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EPISODE	31:	HOW	YOU	CAN	MAKE		
MONEY	AS	AN	ARTIST		

NO	MATTER	WHERE	YOU	ARE	
	with	Antrese	Wood	

MarkeBng	for	CreaBves	Show	
at	IntNetworkPlus.com	

Announcer:	

Turn	your	hobby	and	freelance	work	into	a	profitable	business!	Make	your	markeAng	easier	
by	applying	the	strategies	of	experienced	entrepreneurs	and	have	more	Ame	to	do	the	work	
you	 love.	 You	 are	 listening	 to	 the	 MarkeAng	 for	 CreaAves	 show	 with	 your	 host	 Marina	
Barayeva.	

Marina	Barayeva:	

Hi	everyone.	This	is	Marina	Barayeva.	Welcome	to	another	episode	of	MarkeAng	for	
CreaAves	show.	In	this	episode,	we	gonna	talk	about	how	you	can	make	money	as	an	arAst.	

We’ll	talk	about	transiAoning	from	the	regular	job	to	the	independent	arAst	career,	how	to	
deal	with	the	starving	arAst	syndrome	and	the	different	ways	to	make	money	as	an	arAst.	

I’m	very	excited	to	be	joined	today	by	Antrese	Wood.		

Antrese	is	an	arAst	and	the	host	of	the	Savvy	Painter	Podcast.	The	Savvy	Painter	features	
interviews	with	top	arAsts	who	talk	about	their	mindset,	process,	and	gives	Aps	and	
techniques	to	aspiring	painters.		

Antrese	paints	and	teaches	online	workshops	from	her	home	in	Mammoth	Lakes,	California.	

Marina	Barayeva:	

Okay,	Antrese.	Welcome	to	the	show.	How	are	you	doing	today?	

Antrese	Wood:	

I’m	doing	great.	Thank	you	so	much	for	having	me	on,	Marina.	

Marina	Barayeva:	

It’s	a	pleasure	to	have	you	on	the	show.	Please	tell	us	a	li+le	bit	about	yourself.	How	did	you	
start	your	arAsAc	journey	and	what	do	you	do	now?	
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Antrese	Wood:	

I	went	to	the	ArtCenter	College	of	Design	in	Pasadena	and	I	studied	fine	art	and	illustraAon	
there.		

From	there	I	had	a	lot	of	student	loans	when	I	leX	so	I	went	to	work	at	Disney	in	their	video	
game	department.	They	change	their	names	a	million	Ames	so	if	you	hear	me	hesitate	I	was	
about	to	say,	thinking	of	the	five	different	names	that	they	changed	that	department	to,	but	
the	Disney	video	game	department	is	where	I	worked	for	about	10	years.	I	was	there	for	a	
long	while,	leX	and	came	back	a	couple	of	Ames.	

Then	 I	 finally	 decided	 that	 I	 was	 going	 to	 bite	 the	 bullet	 and	 focus	 on	my	 own	 painAng	
because	 that’s	 something	 that	had	always	been	nagging	at	me,	 that	 I	wasn’t	doing	what	 I	
wanted	to	do.	Even	though	I	 loved	my	job	and	I	 loved	the	people	that	I	worked	with	and	I	
learned	so	much	working	at	Disney	but	it	was	Ame	to	leave	the	nest	and	go	out	on	my	own.	

Marina	Barayeva:	

And	 for	 a	 lot	 of	 people	 it’s	 the	 same	 thing.	 They	 do	 their	 job	 and	 they	want	 to	 do	 some	
arAsAc	things	but	they	are	afraid	that	maybe	they	will	not	make	money	out	of	this	or	maybe	
it	just	takes	a	lot	of	Ame.	What	made	you,	what	moAvated	you	to	make	this	transiAon	and	
how,	in	the	end,	did	you	start	to	grow	as	an	arAst	and	sell	your	art?	

Antrese	Wood:	

To	actually	make	the	transiAon	took	me	a	while	because	it	is	scary.	It’s	terrifying	to	go	from,	
especially	that	I	was	very	lucky	and	had	a	very	cushy	job	and	I	 loved	it.	 It	wasn’t	 like	I	was	
unhappy	and	there	was	something	pushing	me	out.	It	was	definitely	like	you’re	in	this	warm	
cozy	bed	and	you	have	to	get	out	and	 it’s	15	below	zero	(laughter).	The	heat’s	not	on	and	
you’re	like,	“Oh,	no!”	

