
Turning Mosaics Into Money

starting and growing a mosaic art business
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You may aspire to make a l iv ing as 
a mosaic art is t or maybe you only 
w a n t t o f u n d y o u r “ h a b i t ” w i t h 
income f rom mosaic art . E i ther way 
y o u w a n t t o t u r n m o s a i c s i n t o 
m o n e y. W h e t h e r y o u h a v e n e v e r 
sold a mosaic before, or want to 
take your mosaic revenue to a new 
level , th is e-book wi l l guide you 
through the essent ia l decis ions you 
need to make. 
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Most books on starting a business write 
about the legal forms of business first. That 
may be out of order. Here we will cover 
marketing and operations first. Then you 
can make a better decision about the legal 
form that best suits your objectives.
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Marketing
The classic approach to marketing is called 
“The 4 P’s of Marketing.” They are product, 
place, price, and promotion. Collectively, 
they are the framework for the offer you 
make to potential customers. A good offer is 
one that consistently results in sales growth 
that is faster than the other businesses in 
the same space.  We will cover each of 
them.
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Marketing>4 Ps>Your product(s)>7 revenue channels

Your mosaic art business can generate 
revenue from at least 7 channels. Some 
artists are active in all of them and others 
focus on one. The point to make is that you 
understand the options and match your 
skills, resources and objectives to the 
channels. The better you do this, the greater 
your chance of success. 
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Marketing>4 Ps>Your product(s)>7 revenue channels>Fine Art

Mosaic artists are often challenged by other 
“artists”, art dealers and promoters who 
object to the notion that mosaics are fine 
art. Fine art is defined as objects that are 
created for the enjoyment of their aesthetic 
or intellectual properties. They have no 
function. So a fur lined teacup could fit that 
definition.
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Marketing>4 Ps>Your product(s)>7 revenue channels>Fine Art

The final customers in this channel are 
people, businesses, and governmental 
organizations that have three characteristics 
- disposable income, appreciation of visual 
arts, and space for the art. Any of the 
aforementioned types of entities that you 
may wish to do business with, must have all 
three characteristics in order for you to 
build a strong fine art business.  
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Marketing>4 Ps>Your product(s)>7 revenue channels>Craft

Crafts are created with a skill but may also 
be enjoyed for their functionality like 
serving trays, trivets, tables, etc.

Crafts also require customers with some 
disposable income and space, but generally 
less of each than fine art buyers.
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Marketing>4 Ps>Your product(s)>7 revenue channels>Architectural Installations

In this channel, the mosaicist may also need 
to have knowledge of and maybe skills in 
building construction. It may also require 
licenses, certain types of liability insurance, 
and other resources.

New construction of custom homes and 
public structures, along with remodeling 
existing buildings are drivers of opportunity 
in this channel. A good economy drives 
construction.
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Marketing>4 Ps>Your product(s)>7 revenue channels>Artist in Residency

Schools, government organizations, and 
cultural organizations drive the largest part 
of revenue in this channel. 
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Marketing>4 Ps>Your product(s)>7 revenue channels>Mosaic Classes

A community of people who enjoy arts, 
crafts, or just general do-it-yourself projects 
are the likely customers for classes. 
Affordable space is probably the most 
challenging requirement for classes. Some 
mosaic educators align with art galleries or 
cultural organizations that have space 
available.
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Marketing>4 Ps>Your product(s)>7 revenue channels>Consulting

The market for consulting is typically the do-
it-yourselfer (DIYer) who wants to tackle a 
project that goes beyond their skill, and are 
only willing to engage a mosaic artist to 
occasionally assist in the project.
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Marketing>4 Ps>Your product(s)>7 revenue channels>Mosaic Supplies

Selling mosaic art supplies can easily 
accompany teaching. Several mosaic art 
supply businesses were started by mosaic 
artists. A co-founder of Skeew.biz is a highly 
regarded mosaicist with a background that 
includes fine art, architectural installations, 
teaching and consulting.
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The answers to these 8 questions will get you started 
on developing a good product market fit.

