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Frank Juarez is a Wisconsin artist, photographer, gallery owner, art 
educator, advocate and community leader living and teaching in 
Sheboygan, Wisconsin. In 2005, he committed his life to expose, 
educate and engage others on the importance of experiencing and 
supporting the Visual Arts. Organizing local and regional art 
exhibitions, community art events, facilitating presentations, and 
supporting artists through professional development workshops, use 
of social media and networking has placed him in the forefront of 
advancing and promoting local artists and attracting regional and 
national artists to interact, collaborate, network and exhibit in the 
Sheboygan community. 

Juarez is the art department chair at Sheboygan North High School. He 
is actively involved in local, regional, state, and national arts 
organization such as the Wisconsin Art Education Association, and the 
National Art Education Association. He has served as a board member 
in the following organizations: Milwaukee Artist Resource Network, 
Arts Wisconsin, and the Cedarburg Cultural Center. He is the founder/
former director of the Sheboygan Visual Artists. In 2011, he has 
opened his first art gallery, EFFJAY PROJEKTS Gallery (now called the 
Frank Juarez Gallery), in Sheboygan. He has been presenting at local 
universities/colleges on the Business of Art | Art of Business. He 
founded two projects focused on contemporary art and art education 
called The Midwest Artist Studios and the 365 Artists 365 Days Project. 
Recently, he has been recognized as the 2015 Wisconsin Art Education 
Association Teacher of the Year and the 2015 National Art Education 
Association Wisconsin Art Educator.

CONTACT INFORMATION 

Frank Juarez 
920.559.7181 
frankjuarezgallery@gmail.com 

Stay Connected 

instagram.com/frankjuarezgallery 
twitter.com/effjaygallery 

Web Resources 

frankjuarezgallery.com 
frankjuarezpresentations.com 
frankjuarez.wordpress.com 
frankjuarezpaintings.com

Photo by William Zuback

I have over a decade of 
experience working in fields such 

as art education, arts 
management, business, and 

photography. In addition, I work 
with a talented group of artists, 

graphic designers, and 
educators.

If I can be of any assistance feel 
free to contact me.

http://instagram.com/frankjuarezgallery
http://twitter.com/effjaygallery
http://frankjuarezgallery.com
http://frankjuarezpresentations.com
http://frankjuarez.wordpress.com
http://frankjuarezpaintings.com
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http://twitter.com/effjaygallery
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http://frankjuarez.wordpress.com
http://frankjuarezpaintings.com
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EXPOSE.EDUCATE.ENGAGE 
“No matter how beat down you get in life it is that 
inner fuel that will push you out of it”.  

I s a Good Opportuni ty a Great 
Opportunity? 
The thing that is great about writing a personal 
mission statement is that it can guide you in 
determining if a good opportunity is a great 
opportunity.

Perfecting the Imperfection 
Create a system that will help you reach new heights 
in your career.

Goal Setting is the New Resolution 
Once a goal has been modified you provide yourself 
with another perspective as to how to achieve that  
goal in mind. 

9 It is All in the Details 
Every bit of detail that you encounter can define a long 

lasting impression. 

9 Optimize your Time 
Time management is very important to maintain and 
monitor any project from its inception to completion.

10

11

12

Focus on What Matters 
What matters today can impact what matters 
tomorrow.

What is your Mission? 
How do you engage writing into your practice?

The Importance of a Studio Visit.  
First impressions do matter. You never know who may 
just walk through that door.



Back in 2004 I had an experience that 
changed my life. This experience resulted in 
thinking about my legacy. If I was to leave 
this earth, what would I leave behind? I 
began to reflect on my life and what 
obstac les I have faced menta l ly, 
emotionally, and financially. 

I had moved to Sheboygan during that 
time due to this new change. Although I 
have been teaching for about 3 years I 
never had the opportunity to see what 
Sheboygan had to offer considering that I 
was commuting to work. I decided to 
approach this new outlook as an artist. So I 
began to pay attention to my surroundings 
and found myself painting topographical 
map-like abstract works. This was my way to 
responding to my environment and finding 
my way around the city. 

In the studio, I always listen to music. I 
found myself listening to the Basquiat 
soundtrack. As I painted I stumbled upon 
two words that stuck in my mind, CLINK  
and CLANK. I immediately grabbed oil 
pastels and began to draw. At the time that 
I created this drawing it did not make any 
sense. It was just a drawing of a robot on a 
cliff. About a year later, I stumbled upon 
this drawing and viewed it with a different 
perspective. This robot symbolized 
something special. It symbolized the idea 
that in life we are constantly beaten down 
with life’s challenges and although a 
specific moment seems like an eternity 
things do get better. “No matter how beat 

down you get in life it is that inner fuel that 
will push you out of it”.  

