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Artists and Directors Met 
…and Discussed

By Teresa Saborsky, NAIA Board Chair
On May 18 and 19, 2012, the NAIA brought together artists and show directors in Indianapolis, 

Indiana, for “Solutions: A Working Conference.” Why bring artists and show directors together? This 
industry has three primary components: shows (and those who put them together, the directors and/
or producers), the artists, and the buying public. The purpose of a show is to provide an enjoyable 
atmosphere for the public who attend and to encourage them to buy original art. We feel that in order 
to most effectively reach those goals, it is important for shows and artists to work together to examine 
their concerns from each others’ perspective, continually working to improve the means of marketing 
original art. With this in mind, the NAIA invited both artists and directors to this years’ conference to 
look at some of the issues and discuss them. While the group was smaller than desired and representation 
was limited, it was a start toward opening a dialogue between artists and directors.

If one reads forums or takes part in conversations at art shows, one will hear a number of concerns 
and complaints about shows these days. We talked with some artists and directors to determine some 
of the most pressing and prevalent concerns with regard to shows and came up with three topics: The 
Cost of Doing Art Shows; Booth Image; Buy/Sell, Imports, Reproduction, and Production work. Yes, 
there are other issues, but, after discussions, we felt that many other topics are also addressed under 
the headings of these three. 

Cost of Doing Shows
Those presenting on the topic of costs in this segment were Terry Adams, President, Cherry Creek 

Arts Festival, Denver Colorado; Sara Shambarger, Krasl Art Fair and Special Events Director, Krasl 
Art Center, St. Joseph, Michigan; Carroll Swayze, printmaking artist, Englewood, Florida; and Richard 
Fizer, glass artist, Englewood, Florida. 

There are a lot of questions about booth fees and jury fees and, as questions arise and discussions take 
place, it becomes evident that many don’t really know the actual costs involved in producing shows. 
Though the attendance of the conference was low and not all shows in the country were present, there 
were representatives from shows of varying sizes, so the range of input into the cost of doing shows 
was considerable.

Expenses vary according to the size of the show and the location, though rising costs for all include 
labor, insurance, venue fees, permits, and advertising. For example, in a larger city setting, police are 
required to be present throughout the show, which means paying a number of police to patrol, thus 
incurring overtime costs. Sometimes these costs rise to $30,000 for a three-day show. Larger shows tend 
to use sponsorships for revenue, enabling them to keep booth and jury fees at a set level. The challenge 
for such shows becomes achieving the fine line of balance between the visual arts, sponsorship, and 
retail sales. For smaller shows, the booth fees make up a larger percentage of revenue. Such shows often 
don’t have the staff, urban location, or high attendance numbers to attract major sponsors, leaving them 
to rely on donations from local businesses. This support often comes in the form of in-kind donations.

On the artist side, cost of doing shows include advertising, travel, food, lodging, photography, labor, 
taxes, and the cost of materials.  Material costs are going up as well as the price of gas and lodging while 
on the road. Artists cannot get sponsorships to offset costs and must rely strictly on sales and monetary 
show awards… and raising prices is not always an option in a shaky economy.

Director Spotlight: 
Cindy Lerick and St. 
Louis Art Fair

The award-winning Saint Louis Art Fair—consistently 
ranked in the Top Ten of the Art Fair SourceBook’s Top Fine 
Art Events—is a nationally juried fine art and fine craft 
show. The Saint Louis Art Fair (SLAF) just held its 18th 
annual event this September. Billed as “A free three day 
celebration of the visual and  performing arts” held in the 
streets of Downtown Clayton, Missouri, ExploreSt.Louis.com 
website says SLAF attracts over “150,000 art enthusiasts who 
purchase an estimated $2 million worth of art at the festival.” 
The Independent Artist recently interviewed Cindy Lerick 
(above), Executive Director of Cultural Festivals, which 
produces SLAF.

Q: How long have you been the Show Director for the 
Saint Louis Art Fair?

A: I have been the executive director for two years. Prior 
to that, I was the Executive Director of the Uptown Art Fair 
(also known as the Metris Uptown Art Fair) from 1997 to 
April of 2007. I also co-directed the Main Street Fort Worth 
Arts Festival from 2002-2004.

Q: What brought you to work in the arts and arts event 
production?  

A: I had been an event director for sporting events (runs, 
bike races, rollerblade corporate racing series, skiing) and 
other events since the early 80s. I was planning to leave the 
sporting world and events. I took a position as the executive 
director of a business association, with the idea . . . “No 
more events.”  A year into the job, like all non-profits, other 
duties as assigned came in to the picture and it turned out 
that I became the Art Fair Director.

Q: What is the mission of your organization, Cultural 
Festivals, and what are the other activities it’s involved in 
besides the Saint Louis Art Fair?

A: Cultural Festivals mission is to present high-quality 
cultural arts experience to all in easy-access environments. 
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The Independent Artist is a 
publication of the National 
Association of Independent 
Artists (NAIA). 

NAIA was formed following 
dialogue that began at the 
Old Town Art Fair in Chicago 
in June of 1995. The group’s 
purpose is to enhance the 
economic well-being of people 
who exhibit their work at 
quality outdoor and indoor 
art and/or fine craft shows, 
encourage creative expression 
and artistic excellence, and 
expand public awareness, 
appreciation and acquisition of 
fine art and fine craft.

The NAIA actively works to 
be a valuable resource for 
not only artists, but also the 
organizers and directors of art 
shows. 

To learn more, visit our 
website:

NAIA-Artists.org
Many thanks to the artists, 
collectors, merchants, 
service providers, and other 
professionals who generously 
took time to write articles for 
inclusion in this publication. 

To advertise in future issues 
of The Independent Artist, 
contact:  
IAAdvertising@NAIA-Artists.
org

This publication was edited, 
designed, and produced 
by Sara Corkery, NAIA 
Communications Director. 

You can join NAIA 
today.

See page 9 for more 
information about 
how NAIA serves as 
a collective voice for 
the art show artist.

A Letter from the NAIA Board Chair 

Contribute!
To submit articles, letters to 
the editor, or ideas for future 
issues of The Independent 
Artist, phone 630.244.9406 
or email Sara Corkery: 
SaraCorkery@NAIA-Artists.org

Buy/Sell: Taking Action 
Artists:

•	Be familiar with a show prospectus regarding 
what kind of work is allowed at a show.

•	 If you suspect buy/sell, check the business card 
of an artist and look at the business web site.

•	Give information to the director of the show.
•	 If you are a NAIA member, you may discuss 

suspicions on our forum. Other artists may know 
more about the artist in question.

•	Remember that suspicions are not fact!

Show Directors:
•	Make certain that your prospectus is clear on 

what is allowed at your show.
•	  Enforce the rules that are in your prospectus 

(artists recognize and welcome such action and 
the word spreads).

•	 If you are a member of NAIA, share your 
concerns and experiences with others on our 
forum.  It is a networking device for you to 
connect and share stories with your fellow 
directors.

I have heard more than once (it’s become a sort of sound 
bite) that the National Association of Independent Artists is an 
oxymoron . . . that independent artists aren’t joiners. If that is 
true, then I have a question. How is it, then, that independent 
artists join a show for a weekend to sell their art—a show in 
which artists play by the rules of the show and the show has 
all the control over the venue in which they are to make sales?

NAIA is an organization whose membership consists of 
artists, show directors, and supporters of artists. Our goal is to 
work together “to strengthen, improve and promote the artistic, 
professional and economic success of artists who exhibit in art 
shows”  and our members have joined knowing that problems 
are solved more effectively when voices are joined rather than 
spoken as individuals. 

So now I have another question:  why would you join a group 
on weekends—one over which you have no control or authority 
—to sell your work, yet not an organization which has a goal of 
helping level the playing field to make a safer, more equitable 
environment in which you can sell your art?

So now we come to efficacy. 

What is NAIA doing for the 
artists?

Well, first, I’m an artist as are two others on our board of 
directors and some of our staff, as are past board members. 
It’s in our best interest to identify and address issues, come up 
with possible solutions to offer fellow artists and shows, then 
implement them. Is it easy? Of course not. Shows and artists 
are all different and there’s no “magic wand” to wave and take 
care of all issues. Also, change takes time. You can look at the 
articles in this issue of the Independent Artist and see what has 
been done in the past to make our jobs a little easier and more 
equitable as well as improve the quality of shows. You can also 
see by reading articles on our most recent conference how we’re 
working with an eye on the present and the future.

Do we represent all artists? 
No. We have an obligation to our members, however all those 

who work within the art show industry have benefitted from 
the work NAIA has done. 

Do we have all the answers? 
Of course not. One of the reasons we have conferences and 

have invited both artists and directors to talk together is to 
present as many perspectives as possible as well as sharing 
experiences and solutions to different problems. At this point, 
though the representation of the variety of both shows and artist 
has been impressive, we’ve only had a few participants when 
there are many out there. 

Is everyone going to agree with 
what we do or actions we take? 

Absolutely not, but the more voices we hear, the more likely 
we’ll be able to act in ways to reflect the need of the whole. 

NAIA is an organization of those in the art show industry—
not all, but those who want to do something more than spend 
time on forums or blogs ranting about the inequities “out there.” 
We want to implement solutions. Forums and blogs are terrific 
ways to communicate and learn of the experiences and thoughts 
of others, but without action, relating experiences and ideas 
only become impotent complaints.

In invite you to join us to be a part of the solution.

Teresa Saborsky
NAIA Board of Directors, Chair
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FYI: An Informative Booklet for 
Show Directors and Artists

by Carroll Swayze, printmaker and NAIA Board Member

Art shows have changed 
drastically in the past ten years, 
as everyone can attest. No longer 
are we just competing with 
other artists in our fields, we 
are finding that our competition 
is coming from many other 
sources, world wide. Our very 
livelihoods are being threatened 
from within, and while the 
shows and their directors are 
trying to cope with the changes, 
no one has really stepped up 
with a viable tool to help them.

For those of you who don’t 
know me, I am a working 
printmaker and painter. I am 
also a new board member of the 
NAIA. I am fifty-five years old 
and have been doing outdoor 
art festivals since I was 14. I 
feel lucky to have been a part 
of the art show movement in 
its infancy. It was fresh and 
exciting, but I am very worried 
about the health of our world 
today. With forty-one years of 
art shows under my belt, my 
experience is extensive. I felt 
compelled, this year, to try 
to give something back to an 
industry that has supported 
my family for my entire life. 
Thus the birth of FYI—an 
informative booklet for show 
directors and artists. 

A compilation of years of 
experience, hours of research, 
and too-many-to-count intense 
conversations with hundreds of 
incredible artists so far, it is a 
work in progress at this point, 
the first edition of which I hope 
to make available by the end of 
2011.

This booklet is intended as 
a guide for show directors and 
artists to help create a level 
playing field. It is an informative 
guide to aid in the discovery 
of rule breakers, buy/sell 
vendors, art festival imposters, 
production studios posing as 

individual artists, and imported 
art. It is not intended to be used 
as a means to change the “rules” 
for any show or to suggest that 
every show have the same rules. 

Art shows began years ago 
with the mission of bringing 
original art to the public, one on 
one. The basic concept of an art 
festival or fair was an outdoor 
exhibition where the artist was 
able to meet and interact with 
the individuals who purchased 
the artist’s work then share ideas 
and thoughts together, thereby 
making the concept of owning 
original art something quite 
special. 

There are many different 
types of venues available 
to artists. There are fine art 
festivals where the rules state 
“original art only” and there 
are more lenient venues such as 
craft shows, wholesale markets, 
bead and jewelry shows, and 
flea markets where the product 
does not have to be hand made. 
Venues exist for every type of 
artwork and for every type of 
artist and vendor, whether they 
are selling original art or a buy/
sell imported product. FYI is 
an aid to distinguish between 
the two.

