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Before you begin

A clearer way to show your work

You have made something worth looking at. Now a stranger has to understand it
without standing beside you. Is it a paper print, a shirt, or a file to download? How
large is it? What arrives after payment? A good product gallery helps answer those
guestions in a sensible order.

This book teaches you to build a six-image gallery and a small presentation system
you can reuse. A gallery is the group of images on a product page. A presentation
system is a few repeatable choices about type, color, spacing, pictures, and words.
Together, they help you explain the product with less guesswork.

Six images give us a useful boundary for practice. Six is not a rule for every shop, and
a neat gallery cannot promise sales. Your actual product, audience, selling platform,
and evidence should shape the final result. If one important question needs another
image, add it. If an image repeats what people already understand, remove it.

What you will make

Work through the chapters with one product. You will write a factual product brief,
plan the job of each image, choose a visual system, prepare useful views, and add
clear words. Then you will review the gallery on a small screen and make one
reasoned improvement.

Three fictional products show how the method changes with the thing being sold: an
unframed Quiet Orbit art print, a Sunrise Sprig T-shirt, and a Shape Study digital
poster set. Their designs and facts are teaching examples. They are not products
offered with this book. The drawings are digital illustrations, not photographs or proof
of physical quality. The poster set is not a separate downloadable resource included in
your purchase.

You can follow the examples without buying artwork. Build the simple shapes yourself,
use your own product, or practice with a product you are still planning. Keep planned
details separate from facts you have checked. A polished practice gallery is not
permission to publish an unverified product claim.
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What you need

Use a computer or tablet, a design application that can arrange text and pictures, and
a place to save your files. The instructions describe decisions rather than one
application's buttons. You should be able to create a page, add a text box, move and
resize an object, and export an image. If those actions are new, use your application's
help to try them on a blank page first.

For practice, our gallery canvas is 2400 by 1800 pixels, a landscape rectangle with a
4:3 ratio. This is a teaching template, not a marketplace requirement. Before
publishing, check the current image dimensions, file types, cropping behavior, and
image policies of your destination. You do not need a particular paid application to
learn the method.

If you sell a physical product, collect its real dimensions, contents, options, and
suitable photographs or supplier-approved materials. The chapters explain how to
handle information you do not yet have. Do not replace missing evidence with a more
convincing-looking illustration.

How to use the book

Read Chapters 1 through 5 to build the decisions behind a gallery. Chapter 6 walks
through all three examples. Chapter 7 adapts the system to a portfolio and promotion.
Chapter 8 helps you review the work and complete your final project. The worksheets
at the back give you somewhere to record those decisions.

The exercises are part of the teaching. Pause when a chapter asks you to make
something. A short record you can check is more useful than a long list of ideas you
never test. Return to a chapter when an actual product question makes it useful.

This is a complete, standalone book. No other book, Stock Noble membership,
newsletter signup, or asset purchase is needed to read it or complete the project. Your
paid book access does not depend on an active membership. Optional resources
appear after the teaching so you can decide whether they fit a later project.

First edition, October 2026. Written as Ellis Noble for Stock Noble.
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THE METHOD / CHAPTER 1

1. Give your product a clear
position

Your artwork may begin with a feeling, a memory, or a shape you cannot stop
drawing. A product page has another job: help someone understand the thing they
can buy. Good presentation connects those two needs. It lets the artwork keep its
character while giving a buyer useful, honest information.

Before choosing a background or making a mockup, decide what the presentation
needs to say. A mockup is a picture that shows how a design might look on a product
or in a setting. It can help someone imagine an object. It cannot decide the offer for
you, and it cannot prove facts you have not checked.

In this chapter, you will make a short product brief. A brief is a written guide to a
project. Yours will name the item, explain a likely reason to want it, and separate
known facts from open questions. This gives the later gallery a firm starting point.

Begin with one exact offer

Choose one product for the exercises. It can be a physical item, such as a paper print,
or a digital item, such as a PDF poster set. Use something you made or have
permission to present. Keep the first offer narrow enough that you can describe its
contents in one sentence.

We will use Quiet Orbit, an imaginary art print, as the main example. Its original
design has an emerald arch, a gold circle, and a navy horizontal line on an off-white
field. The offer is one unframed 8 x 10 inch portrait paper print. It does not include a
frame or a digital file.

That last sentence may seem less exciting than the design. It is still part of good
presentation. A room scene can make a print appealing, but a buyer also needs to
know whether the frame in the scene arrives with it. The item being sold should
remain clear in every view.

For your product, write the contents before writing the sales language. "One unframed
paper print" is a useful starting point. "A beautiful addition to any space" leaves the
actual offer uncertain. You can describe a possible use after the object itself is clear.
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Position the product in a real situation

Positioning means deciding how you want a buyer to understand the product in
relation to their needs. You do not need a complicated brand exercise to begin. Ask
who might be looking for this kind of item, what they want to do with it, and which
visible qualities make it a reasonable choice.

For Quiet Orbit, our working situation is a person looking for a simple abstract print for
a small wall arrangement. The restrained shapes and colors support that use. We are
not claiming that a measured audience prefers the design. We are giving the
presentation a practical direction to explore.

Write your own situation without inventing a detailed life for the buyer. "Someone who
wants a quiet botanical design on an everyday shirt" is enough to guide a picture. A
made-up age, income, profession, and shopping habit may sound thorough while
adding little that you can verify or use.

Try this sentence: "This is a [specific product] for someone who wants to [use or enjoy
it], with [relevant feature]." Our print becomes: "This is an unframed abstract paper
print for someone who wants a simple focal point in a small wall arrangement, with
emerald, gold, and navy shapes."

