FOR THIS ARTIST, SELLING ART ISN’T SELLING OUT

Painter, author, business coach Ann Rea ’87 says every artist is an entrepreneur.
By Carolyn Jack
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CIA TAKES A YEARLONG LOOK AT
ARTISTS AS SOCIAL AGENTS
CIA will dedicate its 2014–15 academic year to an in-depth look at the many roles of art
and artists in society with Community Works: Artist as Social Agent. This yearlong effort
will include:
• A national conference on the capacity of art and design for social agency
• A regional symposium to debate the efficacy of contemporary art and design as
activist practices beyond the academy
• National and international artists in residence with corresponding exhibitions
• One visiting Woodrow Wilson Fellow
• Three new field-based undergraduate courses, and
• High school student involvement through CIA’s Art + Achievement program.
These elements will exist within a multilayered, complex architecture of experience,
according to Reinberger Galleries Director Bruce Checefsky, coordinator of the effort.
The fall 2014 artist in residence will be Chi-Yu Liao, a Taiwanese artist who has studied
painting and specializes in video installations. She will be in residence from September 1
through November 30, 2014 thanks to a Creative Fusion grant from the Cleveland
Foundation, which brings international artists to Cleveland for extended residencies.
Liao’s work often explores interpersonal relationships, gender roles and women’s issues,
and experiences about her own body.

Glass major wins Niche magazine award
Glass major Amanda Wilcox has won a 2014 Niche Student Award in the sculptural
glass category from Niche magazine. Her piece, “Cling,” was one of 14 winners chosen
from nearly 600 entries submitted by students enrolled in undergraduate, graduate,
and certificate arts programs in the U.S. and Canada. An eight-week glass course at
Penland School of Crafts taught by CIA grad Kiara Pelissier ’00 helped steer the
Los Angeles native to CIA. Read her story and view her piece at cia.edu/amanda.

Stephen Vetter will be a Woodrow Wilson Visiting Fellow at CIA in the fall of 2014.
With more than 35 years of experience in international and domestic development, he
brings a rich background in developing public-private partnerships to reduce poverty.
From October 6–10, 2014, he will meet with students, faculty, college administrators,
and board members and take part in two institution-wide presentations, seven class
charettes, and many roundtables with faculty members and department chairs.
Watch for details in the fall 2014 issue of Link, at cia.edu/communityworks, and in
CIA¹s monthly e-newsletter. To sign up for the e-newsletter, go to: cia.edu/news.

