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Purpose Of Business Plan

Purpose

This business plan will set out the strategy for "Company Name XYZ", a UK-based, founder-led
business that will deliver an innovative, scalable, digital-first art gallery model. It will be
submitted in support of an application under the UK Innovator Founder Visa route and will
demonstrate compliance with Investors’ criteria of Innovation, Viability, and Scalability.

Market Rationale

The plan will address inefficiencies in the UK art market, where traditional galleries create high
entry barriers for artists and many online platforms lack professional curation and buyer trust.
"Company Name XYZ" will respond through a micro-curated, technology-enabled platform that
will improve market access for artists while offering buyers a guided and confidence-driven
purchasing experience.

Business Proposition

The business will operate a commission-based, inventory-light model, combining professional
curation with digital discovery tools to deliver a cost-efficient and scalable alternative to
traditional galleries. This approach will align with contemporary buying behavior and will
reduce operational risk during the early stages of the business.

Founder-Led Delivery and Growth

The plan will define a controlled market entry led directly by the founder, ensuring curatorial
integrity, commercial discipline, and strategic oversight. It will set out a clear pathway for
sustainable growth through digital expansion, artist onboarding, and later hybrid development,
supporting long-term commercial viability and scalability.
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Executive Summary

The Market

The UK online art market represents a structurally
established and growing segment of the wider art economy.
Valued at approximately £570 million in 2024, the market is
expected to exceed £600 million in 2025, supported by
sustained digital adoption and cross-border demand.
Medium-term growth is projected at a 6.5–7.0% CAGR, with
market size forecast to reach £820–£880 million by 2030
and surpass £1.0 billion by 2033.

Growth is primarily driven by mid-priced artworks, prints,
photography, and emerging artists, while high-value
transactions increasingly follow hybrid online-offline models.

Goals

 To establish a UK-based, digital-first curated art platform
that will connect contemporary artists with private,
interior-led, and commercial buyers through a
professionally curated and trust-driven online experience.

 To develop and validate a commercially viable
commission-based model with predictable margins and
minimal operational risk, generating sustainable early-
stage revenue without holding physical inventory.

 To onboard and professionally curate a select portfolio of
emerging and mid-level artists, supporting their
commercial development while maintaining high curatorial
standards and market differentiation.

 To leverage digital and AI-enabled tools to enhance
artwork discovery, buyer engagement, and personalized
guidance, improving conversion rates and buyer
confidence in online art purchasing.

 To scale the business over time into a hybrid digital-
physical gallery model, expanding into higher-value
collectors, corporate clients, and international markets
while retaining founder-led control and strategic oversight.
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Executive Summary

The Management

"Company Name XYZ" will be founder-led and centrally
managed by "Owner Name XYZ", who will serve as Founder,
Director, and Lead Curator. He will be responsible for the
strategic direction of the business, curatorial oversight,
platform development supervision, and commercial
execution.

The founder will manage artist selection and onboarding,
curate digital exhibitions, oversee pricing and commission
structures, and lead buyer engagement and partnerships. He
will also be responsible for day-to-day operations, financial
oversight, marketing strategy, and compliance during the
early stages of the business.

As the business scales, additional specialist support in digital
operations, marketing, and technology will be engaged on a
phased basis, while strategic control and decision-making
will remain with the founder. This management structure
will ensure cost efficiency, curatorial integrity, and
disciplined growth, aligned with the requirements of a
founder-led innovative business.

Strengths and Benefits to 
the Economy

 The business will create skilled roles in curation, digital
operations, and creative management within the UK’s
creative economy.

 It will generate sustainable income opportunities for
artists by expanding market access without upfront
participation fees.

 The platform will contribute to innovation in the UK
digital and creative industries through technology-
enabled art commerce.

 It will support inbound and export revenue by attracting
UK and international buyers to a UK-based art platform.

 Educational and community initiatives will strengthen
skills development and social value within the creative
sector.
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Market Research
Market Overview

The UK online art market has evolved from a
supplementary sales channel into a structurally
embedded component of the national and global art
economy.

As of 2024, the UK online art market is valued at
approximately £570 million, reflecting the sustained post-
pandemic adoption of digital platforms by collectors,
galleries, and artists.

Online channels now account for a stable and meaningful
share of total art transactions, particularly within the
small-to-mid price segments where convenience, price
transparency, and cross-border accessibility are most
valued.

Looking ahead, the market is expected to exceed £600
million in 2025, supported by continued digital
engagement, international buyer participation, and the
UK’s role as one of the world’s leading art hubs.

Medium-term growth projections indicate a compound
annual growth rate (CAGR) of approximately 6.5–7.0%,
positioning the market to reach £820–£880 million by
2030 and to surpass £1.0 billion by 2033.

This growth trajectory reflects normalization rather than
speculative expansion, underpinned by behavioral shifts
rather than temporary market distortions.

Growth within the UK online art market is
predominantly volume-driven, with the
strongest demand concentrated in accessible
price ranges.

Artworks priced below £5,000, including
limited editions, photography, prints, and
works by emerging and mid-career artists,
account for the majority of online
transactions.

These categories align closely with online
consumer behavior, repeat purchasing
patterns, and younger collector
demographics.

In contrast, high-value transactions above
£50,000 continue to grow at a slower pace
online, often relying on hybrid models that
combine digital discovery with private sales
and physical viewing.

International demand plays a critical role in
sustaining market momentum. The UK’s
reputation for artistic credibility, combined
with efficient logistics and periods of
favorable exchange rates, enhances the
attractiveness of UK-listed works to overseas
buyers. Furthermore, ongoing advancements
in digital curation, provenance verification,
secure payment systems, and insured
shipping are reducing perceived risk and
improving buyer confidence.

Industry 
Revenue

£570 Million
2024

£1.0+ Billion
2033
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Market Research
Market Overview
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Revenue (£ Million)The projected increase in UK online art market revenue reflects
structural, behavioral, and commercial shifts rather than short-
term or speculative growth. The market expands from
approximately £570 million in 2024 to over £1.0 billion by 2033,
representing a steady mid-single-digit CAGR of around 6.5–7.0%.

The projected increase in UK online art market revenue reflects
structural, behavioral, and commercial shifts rather than short-
term or speculative growth. The market expands from
approximately £570 million in 2024 to over £1.0 billion by 2033,
representing a steady mid-single-digit CAGR of around 6.5–7.0%.