It	took	me	a	long	Ame	from	the	Ame	that	I	realized	that	not	only	did	I	want	to	do	it	but	that	I	
was	 going	 to	 do	 it.	 I	 saved	 up	 a	 li+le	 nest	 egg.	 I	 pushed	my	 go	 in	 and	 tell	my	 boss	 date	
probably	five	or	six	Ames	before	I	actually	did	it.		

It	 wasn’t	 something	 that	 I	 took	 lightly	 and	 it	 was	 very	 scary,	 so	 I	 don’t	 want	 to	 give	 the	
impression	that,	“Oh,	yes.	I	just	leX	my	job	and	it	was	no	big	deal.”	It	was	kind	of	a	big	deal.	

I	prepared	for	it	and	I	was	ready,	willing,	and	able	for	a	big	change	because	I	knew	that	was	
coming.	

Marina	Barayeva:	

How	did	you	transiAon	it	into	a	business?	How	did	you	start	selling	that?	

Antrese	Wood:	

There	were	a	 lot	of	fits	and	starts.	There	was	a	 lot	of	geang	to	understand	what	this	new	
creaAve	life	meant.		
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The	thing	that	surprised	me	the	most	was	how	different	it	is	to	be	painAng	when	you	have	a	
full-Ame	job	and	you	know	that	all	of	your	bills	and	everything	is	paid	for,	and	then	all	of	a	
sudden	you	are	wondering,	“Is	this	going	to	sell?	What’s	going	to	happen?”		

It’s	a	lot	of	pressure	that	I	didn’t	realize	how	difficult	that	would	be	to	deal	with.	That’s	the	
part	that	 I	 think	surprised	me	the	most.	What	 I	did	was	 I	 just	started	painAng	my	bu+	off.	
Because	 I	 did	 a	 lot	 of	 project	management	 at	Disney,	 I	was	 the	 art	 director	 there	 for	 the	
video	game	department	and	I	did	a	lot	of	project	management	there	so	I	just	thought	it	was	
a	one-to-one	raAo.		

So	I	made	this	schedule,	I’m	going	to	paint	for	this	long	and	this	is	how	long	it	would	take	me	
to	do	a	series	of	painAngs.	I	had	all	of	that	mapped	up.	I	just	buckled	down	and	got	to	work.	

Then	I	started	really	slowly	showing	 in	 local	restaurants,	and	 in	a	couple	of	art	 fairs,	 those	
aren’t	my	favorite	thing	in	the	world,	slowly	but	surely	geang	the	work	out	and	making	an	
aim	for	myself.		

Marina	Barayeva:	

When	you	were	doing	 this	 transiAon	 from	 the	Disney	 job	 that	 you	 liked,	 as	 you	 said,	 and	
then	going	to	your	art,	did	you	believe	or	did	you	have	those	thoughts	that	you	are	going	to	
grow	as	a	business	or	did	you	believe	that	you	can	sell	 them	and	completely	 forget	about	
your	Disney	job,	just	focus	on	your	art?	

Antrese	Wood:	

I	wasn’t	expecAng	to	 leave	my	job	and	then	have	exactly	the	same	benefits	and	perks	and	
make	 exactly	 the	 same	 amount	 of	 money.	 I	 was	 fully	 prepared	 for	 a	 couple	 of	 years	 of	
struggling	with	it	or	being	reliant	on	my	savings.		

Because	 I	was	prepared	 for	 that,	 I	was	fine	with	 it.	 It	didn’t	 really	bother	me	that	much.	 I	
picked	a	really	bad	Ame	to	do	this	though.	It	was	in	early	2007	and	things	were	going	really	
well	 and	 I	was	 selling	 a	 lot	 of	 painAngs	 and	 I	was	 doing	 great	 and	 really	 happy,	 thinking,	
“Wow,	if	I	can	do	this,	this	is	be+er	than	I	thought	I	would	do.	So	this	is	fantasAc.	I’m	on	my	
way.”	

And	then	the	economic	crisis	in	the	United	States	hit	and	everything	went	to	hell	in	a	hand	
basket.	That	was	definitely	a	 tough	period,	 trying	 to	figure	out	how	 to	deal	with	 that	and	
how	to	keep	going	and	what	to	do.	

