
MARKETING TIPS
Learning how to navigate 
the marketing waters of this 
industry is key to getting your 
name and your work seen. 
Below is a list of market-
ing topics that are import-
ant elements of promoting 
your work.

WEBSITE - ONLINE 
PORTFOLIO
This is one of the most sig-
nificant marketing tools for 
today’s market. If you don’t 
have one yet, this is your 
first assignment. 

Tips: Keep it clean, simple and 
easy to navigate. Show only your 
best work. Update it often.

POSTCARDS
Sending a postcard is still one 
of the most effective ways to 
get your work seen and tacked 
to an art director’s board. Send 
a new postcard at least each 
quarter (spring, summer, fall,  
winter). They do get seen!

Tip: Make sure your name 
and contact information can 
be easily seen on a bulle-
tin board (step back 10 feet 
from your postcard - can you 
read your name?)

CHALLENGES
Participate in challenges of-
fered in our region, such as 
the Picture Book Dummy 
Challenge.  The Carolinas will 
be having another PBD chal-
lenge in 2015!

THE WORKING ILLUSTRATOR’S NETWORK

(WIN) of the SCBWI Carolinas Region exists to connect all 
illustrators on a regional, local and professional level, through a 
variety of available means.  The basic topics we present, in this 
workshop, are a few of the circumstances we face as profes-
sionals everyday, beginner or experienced, in our careers. 

The WIN website, which is still evolving, will be the go-to “hub” 
of the network.  It will be a place to find information, and will 
eventually offer workshops, challenges, and more. Your input 
and participation will make this endeavor a success.

THE WORKING ILLUSTRATOR’S 
NETWORK GUIDE TO SUCCESS

FALL 2014



CRITIQUE GROUPS 
Communicating with others 
on a face-to-face level is vital 
to your illustrator well-being. 
Let’s face it - illustrating is, 
for the most part, a solitary 
profession. Critique groups 
provide support, professional 
camaraderie, and are a safe 
place to show your work and 
get constructive feedback.

More information will be 
available on Critique Groups 
soon. (how to find one, how 
to start one, etc.)

Tip: Take a picture with Insta-
gram, provide a comment with 
Hashtags, and then publish the 
post to Twitter, Facebook, Tumblr, 
Foursquare and more!  Need 
feedback on a sketch?  Post a 
photo on Twitter or Facebook and 
watch what happens.

NETWORKING
• SCBWI: Critique Groups, 

Schmoozes, Challenges, 
Conferences

• Local & Professional: Rotary 
Club, Professional Associa-
tions, Organize Your Own 
Meet Up

• Advertising
• Post Cards
• Web Site
• Business Cards

HONE YOUR STYLE / 
FIND YOUR VOICE
Sharpening your style and 
finding your own artistic voice 
is a process. It does not happen 
overnight and the thought can 
be overwhelming. Here are a 
few tips to help you get started 
and keep focused.

SOCIAL MEDIA
Facebook, Twitter, Instagram, 
Tumblr, Flickr, and the list goes 
on.  Social Media is an effec-
tive way to get your posts 
seen. The weekly meet ups 
on Twitter with #KidLitArt 
and #KidLit have changing 
topics are a great place to 
learn something new and join 
the conversation.



Deb 
Johnson is a children’s illustrator and 
creative designer. She adores all things 
cute and fluffy and loves illustrating 
for the education market and creating 
characters that make people smile. 
You can find her at: 
 • Deb-Johnson.com 
 • Etsy.com/shop/TheArtsyEwe 
 • Blog: http://www.deb-johnson.com/blog

Bob 
Ostrom is a children’s illustrator who 
teaches courses in children’s book 
illustration, career coaching, Photoshop, 
Illustrator, InDesign and competitive 
napping. You can find him at: 
 •BobOstrom.com 
 •BobTeachesArt.com 
 •DrawnBySuccess.com 

Vanessa 
Brantley is a self 
taught illustrator 
and designer. She 
enjoys creating and 
illustrating children’s 
books. She lives in 
Charlotte, NC with 
her husband and 
daughter Zoe. 
You can find her at: 
 • Painted-Words.com 
 • VanessaNewton@facebook.com 
 • Oohlaladesignstudio.blogspot.com 
 

HONE YOUR STYLE • FIND YOUR VOICE

Bob
• Push yourself to try new things and step outside your comfort zone.
• Don’t worry too hard about finding a style; it will most likely find you.
• Pay attention to the market. What kind of things are publishers look-

ing for?
• Make sure your body of work is consistent and  that your portfolio 

and website reflect the needs of the market you want to work with.
• Take classes and learn new things; you’d be amazed at the difference 

it will make in your work.
• Hang out with other artists. Learn from them and teach what you 

know. It’s the best way to grow your skills.

