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REMRTH-EERANEREBR,
A IAFEIEE TG — R AR,
-Ft LRg

As long as you understand some basic rules of the art world game,
anyone can achieve a certain level of success in this industry.
- Takashi Murakami
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S CAREER COACHING COURSES FOR
HESE ARE AIMED AT HELPING THOSE
WORK IN THE ART INDUSTRY OR THOSE

ALREADY FULL-TIME ARTISTS. THEY PROVIDE THE
PRACTICAL KNOWLEDGE THAT IS NOT TAUGHT IN
SCHOOLS OR UNIVERSITIES, SUCH AS HOW TO
INCREASE INCOME, RAISE YOUR PROFILE, MANAGE
YOUR MONEY AND TIME, FIND BROKERS, ATTRACT
BUYERS, INCREASE THE SELLING PRICE OF YOUR
WORKS, ESTABLISH COLLABORATIONS WITH HIGH-END
CURATORS AND AGENTS, AND PLAN FUNDING FOR ART
PROJECTS AND EXHIBITIONS.

IN ADDITION, WE OFFER A ONE-STOP SOLUTION FOR ALL
THE CONFUSING AND COMPLEX ASPECTS OF PUBLIC
RELATIONS IN BUSINESS, ALLOWING YOU TO FOCUS
100% ON CREATING ART.
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GALLERY MICHAEL ANDREW LAW ART COURSES AND PUBLIC RELATIONS SERVICES
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Criterfa for internationally recognized artists

Understanding whata gallery is, types of galleries, and their business models

Understanding what an art broker is

Learning who would spend money on art

Understanding and learning why collactors nzed to buy your work
Understanding why someone would pay a high price for your work

Learning how tofind your patrans: where to find art spansors, investars, and

buyers
Building hetworking relationships in the art/creative industry
Learning how to maintain a continuous creative method and work mode

Evaluation and guidance suggestions during the process of finding a creative

patron/buyer

What to do if you can't find funding? How to avaid intermediaries in art

transactions
Case study of multimillion-dollar high-income artists doing business
Learning how to balance creativity and commercialization

Learning how to propose selling art to government agencies or private

companies
Proposal methods for public/large-scale art works
What to do if there's not enough time for creation?
What to do if there’s not enough space for creation?

Low-cost promotion and operation methods that can be discovered without

paying
and m. i for your series of
waorks
and for your artist brand
P and di for your artist
philosophy
and for your CV writing
and mi for your internet exposure
Providing the latest information on subsidies/art creation support
and for T support
forms
Providing the latest on artist resid

Providing the latest information on international creative call for entries

and for creative project proposals

Evaluation and modification suggestions for your studio business model
Evaluation and suggestions for your creative career

Contacting high-end local and foreigh curators for you

Finding new local and foreign gallery partners for you

Contacting more local and foreign brokers to seek represantation for your
work

Proposing and suggesting to local and foreign art institutions for you
Finding potential local and foreign investors for you, and introducing your
art creation to them

Contacting local and foreign media for you, looking for exposure
opportunities

Planning the publication of your art book

Finding local and foreign art project funding for you

Helping to improve your online exposure

Helping to find and plan local and foreigh promotion channels

Art PR strategies for local and foreigh exhibition activities

Providing a list of reference books and other learning information

WHY ARE WE SUPERIOR TO UNIVERSITY
ART COURSES?

In 99.9% of universities and art schools,
there are no courses specifically designed
to teach artists how to earn a living.
Meanwhile, the vast resources provided by
these schools lead students to form a
dependence, resulting in the fact that once
they graduate and enter the art industry,
nearly 90% of them cannot sustain their
careers and eventually have to change
fields. Ultimately, regardless of the
industry, survival requires understanding
self-management and the ability to make
maney.

GENERATE INCOME WITH ARTWORK
TO SUSTAIN CONTINUOUS CREATION

The ideal scenario for professional artists is to devote all their time to creating
art. However, in reality, artists generally manage to spend at most 30% of their
available time on the creative process. The completion of an artwork, which
demands immense mental effort and hard work, signifies the beginning of the
actual work. This includes fundamental tasks like photographing the work,

retouching images, and framing.

Increase selling price Seek opportunities Increase online visibility

Improve brand awareness Studio rent art portfolios

Locate art brokers/agents

Cost of artwork production Compete fol




