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Who is your mahi for?

Who is your target market?
For example, applied art
(craft and design) often sells
for less than fine art, but it
can also have a wider market.




Do your market research

What do others sell work for? What have you sold work
for in the past? Is there an industry standard for what
you are doing?

You could change your pricing depending on where it’s
placed or create different mahi that caters to different
price points. Some artists paint one off pieces but print
copies of it, and charge a lot more for the painting than
the prints. People have different expectations about
what things should cost based on where they are sold.
Look into what price ranges different galleries, shops or
markets work with.

Test the market

Put work out at different prices to see what happens.
How much will people spend on your work?

The best price for your work is the upper end of what
people are willing to pay. This can become clearer the
more you sell. If an exhibition sells out really quickly, it’s
shows that your work was too cheap. If nothing sells,
it’s possible that prices were too high. Be aware though
that other factors can affect sales (eg. time of year,
promotion, venue, who attended etc).

Start low and build up. Avoid putting work out with
huge prices to try to be seen as a ‘serious artist’.
This doesn’t work.

Sometimes what you learn from testing the market
means that you have to change things about the way
you run your business. You may test a product and find
that it won’t sell at the price you hoped —or you need
to get in to new markets to make enough money.



If you arrange your own show
somewhere like a community
gallery, gallery reps will decide
what they can sell your work
for based on your pricing.




Hourly rates for services

Working out your hourly rate can be a little easier.

Start off by doing your research. If others are doing the
same or similar work, find out what they charge. Ideally
find out what a beginner, intermediate, and experienced
person charges. Start at an entry level and as you
develop experience (and in many cases become faster
at what you do), start to raise your hourly rate.

If you’re rushed off your
feet, you can probably
put your prices up a bit.
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