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AGE IS JUST A NUMBER
How Jean Picton became a
bestselling artist at the age of 82
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Tips from Jared Davies on how
to keep customers coming back
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FRAME
Award winning artist,
Max Angus offers framing
advice for budding artists
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NEW ARQADIA

HAPPY NEW YEAR!

As part of our commitment to new product development,
Arqadia has launched four exciting new moulding collections.
These new ranges are available to buy now.

Welcome to issue 23 of 4walls magazine
– your guide to the latest news, views and
expert advice to help boost your framing
business.

Lyn’s Masterclass takes us through the
process of framing samples from the
Glass Fusing and Slumping workshop she
attended.

In this issue we speak to bestselling artist
Jean Picton about her colourful life which
saw her going from celebrity and show
business to international artist at the age
of 82.

Framing expert Jared Davis shares his advice
on how to build repeat customers, while
Greg Perkins highlights how to capture the
increasingly popular photography market.

Our Ask the Experts panel is here to help
you solve your real-life framing conundrums
- in this issue we cover which tape is best
used for hinging artwork to backing board.
Do keep sharing your framing queries with
us and we will endeavour to feature them in
the magazine.

We hope you enjoy your read! As ever, we
love to hear your feedback so if you have
any comments or a story for 4Walls, do let
us know.

CHANTRY II
Following on from our popular Chantry range, which launched back in April 2016,
Chantry II offers the same striking and contemporary design in a range of four new
metallic colours – gold, silver, pewter and iron. The foil finished mouldings are 50mm
in width and provide a unique and eye catching finish to interior design.
Chantry II is priced at £5.99 per metre.

[RED RUSH]
by Jean Picton

LINEA

Pauline

Pauline Hutchinson, Editor
pauline.hutchinson@arqadia.co.uk
4Walls by Arqadia

@4WallsbyArqadia
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Award winning artist, Max
Angus offers framing advice
for new artists
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UMBRA
The Umbra range is ideal for projects that require a natural looking finish. The
moulding is 35mm in width and has a distinctive black back edge with an angular
profile. It is available in six wood tone colours - black, wenge/black, walnut/black, light
oak/black, mahogany/black and grey/black – offering a great choice of colour schemes
to suit a variety of artworks.
Umbra is priced at £5.59 per metre.

ARDESIA

Challenging the use of
framing with different
materials

We speak to Jean Picton about her colourful life,
taking her from showgirl to renowned artist

The new Linea range presents a whitewashed, bevelled profile which is 23mm in
width. The ivory moulding is available with a feature line, which appears on the back
edge, in seven subtle colours – brown, rust, yellow, green, grey, light grey and orange.
A simple, yet effective range.
Prices for the Linea range start from £4.99 per metre.

INSIDE THIS ISSUE

AG E I S JUST A NUMBE R

RANGES

The classic look of the Ardesia range will add a touch of elegance to a room. The foil
finished moulding comes in two profile sizes – 42mm and 60mm – and is available in a
whitewash or grey slate colour.

BU I LDI NG
R EPEAT
CU STO MER S
Expert Jared Davis shares
his tips for keeping
customers coming
back for more

16

03. New Product Launches 04. FSTG Scholarship Winners & Stars on Canvas 05. Art in a Corner & Wavelength Project
13. Ask the Experts & Diary Dates 14. Planning for the Year Ahead 18. Whynot Gallery 20. Capturing the Photography
Market

The Ardesia range is FSC certified and is priced from £4.99 per metre.
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SCHOLARSHIP