• Vanessa
• I can’t say it enough. Hone your craft!
• Find your voice as an illustrator by watching other illustrators. You are 

not trying to be them, but learn from the way that others work.
• Try different media such as, watercolor, gouache, pen and ink or digi-

tal. Don’t  be afraid to try other things to express your gift.
• Create a notebook of inspiration. Things you find along the way that 

you might like to capture. Keep it with you at all times. Inspiration 
comes without notice. Be prepared to capture it.  

• Stop being so hard on yourself. I find that creating, whether you are an 
artist, writer, dancer, singer or poet or what have you , it’s all a process 
and when we  give ourselves over to the process than we find the 
right way to express ourselves.

• You are your only competition. This is all about doing what you love 
and expressing it in your own way.  There is something that you only 
YOU can bring to the creative table.  

Deb
• Identify your market. Are you interested in illustrating picture books? 

Educational materials? Magazine stories? Activity books? etc. Make 
sure your website and marketing materials reflect the market you 
want to work with.

• Expand your market. Illustrators do more than just illustrate books.
• Push Yourself. Take a class in something that puts you outside of your 

comfort zone. Experiment with different medias and “feel” what 
works best for you. Delight in the process of creating!

• Keep your style consistent. Be original. Be you. 
• Take a field trip. Cruise through the local book store and look for 

books that are illustrated in a style consistent to yours (ie. cartoony, 
realistic, graphic novel, etc.). Write down the publisher’s information 
and make a point to follow up. 

• Sketch Crawl. Find an opportunity to join (or organize!) a sketch crawl. 
Not only will you meet other artists, if you are a digital artist, you will 
get to carry real paper and pencil! No CMD/CTRL Z!

• Finding your voice is a journey. Community with other artists helps 
ALL of us learn that we are not alone in the joys and challenges of 
our profession.



FINANCE TIPS
Illustrating is a business and should be treated as 
such. Most likely you will be paid without having taxes 
taken out and, at the end of the year, receive a 1099 
(for independent contractors and freelancers) for 
monies earned with a particular business.  You can 
hire an accountant to handle your tax information or, 
if you are handy with taxes, do them yourself. 
• Open a separate bank account for your tax 

money ONLY
• Set up a spread sheet to record the job 

information.  Include separate columns for the 
percentage that goes to pay taxes; i.e. 15% to 
Federal and 5% to State. The total of these two 
columns is what goes into your tax money bank 
account each time you get paid.

• Decide how you will pay your taxes, such as quar-
terly or yearly.

• Look for tax breaks and write offs that are direct-
ly related to your business.  To learn more about 
what is acceptable, visit: 
• www.irs.gov.
• https://www.freelancersunion.org/

blog/2014/02/13/tax-deductions-guide-
freelancers-and-self-employed/

• http://www.irs.gov/Individuals/Self-Employed
• Find a good accountant if you are not filing your 

own taxes.
• Keep track of ALL your job related expenses.
• Keep all your receipts.
• Keep all your contracts and royalty statements in 

one easy to find place.
• If you store your your files  

on you computer  
make sure to back 
them up. 

OUTSIDE INCOME
The uncertainty of freelancing, aptly 
called the “feast or famine” exis-
tence, is a very real aspect of our ca-
reer. Most of us have other outside 
sources of income to help create a 
more consistent income (Because 
that light bill will need to be paid!).

