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CONVERSATIONS WITH CUSTOMERS 

Having conversations about my work with potential customers is my favourite part of selling. But 
sometimes I have felt put on the spot when asked certain questions that trigger my own                           
insecurities. ’So where did you train?’ ’How long have you been an Artist?’. 

Preparing yourself before an event so you know how you will deal with such questions is a good idea 

especially if you are naturally shy, as it can feel a daunting prospect to talk about your work so I 
have created this resource to help you.   

Knowing when to approach viewers and when to leave them to look at your work uninterrupted is a  
skill you will develop over time and with practice.  I have a section on this in my Event Review re-
sources.  

Visitors are often nervous about asking questions about Art as they fear they may appear                 
unknowledgeable. Giving viewers a spaces to feel comfortable to ask questions about your work or 
even tell you how it makes them feel can be a very special moment for both Artist and viewer and 
can often precede a sale. 

 

Use these prompts to help start a conversation about your work. 

 

 ‘I have seen you looking at this work.’ 

 ‘What first struck you about this piece?’ 

 ‘What is it that particularly interests you about it?’ 

 ‘Would you like to know a little more about this piece?’ 

 ‘Would you like to see how this piece was developed?’ (good if you have sketchbooks with you) 

 ‘Can you see this piece working in particular place in your home?’ 

CONVERSATION STARTERS: 

 

You may be asked to talk about your work, your process and your background. Preparing what you 

might say and how you might answer the following questions will help you feel more confident.     
Refer to my sheets Write Your Artist’s Statement and Write About Your Work for help. 

 

 ‘If you’d like to know more about me and work there is some information here’ — (have your 

Artist’s statement on display).  

 ‘I became more serious about my Art practice in/when……’ 

 ‘I am interested in making work that…’  

 ‘I start by...’ 

 ‘I am influenced by these Artists…’ 

 ‘My work has changed over time because…’ 

 

TALKING ABOUT YOUR WORK: 
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Having someone try to persuade you to sell your work at a reduced rate can be an uncomfortable 

experience. Being prepared for this event can save you a lot of anxiety or embarrassment. Before an 
event have a price that you are willing to sell a piece for (about 20% below the marked price) but do 
not go below this price.  That way you can be firm but still appear to be wiling to negotiate. 

If a negotiation does not make you feel comfortable than don’t sell. There is someone who is willing 
to pay full price for you work. 

 

 You could offer to deliver it yourself or offer free shipping. 

 You could offer a payment scheme where the customers pays in 3 instalments. Draw up a written 

agreement.  

 Be willing to accept different kinds of payments. Cash, cheque, credit cards (you will need a card 

reader for this), bank transfer. 

 Ask them to point our their favourite piece then suggest something similar on a smaller scale or an 

unframed piece. This is why is good to have a range of size work and framed pieces too, 

 You could suggest that they commission a similar piece on smaller scale.  

DEALING WITH HAGGLING: 

 

If a viewer as taking some time to look at your work but has not intention of buying today, this does 

not mean they will not contact you later and purchase something. This is often the case at fairs and 
Open Studios.  Consider using these prompts before they depart. 

 

 Would you mind leaving your email so I can keep you updated of future events. 

 Please take a card and do stay in touch. 

 I also accept commissions if this is something you may like to consider. 

BEFORE THEY LEAVE: 

 

 Appear engaged with your                     

surroundings and potential collectors.  

 Explain your process and inspiration - 

collectors love to hear your story.  

 Ask leading questions 

 Have you Artists Statement visible or to 

hand.  

DO: 
 

 Be on your phone, tablet, or otherwise 

distracted and disengaged.  

 Refuse to talk about your work with a   

potential collector.  

 Be too shy! It can be intimidating talking 

about your work, but sharing your story 
and inspiration helps to communicate the 
significance of your art.  

DON’T 
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