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Introduction 

 

The lyrics ‘first we’ll take Manhattan then we’ll take Berlin’ with its promise of 
conquering the exotic gives a romantic spin to exhibiting outside Canada. Romantic 
notions aside, there are practical advantages to exhibiting abroad: a larger audience, 
a larger market and a different context that can stimulate new directions. This 
Advisory Note looks at exhibiting and selling outside Canada. 
 
Exhibiting abroad can also be a daunting prospect: there are arcane customs 
regulations, intimidating galleries and an unfamiliar marketing environment. 
However, consider the story of Saskatoon artist Catherine Macaulay.  
 
In 1998, on an extended stay in Scotland, Macaulay visited the Broughton Gallery 
outside Broughton, a village near Edinburgh. Because she liked the character of the 
gallery space, the integrity of the owners and the quality of the artists she submitted 
slides and later actual work produced during her stay. The gallery, which represents 
artists throughout the United Kingdom, put Macaulay’s work in a group show and 
some of it sold. She has continued to show her work there and has only positive 
comments about the relationship. 
 
For others the story of exhibiting abroad is not as smooth. The 1996 show of work by 
Saskatoon artists Grant McConnell, Doris Larson, Margaret Vanderhaeghe and 
Marie Lannoo at the Hong Kong Arts Centre was the result of enormous work by the 
group, the Flatland Art Associates. It is the story of a group of four artists doing all 
the work of creating the art, finding the gallery, raising the funds, publicizing the show  
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and shipping it to Hong Kong. McConnell said the experience was exhausting, and 
only recently has renewed interest in exhibiting outside Canada. 
 
The story of these four artists should not be discouraging. What they accomplished 
in getting the show to Hong Kong would tax the resources of a publicly funded 
gallery.  
 
From creating the work to hanging it on a foreign wall can be a story with turns, u-
turns and twists in plot. This advisory note is about negotiating those twists and 
turns. The experience probably won’t be as seamless as Macaulay’s or as 
demanding as the Flatland Art Associates’.  
 
Exhibiting/Selling Your Artwork Outside Canada has three sections: Planning a 
Strategy, Finding a Venue and Getting the Show on the Road. The section on 
strategy is like planning the overall trip. Finding a Venue is about information 
gathering, looking at maps and motel brochures for your artworks’ trip abroad. 
Finally, On the Road is about the details of shipping insurance, and customs 
regulations, the nitty gritty of getting the work outside Canada. 
 
 
Part 1: Strategy 
 
Although the first impulse may be to send out resumes, the first step should be to 
develop a strategy or plan of action. Strategy depends on the answer to three 
questions: What do I want to do? Why? How do I do it? The answers to the first two 
questions will depend on the kind of art you produce, where and how you want to 
exhibit and other career matters. This advisory note can only answer the question of 
how. 
 
The answer to the question “How do I do it?” will also be different for each individual. 
Your goal may be to find one commercial gallery in a location you like or to have a 
show at the Stedelijk. The strategy you need to get there will be very different, and 
planning to have a show at the Stedelijk will involve many more steps and more 
commitment than finding one commercial gallery outside Canada.  
 
Strategy also involves working from a position of strength. You should have well-
developed career at home with local and regional interest and support for the work. 
Government departments involved in export sometimes use the term ‘export ready’ 
for companies who have the product, the ability to expand production and have 
researched export possibilities. For artists export ready might mean you are able to 
manage increased demands on your time to produce and promote new work. Export 
ready also means you are ready to move on. 
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Part 2: Finding a Venue  
 
Like the traveler who is trying to decide on a destination, the artist wanting to exhibit 
abroad must gather information about possible venues such as commercial galleries, 
artist-run centres, public galleries and university galleries. There are many sources of 
information about exhibition spaces from the Internet, magazines, government 
agencies, artists and friends. 
 
 
Networking 
Other artists and curators are obvious sources of information about exhibiting abroad 
and should not be overlooked. Artists and curators come to Saskatchewan and are 
interested in the work produced here, and artists should take the time to make their 
work known to them. Artists, teachers and curators who have left Saskatchewan may 
also provide contacts for shows outside Canada. 
 