The prospectus of an art show 
is the most important piece 
of information disseminated 
by the show to the artist. It 
is the prospectus that details 
the “rules” of a show to the 
applicant. The “rules” of an 
art festival define the kind of a 
show it is and give the artists the 
information they need to decide 
whether or not to participate in 
that particular fair or festival. 

Artists choose shows based 
on those items defined and 
outlined in the prospectus. 
What should come with the 
prospectus—and is of particular 
importance to artists—is a 

statement by the show that 
it  enforces its  rules.  The 
prospectus should also define 
the means by which those rules 
are monitored and enforced. If 
the show has rules, it needs to 
enforce those rules and ensure 
that issues that arise because of 
infractions are addressed and 
dealt with. All too often, artists 
responsible for infractions 
are simply prohibited from 
returning in future years or, 
worse yet, the infractions are 
ignored and not addressed at 
all. 

FYI is going to address many 
important topics and issues 
that show directors and artists 
have to deal with in our new 
marketplace, such as “Why Buy 
Original Art?” “What do Artists 
Expect From a Show?” “What 
is an ‘Original Print,’ What is a 
‘Reproduction,’ and what’s the 
Difference Between Them?” 
The FYI will go into the specific 
problems and possible solutions 
in each of the categories at an 
art festival.

Hopefully, by providing 
information and research, the 
FYI will give everyone some 
direction in how to help rid 
the shows of imposters. If we 
can supply an aid to identifying 
those participants who are 
breaking the rules, then perhaps 
individual artists who follow 
the rules won’t have to compete 
with buy/sell imports and 
production studios for space to 
sell their work.

We all know the best time 
to police a show is during the 
jury process, but unfortunately 
there has never been a network 
of information available to 
help the jurors and show 
directors do this. The FYI is 
going to be a collective source, 

The Rising Costs 
of Credit Card 
Processing

by Michael DiGiovanni 
President, 1st National Processing

In the Fall 2010 issue of the Indpendent Artist, Wendy Hill wrote 
an article on her experiences with smart phones and credit card 
processing. Michael DiGiovanni requested  that he be allowed 
to discuss this from the perspective of  the credit card processing 
company. His response, which  should not be construed as an 
endorsement from NAIA, appears below.

Security and Regulation
Over the last few years, the credit card processing industry has 

seen a significant increase in risk, cost and overhead combined 
with a simultaneous dramatic decrease in profit margin. Several 
factors have caused this nearly half a billion dollar swing with 
the end result being increased fees to you the merchant. 

Although a giant leap forward, the internet, advanced 
technologies, increased communication speeds, and information 
networks have created a security nightmare for the credit card 
processing industry, which now spends hundreds of millions of 
dollars annually to protect critical information from hackers. 
Additionally, new government involvement regulating how much 
can be charged to cardholders and merchants has significantly 
affected the industry’s profit margin and, hence, the ability to 
pay for the additional expenditures. To top that off, the Fed now 
requires detailed annual 1099 reports on total transaction volume 
for every single merchant, as well as the withholding of deposits 
on merchants with invalid Tax ID numbers. (For reference as to 
the magnitude of this requirement alone, if you were to ask the 
average accountant to compile this data and to file this annual 
form for you it would cost in excess of two hundred dollars). 

These new government policies have forced all companies to 
revamp their entire systems, employ third parties to monitor, 
report, and collect data, and to dramatically increase the 
workforce to service and support the new requirements—all 
the while being regulated on how much they can charge to 
process certain types of debit cards and credit cards. The amount 
of money the credit card processors are now spending to 
comply and adhere to all of these new government and security 
requirements, combined with a regulated profit stream, has 
forced them to come up with new creative fees they now pass 
on to the merchant. The bottom line is that the fixed cost of a 
merchant account has increased significantly, and whether high 
transaction volume or low, one way or another all merchants 
are going to pay for having the ability to accept electronic card 
payments from customers. 

New Fees
Maybe you, the merchant, haven’t heard about all of this but I 

guarantee that you have already been a victim or very soon you 
absolutely will be. New monthly fees and annual fees are being 
assessed to merchants industry-wide to cover all of the increased 
costs and decreased profits. 

These fees are sometimes called PCI Compliance, PCI 
Protection, PCI Non Action, or an IRS 1099 Documentation Fee. 
If you are not affected by one of those, you will see the addition 
of a $25 monthly minimum to your account, a dramatic increase 
to your monthly statement fee, a simple annual fee or, more than 
likely, all of the above— especially by the companies that claim 
they don’t have these fees while they are trying to suck you in. 

And Buyer Beware, the contracts, not the merchant application, 
the actual Terms and Conditions and the Program Guide which 
a merchant rarely sees nor reads but still agrees to in full when 
they sign and personally guarantee a merchant application, are 
iron clad and the providers are completely empowered to add 
or change any fee they see fit. So make sure you know exactly to 
what you are agreeing before you sign and be sure to get valid 
references and BBB reviews of the company you are considering.

The bottom line is that every company in the industry has 
the same cost, overhead, risk, and requirements. There will be 
monthly or annual fees for you to have a merchant account on file. 
This is a fact. Nothing is FREE, no matter how much you would 
like it to be. Yes, if you are merchant, processing a high monthly 
and annual volume, then certain fees can be waived because the 
costs are being offset by the profit being made on the account. 

continued on page 6 continued on page 15
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Business Insurance: Dispelling a Longstanding Myth
Compiled by Daryle Stafford, Artist, Crafters  & Tradesman Insurance Program

Almost seventy percent of 
artists and crafters strongly 
believe in a longstanding 
myth. As uncomfortable as 
the conversation is, and no 
matter how distasteful it may 
be, homeowner’s insurance is 
greatly misunderstood when it 
applies to artists and crafters.

  Let’s attempt to simplify 
the discussion. In standard 
homeowner’s policies “Business 
Pursuits” are specif ical ly 
EXCLUDED. Courts around 
the country generally define 
business pursuits as “continual 
act ivit ies carried out for 
financial gain.”  In some states 
this can include almost any 
activity resulting in some form 
of revenue or exchange of 
money, even if the money comes 
from a tip jar. The pursuits don’t 
need to be full-time or even 
your primary source of income, 
either. “Business Pursuits” can 
simply be your hobby where 
you occasionally sell a product 
for money or trade.

Many artists and crafters 
also believe that the material 
goods used in their businesses 
are  covered  under  the ir 
homeowner’s  policy,  too. 
Unfor tunate ly,  the  same 
exclusions apply.  A potter’s 
wheel or woodworker’s lathe 
could be excluded if they were 
damaged in a home fire or stolen 
if these items were ever used 
during a “business pursuit,” 
even if they are permanently 
located in your home’s shop or 
garage.  This exclusion can also 
extend to inventory, shelving, 
containers, or even the bubble 
wrap used in your “business 
pursuit.”  If you have visitors 
to your home to conduct 
business or sell your wares, 
and someone slips and falls on 
your premises, the possibility 
of your homeowner’s coverage 
excluding the incident is very 
high.

Resources
Craft Emergency Relief Fund (CERF+)
craftemergency.org/

Insurance Survey article and full report
tinyurl.com/CERFinsurancesurvey

Studio protector
www.studioprotector.org/

A few insurance companies
•	 Artists, Crafters and Tradesmen Insurance 

Program
•	 www.ACTinspro.com 
•	 www.kandkinsurance.com
•	 RLI insurance
•	 www.insuremyhomebiz.com
•	 www.shahinianinsurance.com

Specialty Insurance for handcrafted 
Beauty and Cosmetic Products AND 
Candles and Jewelry is available 
through associations including:

•	 Handcrafted Soap Makers Guild (HSMG)
•	 www.soapguild.org
•	 Indie Beauty Network (IBN)
•	 www.indiebeauty.com

The Craft Emergency Relief 
Fund (CERF),  vigorously 
advises that artists and crafters 
purchase insurance for their 
various activities.  Too many 
artist and crafters discover the 
absence of proper protection 
at the worst time—after the 
disaster.  Some insurance 
companies  recognize the 
need to extend coverage to 
their clients who have small 
home-based businesses. This 
coverage can extend to liability 
or property, usually with costs 
that range anywhere from 
$250 to $1,500 depending on 
your activities and location.  If 
you take your business away 
from the premises, additional 
extensions and premiums may 
apply.  

Even with the additional 
premiums, the most widely 
u s e d  e n d o r s e m e n t  f o r 
business pursuits still has 
limitations.  The business 
must be owned by the named 
insured on the homeowner’s 
policy, and resident family 
members, and must not exceed 
certain revenue benchmarks.  
Additionally, this extension 
will not cover anyone engaged 
in manufacturing, selling, or 
distribution of food or personal 
care products.  Basically, the 
homeowner’s policy is written 
for homeowners, not necessarily 
small businesses.

Business Owner’s Policies 
(BOP’s) provide fantastic 
coverage ,  but  cost ,  at  a 
minimum of $500 per year, often 
exceeding $1,000 due to the 
broad coverages automatically 
included.  However, they do not 
necessarily include “Products 
Liability,” for artists or crafters 
engaged in manufacturing.  
There are a handful of specialized 
products geared towards the 
artist and crafter that are both 
affordable and offer the basic 
coverages needed.  For those 

What You Should Know: 
•	The Craft Emergency Relief Fund (CERF), vigorously advises that artists and crafters 

purchase insurance for their various activities. 
•	Most Homeowners policies DO NOT cover ANY small or large business pursuits. If 

someone says a policy does cover them, ask to see it in writing.
•	 If you are a promoter or event organizer you should consider requiring participants to 

have basic liability insurance and be named as an additional insured. Having participants 
sign a liability waiver WILL NOT guarantee that you will not be named in a lawsuit.

•	Many craft associations and guilds do not offer insurance options with membership. 
Stratus Insurance (www.stratusins.com) and others specialize in these kinds of association 
insurance plans, offering special plans and discounts on premiums. Let any associations 
with which you may be a member know about these special insurance programs.

•	Often times an annual policy gives you more coverage and is worth the cost if you do 
more than a handful of shows.  

who manufacture a product, 
they can extend protection 
benefits to this exposure as 
well.  One or two specialized 
programs even offer their 
coverages for shorter periods 
of time if you are only doing 
a single show, or perhaps a 
summer season, saving you 
even more of your hard-earned 
dollars.

In summary, there is no reason 
to rely on your homeowner’s 
policy when it probably doesn’t 
provide the coverage you need 
when other programs are 
available at similar, or less 
expensive premiums. Do a 
little homework and cover your 
assets properly. 
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In their feedback, many artists expressed that they feel more 
a part of the smaller shows and now know why—they are more 
integral to the show’s revenue and feel they matter more. With 
a larger show, the sponsors are responsible for almost half the 
revenue, and so have a higher profile at the event. Artists must 
accept a tradeoff—they may feel sponsors have a higher priority, 
but the crowds are larger, which increases opportunities for sales. 
Directors of larger shows have a high regard for artists and are 
working hard to find the balance between the sponsorship and 
creating a higher profile for the artists. They realize that without 
artists, they don’t have an art event. 

One of the issues only briefly touched upon and in need of 
further exploration is refund policies. Some follow-up discussions 
with directors showed that many had refund policies in place, 
but they varied widely. As a whole, returns are available, but the 
amount of the refund differs depending on the time frame in 
advance of the show. Most directors cited the expenses involved 
in substituting artists. Not only are there administrative charges 
related to staff time, but accepted artists appear on web sites as 
well as some printed materials. Costs are incurred both in time 
and printing to make those changes. These are only some of the 
considerations for refund policies. More will be discussed on this 
issue and reported as they take place.

Booth Images
The facilitators for this topic were Carla Fox, metalsmith and 

director of Art in the High Desert, Bend, Oregon; and Stephen 
King, Executive Director Downtown Events Group, Des Moines 
Arts Festival, Des Moines, Iowa. 