First, demand expansion is volume-led. Growth is driven by a rising
number of transactions in accessible price bands (typically below
£5,000), rather than sharp increases in average artwork prices.
Online platforms are particularly effective at converting demand for
prints, photography, editions, and works by emerging and mid-
career artists, which encourages repeat purchasing and consistent
annual revenue gains.

First, demand expansion is volume-led. Growth is driven by a rising
number of transactions in accessible price bands (typically below
£5,000), rather than sharp increases in average artwork prices.
Online platforms are particularly effective at converting demand for
prints, photography, editions, and works by emerging and mid-
career artists, which encourages repeat purchasing and consistent
annual revenue gains.

Second, digital adoption has become permanent. Collectors
increasingly view online channels as a primary method for
discovering, evaluating, and purchasing art. This normalization
supports incremental year-on-year revenue increases as trust in
online provenance, secure payments, insured logistics, and
transparent pricing improves.

Second, digital adoption has become permanent. Collectors
increasingly view online channels as a primary method for
discovering, evaluating, and purchasing art. This normalization
supports incremental year-on-year revenue increases as trust in
online provenance, secure payments, insured logistics, and
transparent pricing improves.

Third, international buyer participation strengthens revenue. UK-
based online platforms benefit from global reach, attracting
overseas collectors who are drawn by the UK’s strong artistic
reputation and, at times, favorable exchange rates. This expands
the addressable market beyond domestic demand without
proportional increases in fixed costs.

Third, international buyer participation strengthens revenue. UK-
based online platforms benefit from global reach, attracting
overseas collectors who are drawn by the UK’s strong artistic
reputation and, at times, favorable exchange rates. This expands
the addressable market beyond domestic demand without
proportional increases in fixed costs.

Third, international buyer participation strengthens revenue. UK-based
online platforms benefit from global reach, attracting overseas collectors
who are drawn by the UK’s strong artistic reputation and, at times, favorable
exchange rates. This expands the addressable market beyond domestic
demand without proportional increases in fixed costs.

Fourth, platform sophistication enhances monetization. Improvements in
curation, recommendation algorithms, and artist vetting increase conversion
rates and average order values over time. As platforms mature, they also
introduce complementary revenue streams such as curated collections,
limited releases, and premium artist placements, further supporting revenue
growth.

Finally, macro-economic normalization supports medium-term upside.
While short-term consumer confidence may fluctuate, long-term forecasts
assume gradual stabilization in discretionary spending, allowing online art
sales to grow in line with broader digital commerce trends.

Third, international buyer participation strengthens revenue. UK-based
online platforms benefit from global reach, attracting overseas collectors
who are drawn by the UK’s strong artistic reputation and, at times, favorable
exchange rates. This expands the addressable market beyond domestic
demand without proportional increases in fixed costs.

Fourth, platform sophistication enhances monetization. Improvements in
curation, recommendation algorithms, and artist vetting increase conversion
rates and average order values over time. As platforms mature, they also
introduce complementary revenue streams such as curated collections,
limited releases, and premium artist placements, further supporting revenue
growth.

Finally, macro-economic normalization supports medium-term upside.
While short-term consumer confidence may fluctuate, long-term forecasts
assume gradual stabilization in discretionary spending, allowing online art
sales to grow in line with broader digital commerce trends.
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Market Research
Demand Determinants

The performance of products and services in the UK online art market reflects both structural shifts in buyer behavior and distinct differences across 
artistic categories and service offerings. Overall growth is uneven: accessible and digitally native formats are thriving, while high-value transactions are 
increasingly hybrid and cautious.

Artwork Categories — Strong Performance

Prints, Photography, and Editions

 Top performers online. These categories are well suited to
digital consumption due to lower price points (£100–£5,000),
high visual appeal in online galleries, and ease of shipping.

 Repeat purchases common: Buyers often return for multiple
prints or photography pieces once they trust a platform.

Emerging & Mid-Career Artists

 Growing demand: Platforms that showcase curated selections
of newer artists are seeing expanding interest, particularly
from younger collectors.

 Value perception: Buyers are willing to pay premiums when
provenance and storytelling support artistic value.

Limited Releases & Curated Collections

 Strong conversion: Limited editions and themed collections
(e.g., urban art series) perform well, generating urgency and
exclusivity online.

High-Value and Trophy Works — Slower Online Traction

High-Value Originals (£50,000+)

 Selective performance: Very high-ticket artworks are
increasingly discovered online but often conclude through hybrid
channels (private viewings, auction houses, dealer negotiation).

 Role of offline trust: High net-worth buyers still prefer physical
inspection and personal advisor involvement.

Auction House Offerings

 Moderate online performance: Auction platforms provide online
bidding accessibility, but significant lots depend on offline
catalogue exposure and live events.
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Market Research
Demand Determinants

Platform Services — User Experience Drives Success

Digital Curation & Discovery Tools

 High engagement: Platforms with intelligent categorization, 
personalized recommendations, and editorial storytelling see 
better browsing and conversion metrics.

Trust and Assurance Services

 Performance booster: Works that include provenance 
documentation, condition reports, return guarantees, and 
secure payment systems outperform basic listings in buyer 
confidence and revenue.

Logistics & Fulfilment

 Differentiator: Efficient fulfillment with insured shipping and 
professional packaging improves customer satisfaction and 
repeat purchases.

Pricing and Purchase Behavior

 Accessibility favors lower to mid-price bands. These 
categories dominate transaction volume and platform 
growth.

 Premium price reticence persists. Buyers in higher price 
bands expect personalized service and hybrid buying 
models.



Market Research
Competitors
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How "Company Name XYZ" Is DifferentServices OfferedCompetitor

"Company Name XYZ" will operate as a micro-curated gallery, not a mass 
marketplace, offering deeper curatorial storytelling, guided discovery, and a 
more selective artist roster.

Global online marketplace for original 
art and printsSaatchi Art

Unlike Rise Art’s standardized curation, Curated Frame will apply a micro-
curatorial and artist-centric approach, combined with immersive digital tools 
and hybrid expansion plans.

Online curated art sales and rentalsRise Art

Curated Frame will differentiate through professional curation, buyer guidance, 
and thematic exhibitions, rather than open listings and self-managed artist 
storefronts.