Marina	Barayeva:	

That	was	quite	a	difficult	Ame	I	guess.	When	you	transiAoned	from	your	first	 job,	you	 just	
started	 out	 and	 then	 aXer	 the	 crisis,	 that	 was	 another	 difficult	 period.	 A	 lot	 of	 creaAve	
entrepreneurs	are	struggling	to	make	money	with	their	art	or	to	get	be+er	paid	clients.		

When	you	get	to	the	point	where	you	need	to	sell	somehow	because	you	don’t	have	money,	
you	need	to	make	money	somehow	out	of	your	art,	and	this	is	the	starving	arAst	syndrome.	
How	do	you	get	rid	of	this?	Do	you	have	any	Aps	on	that?	
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Antrese	Wood:	

I	do.	I	have	a	lot	to	say	about	that.	There’s	a	lot	of	truth	to	the	idea	that	it	is	really	hard	to	
make	it	as	an	arAst.	But	when	it’s	labeled	the	starving	arAst	and	you	internalize	that	and	you	
completely	 believe	 it,	 you’re	 sort	 of	 expecAng	 it.	 Think	 about	 that,	 the	 starving	 arAst.	 It	
might	be	difficult	and	you	might	be	struggling	and	you	might	have	a	hard	Ame	at	first	paying	
your	rent	but	that	is	very	different	from	literally	starving.		

I	take	issue	with	that	in	the	sense	that	it	doesn’t	do	arAsts	any	service	to	have	this	belief	that	
being	 an	 arAst	 is	 about	 starving	 and	 suffering.	 You	 put	 yourself	 in	 that	 mindset,	 then	
everything	you	see	confirms	that	you	miss	a	 lot	of	opportuniAes	when	you	see	things	that	
way.	That’s	one	thing	I	would	say	about	it.		

Think	about	ways	to	reframe	that	and	look	for	the	opportuniAes	because	I	believe	that	right	
now	we	 live	 in	a	Ame	where	 there	are	more	opportuniAes	 than	 there	have	ever	been	 for	
arAsts.		

We	 can	 sell	 directly	 to	 our	 collectors.	We	 no	 longer	 have	 our	 hands	 Aed	 by	 having	 to	 go	
through	 a	 middle-man,	 which	 would	 be	 the	 galleries	 or	 a	 dealer.	 That	 has	 never	 been	
possible	 before	 for	 arAsts	 to	 reach	 their	 own	 collectors	 and	 to	 develop	 relaAonships	with	
them	like	there	is	now.	

How	to	get	rid	of	that	is	look	at	the	opportuniAes	and	focus	your	energy	on	that	instead	of	
focusing	on	why	everything	is	so	hard	and	it	sucks	and	it’s	awful	(laughter).		

ArAsts	are	pre+y	much	the	only	arts,	and	 in	this	statement,	 I’m	going	to	 include	all	of	 the	
arts,	meaning	visual	arts,	performing	arts,	wriAng,	where	you	are	constantly	 told	 that	you	
should	have	a	back-up	plan	and	 if	 you	decide	 to	go	 to	 college	or	university	 to	 study	 that,	
you’re	oXen	told	you	should	get	a	second	degree.	They	don’t	tell	anyone	else	that.	

All	of	that	sets	arAsts	up	for	this	belief	that	they	can’t	make	it.	

Marina	Barayeva:	

When	you	were	growing	as	an	arAst,	when	you	were	growing	your	art	business,	what	helped	
you	grow	it	as	a	business	and	make	money	as	an	arAst?	

Antrese	Wood:	

This	is	a	very	simplisAc	answer.	It’s	very	simple	but	it’s	not	easy.	Looking	at	everything	that	
works	and	doing	more	of	 that	and	 looking	at	what’s	not	working	and	 stopping	doing	 that	
(laughter).	

I	 know	 that	 is	 such	 a	 simple	 statement	 that	 it	might	 seem	 very	 superficial	 but	when	 I’m	
standing	 in	 front	 of	 a	 canvas,	 I	 am	 present	 in	 that	moment	 and	 I	 am	 thinking	 about	 the	
painAng	and	I’m	thinking	about	what	I	need	to	do	to	make	that	a	beauAful	painAng	or	what	I	
need	to	do	to	solve	certain	technical	skills.	

