4.0 THEMATIC CASE STUDIES

The main findings of the surveys undertaken for the three thematic case studies - Touring
Theatre Companies, Record Labels and Galleries - are summarised below. The economic
impacts of the three sectors are included in the analysis in Sections 6 and 7 of this report,
while the voluntary element identified through survey is incorporated in the analysis in
Section 8. Also, all three sectors contribute to cultural tourism in the Highlands and Islands,
especially galleries, and evidence from the surveys also informs our consideration of the role
of the arts in cultural tourism in Section 13. The interviews for the case studies were held late
2000/early 2001.

4.1 Professional Touring Theatre Companies

Over the past decade, there has been a substantial increase in the number of Highlands and
Islands based touring theatre companies. From a baseline of only one in 1992, we talked to
15 companies who were listed by HI-Arts in Autumn 2000 as touring theatre companies. Of
the 15, four did not tour in the most recent financial year, of which three are no longer touring
at all, as there is a critical reliance on project funding. All of the rest report substantial and
continuing difficulties in funding artistic development and growth, and for most it is a
struggle simply to keep going.

The list supplied by HI Arts included the following:

Tosg Theatre Company

Stray Theatre Company

An t-Sireadh Eu Comasach

Tartan Chameleon

Invisible Bouncers (no longer operating)

Mull Theatre

Arts in Motion

Theatre Highland

Pointblank Dance Theatre (no longer operating)
Moving Arts (not doing touring theatre)
theatrecollective@highland (Highland Festival)

Grey Coast Theatre Company

Sweet Milk Theatre

The Collectors

Skeklers Theatre Company (did not tour last year)

Over the course of the year, twelve Highlands and Islands-based touring theatre companies
performed on a total of 279 occasions in upwards of 40 different venues throughout the
Highlands and Islands. Venues covered the main population centres, with several companies
also performing in the more remote areas, and included: Achiltibuie, Appin, Ardrishaig,
Ardross, Aultbea, Barra, Benbecula, Bettyhill, Bowmore, Coll, Colonsay, Connel, Dalmally,
Dervaig, Dunoon, Easdale, Findhorn, Fort William, Harris, Invergordon, Inverness (Eden
Court and the Town House), Kirkwall, Lyth, Lochcarron, Lochinver, Nairn, Nethybridge,
North Uist, Oban, Plockton, Port Ellen, Portree, Sleat, South Uist, Stornoway, Stratherick,
Tain, Taynuilt, Thurso, Tiree and Ullapool.
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While allowing for the possibility of some under-reporting of venues, it is nevertheless clear
that the west coast and islands are better served than the east coast and the northern isles, with
an apparent dearth of performances in the Moray, Badenoch and Strathspey area. The lack of
local promoters is the main factor in explaining geographical gaps. Some of this disparity can
also be linked to the geographical base of the larger touring companies and some to the
specialisms of two of the companies. Two of the major companies are based on Skye and
Mull and one of the medium-sized companies is based in Argyll. One major company
specialises in Gaelic theatre and, clearly, the market for this is greater in the West. A second,
smaller, company specialises in the history and culture of the West Highlands and Islands and
this, too, will tend towards more performance in the West than the East.

The list provided by HI Arts did not include any touring theatre companies based in Moray
Badenoch and Strathspey (although Out of the Darkness Theatre Company, which is based in
East Moray®, is well established, working mainly in special needs areas). The sole company
which is specifically oriented towards the Northern Isles, Skeklers, experienced funding
difficulties which precluded touring in the year covered by our study.

There was a total audience attendance of 19,930 during the course of these tours, and a
further 66 events not linked to touring spread over a further 270 performance days and
catering for a further 7,112 participants. These events included workshops, masterclasses,
school drama events, community drama events and readings which were not part of the
touring itinerary.

In total, the sector was worth £713,561 in the last financial year. Of that sum, only £7,000
related to Millennium events which would not otherwise have taken place.

Total box office income from Highlands and Islands based events was £67,288. The
percentage of this figure which was derived from tourist visitors varied widely. For some
companies, who were touring outwith the tourist season, it was clear that this percentage was
very low indeed - below 5%. In contrast, one company gave a figure of 20% for the
proportion of its Highlands and Islands box-office takings which came from tourist visitors.
The average level, however, was around 7%.

Work with schools was a major area of work for several of the companies, including
performances in schools and a range of workshops targeted at schools. Work experience
placements were also provided by several companies.