Carla Fox has written her own summary article on Booth 
Images for this issue of the IA. (Please see page 14 for her summary 
of the discussion that took place and some possible solutions 
available. Photographer Les Sleznick also presented on the topic at 
a previous conference, and you can read his follow up remarks on 
the subject on page 12.)

Another question being put to shows is: “How would you 
respond to the suggestion of having artists send photographs of 
their booths from the most recent show prior to application?” 
One director has said that he would prefer an authentic, recent 
photograph taken with a cell phone to a stylized booth shot so 
that he and his jurors can see what is actually in the booth and 
how it is presented. Again, we’ll keep you posted on responses 
and other questions that arise from this conversation.

Buy/Sell, Imports, Reproductions
This was a full day of discussion facilitated by Richard 

Lobenthal, member of NAIA Board of Directors. While some 
of the discussions were heated and some felt the conversation 
sometimes fell to “flogging an expired equine”, all had an 
opportunity to express experiences and concern as the morning 
segment was devoted to identifying the problems and the extent 
of them.

The afternoon segment of the session was devoted to solutions 
and three primary points for effectively addressing the problem 
were put forth:
1. Prospectus

The shows prospectus must spell out the rules for buy/sell, 
imports, reproductions, and production work. Simple statements 
such “Buy/Sell or Imports will not be tolerated” should be written. 
Also included should be statements concerning the show’s policy 
on production work and reproductions. 

The importance of such statements in a prospectus are reflected 
by artist Marji Rawson, jeweler. “If there isn’t a written statement 
or policy against buy/sell in the prospectus, “said Marji, “I 
probably won’t apply to the show.”
2. Both artists and directors must approach the buy/sell issue 

in a professional manner. This point has four different levels 
of involvement.
•	 Jury level

A show’s policies should be explained to jurors. Many of the 
issues in question can be eliminated at the jury level. Using 
qualified, experienced jurors is a good start. A jury panel may 
consist of individuals who are knowledgeable in different media 
and should be allowed to share their expertise with other jurors. 
The “no discussion” rule should be re-examined by shows to 
allow the combined experience of jurors to be utilized in selecting 
artist exhibitors.

•	 Before the show
This is the best time to contact a show director to let them know 

about possible infractions. Artists should take responsibility to 
review the artist list posted by the show and tell director if they see 
a potential problem and provide documentation. The artist must 
understand that claims must be substantiated so must provide 
information web links or contact information of another show 
director who may have dealt with the issue at another show. With 
the artist providing the director with solid proof of infractions 
rather than speculation, the director can better check into possible 
infractions.
•	 During the show
Artists must be aware that a director may not be able to 

deal directly with the issue during the show. The director has 
responsibilities on site and may not have the time or capability to 
research a suspected infraction. Understand that the director often 
may not be able to act on his/her own. They may need to answer 
to a board or show committee or to consult with attorneys before 
taking action. Also, registering a complaint to a director should 
be a personal conversation between the artist and director, but do 
not expect the director to be able to act immediately during the 
show on all complaints. 

Artist’s should not circulate petitions among other artists to 
remove a suspect offender nor go back to their room after a day 
at the show and report suspected offenders to artists at large on 
a forum.
•	 After the show
Work with directors after the show to present further facts 

after the show. When you lodge your complaint, offer to get what 
information you can and forward it to them after the show when 
you can both gather facts more completely.
3. Director should take responsibility to deal with the  issue.

After a complaint is made, it is up to directors to investigate, 
gather information, and educate themselves by talking with other 
directors or the NAIA who has often heard of offenders. Most 
importantly, work with complaining artist and follow up with them. 
Let the artist know you took their complaint seriously.

Artist and NAIA board member, Carroll Swayze has begun a 
“guidebook” called FYI which is still being compiled. It contains 
web sites and definitions that pertain to different media, among 
other things. The first paragraph of the booklet states:

“This booklet is intended as a guide for show directors and artists 
to help create a level playing field.  It is an informative guide to 
aid in the discovery of rule breakers, buy/sell vendors, art festival 
imposters, production studios posing as individual artists and 
imported art.  It is not intended to be used as a means to change 
the “rules” for any show or to suggest that every show have the 
same rules.”

Carroll sums up the importance of the topic and the importance 
of working together on the issue: “Everyone realizes that in 
order to keep the art show venue alive it must be protected from 
harm…I think a great dialogue was started between show directors 
and artists and I think that this will continue as both realize the 
symbiotic relationships that we all have.  We all need each other and 
I, for one, am going to continue the communication started here.” 

Where do we go from here?
We’re talking with those who attended the conference and putting 

together a summary of the conference to distribute to others. The 
summary will include some of the suggested actions and proposals 
that came from the conference. We’re presently looking at different 
means to most effectively distribute to both artists and shows 
nationwide.

There haven’t been many face-to-face discussions between the 
two primaries on a large scale. There are many different kinds of 
shows just as there are different artists. All have their different 
parameters within which they have to work. When there have been 
years of real or imagined barriers between the shows and artists, 
with limited discussion and real understanding of those different 
parameters, there is a lot to discuss as well as myths to dispel. We 
made a start at this conference, but we still have a way to go. 

I hope all of you will see the importance of the direction we are 
going and support NAIA with your membership and contributions 
to such things as FYI and future conferences. 

hop ef u l ly  l in k ing  show 
directors and artists together 
to help create an extensive list 
of imposters, websites, and 
buy/sell merchandise which 
can then provide the sources 
to prove the infractions and 
suggest possible solutions to 
the problems in the future. 

After the jury process, the 
next best place to stop the 
rule breakers is before the 
show occurs, using research 
methods to check the accepted 
artists who will be coming to 
the show. You’d be surprised to 
see what kind of information 
is available to all of us if we 
have the time and the tools to 
spend. The FYI will include 
sources for artists and show 
directors and their staff to use. 
The benefit of this is, of course, 
will be the opening of spaces to 
legitimate artists on the shows’ 
wait lists.

The final place to police a 
show is on location as the show 
opens. This is probably the 
most difficult time for the show 
director or the artists because 
everyone is so busy. The FYI 
will suggest many solutions to 
this problem such as making 
sure the show has enough 
manpower to do the job with 
informed volunteers, educated 
paid staff or artists educated in 
their particular media whose 
job is to walk around the show 
and point out and provide 
the proof to extricate the rule 
breakers. 

One of the things I would 
hope to create with the FYI is 
an open line of communication 
between artists and show 
directors. This has been too 
long in coming. Artists hold 
a wealth of information that 
they would love to share with 
the show directors if they 
felt comfortable doing so 
and if they thought the show 
directors would do something 
with it. So often in the past 
the worry that they would be 
blackballed for speaking out 
is forefront in their minds and 
as a result a lot of information 
is kept secret. I think we can 
change this situation and I 
hope the FYI will be a catalyst 
in this change that will help 
us all.

I would love to have help with 
this project. Any information 
that you would like to share 
will be greatly appreciated and 
will be kept confidential. You 
can reach me by email or snail 
mail at my studio at Carroll 
Swayze, 2373 Donovan Rd. 
Englewood, Florida, 34223. 
SwayzeArt@msn.com.  

Artists and Directors Met, continued from p. 1 FYI, continued from p. 4
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We produce the art fair and a book festival. We also have 
a touring public art collection and do author visits in 
schools. 

Q: What makes the Saint Louis Art Fair special or 
unique?

A: Hmmm . . . I am still trying to figure that out . . .  
It was a mystery to me before I was the director and I 
still don’t know the secret, but do know that I do not 
want to mess with it! 

Q: Why should an artist want to apply for your show? 
A: We have great community support and belief in 

the art fair.
Q: What do you feel are the advantages of art shows 

run by non-profit organizations staffed by volunteers 
vs. those produced by for-profit companies? 

A: I do not believe there are advantages of one over 
the other. The passion the management team brings to 
the job is more of an important than the tax status. A 
non-profit organization is a business just like a for-profit 
business. The tax status should not have any affect on 
the outcome or how well the organization performs.

Q: What is the level of support for the festival in the 
community where you are located? 

A: The Saint Louis Art Fair was started by a former 
mayor with the idea that this is the community’s event 
and could help bring Clayton to the forefront in tourism. 
The founders did their research and created the event 
they wanted.  Looking at our sponsors, over 90 percent 
come from the community and have been with us for 
17 years. The city of Clayton is extremely invested in the 
event and it has become a selling point for economic 
development. In September it is the event to be at in 
Saint Louis.  As a newbie to the area, I am amazed how 
many people tell me their art fair stories—regarding 
a purchase or an interaction with an artist—and how 
they look forward to September. This past October, I 
was at a chamber event and an individual stopped me. 
He wanted to apologize because he had been at the art 
fair in September, but due to a change in the family 
finances, he was not able to make a purchase this year. 
He felt badly and wanted me to know he was hoping to 
purchase art at the next festival. I have never had that 
happen to me before!

Q: What marketing strategies do you use to draw the 
crowd to your show? 

A: We use a wide variety of non-traditional vs. 
traditional media. We try to use social media, PR stories, 
and traditional ad placement in print, radio, television, 
and web.

Q: Are there any special ways in which you strive to 
inform or educate art fair customers?

A: We try to tell stories and educate through our 
PR efforts. We focus on unique stories that make art 
interesting to the masses. 

continued on page 10

SLAF photos: Top— Saturday, 2010

Center—Inside a booth at the show

Bottom—Artist Award Breakfast

Director Spotlight, continued from p. 1
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Imagine a Better Art Show World
by Cynthia Davis, Photographer, NAIA Staff, www.CynthiaDavis.com

Imagine that you are sitting 
down to apply to shows and you 
find.....  

Some shows want slides, some 
want digital files, but they ALL 
want something different.  So 
you remount all of your slides 
and relabel them (each one 
differently) for shows A, B and 
C. You copy and resize all of your 
digital files in 3 different formats 
to apply to shows D, E and F. By 
the time you’re done you are so 
exhausted and confused you have 
to take a nap even though you 
should be in the studio working.  
Shows A, D, and E have asked 
you to supply your Social 
Security number and you have 
just gone through the nightmare 
of having your identity stolen 
and really don’t want to provide 
that information, BUT you really 
want/need to do that show.   
Shows B, C and F want you 
to send in the booth fee now 
which they will cash (meanwhile 
making interest on your booth 
fee) and will send you a refund 
check if you don’t get in the show. 
This ties up valuable available 
funds to, say, pay the mortgage. 
You are looking at the website 
for show B and they have one 
of your images on it advertising 
the quality of art they have at the 
show. But you got rejected from 
that show last year and they never 
asked your permission to use 
your work to advertise their show.  

NAIA_BRAF_ad.indd   1 8/23/2011   10:34:25 AM

You have to double or even 
triple apply to shows on the 
same weekend so you can hedge 
your chances and have a show to 
sell your work at that weekend. 
You are thrilled to get into all 
the shows that weekend, but 
they have an “application is a 
commitment to show” clause 
and you have to “eat” 2 of the 3 
booth fees because there are no 
cancellation or refund policies.  
You get into shows A, E and F 
and when you arrive there are 
“artists” in the show who are 
not the artists but reps selling 
the work as proxies or buy/sell.  
Just a really bad dream????  
Unfortunately, not really.  All 
of these practices were actually 
very common in the early years 
of shows. Some brave and 
concerned artists would try on 
their own to get shows to change 
their practices. Other artists were 
also concerned, but didn’t want 
to approach shows on their own 
because they were afraid of being 
blacklisted. There was a need for 
“independent” artists to band 
together because there is power 
in numbers and an organization 
can speak for you. We don’t see 
many of these bad practices 
any more because of the NAIA.  
That’s a big statement, you say.  

