


How it all works page 2

Joining a trail 2
How the system works 2
The AOH organising team 4
What you get for your money… 4

Preparing for opening –
how to start 5

Insurance 5
Publicity 5
Deadlines (the cause of a lot of anxiety) 6

Opening up 8

Opening times 8
Refreshments 8
Pricing, layout of your show, framing 8

Cash box 9
Charging artists showing in your house 9
Costs of opening your house 10
Invigilation 10
Private view 10
Meeting and greeting 11
Suppliers 11

Trail contact details 12

1

Contents



Joining a trail
Why join a trail? Mostly because it will make your life easier in
terms of having trail members to fill in the gaps in your knowledge
about hanging, pricing, publicity etc, and meetings where your trail
rep can prompt you as deadlines approach: each trail has a
different way of working, but most provide a
degree of support and reassurance….

…. and also because you’re likely to have more
visitors if you do. The majority of visitors like to
walk round a designated route and a trail has a
stronger identity and presence. Also you’ll get the
advantage of any trail publicity, not to mention
nearby trail houses directing visitors straight to
your door. 

But if there is no trail in your area or your local
trail is full, you can join the independent houses,
who also have their own representative (rep).

How the system works
� trails organise themselves and are independent of 

Artists Open Houses (AOH) 
� Artists Open Houses (AOH) exists to market the AOH festivals

through its website and brochure and to promote the open
houses throughout the year

� a line of communication connects open houses, trails and trail
reps and the Artists Open Houses (AOH) committee. 

� the Artists Open Houses (AOH) festival covers the 01273
telephone code area

� payment for a listing is by venue rather than artist (unlike various
Open Studios in other parts of the country)                                         

� for info contact Astists Open Houses (AOH) at: info@aoh.org.uk
� any suggestions and ideas are gratefully received 
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How it all works

With any luck the following information and advice will
usefully answer some or all of the questions you have about
opening up your house as an exhibition space. Please read it in
the spirit in which it was written, as a take-it-or-leave-it guide.
The joy of creating your own show, after all, lies in the freedom
to make it very much your own.     

Open your House? 
Don't do it... 
...unless you are an 
overly-sociable, crazy-
energy-enthusiastic
animal, addicted to hard
work and a lover of
adrenalin flowing 
through your veins! 



Once you’ve decided you’re going to open your house, contact the
trail rep for your geographical area and get yourself in the
communication loop. Being a trail member is not a passive role and
brings certain responsibilities with it. Trails which have worked best
over the years are those where jobs are divided up
between members. For example, some trails will
have a bank account and therefore need a
treasurer.  Or your trail may decide to find
sponsorship to cover the cost of it own publicity
material. There are various shared tasks. For
example, trails can get together to buy in bulk from
AOH via the website eg calendars, cards, trail flyers.  

Trail reps are volunteers. Nobody pays them for
their effort or time.  Reps who get little help or
response from other trail members become
drained and resentful. Of course every rep and trail
is individual, but a rough outline of a rep’s role
might include calling two or three meetings for
their trail. The first might be at the beginning of
the open house year around Oct/Nov, to explain
what’s going to happen, with a second in the middle, to collect money
from any business which might have sponsored the trail. The final
meeting would be shortly before the festival starts, to pick up
brochures and invitations to the AOH Launch Party. 

Reps also co-ordinate with the AOH committee ie the festival
organisers who oversee production of the website, brochure and
publicise the open houses to a wider audience year round.  

In 2004 a small group of Open House artists had the idea of
promoting the various trails in one dedicated brochure. The focus at
the outset was very much on publishing the brochure, but the reality
rapidly dawned, that we were in fact organising a festival, with
accompanying brochure and website - and so we formed a limited
by guarantee company, Artists Open Houses Ltd - an artist led, not
for profit organisation. 

