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1

The Conception of Jolly
Good Art
My first business involved importing Eng-
lish antique furniture. Because of my love of
antiques, and my knowledge of good quality
furniture, it seemed a natural path to fol-
low. I enjoyed what I did, but after three
years of frequent traveling, my family obli-
gations overtook the burgeoning success of
my company.

I took a long, hard look at what it was I
really wanted to do that would not end up
compromising my marriage or motherhood.
My husband and I analyzed my options.
What did I really want to do and what could
I do that wouldn’t necessitate traveling? The

answer was art. I loved art, and an opportu-
nity, by way of invitation to demonstrate
my watercolor skills at a local ladies’ social
group, planted the seed of the Jolly Good
Art Studio and School.

I wrote down a tentative plan for what I
needed to do to earn a minimum monthly
income. Rather than pressuring myself to
start big, which would have made me feel
overwhelmed, I decided to ease my way into
the new venture. I researched and talked to
people who I thought could give me advice.
I talked to my friends with entrepreneurial
backgrounds and the parents of my daugh-
ter’s friends. I contacted other artists and
anyone I respected to give me their honest
opinions.

1

I don’t care how much power, brilliance, or energy
you have, if you don’t harness it and focus it on a
specific target and hold it there you’re never going
to accomplish as much as your ability warrants.

— ZIG ZIGLAR

GETTING YOUR 
BUSINESS STARTED
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I began with small classes of four or five
students, in after-school programs in my
own home-based studio in my basement as
well as off-site. I calculated the earnings po-
tential and seriously considered what I
wanted to achieve. Would it be worth it?

My mathematical equation was a basic
one:

Number of children x fee per
child per month – costs (e.g.,
supplies, rent, and eventually
staff) = monthly profit

Within a few months, using my market-
ing and networking skills, I took my home
business to the next level. Registering my
sole-ownership name of Jolly Good Art and
insuring for maximum liability, I started
with small classes for children and for stay-
at-home or self-employed parents.

Before long I was also running various
after-school (and after-work) and weekend
programs in my home studio. The classes
included painting and glass painting work-
shops for adults and weekend art classes for
children of different ages and experience
levels.

During that time, a parent of one of my
students had asked me if I offered summer
camp programs. It was March so I thought,
“Why not?” It seemed right to expand my
business. I took the initiative to plan and
prepare a unique summer camp program. I
had plenty of committed campers interested
in joining and could therefore cover the
costs of additional staff.

The last day of camp coincided with a
seven-year-old boy’s birthday. With a little
extra planning, having selected special bal-
loons and games to celebrate the official

end of summer as well as his special day,
the celebration was a success, and I was
complimented for being able to organize
such an event. Everyone could see I was a
skilled professional. Could I organize an-
other birthday party for the younger sibling,
too? From there I added custom birthday
parties to my menu of programs.

Creative Visualization
If you are ready to conceptualize your busi-
ness from an exciting idea to a living,
breathing enterprise, start by using creative
visualization. Some call it affirmation, while
others see it as becoming attuned to the col-
lective unconscious in which we are all con-
nected to one another somehow.

Although I did not realize that what I
was doing was called “creative visualiza-
tion,” I found this exercise to be of immense
benefit while I was starting my business. It
gave me the certainty and courage to forge
ahead.

Going hand in hand with goal setting,
Exercise 1 will assist you in forming a clearer
picture of your future. (All the exercises in
this book are also contained in the CD-ROM
accompanying this book.) Beyond writing
down goals that may at the beginning be
uncertain, creative visualization can help
you see deeply into your new future.

You may be skeptical and view this as a
waste of your precious time, or you may see
this as a chance for meditation. Think of it
as creating your ideal painting on a virgin
canvas, as opening yourself up to a realm of
new possibilities. This exercise should only
take you half an hour to an hour. At the
price of some of your time and effort you
may gain peace of mind and fire yourself up

2 Start & run an art teaching business
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Getting your business started   3

For this exercise you will need a quiet place, a pen or pencil, and paper. 

Go somewhere where there will be no interruptions or distractions (e.g., music or background 
sounds) for half an hour to an hour. Make sure your spot is away from people. For example, 
you could take a bubble bath or go to your garden or bedroom. You might also want to turn 
off your telephone ringer. 

