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Eandweaving as a Business.

A very common question often esked by the person contemplating the buying of

a loom and the taking of weaving lessons is,"IZ I buy e loom will I be eble to sell

my weaving,or will I be able to meke my living at 1t.?" This is = rather difficult
question to answer, because 1ts answer depends so much on the cheracter end ability
of the persor asking 1t. And also the same pusiness principles apply to weaving as

to any other business.

%ifference between Amateur and Professionesl Cra®tsmen vWeaver. Of course many
peorle begiT 0 iearn L0 weave Wiin no idee of ever turirkng this knowledge into even
a pert time proposition for additional income. The amateur weaves entirely for his
own plessure., He mekes what he likes toisult his own needs,spends as much time doing
it as he wisghes, and should have a good time doing 1t. His weaving may serve as an
outlet for surplus energy,or as a diversion from the dally routine of the home or
office,arnd az opportunity to exercise-ones own individuelity for creative selfl expr-

ession in the making of things for his own home or for gifts. On the other hand, the
professional craftsman weaver must weave to sell,and setisfy populer or specific
know all of

taste and aemsnd., ¥ith him, time means money,hexnce he z=ust work out and

the tossible short cuts to make his work easy end profitable. Often the amateur may
become the professional,particularly if he is willing to study and work nard to know
and understand ell of the essentials pertaining to the craf<t.

Originali<s One o® the most important shings for the professional c¢ralftsman 1is

originality. -e zmust be able %to develop his own ideas and weaving patteras. He must
have a thorough knowledge of the loom and ell o its possibilities, Crafisman weavers
sufficiently sxilled could easily lead the way Zor machine made fabrics through the
develppment of new ideas and ways of using threads. But all too many handweavers

have been too busy copying old Colonial coverlet patteras or Scandinavian weaving to
develop anything new. These things have their own place and the =mateur is often made
very happy and has a feeling of real accomplishment through the weaving of this sort
of tbing. But the professional craftsman should never be satisfied to stop there, he
should ever be on the alert to find new ways of working and develop new ideas and new
patterns,or aew threads for the using of old pesvserns, to develop an entirely new
texture. A fow years ago a California craftsman weaver developed on her hand loom &
fabric for 8U™Rer gkiing,which was later put into production and nationally advertised
by a sportinz firm. It is in this way that a reel craftszan can lead and show the way.
There are a number of other things which aid one to develop originality. The first 1is
the study of design and color,or an inherent feeling for 1it. Modern fabrics are empha-
sizing texture,so the craftsman should study and experiment with different kinds of
threads and yaras for unusual combinations. Often times some materials native to &
definite locality might be used to develop a definite specialty. At a recent exBibit
I saw some most interssting textiles developed from Pima cotton from Arizona. I have
since tried to obtain some without any success, though . understcnd this is native to
Arizona, There is also a brown cotton in some sections of Louisianna,but this I am
told comes frcm the cotton being picked after it has rirst been touched #ith frost.

It cannot be used in commercial production,but is very lovely in both texture and

color when spun by hand.
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This matter of handspinnizg also s gnlv justified for the professicnal cra”Isman
when an entirely different kind of threasd 13 troduced elther in cclor or texture
f-onm the menufactured proiuct. and the geme would hold true also for dyeing., COf
course here toothe questioc of coBt of production of handspun or henddyed thread
would have to be considered wnen one is weaving for ssale.

Develobment o7 a8 Specialzr, If one is weaving definitely with the idea of selling,
they snould work out their own specialty,generally they are more succesful selling
the kind of weaving they _ike best to do,but they should know =211 phases of weaving
as well. For instance,let us take handwoven bags as a specialty. First we must learn
all we can about the gener-al market trends as to style,color,size,and shavpes,current
prices for better bags,for 1f we are to make any money we will have to aim for the
higher price brackets,or else produce a large quantity of only one kind., “hat bag
rittings are being used, kinds of lining, what xind of frames will we use and at
what cost ? All of these are questions which have to be considered and answered.

To know what is being done in this field and to learn what the market trends and
trade requirments are,one must subscribe to the Trade and Gift Shop magazines. It 1s
necesary to know what other peorle are doing not with the idea of copving their work,
'but of improving onmes own work. It should be a matter of ethics with every craftsman
Dot to copy o.ners work,out to design ones own,and at the same time know what others
are doing in the same field. Also one must study the market to see if there is some
thing the public is asking for,of which there is a limited supply. See what is the
demand or what demand can be grested in an open market., Sometimes the guestion may
come up as to a thing being in or out of style. This was answered by & buyer for an
exclusive shop as follows;- "After all we tell our customers whet to buy by our
displays and so help set the style.” This is something which craftsman may well
think a good deal about,for recognizing markettrends is 2 most important rart of
this whole business of selling ores craft products.