Bob:
• Teaching online
• Teaching at  Wake Tech 

Community College
• Logo design at  

BobMakesLogos.com
• Cartoon illustration work
• DrawnBySucces.com

Vanessa:
• Teaching and hosting illustration 

classes as well as  
crafting classes

• Speaking engagements or  
motivational speaking

• Consulting
• Editorial work  

Deb:
• Graphic designer for print and 

web media; contract work
• Part time job that allows me to 

use marketing and  
design skills 

• Etsy Shop - The Artsy 
Ewe.  Handmade knit/crochet 
project bags and gifts

• Store on my website for  
note cards and wall art

• Teaching art to children through 
a local class



FINDING AN AGENT
Finding the right rep can be a challenge. 
It’s very similar to looking for a full time 
job.  The rep and the artist must develop 
a working relationship that is based on 
mutual trust. Both parties need to bring 
something to the table. A rep wants to 
know that the artist he or she hires will 
maintain the high standards that rep has 
worked so hard to establish.

The artist is looking for someone who 
will help them further their career and 
make enough money to sustain their 
business. If you are thinking about find-
ing a rep here are some things you will 
need to consider.

• Artists must display a high quality professional portfolio. A rep is looking for an artist who’s 
work will sell. You will be competing with the best artists in the world so make sure your 
portfolio is the best it can possibly be.

• A professional attitude and mindset are a must. This is a business where reputations are 
almost as important as the actual art. 

• Does your style match the reps market? If not is it a di-
rection where the rep is willing to expand? Does the rep 
have the ability to sell your work in that market? In other 
words do not approach a rep who specializes in medical 
illustration and advertising with a children’s book port-
folio. 

• Is your work too similar to others your rep has in their 
stable? If so, is there enough work for both of you or 
will you constantly be competing for jobs.

• How much does it cost? Most reps take between 20 
- 30% per job. There is also a fee for promotion ev-
ery year. Each rep is different.  Be sure to discuss fees 
and percentages. It’s rarely free and will require some 
serious commitment. 

• Most reps have guidelines for submission on their 
sites. Follow those guidelines exactly if you want 
serious consideration. Most reps are overwhelmed 
by submissions so don’t be surprised if it take a little 
time to hear back on your submission.



INVESTING IN YOUR 
CAREER
• Your career will require 

investments of both time 
and money in order to 
grow. It is nearly impossible 
to grow a business without 
some kind of investment. 

• Time = Money. The trade 
off to investing money in 
your business is investing 
your time. 

• A smart business owner 
understands that their 
most precious commodity 
is time and is therefore 
willing to make monetary 
investments to save time 
and grow their business 
faster. 

• Artists who are unable or 
unwilling to invest in their 
business send out a strong 
message to those who 
want to do business with 
them. If you don’t believe 
in your business enough 

to invest your money and 
time you will find it very 
difficult to convince those 
in a position to hire you to 
do the same 

• While waiting for the 
phone to ring on your 
next big assignment, why 
not take a few courses on 
how to learn that “Flash” 
thing, or the latest Photo-
shop technique?  For $25 
per month, you can sign 
up at Lynda.com to learn 
from industry professionals. 
Instruction is learned at 
your pace, your time and 
your way.

• Look for opportunities to 
take a class offered in your 
region, such as a Highlight’s 
Hidden Picture Work-
shop.  If you prefer a time 
investment, rather than 
monetary, the Working 
Illustrator’s Network is a 
great place to start.  Plans 
are in the que for work-

shops in marketing, tips 
on finances, creating in-
come from other sources 
and more.

TYPICAL WORK DAY
We have all been asked about 
our typical work day so we 
thought we would share ours. 
Some artists are afraid they 
would never get anything 
done, while others adore the 
idea of going to work in their 
pajama pants. Bottom line - it 
requires structure and orga-
nization, but it’s definitely not 
your typical 9 to 5 job,

Deb:
I have a part time job with 
the hours of 12-5 PM.  In fact, 
I have worked an outside job 
most of my 25 year career.  
The steady income fills the 
financial gaps and allows me 
to focus on my career.

A typical weekday for me 
looks something like this...

• Up at 6 AM. Make my 
to-do list. Go for a walk. 
Spend time with the hubby.

• Work on my illustrating 
7:45 - 11 AM.  This is the 
space of time I will catch 
up on email, work on 
current projects, deliv-
er finals, schedule Skype 
meetings, etc.