Artist-to-buyer online marketplaceArtfinder

Unlike periodic, event-based fairs, Curated Frame will offer a continuous digital 
platform with long-term artist representation and ongoing buyer engagement.

Physical and digital art fairs for emerging 
artistsThe Other Art Fair

Curated Frame will place stronger emphasis on cultural storytelling, artist 
development, and community engagement, supported by technology-driven 
buyer experiences.

Online sales of original fine artZatista



Market Research
Competitive Advantage

Curator-Led, Micro-Curated Model

"Company Name XYZ" operates as a
professionally curated gallery, not an open
marketplace. Artists and artworks are carefully
selected and presented through a micro-
curatorial approach that priorities individual
artistic voices, cultural context, and narrative
depth rather than volume.

Fair and Sustainable Artist 
Representation

Unlike traditional galleries that rely on pay-to-
exhibit or high fixed costs, the business
operates on a commission-based, inventory-
light model, offering fair representation to
artists without upfront fees while maintaining
commercial sustainability.

Buyer-Centric Discovery and Confidence

The platform is designed around the buyer
experience, offering guided discovery, clear
contextual information, and transparent
pricing. This approach reduces uncertainty in
online art purchasing and builds trust, which is
often lacking in large, self-listed marketplaces.

Hybrid Long-Term Growth Strategy

"Company Name XYZ" combines a digital-first
platform with plans for a future physical
experience space, educational initiatives, and
community engagement. This hybrid approach
supports long-term brand building, cultural
impact, and scalable growth beyond
transactional sales.

Technology-Enabled Engagement

The gallery integrates AI-supported discovery
and immersive visualization tools to help
buyers explore and understand artworks
before purchase. This transforms art buying
from passive browsing into an interactive and
informed experience.
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Market Research
SWOT Analysis

Strength
 Curator-led, micro-curation model 

delivering depth, trust, and 
differentiation versus open 
marketplaces.

 Buyer-centric digital experience with 
guided discovery and immersive 
visualization features.

 Founder expertise combining gallery 
operations, curation, and business 
management.

 Scalable digital platform enabling 
national and international reach 
without physical constraints.

Weakness
 Early-stage brand awareness, 

requiring time and investment to 
build recognition.

 Reliance on digital acquisition 
channels, which can be 
competitive and cost-sensitive.

Opportunity
 Growing demand for online art 

purchasing among digitally fluent 
buyers.

 Expansion into corporate, interior, 
and hospitality segments with 
higher average order values.

 International online sales without 
major infrastructure investment.

 Educational programs and 
workshops creating additional 
revenue and community 
engagement.

Threats
 Intensifying competition from 

large online marketplaces and 
hybrid galleries.

 Changing consumer spending 
patterns affecting discretionary art 
purchases.

 Platform imitation risk, particularly 
around visible digital features.

 Regulatory changes relating to 
data protection, e-commerce, or IP 
compliance.

14



Market Research
Sources
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Complete Web AddressDescription / RelevancePublisherSource TitleS No.

https://theartmarket.artbasel.com
Authoritative global art market data, 
including online sales share and regional 
distribution

Art Basel & UBSThe Art Market Report 20251

https://www.grandviewresearch.com/hori
zon/outlook/online-art-market/uk

Market size, growth forecasts, and online 
art market trends for the UKGrand View ResearchUK Online Art Market 

Outlook2

https://www.hiscox.co.uk/online-art-
trade-report

Consumer behavior, online buying trends, 
and demand determinants in the art 
market

HiscoxOnline Art Trade Report3

https://www.artscouncil.org.uk/research-
and-data

Digital adoption and regional distribution of 
arts activity in the UKArts Council EnglandArt and the Internet4

https://www.gov.uk/government/statistics
/dcms-sector-economic-estimates

Regional concentration of creative and 
cultural businesses across the UK

UK Department for 
Culture, Media & Sport 
(DCMS)

UK Creative Industries 
Economic Estimates5

https://www.ft.com/art-market
Analysis of UK art market performance, 
regional concentration, and 
macroeconomic impact

Financial TimesUK Art Market Overview6

https://www.barrons.com/articles/art-is-
in-a-bear-market-a-trade-war-wont-help-
c23340be

Commentary on art market cycles and 
buyer sentiment affecting online salesBarron’sThe Global Art Market in 

Transition7

https://www.nesta.org.uk/report/digital-
culture/

Technology adoption, digital platforms, and 
regional creative ecosystemsNestaDigital Transformation in the 

Arts8

https://www.ons.gov.uk/peoplepopulation
andcommunity/culturalidentity

Regional data supporting cultural and 
creative business concentration

Office for National 
Statistics (ONS)

Arts, Culture and Heritage 
Locations9
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Business Model
The Entity

"Company Name XYZ" will be incorporated as a private limited company in the United
Kingdom and will operate as a founder-led, digital-first art business with a long-term
hybrid growth strategy. The company will be wholly owned and controlled by the
founder, ensuring clear governance, streamlined decision-making, and alignment with
the Innovator Founder Visa requirement for active founder involvement.

The entity will be established to deliver a professionally curated online art gallery
platform that connects contemporary artists with private buyers, interior-led clients,
and small commercial customers. The company will operate primarily through a
commission-based model, earning revenue only when artworks are sold. Artworks will
be offered on a consignment basis, meaning the entity will not hold physical
inventory, thereby reducing capital exposure, storage costs, and operational risk
during the early stages of growth.

"Company Name XYZ" will be structured to support scalability and flexibility, allowing
the business to expand artist representation, buyer reach, and curated collections
without proportional increases in fixed costs. The digital platform will serve as the
core operational asset of the entity, supported by curated online exhibitions, artist
profiles, and integrated e-commerce functionality. Over time, the company will
introduce a physical experience space designed to complement online operations
rather than replace them, functioning as a showroom, consultation hub, and
exhibition venue.

From a governance perspective, the entity will maintain lean operational systems,
with the founder overseeing strategy, curation, and commercial activity. Specialist
services such as technology development, marketing, and legal compliance will be
engaged as required, ensuring cost efficiency and professional standards without
over-expansion.

The entity will operate in compliance with UK company law, tax regulations,
intellectual property frameworks, and data protection requirements. Its structure will
support sustainable growth, innovation in the creative sector, and long-term
commercial viability, positioning "Company Name XYZ" as a credible, scalable, and
well-governed business within the UK creative economy.