Now close your eyes and completely relax. Think about every part of your body relaxing 
from head to toe. It may take a while (e.g., 15 to 20 minutes) before you can totally relax 
and find the silence within you. Be patient and pay attention to your breathing, and the 
calming of your body and mind. 

Now let your imagination soar and allow visions to enter your psyche. Imagine where you 
would like to be in your business in a few months, one year, three years, and five years. Stay 
with it, keeping your thoughts flowing in a constant positive direction. Block out any 
negative or critical thoughts. Also ignore anything negative or critical that other people may 
have said to you about your plans and ideas. 

Reach for your pen and paper only when you are absolutely ready to leave the futurist world 
without losing the amazing images. Capture the whole dream in words — all the ideas, no 
matter how far-fetched they may seem — and write a date on the document. No one else 
needs to see the notes about your creative visualization exercise, so be as creative and wacky 
as your mind will allow. 

You can choose to file this document away and revisit it in a few years or reread it often. 
Doing this exercise and saving it in writing will serve a greater purpose than you may first 
imagine. 

EXERCISE 1
CREATIVE VISUALIZATION
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4 Start & run an art teaching business

to achieve those dreams. Behind every suc-
cessful business, there’s a tenacious entre-
preneur who did not quit or give up on his or
her vision.

Setting goals
In order to get to the place you strive to-
ward, you have to set realistic and achiev-
able goals and write them down. This makes
them real and tangible. Your action list
should include only those actions that take
you a step closer to your goals. Eliminate
everything else. Stay on track and avoid
being diverted from your goals, being dis-
tracted, or making excuses.

I experienced a great sense of accom-
plishment when I came across a list of goals
I had prepared in my business school years.
Despite the fact that some of the goals had
seemed unattainable at the time, I was
proud to see that I had achieved many of
them. I was able to check off the following
from my list:

• Found and run a successful art school

• Exhibit and sell my artwork interna-
tionally

• Be published in fiction and nonfiction

• Write how-to books

• Promote and teach business tech-
niques

• Mentor others

• Participate in professional speaking
forums and seminars

• Run workshops

• Interview people and be interviewed

Even though I had not referred to the
long-forgotten list in years, the actual
process of writing down the goals had en-
graved them into my psyche. But like every-
thing in life, my list has evolved and has
factored in the reality of juggling family and
business life.

Years ago my ideal goals may have
seemed unachievable, but within the first
year or two of founding Jolly Good Art I was
able to achieve many of them. So I know
that far-fetched dreams can come true, but
my current list of goals does take into ac-
count the reality of my life, priorities, and
choices.

When you are setting your goals, include
enough details to show you a clear way for-
ward, who your market and target audience
is, and a reasonable time line. Exercise 2
will help you with this.

Identifying Your Experiences
and Transferable Skills
“If you fail to prepare, prepare to fail.” This
adage stresses the importance of laying the
strongest foundation possible for your busi-
ness idea so it can develop into reality and
succeed despite all the odds.

Conceptualizing, conducting market re-
search, and preparing a business plan go to-
gether. You are preparing a canvas or a clod
of clay. You are projecting a vision in your
mind, and planning what you want to
achieve in the short and long term. An artist
may start with a small idea that grows into
a series of artwork, or an inspired sketch
that results in a wall-to-wall masterpiece.
You are cutting your teeth, making the most
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Getting your business started   5

No matter how unrealistic or out of reach your goals may appear, write down as many goals as 
you would like to achieve over the next few weeks, months, and years. Be specific and set 
realistic dates for completing each projected task.  

Date:   

Goal Subtasks Time frame/Projected 
completion date 

a)  

b)  

1.  

c)  

a)  

b)  

2.  

c)  

a)  

b)  

3.  

c)  

List all your responsibilities — including financial, personal, and family obligations — that 
may influence your business plans.  

EXERCISE 2
SETTING YOUR GOALS
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6 Start & run an art teaching business

How you can turn your 
creativity into a business
Self-expression through visual art and
through the written word are my parallel
loves. My own art career started when I
opened myself up to new and uncharted
territories. A local minister’s wife loved my
custom thank-you card, which I had pro-
duced from one of my original paintings,
and she asked if I taught art. Could I do a
watercolor demonstration at the next
ladies’ social? Absolutely. I prepared for it,
got all the materials ready, and did my best.
It was well received; I even inspired some of
the ladies to return to their long-forgotten
interest in creating art. (One of these ladies
now sells her artwork nationally!)

