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HOowW TO SIELL .

Sorood craftsman is seldom a good businessman - these twe
abilities just do not go together. Still many craftsmen have to s
whielr wares,or at least would lilze to. How to do i+t?

Mrst of all one has to know the value of the article for sale
~ not the »nrice one could get, but the price which will cover the costs
and pay for the labour at a dccent rate. The following factors enter
into consideration:

1. Lobour, This is the highest item and we discussed alreadyr
(#8111 in Hand”ecvinVW MW 12) methods which should be used to nale
i

t as smell ac u51ole. This item is again composed of several nosi-
tions:

A, Tiuo crent on warping, weaving, finishing.

2. Resecorch, i.e. work on drafts, preparation of patterns,
experiments with nhaterials, even reeding books and periodicals (but
nov including the period of lecrning the trade).

C. Corraspondence and personal contact with custoncrs.

D IIauc supplics and {finished goods, pacling and shi-ping.
ex. Yarns for ordors,samples, and experimients, in
certain JL”’L e work for iuterior locorcto»u, the sanmnles are an
important I wlice sunylies, writing and peckinr paper, stamn ete.

3. OvAr;cajaL Thig again is & comound item and can be divided

fie Jwacc necting, and lighting of premises used for business.
Tven 1f businen r in one's hone, a part of the general
exponges connected wit house or apartment (rent, insurance, taxes,
interest on cani nvected, repair, heating, lighting) should he
nelnded in the costs of weaving.. This part should be projportional to
che area or space used for business.

B. Deprcciation of the equipment. Fortunately weaving equipment
lasts very long but not indefinitely.

C. Interest on capital invested in the equipnment, and supp]i
Iept in stociz. This is not the sane as depreciciion, If we started th
business vith Dborrowed money, we would have to nay the intercst
regardless of the deprceciation.

D, Risk. Orders may he spoliled, refused, or not paid for.

E. Varia, Travelling expenses, book-keepinpg, insupance of
equipment and stock., If there is no insurance then item 3,D must Dbe
increased accordingly.
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F. Dax, Tiis vories in different countries. It may reach 104,
but someitimes bona fide artlsan° cre exempted if the tvrnover does not
exzcead a certain amount per yea It shculd not be confuscd with retail

salen tax, which the weave gays only when selling dircctly to the
cugstonmer.

ow, how to figure ocut all these items? Ve start vwith 1abour

qure
and varn., Lot's say that we know from the experlelﬂe that mal a
certain order takes 100 hrs of actual weaving and varping, and tlat the
yarn costs g 25.-. If we are t gfied with 1.50 aun hours then so far
we have 6 175, To find the 1t s 1.8, 1.C, and 1.D we chould try to

rencmber how many hours & day we spernd on these itens comparcd with

hours of acstual weaving., If we woit & hrs a day and 2 brs are uscd for
research, correspondence, ard shipping leaving 6 hru for weaving, then
ve mist add one third {(tvo to six) to the labour calculated previously.

If the rates for ofiice worlk nrevalling in your district are lower than
1.50 (and »robably they are) then lat's count 3 2.00 mer Lour. Cne
third of 100 hrs & 1,00 makes 33 collars. Thus we have already B 208
for our order.

Coumion dten 2. If one tenth of the varn is used up ian experinments
and sammles, then we have to add g. 2.50 (105 of 25).

Iften 3. Overheads arc very d&ificult to calculate, It is a good
exercise to find thon once, to establish a wmercentage vhich later will
2dded te @ll prices without analysing all items each time.

Supposing that our yearly turnover in weaving is 3000, or we
think that we should iake that mmch, we can find out in nercents the
overhcad. TFor instance the upkéep of the house costs 1000 a year, and
the weeving snace ig 25% of the vhole house. Then we must get 2 250
a veor from the weaving, or about 8% must be added to avery order.

In our casc it makes aboutlﬁ_;z.

Itent 2.B . If & loom can last 20 years then the denrcciation
is 5. If all our equipnent costs 1000, then the depreciation is 50
dollars, or roughly 1.5% (50 is 1,609 of 3000 turnover). In our casc
it amounts to £ 3. Item 3.3 is about the seme. Onothor j 3.

Iten 3.C depends very much on the weaver, his relations vith
the customers ctes It can be estimated only after a long oxperience
with selling. Dut if 5 orders out of 100 are lost onec way or anothor,
then the risk is 5. fnother 10 dollars to be ad’ed to the price

Itenr 3.F can be cs Stimated only on a yearly basis. IT we keep
account of thepe cxpeunses for onc year, we caun express them in percents
of the turnover. Supvosing that travel is 100, book-keeping 200,
insurance 10, and other itens 100, it makes 410, or about 13, 5till
norc to add to our price: 26 do“luru.

Go far vie have found .out that the overhcads arc 295 to bLe
added to the original price. .\nd the price of our order is now 269.50

The tox if any is the casiest to calculate beeause it is already
expressed in percents. If it is 8% for instance then we add 21.5C to
269,50, and we Lave the final answer: our wholesale price is £ 291.10.