Name: "Company Name XYZ"

Business: Digital-first curated art gallery
specializing in the online exhibition and sale of
contemporary artworks through a commission-
based model.

Location: United Kingdom.

Geographical Focus: United Kingdom initially,
with international sales through the online
platform in later stages.

Management: "Owner Name XYZ" – Founder
and Director.

Target Customers: UK-based emerging art
buyers and interior-led residential and small
commercial clients seeking curated
contemporary art.
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Business Model
Vision : Mission: Goals

Mission Values

Vision

To deliver a curated, digital-
first art platform that 
connects contemporary 
artists with buyers through 
fair, transparent, and 
accessible art commerce.

Curatorial integrity, Fair 
access, Innovation, 
Inclusivity, SustainabilityTo become a leading UK 

hybrid art gallery 
redefining how 
contemporary art is 
discovered and purchased 
through innovation and 
curation.

 To establish a UK-based, digital-first curated art platform that will connect contemporary artists with private, interior-led, and
commercial buyers through a professionally curated and trust-driven online experience.

 To develop and validate a commercially viable commission-based model with predictable margins and minimal operational risk,
generating sustainable early-stage revenue without holding physical inventory.

 To onboard and professionally curate a select portfolio of emerging and mid-level artists, supporting their commercial development
while maintaining high curatorial standards and market differentiation.

 To leverage digital and AI-enabled tools to enhance artwork discovery, buyer engagement, and personalized guidance, improving
conversion rates and buyer confidence in online art purchasing.

 To scale the business over time into a hybrid digital-physical gallery model, expanding into higher-value collectors, corporate clients, and
international markets while retaining founder-led control and strategic oversight.

 To establish a UK-based, digital-first curated art platform that will connect contemporary artists with private, interior-led, and
commercial buyers through a professionally curated and trust-driven online experience.

 To develop and validate a commercially viable commission-based model with predictable margins and minimal operational risk,
generating sustainable early-stage revenue without holding physical inventory.

 To onboard and professionally curate a select portfolio of emerging and mid-level artists, supporting their commercial development
while maintaining high curatorial standards and market differentiation.

 To leverage digital and AI-enabled tools to enhance artwork discovery, buyer engagement, and personalized guidance, improving
conversion rates and buyer confidence in online art purchasing.

 To scale the business over time into a hybrid digital-physical gallery model, expanding into higher-value collectors, corporate clients, and
international markets while retaining founder-led control and strategic oversight.

Goals



Print-on-
Demand 
Artworks

The business will offer 
limited and open-edition 

prints produced only after 
purchase. This model will 

support accessible pricing, 
reduce waste, and allow 
artists to reach a broader 
audience without upfront 

production costs.

Curated 
Original 

Artwork Sales

The gallery will facilitate the 
sale of original 

contemporary artworks 
through a professionally 
curated online platform. 

Revenue will be generated 
via a commission on each 

completed sale, with 
artworks provided by artists 
on a consignment basis to 
minimize inventory risk.

5

Business Model
Products & Services

Framing and 
Finishing 
Services

Optional framing and 
finishing services will be 

offered to buyers, providing 
ready-to-hang artworks and 

a seamless end-to-end 
purchasing experience.
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Innovation

Digital-First and Micro-Curated Business Model

"Company Name XYZ" will introduce a digital-first, micro-
curated gallery model that departs from traditional, space-
dependent galleries and uncurated online marketplaces. The
business will remove high overheads and pay-to-participate
barriers for artists while offering buyers a professionally
guided and trust-based purchasing experience.

"Company Name XYZ" will introduce a digital-first, micro-
curated gallery model that departs from traditional, space-
dependent galleries and uncurated online marketplaces. The
business will remove high overheads and pay-to-participate
barriers for artists while offering buyers a professionally
guided and trust-based purchasing experience.

Buyer-Centric, Technology-Driven Experience

A core innovation of the business will be its technology-
driven, buyer-centric discovery and purchase experience. The
platform will integrate AI-powered recommendation tools to
guide buyers based on preferences, browsing behavior, and
curatorial themes, transforming art discovery from static
browsing into an interactive, curated journey. To further
reduce uncertainty in online art purchasing, the platform will
incorporate AR and VR visualization tools, enabling buyers to
preview artworks at true scale within simulated or real
environments before purchase. This immersive functionality
will enhance buyer confidence and decision-making and is
not yet widely adopted across the UK gallery sector.

A core innovation of the business will be its technology-
driven, buyer-centric discovery and purchase experience. The
platform will integrate AI-powered recommendation tools to
guide buyers based on preferences, browsing behavior, and
curatorial themes, transforming art discovery from static
browsing into an interactive, curated journey. To further
reduce uncertainty in online art purchasing, the platform will
incorporate AR and VR visualization tools, enabling buyers to
preview artworks at true scale within simulated or real
environments before purchase. This immersive functionality
will enhance buyer confidence and decision-making and is
not yet widely adopted across the UK gallery sector.

Micro-Curatorial Presentation and Storytelling

The business will apply a micro-curatorial approach,
presenting individual artists and artworks through focused
digital exhibitions, narratives, and thematic collections. This
ensures each work is contextualized culturally and
conceptually, differentiating the platform from generic online
listings and strengthening buyer engagement.

The business will apply a micro-curatorial approach,
presenting individual artists and artworks through focused
digital exhibitions, narratives, and thematic collections. This
ensures each work is contextualized culturally and
conceptually, differentiating the platform from generic online
listings and strengthening buyer engagement.

Inventory-Light and Scalable Operations

Operational innovation will be delivered through an
inventory-light, on-demand model, where artworks and
prints are supplied only after sale. This approach reduces
waste, limits financial risk, and enables scalable growth
without proportional increases in fixed costs.

Operational innovation will be delivered through an
inventory-light, on-demand model, where artworks and
prints are supplied only after sale. This approach reduces
waste, limits financial risk, and enables scalable growth
without proportional increases in fixed costs.

Hybrid Digital-Physical Expansion

In later stages, the business will combine its digital platform
with a physical experience space equipped with digital and
immersive tools. This hybrid model will support higher-value
sales, consultations, and exhibitions while preserving the
efficiency and scalability of a digital-first operation.