When	 I	 think	 that	way,	 I’m	 seeing	what’s	working,	 and	 if	 it’s	not	working,	 then	 I	 can	 shiX	
gears	slightly.	When	I	am	thinking	about	sales	and	I’m	looking	at	what	are	the	things	that	I’ve	
tried	to	do	to	sell	my	art,	and	I	menAoned	earlier	that	for	me,	this	isn’t	true	for	everybody,	
that’s	another	thing.	There	are	thousands	of	ways	to	do	this.	There’s	not	one	rule	but	for	me	
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I	 really	didn’t	 like,	 conferences	 is	going	 through	my	head	and	 that’s	not	what	 I’m	 thinking	
about	right	now.	Seang	up	a	tent	in	these	li+le	art	fairs	and---	

Marina	Barayeva:	

Trade	show?	

Antrese	Wood:	

It’s	more	of	an	art	fair.	A	lot	of	communiAes	have	them	around	various	holidays.	It’s	an	art	
fair	 for	the	public	to	come.	You	set	up	a	tent,	you	put	your	work	out	and	you	sit	there	for	
three	days	and	people	come	in	and	look	at	your	art.	You	can	sell	your	art	that	way.	

I	know	a	lot	of	arAsts	have,	they’re	art	fairs	obviously,	that’s	why	I	couldn’t	think	of	the	work,	
I	was	totally	going	the	wrong	way.	The	art	fairs	are	really	good	for	some	people	but	for	me,	I	
just	can’t.	I	don’t	enjoy	them.	And	if	I	don’t	enjoy	them,	I	can’t	do	a	good	job	of	it.	

That’s	 another	 thing	 that	 wasn’t	 working	 for	 me	 so	 just	 admiang	 that	 and	 saying,	 “You	
know	what?	That’s	really	not	my	thing.	I’m	not	going	to	do	that	anymore,	I’m	not	going	to	
bother	with	it,	and	I’m	not	going	to	be	chasing	aXer	all	those	opportuniAes	and	wondering	if	
I’m	missing	something.”	 It’s	 that	sort	of	decisiveness,	of	saying	that’s	not	working,	 I’m	not	
doing	it.	

Again,	back	to	that	statement	of	do	more	of	what	works	and	do	less	of	what	doesn’t,	I	know	
it	sounds	very	simplisAc	in	a	very	shiXy	answer	but	I	take	a	really	strong	look	in	everything	
I’m	doing	and	I	analyze	its	effecAveness.	And	that’s	how	I	make	my	decisions.	

Marina	Barayeva:	

As	you	say,	there	are	a	lot	of	opportuniAes	for	people	and	we	live	in	an	amazing	Ame.	There	
are	different	ways	to	make	money	as	an	arAst.	Can	you	give	us	ideas	of	what	and	how	to	sell,	
how	you	do	this?	

Antrese	Wood:	

How	 I	do	 it.	Most	of	my	work	 I	 sell	online	and	a	 lot	of	 it	 is	 sold	 in	person	because	 I	have	
direct	contact	with	people,	with	my	collectors.	

Marina	Barayeva:	

How	did	you	get	all	of	these	contacts?	

Antrese	Wood:	

When	somebody	buys	my	work,	I	pay	a+enAon	to	them:	they’re	now	a	customer	(laughter).		

That’s	 one	 thing	 that	 I	 think	 a	 lot	 of	 arAsts	 don’t	 do,	 keeping	 a	 list	 of	 your	 collectors,	
maintaining	 an	 email	 list,	 keeping	 contact	 informaAon,	 asking	 them	 quesAons	 about	why	
they	buy	your	painAng,	what	they	like	about	it,	and	checking	back	in	with	them	later.	

That’s	developing	a	relaAonship	as	opposed	to,	“Thanks	for	the	check,	bye.”	That	would	be	
one	way.	
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AXer	the	stock	market	crash,	the	economic	crisis	 in	the	United	States,	 I	ended	up	meeAng	
my	 future	 husband,	meeAng	 this	 guy	 and	 eventually	moving	 to	 ArgenAna	 and	 eventually	
geang	married.		

For	 a	 second	 Ame,	 I	 found	 myself	 in	 a	 situaAon	 where,	 in	 this	 case,	 I	 didn’t	 have	 any	
contacts.	It	was	a	completely	different	culture.	Instead	of	being	in	Los	Angeles	where	I	was	
surrounded	by	lots	of	other	arAsts,	I	was	in	a	much	much	smaller	town	and	for	the	first	Ame	
ever	in	my	life	I	felt	really	isolated	from	arAsts.		