Read the sentence beside the artwork. Does the object support the idea? If the design
is busy and brightly colored, calling it quiet may be a poor fit. Change the description
to match the work rather than forcing the work into a fashionable phrase.

Make a promise the pictures can support

A product promise is the main expectation your presentation creates. It may be as
modest as showing a clearly labeled set of printable shapes or a botanical design on a
cream shirt. A modest promise can still be useful when it answers the right question.

Compare two possible messages for Quiet Orbit. "Transform any room into a luxury
retreat" asks the print to deliver a result that depends on the whole room and the
buyer's taste. "A simple abstract print in emerald, gold, and navy" describes what the
person can actually inspect. A context image can then suggest a possible
arrangement without promising a transformation for everyone.

You can discuss benefits when they follow from the product. A digital poster set
supplied in two paper sizes gives a buyer a choice between those sizes. It does not
mean the files suit every printer or every classroom. Keep the benefit connected to a
fact, and state important limits nearby.

This approach also helps your visual choices. If the main promise is a clear, calm
composition, an elaborate scene full of props may distract from it. If the buyer needs
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to inspect small artwork details, a distant room view will not answer that need. The
promise tells you what each view must make easy to see.

Keep facts, choices, and assumptions separate

Make three small sections in your notes: confirmed facts, presentation choices, and
questions to check. A confirmed fact comes from your actual product, file,
measurement, or reliable supplier information. A presentation choice is something you
control, such as the background color. A question is something you do not yet know.

For our fictional print, the teaching facts are its dimensions, portrait orientation,
design, and contents. The warm background behind it is a presentation choice. Paper
weight and finish remain unspecified. We must not turn that absence into phrases
such as "thick archival paper" or "museum quality."

For a real product, write where each important fact came from. Beside the dimensions,
you might note "measured finished sample" or the exact supplier item and date
checked. Beside a digital file count, you can record the names of the final files you
opened. This is a practical record, not a complicated reporting system.

The distinction matters when you revise. If you change a cream background to navy,
you have changed presentation. If you change from one print to a three-print set, you
have changed the offer. That second change affects the title, every gallery view, the
description, and what arrives after purchase.

Give the brief useful boundaries

A brief should be short enough to keep beside your working file. For Quiet Orbit, it can
read like this:

“Show one unframed 8 x 10 inch portrait paper print. Make the emerald arch, gold
circle, and navy line easy to inspect. Present it as a simple abstract option for a small
wall arrangement. Explain the size and contents. If a room or frame appears, identify it
as a digital illustration and state that the frame is not included. Do not imply a verified
paper finish or durability claim."

Notice what the brief does not contain. It does not tell us to make the product look
expensive at all costs. It does not ask every image to explain everything. It gives the
gallery a clear subject and a few limits that protect the offer's accuracy.

Add one question you expect a buyer to ask before deciding. For Quiet Orbit, "Does
the frame come with it?" is an important one. For a digital poster set, "Will anything be
mailed to me?" may matter more. You will make a fuller question map in Chapter 2.
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Gather a small, workable tool set

You need an editor that can place artwork, shapes, and text on a canvas and export
an image. You also need access to the original product information and a way to keep
notes. A simple folder and a document are enough for the planning stage. You do not
need a paid subscription to complete the exercises in this book.

Our practice canvas will be 2400 x 1800 pixels, a landscape shape with a 4:3
width-to-height ratio. Pixels are the small units that make up a digital image. These
dimensions give the exercises one shared workspace; they are not a rule for any
selling platform. Before publishing, check the current requirements of your own
destination and adapt the exports.

Keep an editable original and a separate export folder. The original preserves the
layers or objects you can change. An exported image is the version you upload or
share. Save product facts beside both so that a polished picture does not become
separated from the information it needs to match.

If your editor is unfamiliar, practice three actions before starting: place an image,
change the size of a text box, and export a copy. Open that copy to check it. Learning
these small actions on a test canvas is easier than solving them in the middle of a
complete gallery.

Plan around the evidence you have

You may have finished artwork but no physical sample yet. That does not stop you
from planning a gallery, but it changes what the gallery can demonstrate. A digital
drawing can show intended design placement. It cannot establish real fabric texture,
print color, fit, or the quality of a finished item.

Mark the missing evidence in your notes. For a physical print, that could include a
clear photograph of the actual paper and a checked finished measurement. For a shirt,
it could include the correct supplier size chart and a sample inspection. Chapter 4 will
help you choose useful views while keeping illustrations and physical evidence
distinct.

Do not hide those gaps by adding decorative detail. A beautifully drawn paper edge is
still a drawing. Planning honestly now makes it easier to replace a draft view with
better evidence later, without rewriting the whole presentation.
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Write your product brief

Start with the exact contents of one offer. Add the intended use, the visible feature
that supports it, and the main question a buyer needs answered. Then divide your
supporting notes into confirmed facts, presentation choices, and unresolved
guestions. Keep each sentence concrete enough that someone else could check it.

Read the brief to another person, or put it aside and read it again without looking at
the artwork. Can the reader name the object, say what arrives, and explain the
proposed use? If they describe a bundle when you mean one item, or a physical
delivery when you mean a download, fix that confusion before designing.

Your brief is ready when it gives the gallery a clear subject and makes its limits visible.
It does not need to predict demand or persuade every possible buyer. It needs to
guide the next set of decisions: what to show, what to explain, and what still needs
checking.
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END OF PUBLIC SAMPLE

Keep building your gallery

This sample includes the opening chapter. The complete book continues through a
six-image gallery plan, a small presentation system, honest mockups, useful copy,
three complete worked examples, portfolio adaptation, and review.

The full book also includes reusable worksheets, a glossary, references, and a quick
guide. It is a standalone one-time purchase. A Stock Noble membership is not required
to buy, download, or read it.

View the full book on Stock Noble
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