Community-based work was also important for several of the companies, including theatre
workshops and community-based events taking place throughout the year. One company,
specialising in live role-play, views its work as being entirely based at a community level.
Participation in such events, it was argued, increases community confidence and is a key
component in social inclusion strategies.

Box office income tended to be somewhat higher for events outwith the Highlands and
Islands, and the total here was £80,463.

* outwith the study area.
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The Highland/non-Highland income disparity was more pronounced in relation to grants,
subsidies and guarantees against losses. A total of £211,510 was received from organisations
within the Highlands and Islands, while £354,300 was awarded by organisations outwith the
area (including the SAC), the latter representing 63% of this total public sector support of
£565,810. This reliance on funding from outwith the area is significant for several of the
companies. They expressed concern about having to compete with theatre companies further
south whose financial commitments in touring, say, the Central Belt are far less onerous than
the financial commitment involved in touring an area like the Highlands and Islands.

Over the course of the year, the sector provided significant employment to people from a
variety of disciplines: actors, musicians, designers, directors, writers, and technicians as well
as administrators and others working in ancillary roles. Altogether, 159 individuals were
employed in performance work for varying periods, resulting in an equivalent of 26 full-
time jobs. In ancillary occupations, such as administration, promotion and marketing, 46
individuals were employed : a full-time equivalence of 18 jobs. Thus, in total, the
Highlands and Islands-based touring theatre companies provided a total of 44 direct fte jobs.

The touring theatre companies paid some £146,250 to actors based in the Highlands and
Islands, along with £13,500 to designers based in the area, £31,400 to directors, £6,400 to
musicians and £42,218 to technical service providers, including stage managers, sound and
lighting crews. This totals £239,768.

There is a clear view that those who take the main responsibility for Highlands and Islands
based theatre companies do so at enormous personal expense. The development of projects
tends to require considerable unpaid work by the principals of the companies, and a degree of
voluntary work is also contributed by other people in promoting and hosting events and in
performances.

Most Highlands and Islands based touring theatre companies fall into the not-for-profit sector
and have boards of directors. Altogether, 77 individuals within the Highlands and Islands
serve on such boards.

Touring theatre companies were consistent in their view of recent trends. While there has
been an increase in touring theatre activity from within the Highlands and Islands, and people
are becoming more and more willing to attend events, the financial side has not kept pace.
One of the larger companies spoke of having been on “standstill” funding for the past six
years and yet, at a time of increasing costs, being asked to do more and more work each year.

There is a strong feeling within the sector that money is becoming harder to access in a
competitive market. Touring in the Highlands and Islands, with increasing fuel and other
costs, is becoming more expensive. Several companies were highly critical of the SAC in this
respect, describing the organisation as having no awareness of the costs of touring in the
Highlands and Islands. In addition, the theatre companies say that there has been an increase
in the levels of bureaucracy associated with funding, and most feel that the effort now
required to access funding is so time-consuming that it is interfering with artistic
development and, in many cases, the directors’ family lives.

Recently, the Highland Producers Fund has provided the indigenous sector with annual
funding totalling £40,000. This funding from SAC and HIE is administered by HI Arts.
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There are differing views on the appropriateness of funding, and the companies that have
been awarded significant levels of funding, inevitably, tend to be more satisfied with the
current arrangements than those who have not. Nevertheless, there are several clear
problems:

e New companies feel disadvantaged in relation to SAC (though not HI-Arts) funding as they
have no track record on which to build.

e There is a view that current funding arrangements make meaningful artistic development very
difficult indeed and that funding structures tend to encourage conservatism within the sector.
One company which is on the cutting edge of multi-media felt that funding criteria were not
keeping pace with the need for artistic innovation and another felt that their specialism, live
role-play, was simply not regarded as “real” theatre.

e There was a general feeling that, as bureaucracy increases, more and more boundaries are
being drawn within the dramatic arts. The more clearly one fits within a particular “box”, the
better one’s chance of achieving a funding package. However, as boxes are drawn more and
more tightly, the structures which have been put in place are becoming increasingly incapable
of accommodating innovative work, because such work no longer fits within the recognised
boxes.

e  Quite apart from funding, theatre companies experienced considerable difficulties in handling
the administrative work associated with arranging and promoting tours. There were
numerous tales of dealings with small hall committees, messages not returned, lack of
willingness to pay any fee whatsoever, an expectation that groups will pay all their own
expenses and so on. Such difficulties take up enormous time and energy which could be
more productively directed. There is also concern about over-reliance on voluntary effort for
promotion. Companies feel the need to pay a commercial rate to promoters in order that the
work is carried out efficiently, but can’t afford it. They are therefore obliged to try to find
volunteers, which leads to very variable quality of promotional activity.