SCHEME

The second two successful applicants for the Arqadia Scholarship
Scheme have been selected. The scholarships, which cover the
examination costs for the Fine Art Trade Guild’s Certified Framers
(Accredited Professional Framer) - GCF(APF) qualification, have
been awarded to Shane Pardoe and Nicole Wall.
The standard of applications was
exceptional and the marking of some
candidates was extremely difficult
resulting in a close run for the two
scholarships. Of the 15 applicants the
third, fourth and fifth places were tied
as was the sixth and seventh places and
the difference between these and the
two successful candidates was only a
few points. “The number of applications
continues to indicate that the GCF(APF)
is the prized qualification for our
profession and I remain enthused at the
level of respect for the Guild and our
ethics and standards,” said the chairman
of the Guild’s Framing Standards and
Quality Committee, Mal Reynolds
GCF(APF) Adv. The scheme, launched in
April, is running for two years and will

S TA R S

ON

provide benefits for four candidates each
year – a total of eight people. Another
four candidates will be selected in 2017
and applications for the first two opens
on 31 March 2017. The scholarship is
aimed at existing framers who already
have, or are looking towards owning,
their own business.
The Arqadia-sponsored scholarship will
include the GCF(APF) examination and
examiner’s fee, GCF(APF) Study Guide
and free access for one year to the Guild
study days and workshops held in the
Guild’s offices.
To find out more, contact GCF manager
Moira Sanders in the Guild: email
moira@fineart.co.uk, phone
020 7381 6616 or go to fineart.co.uk.

C ANVAS

Earlier this year, international artist and self-proclaimed paint pirate
Tom Lewis produced a stunning piece of original art, in aid of Willow.
The signed and certified limited edition
prints were sent out to picture framers
and galleries all over the UK to be
framed as part of Willow’s Stars on
Canvas competition.
The creative and innovative framing of
the prints were judged by the great and
the good of the art and framing world,
including representatives from Wishbone
Publishing, Fine Art Trade Guild and
Arqadia.
After much deliberation, the winner
was chosen and Ruislip Frame Works
was crowned ‘Stars on Canvas Fine
Art Framer of the Year’ at this year’s
launch event, held in London on the 22
November.

EXPERT

FRAMERS

Second place was awarded to Londonbased Images in Frames assisted by
Courty and third place went to Framing
Design London.
The quality of the entries was so high
that the judges struggled to only select
a top three, therefore a special mention
was also given to Leverton Framers.

ART

IN

A

Having toured the UK throughout the autumn, Art in a
Corner saw a fabulous finale in London in November, with
twin exhibitions at Marylebone’s Cube Gallery and White
Conduit Projects in Islington.
Organised by social enterprise Eazl, the project was inspired by ‘Images of a
Woman’, the only painting ever made by The Beatles, painted in Japan in 1966.
To celebrate the 50th anniversary of this unique artwork, Eazl invited some of
the biggest names in music to create their own paintings.
A total of 19 bands and solo artists took up the challenge, including Beach Boy
Brian Wilson, Elvis Costello, Florence Welch (Florence + the Machine) and The
Libertines.
All produced 30x40” paintings, the same size as ‘Images of a Woman’, using
special art kits supplied by Cass Art.
The paintings were sold via the online auction house Paddle8, with the proceeds
going to national charities Children & the Arts and Youth Music.
Rare, behind-the-scenes photos of The Beatles in Japan, taken by their official
photographer Robert Whitaker, were also exhibited.
A series of signed, limited edition prints and exclusive fan posters remain
available to buy. Contact info@eazl.co.uk for more information.

CAN ART MAKE
FEEL BETTER?

YOU

“Ware and his collaborators aren’t fusing science and art so
much as evolving an entirely new way of working”
New Scientist, July 2016
In an exciting partnership between Art and Psychology, Reflecting Nature is an art/science
collaboration that is scientifically investigating how individuals respond to a series of
digital artworks influenced by the natural environment developed by award winning artist
Mark Ware in collaboration with Dr Nichola Street of Staffordshire University.
Supported by Arqadia, the Reflecting Nature
exhibition has been touring England during
2016. Audience responses to the work are
being studied at each venue, exploring the
aesthetic and psychological power of nature
and art.