Again,	looking	for	opportuniAes.	What	I	did	was	I	thought,	“Okay,	I’m	living	in	a	new	country.	
I	don’t	know	very	much	about	this	country.	I	know	a	lot	about	the	local	area	that	I’m	in	but	
this	 is	a	huge	country	and	this	 is	a	huge	opportunity.”	Again,	 I	could	have	 looked	at	 it	 like,	
“Oh,	 my	 gosh.	What	 am	 I	 doing?	 I	 went	 from	 a	 city	 of	 5	 million	 people	 to	 a	 town	 of	 5	
thousand.	What	am	I	going	to	do	now?	I	can’t	handle	this.	I’m	going	back	home,”	or,	“I	can	
look	for	the	opportuniAes.”	

And	the	opportunity	that	I	saw	was,	“I	can	see	this	country	through	the	eyes	of	a	foreigner	
which	means	I	will	see	things	differently	than	the	people	who	live	there	because	they	see	it	
all	 the	Ame,	 every	day.	 I	 find	 that	 all	 the	Ame	when	people	 come	visit	me,	 that	 they	 see	
things	and	I’m	like,	“Wow.	I	look	at	that	every	day	and	I	didn’t	see	it?”	

I	did	a	Kickstarter	project.	That	was	the	idea	that	I	came	up	with.	I	decided	that	I	was	going	
to	 travel	 around	 the	 country	 and	paint	 all	 the	different	provinces.	 I	 realized,	 “Gosh,	 if	 I’m	
going	to	do	that,	I	need	some	money.”	So	Kickstarter	seemed	like	a	great	idea.	

I	created	this	Kickstarter	project	and	raised	the	money	to	do	the	project	and	for	about	two	
or	 three	 years	 it	 was	 the	 highest	 grossing	 Kickstarter	 project	 for	 painAng	 and	 I	 held	 that	
record	for	I	think	about	two	years	before	someone	knocked	me	off.		

Those	are	specific	ways.	 I	start	 looking	for	where	am,	what’s	happening,	and	what	are	the	
resources	that	I	can	leverage	to	create	a	project	and	sell	my	art?	

Always	the	first	thing	for	me	is	the	work	has	got	to	be	good.	I’m	not	ever	willing	to	sacrifice	
the	work	just	to	pander	to	an	audience.	But	assuming	the	work	is	really	good,	I	think	there	
are	so	many	ways	to	sell	your	art.		

If	you	want	specifics,	Kickstarter,	I	just	gave	you	the	example	of	that.	You	can	sell	your	work	
online	by	either	working	with	an	online	gallery	or	going	off	on	your	own.		

Marina	Barayeva:	

How	do	you	reach	online	galleries	so	they	will	sell	your	art?	

Antrese	Wood:	

There	are	thousands	of	them.	Google,	(laughter)	honestly.	

As	with	anything	there	are	lots	of	variaAons	on	it,	meaning	that	there	are	some	that	you	pay	
a	monthly	fee	and	you’re	in.	There	are	some	that	are	curated.	Depending	on	what	route	you	
want	to	go,	I	would	basically	do	a	lot	of	research.		
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Find	 out	 everything	 you	 can	 about	 the	 gallery,	 talk	 to	 some	 of	 the	 arAsts	 that	 are	 in	 the	
gallery	and	find	out	what	their	experiences	are	because	if	you	go	the	gallery	route,	whether	
it’s	online	or	an	actual	brick	and	mortar	place,	you’re	entering	a	relaAonship	with	somebody	
who	presumably	will	be	long	term	so	you	be+er	like	them	and	you	be+er	trust	them.	

In	general,	I	guess	my	answer	to	all	these	quesAons	is	do	some	research,	do	your	homework,	
find	out	what	opportuniAes	that	fit	with	your	personality,	your	lifestyle,	and	start	talking	to	
people.	Actually	pick	up	the	phone	and	talk	to	people.		

Marina	Barayeva:	

What	other	ways	to	make	money	as	an	arAst?	Give	us	some	more	 ideas.	Google	 is	a	good	
thing	but	someAmes	you	don’t	know	what	to	Google.	

Antrese	Wood:	

You	asked	specifically	about	online	galleries	so	I’m	saying	I	don’t	know	the	names	of	them	all	
but	you	can	 really	easily	find	 that	out	by	Googling	online	galleries	and	by	 talking	 to	other	
arAsts	and	by	doing	a	li+le	legwork.		

