
THE JOURNAL OF AUSTRALIAN CERAMICS  NOVEMBER 2013   109

Trade

As a maker, one of your end goals may be to sell your work in a variety of appropriate and respected 

outlets. This will not only bring in funds, which will support your making, but it will also promote your 

practice, bringing it to the attention of the wider community.

Before you approach possible retailers, you need to ask yourself, “Am I willing to sell on consignment 

or will I only accept selling wholesale?” The two are quite different and it’s important to understand 

how each one works before you decide which is best for your practice.

CONSIGNMENT

Selling ‘on consignment’ means that you are basically giving your work to the outlet knowing you will 

not be paid until your work has sold. This is a popular method for emerging makers as stores do not 

assume the risk of paying for items which may not sell.

You (as the maker) decide on your work’s retail price, after taking into account the stores commission 

percentage (usually 30-40% of the retail price). Take the time to go into the store and understand their 

price point so that you price your work accordingly.

As a general rule, the consignment period is three months, although this can vary from outlet to 

outlet. 

It is also important to find out about the store’s insurance and whether breakages or ‘wear and tear’ 

of your work are covered by the store. You can also check if your insurance policy covers work given on 

consignment. This s unlikely.

It is important that the store has an effective way of tracking inventory and paying consignees.

Unlike wholesaling, it is recommended that you only deal with local consignment shops, so you can 

deliver your items, keep track of sales and retrieve unsold items.

Important things to do when consigning your work:
Create a simple but clearly written consignment note that states the retail price, the agreed commission, 

your GST registration status, your ABN, and bank details for electronic transfers. (Most outlets will 

have a list of terms and conditions for stocking your work, but you can also have your own terms and 

conditions which state how and when you would like to be paid, insurance responsibilities, and the 

length of time your work will be in store.)

Be in regular contact with your store/s. Follow up every 30 days to discuss how the work is being 

received and ask for feedback.

Selling Your Work –  
Wholesale or Consignment? 
Elisa Bartels and Vicki Grima take a look at the basics
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WHOLESALE

Selling wholesale gives the maker instant reward as you are paid upon delivery of your work. Unlike 

consignment, the store decides on the retail price and then negotiates a wholesale price with the maker 

(the store will usually expect a 50% discount off of the retail price). Although wholesale orders generally 

pay less per item than consignment, they make up for this by paying upfront and (generally) asking for 

multiples of each item. Also the store assumes the risk of work not selling.

The store will normally assume full responsibility for your work upon delivery so there is less need to 

have your own insurance. 

Some important things to do when wholesaling your work:
To minimise risk and to develop a good working relationship with retailers, it is important to develop a 

clear, concise invoice and think about terms and conditions which will benefit both you and the seller.  

your business name  
your logo 
 
your ABN 00 000 000 000 

 

Address/contact details 
M: your phone number 
E: your email address 
www.your website 
 

 
CONSIGNMENT NOTE 
(This is not an invoice for payment, more a list of the items on consignment) 
Con Note No.  
Choose a system to use eg. 6 digit date or consecutive numbers for the tax year  
                                
Date:  18 September 2013 

To:   Business name of gallery/store 
Address 
Phone/fax 
Website  
Email address 

 
From:  Your name 
           Your ABN 00 000 000 000 

Your GST registration status  
 
CONSIGNMENT COMMISSION: artist 00% + gallery 00% = total price (100%) 
Note: This must be clearly stated by the gallery/outlet when you agree to consign. 
 
List of items – give the total number of each item and a brief description 
 
1   X    XXXXXXXXXXXXXXXXX    Retail Price =  $00 each 
1   X    XXXXXXXXXXXXXXXXX    Retail Price =  $00 each 
3   X    XXXXXXXXXXXXXXXXX    Retail Price =  $00 each 
10 X    XXXXXXXXXXXXXXXXX    Retail Price =  $00 each 
 
Include GST if registered. 
Alternatively state, ‘These prices are GST exempt’. 
              
 
State your Terms and Conditions (exchange policy, damage policy, payment policy) 
  
          
 
Bank account details for EFT payment 
Account name: XXXXXXXXXXXXXXXX 
BSB: XXXXXX 
Bank name and address: 
Account No: XXXXXXXXX 
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Make sure it is a simple but clearly written document that states the agreed wholesale price, payment 

due date, any terms and conditions, your GST registration status, your ABN, and bank details for 

electronic transfers.

Decide on your minimum order, either by quantity (e.g. five bowls) or price (e.g. $500).

Consider your returns policy, e.g. exchange of old stock for new. Perhaps offer to exchange if work 

remains unsold after 6 months as long as the work is in perfect condition. Extending credit is not 

recommended as this can place the burden of chasing up payment on the maker.

Both methods of selling have benefits and pitfalls; choose the one that suits your comfort level and 

practice. For makers who wish to have regular outlets for their work, each new consignment order 

should be seen as the first step towards introducing your work to a venue and having it progress to a 

wholesale relationship.

your business name  
your logo 
 
your ABN 00 000 000 000 

 

Address/contact details 
M: your phone number 
E: your email address 
www.your website 
 

 
TAX INVOICE 
 
Invoice No. 
Choose a system to use eg. 6 digit date or consecutive numbers for the tax year 
 
Date:  18 September 2013 

To:   Business name of gallery/store 
Address 
Phone/fax 
Website  
Email address 

 
From:  Your name 
           Your ABN 00 000 000 000 

State Yes/No GST registration        
 
List of items – give the total number of each item and a brief description 
 
1   X    XXXXXXXXXXXXXXXXX    Wholesale  Price = $00 each 
1   X    XXXXXXXXXXXXXXXXX    Wholesale  Price = $00 each 
3   X    XXXXXXXXXXXXXXXXX    Wholesale  Price = $00 each 
10 X    XXXXXXXXXXXXXXXXX    Wholesale  Price = $00 each 
 
Sub Total:     $000  
GST:*     $  00 
TOTAL:     $000 
 
*Include GST if registered. 
Alternatively state ‘This invoice is GST exempt’. 
 
 
State your exchange policy, if applicable 
 
State payment terms, giving payment due date 
 
 
Bank account details for EFT payment 
Account name: XXXXXXXXXXXXXXXX 
BSB: XXXXXX 
Bank name and address: 
Account No: XXXXXXXXX 

For information on tax law  
GST requirements etc, please 
refer to the following websites: 

www.artslaw.com.au

www.visualarts.net.au