• Work at outside job 11:30 
AM - 5:30 PM.  I have time 
to sketch between clients. I 
make the outside job work 
for me as much as possible.



• 6 PM till the wee hours of 
the morning...family time, 
dinner, another walk, and 
back to work.

• **REPEAT** 

Bob
My day tends to have a little 
bit less structure than Deb’s 
but like her it’s all about find-
ing balance. My start time 
ebbs and flows with my dead-
lines. My most important goal 
is making sure I meet all my 
deadlines and keep my clients 
happy. That usually means 
working with them during the 
day and focusing on the art 
at night.

A Typical day might look 
something like this Monday - 
Thursday
• Check email. If I have cli-

ents to attend to my day 
starts at 9:00. If not my day 
starts at 10:00

• Mornings- Review assign-

ments and deadlines. Begin 
work on most important 
deadlines first.

• Work in 1-2 hour time 
periods with short break 
in between. I try to get a 
little art done but mostly 
attend to answering emails, 
scheduling work, answering 
phone calls or talking with 
clients.

• Late morning / early after-
noon. Run or gym at least 
1 hour

• 2:30 Break - kids home 
from school

• Check email around 3:00 
or 4:00 contact anyone 
needed before 5.

• 5-9 Family time
• 9 pm capitalize on uninter-

rupted time to focus on 
art and get the majority 
of my work done. I’ll work 
until whatever time I need 
to meet my deadlines. (I 
usually stay up way too 
late although I try my best 
to keep it reasonable).

HANDLING STRESS
There is no doubt you will find stress as a 
freelance artist. Whether it’s dealing with 
impossible deadlines, money or solitude, you 
will encounter stress sooner than later. How 
you deal with it makes all the difference. 
After many years as a freelancer you pretty 
much learn what works and what doesn’t. 
Here are a few ideas to help you get through 
stressful times.

EMOTIONAL  
COMMITMENT
There is a huge emotional 
commitment that goes along 
with freelancing. Your reputa-
tion is on the line with every 
job you take. Your success 
relies on that reputation. Your 
work often feels like an ex-
tension of you. When a job 
goes bad or you fail to satisfy 
a client’s needs it can feel like 
a direct reflection on 



you. It’s easy to let things spiral 
out of control if you’re not 
careful. Suddenly you begin to 
question your value and your 
abilities as an artist.

STOP. RIGHT. THERE.

YOU ARE NOT DEFINED 
by a single project or piece 
of art.

YOU ARE NOT DEFINED 
by a negative remarks from 
Art Directors and the like. 

YOU ARE DEFINED by 
what you bring to your craft 
and lessons learned from your 
failures and successes.

DO. NOT.  
BEAT. YOURSELF. UP.

Step away from the drawing 
board and take a break.  Just 
do it. A fresh set of eyes and 
spirit is a game-changer.
Focus on something else that 
brings you joy and decom-
press. It will get better.

THE BUDDY SYSTEM
The world of a freelancer 
can be difficult to man-
age without a support 
system in place. The bud-
dy system can help you 
manage your emotions 
when things go wrong, 
help brainstorm new 
ideas, understand and 
recognize new challeng-
es, hold you accountable 
to goals you set and the milestones you want to accomplish. The 
buddy system is exactly what it sounds like. Artists who pair up, 
on a regular basis, to form an unbreakable support system.
SELF CARE
If you don’t take care of yourself who will? It’s easy to put self 
care on a back burner in favor of tight deadlines or a desire to 
spend time more time working. Unfortunately doing so will only 
yield temporary results. Failing to take care of yourself will even-
tually catch up with you in the form of stress, illness or both. 
Schedule time out of your day and week to take care of your 
physical and mental needs. 

Studies have shown people who take time to exercise and relax 
are far more productive than those who force themselves to 
slog through hour after hour of work. Stop and listen to what 
your mind and body are telling you and make it a point to step 

away from your work several times a day. If work be-
comes painful then there is a good chance you need to 
make some serious changes.
• Walking, running, cycling
• Strength training
• Zumba, or other aerobic heart pumper-upper
• Prancercise (heehee)

Thank you for attending our breakout session!
Keep informed of upcoming events in the
Carolinas Region by visiting our website at
www.carolinas.scbwi.org.