I	think	that	one	thing	that	can	be	really	dangerous	is	that	arAsts,	I’m	talking	about	painters,	
they	tend	to	want	to	be	in	their	studio	painAng.	And	I	do	too,	more	than	anything.	That’s	my	
love.	That’s	my	happy	place.	That’s	where	I	want	to	be	all	the	Ame.		

But	if	you’re	going	to	run	it	like	a	business,	you	have	to	treat	it	like	a	business,	which	means	
you	 have	 to	 show	up	 and	 do	 the	work	 on	 a	 regular	 and	 consistent	 basis.	 That	means	 no	
siang	there	hoping	that	somebody’s	going	to	magically	discover	you	when	you	haven’t	even	
bothered	to	put	up	a	website.		

Marina	Barayeva:	

We	 talked	 about	 Kickstarter	 project.	We	 talked	 about	 online	 galleries.	What	 else	 can	 we	
have?	We	can	sell	art	to	people	personally.	How	else	can	we	get	creaAve?	Where	else	can	
we	get	money?	

Antrese	Wood:	

Those	 are	 the	 ones	 that	 I	 have	 direct	 experience	with,	 and	 brick	 and	mortar	 galleries,	 so	
that’s	how	I	do	 it.	You	can	sell	prints.	You	can	do	those	art	 fairs	that	 I	menAoned.	You	can	
have	art	parAes.		

ArAsts	are	pre+y	creaAve	so	the	quesAon	is	not	how	to	make	money	like	tell	me	every	single	
way	 to	 make	 money	 making	 your	 spice	 with	 your	 art.	 I	 think	 a	 be+er	 quesAon	 for	 the	
individual	arAst	who	 is	 listening	to	this	 is	 to	understand	where	their	own	prioriAes	 lie	and	
what	they	actually	like	to	do	because	if	you	hate	doing	something,	you’re	never	going	to	do	
it.		

There	 are	 some	 arAsts	 who	 are	 perfectly	 comfortable	 almost	 standing	 on	 a	 corner	 and	
shouAng	and	selling	their	art.	You	can	go	to,	 in	Los	Angeles,	 there’s	3rd	Street	Promenade.	
There	are	lots	of	arAsts	who	sit	there	and	paint	live	and	in-person	and	sell	their	art	that	way.	
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That	all	depends	on	who	you	are.	I	think	it’s	pre+y	easy	to	come	up	to	Google	a	list	of	how	
to	make	money	selling	art	and	you’ll	probably	come	up	with	thousands	of	ways	to	do	it	but	
do	you	want	to	do	that?	That’s	the	be+er	quesAon.	

Marina	Barayeva:	

That’s	the	key.	

Antrese	Wood:	

Yes.	

Marina	Barayeva:	

Okay.	Let’s	say	people	want	to	create	mulAple	income	streams	and	we	talked	about	several	
ways.	Do	you	have	any	recommendaAons	on	how	to	grow	it	step	by	step?		

Even	you	as	an	arAst,	you	do	a	few	things	to	sell	your	art	and	when	you	work	on	different	
projects	it’s	easy	to	get	disappointed	and	instead	of	geang	income,	you	spread	yourself	all	
over	and	you	lose	money	in	the	end.		

Antrese	Wood:	

You’re	talking	about	arAsts	in	general	doing	that?	

Marina	Barayeva:	

Mm-hmm	(agreement).	

Antrese	Wood:	

I	think	you	have	to	make	decisions	and	making	decisions	means	saying	no.	I	think	saying	No	
is	much	more	important	than	saying	Yes.		

ArAsts	 in	 that	 situaAon	 that	you’re	 talking	about,	 you’re	 talking	about	 somebody	who	has	
adopted	 this	mentality	 that	 they’re	 starving,	which	 in	 turn	means	 that	 they’re	 desperate,	
which	 means	 that	 they’re	 willing	 to	 do	 almost	 anything	 to	 sell	 their	 artwork.	 That	 is	 a	
terrible,	horrible	place	to	be.		

First	thing	I	would	say	is	do	not	allow	yourself	to	get	there,	to	that	state	of	mind	that	says	I’m	
desperate	and	will	do	anything.	