1. What is the need the product/service satisfies? 

2. What features must it have to meet the intended customer’s need?

3. How and where will the customer use it?

4. What will you call it?

5. What will the brand promise be?

6. How will it be differentiated from the competitors?

7. How much will the customer pay?

8. How much will it cost you to produce?
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The most important point about your products

Get the Product-Market Fit right 
ASAP
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Marketing>4 Ps>Your Place (or mine)

Place refers to the place where the target customer 
looks for products like yours and the distribution 
system to get them there. It is likely to be where the 
sale-purchase transaction takes place. The 
transaction can be direct or through a third party i.e. 
a gallery. One of the key objectives to selecting the 
place is to be where the most buyers are when they 
make a decision to purchase.

The place may be in so called brick and mortar 
facilities or online. The marketing for each relies on 
some common principles, but very different 
techniques.
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Marketing>4 Ps>Your Place (or mine)>Brick & Mortar

Most art and craft sales take place in this 
category. It includes art galleries and 
studios. Classes are most commonly 
delivered here too. Although they may be 
temporary and even transient, art and craft 
fairs fit the category too. This category also 
includes the homes of artists who consult or 
sell their art from home studios.
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Marketing>4 Ps>Your Place (or mine)>Online

E-commerce has taken a significant portion 
of the transactions over the years. Producers 
o f fine art and even arch i tec tura l 
installations receive commissions via the 
internet and ship their art to the far reaches 
of our planet. Social media sites like 
Facebook and Pinterest have facilitated the 
commission of many mosaic art works. Etsy 
has become an enormous site for the 
distribution of crafts.
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The answers to these 3 questions will get you started 
on developing a plan for place

1. Where do buyers look for the product/service?

2. How can you access the places where buyers look for the 
product/service?

3. What do your competitors do?
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The most important point about your place

Be where the most buyers are 
when they make a decision to 

purchase.
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Marketing>4 Ps>Your Price

Businesses have a variety of methods for 
coming up with a price for products/
services. Some are as simple as cost-plus, 
and some use elegant algorithms. The best 
method for mosaic artists is in-between the 
two extremes. 
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The answers to these 3 questions will get you started 
on developing a plan for your price

1. Are there established price points in the market?

2. What is the value to the targeted customers?

3. What alternatives do the targeted customers have?
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The most important point about your price

Price sets the cost, not the other 
way around
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Marketing>4 Ps>Your Promotion

I have long believed there are and have been many 
t ru ly great art i s ts that are unknown and 
unappreciated for the sole reason that their art has 
not been promoted. And, conversely there are many 
mediocre artists that are overrated because their art 
has been successfully promoted.

There are 2 fundamental elements of promotion – 
audience and relevant message. Audience is first 
because no message is received without an 
audience, then before a message can be 
compelling, it must be relevant to the recipient.
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Marketing>4 Ps>Your Promotion>2 Elements>Audience

Audience can be one person or millions. Audiences 
can be rented from publishers or be proprietary i.e. 
your email list. (Note: before you decide to make a 
full-time business with your mosaics, be sure the 
audience is large enough.) The carrier of the 
message is the medium. Media includes your owned 
website, social media, online display ads, arts & craft 
fairs, print media, email, direct mail, home and 
garden expos, trade shows, and networking whether 
personal or online. Your promotion must reach the 
largest audience it can.
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Marketing>4 Ps>Your Promotion>2 Elements>Relevant Message

The essence of a compelling message is 
that it informs its recipient about how the 
product changes their state from X (less 
desirable state) to Y (more desirable state) 
in as few words as possible. For example, 
“architectural installations turn a space from 
common to a beautiful expression of you.” 
Pictures will help your message.
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The answers to these 4 questions will get you started 
on developing a plan for promotion

1. How does your product(s) improve the state of your customer?

2. Through what media can you reach your target market 
(audience) with your marketing message?

3. When is the best time to promote your product?

4. What are your competitors doing?
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The most important point about your promotion

Without an audience there is no 
message.
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Marketing>4 Ps>Conclusion

