Art Galleries & Antiques
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Ok, here's how art galleries and antique stores operate.

They're basically retail stores that sell various types of art, usually pictures, ceramics, statues, or antiques. They stock art for a particular type of buyer, and sell in a particular price range.

A typical art gallery has less than $1 million in annual sales and just 4 employees. 

Often a gallery owns the art it sells, but sometimes pieces are sold on commission, which can run from 25% to 50%.

Deciding what art pieces to acquire and how to price them are major concerns. Some galleries have informal supply agreements with artists and dealers.

Store location is key for most galleries, which rely a lot on foot traffic, but galleries also advertise and host special events. Sophisticated websites are an important tool for promotion.

Here are some strategic things you should know.

Sales of art, especially at the upper end, depend very much on the economy.

The value of art at the upper end is easier to judge because experts and auctions provide a reference point. 

More than most other stores, the success of a gallery depends on the expertise of just one or two people.

For older art and for antiques, documents that trace the previous ownership are very important. 

Here are some good talking points.

What's been selling best in the past year? Public tastes can change suddenly.

How much were they affected by the recession?

Where do they normally get their art? At auctions? From favorite artists? From other dealers? How many new pieces did they acquire this year?

Do they own their inventory, or sell on commission? If on commission, what's the typical rate?

What type of customer are they looking for? Tourists? Suburbanites? Serious collectors?

What's the price range they normally sell in?

How long do pieces usually sit before they're sold?

And finally, how do they see their business changing in the future?

Now you're ready.