Marina	Barayeva:	

How	would	you	grow	then,	step	by	step?	Let’s	say	if	now	you	need	to	start	everything	from	
zero,	no	money,	no	connecAons,	just	your	talent,	you’re	good	at	your	art	but	you	sAll	want	to	
make	money	as	an	arAst.	What	would	you	do?	

Antrese	Wood:	

Get	really	good	at	what	you	do.	That’s	the	first	step.	Don’t	pretend	that	you’re	be+er	than	
you	are.	Understand	where	you	are	in	the	context	of	your	peers.		
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In	 that	 case	 though,	 let’s	 say	 that	 I	 lose	 everything	 but	 I	 sAll	 know	 how	 to	 paint.	 I	 have	
paintbrushes	and	paint	and	no	past	pormolio.	The	first	thing	I	would	do	is	I	would	focus	very	
hard	on	making	really	good	art.	Making	art	that	I	am	proud	of,	that’s	the	best	that	I	can	do	
with	my	current	capabiliAes.		

Not	 the	 best	 you	 can	 do	 in	 the	 world,	 because	 that	 puts	 you	 in	 this	 weird	 posiAon	 of	
comparing	 yourself	 to	Picasso	and	he’s	80	and	you’re	not	Picasso	at	80.	Having	a	 realisAc	
understanding	of	where	you	are.		

Then	the	first	thing	I	would	do	is	start	making	an	email	list	of	people	who	like	my	work	and	
then	I	would	start	geang	it	out	in	front	of	them,	either	using	social	media	or	if	they’re	local,	
do	it	live,	open	studios	are	really	good.	

The	 relaAonship	 you	 have	 with	 your	 collectors	 is	 your	 most	 valuable	 asset.	 That	 is	 my	
universal	answer	for	it.	Step	one,	paint	well.	Step	two	create	an	actual	real	relaAonship	with	
your	customers,	with	your	collectors	and	build	it	from	there.	

You	build	it	from	there	by	asking	for	referrals,	by	treaAng	them	really	well,	by	treaAng	them	
like	human	beings	and	not	commodiAes,	and	by	conAnuing	to	be	the	best	you	can	be	with	
your	painAng.	Does	that	answer	your	quesAon?	

Marina	Barayeva:	

Antrese,	you	are	hiang	a	point	because	we	have	many	arAsts	among	our	listeners.		

When	you	say	that	you	would	collect	emails	and	get	good	relaAonships	with	your	collectors,	
if	you	would	just	grow	your	business,	or	let’s	imagine	there’s	going	to	be	another	crisis	here,	
what	would	you	pay	a+enAon	to	in	order	to	build	the	relaAonship?	How	would	you	remind	
about	yourself?	They	bought	your	stuff	and	that’s	it?		

Antrese	Wood:	

Building	your	 list,	you	absolutely	should	have	a	method	to	collect	email	addresses	on	your	
website	so	people	who	are	going	to	your	website	have	a	way	to	give	you	their	email	list	and	
don’t	be	afraid	to	ask	for	it.	Don’t	be	shy	about	asking	for	it.	If	you’re	showing	your	work	in	
person	anywhere	you	always	have--		

Again,	 anyAme	 you	 interact	 with	 the	 public	 and	 are	 showing	 your	 artwork,	 whether	 it’s	
virtual	or	in-person,	you’re	collecAng	emails	and	talking	to	people,	developing	a	way	to	talk	
about	your	work,	which	starts	a	conversaAon.	That’s	step	one	of	building	the	relaAonship.	

It’s	like	if	you	walk	into	a	bar	and	somebody	all	of	a	sudden	lays	a	kiss	on	you,	it’s	not	going	
to	be	received	very	well.	Every	 interacAon	with	your	collector,	and	 in	this	case,	 the	kiss	or	
however	far	you	want	to	take	that	is	selling	them	artwork.		

You	 don’t	 walk	 up	 to	 somebody	 and	 in	 the	 first	 sentence	 try	 to	 take	 it	 to	 third	 base	 or	
however	 you	want	 to	put	 that.	Meet	 them	where	 they’re	at	 and	 start	 a	 conversaAon	and	
develop	a	friendship	as	opposed	to	going	straight	in	to	a	sale.	

