Blazek  &  Vetterling
ARTIST/DEALER NEGOTIATIONS

21  QUESTIONS TO ASK

Scope of Representation

1.
 Is the arrangement exclusive?  Can the artist sell from the studio?  Sell to old customers?  Sell out of town?  Who resells work offered for resale?  How does the dealer inform artist of inquiries about their work?

2.
 Does the dealer have out-of-town connections?  What is the policy for sending slides, calling on collectors, or how active is the sales effort outside the gallery wall context?  Are lectures or articles arranged?

3.
 What is the dealer's experience in securing institutional exhibits?  What efforts does he or she make to place and/or sell work in/or to public, museum, or corporate spaces?

4.
 Is the nature of the artist's work suitable for commissions?  Is the dealer familiar with grants available for such sales?  What efforts will he or she make and what is expected of the artists in arranging such funding?  Is the dealer's percentage different for commissioned pieces?  

Exhibition Policies

5.
 When and how often will the work be exhibited?  Will the first exhibit be a one-person, two-person, or group show?  How often should the artist expect to have a name exhibition, i.e. annually, bi-annually, or when work is ready?  

6.
 Who decides what work is displayed?  Does the artist have a say in hanging or curating the work in an exhibition?  Can "not-for-sale" pieces be shown?  During off-show times, where the work stored?  Is it easy to show work to prospects?

7.
 What days and hours is the gallery open?  How many people visit the gallery on a monthly basis?
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Sales and Pricing Issues

8.
 What amount of annual sales would the dealer reasonably expect to generate for the artist?  What would the dealer expect or hope to happen to the prices of the artist's work?

9.
 How are prices determined?  Is there a firm price for the artist's work?  Will the price be discounted, and if so, how will the discount be shared?  How is the commission calculated if the artist finds the buyer or another dealer?

10.
 What is the normal commission percentage and how is it calculated?  Does the percentage vary for paintings, sculpture, or prints?  For works with high material or foundry costs, are the costs paid by the artist deducted before the commission is calculated?  If the artist or another dealer finds the buyer, is the percentage different?

11.
 When will the artist normally be paid -- the day after the gallery collects the money, at the end of the month, after all expenses of the show are paid, or whenever the dealer is able to pay taking other financial obligations into account?  If payment is deferred, is interest paid to the artist?

12.
 If the payment method is other than cash on delivery of the piece, what are the usual terms for deferred payments?  Will interest be charged?  Does the artist retain a secured interest in the piece in the event of default?  How is the money shared if the artist gets the piece back?

Who Pays for What

13.
Who will pay what expenses of exhibitions, including framing, photographs, shipping, dinners, travel, promotion, catalog, and any other expense paid on behalf of the artist and the work?

14.
 What non-exhibit costs does the gallery pay, such as shipping work to prospect or returning it to artist, sending slides, traveling, or telephone?
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Type of Agreement

15.
Will a written agreement be entered into?  Will the artist receive a monthly financial report? 

16.
 Will a written consignment report (following Uniform Commercial Code rules) be prepared upon receipt of the work and maintained regularly to add new work and reflect works sold and/or returned?  

©
17.
 Will the artist be furnished a list of purchasers to maintain provenance for each work or art?  Does the sales contract provide the work can be borrowed back for exhibitions?

18.
  How long will the agreement be effective?  Based upon the gallery's history, what is the customary length of representation?

19.
 Do sales documents state copyright is retained by the artist?  Will notice of the artist's copyright appear on all reproductions of work?   Does the artist want to retain moral or resale royalty rights (The law in NY and CA provide for it)?

Protection of the Work

20.
 Who is responsible for damages or loss of the work?  Will it be insured in the gallery and/or in transit?  Does the purchaser take delivery from the gallery and if not is the work protected from damage until receipt is acknowledged?  Who controls restoration efforts?

21.
 Does the dealer place work out on approval?  If so, who's insurance covers the work?  How long does the work typically stay out?
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