The Photographers Gallery in Saskatoon often brings in international artists and the 
connection with local artists can mean a show. For example Saskatoon artist Linda 
Duvall met Luiz Gonzales, artist from Guatemala while he was in Saskatoon and the 
connection lead to the show Traduccion/Translation at the Museo Nacional de Arte 
Moderno in Guatemala City, Guatemala. 1998.  
 
To get a show, including shows abroad, “someone has to see the work,” Duvall said, 
and meeting artists and curators from outside the country is essential. Seeing the 
actual work and meeting the artist in person is an important connection, Duvall said, 
and is better than a slide set and covering letter in the mail. 
 
Because of the cost of travel and funding issues the number of visiting international 
artists is not large, but making contact is worth the effort. 
 
Valerie Hinz, a Saskatoon artist who creates full-time used her connections with 
horse world in finding a gallery in the United States. Hinz entered shows associated 
with competitions and connections led to exhibitions at three galleries in the U.S. in 
particular the Cross Gate Gallery in Lexington, Kentucky 
 
 
Travel Connections 
As Catherine Macaulay’s experience suggests, artists travelling outside Canada may 
become interested in exhibiting where they are studying or vacationing. Any travel 
plans, including education and residencies, are opportunities to make contacts and 
gather information. 
 
Residencies and retreats outside Canada can offer opportunities to make contacts 
and to exhibit. There are several sources of information: the list of residencies in the 
Visual Arts Handbook, current information in the CARFAC SASK Newsletter and the 
Internet. You can search the Internet for specific artist residencies or visit two 
general sites, http://arttech.about.com/cs/artistinresidence/ and  
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http://art.shawguides.com for lists of possible opportunities. 
 
There are specific residencies such as The Canada/Mexico Creative Artists 
Program for Canadian artists work collaboratively with Mexican colleagues in six to  
eight-week residencies. The program is a partnership of the International Cultural 
Relations Bureau of the Department of Foreign Affairs and International Trade of 
Canada and the National Fund for Culture and the Arts of Mexico. More information 
is available at www.dfait-maeci.gc.ca/arts. There is also the Royal Overseas 
League which provides travel scholarships to artists who live in Commonwealth 
countries, offering a month residency in the UK July - December 2000 at the Patrick 
Allan Fraser Foundation, Arbroath, Scotland. Return air paid.  
(http://www.rosl.org.uk/) 
 
There is also a variety of information about working abroad. For example [an] 
Magazine has listings of job opportunities in the United Kingdom. Information about 
working abroad is available from http://www.jobsabroad.com/listings.cfm.  
 
(All governments require foreigners to obtain their permission to stay in their country. 
Sometimes all that is needed is an endorsement or stamp in your passport, allowing 
you to enter the country for a specific time and purpose. All countries require you to 
obtain special permission, usually a visa or work permit, for entry when you plan to 
work. Only the country concerned can provide definitive and official information on 
entry requirements. If a visa is required, you should obtain it before leaving Canada. 
It is important that you consult the embassy or consulate of the country in which you 
plan to work for details and processing fees. You should apply months in advance of 
your departure date, as obtaining a visa can be a time-consuming process. 
Information is available from a variety of sources: 
http://www.goabroad.com/guides/guides.cfm gives country by country information 
on entry requirements, visas, plus general information on each particular country. 
Information about entry requirements, health, driver’s licenses are available on a 
country-by-country basis from  
http://www.voyage.gc.ca/destinations/menu_e.htm. 
At http://www.voyage.gc.ca/Consular-e/Publications/working_abroad-e.htm#38 
is more general publication from the Canadian government on working abroad and 
returning to Canada.) 
 
 
A Guide to Galleries 
Before going abroad for study, residency, vacation or other reason, it is a good idea 
to research the exhibition spaces in the area and make a list of spaces suitable for 
your work. What you need is a guide to galleries, with contact information, details 
about gallery mandate, submission requirements and audience; a publication like 
CARFAC’s Saskatchewan Gallery Survey for the area you are interested in. 
 