Some of the companies have now started to collaborate on a number of projects and seem to
be finding this approach, with each company playing to its strengths, worthwhile. Three
companies believe that there is great scope for joint working in several areas, particularly in
promotion, administration and development of a physical resource base, and that this could
reduce the costs for each, although two of these companies said that existing funding
structures work against this type of approach. Generally, limited funding availability has
produced a very competitive undercurrent, which has tended to hold back progress on
collaboration, although HI Arts is actively seeking to promote collaboration between the
companies, which can open up additional funding opportunities.

None of the theatre companies are confident about the future. Comments about future
viability ranged from “uncertain” through “tenuous” to the more straightforward “viability
sucks”. Companies saw this as being directly related to funding constraints. The market for
theatre was growing, but the available funding was not. One company felt that the market
had been too crowded, but that the wheat had been separated from the chaff and that
resources should now be concentrated on the three largest companies, the only ones which
were truly viable. The smaller companies, of course, would argue that any such approach
would stifle diversity and therefore artistic development.

4.2 Record Labels
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The number of record labels based in the Highlands and Islands has rapidly increased in
recent years. Our search revealed thirty, which is felt to be a slight under-estimation of the
numbers involved. However, most of these are used solely for self-releases, where a single
band or artist releases their own record(s) under their own label. Advances in technology, and
concomitant cost reductions over the past ten years have played a major part in this. Self-
releases are often produced either as samplers, to interest an agent, manager or mainstream
record label in the product, or to produce merchandise for selling at live performances. It is
not usual for self-releases to have a sophisticated (or indeed, any) distribution network, other
than being offered for sale at the artist’s performance events. It is now simple and cost-
effective for musicians to acquire the relevant computer-based mixing and mastering
equipment to give them independence from commercial recording and label facilities.

We found ten record labels based in the Highlands and Islands dealing with bands and artists
independently of their proprietors’ own performance interests, and the sector appears to be
expanding. Two labels, though currently working on a self-release basis, are well geared up
to providing record label services and may well go in this direction in the future. One
company which already runs two labels intends to develop a third in the near future. Between
them , the 10 labels released 26 albums in the year 1999 — 2000, having worked with 25
bands or artists, of whom 19 were based in the Highlands and Islands. About 33,550 records
were sold under these 10 labels during the course of the year, an average of 1,290 per album.
If it assumed that the average album is priced at £10 (net of VAT), this would give a total
turnover of £335,550 for the year.

Work in this field tends to reflect the profoundly interwoven nature of the music industry as a
whole. Most of those who seek to make a living from music will put together a number of
different components to build a livelihood. Those running record labels are also variously
involved in performance, composition/song writing, production, provision of recording
facilities, publishing, retailing, music teaching/tutoring, promotion, distribution, sound
engineering, video/radio/TV production and web design. Only one of the contacts we spoke
to operated solely as a label, and in this case the person involved operated in their spare time,
with a full-time job outwith the music industry. Of the record labels which do deal with work
other than their own, one is a voluntary organisation which aims to promote local music and
story-telling. The remainder operate as businesses, either on a full-time or a part-time basis.

While 20 people work directly for record labels in the Highlands and Islands, the tendency
to work across a range of aspects within music and related sectors means that record labels by
themselves only account for about 5 full-time equivalents. Were the label component to be
subtracted from all of the work carried out by the people involved, many of the jobs in the
sector would no longer be viable, although the interwoven nature of the music industry in the
Highlands and Islands makes it difficult to estimate the strict financial value of record labels
as such to the economy of the area. As record label services tend to constitute a gateway
service within the music industry, any downturn in the sector would create significant down-
stream problems for others.

Annual turnover from label activity can range from a few hundred pounds for the smaller
organisations to tens of thousands for larger companies. Fees or (more often) royalties to
artists can represent between 10% and 20% of this.

In addition, the record labels themselves make varying amounts of local purchases. The
record label operators who do not also have recording studios sometimes (though not
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invariably) use Highlands and Islands based recording facilities. The other major service
which can often be sourced locally is the printing of CD and tape “inserts”, and one record
label routinely places the associated artwork with a design company in Inverness. The
physical production of CDs tends to go to companies outwith the Highlands and Islands. One
of the record labels has looked at developing this as an associated business activity but has
decided that the investment required to establish appropriate facilities geared up to modern
requirements would be beyond them. Tapes and some CDs, however, are copied/pressed at
Grampian Records in Wick.

