for each project and only share with necessary POC’s

https://www.artsyshark.com/2020/08/05/5-online-tools-that-show-your-art-in-a-room/


1. Before your first meeting with prospective clients:

a. Create and share a meeting agenda with your client so they know what to expect

and be prepared for the meeting as well. (TEMPLATE Mural Meeting Agenda)

b. Have your clients fill out a mural questionnaire before your first meeting as well.

You can create one in Google Forms pretty fast. Here is mine (Mural

Questionnaire)

c. Share the contract you use with them before the meeting and a typical timeline of

action items and events so they know what to expect. (TEMPLATE Mural Project

Timeline)

i. Let them know before the meeting that you do charge a design fee

(usually $200-$400). This is to both filter out unserious clients and get paid

for your time and intellectual property. When they sign a contract, just

prorate the price for the design fee they already paid.

ii. At the contract signing, get a deposit up front and the remainder upon

completion. Every artist phases this out and runs their projects a little

differently. Get to know your muralist community so you can talk shop.

https://docs.google.com/document/d/1_g8_PjyuKkxQiBCpsi89kJz68my6mhfGZzdz08R31-k/template/preview
https://docs.google.com/forms/d/1C3QMR0hTT2iyoSekDwORhsPi1cfsv85F4gbVWASLPNk/printform
https://docs.google.com/forms/d/1C3QMR0hTT2iyoSekDwORhsPi1cfsv85F4gbVWASLPNk/printform
https://docs.google.com/spreadsheets/d/181fzff9yiIFe7OJWAT-Vi8lH0T6RMxY3ZG_g7zzpqUA/template/preview
https://docs.google.com/spreadsheets/d/181fzff9yiIFe7OJWAT-Vi8lH0T6RMxY3ZG_g7zzpqUA/template/preview


(TEMPLATE Mural Meeting Agenda)

(TEMPLATE Mural Meeting Agenda)

https://docs.google.com/document/d/1_g8_PjyuKkxQiBCpsi89kJz68my6mhfGZzdz08R31-k/template/preview


EXHIBITION AND INSTALLATIONS

Ways to prepare for your exhibition:

1. Make a new folder for each project and only share with necessary POC’s

2. Ways to prepare for your exhibition:

a. In the shared folder, include

i. Floorplans and Mockups to troubleshoot and establish layout.

1. Obtain pics, gallery measurements and specs:

a. Lighting and windows, location, electrical outlets, flooring

and travel paths, and what the wall is made of and what is

behind it, ceiling height and material.

b. Do they have monitors, extension cords, tools…

c. Be specific about how you want your work lit, displayed or

arranged if it is important to the integrity of the piece.

ii. Create a Timeline of To-Do’s

1. Ordering materials, finishing “this piece, this week”, photograph

work, upload artist statement, reserve truck, install hardware,

package work, update website…

iii. Plan and make a materials list, budgeting for fabrication, hardware,

packaging materials, transportation/shipping/receiving and install

1. Include instructions or templates for install, specialty hardware and

shipping if necessary

2. If transporting large work yourself, be sure to reserve a van or truck

at least 2 weeks in advance, preparing for rain. Reservations at the



end of the month are limited because that is when a lot of people

move.

3. Always have extra blankets, cardboard, tape and tie-downs, an

permanent marker and box cutter

iv. Document and write about your work
1. Take and edit nice photos of your work including detail images
2. Ask an art pal or curator to look over your materials

v. Have an up-to-date CV, Bio and Headshot for the gallery to use
vi. List of Inventory: every gallery has their own formatting so check with them

to see how they want it done.
1. Galleries should print out labels and price lists, but double check

vii. Marketing - press packets, social media, campaign newsletter, fliers
1. Some galleries do fliers, others don’t.
2. Utilize AI to generate a marketing plan for you
3. In the shared folder, include in high res images of each piece with

descriptions for the gallery. This makes it easy for the gallery to
market and share detail images with interested collectors

b. Create a landing page on your website for show so people can learn more about

the work, location and view hours and purchase info. A QR code in the gallery and

on fliers is an easy way for people to find you.

3. Once your show is installed, there is still work to be done

a. Photograph your work in the gallery and edit photos

b. Update your website with images of the show and upcoming events such as artist

talks, private tours and the closing reception

c. Send out a newsletter thanking those who came and inviting others to visit the

show. Share with your base what else you are working on.

d. Collaborate with the gallery on press

e. Keep posting on social media about the show (if you use it )

f. Make more art

g. Once you have recovered, go ahead and apply to something else that sounds fun!

Especially now that you have more images for your portfolio, an expanded CV,

new contacts and experience.