Next, I was asked if I could run classes
at the local community center. Through
these community contacts my database of
interested clients grew larger. That is how
simply it started for me. Word spread, and
my students’ siblings, friends, and school
classmates wanted to create their own art-
work to be proud of. Within seven months of
registering my business I seriously contem-
plated expanding to an even larger studio.

Being open to opportunities and sugges-
tions, and trying something new outside of
your comfort zone may pay dividends. Pay
close attention to the situations in which
you thrive. If you find yourself constantly
returning to your passion for art or other
creative activities connected to it, and this
passion feeds your soul despite its lack of
feasible profitability, then pay attention to
what your subconscious is telling you.
Maybe you have been told repeatedly to pur-
sue a “real” career — to be professional and

of your strengths and transferable skills,
and feeling your way toward the start line.
Be a sponge: Get exposed to different con-
cepts and become inspired by those you ad-
mire. Be flexible and prepare to go with the
flow of where your creativity and new ideas
lead you.

Some people gain experience in their de-
sired field of art before starting up their own
art business. Some buy a business or fran-
chise, or hatch a brand new business. Some
either achieve moderate or fantastic success
— or fold within the first three to five years.
They may not have planned thoroughly, uti-
lized all of their strengths, or enlisted expert
help during the crucial start-up phase.

At the conception phase of Jolly Good
Art I took the time to list my experiences
and transferable skills. I was also deter-
mined to concentrate on what I absolutely
loved to do.

Identifying your experiences and trans-
ferable skills is an important step to finding
the area of business that you will excel at.
For example, my friend Elizabeth began her
business by teaching her children how to
sew. Eventually parents of her children’s
friends were asking Elizabeth to teach their
children. She now has six stores and is spon-
sored by a major sewing machine company.

What can you glean from your past and
present? Which passions burn brightly? If
you picked up this book and are anything
like me, you probably get lots of inspiration
from anything connected with art, such as
TV programs, instructional videos, and
books about the art masters. This is a sig-
nificant clue that you might consider be-
coming an art teacher.
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Getting your business started   7

practical — when you spend hours of your
time immersed in your art, experimenting
and creating pieces everyone adores. Take
serious stock of how you can combine your
passion for art with the reality of earning a
living. Find opportunities to start using
your creativity to bring in money.

Exercise 3 will help you explore what
you want to do creatively with your business.

Do you feel that you are not quite ready
yet? You may think that you have too many
responsibilities that prevent you from start-
ing the ball rolling. Do not let your dreams
wither, however. You can still plan for the
medium and long term at your own man-
ageable pace. This will give you time to ab-
sorb new ideas and help you elevate your
comfort level while plodding through life’s
realities and earning a living at your regular
day job. Your goals are in your hands. You
have to be prepared to take great strides and
climb up that rocky mountain of business
success. No one will make it happen for
you. Whether or not you achieve your goals
depends on the extent to which you are
willing to —

• delve into your psyche;

• capitalize on your strengths;

• sacrifice spare time — which means
less time for watching TV, engaging
in hobbies, and having a busy social
life, especially at the beginning;

• learn to balance family and business
time;

• face your shortfalls and improve on
them;

• learn from others around you; and

• believe in yourself.

Exercise 4 will take you to the next stage
of turning your vision into reality. Your an-
swers to this exercise will help you gain in-
sight into some important areas you will
need to consider when conducting market
research and creating your business plan,
which is discussed in more detail in Chap-
ters 5 and 6.

Having completed Exercise 4, where do
your discoveries lead you? Are you hesitant,
ready to forge ahead, or actually practicing
some of these steps?

If you are hesitant and not quite sure
where and how to start, consider doing busi-
ness on a small scale. Combine forces with
another business or start working with a
partner. By reading this book you are on
your way to starting your business. Pay at-
tention to the exercises and advice in this
book, talk to respected advisers, and net-
work. Clarify in your mind the best place for
starting your business.

Maybe you are ready and you know you
have a good idea and great potential. As
long as you have done your preliminary
homework and are not going to start your
business by trial and error with a “hope for
the best” attitude, then go for it. If you have
any reservations, however, take some more
time to prepare yourself.