The framed prints went up for auction
online between the 17 and 27 November
with the proceeds going to Willow. A
whopping £86,500 was raised for the
charity, which provides memorable days
for those aged between 16 and 40 and
suffering with serious illnesses.

Following on from being part of
Manchester’s European City of Science 2016
activities during July, Reflecting Nature has
visited Gloucester Cathedral and Exeter
Cathedral and was most recently on display
at Staffordshire University’s Science Centre
until the end of November 2016. In early
2017, it will move on to the University
of Sussex.

To find out more about the charity, go to
willowfoundation.org.uk

WANTED!

We are always on the lookout for experienced and enthusiastic framers who would be keen to share their advice and knowledge
with others. If this sounds like you and you’d be interested in joining our team of experts here at 4Walls we’d love to hear from
you. Email Pauline Hutchinson on pauline.hutchinson@arqadia.co.uk for more information.

CORNER

Reflecting Nature exhibition at
Exeter Cathedral September 2016

For more information about Mark
Ware’s art science activities, please visit:
thewavelengthproject.com

Dr Nichola Street and Mark Ware

4WA L L Sma ga z i ne 7

6 4WA L L Sma ga z i ne
[NEWS]

[NEWS]

AWARD WINNING ARTIST OFFERS
FRAMING ADVICE FOR BUDDING ARTISTS
Max Angus is an experienced artist and member of the Society
of Wildlife Artists (SWLA). Max is also involved with the SWLA
Council and is one of the selectors of the work for the annual
exhibition. Max loves nothing more than to see talented young
people breaking into the field, but an oversight which can hold
them back is the framing of their pieces.
She says choosing a frame for artwork
entering a national open exhibition is
very different from choosing a frame
in a domestic setting. There can be big
divisions between what a piece requires,
and what frame the artist thinks serves
it best – and that’s without the potential

He said: “It is not just the standard of artwork which plays a
part in whether a work gets selected for exhibition, the framing
plays an important part too.
“Selection committees regularly ask artists if they are prepared
to reframe artwork before they will agree to accept it for
exhibition. As the Royal Institute of Painters in Water Colours
succinctly puts it ‘Frames (and mounts) of an unusual colour,
size or design may prejudice the chance of hanging.’

interference of the framer – all of which
can have a detrimental effect on how well
it sells.
Having been an exhibitor at The
Society of Wildlife Artists since 2007
he was then elected as a full member
of the society in 2012. Max has a lot of
experience to draw upon, and is also an
award-winning artist – three times in
fact –2007 Birds Illustrated Printmaking
Award, the 2008 St Cuthbert Paper
Mill Award and the 2014 Dry Red Press
Award.
Max, who owns Barn Tye Studios, said:
“Framing for national open exhibitions is
very important.
“In the exhibitions we (the society)
operate, artwork which has not been
suitably framed detracts the eye from the
artwork. Ultimately the frame will look
out of place hanging in the exhibition,
especially when next to a professionally
finished piece.
“It can be tricky, especially when starting
out, but there are some simple steps

Max has some advice and guidance for up and coming
artists on how best to frame their pieces in order to
give them the best chance of selling.
The frame should only ever empower the piece, not
over-power it.
Don’t make frames too personal. Use neutral colours
to frame your pictures, i.e. whites and natural woods.
to help give your work the best chance
of selling and to ensure you are always
framing your work beautifully, and in a
way which will ensure it fits its audience.”

Be sure to use tough frames, as pictures will often be
moved and imperfections may put off potential buyers.

The SWLA is one of the Federation
of British Artists (FBA) art societies
exhibiting at The Mall Galleries in
London. Alistair Redgrift, exhibitions
manager of The Mall Galleries, also has
extensive insight into framing work and
says it is not unusual for buyers to have
pieces reframed.

Spend the extra bit of time or money to ensure your
work is framed and finished as well as it can be. Costcutting shortcuts are often detrimental.

Try not to use gold frames.