Now with the 4 Ps of marketing you should 
be able to craft a marketing plan for your 
mosaic art business. If your business is new, 
you should be prepared to test your plan 
and pivot when the plan is not creating the 
expected result.
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Operations
We may think of business operations as functions in 
multi-million dollar manufacturing businesses that 
use repetitive processes. But, in spite of that truth 
they are relevant to art businesses, which have fewer 
repetitive processes. It is also true that mosaic art 
businesses are generally small and unlikely to justify 
the sophisticated operations that other businesses 
rely on. However, the notion of creating efficiency 
through the concepts of workflow and repeatable 
processes apply. 
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Operations>Concepts

Rembrandt and some of his contemporaries 
employed the concepts 400 years ago. They 
had their apprentices to prepare canvases, 
paint the backgrounds, and so on. 
Mosaicists can add these concepts to their 
studios too.
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Operations>Concepts

A n o p e r a t i o n s c o n c e p t f o u n d i n 
m a n u f a c t u r i n g i s e s s e n t i a l l y t h a t 
manufacturing is a loop or circuit where raw 
material comes in the back door and is 
processed in the loop until the finished 
goods are completed near the back door 
and are ready to go out.
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The most important point about your operations

Develop operations to increase the value of 
time and physical assets. 
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Legal Form

Wherever in the world you are, these 
concepts will remain while the terminology 
may change from the U.S. terms used here. 
There are essentially 4 legal forms of 
business: proprietorship, partnership, 
corporation, and limited liability company. 

The essence of each legal form is:
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Legal Form>Proprietorship

Proprietorship

When there is only one owner of an 
enterprise the proprietorship may be 
elected. There is only one taxable entity, the 
proprietor. And, all of the personal assets of 
the owner are at risk for the business’ 
liability.
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Legal Form>Partnership

Partnership

An enterprise that has multiple owners may 
use this legal form. The profits of the 
enterprise are taxable to the partners in 
their pro-rata share of ownership. The 
personal assets of the partners are at risk for 
the business’ liability.
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Legal Form>Corporation

Corporation

One or more individuals can form a 
corporation, which is a separate taxable 
entity. It is essentially a person created by an 
act of law. Business assets belong to the 
corporation, profits are taxed to the 
corporation, and the personal assets of the 
shareholders are generally shielded from 
the liability of the corporation.
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Legal Form>Limited Liability Company

Limited Liability Company

This entity resembles a cross between 
partnerships and corporations. It may be 
formed and owned by one or more 
individuals who are “members.” Business 
assets belong to the LLC, profits are taxed 
to the members, and the personal assets of 
the members are generally shielded from 
the liability of the LLC.
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Legal Form>Selecting

To select the legal form that best suits your goals, 
you should get advice that is specific to your 
location, situation, and objectives. In the U.S. there 
are both federal and state considerations for each. In 
addition to lawyers and accountants, good 
information may be available from government 
agencies, colleges and universities. The Small 
Business Administration (www.sba.gov) in the U.S. 
sponsors SCORE and SBDC, both of which are 
excellent resources for small businesses. They have 
real people to talk to.
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Legal Form>Selecting

The decision about the legal form is ideally 
made before the accounting system is 
installed because accounting for each legal 
form is slightly different.
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The most important point about your legal form

Get professional advice that is specific to 
your location, situation, and objectives.
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Accounting
For most artists, finance and accounting is as 
about as enjoyable as eating a live frog might 
be. Finance and accounting is about far more 
than the repository of information for taxing 
authorities. Finance and accounting is the 
central nervous system for your business. It is 
the place where customer and vendor 
information is stored. We use its data to identify 
trends with product demand and product costs. 
Its data is the basis for sales, profit, and cash 
forecasts.