It was difficult for most of the labels to estimate how much of their turnover is tourist-related.
Those who were able to give a percentage for tourism-related sales occupied clearly defined
niches within the industry. One label could say with certainty that virtually none of its
income was tourist related, while another gave the figure as over 70%, and quoted turnover
figures for his business which illustrated how closely his business fortunes mirrored the
fortunes of tourism in general.

Several labels commented on the relationship between the rich musical heritage of the area
(traditional and contemporary) and the initial trigger which leads tourists to visit the
Highlands and Islands. Monarch of the Glen and the Madonna wedding may both have had a
strong effect on raising awareness of the area and encouraging people to visit but, it was
argued, for a significant number of people the music of the area has much the same effect.
The Irish example, it was felt, was a case in point. There are undoubtedly many reasons why
tourists visit Ireland, but for a proportion, the clearly identifiable musical heritage of the
country has been a significant factor. Several of the more substantial record labels have
capitalised on this example by developing niche markets within the Highlands and Islands
music industry. Several labels concentrate on the folk/traditional field, whether in a Scottish,
Highlands, or more local genre.

One record label concentrates almost exclusively on Scottish Country Dance music, having
spotted a clear gap some years ago in this field and now has plans to expand by offering
related services to the sector. Another company intends to set up a label specifically to carry
original contemporary song from the Highlands and Islands, which it intends to brand and
market predominantly in the US. Three labels specialise in music from their respective island
groups and, again, branding and marketing are of key importance.

However, several of the record labels find themselves increasingly squeezed between the
large London, Edinburgh and Glasgow-based labels and the increasing popularity of self-
release. Several labels reported having lost artists to self-release technologies. Artists who
are concentrating on a local circuit, or on selling recordings at performances are increasingly
attracted to what they may see as cutting out the middle man. This is particularly the case for
keyboard-based artists, as sequencing technologies become better and cheaper and digital
production methods are available on a standard desktop PC. On the other hand, several labels
report losing artists to larger recording companies down south. The main cause of this
leakage is the firmer distribution and marketing networks the bigger labels can offer.

Several of the record labels spoke highly of the support and help they have received from
their peers through mechanisms and initiatives developed by MIDAS. There is a clear view
shared by many of the record labels of an open sector, which is willing to share expertise and
information and has no truck with petty jealousies or protectionism.
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A few record labels are operating in such clearly defined and specialised niche markets (eg.
Scottish Country Dance) that distribution of the product is not an issue. However, the priority
for most of the labels is securing better distribution networks both within the UK and abroad.
One record label operator pointed out that small record labels tend to have a far smaller
volume of sales than do large labels with a comparable artist due to the inadequacy of the
distribution chain. Absence of suitable distribution networks has two detrimental impacts on
the record labels: firstly, it restricts the outlets which carry the product; and secondly, as a
knock-on effect, it makes it more difficult for record labels to retain their up and coming acts
as they, too, seek maximum exposure.

The economic impact of existing record labels in the Highlands and Islands could be
increased substantially if the problems of distribution could be addressed. It is important that
those running record labels which deal with work other than their own are helped in engaging
with distributors. Trade fairs are important in this context, and Highlands and Islands record
labels should be encouraged/assisted to participate in the relevant major UK and overseas
trade fairs in order to make the appropriate contacts.

One of the factors substantially influencing distributors in their decision as to whether or not
to accept a release is the question of touring. If the artist is touring, then the release will be
easier to market, and the first question a distributor tends to ask a label is “are you touring?”
Anything which helps bands and artists in the Highlands and Islands to tour will also be of
help to their record labels and it may be worth investigating the ways in which the agencies in
the area can provide assistance towards this end.

Highlands and Islands Labels (HAIL) is promoting networking between the record labels, and
helping to raise the profile of the labels and the wide range of music and artists that it
represents. HAIL was brought together by Music Industry Development and Support
(MIDAS), and is supported by the SAC, HIE, HI Arts, and the Performing Rights Society
Foundation. Juggling the different aspects of their businesses leaves those running record
labels very little time to look outwards, and an external source of specialist advice and
information is thus a useful resource.

