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D I S C L A I M E R

•
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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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B R A N D I N G  
B E  U N F O R G E T T A B L E ,  F O R  T H E  L O N G - T E R M

Produce 
Excellent 

Work

Be Kind, 
Humble, 

Presentable

Be Ready to 
Share your 

Why

Cultivate 
Connections



O P E R A T I O N  O F  M A R K E T  A N D  F A I R S

Easy Start-Up

❖ Less Expenses

❖ Low Rent

❖ Market Test + Research

❖ Meeting New People and Clients

❖ Exposure to Many who Come to Spend 

Money

Checklist

❖ Contact the Market Manager and 

Present Yourself and Your Work

❖ Car to transport canopy/tent, table, 

Artwork and supplies

❖ Transactional Process (Cash + 

Electronic Payments)

❖ Book for gathering email contacts

❖ Loading and Unloading - Any Helpers?



R E T A I L  L O C A T I O N

Expanded Growth Model

❖ Patience, as this model takes time

Considerations

❖ Operational Costs (Rent, Utilities, 

Insurance, Internet, Alarm”

❖ Employee Resources (Employee Count, 

Days/Hours, Pay)

❖ Are you an Employee? (Salary)

❖ Hours of Operation

❖ How are potential customers finding 

about your shop?



E - C O M M E R C E  W E B S I T E

Considerations – Development

❖ Who will build your website?

❖ Who is taking the pictures and editing 

them?

❖ Which platform will you use?

❖ How will people find your website?

Considerations - Maintenance

❖ Who will maintain your website?

❖ Who is going to update pictures and 

edit them?

❖ Who is writing descriptions and SEO?

❖ Are you going to run ads?

❖ How will you capture e-mails?



W H O L E S A L E

Considerations

❖ Representation 

❖ Client Contact

❖ Catalog?  Line Sheets?

❖ Production Quantities – Min and Max

❖ Promotion

Wholesale is 50% off retail

Price your pieces to make $$$



P R I C I N G  
C O N S I D E R A T I O N S



W H O L E S A L E
P R I C I N G  E X A M P L E

$10 is your cost + $10 profit.  
Wholesales for $20 and they 
will sell for $40.  

Dependents:
Needs, Items, 

and 
Production 

Costs

A ceramic mug cost $10 to 
produce, and if retail cost is 
$20, you don’t have room 
for wholesale.

Your profit is where you can 
go lower or higher.



R E T A I L
P R I C I N G  C O N D I T I O N S

Economies of Scale
Bigger Production Lowers Your Cost

How much are you willing 
to be paid?

Pricing changes 
over time and 
you will grow 
more popular.

Reality Check



M O N E Y  &  P A Y M E N T S  
C A S H  O U T F L O W S
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I N  T H E S E  
W E B I N A R S  W E  
W A L K E D  
THROUGH…
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T H A N K  Y O U