Look, Listen, and Learn
Sometimes eager entrepreneurs may skip
seemingly unimportant steps in the plan-
ning, marketing, and strategizing stages at
the start. Mistakes are inevitable, but if we
are equipped with the right knowledge,
and we prioritize and remind ourselves to
be patient, we are halfway down the road
to success.
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8 Start & run an art teaching business

1. Can you visualize yourself in your own art-related business? If so, describe your vision. 
If not, list the hurdles you see. 

2. Describe the ideal situation in which you would conduct your business. 

3. What would you ideally like to spend all your time doing if you didn’t have money, time, 
or other constraints in your life right now?  

4. What have you got to lose by trying the above-mentioned activity? 

5. In your artwork, do you love a particular medium or do you like to explore all sorts of 
media (glass or silk painting, mosaics, clay, scrapbooking, etc.)? Are there any other 
lesser-known materials you enjoy working with? 

6. What would you ideally like to do with your particular artistic talents? Would you 
combine them with other skills or expertise? (Think outside the box. Be as quirky and 
free-spirited as you possibly can.) 

7. Can you foresee yourself doing this activity as a business venture in the future? 

Research how others have gone about starting up their art schools and art businesses. 
Conceptualize your ideas and then start to achieve your goals by taking action. 

EXERCISE 3
CONCEPTUALIZING YOUR ART-RELATED BUSINESS
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Getting your business started   9

1. Will you be a sole teacher who starts out by teaching small classes?  

2. Will you employ the services of specialist teachers? When? How many? 

3. Are you prepared to supervise your staff and assistants?  

4. What are your personal time constraints? (For example, if you are a parent of small 
children, what contingency plans do you have for looking after your own children in the 
case of an emergency?) 

5. How much money will you need to start your business? 

6. How big do you want your business to be when you start?  

7. When do you plan to expand the business? 

8. Where do you plan to start the business (for example, in a studio outside your home or 
in your own residence)?  

EXERCISE 4
ARE YOU READY TO BEGIN? 
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10 Start & run an art teaching business

And of course, you can go back to school
yourself, as a student, if only to take a short
course or workshop. Your local colleges, busi-
ness resource centers, and libraries can pro-
vide you with a list of programs, whether
they are business related, or related to the-
ories of teaching and instruction. This is
also a great way to form a social network.

Learning from children
I have come up with the best ideas for proj-
ects, study subjects, and programs with the
help of my young daughter. She taught me
to listen intently to my students. As a
teacher, you must encourage the vibrant
freshness children possess and help them
capture it in their art. Children are naturally
curious; have them share and explore. Lis-
ten to them and learn from them. You may
find that they invigorate your own creative
spirit.

Contacting other artists 
and entrepreneurs
Another way for you to connect is to contact
artists and creative entrepreneurs to find
out how they began. Research the back-
grounds of artists and creative entrepre-
neurs that you respect most. Find out how
they went about making and shaping their
careers. If possible, contact some of these
artists or entrepreneurs directly and ask
them for advice. Create a list of questions to
ask these people before you talk to them.

The best way to initiate contact is to
email them your questions. Email elimi-
nates geographical distance and time differ-
ences and gives people time to consider
your questions, which means that they may
answer the questions more thoroughly

You may find that reading this book will
prepare you for or confirm your ideas about
your impending venture. I cannot overstate
the importance of doing the preliminary
homework and, if necessary, delaying your
dream by a few months or even a year or
two. Always keep your long-term success in
focus. You are building a stronger foothold
for your business to flourish and last. Adopt
the sure and methodical approach of the
tortoise over that of the erratic and risky
hare. The latter may bring fast apparent suc-
cess, but quickly leads to burnout.

No one but you can do the work of re-
searching into what is right for you — not
even your spouse or partner, unless you
plan to work together. You know yourself
better than anyone else, and I hope this
book can help you gain more insight into
starting and running a successful art teach-
ing business, whether you plan to do it
alone or with the support of others.

Apprenticing or teaching, and
continuing your education
Before starting out on your own, and de-
pending on your confidence and experience,
you may want to become a part-time or full-
time apprentice or take a teaching job. There
is no better way to learn the ropes than by
witnessing trade secrets while working along-
side other teachers or an art school owner.

You will become aware of how much
work goes into all the programs and the
smooth workings of a school, and the many
hats an owner has to wear. You will see
what types of pitfalls could be in store for
you in your own enterprise later on. It may
prove to be an invaluable experience.
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Getting your business started   11

when you finally talk to them on the tele-
phone.