One good source of information for exhibiting in the U.S. is the August issue of Art in 
America, a special issue that lists galleries in the U.S. Artist-run centres, public and 
commercial galleries are listed by city and state; contact information is usually a 
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name, phone number, e-mail, Web site as well as a list of the artists represented. 
Because it exists in hard copy rather than a searchable database you have to use 
the index to create a list of suitable venues for the kind of work you produce. For 
example, you can use the index to find galleries showing artists whose work is 
similar to yours. 
 
There are also several publications that look at marketing in a specific area. For 
example on the www.dfait-maeci.gc.ca/arts Web site there are documents that 
discuss marketing art in New York, Los Angeles and the United Kingdom; they 
provide general information about getting a show in that specific area as well as 
specific contact information for galleries, art stores and media. At the Conseil des 
metiers d’art du Quebec site, www.metiers-d-art.qc.ca there is a ninety-three page 
analysis of the market for crafts in France. The Department of Canadian Heritage 
has market information for various areas of the world (see bibliography). 
 
Other valuable information sources are the various Consulate General offices 
outside Canada. If you are interested in a specific area of the world, for example, 
California, go to the Web site http://www.infoexport.gc.ca/menu_e.asp. Click on 
industry sector, then click on cultural industries, then click on the area you are 
interested in (for example the U.S.). You can narrow search to a particular area in 
the U.S. and a contact person who has knowledge of the cultural sector for that area 
and can provide detailed information. The page also links to a Web page for the 
Trade Official in the area. (According to the International Trade Centre office in 
Saskatoon, they should be contacted first, but the office in the California for example 
would be the one providing market information about the area.) The information 
provided depends on the individual in each area, but it can be thorough and 
valuable; it can include a list of galleries and contact information for galleries in the 
area as well as a calendar of events and exhibitions in a wide range of commercial 
and public galleries. 
 
You can find lists of galleries on tourist information Web sites, but the information will 
emphasize large institutions and small, very commercial galleries. 
 
Once you have the list of galleries the next step is making contact. In some ways the 
strategy is similar to finding a gallery in Canada. The best way is for another artist or 
curator to suggest your name to a gallery that represents him or her. Or, less 
effective, mailing letters with slides and brief information and covering letter, followed 
by a phone call, followed by an actual visit.  
 
To sum up, there are several ways to get shows outside Canada: networking with 
other artists and curators who can offer leads, finding a gallery or opportunity while 
one vacation or education, or simply making a list of possible galleries and 
contacting them about a possible show. A connection has been made, a show has 
been booked, and the next step is getting the work on the road. 
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Part 3: Getting the Show on the Road 
 
The next step is getting work from your studio to the walls of a foreign gallery and 
this section is about the nitty gritty of exhibiting abroad. Unlike dealing with a local or 
regional gallery the work must be shipped longer distances, you and your work have 
to get across the border, and there is greater costs in doing everything. This section 
will provide information on shipping, insurance, customs regulation and funding. 
 
Funding 
Both provincial and federal levels of government are interested in export 
development and an artist who wants to show abroad is involved in export 
development. Although complex programs are set up to help established companies 
to develop markets; individual artists should not hesitate to get information from both 
the International Trade Centre in Saskatoon and the Saskatchewan Trade and 
Export Partnership (STEP) in Saskatoon and Regina. Contact details are included in 
the Bibliography. Several departments have funds for export development that may 
be appropriate for entrepreneurs exporting their work. 
 
 • Saskatchewan government through STEP helps industries develop foreign 
markets. Their programs and information are available to regular or associate 
members and involves identifying and securing markets and export assistance. 
 
• The Department of External Affairs also has grant programs for galleries and 
artist run centres to exhibit. For example there is financial assistance for 
‘International Touring of Contemporary Art Exhibitions’ and although only art centres 
and artist-run centres are eligible, it can provide indirect support for exhibiting 
abroad. According to their Web site priority is given to shows at reputable not-for-
profit institutions, that have a detailed promotional plan, and will go to a number of 
venues and have a wide audience. There are also grants for artists to launch 
international careers or exhibit in a foreign commercial gallery and grants to attend 
international art events. (www.dfait-maeci.gc.ca/arts)  
 
• Embassies and consulates have business development officers whose job it is to 
help Canadians market abroad. For example Canada has several consulates in the 
U.S. and abroad some are active in promoting Canadian craft and art. 
 