That’s	a	huge	part	of	it,	treaAng	your	collectors	like	human	beings	because	they	are.	It’s	like	
if	you	walk	into	a	store	and	you	just	want	to	look	around	and	a	sales	person	comes	up	and	
says,	“Give	me	your	credit	card.	Which	one	do	you	want?”	It’s	a	turn	off.	
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Marina	Barayeva:	

If	you	would	summarize	all	of	this,	what	would	one	big	piece	of	advice	to	arAsts	who	want	to	
make	 money	 as	 an	 arAst?	 What	 would	 be	 number	 one	 thing	 to	 remember	 during	 this	
business	journey?	

Antrese	Wood:	

The	first	thing	is	creaAng	good	art.	You	cannot	skip	that	step.	

Marina	Barayeva:	

So	you	should	be	great	in	your	art.	

Antrese	Wood:	

(Laughter)	that’s	the	first	thing	and	the	next	thing	is	treat	your	collectors	like	human	beings	
and	have	a	relaAonship	with	them.	They’re	people	and	they	want	to	know	you	so	let	them	
know	you.	

Marina	Barayeva:	

Yes,	every	business	has	a	foundaAon	and	probably	for	arAsts	and	other	creaAve	no	ma+er	
what	you	do,	you	need	to	know	your	craX.	You	need	to	be	a	good	arAst.	You	need	to	be	good	
at	what	you	do.	

Antrese	Wood:	

Yes.	I	know	that’s	not	the	answer	a	lot	of	people	want	to	hear	but	that	is	the	step	that	a	lot	
of	people	skip	and	 they	get	 really	 frustrated	because	 they	don’t	understand	why	all	 these	
markeAng	efforts	aren’t	working.	You	have	to	start	with	the	product.		

Marina	Barayeva:	

FantasAc.	Thank	you,	Antrese,	for	a	lot	of	great	Aps	and	sharing	your	experience.		

Antrese	Wood:	

Absolutely.	

Marina	Barayeva:	

How	can	we	know	more	about	 you?	Where	 can	we	find	you?	And	you	have	an	awesome	
podcast	for	our	guests.	Tell	us	about	that.	

Antrese	Wood:	

My	podcast	is	called	Savvy	Painter.	It	is	specifically	for	painters.	We	talk	a	lot	about	the	craX	
of	painAng	and	what	different	arAsts	did	to	get	where	they	are.	I	ask	a	lot	of	similar	things	
that	you	do:	what	happened	to	you,	how	do	you	do	that?	A	li+le	bit	more	about	that	specific	
person	than,	give	me	all	the	answers	now.		
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I’m	just	saying	that	because	we	go	into	that	single	arAst,	their	career	and	what	their	painAng	
pracAce	is	like	inside	their	studio	and	what	they	use	and	how	they	interact	with	galleries	if	
they’re	in	them	or	how	they	sell	their	work	if	they’re	not.	That	is	at	savvypainter.com.	

My	own	work	is	at	antrese.com.	

Marina	Barayeva:	

FantasAc.	We’re	looking	forward	to	see	more	of	your	work.	Thank	you	so	much,	it	was	great	
to	have	you	here.	

Antrese	Wood:	

Thanks,	Marina.	

Marina	Barayeva:	

Thank	you	 for	 joining	me	 for	 this	episode	 today.	You	can	find	 the	show	notes	and	 the	 full	
transcript	of	the	episode	at	intnetworkplus.com.	

And	by	the	way,	give	me	feedback.	What	other	topics	do	you	want	to	hear?	Do	you	think	this	
is	good,	do	you	think	there	is	nothing	for	you	here?	I	want	to	hear	everything	that	you	have.	
You	can	always	email	me	at	marina@intnetworkplus.com,	and	your	email	will	get	right	to	my	
inbox.	That’s	all	for	today,	and	I’ll	see	you	next	Ame.	

Announcer:	

Thank	you	so	much	for	joining	us	today.	If	you	are	new	to	the	show	be	sure	to	subscribe.	And	
for	more	markeAng	Aps	go	to	the	IntNetworkPlus.com	where	you’ll	find	the	answers	on	the	
ho+est	 topics	 about	 how	 to	 grow	 your	 business.	 You	 were	 listening	 to	 MarkeAng	 for	
CreaAves	show.	See	you	next	Ame.	

Resources	from	this	interview:	

• Learn	more	about	Antrese	Wood	on	antrese.com	
• Listen	to	Antrese’s	podcast	Savvy	Painter	
• Follow	Antrese	on	Twi+er,	Facebook,	Instagram
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