In later stages, the business will combine its digital platform
with a physical experience space equipped with digital and
immersive tools. This hybrid model will support higher-value
sales, consultations, and exhibitions while preserving the
efficiency and scalability of a digital-first operation.
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Scalability

Platform-Based Growth Without Physical Constraints

"Company Name XYZ" will scale through a digital platform
model that allows the business to expand its customer base,
sales volume, and geographic reach without reliance on
physical gallery space. Because artworks are exhibited and
sold online, the business will not be limited by location,
opening hours, or exhibition capacity.

"Company Name XYZ" will scale through a digital platform
model that allows the business to expand its customer base,
sales volume, and geographic reach without reliance on
physical gallery space. Because artworks are exhibited and
sold online, the business will not be limited by location,
opening hours, or exhibition capacity.

Revenue Growth Without Proportional Cost Increases

The commission-based, consignment model will enable
revenue to increase without a corresponding rise in fixed
costs. As sales volumes grow, the business will not require
additional inventory investment or storage, allowing margins
to remain stable while revenues scale.

The commission-based, consignment model will enable
revenue to increase without a corresponding rise in fixed
costs. As sales volumes grow, the business will not require
additional inventory investment or storage, allowing margins
to remain stable while revenues scale.

Repeatable Artist Onboarding and Curation Process

Scalability will be supported by a structured and repeatable
artist onboarding framework, enabling the gallery to increase
the number of represented artists each year while
maintaining quality control. Digital exhibitions and themed
collections will allow multiple artists to be presented
simultaneously without additional operational complexity.

Scalability will be supported by a structured and repeatable
artist onboarding framework, enabling the gallery to increase
the number of represented artists each year while
maintaining quality control. Digital exhibitions and themed
collections will allow multiple artists to be presented
simultaneously without additional operational complexity.

Expansion Across Customer Segments and Markets

Once established in the UK market, the business will scale by
expanding into international buyers, higher-value collectors,
and corporate and interior-design clients. These segments
will increase average order values and repeat business
without altering the core operating model.

Once established in the UK market, the business will scale by
expanding into international buyers, higher-value collectors,
and corporate and interior-design clients. These segments
will increase average order values and repeat business
without altering the core operating model.

Gradual Team and Infrastructure Expansion

As demand increases, the business will scale through the
phased addition of specialist support roles in areas such as
marketing, technology, and operations. This will allow the
company to grow beyond founder capacity while maintaining
operational efficiency and cost control.

As demand increases, the business will scale through the
phased addition of specialist support roles in areas such as
marketing, technology, and operations. This will allow the
company to grow beyond founder capacity while maintaining
operational efficiency and cost control.
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Viability

Clear Revenue Model and Early Cash Generation

"Company Name XYZ" will operate a commission-based
revenue model, generating income from the sale of original
artworks, print-on-demand editions, and related services.
Revenue will be earned only when a sale is completed,
ensuring immediate cash inflows and alignment between
commercial performance and operating costs.

"Company Name XYZ" will operate a commission-based
revenue model, generating income from the sale of original
artworks, print-on-demand editions, and related services.
Revenue will be earned only when a sale is completed,
ensuring immediate cash inflows and alignment between
commercial performance and operating costs.

Low Financial Risk and Cost-Efficient Structure

The business will maintain low fixed costs by operating
without physical inventory or permanent gallery premises
during the early stages. Artworks will be supplied on a
consignment and on-demand basis, eliminating storage,
unsold stock risk, and upfront production costs. This
structure will support sustainable operations even at modest
sales volumes.

The business will maintain low fixed costs by operating
without physical inventory or permanent gallery premises
during the early stages. Artworks will be supplied on a
consignment and on-demand basis, eliminating storage,
unsold stock risk, and upfront production costs. This
structure will support sustainable operations even at modest
sales volumes.

Defined Target Market and Demand Alignment

The business will initially target UK-based emerging and mid-
level art buyers and interior-led clients who are digitally
active and comfortable purchasing art online. This segment
demonstrates shorter purchasing cycles, repeat-purchase
potential, and growing demand for curated contemporary
art, supporting predictable and sustainable revenue
generation.

The business will initially target UK-based emerging and mid-
level art buyers and interior-led clients who are digitally
active and comfortable purchasing art online. This segment
demonstrates shorter purchasing cycles, repeat-purchase
potential, and growing demand for curated contemporary
art, supporting predictable and sustainable revenue
generation.

Founder Experience and Operational Capability

Commercial viability will be supported by the founder’s
direct experience in gallery operations, curation, sales,
administration, and project management. Founder-led
execution will reduce dependency on external management
and ensure disciplined financial control, operational
oversight, and informed decision-making.

Commercial viability will be supported by the founder’s
direct experience in gallery operations, curation, sales,
administration, and project management. Founder-led
execution will reduce dependency on external management
and ensure disciplined financial control, operational
oversight, and informed decision-making.

Phased Growth and Financial Sustainability

The business will follow a phased growth strategy, prioritizing
revenue validation, customer acquisition, and cost control
before expansion. Reinvestment of early revenues into
platform development and marketing will support long-term
sustainability and reduce reliance on external funding.

The business will follow a phased growth strategy, prioritizing
revenue validation, customer acquisition, and cost control
before expansion. Reinvestment of early revenues into
platform development and marketing will support long-term
sustainability and reduce reliance on external funding.
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Technology Readiness Level (TRL) – Platform Assessment

Evidence / NotesStatus for "Company 
Name XYZ"TRL DescriptionTRL Level

Digital gallery concept, commission-based model, and 
buyer-centric approach identified through desk 
research and industry analysis.

CompletedBasic principles observedTRL 1

Platform architecture, curatorial framework, revenue 
streams, and phased feature roadmap defined.CompletedTechnology concept formulatedTRL 2

Market research conducted, user journeys mapped, 
and functional requirements established.CompletedExperimental proof of conceptTRL 3

Domain secured; website structure, content model, 
and e-commerce workflows planned; development 
preparation underway.

In ProgressTechnology concept validatedTRL 4

Platform prototype to be tested with early users, 
including curated exhibitions and live sales testing.Planned (Year 1)Technology validated in relevant environmentTRL 5

Fully functional platform with real transactions, artist 
onboarding, and customer engagement.Planned (Year 1–2)Technology demonstrated in operational 

environmentTRL 6

Advanced digital features integrated and tested with 
growing user base.Planned (Year 2)System prototype in operational environmentTRL 7

Platform optimized for performance, security, and 
scalability.Planned (Year 2–3)System complete and qualifiedTRL 8

Stable, scalable platform with consistent revenue and 
international reach.Planned (Year 3+)System proven in operational environmentTRL 9
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Key Success Factors

Strong Curatorial Quality and 
Differentiation

The business will maintain high
curatorial standards through a
structured artist selection and micro-
curation approach, ensuring clear
differentiation from uncurated online
art platforms.