The NAIA started in 1995 
when a group of about 25 artists 
met informally in Chicago to 
discuss concerns and interests 
of the current state of affairs in 
the art and craft show world.  
The concept of the NAIA was 
born out of that meeting and 
the organization was officially 
formed and named in March 
1996.  Quite quickly it became 
apparent that if we were to 
change these policies that were 
so detrimental to artists, we 
needed to have some standards 
and practices for our industry.  

materials. Yes, some 
shows were actually 
r e q u i r i n g  t h i s 
information! If you 
have been or known anyone 
who has been the victim 
of identity theft, then you 
know how important it is 
that your SSN does not fall 
into the wrong hands. One 
show accidently published 
their artists SSN’s on their 
website!

•	 Reasonable cancellation 
an d  re f u n d  p o l i c i e s . 
Establish a reasonable 
period of time during 
which accepted artists may 
cancel and receive a booth 
fee refund. Engaging in 
the application process 
should be considered only 
a commitment to jury; not 
a commitment to show.

•	 D i s c o u r a g e  p r o x i e s 
at shows. The art show 
venue is unique in that the 
public not only gets the 
opportunity to buy original 
art and crafts, but gets to 
meet the artists who make 
it. Artists engage with the 
public about their work and 
processes thus furthering 
the perception of value in 
what we do and create.

•	 Copyright is sacrosanct.  
Artists hold copyrights 
on their images. Shows 
should be aware that the use 
of artists’ images beyond 
any permission specifically 
granted by the artist is 
subject to the copyright 
laws of the United States. 
Seems like a given right? 
NOT! Shows often would 
use images from an artist 
in their publicity even if the 
artist did the show several 
years before and had been 
rejected for that particular 

A list of advocacy positions was 
developed and has become the 
cornerstone of what the NAIA 
is about.

What has the NAIA done?  
How has the NAIA been able to 
effect change?

•	 B ooth fees  due upon 
acceptance. Many shows 
us e d  to  re qu i re  t hat 
booth fees be paid upon 
application. Some shows 
even cashed booth fee 
checks and used the money 
for expenses or made 
interest on your money 
between the deadline date 
and the notification date.  If 
you were rejected, they sent 
you a refund check in their 
own sweet time.

•	 Standard for labeling of 
slides / digital slides.  It 
seemed that every show 
wanted the slides labeled 
differently. Slides needed to 
be continually remounted 
and relabeled to conform 
to show requirements. 
When dig ita l  jur ying 
came on board we heavily 
advocated that a standard 
be developed and worked to 
help develop that standard 
so that artists wouldn’t have 
to continually resize their 
digital files to conform to 
a show’s requirements. We 
continue to promote this 
standard and shows are 
coming around. The NAIA 
wasn’t that popular during 
those years because some 
artists thought that the 
NAIA was pushing digital 
jurying down their throats. 
Instead the NAIA saw that 
it was inevitable and we 
wanted artists to have a say 
in what was happening.

•	 N o  S o c i a l  S e c u r i t y 
Numbers on application 

show that the image was 
advertising! 

•	 In the beginning there 
was more of an “us vs 
them” attitude meaning 
“artists vs show directors.”  
But due to the positive 
constructive work of NAIA 
leaders and through the 
Director’s Conferences, 
it  has developed into 
everyone working toward 
the betterment of the 
profession. We all realize 
that artists need shows and 
shows need artists and we 
all need to work together 
to nurture and protect our 
venue.

These are just a few of the 
practices that the NAIA can be 
proud to say they have been 
effective in changing. If you are 
fairly new to the art show venue 
or do not know that much about 
the NAIA, you may not be aware 
of all the challenges and changes 
that happened before. In fact, 
you may not see the need for 
an organization like the NAIA 
but you are now benefiting from 
them.  Many people worked very 
hard to make it what it is today 
and the NAIA continues to work 
for positive change. 

The work is not yet done, 
the NAIA is not obsolete. The 
art show industry faces new 
and different challenges today 
including a depressed economy, 
imports, buy/sell.  But the NAIA 
can’t do it alone. We need your 
help as a member to continue to 
work.  Imagine a better art show 
world! 



Fall 2011 The Independent Artist9

Become a Member!
What is the NAIA 
about?

“The mission of the NAIA 
is to strengthen, improve and 
promote the artistic, professional 
and economic success of artists 
who exhibit in art shows. We are 
committed to integrity, creativity, 
and the pursuit of excellence as we 
advocate for the highest ideals and 
practices within all aspects of the 
art show environment.”

Who is the NAIA?
The NAIA is YOU! The NAIA 

is primarily a volunteer-based 
organization of artists just like 
yourself. The board directs the 
efforts through input from the 
membership while many other 
volunteers assist in providing the 
manpower to accomplish those 
goals.

What does the NAIA 
Do?

The NAIA provides a forum for 
artists to communicate with one 
another and with other people in 
the arts community with the goal 
of improving our industry. We 
help existing shows in their efforts 
to provide a viable market for 
selling art and crafts. In addition, 
we work with communities 
to establish high quality new 
shows. The NAIA works toward 
reducing threats such as imports 
and buy/sell. Our Artist and 
Director Conferences provide an 
opportunity for education and 
communication for artists and 
show directors alike.

What are benefits of 
membership in the 
NAIA?

The NAIA communicates with 
the membership via periodic 
electronic ecommunications 
and a member newsletter. This 
newspaper that you are reading, 
The Independent Artist, is also an 
NAIA publication and is mailed to 
all members.

The NAIA Web site (www.
naiaartists.org) contains a wealth 
of information for members. We 
are currently undergoing a major 
redesign of the site to make it 
more user friendly and easier  to 
find important information. We 
will continue to have a Member 
Roster with links to members’ own 
web sites as well as to  art shows 
and other industry businesses that 
support the NAIA through their 
membership. 

Most valued by our members is 
the password-protected Member 
Forum where artists hold a dialog 
about their concerns, ideas, 
inspiration, and the nitty-gritty 
of doing shows.

The NAIA Advocacy Action 
Line is  a  newly developed 
service available to NAIA Artist 

Please Note: If you are a member of the NAIA 
you should be receiving monthly updates and 
other important communications from us via 
email. If you are not receiving these, please contact 
Membership@NAIA-artists.org to make sure that 
we have your email address correct. Also, please 
make sure that your email program is set to receive 
email from the NAIA. 

You can join NAIA online at 

www.naia-artists.org

Members. Through the Advocacy Action Line the 
NAIA assists artists in resolving specific issues 
or problems related to the NAIA's official list of 
advocacy positions that the artist member may be 
experiencing with an art show.

Does the NAIA offer discounts on 
business services?

Yes! Over 15 arts-related businesses offer 
NAIA members at least a 10% discount—and 
we are working to provide our members with 
even more. Some of the businesses currently 
offering discounts include credit card processing 
companies, photographic services, web design 
services, hotels and motels, car rental, and canopy 
companies. Using these benefits will more than 
offset the cost of your membership.

Why should I become a member 
of the NAIA?

Because the NAIA needs you NOW! There are 
important issues such as buy/sell, imports, and a 
sagging economy that are threatening the art show 
industry and artists’ ability to make a living at 
what they love. We have listed many benefits and 
discounts above, but the most important reason 
to become a member of the NAIA is to add your 
personal voice to the collective efforts of the NAIA. 
Your financial support is integral to the success of 
these efforts.  If you can volunteer in these efforts, 
even better! We welcome you to the NAIA!

How do I become a member of 
the NAIA?

It’s easy! Simply log onto the NAIA web site at 
http://naia-artists.org/join/index.htm. You can join 
online or print out a membership form to mail in. 
The NAIA Membership Committee looks forward 
to welcoming you as a member! 

NAIA Emerging Artist 
Membership Program

In 2007 the NAIA conducted a survey, “Trends Among Artists,” 
that showed that the art festival artist is aging.  Eighty percent of 
the respondents were 46-62 years old with another 14% over 62!  
Last fall, The Art Festival Newsletter conducted a survey titled 
“Art Festival Artists: Who We Are,” which painted a demographic 
portrait of the art festival artist. This, too, showed that a majority 
of art show artists are 50 years old or older. Younger artists do 
not seem to be choosing art shows as a venue for selling their art.  
Instead they seem to be opting for venues such as Etsy, their own 
web sites, and social media marketing.

Many veteran festival artists are getting older and starting to 
retire and they are not being replaced at the rate that they are 
leaving.  If we want to keep our art festival venue alive and vibrant, 
we need to address this.

More and more shows are seeing the desirability of drawing into 
the art show venue new and emerging artists.  They are creating 
programs specifically for that. The NAIA has created a new pilot 
membership program designed especially for this unique class of 
artists. We want to help shows in their efforts to bring these new 
artists into our venue and keep them there by mentoring them 
during the process in order to help make their experience a success.  

The NAIA Membership Committee contacted our member 
shows who have emerging artist programs asking them to partner 
with us.  Currently seven shows are particpating.  The NAIA and the 
shows have agreed to jointly underwrite a one-year membership in 
the NAIA for each emerging artist participating in their programs.  
Each emerging artist will have access to all of the benefits of being 
a member of the NAIA:

Access to our Member Forum where they can ask questions of 
veteran artists and get the nitty gritty on selling their work at art 
festivals

•	 Membership discounts with hotels, credit card processing, 
photographers, displays and supplies.   

•	 Mailed copy of The Independent Artist twice a year
•	 Regular email updates from our board chair
•	 Periodic email updates on timely and important topics

We are also asking our veteran member artists to volunteer to 
mentor these new artists.  Midway through their membership and 
at the end of their year, we will be surveying these new artists as 
to their experience.

The NAIA is committed to work toward maintaining the health 
and vibrancy of the art show venue. If you are a festival director 
who has an emerging artist program and would like to partner with 
us, please contact Cynthia Davis, Membership@NAIA-Artists.org.  
If you are a festival director who does not yet have an emerging 
artist program but are interested in developing one, please let us 
know.  We can put you in touch with shows that can advise you 
on how to develop your own program. 

SANDERSVISUAL IMAGES

SANDERS VISUAL IMAGES
F I N E  A R T  &  F I N E  C R A F T  P H OTO G R A P HY

Call Larry today for an appointment!
Toll-free: 1-877-SANDERS (726-3377) 
Milwaukee: 414-672-6727
Email: LZS@gowebway.com
Website: www.juryslides.com
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• More than 15 years experience serving fine craft artists
• Consistent, high quality  • Attention to detail 
• Competitive rates  • Personal service 

10% DISCOUNT TO NAIA MEMBERS
Coupon must be presented at time of shoot

Membership verified thru NAIA website

AWARD-WINNING PHOTOGRAPHY BY LARRY SANDERS, THE ARTIST’S PHOTOGRAPHER

IMAGES 
WITH

IMPACT

COMPLETE PHOTOGRAPHY SERVICES 
FOR THE PROFESSIONAL ARTIST
• Complete up-to-date digital studio  • Digital retouching

• Slides available  • Images of all media  • Website photos  •

Zapp, JAS, etc. digital formatting  • Display banners  • Booth photos

Sandrers NAIA (March 09):Layout 1  3/8/09  7:54 AM  Page 1
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Director Spotlight, continued from page 7Supporting New 
Talent: The SLAF 
Emerging Artist 
Program

Most artist mentoring programs at art fairs are little more than 
transient introductions to the life of an art fair artist.  Little is planned 
in advance; rarely are there scheduled learning events for the student.

The Emerging Artist as Entrepreneur (EAE) Program, begun 
in 2010 at the venerable Saint Louis Art Fair, however, is the clear 
exception.

Visualized as a year-long learning program, it began at the fair in 
2010 as a four day, total immersion experience with each student 
under the direct tutelage of a well-heeled art fair artist.  It will end 
this September with the student returning to the show to exhibit 
and sell his or her own work.  In between were scheduled lectures 
covering such subjects as financial planning and legal issues offered 
by professionals in their respective fields.

