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D I S C L A I M E R

•

•



M I C H A L  
A B R A M O V I T Z

B I O

Studied at Sorbonne in Paris, Owner of 

Michal-Art Studio & Boutique in Hanalei, 

Artwork featured in CBS-TV, newspapers, 

and Five-Star Resorts, Sponsored by a Major 

Art Supplier

“
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“ W H A T  W E  C A N  W O R K  W I T H ”
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P R I C I N G  – P O I N T S  
T O  C O N S I D E R



T H E  G A L L E R Y

Pros

❖ Gallery Clientele and Reputation

❖ Gallery fee pays for Operations 

Overhead (Sales Rep Salary, 

Accounting and Finance, Strategy and 

Planning)

Cons

❖ Gallery fee, up to 50% of the final $$$

❖ Dependent on their Sales Rep

❖ No Human Relationship with Collectors



O W N  G A L L E R Y

Pros

❖ Your Control

❖ Human Interatction / Cultivating Long-

Term Relationships

❖ Quick Turnover

❖ 100% Profit

Cons

❖ Overhead + Rent

❖ Diminished Creativity Time

❖ Open to changes and hiring help

❖ If it fails, you take the Loss; if it’s a 

success, you take the Profit.



M A R K E T S  /  F A I R S

Pros

❖ Low Overhead

❖ Shorter Workday = More Creative Time

❖ Many Visitors, potential Repeat Visitors

❖ Collecting Feedback

Cons

❖ Setting up Space

❖ Shorter Workday = Limited Feedback 

Opportunity



O N L I N E  S H O P  – E C O M M E R C E  W E B S I T E

Pros

❖ Open 24 hours

❖ Low Overhead

❖ World Wide Web Exposure

Cons

❖ Time consuming

❖ Content production



S O C I A L  M E D I A



B L O G S  A N D  
N E W S L E T T E R S



C U STO M E R  C A R E

B E  O N  TO P  O F  I T

1 .  W H A T  A R E  Y O U  W I L L I N G  T O  D O ?

2 .  W H A T  A R E  Y O U  N O T  W I L L I N G  T O  D O ?

“always respond in a great kind way that respects your business guidelines”



W H O  A R E  Y O U R  C L I E N T S ?

AGE GENDER LOCATION HOBBIES



C R A F T I N G  
Y O U R  

M E S S A G E

Your choice of sales avenue, 

must fit your message and 

offers.  It begins with the 

message in Part 1, “Why.”



W H A T ’ S  N E X T ?

❖

❖

This Photo by Unknown Author is licensed under CC BY-NC-ND

https://intuittaxandfinancialcenter.com/sm-bus-open-for-business/
https://creativecommons.org/licenses/by-nc-nd/3.0/


T H A N K  Y O U


