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Why This Book?



Over the last three years, I’ve been touring the country as a headlining speaker and expert in the fields of home décor, color, faux finishing, and decorative painting. Hundreds of people make the journey to the Home and Garden show, and attend my seminars to learn the secrets of faux finishing. Following the seminar, it never fails that a group of people from the audience come up to ask more questions. Many want to know how they can start their own business. There are classes upon classes that they can take, but when it comes to finding the work, the questions are all the same: “How do you find your clients?” and “How do you charge for a job?” Others from the same audience ask if I’m for hire to paint their houses. Standing in front of me are the artists willing to work and the people who want to hire them.

It didn’t take me long to realize that those artists are in need of some basic information. They need someone to help them start making money. If they have the right tools, the jobs are waiting for them. They just have to find them.

This book is not only for the faux finisher or decorative painter; it’s for any artist who wants to sell his or her work. For many years, pricing guides have been published for the graphic art and signage industries, just as blue books have been published for cars. These books, however, do not cover mural work, faux finishing, stencil work, or other areas of decorative painting. Faux for Dough is meant to fill that gap and more.

Over the past 15 years of running my own business, I’ve found that the only thing that has made me a successful working artist is looking professional and backing up that impression with good work. Learn how to build your portfolio in a way that captures attention. Learn the secrets of closing your deal; get your potential clients to sign a contract and give you money up front before you start work. Learn the secrets of how to price out the job in a language that designers and architects understand. Get to your first meeting and follow up that meeting to seal the deal. With the step-by-step information in this book, you will be able to master meetings, price your jobs, and initiate contracts. There’s nothing stopping you now! So go faux it!
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Photo  by Brian Harvey Sparks.

After my shows when I’m on tour, people want to know “Can they make a living doing faux finishes?” and if I’m for hire.
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Chapter One
 Preparing Yourself for Work 
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In preparing yourself for business, the first thing we should talk about is building your portfolio. Faux finishing is a visual business, and the old adage that a picture is worth 1,000 words is absolutely true. The portfolio you create is going to be your business card, a visual representation of who you are and what you do. Remember, your portfolio doesn’t have to be slick and professionally printed. It can be a simple binder with well-positioned photographs and some descriptions of the work you have completed for others. These descriptions may include: size of project, the time it took from start to completion, and job location. The most important piece of the portfolio is your work. Don’t worry if your first portfolio consists of pictures of your kitchen or your mother’s bathroom. Your professional “calling card” will be enlarged by newer, more up-to-date projects as your body of work and expertise grow. Any photographs that you have to document your work will do to get you started.

If you don’t have a lot of projects to show what you can do, I don’t recommend using magazine photos. The last thing you want to hear from a client is: “How come it doesn’t look like those magazine photos you showed me?” It’s better if you choose a small wall in your home, paint it over several times to show the different techniques and colors you want to demonstrate, place some furniture in front of it, and take your close-up shots. While this may not seem as easy as clipping your photos from slick magazines (which is also a violation of copyright law), doing the work gives you more practice in both application and presentation. Take some time to look over books and magazines on home interiors to see how professional photographers set up their faux finish shots.

Other important items for your portfolio are the "before-and-after” shots. If you don’t already have them, start taking them now. Part of beginning any business lies in making investments, and this is where you now can expect such an expenditure of time and materials. Offer to paint your friend’s upstairs bathroom so that you can use the project for more “before-and-after” photos in your portfolio—I did this a number of times in the beginning of my faux finishing business. Not only are you adding to your portfolio, you’re gaining a client base. It’s good to have at least three samples for these before-and-after shots. Prospective clients don’t need to know you weren’t paid for these projects. They only care that they look good. Also don’t forget that when painting a friend’s bathroom or bedroom, you don’t necessarily have to paint the whole room. You can sometimes do only one “premier” wall, and then set up your friend’s or your own furnishings to achieve the look you’re after in the photographs. Most people would be delighted to pay you a nominal fee for your time and materials. It’s a good deal for both of you.

If you’re still feeling that your initial portfolio feels a little thin, you can easily fill it out by adding simple sample boards cut to photo size (4" x 6" or 8" x 10"). Here’s an example:
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When preparing sample boards, it can be helpful to tape off a two inch strip along one side and paint approximately a one inch “dollop” of the color scheme that you have demonstrated in your sample. Next, you probably want to describe underneath any technique used (such as “sponged” or “rag-rolled”) in showing this small sample.

I usually use a poster board for my samples. You can create these samples in an afternoon. Buying many quarts of paint to do sample boards can be very expensive, so let me let you in on a little secret. If you’ve not already discovered it, every paint store has what they call a “bone yard.” These are the paints that have been returned, the mis-mixed colors, or ones that were mixed as satin when a gloss was needed. It’s been my experience that every paint store has at least a four-foot by four-foot pallet full of these rejected paint products. Instead of paying $9 to $12 a quart for your  samples, the paint store normally will sell these for between a dollar and $2 a quart. Therefore, you’ve just found a tremendous savings while obtaining a large variety of colors to create your sample boards. Most people want what they see on the sample boards. “That’s exactly what I want!” But remember, you are working with mis-mixed color. For this reason, I like to take what is closest to what is available on the store’s regular paint chips and place them
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