With 20 artists participating in 2010, representing a remarkable 
combined total of 448 years in the art fair business, the program 
began with a day of classroom lecture involving 15 speakers.  Subject 
matter on the first and ensuing days included pricing, profit structure, 
writing press releases, inventory control, booth stability and security, 
display methods, protection of artwork, preparation for inclement 
weather, cash and sales security, art fair etiquette, labor costs, and 
others.

Utilizing a “classroom setup” at the show’s host hotel, the program’s 
first weekend included an accumulative total of approximately ten 
hours of classroom lecture and instruction.

A highlight for each student was working one-on-one with one 
of the show’s judges on Saturday as the judge visited the booths and 
assessed the artists’ works.  Students were required to enter the booth 
with the judge and to observe the interactions and conversations 
between artist and judge.  Those conversations were later discussed 
after the awards ceremony on Sunday in a session titled, “Were there 
any surprises?”

Another unique aspect of the program was the Friday morning 
“Parade of Vans.”  Each participating artist opened his or her van 
for inspection by the students prior to unloading and setting up for 
the show.  The importance of astute and safe packing and transport 
was the focal point, as common practices were noted and defined.

Students were additionally required to assist in both set-up of the 
booth on opening and subsequent days, as well as securing the booth 
for the night and teardown on Sunday.  All in all, it was estimated 
that each student spent well over 42 hours, either on the street or 
in the classroom, with the program in the four days of its opening 
weekend, actively engaged in one activity or another.

The program’s host for the opening weekend was Les Slesnick, 
an art fair veteran of more than 30 years.  
Developed under the auspices of Executive 
Director Cindy Lerick and Board Director 
David Smith, the EAE Program was designed 
to hopefully reverse the “aging of our industry,” 
as it has been often described.

Participating EAE Program ceramicist Robert 
Briscoe from Minnesota held the record for the 
longest service to the industry at 39 years, while 
newcomer Amy Flynn from North Carolina 
tipped the other end of the scale at just one year.  
They and the other 18 artists and guest speakers 
provided each student with a structured and 
detailed introduction to the business of art 
fairs and the life of an art fair artist that some 
consider to be unparalleled in the industry.

Referring to it as “the proudest achievement 
of my art fair career,” Slesnick considers the 
initial program a resounding success.  “I know 
for a fact that these students’ lives were clearly 
influenced, a few of them profoundly,” Slesnick 
said.  “One young student,” Slesnick added, 
“hesitating to go home after the wrap-up 
session on Sunday night, frankly admitted he 
didn’t want to leave -- just one clear sign of the 
program’s success.”

Those art fair directors wishing to develop 
similar programs may contact Mr. Slesnick at 
LSlesnick@msn.com.  There is no charge or fee 
for this service.

Q: What is your proudest accomplishment for the Saint Louis show? 
A: Wow. I have only been here for two shows. We had Saint Louis’s first open jury in 

2010, which was successful for us in the marketplace of Saint Louis. We also revamped 
our emerging artists program, which is in the start of being a vibrant entity to our festival 
(see sidebar).

Q: What is the most challenging aspect of mounting the show?
A: For me it is the jury process. I have been involved in the jury process for the shows I 

have directed and still believe we can improve the process. I am constantly analyzing our 
procedures for a better way to jury the show. The jury time for me is the most stressful 
time, and the most mentally and physically demanding part of the show. Facilitating the 
process of choosing someone’s path, is something I do not take lightly. 

Q: Which elements make your show particularly artist-friendly? 
A: The set up, the space, the communication prior, during, and after, the volunteers, 

and the community.
Q: How do you get feedback from your artist participants? 
A: Ask, and hope we are interacting in a way that our clients (artists) feel comfortable 

to tell us and communicate with us. We do a post-event survey, and we do try to ask 
questions of a variety of artists throughout the year. It is hard to respond to anonymous 
e-mail and notes. And, of course, during the heat of the moment is not our best time to 
change or react.  

Above: EAE Program host Les Slesnick demonstrates proper 
tie-down techniques to participating students during a three-
hour “strolling lecture” as artists set up for the show.  (photo 
by Cindy Leines)
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From the Jury Room: Three Reports
Compiled from articles and interviews with photographer Larrry Berman, http://bermangraphics.com

Columbus Arts Festival 2011 
Open Jury Review

By Larry Berman

The Process
1027 artists applied for 230 spaces. There were a few changes this 

year to the way Columbus had previously held their jury. Leah Alters, 
Columbus Arts Festival director changed the location to a hotel in 
downtown Columbus instead of Upper Arlington. And instead of a 
one round jury, they are now doing two rounds. Round one was to 
score yes, no or maybe which were assigned numerical scores of 0, 
1 and 2. That eliminated a little over half the applicants. For round 
two, the artist statement was read and the jurors were instructed 
to score 1 through 7 and were free to discuss any issues they felt 
relevant. For round one, the initial slide show preview by medium 
lasted approximately three seconds followed by the scoring round 
which lasted approximately eight seconds. Images were seen by the 
jurors in the order the applications were submitted by medium. 
Columbus now has an emerging artist category which is limited to 
local counties around Columbus.

Because the artist statement wasn’t read until round two after half 
the applicants were already eliminated, it speaks to how important 
your jury images actually are, especially when you can’t use words 
to describe them.

Like previous open juries I’ve attended, not more than about 
a dozen artists attended. This has always been an enigma since 
Columbus is centrally located and within a few hours drive of 
thousands of artists living in Ohio and surrounding states. It’s always 
been the most accessible of all the open juries.

Charging the Jurors
Because there were initial questions about booth images, the jurors 

were given instructions about what was acceptable, which was read 
from the show prospectus. No signatures on the artwork or names in 
the booth. No booth created in Photoshop, which doesn’t mean that 
booths can’t be fixed or adjustments can’t be made using Photoshop. 
The jurors need to see the entire booth, not just a portion. If artists 
don’t have a booth picture, they are required to submit a grouping of 
their work. Same goes for artists who only have older work in their 
booth. They are also allowed to submit a grouping of new work. If 
artists submit applications in more than one medium, they can only 
display the work in the medium that they were accepted.

Observations
I attend open juries and write about issues that can help artists 

create stronger presentations which will improve their chances of 
getting into art shows. Tips from Columbus aren’t much different 
than what I’ve previously written about.

For some reason there were two or three booth pictures where the 
booth was in the center of the image and the surrounding parts of 
the picture faded into white and blinded jurors, like edge or border 
effects on the image.

Jewelry - A white background on 3D work is a killer. A number 
of jewelers blinded everyone in the room by having their work 
photographed on white, and you could hear the jurors grumbling 
about it. And a few jewelers used distracting similar color 
backgrounds as their work making it difficult to see where the piece 
ended and the background began, especially in the few seconds 
the images were on screen. Some images had a blue cast on the 
background because they hadn’t been color corrected yet. And one 
jeweler showed close ups of a series of pendants on a models neck 
and the blue veins in her skin were a distraction. Wearable fiber - 
Don’t show the models face if at all possible. And if you do, make sure 
the model looks like she’s in a good mood and make sure the skin 
color looks good. A number of fiber artists submitted pictures with 
models with off color skin tones that were distracting in the short 
time the jurors viewed the images. 3D mixed media - installations 
or pictures of artwork taken outside in natural settings. Make sure 
to use really shallow depth of field. Ideally have your photographer 
shoot wide open with an f1.4 or f2.0 lens from close up so that the 
background turns into a non distracting blur. Also, if you include 
the sky in the upper portion of the images, even out of focus, make 
sure it isn’t white because it will draw the jurors eyes away from the 
artwork. Shooting tip—the closer you position the camera to the 
subject, the quicker the background falls out of focus. 

Booth Images
During round two, booth issues were discussed. If the individual 

art images didn’t match what was in the booth, if the booth looked 

cluttered, or if photographers 
only showed gallery wrapped 
canvases in their booth instead of 
photographs framed under glass. 
One photographer applied with 
three different sets of images 
under three different names but 
used the same double booth 
slide and artist statement for all 
three applications. He was caught 
when the jurors noticed the same 
booth picture and questioned it. 
These were some of the issues 
that were discussed.

In summary, the jurors had 
such a short amount of time to 
view the projected images that 
having excellent photography of 
your work with neutral matching 
backgrounds left the jurors with 
a positive impression, or at least 
didn’t give them the wrong 
reason to give you a lower score. 

Artisphere 
2011 Open 
Jury Review

by Anonymous
Attending was worthwhile, 

I really enjoyed it and it was 
eye opening. But there were 
only about six artists attending 
including one who didn’t want to 
see their own medium projected. 
Talk about being in denial.

The process
We were told at the beginning 

how many applications were 
received in each medium and 
how many spaces were allocated 
for each medium the previous 
year.

I was surprised how fast the 
images went by, even though 
everything I’d previously read 
about projection juries said 
that. They did a run through 
by medium before scoring 
that particular medium. The 
preliminary slide show seemed 
to be about two seconds. Then 
the jurors saw the images for 
about ten seconds, all f ive 
projected simultaneously on 
separate screens without the 

artist statement being read. We 
were told that they juried in 
the order that the applications 
were received. Whenever there 
was a break, they came over and 
spoke to us (observing artists) 
answering any of our questions. 
Artisphere is one of the few 
shows on ZAPP that has filled 
out the “jury details” information 
page in their application so they 
are open in their process.

The importance of 
booth images

One booth image was taken 
in a gallery and it wasn’t just 
that artist’s work. There were 
even a bunch of people standing 
around drinking wine in the 
picture. And there were people 
who set up easels in their home 
and took a picture of it for their 
booth image.

Some of the jewelry booths 
looked like Claire’s Boutique 
with all the stuff in the booth. 
Claire’s Boutique is a cheap 
jewelry store chain in malls 
where every inch is covered with 
little things. In other jewelry 
booths I saw too much skirting 
because the camera angle was too 
low. I did see one jewelry booth 
where a ladder was used to get a 
perspective showing more of the 
actual jewelry. 

The one juror I could see 
clearly would score the artist and 
then enlarge the booth image 
on their monitor and adjust the 
score accordingly. For my own 
images, I saw the juror lower my 
score by a point after examining 
my booth and for some other 
artists I saw the juror raise their 
score by a point. This answers 
a commonly asked question 
about the importance of the 
booth image. In fact, the only 
image I noticed any of the jurors 
enlarging on their monitors were 
the booth images.

A cohesive body of 
work

Seeing the images projected 
simultaneously made it easy for 
me to see if the presentations 

flowed properly and composition 
matched from image to image. 
To see that cohesive body of work 
made a big difference for me, and 
it also did for the one juror I was 
able to see scoring. It’s frustrating 
for me as an artist because I want 
to show what else I can do, but it 
doesn’t translate to the jurors in 
that short a period of time. I’ve 
read about that over and over but 
it didn’t make sense until I could 
actually see it. I thought my 
images were somewhat cohesive 
but when I saw them projected 
they didn’t go together as well as I 
would have liked them to. I could 
see that the artists that did have a 
cohesive body of work got higher 
scores from the juror I could see. 

Thoughts 
on My First 
Jurying 
Experience: 
Broad Ripple 
Art Fair, 
Indianapolis

By Elizabeth Busey
I spent the afternoon in the dark 

auditorium at the Indianapolis 
Art Center observing the jurying 
for the Broad Ripple Art Fair 
in May. This is my first year 
applying to shows using the 
ZAPP system. I had several 
thoughts as I watched. I should 
caution readers that I do not 
know if my musings are in 
agreement with the jurors, as 
the results were not announced 
that day.

Application Process 
Artists were requested to 

submit three images of their 
work, plus a shot of their booth 
and a 200 word explanation of 
their process. The jurors were 
asked to judge over 800 entries, 
where only a bit over 200 would 
be accepted. A schedule of the 
media categories was e-mailed 
to applicants, and the categories 
were considered in alphabetical 
order. I arrived in time to see 
the jewelry, leather, painting, 
photography and printmaking 
categories.