© skeew
42



Accounting>2 Keys

There are two keys to having the right 
accounting function for your business. First 
is a rudimentary understanding of financial 
statements and the other is the discipline to 
“eat your frog” every day.
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Accounting>2 Keys

Other than having a budget to outsource 
the function, having an easy-to-use 
accounting system probably offers the best 
chance of success. Quick Books and Sage 
offer robust online accounting software. 
There are tutorials for each. Quick Books is 
the more widely used of the two.
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The most important point about your accounting

Accounting is as essential to making money 
with mosaics as making mosaics is.
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Conclusion

There are potential ly thousands of 
questions, answers, decisions and actions 
that will be made between this short 
document and a successful mosaic art 
business. But you can now set the stage for 
a journey that turns mosaics into money.
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Important Points

Product - Get the Product-Market Fit right ASAP.

Promotion - Without an audience there is no 
message.

Price - Price sets the cost, not the other way around.

Place - Be where the most buyers are when they 
make a decision to purchase.
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Important Points
Operations - Develop operations to increase the 
value of time and physical assets. 

Legal Form - Get advice that is specific to your 
location, situation, and objectives.

Accounting - Accounting is as essential to making 
money with mosaics as making mosaics is.
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cool stuff for cool mosaics

skeew .biz
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Credits for Mosaic Art

Page

Cover - Artist Lou Ann Weeks for Central Middle School, West Melbourne, FL

2 - Artist Fernand Leger, Fernand Leger Museum, Bio France

3 - Artist Lou Ann Weeks, sold to private collection

4 - Community art project, The World’s longest mosaic, Hanoi, Vietnam

5 - Gallo-Roman Museum of Lyon France

6 - Artist Lou Ann Weeks

7 - Artist Dixie Friend Gay for Houston Bush International Airport, Houston, TX

8 - Artist Lou Ann Weeks

9 - Domos Orsoni, Venice, Italy

11-  Artist Lou Ann Weeks

12 - Artist Paul Goodnight for Orlando International Airport, Orlando FL

13 - Saint-Romain-en-Gal Museum, Vienne, France

15 - Artist Winold Reiss, Cincinnati/Northern Kentucky Airport

16 - Artist / Architect Antoni Gaudi, Casa Batlo, Barcelona, Spain

17 - Notre Dame de la Garde Basilica, Marseille France

18 - Artist Isaiah Zagar, Philadelphia, PA

20 - Artist Nikki de Saint Phalle for Hotel Negresco, Nice, France

21 - Artist Unknown in Parc du Château, Nice France

23 - Artist Lou Ann Weeks, in private collection

24 - Artist Lou Ann Weeks

25 - Architect / Artist Antoni Gaudi, Park Guell, Barcelona, Spain

26 - Gallo-Roman Museum of Lyon France

28 - Artist Jack Beal for New York City Subway

29 - Artist Lou Ann Weeks for Pizza Gallery and Grill, Melbourne, FL

30 - Orsoni Factory, Venice, Italy

31 - Artist Unknown, San Francisco International Airport, San Francisco, CA

32 - Artist Unknown, Lan Su Chinese Garden, Portland, OR

33 - Artist Unknown, Opificio delle Pietre Dure, Florence, Italy

34 - Artist Unknown, Paris, France

35 - Artist Suzi Edwards for Shakespeare Theatre, Orlando, FL

36 - Artist Unknown in Mosaic Art in Chiesa di San Vitale II, Ravenna, Italy

37 - Artist Isaiah Zagar, Philadelphia, PA

38 - Artist Unknown, Wat Xiang Thong, Luang Prabang, Laos

39 - Artist Unknown for Hilton Hotel, Lexington, KY

40 - Saint-Romain-en-Gal Museum, Vienne, France

41 - Suzi Edwards and Ricky Rudden for Orlando International Airport, Orlando, FL

42 - Artist Unknown, Opera Garner, Paris, France

43 - Artist / Architect Antoni Gaudi, Casa Batlo, Barcelona, Spain

44 - Artist Unknown for the Duomo  Baptistery - Cathedral of Santa Maria dei Fiore, 
Florence, Italy

45 - Artist Lou Ann Weeks

46 - Artist / Architect Antoni Gaudi, Park Guell, Barcelona, Spain

48 - Artist Unknown, San Francisco, CA

50