So how does this story relate to the 
Business of Art? Well, today I still think 
about this experience and how it made my 
life’s goals clear. Realizing that life is about 
being happy. It is about doing what you 
love. Discovering what you are meant to do. 

Today, CLINK CLANK still exists. It is what 
lies at my core. It is how I got to be where I 
am today. We often wonder where the 
future is going to take us. Well, I am happy 
to say that I do not know where all of this is 
going to take me. What I can say is that I 
have adopted a new way of looking at life – 
expose.educate.engage. 

These three words have become my 
foundation for what I do as a gallery owner 
and artist. What has helped me make this 
transition into running my own gallery is 
being an art educator. We expose people to 
the things we enjoy or passionate about. 
We educate them through personal stories, 
the process, sharing influences, etc. We 
engage them in conversation, art making, 
writing, and critiques. We introduce them 
to a world that we enjoy living in and hope 
that it makes a difference in their lives. 

You could say that is is the secret to my 
success. It is what keeps me up late at 
night, putting endless hours into a project, 
executing ideas, failing, and experiencing 
that ‘aha’ moment. We are bombarded by a 
lot of things on a daily basis. I would like to 

encourage you to reflect on your business 
or studio practice and begin to highlight 
those things that make you happy and 
create your own goals. In a year’s time you 
will notice a difference – mentally, 
emotionally and financially.
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IS A GOOD OPPORTUNITY A 
GREAT OPPORTUNITY?

Artists tend to welcome a multiple of opportunities that may come 
their way. Whether it is a commission, a collaboration, or even 
exhibiting a local exhibition space. In the beginning of 2014, I wrote 
an article titled, What’s your Mission (June 25, 2013). You may be 
thinking why do I need a mission statement if I am an artist. Think of 
your mission as a your personal road map as to what is important 
and to figure out what you need to do to make that become reality. 
Should you be selective as to what you want to participate in? Yes! 
The thing that is great about writing a personal mission statement is 
that it can guide you in determining if a good opportunity is a great 
opportunity. If it is not a great opportunity that will advance your 
career objectives then do not do it. A mission statement does not 
have to be published, but more of a reminder as you get 
bombarded with opportunities that involves you and your work. 

Photographed at the Chicago Public Library
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Photographed in Indiana
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Are you operating at your optimal level? Did you create a list of 
goals that you would like to achieve in 2016? Are you focusing on 
an annual goal? A quarterly goal? A monthly goal? Chances are 
you maybe engaging in one, two or all of the aforementioned. 
Over the past few years, my interest has been focused on the 
business side of art primarily due to running my art gallery. This 
focus has pushed me to begin exercising the muscles from the 
left-side of your brain. When you delve in to the business realm 
of art things change, headaches begin to develop, stress begins 
to shine, and your time becomes limited to do other creative 
things. However, I have learned that by balancing both sides of 
the brain can lead to a sense of achievement – a sense of success. 

No matter what we strive to accomplish we are always trying to 
perfect the imperfection of our practice, process, business 
savviness, professional relationships, and so on. I realize I may be 
preaching to the choir on this topic, but sometimes we need to 
understand whichever system we decide to participate in we 
need to constantly maintain and nurture it so that we can adopt, 
adapt, and implement new ideas to assist us in reaching our 
goals through modification, simplification, and evaluation. 

No one wants (at least publicly) to admit that the system he/she 
uses has weaknesses. Truth of the matter is that it may, which can 
result in taking proper action to improve it with the notion that 
we are not trying to perfect it, but to constantly work with any 
unforeseen obstacles that may come our way. Over time, we will 
create a system that will help us reaching new heights in our 

career. A system that will work for us to operate at our full 
potential on consistent basis. 

PERFECTING THE IMPERFECTION
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If you are like me, a few days before the end of a year a list of  resolutions 
is created to be accomplished in the new year. Within a few days we 
discover that we have already broken some of our resolutions. I think the 
fastest resolution that I broke was a matter of hours. This sense of defeat 
or a moment of weakness does put a negative spin on the new year and 
makes you wonder what else we are going to fail at. The way I look at it 
‘resolutions’ are a hit or miss type of false hope. What I mean is that 
when we set our mind on a resolution and say that this year I want to 
increase my sales by X%, then a year later we discover that our sales did 
not meet our initial outcome. The last thing you need is to feel like you 
failed. Although you can learn a thing or two from failing, which brings 
me to what you should consider instead – goal setting. 