Such a Short Time
The jurors would see a quick 

run through of each category, 
and then each entrant was 
given about 30 seconds for the 
consideration of the jurors. 
During this time, the artist 
statement was read.

I was struck by how short 
a time this is. I learned from 
a former juror that artists are 

continued on page 14

Response to the Review from the 
Director of Artisphere

Hi Larry, I just read through the jury review on your 
website. I thought it was very fair. We were a bit worried 
when we realized that the attending artists were able to 
see the jurors scorecards on their computer screens. We 
will probably change the set up next year so that attendees 
cannot see the computer screens but, at least for the artist 
who wrote the review, it seems to help that they saw exactly 
what the jurors were doing. The attendees were not present 
when we went over our expectations in the morning with 
the jurors – we ask the jurors specifically to judge the work 
based on the projected images and to use the thumbnail 
images on their computers as a point of reference only – that 
is why the artist did not see the jurors blowing up any other 
images of work. 

—Liz Rundorff Smith
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An Art Fair Dilemma: An 18-Month Update and Clarification
A Commentary and Response by Les Slesnick, photographer

Background and 
Introduction

Since making the original 
paper on misrepresentation and 
its accompanying booth slide 
recommendations available at 
the NAIA Directors Conference 
in Peoria in 2009, and its 
subsequent publication in The 
Independent Artist that winter, 
I can’t think of a subject more in 
the forefront insofar as issues and 
debates are concerned than that 
of the booth slide. As the author 
of that paper and of the informal 
study of the relative strength of 
show prospectuses conducted for 
the Peoria conference, I clearly 
have a vested interest in the 
outcome of these issues.

Whether any of the new show 
rules came about as a direct 
result of the paper, or whether 
they came about as a result of an 
indirect “trickle-down” effect, it 
can’t be denied that the paper’s 
publication played a role. NAIA 
should be congratulated for 
having the foresight, eighteen 
months ago, to print the paper, 
knowing its implications. The 
result, I was told, was a record 
thousand-plus hits on the NAIA 
forum in the first ten days or so, 
indicating the paper’s importance 
in the eyes of its members, the 
impact it had, and the high level 
of priority the members placed 
on the subject.

My Goal and the 
Benefits I Hoped to 
Achieve

That was my goal, to bring 
the issues as I saw them into the 
mainstream so that reasonable 
people would get together and 
formulate reasonable solutions. 
I concluded the paper with 
the one recommendation I felt 
was a good start in resolving 
what many consider to be 
separate issues: a strong booth 
slide component as part of 
the application process that 
would (1) ferret out those who 
would otherwise misrepresent 
themselves in the application 
process by helping to eliminate 
bait and switch (jurying in with 
one thing and showing up with 
another); (2) minimize buy/
sell as much as possible; and (3) 
minimize or eliminate the use of 
inappropriate booth slides (most 
notably submitting a booth slide 
suitable only for indoor use as 
a booth slide for an outdoor 
venue).

In my view, a strong booth 
slide rule was, and still is, a win-
win situation. For the director, 
the benefit of a strong booth slide 
requirement is knowing ahead 
of time how the show will look 

in real time. For the artist, the 
benefit is a level playing field for 
all at jury.

The Peoria 
Conference

At the Peoria conference, 
I  presented the results  of 
my informal study of show 
prospectuses in straightforward 
fashion, indicting no one, but 
recognizing those shows in 
attendance having a more 
comprehensive prospectus 
and set of rules. Unless a show 
director later contacted me, and 
several did, no further attempt 
was made on my part to contact 
anyone. The shows that made 
changes initiated those changes 
on their own, presumably 
because the director and his or 
her board felt there were issues 
that needed to be addressed and 
there were changes that had to 
be made, or that, simply, the 
recommendations made sense.

Although a few art fairs have 
adopted some of the paper’s 
recommendations, none has 
adopted everything. Each show 
that has since implemented 
changes and/or new rules 
tailored those changes to meet 
its own unique, individual needs 
and priorities. No one’s arm was 
twisted, nor was there any undue 
influence or pressure placed on 
any art fair director to adopt any 
of the recommendations.

The original paper contained 
several true-story examples 
of observations, meant only 
to point out principles and to 
serve as rationale in support of 
my conclusions. To embarrass 
or humiliate any one person or 
show was never a consideration, 
either with the paper or with 
the study, and until then, the 
booth slide was never considered 
a possible remedy for any of 
our industry’s ills. But because 
most artists, myself included, 
had become so accustomed to 
dressing up the booth slide to 
keep it as clean as possible, and 
because that practice had become 
so ingrained in us as the right 
way to do it, the concerns created 
by the paper’s conclusions and 
subsequent recommendations 
came as no surprise. It was a 
different way of thinking.

The paper was the result of 
several months of writing, of 
retrospective thinking, and of 
consulting others. It was not 
an easy paper to write. Since 
then, there has been much 
criticism placed against me for 
the positions I have taken. The 
criticism has come from both 
artist and art fair director alike.

The Response and 
a Simple, One-
Solution Answer

Typical of emails I periodically 
receive is an email I received last 
year from an art fair director who 
was in attendance at the Peoria 
conference. The director took 
me to task, implying that I had 
not done my homework, saying, 
in so many words, that some of 
my conclusions were erroneous, 
particularly as they regarded 
that director’s show. But I had 
done my homework, and in my 
response I was able to set the 
matter straight, step-by-step and 
issue-by-issue.

At the other end of the civility 
scale, however, is the vitriol 
that has been painted about 
me under the guise of website 
forums. Rather than engage in 
constructive discourse, one writer 
in particular has disparaged me 
at every opportunity. To disagree 
with an opinion, even strongly 
disagree, is acceptable, provided 
the rebuttal is respectfully 
written. But rather than seek 
bona fide solutions to bona fide 
problems, the writer continues 
an argumentative and accusatory 
style, recently implying that I 
am profiting handsomely from 
my efforts, and by doing so 
questioning my motives and 
ethics.

On the other hand, a number 
of art fair artists and art fair 
directors have embarked on 
a mission of improvement by 
engaging others in respectful 
dialog. These are the artists and 
directors who now recognize 
that these issues exist and who 
are willing to accept the fact that 
something has got to change if we 
are to maintain the traditionally 
high standard of ethics for which 
this industry has long been 
known—and if we are going to 
eliminate or at least minimize 
the bait and switch guys and the 
buy/sell guys.

Regarding fees that I may be 
charging, there are none. Except 
for two consulting projects 
early on for which I received an 
unsolicited honorarium of $300 
each after volunteering a total 
of about 150 hours of my time, 
most of which was spent on the 
street working with artists, I have 
never been paid a penny for my 
consulting and advisory services. 
Since those two projects, I have 
declined payment for such 
services when it has been offered, 
100% of the time. 

P r i o r  t o  m y  o r i g i n a l 
commentary being published 
by  NA IA ,  I  d on’t  re c a l l 
anyone suggesting a simple 

but reasonable solution to the 
various challenges our industry 
faces, whether they are buy/sell 
issues, bait and switch issues, 
misrepresentation, or just out-
and-out scamming of one sort 
or another. A strong booth slide 
rule is a relatively simple, one-
solution answer to the multiple 
issues discussed in the original 
paper of 2009, and, with just 
slight modification I would 
make today, the original booth 
slide recommendations remain 
relatively intact.

The Fall-Out, Good 
or Bad?

Interestingly, I don’t know of 
any show that has been made 
worse, or more restrictive, or 
has been negatively impacted 
by the implementation of any of 
my recommendations, or by the 
implementation of variations 
of my recommendations. To 
the contrary, from everything I 
hear, the number of applications 
overall is increasing. Belleville’s 
Art on the Square is reporting 
terrific, if not record, sales. 
Houston’s Bayou City shows 
continue to generate rave reviews 
from artists since first adopting 
some of the paper’s original 
guidelines in late 2009. Whether 
the paper was a direct or indirect 
influence, or was any influence 
at all, Houston’s rules regarding 
“product  mix” and booth 
appearance were no impediment 
to Bayou City’s increasingly 
stellar sales performance and 
popularity with patron and artist.

Rules  and requirements 
concerning the booth slide may 
be changing or may be in the 
process of being modified, but 
there is nothing that keeps any 
artist, legitimate or otherwise, 
from complying with new 
guidelines. Nothing stays the 
same forever, nor should it. To 
do so is to remain stagnant and 
become stale. As the art fair 
industry evolves and continues 
to mature, so must its players.

Compliance 
Committees Must 
Exercise Good 
Judgement

As more art fairs implement 
policies requiring that the booth’s 
appearance at the show resemble 
the booth slide from jury, stories 
of overzealous compliance 
committees have begun to 
emerge. Overall, this was one of 
the primary thrusts of the 2009 
paper: that we remain truthful in 
the application process. But in a 
world where we tend to overreact 
when presented with a pressing 

issue, it must be kept in mind 
that we must also be reasonable.

At an early 2011 show in 
Central Florida, one glass maker 
who was thought by his peers 
to be engaging in buy/sell, and 
whose hands were smooth and 
unblemished, was allowed to 
remain in the show while another 
colleague, whose hands revealed 
without question they were used 
to make his product, was forced 
to remove a small body of work 
because it did not appear in the 
booth slide. In this case, the body 
of work that was removed was 
in the artist’s lower price range 
of work, but the work itself was 
consistent in quality and design 
with similarly priced work from 
the same artist that was in the 
booth slide. The committee was 
insistent that the body of work 
in question be removed simply 
because it did not appear in the 
booth slide. Did the compliance 
committee, in this case, exercise 
proper judgment?

It must be recognized that 
rarely will the booth’s appearance 
at the show be an exact replica 
of the booth slide at jury. As 
stated in the original paper, “ . 
. . from show to show and from 
season to season, booth setup 
and appearance may change 
somewhat” and we should expect 
that. There are many reasons for 
this, not the least of which is 
that time has passed since the 
booth slide was made, in many 
instances a year or more, and 
that the work in the slide may 
have simply been sold. Other 
reasons include, but are not 
limited to, the execution of new 
work or a “remodel” of the booth 
to enhance appearance. Indeed, 
requiring or demanding that 
the booth be exactly the same 
as the booth slide is tantamount 
to demanding that the artist 
never move beyond his or her 
current level of inquiry, process, 
and expertise, and that he never 
move on to something new.

The professional artist’s psyche 
insists that he continually ask 
questions about things he does 
not yet know, and that he develop 
skills he does not yet have. It is that 
drive of searching for something 
new that propels the artist into 
territory he has never been 
before, rather than remaining in 
a niche of complacency that may 
be comfortable and profitable, 
but is nonetheless nothing more 
than relying on past success. In 
this process of growth, we must 
expect changes in the overall 
appearance of the booth, from 
the subtle to the not so subtle. 
First and foremost, the successful 
artist must also continually seek 
ways to generate sales. 
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It was never the intent of 
the original paper to suggest 
otherwise. It was the intent 
to prevent misrepresentation 
to the extent it had become 
prevalent, and to clearly prevent 
out-and-out scamming as much 
as possible.

C omp l i an c e  c om m it t e e 
persons must be given guidance 
and education in this regard. 
They must be given the proper 
tools to successfully complete 
their mission and, above all, 
they must understand that, in 
all cases, common sense must 
prevail.

Ugliness and Vitriol
A  re c e nt  on l i ne  for u m 

commotion concerns a major 
mid-west show’s new rule 
requiring that the applicant’s full 
range of prices be represented 
in the slides of the application 
process. With absolutely no input 
from me, and with apparently 
no attempt of investigation 
or  inquir y,  my name was 
nonetheless mentioned as being 
somehow involved in the rule’s 
formulation and adoption.

Before I state my response to 
the new rule, let me say this to 
the online forum community: It’s 
unfortunate that pure vitriol and 
ugliness have been permitted to 
appear on occasion. A case in 
point is an essentially profane 
diatribe last year that unfairly 
slammed everything about 
Belleville that should never have 
been published. Very negative 
comments were even made 
against the town itself.