Ask open-ended questions that will en-
courage your interviewees to trust you. If
they are in a different state, province, or
country, they probably won’t see you as
competition and you may be able to ask
specific questions about their pricing and
business strategies. Gauge their comfort
level from the length and content of their
replies.

Remember to always be professional. For
example, if you ask for a certain amount of
their time, keep your promise, and arrange
another meeting or phone conversation if
you need more time. After your interview is
completed, thank them for their time with
a personal note or by email. Keep the chan-
nels open and friendly. By the same token,
remember to be there for other people who
may approach you for your expertise later in
your career.

Home-Based Studio Versus
Rented Studio
You will need to decide if your home is big
enough for a home-based studio. If it is not,
then you will need to consider renting space
for a studio.

Home-based studio
Using an area of your home (or maybe a
building on your property) for your studio
can have many benefits. For starters, you
are in control of your own environment and
have no one but your family to answer to
about what goes on in your studio; for ex-
ample, your students can smash tiles to
make mosaics and not worry about being
too loud when working on their art projects.

Another benefit is that you can have as
few classes as you like without having to
worry about the studio earning its keep, in-
creasing rental costs, and other unexpected
expenses, especially in the beginning. (The
period it takes to build up a client base and
awareness and trust from your neighbor-
hood and community can be between one
to three years, depending on the activity and
profile of the school and the effectiveness of
your marketing strategy.)

Your hours can be flexible according to
your schedule or other responsibilities, such
as a part-time job in the mornings. You
could concentrate on teaching art classes in
the afternoons, evenings, and weekends.
On the other hand, if you rented a studio
space, your hours might possibly be dic-
tated by the owner of the building or the
district in which your studio is located.

The best part of having a home-based
studio is that you will not have to commute
to work nor will you have the additional ex-
penses of gas and car maintenance.

However, before you leap into trans-
forming a space in your home into a studio,
you should consider the disadvantages. First
of all be aware that having a studio in your
home gives it a “hobby” and “passion for
the arts” feel, rather than seeming like a dy-
namic business that is constantly looking
for more students. As well, some people find
it harder to stop working for the day when
their work is in their own home. It becomes
tricky to set boundaries between personal
life and business life. Your family may be-
come upset when dinner or family time is
interrupted by phone calls or when your at-
tempt to accommodate your students’ busy
schedules for classes and other programs
interferes. It may also cause problems when
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12 Start & run an art teaching business

Another great advantage to renting is
that when you leave your studio at the end
of the day, your workday is done. No one
will interrupt you at home in regard to busi-
ness, because your business telephone
number and address are different from that
of your home. And this business address
can go on all of your promotional material,
such as your business cards and website.
With a home-based studio, you wouldn’t
freely give out your personal contact infor-
mation, as you would want to protect your
family and neighbors from strangers mak-
ing surprise visits to your home to see the
studio.

The studio may already be set up with
appropriate lighting and ventilation for your
business, and you may have fewer costs
when it comes to designing the space than
you would in a home-based studio. How-
ever, you will have to consider whether or
not your landlord will allow you to make
any significant improvements to the studio;
for example, painting the walls or adding
appropriate flooring. You may also have re-
strictions in your lease regarding the size
and placement of your advertising signs.
(Always seek legal advice before signing a
lease agreement.)

There are other disadvantages to rent-
ing. Safety can be an issue for you and your
clients. Is the area safe at night? Are the
parking area and bus stop well lit?

You will need to consider transportation
as well. Since many of your students may
be younger and unable drive, you will need
to make sure there is a bus stop close by.

The biggest disadvantage of a rented
studio is the costs, which include rent and

students show up unexpectedly to discuss a
project or drop off a late assignment.

You must also consider the fact that
your neighbors may not like having their
parking spaces used, even for quick pickups
and drop-offs of students. In fact, zoning re-
strictions may not allow you to have a
home-based business (discussed in more
detail later in this chapter).

You may also need to do some renova-
tions to provide for adequate ventilation
and lighting. This could be costly, but you
may decide that the costs for redesigning a
space are cheaper than renting.

When making any major decisions
about my business I start by creating a
“SCOT analysis” to understand all my
strengths, challenges, opportunities, and
threats. Sample 1 is an example of the SCOT
analysis I created as I contemplated offering
art classes from my first home studio.

