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I. Read the passage and answer the questions f ollo,ving it :

Artists should treat their art as a1·t and take the p1·ocess of making it as seriously as
anyone takes their chosen profession. Great skill and insight are required in order to
create truly original art. Transforming an idea or concept into a technically thought
provoki11g or emotion-arousing work of art in any medium is a talent that few people
possess. And there you have the ''purist's vision."

Now if an artist wants to create art and never sell it, then he or she never has to worry
about how to price it. That artist can afford to be a ''purist," as you put it, produce art
free of any e11cumbrances or concerns about what the a1·t world or any one else might
think, and avoid ''prostituting'' or ''debasing'' that art by placing dollar values on it.·
But if you're an artist who wants to sell your art or who has to sell it in order to survive
as an artist, you must use whatever tools are available to figure out how much it's 
worth and how best to sell it . 

Let's say you're just starting out as an artist, you have little or no experience showing 
or selling your work, and in a period of two minutes, you produce a pencil drawing on 
a piece of paper. You view this drawing as highly significant in your evolution as an 
artist and rank its creation as the single most important creative moment of your life._ 
Consequently, you put a price of $20,000 on it because only for that amount of money 
will you agree to part with such an important work of art. This is a ''purist's vision'' 
approach to pricing as opposed to a ''realities of the marketplace'' approach. 

From a business standpoint, you'll have an extremely difficult time selling your 
drawing, as you won't be able to justify the $20,000 p1·ice to real art buyers in the real 
art world. You have no track record of selling art in that price range, and you have few 
or no shows, critical 1·eviews, or supporting data from outside sources indicattng that 
your art has that kind of value 01· collectibility in the ma1·ketplace. The overwhelming 
majority of art buyers who have $20,000 to spend look for works of art by established 
artists with docume11ted track records of showing and selling art in that price range. 

Your drawing is still highly significant to you, but what sorr1eone is willing to pay for 
it on the open market is a matter for art buye1·s to decide. You can price it however you 
wish, but you can never force anyone to buy it. That's the way the art business works. 
So if you want to sell it, you have to figure out what dollar amount someone is likely to 
pay fo1· it on the open market and then price it at that amount. But the tale of your 
drawing does not end here. 

The art world may, one agree with you that the product of your two-minute moment 
precipitates a major transformational turning point in your career, a11d is well worth a 
$20,000 asking price, but yot1're goi11g to have to p1·ove first. Aspects of that drawing 
will have to be reflected in you1· art from the moment you created it onwards, the art 
world will have to recognize you1· art both critically and from the ma1·keting standpoints, 
and you'll have to successft1lly produce, show, and sell for many years. The11 one day, 
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