The role of AOH is to promote and orchestrate the co-ordination of
Open House festivals taking place in May and December. We have a
committee of six members and a small core of dedicated volunteers
who together make up the central organising team. As you may
imagine, the work involved in coordinating and marketing a large
festival such as this, is a massive undertaking. Everyone on the team
has some specialist role or particular experience for which they are
valued. Just like any other not-for-profit organisation, the core
members of the team are paid a rate for the job. Where necessary,
we engage professionals to undertake such jobs as PR, web
development and design.

We keep our costs and the entry fees for houses as low as possible
by not having an office or any support staff and by working hard to
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The visitors are always
delightful and fun. 
The whole family benefits
from my routine of
decluttering and touching
up of paint twice a year 
(I open at Christmas 
as well as May). 
I've never been so 
tidy and organised!



attract advertisers and sponsors and other public and private bodies
– without whose funding we would not be able to function. A few of
the team work on a voluntary basis, while some only receive
commission on the advertising and sponsorship revenue they bring
in. Anyone is welcome to offer their services on a voluntary basis if
their skills and experience match requirements.

The AOH organising team 

Terri Bell Halliwell Financial management and distribution 
Chris Lord Development and design 
Karen Mancey Barrett Advertising and sponsorship 
Judy Stevens Development and coordination 
Elaine Wolf Chair and sponsorship
Norman Wright Web support and management 
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What you get for your money…
� production of the AOH brochure and leaflet, 
� website maintenance and development,

� PR, marketing and distribution
� entry in the AOH brochure, which has a print run of 60,000
� venue listing on the AOH leaflet and map, which has a print run of 100,000
� copies of the brochure and leaflet for your own distribution purposes
� an online brochure  listing, plus downloadable trail PDFs
� access to AOH Twitter, Flickr, Facebook and blog
� AOH online shopping facility: you can order giclees, photographic prints,

flyers cards, calendars, posters and packaging
� the launch party! 
� Regular newsletter and website updates

Plus, for £10, you can become a member of AOH
All artists and makers exhibiting in the Artists Open Houses festival can
become a Member of AOH, which entitles you to:
� Register on the artists/visitors online search facility
� Upload an image, your email address and a link to your website, which will

be shown at the bottom of your venue's online brochure listing
� Special discounted art supplies and other exclusive offers
� Entry into the HOUSE Open exhibition – the AOH open submissions

competition (last years Selectors Choice exhibition)

The organising team have work outside of AOH, as artists,
consultant, designer and teacher. The majority also run their own
open house and three were involved in setting up AOH. 



Costs of opening your house
Not unrelated to the previous paragraph, in that you may well want
to share these costs with your exhibitors, since they can be rather
more than you’d imagine.         

You will need to cover some or all of the following;

� your listing in the AOH brochure
� house publicity eg a postcard or flyer to

advertise your show
� trail publicity – some trails like to print a flyer
� house banner
� postage for a mailing list
� private view (wine, invites)
� wrapping materials 
Obviously these costs can vary enormously; but a
rough guide might be, perhaps, £100 for a private view for 50-100,
around £100 for a house flyer (see How To Start/publicity), £50 for a
mailing list, the cost of the listing in the AOH brochure… and so on.
Most houses charge around £20 - £50 per artist.

Invigilation
First time openers often realistically predict the fun elements of
hosting an open house – the sociability, the pleasure of visitors
engaging with the work – but are frequently unprepared for how
exhausting being on public display can be for a whole weekend on
the trot. Very occasionally a member of the public may make you
feel uneasy. Having friends and guest artists to help out is invaluable.
Some people prefer to have an invigilator on every floor of the house
as a prevention against mishap and theft (by the way, seemingly not
a common occurrence) while others judge this too intimidating.
Certainly if you’re exhibiting small easily-moveable items it’s a good
idea to have someone nearby.      

Private view  
Again, it’s obviously entirely up to you - whether you are the sociable
sort who wouldn’t dream of missing out on the opportunity to party
or the cautious type who feels it could turn out to be a waste of
effort and money….