4.3 Galleries

At the point of setting up the data gathering for the Galleries case study, we had identified a
total of 98 galleries in the Highlands and Islands®. Geographically, there are wide variations.
Argyll and the Islands, for example, had sixteen of the 98 galleries, while Shetland had only
three (leisure centres and other public spaces often being used in Shetland for exhibiting art).
While one might expect the prevalence of galleries to be related to the population base
coupled with tourist numbers, this does not seem to be the case. The galleries sector is
difficult to evaluate because it is not homogeneous: galleries can have radically different
aims and objectives from each other.

Having carried out the case study research, however, we were able to divide the sector
broadly into three categories: (i) galleries attended to artists’ premises, (ii) not-for-profit
galleries, and (iii) commercial galleries.

* a larger number were eventually identified through the analysis by LEC area that we carried out for the events
and exhibitions analysis that is presented in Section 6 of this report.
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(i) Galleries Attached to Artists’ Premises

Many of these galleries are used simply as a shop window for artists’ own work. These
artists range from serious professionals to people who quite happily describe their artistic
activity as a hobby. Some of the artists involved have taken early retirement, often from
art teaching. There are a number of husband-and-wife teams involved in galleries of this
type. Sometimes both partners are artists. Sometimes one runs the gallery for the other
who produces art work. Some galleries in this category enlarge on this function by taking
in art work from one or two other local artists, or by selling cards and craft items in
addition to art work. At this end of the spectrum, it becomes a matter of semantics to
determine which outlets can properly be described as craft shops with some artwork
displayed, and which are galleries also selling craft items. However, the main aim of such
galleries is clear: they are there to sell art work and to sell it, predominantly, to tourists.

The prevalence of different art forms is, clearly, dependent on the specialism of the
gallery owner and, as a result, over 90% of the galleries that we interviewed specialised in
painting and drawing, overwhelmingly landscape watercolours. A much smaller number
exhibit sculpture, photography, printing or other areas of specialism. The distinction
between “art” and “craft” becomes unclear and somewhat artificial in galleries of this type
specialising in (for example) jewellery or ceramics.

The most common form of exhibition in such galleries is a rolling permanent exhibition,
where individual items sold are replaced immediately from items from stock or newly
produced items. In some cases, artists develop a work pattern which involves higher
levels of production in winter, with gallery work during the tourist months. The focus of
galleries attached to artists’ premises is almost always on the tourist trade, and one might
assume that their fortunes would be related to the more general ups and downs of the
visitor industry. However, while this is the case for about half of those interviewed, a
significant proportion referred to bucking the tourism trend. While overall tourist
numbers have been falling, some of the galleries interviewed believe that the proportion
of tourists visiting their galleries may be rising, leading to an overall improvement in
trade for some galleries of this type.

Changing interior design fashions seem to be driving towards a greater openness to
buying original artwork for display at home. Several gallery owners in this category felt
that television interior design programmes such as ‘“changing rooms” have had a
considerable influence. There is a view that the market for original artwork has
broadened; where people would once have bought reproductions of the “Old Masters™ to
display at home, they are now more likely to buy a piece of original artwork.

Galleries in this category tend to be open only (or mainly) during the tourist season, and
are inclined to view themselves more as providing a tourist service than a service to the
local community, though some provide framing for other local artists. Such galleries are
often situated in scenic areas and serve to bolster the critical mass of tourist services
within a community. In particular, galleries can provide an all-weather facility, providing
something interesting for tourists to do when weather conditions are unsuitable for
outdoor activities The galleries do not usually keep records of visitor numbers, and it is
often difficult to disentangle the different elements of the business - provision of artwork,
framing, art sales through the gallery and sales of other goods through the gallery.
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This group of galleries does not tend to spend much on local goods and services. As
exhibitions are “rolling” in their nature, there are no “openings” with wine or food. Some
galleries have brochures or leaflets and a proportion of these are sourced locally. While a
few of the galleries in this category may provide resources for local schools (for example,
through providing work experience placements), there is usually little overt social impact
associated with the gallery.

(i) Not-for-Profit Galleries

This category of gallery includes the four galleries running under the auspices of The
Highland Council along with a variety of other galleries whose main function is to make a
rich, diverse and relevant experience of the visual arts available to local people. These
galleries may have a range of detailed objectives, but for many the balance between
tourist and local “business” is the reverse of that for category (i) above: the galleries are
primarily there for local people, and tourist visitors, though welcome, are incidental to the
galleries’ main objectives. In some cases, tourist visitors are seen as a mechanism for
sustaining what is predominantly viewed as a local service. Other not-for-profit galleries,
however, particularly those in areas with relatively low population densities and high
tourist numbers, do see their service to tourists as being very significant, while not losing
sight of the local dimension.