Renting studio space
You may feel that your home is not a suit-
able place for your business because of
space constraints or family concerns. If this
is the case, you will need to look for a suit-
able place outside of your home, in an area
that will encourage clients to come to your
business.

There are benefits to leasing a space for
your studio and the location can be one of
them. You may be able to acquire a space in
an area that attracts lots of students from
surrounding schools and colleges, or a busy
retail area that attracts walk-by traffic.
There may also be more parking spaces for
your clients.
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Strengths Challenges 

• In control of hours; able to work part-
time or for as many hours as I choose 

• Home for my daughter after school 
• Neighborhood is a great location next 

to a reputable large school and a 
family-oriented population  

• No pressure to pay rent and extra 
expenses associated with renting  

 retail space 

• Neighbors may not like added traffic 
outside my home — check zoning 
bylaws and parking regulations 

• Lack of privacy: clients in home space 
even if it is in the basement; phone 
rings at all hours seven days a week 

• No address on promotional leaflets 
and on website, giving only the phone 
number and geographical area of 
where classes are being offered 

• Not being taken as seriously as the 
established competition with their 
business premises, campsites, and 
galleries in more prominent 
commercial locations 

• Family sees me but cannot have the 
quality of attention they are used to 

Opportunities Threats 

• Because of money saved by not paying 
rent and other retail site expenses, 
more profits can be injected toward 
improved programs, more art 
materials, and additional staff, which 
in turn will increases the number of 
programs offered  

• Design or upgrade website to better 
market the business and bring brand 

 awareness 

• Zoning restrictions may not allow 
services or expansion 

• Longevity; physical and Internet 
presence — I must keep up with 
trends and needs to stay on 
community’s mind: regular art classes, 
seasonal programs, and unique parties 

• Difficulty leaving work issues behind 
outside of working hours  

SAMPLE 1
SCOT ANALYSIS FOR JOLLY GOOD ART HOME-BASED STUDIO
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14 Start & run an art teaching business

matters regarding signage on or around
your rented space. Make sure you have up-
to-date details from your zoning and regu-
lations office about the types of signs you
are allowed to display for promotion.

Contact your local city hall or your
county clerk for the specific requirements
regarding your business, as well as your
local Chamber of Commerce for any legal
advice on permits or licenses.

Consider your neighbors
If you respect your neighbors, then they
should respect you, and you should feel
confident in letting them know what your
services are, and even what these services
can do for their children and the commu-
nity. I did not encounter any problems with
my neighbors. I was lucky to have a large
driveway in which small groups of students
could be dropped off and picked up by their
parents.

Make the outside of your home as ap-
pealing as you can: Trim the lawn and get
rid of weeds in your garden beds. For a min-
imum amount of money and effort I
planted annuals in pots, which brightened
up the pathways and made the front and
foyer of my home look inviting. First im-
pressions count to your clients, and your
neighbors will appreciate your effort as well.

With a rented studio you must consider
what retail neighbors you have. You don’t
want to set up your business in an area with
lots of bars or big warehouses. You want to
be in an area in which your clients and your
retail neighbors will respect your business.

utilities. You may also have to lock into a
year’s lease or longer, which can be a prob-
lem when you are just starting out and you
realize after a few months that you are not
making enough money to pay for the space.

Complete Exercise 5, which will help
you decide where you want to start your
business.

Zoning
Various rules apply in the different regions
of the US and Canada when it comes to
home-based businesses. Before going fur-
ther and doing any in-depth research for
the proposed business, check the zoning by-
laws with your municipality. In some areas
you may not be allowed to undertake a
home-based business at all — especially in
a congested city or neighborhood in which
parking is a significant issue. Do not tempt
trouble by overlooking this important point
at the beginning. Stay on the safe side to
eliminate unnecessary stress.

Because zoning laws differ from city to
city, contact your local municipality for
exact rules and restrictions for your type of
business. If you are renting a studio, get the
relevant information and find out about
regulations before committing to or signing
a contract. Telephone or go to your local
municipal office or visit its website for spe-
cific zoning laws.