Goal setting is a more approachable ‘want’, but more importantly, a 
‘need’; a need that is crucial to your success. I find goal setting less 
confrontational and more attainable because when you set a goal you 
can create a list of actions that will allow you to achieve a specific goal 
whether it is short-term or long-term. If your goal is to increase sales by X
%, then what steps will allow you to do so? You may want to create a 
facebook page for your art where you post images of your work, talk 
about your process, write about your art; create a website or blog where 
you can create an e-commerce store; sign up for Mailchimp to encourage 
people to subscribe to your art news; create a brochure with services you 
offer, and so on. These are ways to create channels of communication, 
but then comes the part as to how you can engage your audience. The 
‘how’ can include having a bi-annual studio sale, host a private art 
lessons, seek out potential locations for commissioned work, etc. 

The nice thing about goal setting is that it can always be modified versus a resolution cannot. Once a goal has been modified you provide yourself 
with another perspective as to how to achieve your goal in mind. We all need a second chance to accomplish what is best for us.

Goal Setting is the New Resolution.
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It is All in the Details

When we attend an artist reception or visit a gallery we go to show our 
support for our fellow artists, to network, or to be exposed to new art. 
We visit art museums and arts centers for the same reasons.. When I go 
to see an art exhibition at a gallery, art museum, or arts center I will 
often go through an exhibition in a short amount of time. 

Everyone experiences art differently. I went to see the 30 Americans 
Exhibition at the Milwaukee Art Museum and I was excited to read that 
Basquiat’s work was going to be in this exhibition. To my surprise, there 
were three Basquiats. What stopped me in my tracks from going from 
one piece to another was the painting that had the stretcher bars that 
were wrapped in twine as the framework of this painting. This was the 
first time I saw this in person. Knowing the history of Basquiat, seeing 
many of his works in person, online, in books, watching Basquiat, 
Downtown 81, The Radiant Child, etc allowed me to make connections 
with this painting. Standing in front of this painting whilst studying the 
elements choke me up inside. I was a bit melancholy. All of these 
external factors contributed to my experience and allowed me to ‘be in 

the moment’ with this particular piece. Everything else around me at 
that time did not matter.  I felt myself lost in his world. Why you may 
ask? When I see a work of art that captures my attention I listen. When 
we visit places that show art how often do we pay attention to the 
details from the first step we take into an exhibition space to the arrival 
of an artwork we relate to? Every aspect of an exhibition/space can 
enhance our immediate experience such as signage, architectural 
elements, lighting, people socializing, artist talks, making connections 
with the art. Every bit of detail that you encounter can define a long 
lasting impression. 

Next time you are at an art show, art museum, arts center or even at an 
artist’s studio let yourself immerse in that specific moment in time. You 
will leave with a richer understanding, appreciation, awareness and 
meaningful experience that can shape how you see this world.

Optimize your Time

Time management is very important to maintain and monitor 
any project from its inception to completion. There are a variety 
of ways to do this. You can keep an active sketchbook, journal, 
calendar, post it notes or use your mobile phone. The key here 
is to be aware of what your objectives, goals and deadlines are 
and to use whatever method will keep your motivation moving 
forward. 

What I have found to be helpful over the past couple of years is 
Evernote.com. This online service is designed to archive notes, 
recording, and videos. Evernote has allowed me to actively 
keep track of my progress for specific projects. Notes can be 
synced to my mobile phone from my laptop for quick 
reference. I like information to be readily available at the the 
touch of my screen. 

To help optimize my time, Evernote should be accompanied by 
a method for tracking time. One method I use is called 
‘Chunking’. ‘Chunking’ allows you to determine how long a 
project would take (in hours) and how many days it will take to 
accomplish it. For example, lets say you have a commission to 
do a painting and you estimate it will take you 14 days total to 
finish it. Many of us may not be a full-time artist so we have to 
plan on how to fit this commission into our schedule. If you 
were to schedule a couple of hours on Wednesdays and 
Saturdays you would be finished 3.5 weeks. It is beneficial to 
keep the same days as a work days for this commission. This 
would give you something to look forward to rather than 
plugging the time in whenever it is most convenient, which 
you know can be unpredictable.
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Focus on What Matters

Everyday we are introduced to new social media outlets, ideas, works of art, websites, and blogs. 
It is easy to reflect on our current practice and to begin comparing. I search for new ideas, 
gallery website layouts, and subscribe to various art sites for motivation. I am always amazed at 
the content that galleries share and the platforms that they use to communicate. 

I do a lot of web surfing and questions that often come to mind are in what way do I want to 
enhance my gallery experience to the public? What can I offer that is unique to the Sheboygan 
community? Outside of Sheboygan? How can I deliver the gallery’s vision? If I was a potential 
patron of the gallery what would I like to see? Experience? 

It is easy to quickly compare what I do in Sheboygan to other cities, galleries, museums, and the 
list goes on and on. It is human to want to improve. But it is more realistic to focus on what 
matters now and what will matter in the future. The Frank Juarez Gallery continues to exhibit 
works by local and regional Wisconsin artists, maintains an active online presence, and 
continues to be active in the Sheboygan and Milwaukee art community.