Why? What possible purpose 
could be served by such negative 
postings? These online attacks 
resolve nothing and do not speak 
well of otherwise well-meaning 
forum sponsors and individuals. 
They are nothing less than cyber-
bullying and, in the case of the 
Belleville posting, clearly cyber-
ugly.

This has been my response 
to the new rule regarding the 
inclusion of the artist’s full range 
of prices in the application 
process: It appears to be nothing 
new, but rather a carry-over 
from the director’s tenure at a 
previous show for which she 
served as executive director. The 
policies at her previous show 
were set in place well before the 
publication of my original paper 
on misrepresentation and its 
subsequent recommendations.

Art fairs that are modifying 
their rules, or that are making 
them more stringent, seem to 
have legitimate concerns about 
legitimate issues, and it should be 
reassuring to all legitimate artists 
that these shows are pro-active 
in protecting their reputations 

as top tier festivals. Further, 
directors and their boards have 
the right to adopt whatever rules 
they feel are necessary to protect 
the integrity and reputation of 
their shows. Similarly, every 
artist has the right to decide for 
him or herself whether or not to 
apply to any given show.

That said, there is nothing 
that prohibits a concerned artist 
from writing a polite, well-
intentioned letter or email to 
any art fair director should a 
situation warrant, presenting 
the artist’s concerns regarding 
a new rule or policy, and even 
proposing alternate solutions for 
consideration. Discussion is one 
thing, but simply beating such 
matters to death on a forum may 
very well be a fruitless exercise.

In Closing
It remains my firm belief 

that a strong booth slide rule 
is in everyone’s best, long-term 
interest. It serves the artist in 
that it helps protect the artist’s 
ability to earn a living and most 
importantly puts everyone on 
a level playing field at jury. 
It serves the art fair director 
in that it assists the director 
in maintaining control of the 
show by protecting its overall 
appearance and perceived level of 
quality. A bonus for the director 
is hopefully less time spent the 
weekend of the fair addressing 
complaints and more time being 
productive.

No art show director is being 
forced to do anything he or 
she doesn’t want to do. Art 
show directors who are making 
changes are doing so because they 
feel the changes are necessary. 
No artist is being forced to 
apply to a show to which he or 
she philosophically disagrees, 
but if the art show world is 
indeed changing and adapting, 
the professional artist would do 
well to consider changing and 
adapting along with it.

Respectfully submitted, 
Les Slesnick 

February 22, 2011

This entire document copyright 
2011 Les Slesnick. May not be 
printed, reprinted, or quoted 
(except for press purposes), in 
part or in whole, without express 
permission of the author. All 
opinions expressed herein are 
those solely of the author, and in 
no shape, form, or fashion reflect 
the opinions of, or constitute an 
endorsement by, (the name of 
your organization), or of any 
other individual, organization, 
or entity.

An Interview with Jerry Gilman
by Larry Berman

Refreshing your art
My big thing, now that I’ve juried about ten shows and after seeing a lot of artists over the 

years, is the idea of refreshing. The artist needs to refresh their work. The jurors are always 
refreshed (change each year) and then the director has to be concerned about what they’re doing 
to make the audience feel refreshed when they attend the festival. The audience doesn’t want 
to see the same artwork or they will blow it off like they’ve seen it before and stop attending.

I know that it’s hard on the artist, especially those that may deal in multiples that may be very 
appealing to people and have sold well over the years. But I think that as an artist, you always 
have to replenish or refresh your part of the bargain, so to speak.

Giving people a Reason to Attend
Giving artists the same prime spaces year after year is like the permanent collections in a 

museum which is usually the same work. You walk through the door and immediately think to 
yourself that you’ve been there before. I think that is a hindrance to the art festival and to the 
artists. The festival is entertainment and people can stay home just as easily and watch things 
electronically. They don’t have to go anywhere anymore, and sometimes prefer not to because 
of the economy. You don’t want to give them reasons not to attend.

As a collector, if I’ve bought a piece from an artist and then I came back a year or two later 
and saw the same piece, I would be offended, even though I know it’s a multiple. It would be 
weird to see the same thing over and over again, that you really didn’t buy something unique, 
only a slice of the huge pie of one particular image. It’s a difficult question and something that 
should be taught about on a national level. How do you refresh yourself, refresh the judges, 
and refresh the festival.

How do you make the audience come and see something they’ve never seen before? They’re 
going to see familiar artists but I think that so they don’t see the same thing, there should be a 
turnover every couple of years that you should have pretty much all new work. For most galleries 
and museums, or if you apply to a grant from a foundation, the work can’t be more than two 
years old. So for festivals, the work probably shouldn’t be older than five years. You might have 
some older work in your booth but you should never be able to get into a show with slides 
(images) that are ten years old. If you’re not making new work by then, you’re hurting your 
own reputation as an artist. There should be a natural progression as you keep experimenting 
and that also keeps you alive as an artist.

Giving People a Reason to Buy—TheStory
I think that there’s some real quality in these festivals and I also believe that artists do like 

the festivals more than dealing with galleries and museums because you’re talking one on one 
with the person who likes your work. Even if you don’t make a sale that day, you still implanted 
something in that persons mind about who you are as an artist. And when you see them again 
maybe next year, they remember you and might bring back a friend. Sometimes it takes two years 
to make a sale because the first year they just want to know who you are. I’ve always believed 
that the best thing you can do for a patron who buys one of your works is that they have a story 
to tell about you when that piece is on their wall. It’s a wonderful transfer of the stories from 
the artist to the collector and then to their friends. Then their friends may come to meet you 
and tell you that so and so has one of your pieces and now they want to buy something. It can 
be a slow process building a quality sale.

 What I’m Looking for In the Jury Room 
I’m looking for something that’s unique to me, something that I’ve never seen before. I don’t 

give a lot of applause to someone who I know is copying someone out of art history. There isn’t 
a lot of time when you only have ten seconds, but I look for quality, uniqueness, and for me 
every time I’ve juried, I try to put a sense of humor into the final show. It could be child like, 
naive, or folk art. Something that’s going to put a smile on someone’s face, a fun piece to look 
at. There’s lots of serious artwork out there but I also believe festivals should have something 
for everybody so when families attend, little kids can get excited when they turn the corner 
and there’s those little robots or things like that.

On Site Jurying 
I look for uniqueness. I’ve seen a lot of the same artists over and over, but when we jury in 

person (at the festival) I want to see something in their booth that I haven’t seen before. If it’s 
the same stuff than I won’t consider them for an award. They could be the best artist in the 
whole festival, but for me, I want to see them replenishing their ideas and work. I want them 
to show me some of the new stuff that they’ve done. If I’ve seen their work before, I would love 
to see growth and new work to get me excited. What artists may not understand is that, at the 
better shows, there are a lot of judges that travel all over the country. When you see enough 
of the top art festivals, you may see a high percentage of the artists repeatedly, so I want to see 
something different. I grew up in art so I’m looking for things that really floor me. Most of 
the awards I’ve given out over the years when I’ve been a judge are not to the most common 
people you would think of in the festival. They are people who are really pushing the envelope.

 Multiples printed on canvas  There was a discussion about photographs printed on canvas. 
The discussion didn’t sway me. I wasn’t bothered by price points or what it was printed on. I was 
only interested in whether it was original to me or not. Canvas is a new media. David Hockney 
built a xerox machine and now he Xeroxes his canvases through it. He’s a major artist and he did 
this a long time ago. He’ll paint a painting and make twenty images on it because he’ll Xerox it.

Prices in the Jury Room 
I don’t care what things cost. That’s up to the artist. If you price your work too high, you’re 

going to find that out when you get to the festival and people may say “great work, but we can’t 
afford it.” You’ll learn that lesson. But you shouldn’t be taught that lesson by someone who’s 
saying that you can’t sell $5,000 pieces. Maybe you could, but you only have to sell one or two 

continued on page 15
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Booth Images: Report from the NAIA Conference
By Carla Fox

At the recent NAIA Directors and Artists Conference, 
in Indianapolis, Indiana, May 26, 2011 (see page 1), 
artists and show directors had extensive discussions of 
booth images in an effort to clarify what a booth image 
is and how will it be used.

There has been a great deal of confusion in the recent 
years associated with the booth image, centered around 
several questions: 

•	 What is a “good” booth image?
•	 What do shows want?
•	 How do shows use them?
•	 How are booth images to be juried?
•	 Should an artist “style” their booth image?
•	 Is a great deal of Photoshopping required or 

discouraged—or what!? 
•	 Artists have reported previously acceptable 

booth images being rejected by some shows as 
unacceptable now—why?  

•	 Shows are concerned about the lack of quality in 
some booth images and the increase of heavily 
Photoshopped images. 

The goal of the session was not to come up with a 
standardized format for booth images for all shows or 
all artists. Each show has differing needs and each artist 
has a different type of set up. Rather, the goal was to let 
each side of the booth hear, understand, and discuss 
the benefits and problems of obtaining and shooting 
an acceptable booth image. And to have each show 
make clear to the artists who apply to their show what 
is required for the application. 

The facilitators (see below) came up with four 
questions for the group to respond to and asked the 
show directors to be sure these were clearly addressed 
in their show’s prospectus, so artists would understand 
what is needed for a particular show.

1. What is the purpose of the booth image?
2. How is the booth image going to be juried?
3. To what extent will the booth image be used at 

the show?
4. What’s in/what’s out regarding styled booths and 

Photoshopped booth images?
Despite the range of shows, both geographically 

and in terms of size—with huge festivals, for-profit 
shows, and small non-profit shows represented at 
the conference—there was a surprising amount of 
consensus among the directors about what they wanted 
in booth images. 

Here’s how the directors answered each of the 
questions:
1. The purpose of the booth image 
is:

(Top three answers)
•	 To show the body of work
•	 To show the scale of the work
•	 To show how the artist will present their work to 

the public at the show.
(Other answers)
•	 To show the consistency of the work
•	 To show the professionalism of the presentation
•	 Also, directors stated that the booth image is often 

helpful to as a tie-breaker if two or more artists 
are vying for one spot

•	 As a tool for show staff to manage and assess/
evaluate the quality of the show, during the show

2. How is the booth image going to 
be juried?

Will the booth image be scored, during jurying?
 All shows present said, ”No.”
Must the booth be indoor or outdoor image? 
The consensus was that it should be in line with where 

it will be at the show, inside or out. If it is an indoor 
show, an indoor booth image is best; if it is an outdoor 
show an outdoor booth image is best. However, they 
did not rule out or reject an indoor booth being used 
for an outdoor show if that is all the artist has.

On a side note: artists offered that by using an indoor 
booth image, they felt were often “better looking” 
and that this would give them an advantage over the 
outdoor booth images. At least one show director said 

that the indoor booth image was not an advantage over 
the outdoor booth image.

What the directors did agree on was that they want 
the booth image to be “authentic.” They said this in 
many ways and forms: Keep it real.

More thoughts from the directors as they were 
questioned by the artists:

Does the booth image need to be shot professionally 
(i.e., set up in a studio, styled, correctly lit, shot from 
multiple angles, etc.)? The show directors reiterated 
“keep it real,” keep it authentic. They did not see a need 
for shooting a booth image outside of a show setting.

Most hoped to see all three walls.
They realized displays will morph and change 

between when the booth image is shot and when the 
artist arrives at the show. What they want to see is a 
similar set-up and art that is similar in size, scope, style 
as to what was juried in.

They realized art will be sold, so that what is in the 
image may not arrive at their show.

The question of browse bins was raised for 2-d. The 
directors suggested that the image be consistent with 
the shows rules—or if an image isn’t available, then the 
artist explain. For example, “While ABC Art Festival 
does not allow bins, my booth image shows them. For 
your ABC Art Show I will not be bringing my browse 
bins.”