Build strong relationships with potential framers for a
more harmonious working partnership.
Stand your ground though, if you and the framers
have different opinions try not be lured into a more
expensive option.
Research the gallery you will be exhibiting at – see what
frames are used successfully there, then, follow suit.

“Mall Galleries has seen cases where artists who have been
asked to reframe their work have successfully argued the case
for their chosen frame and had their work accepted, hung and
even awarded prizes. However, overall more neutral frames are
usually preferred.
“Now that we are increasingly selling paintings through our
website to purchasers who have not yet seen the piece they
are buying in person; we are often asked if we can also supply
images of the frame to prospective buyers.
“The quality of the frame is often a deciding factor, and
sometimes buyers pull out of the sale on seeing the frame.
Some buyers, however, will simply ask for artwork to be
reframed in a more neutral style.”
For more information on the Society of Wildlife Artists,
The Mall Galleries, or to view Max’s work, go to
www.mallgalleries.org.uk
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B E S T- S E L L I N G A R T I S T
JUST A NUMBER
Jean Picton is anything but a stranger
to the limelight, but a career in art is
something that she did not expect as
she continues to prove that age is just a
number.
However, at the age of 82 years old, it is exactly
what has happened, and for the last two months she
has held the honour of being the bestselling artist
out of Buckingham Fine Art, with her vibrant and
abstract flowery pieces flying out of galleries across
the country.
Despite working on her pieces every day, the
success has come as a huge surprise to Jean, who
only took up painting as a vocational activity after
retiring.
“It’s unbelievable how it’s grown, I cannot believe my
pieces are selling so well since joining Buckingham
Fine Art. It’s a massive compliment, but it still
doesn’t feel real,” says Jean.
Her affiliation with art started after she retired from
working for television production companies, then
joining her local amateur art class.
It soon became clear she had a natural talent,
and decided to pursue it further. After five
years of studying at college at the University of
Hertfordshire, she graduated with a degree in Fine
Art.
Jean, who works from her home and studio in
Bedfordshire, said of her academic experience: “I
always found writing quite tricky, as when I was
school age schools were shut due to the Blitz. But I
persevered, and felt very privileged to finally go to
university and interact with people younger than
myself. It was great.
“They used to call myself, and a fellow pupil my age
at the time, the marigold glove girls.”
After her graduation, at the age of 69, she found her
true style in the shape of abstract flowers, using bold
colours, and began selling her paintings in galleries
after being signed up to a publishing company.
Jean found she had a talent for public speaking too,
which helped her present her work at galleries. She
soon began to build a following.
This eventually led to the call from Buckingham Fine
Art, and by then, Jean had sold her art around the
world.
“It’s always slightly nerve-wracking when going
through galleries, because you want the people
there to like you, and your work. But ultimately,

PROVES AGE

IS

after those moments pass, I’m fine talking to them
and having my work subject to their opinions.
“I think my background certainly helps. I started
out performing in the circus, before performing in
variety shows with the likes of Tommy Cooper and
even going on to be a professional cabaret dancer, all
around the world.
“We were treated like celebrities in those days,
especially as Windmill Girls.
“I’ve been in show business since 1949 so I find
speaking to customers and fellow artist’s fun, rather
than daunting,” said Jean.
Neil Eggleton, managing director of Buckingham Fine
Art, says he was instantly drawn to her work and
collects many pieces for his personal collection too.
“I was instantly drawn to the larger than
life colourful floral pieces on canvas,
which are finished with a high gloss resin that brings
the whole scene to life. The artwork reflects her
personality beautifully. Vibrant, colourful and full of
so much energy, this is how to describe both Jean
and her paintings. She has so much passion to create
and with a fantastic studio space in her garden Jean
can often be found painting late into the night as she
loses herself into every canvas.
“The artwork sells as soon as it arrives and we now
have galleries waiting for stock to arrive as the work
has been so well received.
“I still collect all the artworks from Jean personally,
and I have thoroughly enjoyed listening to her
colourful life story. Like many of us, Jean has
experienced life’s ups and downs, but what makes
this incredible lady so special is that nothing ever
gets her down, nothing is too much trouble and now
in her early 80’s she has most definitely found her
calling,” he said.
Her travels across the globe have influenced her
work too, bringing artistic practices and flair from
China and India most notably.
She has recently completed one of her biggest
commissions to date – a set of 18 canvases of the
London skyline, which will take pride of place at the
headquarters of a major mobile phone company
based in the city.
It has been a remarkably interesting path that Jean
has walked, going from celebrity and show business
to international artist at the age of 82, but she has
no plans to stop just yet.
For more information, or to see her work, visit
www.bucksfineart.com
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Lyn Hall