Points in favour of holding a private view or just a party for friends
based around opening are: 

� it opens the season on a high
� it can operate as a thankyou for participants in

your house
� a well run p.v. really does promote sales
� even those invitees who can’t make it are very likely to come back

at another time      
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I never hang on 
the day of the party!

When the expense 
of it all makes me gasp, 
I just remind myself what
we're all saving on gallery
commissions... 



� it can feel like a reward for your own hard work
BUT our suggestion gained from experience is to free yourself up from
serving drinks so that you can play the host. Do you know any amiable
teenagers who’d like to earn a tenner? Draw up a rota giving your
artists tasks such as serving drinks, clearing glasses and – oddly most
easy to forget – selling, will keep the event pleasurable not panicked. 

Meeting and greeting
Something we didn’t expect when gathering
feedback was how interested first-timers were in
advice on how to treat visitors. We would suggest
it’s always good to welcome visitors: it can be
quite daunting to walk into a stranger’s house,
even if you’re clutching a brochure, and very off-
putting to be ignored.  After that – well, it’s a
matter of judging by visitors’ reactions. Some
people want space and peace to look at the work
in their own dawdling time. Others love a chat.
Don’t be offended if visitors are more keen to talk
about the colour of your wall than the work hung
on it!

Suppliers
A few suggestions for bits and pieces 
you might need to buy:

� first of all check out what the AOH website is offering online by
going to ‘for artists’ on the AOH website and clicking on ’shopping’
you can buy cards, flyers, calendars, posters, giclee and
photographic prints and brown bags for packaging

� Viking Direct is probably the cheapest way of buying stationery
and bubble wrap, and Clarke’s on Bond Street also sells cheap
envelopes 

� Adam Adams of Shoreham is really a florist’s supplier, but can
provide bags for eg packaging prints (tissue one side, clear film
the other) in bulk, as well as bubble wrap        

� you can find tissue paper etc at 1st For Fittings, just off Seven Dials
on Prestonville Road.
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We hope you enjoy the experience of hosting your own show
and wish you good luck.  

It seems to be mostly
about making a lovely,
welcoming ambience in
your house with some
carefully chosen music
and cheery helpers...  
...if  people have a
relaxed and memorable
experience with you, they
come back, they bring
their friends and they
buy things! 
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Beyond the Level
Jackie Jones  
01273 673511 
jackie@waitrose.com

Fred Pipes  
pipes@brighton.co.uk 

Bristol Estate Studios
Bonny Cummins 
pierblu@hotmail.com

Central Brighton Artists
Chloe Lankshear
chloelankshear@ntlworld.com 

Lisa Gellender 
isa@gellender.co.uk

Art in Ditchling
Shirley Crowther 
01273 841244 
gallery@jointurestudios.co.uk

Dyke Road Arts
Karen Barratt  
01273 555868  
mancey-barratt@ukonline.co.uk

Fiveways Artists Group
Kate Osborne
01273 707461 
07787515714 
kate-osborne@ntlworld.com

Kit Fordham 
kit@kitfordham.com 

Hanover Art Trail
Stephen Dennard 
stephen.dennard@ntlworld.com

Trail contact details

Hove Arts
Karin Janson 
kjanzon@care-equation.co.uk 

Jill Tattersal 
jill.tattersall@ntlworld.com

Independent 
Open Houses
Nick Orsborn  
nick@nickorsborn.com 

Kemptown Artists
Jay Collins (Xmas)  
01273 604141

Serena Sussex (May)
07950 602909
Kemptown1@hotmail.co.uk

Newhaven Art Trail
Chris Lewis
chris@chrislewisceramics.com 

Ouse Valley Art Trail
Michael Cruikshank  
01273 400606
michaelcruickshank@uk2.net 

Rottingdean 
and Downs Artists
Jan Mnich  
01273 301213  
jan@mnich-design.co.uk 

Bob Curtis 
bob@bobcurtisphoto.co.uk 

Saltdean Coastal Artists
Sue Warner
suwarner@xeonflux.com

Seven Dials Artists
Jane Millar 
j.e.millar@btinternet.com
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