This conversation went on to cover “bread and butter” 
pieces that are often the 3-d media artists’ versions of 
browse bins. Again, most show directors felt that bread 
and butter items were acceptable (for all media) if they 
were not the majority of the items in the booth and if 
they were in the same style of the accepted juried work. 
That is what concerned them about the missing third 
wall. Was it loaded with low-end pieces the artist will 
bring that was not part of the juried work?

Again, back to keep it real, keep it authentic, do your 
best to show how the booth will look at their show.
3. To what extent will the booth 
image be used at the show?

Much of this was covered in the discussions from 
question number 2. The feeling was that the booth 
image is a visual “contract” with the show as to what 
they can expect artists will come with. But the directors 
did not expect it to be an exact duplicate of the booth 
image. They know things change from when the booth 
image is shot and the show finally comes. If major 
changes are made in one’s booth the show directors 
asked to be called and told about it.

4. What’s in/what’s out regarding 
styled booths and Photoshopped 
booth images?

Back to keep it real, keep it authentic. Show directors 
said that jurors were not impressed or swayed by heavily 
stylized booths if they did not look “real.” They said the 
heavily Photoshopped or poorly photoshopped booths 
fared poorly with jurors. Photoshopped images were 
fairly easy to spot by jurors and jurors did not like them.

One director said it best and many heads nodded…
”Do not send a booth image that will make the jurors 
question it.”

While there was a relatively small sampling of artists 
and show directors at this conference, it was a pleasant 
surprise to see how much common sense and consensus 
this diverse group brought to the subject of what makes 
a good booth image.

It is hoped that, while there will be shows that will 
have very strict booth image requirements and artists 
who continue to stylize or heavily Photoshop their 
booth images, the conversations and understandings 
reached at the conference will help clarify the booth 
image “issue” with the vast majority of shows and 
artists. 

The facilitators for this session were Stephen King, 
Executive Director of the Des Moines Art Festival, in 
Des Moines, Iowa and Carla Fox, Director of Art in 
the High Desert in Bend, Oregon as well as a show 
artist with fabricated metal jewelry.

ranked between 1 and 7, with four not being 
used. There was no discussion between jurors 
throughout. I wasn’t able to glean any particular 
criteria they were using, other than their personal 
assessment of the quality of the artwork, and the 
appearance of the booth.

Image Quality
I am a printmaker, and was surprised to see that 

when my images were projected on the screen, 
the top two images looked washed out, while 
the bottom image and booth shot looked fine. I 
chatted with Larry Berman about why this might 
be. He suggested that part of the problem might 
have been the angle from which I was viewing 
the images. The jurors were much closer to the 
screen, and lower in the auditorium, so my seat 
in the middle of the auditorium might have been 
compromised by the angle of the projectors and 
the light reflected off the screens. 

Another possibility was that the two top images 
had too much contrast. He noted that sometimes 
you have to adjust the contrast of your digital 
representations to make your artwork appear 
more accurate to the judges. I realized that I would 
have to think carefully about my images, and 
choose ones that are both strong artistically, but 
also are the best when reproduced digitally. Thus 
my “Fibonacci”, the most popular of my fine art 
prints, may not be part of future entries.

Booth Shots
The range of booth shots was striking. Many 

jewelry entries looked very professional because 
of the display cabinets and cases used. I was struck 
by how distracting a busy print could be on the 
skirting fabric when viewed from a distance. The 
best jewelers had large photos at the back of their 
booth to further display their work.

For 2-D artists, the best booth shots in my 
opinion were those where simple fabric or carpet 
panels let the work be the center of attention. 
Racks of prints made things look cluttered. The 
best ones were photographed in a way that did not 
show the outside setting, but focused only on the 
work. Open wire mesh and wood lattices really 
detracted from the beauty of the work.

What I was most surprised about, however, 
was the number of booths that had either their 
identifying banner, or the artist themselves, 
or both in the booth shot. The jury facilitator 
told us that artists who had identifying signs in 
their booth shot were contacted, and given the 
opportunity to submit a corrected booth shot. I 
was shocked at the number of people who ignored 
this request. These artists will lose two points from 
their overall score. 

Short Statements
For this show, artists were asked to submit 200 

words explaining their process. This was read 
during the 30 seconds their work was considered. 
For some, their process was unusual, and the 
statement served to illuminate their work. Others 
chose to state the obvious, like; “I paint with oils”, 
or make somewhat political statements like; “I will 
never make copies of my work” or say something 
puzzling like; “I have a recognizable unique 
style.” I am already writing memorable future 
explanations to accurately describe how I make 
my prints, but also give the jurors a peak into why 
I make my art.

Who Will Get Accepted?
The facilitator told the audience that they attempt 

to represent all media categories, but that if none 
of the entries in a category are of high quality, that 
category will not be represented. In my case, the 
eleven other entries in the printmaking category 
were impressive, arresting, and tremendously 
varied. I would highly recommend that artists 
attend any jurying that is open to the public. It 
was definitely a learning experience. 

From the Jury Room, continued 
from p. 11
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Need insurance for a Show? 
Get the Show Policy you need  
with 3 days of coverage for 

 
ONLY $39

Comprehensive Annual Policy starts at $265
On-line Sign up is quick and easy. You will have a copy of your policy 
emailed to you within minutes!

Get insured here!      www.ACTinspro.com     
866-395-1308  or  info@actinspro.com

insuring your creativity 
 
> Available in all 50 states

But if you are a merchant who 
does minimal processing and 
you come across a company 
offering you a higher rate, and no 
monthly fees whatsoever, boy are 
you in for a ride. You are about 
to fall victim to the typical “Bait 
and Switch.” 

In today’s market, the average 
cost for a credit card processor 
to maintain your account on 
line is over $200 per year. This is 
their fixed overhead for Account 
On File Fees, IRS reporting, 
PCI Compliance, etc., that are 
paid to all of the third parties—
meaning the back-end networks, 
security scanners, settlement 
banks, card issuers, and the 
gateway and wireless providers 
among others. On top of that 
are up front fees that companies 
incur for boarding the accounts 
and activating them. 

So, for a low volume merchant, 
even a per transaction rate of 10 
percent would be highly unlikely 
to cover these fees, because this 
percentage fee is also split among 
the front-end and back-end 
processors, the settlement banks, 
and the card issuers; thus, the 
merchant service provider is only 
earning a small piece of that pie. 

You can rest assured that at 
some point this merchant will see 
an annual fee—followed up by a 
monthly fee—assessed across the 
board to make up for all of the 
continued loss on the account. 

 You need to be aware of this 
if you are currently accepting 
credit cards or plan to do so in 
the near future. 

The Smart Phone 
Trap

T h e  n e w  s m a r t  p h o n e 
technologies provide a perfect 
example of the type of trap of 
which you need to be aware. 
Several providers are offering 
“Free  Ever ything and No 

Artist Jon Brooks’ New Hampshire studio — destroyed by fire, 2010

What would you do if you lost your work, your tools, your images, and a lot 

more to a fire? Jon Brooks’ New Hampshire furniture-making studio was a 

work of art, until it was consumed by fire in the early morning hours. CERF+ 

can help you learn how to protect your career from crossing that fine line.  

THERE’S A FINE LINE BETWEEN PRICELESS AND WORTHLESS.

Contract”. They claim there 
are no monthly fees, no set up 
fees, no equipment costs and no 
termination fees, just a higher 
rate and transaction fee. Keep 
in mind these same companies 
have invested tens of millions 
of dollars in the development 
of the devices, software, and 
gateways. On top of that they 
are spending even more on 
marketing, with ads almost 
everywhere you look—even 
going as far as putting huge 
advertisements in the middle 
of Times Square in New York 
City and TV commercials on 
the most popular channels. They 
are going to have to pay for all of 
this somehow, and continuing 
to board accounts that barely 
process any transactions, while 
having a huge annual fixed 
cost on each account, is simply 
not going to cover it. At some 
point they are going to end up 
changing their price structure 
and charging the same types 
of fees as that of the other 95 
percent of companies in the 
industry. And remember, no 
matter what you may think or 
what they tell you, the processors 
are contractually able to do this 
to you at any time. And they 
will, in fact, do just that as a 
quick annual fee to the millions 
of customers that fell for their 
trap, followed up by a recurring 
monthly fee to those clients as 
well. What a racket!! 

Whi le  the  overa l l  costs 
increases and the smart phone 
technologies are new, all of 
the shady tactics being used 
by all too may providers are 
not. Companies in the credit 
card processing industry have 
been pulling the wool over the 
eyes of merchants for years. 
At 1st National Processing, we 
have tried our hardest to spread 
the word and make merchants 

aware of all the unfair business 
practices that are blackening the 
eye of our industry. In fact, on 
our website, we have an entire 
“Buyer Beware Guide” detailing 
all of the things of which you 
need to be aware. If you are 
currently process credit cards or 
are in the market to do so, take 
ten or twenty minutes and read 
it. It will be well worth your time. 

Since its inception nearly 15 
years ago, 1st National’s mission is 
to establish a long term, mutually 
beneficial relationship with each 
and every customer. We strive 
to build a personal rapport with 
our merchants, regardless of size, 
while providing superior service, 
support, products, and services 
and to never compromise our 
policy of Honesty, Integrity and 
Full Disclosure. This is truly our 
goal and we are confident that 
maintaining these standards has 
enabled us to achieve the success 
we have reached thus far.

1st National has recently 
renegotiated our agreements 
with all of our vendors to 
deal with the rising costs of 
credit card processing. We are 
confident now, more than ever 
before, that we offer the hands 
down most competitively priced 
deal for merchant services in the 
industry. Combine that with our 
complete line of Technologically 
Advanced Products, our Superior 
Service and Support, and our A+ 
Rating on the Better Business 
Bureau, you will not find a better 
merchant service provider in the 
industry. We guarantee it!! 

You may learn more about 
1st National Processing at 
www.1nbcard.com, They may be 
contacted at sales@1nbcard.com 
or Toll Free: 877-964-1622. You 
may also contact Mike directly 
mike@1nbcard.com. 

of them. I feel that idea of judging a piece of artwork 
on what it cost is wrong, because there are pieces of 
artwork on cardboard that are going to disintegrate 
but people are still buying them for hundreds of 
thousands of dollars. I don’t believe that as a juror, I 
should be putting any cost on anything. It’s what’s in 
front of me. Do I like it? Is it a fine piece of artwork? 
Do I think it has merit? Value is not my concern.

 There’s a Lot of Great Art out There
There are a lot of artists that deal in the avant-garde 

in the festivals. For maybe 20% of the artists, if you 
took them out of the festivals and isolated their work 
in a museum or major gallery, they would just pop. 
Sometimes the booths are so crowded you can’t see 
the good from the trees. 

 Jerry Gilmore has juried Cherry Creek twice, St 
Louis, Milwaukee Lakefront, Columbus, Vail, Tellu-
ride and Crested Butte twice. He received his BA in 
Fiber and Painting from Western Washington Uni-
versity and his MFA in Painting and Drawing from 
Washington State University. Gilmore has served as 
the director/curator at Arvada Center for the Arts 
and Humanities in Colorado, and prior to that was 
the executive director/curator at the Fort Collins 
Museum of Contemporary Art. He is currently an 
independent curator, visual artist and writer.

ARTS.. CULTURE..  L IFE..

May 11-13, 2012

Call for 
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For more information contact: 864.271.9355 
or liz@greenvillearts.com
Application link available at
www.artisphere.us

Visual and performing arts
festival in Greenvil le, SC

Ranked a Top 20 Fine Art 
Festival by Greg Lawler’s Art 
Fair Sourcebook

•	Patron Program Average  
 $15,000/year

•	$10,000 Cash Awards

•	120 Artists

•	$30 Jury Fee

Applications Accepted:
August 5 - October 20, 2011

Gilman Interview, continued 
from p. 13