Photo 1

Photo 2

Photo 3

Photo 6

Preparing Foamcore Fillets – First of
all, replace the bevel cutting blade in your
mount cutter with a Trapezoidal Blade. It is a
stronger shape particularly when extended out
a long way (photo 3). Using a piece of the 10mm
foamboard for the fillets, place a piece under
the central bar and then extend the blade in
the cartridge until the tip is into the slip sheet
(photo 4). Use a slip sheet.

8.

To plan the layout of the glass pieces I used
mountboard chevrons to calculate the aperture
size. I added 30mm to each of the two figures to
allow for outside spacing. (photo no. 1)

Cut all four strips in preparation for the
covering. The strips should be 15mm wider
than the mount border so that they can be
trimmed back.

9.

Depth is required for these glass objects and I
thought it would be fun to give an impression that
they are just hanging in the frame, To achieve this
I first of all stuck them onto a piece of cleaned
Clarity AR70 which is invisible. I attached the glass
samples using a glue gun because it is strong and
dries quickly and would not cause any damage
should I decide to remove them. The weight is not
an issue because none of the pieces are very heavy

To prepare covering, choose either a prepared
strip from one of the four adhesive colours
produced by Arqadia or make your own. To
do this, find a piece of mountboard at least the
length of your mount and wide enough for four
strips of tape 4cms wide.

10. Cut four strips of mountboard (I am using the

Photo 7

1.
2.

FRAMING PLAN
• Attach glass samples to a glass base.

Photo 9

• Mount with a triple mount and covered
foamcore fillets for depth
• Space beneath glass to enhance the
effect
• Add a base mount, backing board, glass
and frame

3.

The photo shows the mounts that I have chosen for
this piece and are detailed above. (photo 2) The total
width of the mount when completed is 120mm at
the bottom and 100mm on all other sides. These
measurements include the foamboard fillets.

4.

I chose a Linen Twilight black top mount because of
the depth of colour. Black boards can vary so much
depending on the dyes used for the composition
of the colour. I cut the top mount incorporating a
V groove which echoed the white core and white
base. Always use a new blade to cut fabric boards
because a dull blade can cause the edge to fray,
same applies to V grooves.

MATERIALS CHOSEN

FRAMING A
CONTEMPORARY IMAGE
I N A C R E AT I V E WAY
Anyone who knows me knows that framing is my
passion. After 33 years, I still feel the same. I get
a real buzz from creating something individual for
my customers and love framing my own bits and
pieces when I get an opportunity, which is not
very often.

8508

Linen Twilight

7358

Silver/Black core

A4805

Larson Juhl Cinnabar

8977

Bright White

Photo 10

Clarity AR 70
Moulding Larson-Juhl 145790
Gramercy
10mm Foamboard covered with
stripped Linen Twilight

Photo 8

METHOD

Even though I have a Gunnar CMC, I have
decided to do all the work on a Keencut
Futura mount cutter because some of the
techniques require use of this machine
anyway.

Photo 5

7.

