
Mymajor source of income isfrom individually hand-crafted quilts and quilteditems made from the client’s cloth-ing and textiles. My best source ofbusiness is word of mouth. Thiscan be from a client who passesthe information on to a friend. Itcan be a result of speaking to alocal group. It can develop fromwriting this kind of article. It is im-portant to seize every opportunityto make people aware of the serv-ice. Everyone has cloth of memorythat can be transformed into awork of art, but only if they knowabout the concept.
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Ihave soldmy hand-woven tapestries at art shows for the past five years.From the start, I knew it would be challenging to sell this extremely labor-in-tensivework at prices the public would be able to pay. My solutionwas tocreate a bread-and-butter line of small framed pieces that are sold at pricepointsmuch lowerthanmy larger tap-estries. The range ofsizes and prices hasworkedwell, allow-ingme to presentmy larger workwhile still ensuringsufficient sales tomake the showssuccessful. Exposureat art shows hashelped to generatecommissions forlarger works.

Finding theRight Price Points-Rebecca Smith, San Diego, California