• Trade Routes helps “facilitate the international business development (IBD) needs 
of Canada’s multisectoral arts and cultural exporters, with a focus on small and 
medium-sized enterprises (SMEs), including Aboriginal, women and young 
exporters,” according to Department of Canadian Heritage’s Web site,  
http://www.canadianheritage.gc.ca/pc-ch/pubs/. Organizations that have 
international business development projects in the visual arts, craft and new media 
can submit applications to be considered for funding. 
 
• Companies that do business or have a head office in the country where you plan to 
exhibit may provide some funding.  
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• The Saskatchewan Arts Board offers travel grants to assist artists and individuals 
“to attend events or take part in activities which provide for discussion or 
presentation of their work, present a unique opportunity to enhance their careers or 
are of benefit to the arts in Saskatchewan.” The maximum grant available at any one 
time is up to fifty percent of eligible travel costs and applicants may apply for an 
allowance of up to one hundred dollars a day for a maximum of five days, to help 
cover accommodation, per diem and local transportation costs. 
(http://www.artsboard.sk.ca/grants/_ia.shtml) 
 
• The Canada Council for the Arts has travel grants to media artists (film, video, 
audio and new media) to travel outside their home region to “present their work at 
recognized Canadian or international festivals or exhibition venues” and to attend 
workshops, symposiums and conferences.  
(http://ww.canadacouncil.ca/grants/visualarts/default.asp) 
 
 
Shipping, Insurance 
Once the work has been created, once a venue has been confirmed, once the 
financing is in place the final steps involve moving the work from A to B which means 
finding a method of transport, insurance, and getting across the border and possibly 
back into Canada again. 
 
When it comes to shipping size matters and small is better than huge. One piece of 
advice Grant McConnell gave after the Flatlanders’ show in Hong Kong is that the 
bigger the work the more costly the shipping expenses. Macaulay, for example had 
no problems shipping work by mail from Moffat, Scotland to the MacIntrye Gallery in 
Regina, Canada, partly because the works were paintings on paper and could be 
sandwiched between plywood and small enough to go by mail. 
 
Insuring artwork can be a problem. UPS and other couriers do not insure original 
artwork, so an individual artist may have to get coverage under their home or studio 
insurance policy, or investigate the coverage from the commercial or public gallery 
receiving the work. In any situation, the work should be carefully packed or crated, to 
minimize the possibility of damage. The UPS Web site has detailed information on 
packing and packing products and CARFAC SASK Newsletter has an article on 
crates. 
 
Each work should be clearly labeled with the artist’s name, the title and medium, and 
have an inventory number that corresponds to an inventory list. It is also necessary 
to establish that each work is an original work of art and of Canadian origin. Under 
the NAFTA agreement, original art works cross the U.S.-Canada border duty free. 
 
CARFAC National has been authorized by Canada Customs and Revenue Agency 
to issue an official “Certificate of Canadian Origin” to verify that the item is an original 
work of art being temporarily exported. (The Certificate was developed in response 
to artists charged GST on their work returning to Canada from exhibitions in the 
U.S.) The certificate is validated by the CARFAC National seal and one certificate is 
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required for each individual work of art. Once completed and signed, send the 
Certificate(s) to CARFAC National along with a fee of twenty dollars for the first 
certificate and five dollars for any others being sent at the same time. CARFAC 
members pay only ten dollars for the first certificate and one dollar for any others at 
the same time. (http://www.carfac.ca/english/docs/cert.pdf) 
 
Without the certificate, artists exporting work may have to verify that they are 
professional artists; a resume, exhibition record, evidence of awards and grants, 
exhibition catalogues may be needed. (It is also possible to apply to the U.S.  
government for professional artist status if one plans to exhibit or market in the U.S. 
on a regular basis. 
 
 
Customs Brokers 
When shipping work outside the country a customs broker is usually involved, either 
a firm such as Percy H. Davis Ltd. in Regina and Saskatoon that specialize in the 
documentation for shipping to the U.S. or shipping companies such as UPS who 
have customs brokers on both sides of a border to help make clearing customs 
easier. 
 