Strong Artist Relationships and Retention

Fair representation, transparent commissions, and
professional development opportunities will
encourage long-term artist partnerships and a stable
supply of high-quality work.

Founder Expertise and Active Involvement

The founder’s direct experience in gallery
operations, curation, and commercial delivery
will support effective execution and
disciplined decision-making.

Cost-Efficient Operating Model

The inventory-light, commission-based structure will
enable the business to operate sustainably with low
fixed costs and controlled financial risk.

Effective Digital Marketing and Visibility

Consistent use of targeted digital marketing, content
storytelling, and search optimization will support
customer acquisition and brand growth.

Buyer Trust and Confidence

A professionally curated presentation,
transparent pricing, and guided purchasing
experience will build buyer confidence and
encourage repeat purchases.

Scalable Digital Platform

The digital-first platform will allow the business
to expand artist representation, customer
reach, and sales volumes without proportional
increases in operational complexity.



Business Model

24

Beneficiaries of "Company Name XYZ"

Artists
Emerging and mid-level artists will benefit from professional curation, commercial exposure, and fair, 
commission-based representation without upfront participation fees.

Art Buyers
Private collectors, interior-led clients, and small commercial customers will benefit from a curated, 
transparent, and confidence-driven art purchasing experience supported by professional guidance.

Interior Designers and Corporate Clients
Design professionals and businesses will benefit from access to cohesive, curated art collections tailored to 
project requirements, timelines, and budgets.

The UK Creative Economy
The business will contribute to employment, digital innovation, and export of creative goods, supporting 
growth within the UK’s cultural and creative industries.

Local Communities and Cultural Audiences
Educational initiatives, workshops, and community-focused programs will provide cultural value, skills 
development, and broader access to contemporary art.
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Current State of Platform Development – "Company Name XYZ"
DescriptionCurrent StatusArea

The business model, curatorial vision, revenue streams, and phased growth strategy 
have been clearly defined and documented in the business plan.DefinedBusiness Concept

The business name "Company Name XYZ" has been finalized, with a clear brand 
positioning focused on curation, accessibility, and digital-first art commerce.Established (Foundational)Brand Identity

The domain name for Curated Frame Art Gallery has been secured as the primary digital 
asset for platform development.SecuredDomain & Digital Assets

A micro-curatorial approach has been established, defining artist selection criteria, 
thematic presentation, and exhibition structure for the platform.DevelopedCuratorial Framework

An initial pool of artists has been identified through the founder’s professional network, 
ready for onboarding during the launch phase.Initial Pipeline IdentifiedArtist Network

The structure of the website has been mapped, including artist profiles, curated 
collections, digital exhibitions, and e-commerce functionality.PlannedPlatform Design & Structure

Core digital features, including AI-supported discovery tools and immersive visualization 
capabilities, have been conceptually defined for phased implementation.Conceptual StageTechnology Features

Online sales functionality, payment processing, and order management workflows have 
been scoped for development in the initial build phase.PlannedE-commerce Functionality

Company incorporation planning, IP protection strategy, and compliance with UK data 
protection and consumer regulations are underway.In ProgressLegal & Compliance

A physical experience space has been planned as a later-stage development to 
complement the digital platform once online operations are established.Future PhasePhysical Gallery Element
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Key Features of the Platform

Curated Artist Profiles and Digital 
Exhibitions

The platform will feature
professionally curated artist profiles
and themed digital exhibitions,
presenting artworks with contextual
narratives, material insights, and
cultural relevance to enhance buyer
understanding and engagement.

Analytics and Performance Insights

Data and analytics features will provide insights into
buyer behavior, artwork performance, and
engagement trends, supporting informed curatorial
decisions and continuous platform optimization.

Immersive Artwork Visualization

The platform will incorporate
immersive visualization features that
allow buyers to preview artworks at
true scale within simulated or real
environments, reducing uncertainty and
increasing confidence in online
purchasing decisions.

AI-Supported Artwork Discovery

AI-enabled tools will assist buyers
through personalized recommendations
and guided browsing, helping users
discover relevant artworks based on
preferences, interaction behavior, and
curatorial themes.

Artist Dashboard and Portfolio 
Management

Artists will be provided with dedicated
dashboards to manage their profiles,
upload artworks, track sales activity, and
monitor engagement, supporting
transparency and professional portfolio
development.

Secure E-Commerce and Transaction 
Management

Integrated e-commerce functionality
will support secure artwork
purchases, print-on-demand ordering,
and optional framing services,
ensuring a smooth and reliable end-
to-end transaction process.

Scalable Digital Infrastructure

The platform will be built on a scalable
digital architecture that supports the
ongoing addition of artists, collections,
and users without compromising
performance, user experience, or
curatorial quality.

Curatorial Content and Storytelling Tools

The platform will include tools for publishing
curatorial essays, artist interviews, and thematic
content, strengthening storytelling, buyer education,
and cultural value.
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Intellectual Property Protection Strategy

Ownership and Copyright Protection

"Company Name XYZ" will ensure that all
artworks remain under the copyright
ownership of the respective artists, in line
with standard art market practice. Clear
consignment and representation agreements
will define the rights granted to the gallery for
exhibition, sale, marketing, and limited digital
reproduction, ensuring legal clarity and
protection for both parties.

Brand and Trademark Protection

The gallery will protect its commercial
identity through the registration of its
brand name and logo as trademarks in
the UK, with extensions to other
jurisdictions as international activity
increases. This will safeguard brand
reputation and prevent imitation or
misuse by competitors.

Platform and Data Protection

Proprietary platform content, user data, and analytics
will be protected through data access controls,
confidentiality obligations, and compliance with UK
data protection regulations. Insights generated from
buyer behavior and engagement will remain
confidential and will not be shared externally.

Digital Content Protection

All digital artwork images, curatorial texts,
and editorial content displayed on the
platform will be protected through
watermarking, controlled-resolution display,
and secure hosting practices. These measures
will reduce the risk of unauthorized copying
or distribution of digital assets.