Artists create art for various reasons, which 
could range from addressing social issues, 
developing community, leisure, to make a 
living, etc. No matter the reason I believe in 
order to be successful one has to plan for 
today, tomorrow and the future. One way of 
doing this is to engage in the practice of 
writing your very own mission statement. 

A mission statement is defined as a formal 
summary of the aims and values of a 
company, organization, or individual. It’s 
purpose is to make effective decisions that 
will compliment its established goals. They 
are often associated with schools, 
i n s t i t u t i o n s , m u s e u m s , a n d a r t s 
organizations, but how often do you read 
an artist’s mission statement? An artist has 
an artist statement. This can be used when 
speaking to someone about what he/she 
does, however, will this person have the 
time to hear about everything your work is 
about or can you sum up the core of what 
you are communicating in a few sentences. 
You are probably thinking this sounds like 
an elevator speech. There could be some 
overlap. 

A mission statement can be an effective way 
to measure if a decision,  

implementation, and/or opportunity is 
‘right’ and ‘beneficial’ for advancing your 
art career. 

You may be scratching your head and trying 
to visualize how this could work in your 
practice. Perhaps this can shed some light 
on this topic. An elevator speech allows you 
gain someone’s interest. An artist statement 
enables you to engage this person into a 
conversation. A mission statement provides 
you with a standard or benchmark on 
where your art career should exists. 

Even if you are not interested in 
implementing a mission statement into 
your practice it is a great way to figure out 
how to guide your career in the right path.
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“How do you guide 
your studio practice?”

What is your mission?



The best way to know more about an artist is to ask for a studio visit. 
Studio visits can exist in many places such as in a basement, garage, 
or even off-site. A few years ago, I participated in a series of studio 
visits/critiques at RedLine in Milwaukee. Prior to my visit I inquired as 
to what RedLine wanted so that I could prepare myself as much as I 
could for this visit. 

This studio visit took about 2.5 hours and had the opportunity to 
meet RedLine’s Artist in Residents; Melanie Ariens, Jessica Laub, Eshi 
Otawara, Jeff Redmon, Stefani Quam, and Linda A. Wiegel. As I was 
driving back to Sheboygan, I began to reflect on what I saw and 
heard.  

Here are some tips that come to mind on hosting a studio visit. 

Be prepared to talk about your work. Are you able to talk about 
your work in 30 seconds (also known is an elevator speech)? Are you 
able to modify what your work is about when talking to different 
people such a curator, gallerist or to a friend? We often hear about 
the art market and it’s buyers and collectors. This can be nerve-
racking. However, for most of us we have probably noticed people 
that often buy our work are relatives, friends, friends of friends, 
occasional strangers and I am sure the list goes on and on. 
Regardless of who buys, artists should be able to communicate and 
answer questions about their work. People want to know about your 
work, about what motivates you, challenges you, your process, etc. 
They want to be educated. This is a great opportunity to engage them 
in conversation. 

Be aware of the personal space around you. Your studio is your 
creative world. Some studios are neat and organized while others are 
messy and chaotic. No matter what your studio may look like you 
need to make your work within reach. People may want to get up 
close to your work to examine it while others may want to admire if 
from afar. I’m not asking to reorganize your entire studio. After all, 
your studio is the place that you have learned to love and hate. 

However, keep in mind that first impressions do matter. You never 
know who may just walk through that door. 

Allow the visitor time to look at the work and absorb what he/she is 
seeing. Give them time to process and ask questions. Do not be 
afraid if it is silent in the first few minutes. 

Designate an area where you can have collateral ready for the taking. 
Why not have your laptop open showing your website or blog, a 
guestbook to be signed, and postcards or brochures that have an 
image of your work and your contact information, for people to take 
away with them? 

Greet the person with a handshake. Offer something to drink such as 
water. 

Art is a very personal experience. People buy art for a variety of 
reasons. There is nothing you can do to sell them on your work. Some 
will respond while others may move on to something else. This is no 
personal reflection of you as an artist. If someone visits your studio 
either by appointment or referral chances are there maybe 
interested. Here is something to keep in mind, “Why do you buy 
art?”. 

You are your own customer service. Always send a thank you note 
for their time indicating how much you appreciate their personal 
attention and feedback. Encourage them to sign your guestbook and 
stay in touch. This will give you a chance to send an email blast 
before your next event and eventually grow a database of interested 
fans of your work. 

Regardless of the outcome, opening your sacred place to others is 
not an easy thing to do. Congratulate yourself for making the effort 
to get your work out there and accessible to the public.

The Importance of a StudioVisit
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Everything will be OK
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