It is helpful to know a bit about what happens when a work goes between the U.S. 
and Canada and some of the paperwork involved.  
 
Two forms are needed: Canada Customs Invoice that has your full name, address 
and telephone number and a full description of each item, quantities, value and 
country of origin. According to information provided by Percy H. Davis, you should 
stop at Canada Customs before leaving the country so a Canadian Customs Officer 
can check the list and stamp it before going to U.S. Customs. Also all shipments of 
Canadian goods going to the U.S. need a NAFTA Certificate of Origin, which 
requires a harmonization number and that the work is correctly classified as an 
original work of art. (Both forms can be downloaded from several Customs Broker 
sites listed in the Bibliography.)  
 
According to a Percy H. Davis agent in Saskatoon, to qualify as Canadian-made 
under NAFTA, sixty percent of the value must be Canadian and because the art’s 
value is largely the artist’s labour, the country of origin of materials such as canvas 
and paint is not an issue. In other words the painting or artwork is ‘assembled in 
Canada’ and the assembly is the most expensive part of the work. 
 
Customs officials distinguish two basic situations when shipping to the U.S. or other 
countries: One: the work is being exhibited at a not-for-profit gallery and will return to 
Canada after the show is over, and two: the work is being exhibited in a commercial 
gallery and will be sold by an American dealer or agent. 
 
For work taken into the U.S. for a show or exhibition and returned to Canada, the 
U.S. Customs will allow the goods entry under a Temporary Import Bond (T.I.B.). 
An informal T.I.B. applies to goods valued at one thousand dollars or less and the 
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U.S. Customs Service requires a list of all items and their value. The list is kept on 
file until you leave the U.S. with the goods and cancelled if you cross the border into 
Canada with everything you temporarily imported. 
 
If the work is valued at one thousand dollars or more a U.S. broker will be required to 
post the T.I.B. on your behalf and the cost, according to Percy H. Davis Ltd. is 
usually fifty dollars (U.S.) and up depending on the value of the goods. If a T.I.B. is 
used you must stop at U.S. Customs before you enter Canada to have the goods 
checked by a U.S. Customs Inspector in order to cancel the T.I.B. 
 
If the work is going to be sold by your agent or dealer in the U.S. it is being 
permanently imported to the U.S. An U.S. Consumption Entry form is used. The 
U.S. Customs Broker will classify the material and pay the necessary U.S. taxes and 
charge the amount plus a handling fee to you. 
 
(A Canadian artist can display or show work in the U.S. but cannot sell there. You 
can take orders for like goods and after returning to Canada ship the goods to your 
customer. In the U.S. you must hire a U.S. citizen to do the selling, collect the 
payments and other details of a commercial transaction) 
 
A U.S. Consumption Entry is completed by a U.S. Customs Broker and the list or 
invoice itemizing the work is used to identify what is being imported. However goods 
permanently imported to the U.S. can be returned to Canada duty and tax exempt as 
‘Canadian Goods Returned’. For example not all the work in a show at a commercial 
gallery may sell and you or your dealer want the unsold pieces to return to Canada. 
In this case Canada Customs will accept as proof of export the U.S. Consumption 
Entry (completed at the time you cleared the goods through U.S. Customs) or the list 
you had inspected and stamped by Canada Customs when you left Canada. 
 
 
Conclusion 
After a vacation one usually comes back refreshed and energized. Exhibiting abroad 
can be like that, creating a desire to seek out more opportunities. Although exhibiting 
outside Canada may be a one-shot solo show, it should be part of a larger plan to 
expand boundaries and advance your career. 
 
For artists considering exhibiting outside Canada, consider this story.  
 
In 1994 Laureen Marchand went to a residency at Lake Forest, outside Chicago and 
eight years later was asked to submit work to an invitational-juried art show that was 
planned to celebrate the twenty-fifth anniversary of the Ragdale Foundation. 
Marchand applied and one work was chosen by the juror/artist Ed Paschke. She 
went to the opening in Chicago, and came back with a new enthusiasm and a desire 
to find other venues outside Canada.  
 