Ongoing Compliance and Monitoring

The business will regularly review and
update its IP protection measures to
ensure continued compliance with UK
and international intellectual property
laws, responding proactively to
infringement risks as the platform scales.

Artist Agreements and Licensing

Formal written agreements will be used to specify the
scope of use, licensing terms, and reproduction rights
for artworks, images, and digital content displayed on
the platform. These agreements will restrict
unauthorized copying, resale, or commercial use of
artworks beyond agreed terms, protecting artists’
intellectual property while enabling legitimate sales
activity.
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Research and Development (R&D) Strategy

Curatorial Research and Content Development

"Company Name XYZ" will undertake continuous curatorial research to identify
emerging artistic practices, contemporary themes, and evolving buyer
preferences. This research will inform artist selection, exhibition themes, and the
development of curated collections, ensuring the platform remains culturally
relevant and commercially aligned.

Market and Buyer Insight Research

The business will analyze buyer behavior,
purchasing patterns, and engagement data
to refine pricing strategies, presentation
formats, and customer journeys. Insights
gained will be used to improve conversion
rates, repeat purchases, and overall
platform performance.

Digital Platform and Feature Development

R&D activities will focus on the incremental development and testing
of digital features, including AI-supported artwork discovery,
personalized recommendations, and immersive visualization tools.
Features will be introduced in phases, tested with users, and refined
based on performance and feedback to ensure technical feasibility
and user value.

Artist Engagement and Professional Development

The gallery will invest in R&D related to artist engagement
models, exploring new ways to support portfolio development,
storytelling, and professional growth. Feedback from artists
will inform improvements to onboarding processes,
dashboards, and exhibition formats.

Pilot Testing and Continuous 
Improvement

New curatorial formats, digital tools, and
service offerings will be piloted on a
small scale before wider rollout. This
approach will minimize risk, validate
demand, and ensure that innovation
remains commercially viable and
scalable.
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Key Strategic Partnerships

Strategic BenefitPurpose of PartnershipType of PartnerPartner Category

Ensures consistent quality, diversity 
of work, and long-term content for 
the platform

Supply original artworks and participate 
in curated exhibitionsEmerging and mid-level artistsArtists & Creative Practitioners

Enables scalable fulfilment with no 
inventory risk

Produce limited and open-edition prints 
on demand

UK-based print-on-demand 
providersPrint & Production Partners

Supports customer satisfaction and 
reliable order fulfilmentFrame and deliver artworks to buyersProfessional framing and courier 

servicesFraming & Logistics Providers

Ensures technical stability, 
scalability, and secure transactions

Develop and maintain the online 
platform and e-commerce systems

Web developers and digital 
solution providersTechnology & Platform Partners

Enhances buyer experience and 
platform differentiation

Support personalized discovery and 
artwork visualizationAI, AR/VR solution providersAI & Immersive Technology 

Partners

Generates repeat orders and higher-
value contracts

Supply curated artworks for projects and 
spaces

Design studios and commercial 
clients

Interior Designers & Corporate 
Clients

Strengthens brand credibility and 
social impact

Deliver workshops, courses, and 
community programsArt institutions and educatorsCultural & Educational 

Organizations
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Road Map

Year 1

 Incorporate the company and complete legal and 
compliance setup.

 Develop and launch the digital art gallery platform 
with core e-commerce features.

 Onboard curated artists and launch initial digital 
exhibitions.

 Generate first sales and validate pricing, buyer 
behavior, and demand.

Year 2

 Expand the artist roster by an additional 20–30 artists.
 Introduce print-on-demand and framing services.
 Strengthen partnerships with interior designers and small 

commercial clients.
 Optimize customer journey, marketing strategy, and 

conversion performance.

Year 3

 Launch a physical experience space to support 
consultations and high-value sales.

 Introduce immersive digital tools within the 
physical setting.

 Expand into corporate, hospitality, and larger 
interior projects.

 Begin selective international outreach

Year 4+

 Scale international online sales across Europe, 
the Middle East, and South Asia.

 Curate international collaborations and 
themed exhibitions.

 Expand educational programs, workshops, and 
community initiatives.

 Strengthen analytics and operational systems 
to support growth
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Marketing Mix

Digital Content and Storytelling
"Company Name XYZ" will use curated storytelling and editorial-style content to promote 
artists, exhibitions, and themed collections across digital channels, building brand credibility 
and buyer engagement.

Artist-Led Promotion
Represented artists will be encouraged to promote their work and 
exhibitions through their own networks, supporting organic reach 
and cost-effective audience growth.

Strategic Collaborations and Partnerships
The business will collaborate with interior designers, creative 
influencers, and cultural organizations to expand visibility, strengthen 
credibility, and access targeted buyer segments.

Search Engine and Content Marketing
Search engine optimization (SEO) and curated written content will be used 
to improve discoverability among buyers searching for specific styles, 
themes, or artists.

Campaigns and Curated Launches
Limited-time online exhibitions, curated drops, and thematic launches will be used to create 
urgency, encourage repeat visits, and support sales growth.

Targeted Advertising and Growth Campaigns
As the platform matures, selective digital advertising and partnership-led campaigns will be 
introduced to support new collections, corporate projects, and international expansion.
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Management
Mr. "Owner Name XYZ"
Founder, Director & Lead Curator

+447895984217 sasad01@qub.ac.uk

Professional Summary

"Owner Name XYZ" is a founder-led creative entrepreneur with a strong combination of fine art expertise, gallery operations experience, and 
business management training. He brings over five years of hands-on experience in art gallery administration, curation, exhibition management, and 
commercial art sales, alongside formal postgraduate education in Business Management. His background enables him to bridge creative vision with 
structured execution, positioning him to lead a scalable, digitally driven art business.

Professional Experience

Ejaz Art Gallery — Administrative Assistant & Project Manager
February 2018 – September 2023

 "Owner Name XYZ" gained extensive professional experience at Ejaz Art Gallery, where he played a central role in gallery operations, curation 
support, and commercial execution. He managed and maintained detailed digital records of over 1,000 artworks and sales transactions and 
supported the representation of 100+ artists, ensuring accurate documentation of artworks, exhibitions, and sales histories.