If, in the beginning, you have not taken
proper measures and researched the poten-
tial area, and if a neighbor complains to the
authorities, you may incur fines and be
closed down. Do not take any chances; con-
firm everything at the outset. Also confirm
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Once you have made sure you are not breaking any laws, you should answer the following 
questions: 

1. How feasible is it for you to have a home-based business?  

2. How much space do you need to allocate for classes and other services? 

3. What do you want your studio to say about you and your services?  

4. Are you opening a small or large studio? Do a SCOT analysis (Strengths, Challenges, 
Opportunities, and Threats).  

5. Will you rent or own an art studio? Do a SCOT analysis on the advantages and 
disadvantages of each. 

6. Do a SCOT analysis of your readiness to offer classes.  

EXERCISE 5
WHERE WILL YOU START YOUR BUSINESS?
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16 Start & run an art teaching business

client’s first point of contact. When you have
thought up a few names that you like, I sug-
gest you conduct a business name search in
the government databases as well as on the
Internet.

Conducting a business 
name search
Keep your name short and simple. The
shorter the name, the easier it is for poten-
tial and current clients to remember. The
following list includes some business names
I like because they are fun and show what
the business is about:

• Movement from Within — a yoga
school

• Throwing a Fit — a pottery school

• Your Fired — pottery painting and
firing (in a kiln) services

• Gordon of Eden — gardener and tree
doctor

• Sew What? — sewing-related services

• Alice Beads — costume-jewelry-
making services

Make sure to keep the future in mind if
you plan to use your own name as part of
the company name. This may make it diffi-
cult to sell the business as a franchise. Also
some clients may expect you to always be
there, rather than having your staff teach
them.

When you have come up with your
company name, if you are in the US you
should make a trip to the local courthouse
and file for a DBA (Doing Business As). It
costs around $50 and is a simple application
to complete.

Your Business Name
I came up with the name “Jolly Good Art”
when I was thinking about what set me
apart from the rest of the local art estab-
lishments. People remembered me because
of my British accent, so I wanted my name
to be associated with England. The business
name is a powerful marketing tool, and at
this point I was already branding both my-
self and my art studio.

When I asked the students in one of my
regular classes what they thought of the
slogan “Love of Art Is a Very Good Start,”
Rashad, a studious nine-year-old artist,
suggested I change it to “Love of Art Is a
Jolly Good Start” — to echo the name of the
school. I promptly did, greatly appreciating
my student’s input.

I hoped that the slogan went hand in
hand with my mission statement. My
school was to be a place of self-discovery
and personal attention, dedicated to all as-
pects of art, including art appreciation and
an understanding of what one can do with
various media. I created a simple computer-
generated logo of an easel to reflect the in-
formal, fun, and educational nature of the
services available.

Start offering your classes after register-
ing your business’s name, but do not rush
into creating a logo before you have had a
chance to try the name on for size. It may
come to you immediately, or it may come to
you in the middle of the night like it did to
me. Exercise 6 will help you generate ideas
relevant to naming your business.

The perfect name is an important brand-
ing and marketing tool. It is a potential
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1. What do you want the name of your classes or art school to convey to prospective 
students, their parents, your suppliers, and people in the community?  

2. What sets you apart that you can incorporate into your business name and image? 

3. Write down as many business names as you can brainstorm and ask other people — 
including children — for ideas.  

4. How much of your start-up budget can you allocate for a designer to create a 
professional logo for your business?  

5. If paying for a company slogan and logo is not feasible, can you suggest a bartering 
arrangement with anyone who has these skills? What services can you offer in 
exchange?  

EXERCISE 6
CHOOSING YOUR BUSINESS NAME
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18 Start & run an art teaching business

The government website www.usa.gov
will help you get started on all aspects of
starting and registering your business in the
US. The Small Business Administration
(SBA) website (www.sba.gov) will also give
you information and tips for registering
your business.

In Canada, if you are incorporating your
business, you will need to do a name search.
In some provinces you can go online and do
a search through the NUANS system (Newly
Updated Automated Name Search), while
in others you will need to complete a name
reservation or approval request form through
your local government registry. For more in-
formation you can go the government’s
Canada Business website at www.cbsc.org.

Make sure you research your state or
province’s requirements for business, in-
cluding name registration, permits, and li-
censes. In the US, you will need to contact
the IRS to acquire an employer identifica-
tion number (EIN), which is similar to a so-
cial security number for businesses. In
Canada, you will need to contact the
Canada Revenue Agency (CRA) to acquire a
business number (BN).