Give 50 framers the same image and I
believe there is no chance that they will
be framed identically. Similar perhaps,
but always slightly different. We have a
wonderful array of materials available and
I really like to challenge their use.
I did a Glass Fusing and Slumping course
a few years ago and still have not framed
my samples. They are not brilliant pieces
but they are striking and this article gave
me the opportunity to do something
different with them.

Photo 4

5.

I next cut the Silver black core mount because
I like the shine of this board and the black core
coordinates with my other boards. This mount is
3mm wider than the top mount.

6.

My third mount is Cinnabar because it matches the
tones in the glass. Again, this mount is 3mm wider
than the silver board. The mount is now completed
and ready to take the fillets.

black linen board same as the top mount and
very carefully strip the fabric from the top
of the board. I use a scalpel and take care to
remove only the surface of the board. (photo 5)

11.

Once the strips are prepared hold down at each
end with either weights or tape stuck onto a
piece of glass and then attach double-sided tape
to the back. PVA glue can be used but with a
fabric board it may bleed through. I used a wide
double sided tape and attached to the back of
each strip very carefully. (photo 6)

12. Take one piece of foamboard with the bevel

facing you making sure that the edge is clean.
Peel back a little of the release paper on the
double sided tape behind the fabric strip and
lay it all along the top edge about 1cm. Stick
down firmly and then stand foamboard on its
side. Using a finger stroke the tape into place
along the bevel taking care not to get bubbles
or creases. Run your finger firmly along the
bevel edge to press the tape down and give you
a good sharp turn. Run your finger and thumb
both sides of bevel and now turn board over
and stick the back down carefully. Prepare all
four pieces. (photos 7, 8, 9, 10)
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D I A RY D AT E S
SOUTH AFRICA:
T H E A R T O F A N AT I O N
THE BRITISH MUSEUM
Photo 16

Photo 17

Photo 18

Photo 19

Photo 20

[ASK THE E XPERTS]

ASK THE

EXPERTS

NOW OPEN NOW, UNTIL FEBRUARY 26
From some of the earliest examples of human creativity
to cutting-edge contemporary works, discover the
fascinating history of South Africa through art.
Admission: £12, but free to members

C O N S TA B L E I N C O N T E X T:
S A L I S B U R Y C AT H E D R A L F R O M T H E
ME ADOWS IN PERSPEC TIVE
TH E SAL I SB U RY M U SEU M
Photo 21

Photo 22

Photo 23

13. Return to the mount cutter and place a scrap

piece of bevelled foamboard along the bottom
edge (see photo 16). Make sure the back edge
is square. Taking each piece in turn, lay the
covered fillet face down so that the fillet bevel
locks onto the bevel of the scrap (photo 17).
This process ensures that all the angles are
completely square and makes it easier when
putting corners together.

14. Trim the edge of the fillet cutting slightly into
15.

stick onto the back of the mount and glass
(photo 25) to act as spacers beneath the
artwork. The strips need to be narrower than
the mount to avoid being seen. They can be
bevelled or straight cut.

22. Cut a piece of Clarity AR70 glass for the

18. Trim back the edges of the foamboard to the
same size as the mount.

E DWA R D K R A S I N S K I
TA T E L I V E R P O O L

20. Cut some strips of 10mm foamboard and

Lay the four fillets face up and stick double sided
tape about 3mm away from the top edge of the
bevel. This covers some of the decorative tape.
I use a very wide high tack custom tape but
normal double sided tape is fine along with PVA
glue on any part that has no tape.

Add your first fillet (photo 22) taking care to
stick it down very firmly once it is in position.
Keep going round each side (photo 23) carefully
matching the left bevel into the piece already in
place. The fourth piece needs to slot into both
the left bevel and the right end. Have a go and
you will see what I mean.

Admission: £8, but free to those with a
National Art Pass

aperture with double-sided tape. Place glass
with artwork onto back of mount and stick
down firmly. (photo 24)

21.

a dummy strip under the mount which can be
easily removed because this helps positioning.
To do this cut a strip of the same thickness
foamboard and bevel it. Line it up accurately
along the mount bevel and stick down using a
low tack double sided tape. (photo 21)

Photo 25

19. Turn the whole assembly over and line the

the scrap board to produce a bevel, (photo 18).
Complete all four the same way only removing
the left end. (Photos 19 and 20)

16. At this point, some people find it easier to put

17.

