


Miriam Smith’s passion is art. She buys it, sells it, studies 
it, researches it, collects it, gives seminars on it, appraises 
it, bids on it, installs it, lights it, lives it, breathes it. 

“When clients call to say that the new art in their house 
has changed their life, that brings me a sense of   
satisfaction that defies description,” said Smith, noting 
that such calls come in on a fairly regular basis. 

Smith is the founder of the Art Resource Group, a  
burgeoning business she started 20 years ago in Laguna 
Beach. Recently the company moved from its location on 
the Pacific Coast Highway in Corona del Mar to a 1,400 
square foot facility on Irvine Avenue in Santa Ana Heights 
near Newport’s Back Bay. The new studio consists of large 
exhibition spaces and display walls, as well as ample  
storage space for shipping and presentations for clients.  

The key to Smith’s success? She and her associate, Kellie 
Abbott (who earned a B.A. in art history from Wellesley 
College), take the time to learn each client’s taste. They 
study the milieu in which the art will be displayed, and 
they talk to each client for a sufficient period of time to 
determine his/her budget and individual aesthetic.  

“Then comes the creative part,” explained Smith, in  
reference to the hours she and Abbott spend   
researching currently available works and contacting 
an extensive network of galleries and other resources 
(hence the name of her business), searching for pieces 
in disparate media, historical periods, and countries that 
complement one another and the setting in which they are 
to be exhibited.  

Among Smith’s satisfied clients is Lesley Obaditch, who 
purchased a home in Corona del Mar ten years ago and 
turned to the Art Resource Group for help in “filling it 
with color.”  

“Miriam has an uncanny ability to quickly determine where 
one’s tastes lie,” said Lesley. “She was able to show me 
some interesting pieces and took me to some galleries. 
My husband and I had a number of possible artworks de-
livered to our house, and Miriam helped us evaluate how 
each might fit in various locations.  She was invaluable in 
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being able to bring her considerable experience to bear on exactly what particular work was right in juxtaposition 
with others [to create] the ambiance we wanted.”  
 
The Obaditches purchased two paintings which became the nucleus of a collection that has continued to grow. 
“What started as an effort to enhance the environment of our home has become our passion,” said Lesley, noting 
that Smith interested them in several works that they would not otherwise have considered. “She guided us to a 
deeper appreciation of art in general and painting and sculpture in particular,” Lesley added.

Another satisfied client, Dr. Jeanne Spudick, recalled a foggy morning when, on her way to work, she spotted a 
painting in the window of the Art Resource Group’s Corona del Mar gallery. “I could not stop thinking about that 
darn painting all weekend,” said Spudick. “That Sunday evening I phoned Miriam, who was kind enough to answer my 



call. She informed me that the painting was by an artist named Jon Serl, and of course she knew all of the wonder-
ful history about the artist and his paintings, which truly brought the painting to life. She even made arrangements 
for me to view the painting in my own home early the following week. I now have and treasure that painting, thanks 
to Miriam. The painting is a gem, as is Miriam, and I look forward to working with her for many years to come.”
 
Smith’s and Abbott’s expertise in their field has drawn the attention not only of individual homeowners who lack 
either the time, knowledge, or confidence to invest in art on their own, but also of architects and designers, who 
have faith in the women’s ability to find art that is compatible with their clients’ taste, that enhances the structure 
itself and that is within their budget. “Intriguing work is available in all price ranges, from Picasso to emerging  
artists. Setting the budget helps us to create focus,” Smith explained. 



“Investing in art can be daunting, even a bit   
frightening,” said Smith, noting that “artspeak” is a  
language that takes years to develop. (Both Smith and 
Abbott are fluent in artspeak, and they are able  
translators as well.) Smith observed that “galleries are 
intimidating to some people, and gallery owners often 
don’t have the time or resources to determine customers’ 
needs and taste, to educate them about the range of  
artists and/or styles in whom they may be interested, 
or to introduce them to artists whose works may not be 
hanging in the gallery at that time.” 

Although knowledgeable about all periods of art, both 
Smith and Abbott have a particular expertise in twentieth 
century artists. One of Smith’s favorite aspects of her 
work is her perpetual search for new, undiscovered  
artists of quality. She is particularly animated when  
discussing what she refers to as “an emerging   
generation of artists in the United States that are  
producing exciting, innovative, questioning art.” She  
encourages her clients to support young talent working 
in a variety of media, which frequently results in  
substantial financial gain for the investors. 

Smith has built numerous private collections of  
historical and contemporary art and established working 
relationships with hundreds of artists, collectors and 
art professionals over the last 30 years. Currently she 
is pleased to have an extensive inventory of works of art 
from the California and New York post-war, modern era, 
including works by San Francisco Bay Area and New York 
figurative and abstract artists. “This sector of the mar-
ket is growing in importance,” Smith noted. These  
historical works of art, rarely seen in regional  
galleries, are available for viewing at the new studio.  

Smith is a certified member of the Appraisers   
Association of America with an expertise in 19th through 
21st century art and is often consulted when clients 
wish to divest works. She has sold single works of art 
and entire collections for many satisfied families, who 
note that market analysis and resale strategies are 
among her strengths.

Whether your needs involve acquiring, divesting,  
appraising, moving, installing, or lighting works of art, 
the professional experts employed by the Art Resource 
Group are ready to serve you. After designing the ideal 
viewing space, Smith opened the doors of the new  
quarters on April 15. 

If you are intrigued, peruse the web site at   
www.artresourcegroup.com and call or e-mail   
Smith and Abbott, either of whom would be delighted to 
give you a tour of the new studio.
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