The best part about opening a door into a strange, new room is the second door at 
the far end. 
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Publications on Websites 
 
A variety of market information about exhibiting outside Canada is available on the 
Department of Foreign Affairs and International Trade's web site. Go to 
www.infoexport.gc.ca click on industry sector, then select Arts and Cultural Industries 
then select the appropriate publication. A password is required and most documents 
are in PDF format. Some of the titles are: 
  
The Aboriginal Arts and Crafts Market in Germany, April 2000 (33 pages) 
 
A Guide to Exhibiting in New York for Canadian Visual Artists, Nov. 2001, (29 pages) 
 
Market Report: Visual Arts Market in the U.K., (80 pages) 
 
National Giftware & Craft Market Study for the United States, May 1999 
 
The Visual Arts Market in Los Angeles, June 2002 (41 pages) 
 
New Directions: Craft and Giftware Newsletter, Department of Foreign Affairs and 
International Trade,  
 
Some information about the crafts sector is available on  
http://www.metiers-d-art.qca/centr  
Centre de documentation virtuel: Guide à l'exportation, (French only)  
http://www.metiers-d-art.gc.ca/centrededoc/guideexportation/index.htlededoc/  
 

 
Helpful websites: 
 
Travel Information 
http://www.voyage.gc.ca/Consular-e/Publications/working_abroad-e.htm#38  
General publication from the Canadian government gives general information on 
working abroad and returning to Canada. 
http://www.goabroad.com/guides/guides.cfm  
Country by country information on entry requirements, visas, travel reports plus 
general information on each particular country.  
http://www.voyage.gc.ca/destinations/menu_e.htm.  
Information about entry requirements, health, drivers licenses, general information on 
a country-by-country basis. 
http://arttech.about.com/cs/artistinresidence/ 
Artist in residence programs 
http://art.shawguides.com 
Workshops by and for artists 
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Shipping 
http://www.ups.com/ 
http://www.ups.com/canada/engindex.html 
http://www.ups.com/using/services/packaging/guidline.html 
 Guidelines for good packaging. 
http://www.purolator.com/ 
http://www.fedex.com/ca_english  
 
 
Gallery Lists 
Websites with lists of galleries are set up for buyers looking for artists’ work 
rather than artists looking for galleries, so this method of finding galleries 
suitable for you could be time and labour intensive. Here is a partial list of 
some that are available. 
http://www.searchnyc.com/galleries.html 
 No links, only addresses, forty pages of art galleries in NY. 
http://www.123world.com/museumsandgalleries/ 
 Lists and links to public galleries all over the world, listed in alphabetical order. 
http://www.galleryguide.org 
 Lists U.S. galleries museums by region then city (Also international galleries, 
limited) 
http://photography-guide.com 
    Lists exhibition, dealers in New York, regional and international services (crating 
etc.) 
 
 
Customs brokers 
 
http://www.percydavis.com/  
 
 
Contacts: 
 
Department of Foreign Affairs and International Trade 
Arts and Cultural Industries Promotion Division 
125 Sussex Drive, Ottawa, Ontario, K1A 0G2 
Telephone: (613) 992-5359,  
Fax: (613) 922-5965 
E-mail: yves.pepin@dfait-maeci.gc.ca 
Web site: http://www.dfait-maeci.gc.ca/arts  
 
Department of Canadian Heritage 
Trade and Investment Development Directorate, 
15 Eddys St., Hull QC K1A 0M5 
(819) 953-5316 
E-mail: margaret_skok@pch.gc.ca 
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Mona Taylor, Industry Canada, 
#320 - 1801 Hamilton St., Regina SK S4X 1T7 
Phone: (306) 780-6124 
E-mail: taylor.mona@ic.gc.ca 
 
John Treleaven, 
Saskatchewan Trade and Export Partnership (STEP) 
#320 - 1801 Hamilton St., Regina SK S4X 1T7 
(306) 787-1550 
E-mail: jtreleaven@sasktrade.sk.ca 
 
Ev Slavin-Scharback 
Saskatchewan Trade and Export Partnership (STEP) 
500 - 402 - 21st St. East 
Saskatoon, SK 
Phone: (306) 933-6551 
E-mail: eslavin@sasktrade.sk.ca 
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