Not-for-Profit galleries tend to promote themed temporary exhibitions, and the
conventional distinctions between different art forms and between art and crafts become
largely artificial and irrelevant, to the extent that most interviewees were unable to
untangle the percentage importance of different art forms. Many of the exhibitions
featured in this sector are best described as “mixed media”. As the exhibitions are set up
primarily for touring, sales of art work do not normally feature as part of the galleries’
activities, although some straddle the divide between commercial provision of art work
and provision of a cultural experience. Galleries of this type are less likely to be seasonal
in their operation and are more likely to employ more than one person, often on a part-
time basis. They run a series of temporary exhibitions, each tending to last between two
and six weeks throughout the year.

The wider local economic impact of the not-for-profit galleries is generally not high.
Most are heavily dependent on local authority and other agency funding and, with cuts
over many years in local authority and agency budgets, the galleries have found
themselves with very limited spending power.

The social impact of these galleries is, however, high. Schools are increasingly making
use of the galleries as a resource, and Highland Council’s Exhibitions Service produces
schools packs to enable teachers to make best use of its galleries. Some of the not-for-
profit galleries organise exhibitions of local school pupils’ work. The new Higher Still
programme in Art and Design places a greater level of importance on viewing original art
work, and the galleries make a useful contribution in this area; while Taigh Chearsabhagh
offers a nationally certificated higher education course. Many of the galleries of this type
make their facilities available, usually during the tourist season, to local artists, art groups
and clubs. This can act as a focal point for local art club activities and may provide local
artists with their first opportunity to display and sell work. There is also a concerted
effort on the part of these galleries to de-mystify the visual arts and to make them more
accessible, removing the aura of elitism which has surrounded the visual arts.
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(iii) Commercial Galleries

There are relatively few commercial galleries in the Highlands and Islands area, and these
are located mostly in the main population centres, such as Inverness, Kirkwall and Tain.
As commercial operations, these galleries have to maximise both their local and tourist
markets. They are selective about the work that they exhibit and tend to be geared to sales
of artwork, making their income from the commission they receive, while providing a
sound cultural experience for gallery visitors. Commercial galleries tend to have an
exhibition cycle that incorporates a series of events with single artists, groups of artists, or
themed events each lasting a few weeks. While painting and drawing dominate in this
sector, the galleries also feature sculpture, ceramics, jewellery, photography and printing
to varying degrees.

Some galleries which started in the first category above have stepped up their activity
over time, perhaps expanding premises and exhibiting a wider range of artists, to become
galleries in this third category.

The Economic Importance of the Galleries

Discounting the artist/gallery owner who exhibits his or her own work, there appear to be
more than 100 Highlands and Islands based artists who are reliant on the galleries in the
area to exhibit and sell their work (excluding hobbyists).

The fact that the vast majority of galleries in the Highlands and Islands do not keep
records of visitor numbers makes the overall attendance figure difficult to estimate.
However it is probable that there are about 600,000 visits to galleries in the Highlands and
Islands per annum, with about two-thirds of these visits made by tourists. This total
figure excludes casual visitors (eg. Eden Court Theatre performance audiences who pass
the exhibitions on their way to the auditorium).

Gallery income has also been difficult to estimate. The not-for-profit sector does not, by
and large, sell work and therefore calculates its turnover entirely differently from the
business sector. The one-artist galleries (and some of the two artist ones) do not
differentiate between provision of artwork and gallery activity. Most of the galleries
interviewed were extremely coy about providing income figures, and many simply said
they would not discuss either their own income, or the income paid to artists, whether
Highlands and Islands based or not. However, on the basis of evidence from those who
were prepared to discuss turnover and from our area-by-area analysis of all arts activity,
we estimate that the sector may be worth somewhere in the region of £2.5 million.

While probably more than two hundred individuals work in galleries in some capacity,
this amounts to less in full-time equivalents. The vast majority of galleries do not provide
a full-time equivalent job. In the case of artist gallery owners, time is generally split
between producing art work and doing “front of house” as required. Several gallery
owners also provide framing services and work at this while the gallery is quiet. Galleries
in the Highlands and Islands provide in the region of 55 full-time equivalent jobs.
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