Is therc an eesicr way of calculating the prices? Yoo, Once we
get through the preliminery stages of figuring out item by item, weo
shall gect a general rule. For instance: labour 40%, supnlies 255, over
heads 35%. There will be special orders when the proportion nay be
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different, but in average we can take the ratio ¢ to 5 to 7. If for
instance the labour isc 8 80, then the yvarn - 50, anl the overhead - 70,
L g 9 o ’
vhiclh gives the orice: 200. The better the wecver, and the better the

e

burdiness is orsunised, the lower will be the first and the last dtem

- it is only the cost of yarn vhich is beyond our conirol.
It is very imortant not to malile the ,i,‘auO that it is only
the yarn vhich counts, and vhatever we et exira is the net incone.

the

One mirht say ‘ell, we have the house anyhow, and 1 alredy b
loons, and I wvorik in the spare +j10A xmich does not counti. Rearoning
1ilie this proeventis the craltsman fron develooping the spales. Once he

ot larger ordevs he will realise tJat he is not meking o cent on then,

el
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end then it is teon late to percuao rour ruotomer *tlhat your ini

prices were rothing but an experinapt. Zut uncervaluating ocur worl vie
not only undernine our future in lusiness, but we algo spoil the Murkot
for other handweavers, who wonld te cuite justified in congsidering

our prices, as unfair compelition.

Tlow to start selling? First of all let's not be too eaper to
gell at any price. Lat? forzet that the people bet tusen us and the
final custoner tirained in the art of buying. ‘e nay Pﬁar
storiecs about 1little demand for pood handicrafts, about high costs
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running a seop, and so on. Our only rcasonable angver is that we hﬁvo
carefully priced our goods, aad that they arc for sale at this narti-
e

re
cular price and nething else. If the weaving is good and the pric
reaqo~able, we shall get orders from gift shops. Depariment stores are
sonetimes nore difficulit becauge they want large cuaatitices o
ra ulIO]J chaan pood, and they edd 10% or more to the vholesal
vhich may rosult in vnrohibitive rcetail prices.

It is better not to sell on consignment. If you do, add to your
prices about 504 Zn iten 3.D, then about 5% of the interest, since guch
sales are geldom maid before half a year or so,
row to deal with individucl custoners, vho buy things for iits
or for thoeir own use? Do not make a mistake of chargins thoen whelesale

5 a rule they take rmch mere of vour tine than tle retailcors,
re cexacting. and ther are cefinitely a bigg,r rick, In aay
t le 255 to your vholesale prices, not only as cowren-
for tine lost, ete, but also not to create au unfair cormetetion
hc order, i.c. if you think that you
rone n*“r“ cugtoner, accent 1t ddthout
t and send it COD.

Tov o bo denl T Battor give thenm frec of charse vha
they lilze, thot giving them a disccunt, Treat thew as ordinary cusion
~ they won't adnd.

D +h

sation
to your rciailer. If you 1i
hove gond chance of selline
deposit. If not ask for 300
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I you think that your weaving is in sonc way uricue, or at
as 5 good as the best - then srend sceme woray on toss attaclhied to

as Fo

ach article {(namc and address). The iegs may L2 weren or wrinted. The

printed oncs are cheaper. You can @lse order a small rubher stamp,

buy sone silk ribboan, and do the printing voursels. Usce the scuovkind

of inkt as usecd by laundries. Attach the fags to the woven nicces very
rders from a dealer, use your owa Jjudgenent, Lo

not take for d that he knows best. If you are coenvinced Ly Four

own cxperionce Fnau a particular article won't scll, do not accopt

the order. If you Jdo, tre dealer will pget stuck with your weaving, and

1t

Vhen tald
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you wikl have to wait

for yvears before you get another order. But should

such a thing hanpen, and if you are in friendly relations with the
dealer, it may be advisable to replace the unsaleable order with sone-
thing elsc. The dealer will be delighted and he will trust you from now

on., It is true that

noever bo woven, but sooner or later you will get

now you will be stuck with something which should

rid of it.

Then vou may have individual customers who want a big order.
Lot's say a wheole set for a cottage. It depends on the custoner, what
you can do. If he is reasonable, charge him accordingly. Sugpest sone-

thing really sood -~ you will get other customers

through him. If he

o1t can ret. But always refusce 1T
> o

. If vou give in, for
come in itself a real

is not charge as much as you think

the customer aslis for somothing really atrocious

the sake of a few dollars, taen the thing may be
blackmail, should you become fanous, or cven well knowvm.

How to collect? Moot customers pay without ar

A o .
As far as r

ticularly the ones you serve by COD.

- trouble, mar-
L B

%

ctailors arc conccerncd

you should narl on your invoice the terms: c.g. 30 deys net, thien plus

5 or 104, If the bill is not paid after 3 months

you can usc onc of the

collecting agencics (they are cexpensive); in a scrious case - Better
Dusiness Durcou. Lut unless the Lill runs into thousands, do not go

to the court. If your customor is as unrcliable as all that, then he is
probably broke as woll.

Unless vou produce very large quantitics
(but then cre you a craftsman?), do not cmploy t
First of all they know next to nothing about the
and then their commission added to your wholesal
rotail prices ridiculously high.

ind most-of all, do not expect that you
your handweaving. If you nake a decent living, y
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TERMINOLOGY

OICE MORE ABOUT THE “HARH

nladed
Hoo!

We do not lknow to whon

of ‘identical goods

ravelling saloesnen.

valuce of your weaving,
the

¢ prices malics

can ricke a fortune
ou arec lucity.

on

we are indebted for a very lucky and

logical compromisce between the etymologically wrong but widely used

“harness®, and the logical but artificial vheddle—frame. Thig is:
harness - franme.

It is very logdcal becausc one hedlle-frame is a part of a harnesns.

It can be alvays shortened to a “frome®, Finally it clininates *he

theddle™ from the term. The objection to “heddle-framce® was that in

ngland 1t aeans gonetimes a frame cn which ene malies heddlos.

Ve Binve noticed that the new term is already used in advertising.
If it gets popular we shall spoak about 4 Larness--frame loons, or
about a & fraine harness, we shall thread a harncss, or haracss-franecs.
* % <% ook