Searching the Internet for your
proposed business name
Search for your proposed business name on
the Internet and find out if such a company
already exists. I am a strong believer that
Internet presence is essential to reaching a
wider audience in your immediate commu-
nity and beyond. Having a unique name can
only help you in this regard.

Go to such sites as www.godaddy.com,
www.networksolutions.com, or many others

on the market and buy the domain name
you are interested in now even if you do not
plan to create a website yet. It can be as
cheap as $8 through some companies. (A
large part of Chapter 7 is dedicated to why a
website is important, and what work goes
into the building and design of websites,
particularly for an art school business.)

Do a search with various key words to
see what other websites there are of compa-
nies that may have names that are similar
to your own. You would not want to break
any copyright, trademark, or other laws.
Also, look at the results of possible search
words your prospective clients or their chil-
dren might use.

Making Your Business Legal
Do some research and speak with profes-
sionals such as your accountant, your
lawyer, or businesspeople in your social net-
work to find out what you need to do to
make your business legal. Get the appropri-
ate licenses and liability insurance for your
business before going any further.

Incorporation and other 
business structures
Incorporating a business can help protect
you personally from lawsuits and credi-
tors. You will need to research this carefully,
and you may want to hire a business lawyer
to help you set up your business properly.
You may also want to contact a certified ac-
countant to help you with any tax issues
that may arise from your company.

In the US, you can either create your
business as an S corporation (“Inc.”) or lim-
ited liability company (“LLC”). Creating an
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S corporation or an LLC can shield you per-
sonally from lawsuits and creditors. For
more information, go to www.sba.gov as
well as www.ccr.gov (the Central Contractor
Registration website).

In Canada, you can either incorporate
your business or create a sole proprietor-
ship. If you incorporate your business you
will have limited liability, which means that
you will be protected from creditors and
lawsuits. If you choose to start out as a sole
proprietorship, you will have lower start-up
costs, but you must be aware that your
company will have unlimited liability, that
is, you will not be protected from creditors
and lawsuits. You can always start as a sole
proprietor and choose to incorporate your
business as your company evolves.

In Canada you can also register as a
partnership, which means you and your
partner will share all the profits and losses
of the business. If you decide to take on a
partner, carefully consider all the advan-
tages and disadvantages of doing so. Many
small companies and businesses have people
who run things internally but who may not
have the capacity or desire to sell, market,
promote, or be the front person, and vice
versa. Make sure you and your partner have
skills that complement each other’s, and that
the business is a good fit for both of your
personalities.

Sales tax registration
If you plan to sell art supplies, obtain accu-
rate information regarding relevant taxes
for buying and reselling goods, and make
sure your zoning permit allows you to be
selling products from your premises.

You will have to register for a sales tax
number in advance. This applies in all states
and provinces that have sales tax. Take the
time to learn about record keeping of all in-
coming and outgoing documents, and how
often you must file tax returns. With assis-
tance from your accountant, you should be
able to form an organized system, and
maintain it with the least amount of dis-
ruption to your day.

To find out more information about sales
taxes, go to your local government office or
visit its website. There are also many good
books at your local library or bookstore that
cover the topics of collection and remittance
of sales taxes. When in doubt, contact an
accountant, who will be aware of the latest
tax regulations.

Liability insurance
Have an in-depth discussion with a home or
business insurance agent in your area. Shop
around for the best plans and figure out ex-
actly what type of coverage your business
needs. Give the insurance agent all the de-
tails, making it clear exactly what you plan
to do in the business and at the premises.
You will find that there are precise safety
regulations. Also ask a seasoned business
associate for advice based on what he or she
had to go through.

I made sure that I obtained the highest-
liability insurance coverage available, and I
advise you to do the same. The premiums
are not costly, and it is essential that your
school be completely insured against liabil-
ity, in case of any student or staff injuries.
This is particularly true if you are not a lim-
ited liability company.
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20 Start & run an art teaching business

You should also request your prospec-
tive employees to do the same. I recommend
that you always verify their references as
well. These people are coming in under the
umbrella of your school. Do your homework
at the beginning. Keep the children in your
care as safe as you possibly can.

Police check
A large number of your students will prob-
ably be children. To help alleviate some of
the valid concerns parents and school boards
may have, you should undergo a criminal
record check. For more information, contact
your local police department. There is a cost
for the service, which varies depending on
your location.
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