Cost of Production. When cnes objective is to sell,it is essential to produce an
article 28 low in cost as i8 possible,and sell it for es much =s is possible., Some
of the items which make ur <this cost of production are the workroom and its loom
equipment,and the overhead charges which include rent, light, heet, working time,
etc.and some of the intangible values such as the time and effort of past years
spent to learn to weave,or on the study of design and color etc.for which no salary
was earned. The pfofessional craftsman should endeavor to make the present pay for
past effort and time as far ms possible, Heputation is another intangible value,
known more generelly in the commercial world as business good-will., Certainly every
one wishes to build up & good reputation and good will of the public. This is based
on a number of qualities, >ut sometimes it seems as though it were a matter of kuck
by being taken up by the right people, or on a certain degree of showmanship. But I
like to feel that the best resulvts come from ones having & definite purpose and
objective built up over a reriod of years, This 4s slow,but is dependable,sure,and

best in the long run of thingsy i+ has seemed to me,

The loom Roor.is this is the workroom,care and thought should be given to its equip-
ment and arrangment as to light, heat etc. There should be suitable closets for the
storage of yarns and threads. Piling cabinets ere useful for samples as well as for
correspondence, Chests of drawers for finished work and book cases for reference
books might also be considered as necesary furniture. And of course the number and
kind of looms must be carefully chosen. The loom should be one which fits the type
of weaving to be done, If heavy rugs are to be woven for sale the loom should be
built to meet wnlis requirwment, or if linens only are to be done,this might influence
one to choose a lighter easier loom %o operste.for instance if a person is intending
to weave dress meaterisl to sell, an example of an impractical loom to buy would be
an upright tepestry loom. aAlways get the best and easiest loom to do the weaving

you are planning to do on i%, end keep 1t in good condition and repeir. 7inders,warp
reels, bobbins and shuttles , reeds of several sizes should also be e part of good

loom room equipment.

Materials. Materials are the threads and yarns of the weaver's stock and trade. One
of the most important factors about this 1s the necessity for heving reliable sources
of supply where price 1s reesonable for the quelity purchased. Keep & supply of
sample cards and prices lista on hand always, and purchase in as large a quantity as
possible,in order to get the best prices possible.
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Value of ~ime. The value to put on ores weaving time is 2ifficult %o sclve., The
ameteur weaver usuelly reckons her cost of msterials axzc¢ hours of Iine spenti,tutl
never stcps tc consider 1f that time -~as any maerket value in a comretitive market or
not.Generslly it hes not. Recently I saw a handwoven coet,all the wool nsumdspun and
band dyed,wnic: had been woven on ar 18" tapestiry loom. It was merkxed 2or sale and
the price $1000. Now I knew,elthough the general public would not xzow, that thl
coat,from the point of the time spent in the maeking of it,might possitly be worth
that muck. But this price was ridiculous,because the woman who had the 31000. to
spend for & coet,would prefer something quite dif?erent from that one, both in style
as well as gquelity. This gquestion of time needs much study, for on this depends to

a great extent whether 1t pays to weeve a certain article for sele or aot, the market
£or the erticle must be considered. Several years ago & weelthy customer of zine
asked me to meke & dozen fine all wool sheets,end came to me to see whet I would
weave them for ner 2or. I told her §50.00 each. She geve me the order =n? made an
advanced paymernt of one half the purctess price at once. This might gses® st “irst
too much, but I know that for commercial ones she would have to pey $40.00 esach,and
she wanted the handmade ones. They were woven of Bernat's finest Zeshmir wool varn
and very beauti®ul when finished. The point is here that the market came to ==, Iz

I hed woven those sheets first and then tried to sell them for $50.00 each,the prob-
lem of finding the customer would have been prectically impossible,which wes the
important factor in this whole thing. This brings us to the question ol marketing

of handweeving which will be later discussed. Careful time recorcs should be xedt

on all articles mede for sele. In estimating the cost of an article,Zigure in the
time for setting up the loom and prepering to weave, the amount of war: required etc.
Threading time 2nd set up is generally easy to estimate et about 120 trhreeds &n hour
for the width o? the loom. Fossibly some people mey thread much faster than that.Feor
a simple threesding draft one could do it much quicker then a comrliceied thresding

with many chanzes.

Reckoning the actuel Cost of an article. First consider the quantity,kxind, ernd orice
of the yarns ancé threads used,second the number of hours Zor the weaving &t so much
perhour. To this add perheps 50% or so for the overhead charges eic. In this way you

can arrive et a selling price.

rroblem es in seliling any
other article,erd the serious craftsmen should arproack it in that way. Selling to
ones friends mey be an easy way to begin or it may mot. It has elwavs seemed tO me
to be the best policy not $o sell to my intimate friends on account of personeal
problems which z=ight enter into the transaction. There 1is beginning in this country
now meny craft orgazizations which are offerging outlets for weaving. Wenvers should
identify themselves with this movement and become a part of 1t. They should subscribe
for craft and other megezines which might help to give them new idees and ways of
working, and to learn of needs of the markets trey wish to contact. local exhibits
at church or county and state fairs may help to gain a reputation,although they may
not be especially profitable from the point of view of seles. The question often
comes up &s to whether it is advisable to sell outright or on cousigumeat. Of course
1f you can sell outright,you know your sale 1s made whether it is to e shop or a

person. There are several important points which will be listed belowwhich I hope

will be of help.
1. If selling on consignmert,know to whom you are consigning your weaving,the type
of shop they have,the kind of trade they have, whether your thizgs will be insured

ageinst fireand theft or not etc. or in other workds knoW the shop.

How To 3ell Eendweeving. Eere we have the same business

2. Find out the kind of weaving they want, and then give them what they went, or

else create something they wert to sell. Simply because you mey think your things

are all right does not make them so,if that particular shop does not likxe them or

fed)s that thesr customerswill not buy them. heep in personel touch with the shop,
know what sells and what does not,yourself, and whv, if possible.

3. And always be sure vour weaving is styled right as well as perc®
made up. Keep tc standcard sizes,and to season colors alse for success.

ectlv wovern =nd
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