 In his project management capacity, he coordinated and delivered 30+ solo and group exhibitions, working closely with artists, curators, and 
suppliers to ensure timely execution and high presentation standards. He contributed to the development of 50+ exhibition themes, supported 
artwork acquisition decisions, and helped generate approximately USD 70,000 in gallery revenue through curated exhibitions and client 
engagement.

 He also led gallery marketing initiatives, managing social media platforms and delivering targeted campaigns that increased exhibition attendance 
and artwork sales. His role required strong organizational, financial, and stakeholder management skills, including invoice processing, reporting, 
supplier coordination, and internal compliance.
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Manpower Head Count and Annual Wages

Total Employee Count 
Year 5Year 4Year 3Year 2Year 1DepartmentDesignation

11111AdminFounder / Managing Director
11111OperationsOperations & Customer Service Coordinator
11110OperationsCuratorial Assistant
11110OperationsDigital Marketing Manager
11100OperationsB2B Partnerships / Corporate Sales
11100OperationsPlatform Developer (in-house)
66642Total Counts

Annual Wage
Year 5Year 4Year 3Year 2Year 1DepartmentDesignation

00000AdminFounder / Managing Director
28,63127,39626,21425,08224,000OperationsOperations & Customer Service Coordinator
27,43826,25425,12124,03723,000OperationsCuratorial Assistant
31,00031,00031,00038,66937,000OperationsDigital Marketing Manager
33,00033,00033,00022,99222,000OperationsB2B Partnerships / Corporate Sales
23,00023,00023,00034,48833,000OperationsPlatform Developer (in-house)

Total Outflow - Wages
Year 5Year 4Year 3Year 2Year 1DepartmentDesignation

00000AdminFounder / Managing Director
28,63127,39626,21425,08212,000OperationsOperations & Customer Service Coordinator
27,43826,25425,12112,0190OperationsCuratorial Assistant
31,00031,00031,00019,3340OperationsDigital Marketing Manager
33,00033,00016,50000OperationsB2B Partnerships / Corporate Sales
23,00023,00011,50000OperationsPlatform Developer (In-House)

143,070140,650110,33556,43512,000Total Outflow - Wages
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Capital Investment, Funding Source and Allocation
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Revenue Assumptions

Year 5Year 4Year 3Year 2Year 1UOMAssumptions

Curated Themed Art Collections

Incremental Conversion Uplift on Original Artworks
9%8%7%6%Incremental % 

18,780 12,382 7,495 3,731 -£ Total Incremental Revenue from Original Artworks

Incremental Conversion Uplift on Print Orders
11%10%9%8%Incremental % 

18,759 11,610 6,709 3,237 -£ Total Incremental Revenue from Print-on-Demand Artworks

Incremental Conversion Uplift on Framing Orders
8%7%6%5%Incremental % 

3,474 2,135 1,210 514 -£ Total Incremental Revenue from Framing Services

41,013 26,127 15,414 7,482 -£ Total Curated Themed Art Collections Revenue

578,756 402,561 266,160 144,406 56,703 £Total Revenue
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Framing and Finishing Services Interior Design and Corporate Art Projects
Curated Themed Art Collections
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Projected P&L Statement

Year 5Year 4Year 3Year 2Year 1Particulars

578,756 402,561 266,160 144,406 56,703 Net Revenue

179,527 123,228 80,852 43,025 16,560 Material and Other Cost
143,070 140,650 110,335 56,435 12,000 Salaries & Wages – Operation

--500 500 500 Depreciation – Operations
322,597 263,878 191,687 99,961 29,060 COGS

256,159 138,684 74,473 44,445 27,643 Gross Profit
44.26%34.45%27.98%30.78%48.75%Gross Margin %

SG&A Expenses
46,301 32,205 21,293 11,552 4,536 Marketing Expenses
34,725 24,154 15,970 8,664 3,402 Research & Development

9,591 6,269 4,097 2,678 2,600 Legal & Compliance
----1,350 Regulatory Compliance
----1,170 IP & Trademark

1,216 1,158 1,103 1,050 1,000 Platform / Hosting
2,340 2,250 2,163 2,080 2,000 E-commerce stack
3,377 3,278 3,183 3,090 3,000 Content & Creative Production
1,294 1,257 1,220 1,185 1,150 Insurance

729 695 662 630 600 Office & Admin
1,429 1,323 1,225 1,134 1,050 Travel & events
3,039 2,894 2,756 2,625 2,500 Legal & Accounting Services

104,040 75,481 53,671 34,688 24,358 Total SGA
17.98%18.75%20.16%24.02%42.96%SGA %

152,119 63,202 20,802 9,757 3,284 Net Profit
26.28%15.70%7.82%6.76%5.79%Net Margin %
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Year 5Year 4Year 3Year 2Year 1Balance Sheet

0 0 0 500 1,000 Net FA
156,225 80,165 48,564 37,663 32,284 Cash
156,225 80,165 48,564 38,163 33,284 Total Assets

-----Current Liabilities
30,000 30,000 30,000 30,000 30,000 Capital

249,166 97,046 33,844 13,041 3,284 Retained Earnings
(122,941)(46,881)(15,280)(4,879)-Drawings

156,225 80,165 48,564 38,163 33,284 Total Equity & Liabilities

Year 5Year 4Year 3Year 2Year 1Cash Flow Statement

578,756 402,561 266,160 144,406 56,703 Revenue
----30,000 Capital

578,756 402,561 266,160 144,406 86,703 Total Inflow

----1,500 Capital Expenditure
179,527 123,228 80,852 43,025 16,560 Costs of Services
143,070 140,650 110,335 56,435 12,000 Salaries and Wages

46,301 32,205 21,293 11,552 4,536 Marketing Expenses
34,725 24,154 15,970 8,664 3,402 Research & Development

9,591 6,269 4,097 2,678 2,600 Legal & Compliance
----1,350 Regulatory Compliance
----1,170 IP & Trademark

13,423 12,854 12,311 11,794 11,300 Other Outflows
76,060 31,601 10,401 4,879 -Drawings

502,697 370,960 255,259 139,028 54,419 Total Outflow

76,060 31,601 10,901 5,378 32,284 Net Cash In Hand

80,165 48,564 37,663 32,284 0Opening Cash
156,225 80,165 48,564 37,663 32,284 Closing Cash

Projected BS and CF Statement

All Amounts in £
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Key Performance Indicators



"Company Name 
XYZ"

"Owner Name XYZ"
Founder & Sole Director

Thank You


