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This checklist is drawn from the work CARFAC has done for artists over the years. It 
includes providing information for artists entering into agreements and helping artists 
resolve problems that occur during the relationship. At CARFAC we have found that 
artists who explore the details of what is involved in the relationship in the beginning 
tend to have fewer problems than those who accept the terms of the relationship 
without a thorough discussion and understanding of the responsibilities of both 
players. 
 
Where possible CARFAC strongly recommends the use of a contract that clearly 
states the obligations of each player in the agreement. Sample contracts can be 
obtained in the CARO publication Model Agreements for Visual Artists. If you require 
more detailed information on the points covered by this checklist and the clauses in 
the sample contracts then the CARO publication Information for Artists can be very 
helpful. Both of these publications are available from CARFAC offices at a reduced 
price for members. 
 
There are two additional steps that you can take before entering into a new 
agreement with a dealer or agent. Find out if other artists have encountered any 
difficulties with the dealer or agent you are considering by calling CARFAC and by 
talking to artists who are already represented by that dealer or agent. When artists 
run into problems with dealers or agents CARFAC is often called and we can let you 
know if there have been complaints and the nature of the problem. 
 
Informing yourself is probably the most significant step you can take to reduce the 
potential of future problems and frustrations. 
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! EXHIBITION CATALOGUES OR FLYERS: Who covers the cost of any catalogue 

or other printed materials produced in conjunction with an exhibition? 
 
! EXCLUSIVITY: What works will the dealer handle? Will you provide her with 

exclusive rights to any of your works? Over what geographic region will she have 
exclusive rights: Citywide? Province-wide? Nation-wide? Worldwide? 

 
! INSURANCE: When you leave works with your dealer, who is responsible for 

insuring the work? Against what risks is the work insured: Fire? Theft? Water 
damage? Loss in transit? 

 
! FREQUENCY OF EXHIBITIONS: How often will any one dealer have exhibitions 

of your work? Will they be solo shows? Group shows? 
 
! SELECTION OF WORK FOR EXHIBITION: When you're having a solo exhibition, 

who chooses the work for the show? What about group shows? 
 
! FRAMING: Who chooses the frames and who pays for framing costs? 
 
! PHOTOGRAPHY: Who is responsible for photographing your work and who 

should pay for this? 
 
! SHIPPING: When you send work to your dealer, who covers the shipping costs? 

What about works being returned to you? 
 
! INSTALLATION: Who decides how works are to be installed for an exhibition and 

who does the actual installation? 
 
! ADVERTISING: What advertising will there be? Who pays for the advertising 

used to promote an exhibition? 
 
! ESTABLISHING PRICES: Who will determine the selling price of works shown in 

a commercial gallery? 
 
! NOTIFICATION OF SALES: How will you know when a work has been sold and 

to whom? 
 
! TIMING OF PAYMENTS: When can you expect payment of monies owing from 

sales of your work? What happens if the client pays for the work in installments? 
Do you get payment in installments or will you get a lump sum payment? 

 
! COMMISSION ON SALES: What commission will the dealer retain from sales of 

your work? When is a commission due to the dealer? What happens when you 
sell a work from your studio? If works are sold at a discount, how will that affect 
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any agreed-upon level of income from sales of your work? 
! COMMISSIONED WORKS: If you are commissioned to do a work, does your 

dealer get a percentage, even without any work or assistance on his part? 
 
! CONSIGNMENT vs. OUTRIGHT PURCHASE OF WORK: What happens if your 

dealer chooses to purchase a work outright, rather than sell it on commission? 
How does the commission or discount structure work then? 

 
! PERMISSION TO LOAN WORKS: What if your dealer is approached and asked 

to lend works to a group exhibition being organized in a commercial, public, or 
artist-run gallery? Must your permission be obtained? 

 
! PERMISSION TO REPRODUCE WORK: What happens if someone wants to 

reproduce your work in a publication, on a poster or on a greeting card? Will your 
dealer be involved? 

 
! DEALER COLLABORATION WITH OTHER DEALERS: What happens if your 

dealer arranges for a show of your work in another dealer's gallery, in another 
province or country? Will the return from sales of your work change? 

 
! DISCOUNTS: Will your dealer always sell your work at the full retail selling price 

established or can she offer discounts to others? If she can offer discounts, are 
there any limitations on how much the work can be discounted? To whom can 
discounts be offered? 

 
! RETURN OF WORK: What happens if a client purchases one of your works from 

your dealer, pays for it and takes it home, then decides he no longer wants it? 
 
! TERMINATION: How will the working relationship be terminated, should it prove 

unsatisfactory? Does the agreement automatically expire or come up for review 
after a certain period of time? Can either party give notice to the other, thus 
terminating the partnership? How much notice must be given? What further 
access to the artist's work or commissions from sales of the same is the dealer 
entitled? To what works does this entitlement extend? If the dealer chooses to 
terminate the arrangement, how quickly does the artist have to remove her work 
from the dealer's premises? 

 
! CONTRACTS: We strongly suggest that you establish a formal, written 

agreement with your dealer. Avoid verbal or informal contracts. For an example of 
the types of contracts that can be negotiated, consult the CARO publication 
Model Agreements for Visual Artists: A Guide to Contracts in the Visual Arts. It 
offers numerous samples of possible contracts, which can be used as reference 
models and general contractual principles and drafting recommendations. 
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ADVISORY NOTES are produced by CARFAC as an informational service to provide a summary 
of issues of interest to practising visual artists. They are intended to be used as guidelines for the 
reader, not to replace professional advice, which may be required before taking action. Neither 
the authors nor CARFAC can assume liability for problems that may arise from their use or for 
any errors or omissions contained herein. Views expressed in ADVISORY NOTES are not 
necessarily those of CARFAC. 

Copyright, all rights reserved. No part of this publication may be reproduced or transmitted in any 
form or by any means, or stored in a database and retrieval system, without the prior written 
permission of CARFAC and/or the authors. 

Reproduction by CARFAC Regional Organizations (as defined by the CARFAC Constitution) is 
permitted, except where the author reserves copyright. In that case specific permission must be 
received from the author in advance. 

 