Photo 24

Using double-sided tape, stick the base mount
(in this example I used White No. 8977) onto
the back of the foamboard spacers.
front and a backing board. A side view of this
whole package can be seen in the photograph
(photo 28). The layers from top to bottom are
glass, mount 1, mount 2, mount 3, foamboard
covered fillet, artwork on glass, foamboard
spacer, base mount, backing board.

23. Clean glass thoroughly both sides –

particularly important with a black mount
because any marks will be visible and seal the
package around the edge to prevent any dirt
or insects from getting in.

24. Cut a frame. In this example I used Larson

Juhl Gramercy No. 145790. Morso blades
need to be very sharp for mouldings that are
coated. The section is completely square so I
cut it face down negating the need to use my
rebate supports. This is a very useful tip also
for very deep mouldings where the internal
rebate exceeds the height of your supports.

25. Assemble frame and package, stand back
and admire!

OPEN NOW UNTIL MARCH 25
Constable’s masterpiece returns to the city in which it
was created.

OPEN NOW UNTIL MARCH 5
The first UK retrospective of one of the important
Eastern European artists of the 20th century.
Photo 28

Admission: £5, or free to those with a
National Art Pass

A N DY WA R H O L
THE WHIT WORTH , MANCHESTER
NOW OPEN UNTIL APRIL 1
Works by the superstar artist, still riding high on his
‘fifteen minutes of fame’ almost 30 years after his death.
Admission: Free

DAV I D H O C K N E Y
TAT E M O D E R N
FROM FEBRUARY 9 UNTIL MAY 29
One of the most popular and influential British artists
of the twentieth century returns to Tate Britain for his
most comprehensive exhibition yet.
Admission: £19.50, but free to members

T H E A M E R I C A N D R E A M P O P TO T H E
PRESENT
THE BRITISH MUSEUM
FROM MARCH 9 UNTIL JUNE 18
Trace the creative momentum of a superpower in this
major new exhibition.
Admission: £16.50, but free to members

Lyn Hall GCF (APF) Adv.
International Framer/Trainer,
Fringe Arts Picture Framers

Can you please advise what
tape you would recommend
using for hinging artwork to
backing board?

LYN HALL ANSWERS:
First of all, I need to clarify what you mean by backing board. If
you are actually referring to the backing board which sits at the
back of a frame, I am assuming that you wish to hinge some
artwork which has no real value in which case you could probably
get away with Filmoplast P90 or pH7-70, both of which are
self-adhesive tapes. If by 'backing board' you actually mean the
undermount that is a different kettle of fish.
An undermount is always used when framing artwork to
conservation level and above. It is the same quality and thickness
as the front mount and sits behind the artwork and before the
actual backing board.
It is sometimes also referred to as a barrier board because that is
exactly its purpose. It protects the back of the artwork from
impurities which are found in regular backing board and ensures
that the artwork is placed between two protective surfaces. The
undermount can be any colour, but the artwork is placed onto
the back of the board and not the coloured surface.
If this is the process that you are
referring to, you should be hinging the
artwork with conservation quality
gummed white paper tape using the
T Hinge method. The reason for
recommending gummed paper tape
is that it is totally reversible and if
removed, leaves little or no residue
on the back of the artwork.
Generally speaking, the hinges should
be approximately 5mm onto the back
top of the artwork and the T bar
should sit approximately 1mm away
from the edge of the artwork. As for
quantity, on a piece of artwork A4 size, portrait or landscape, you
should only need a couple, each hinge placed one width of the
paper tape from the edge of the artwork. Obviously if the
artwork is larger, common sense is important but if you are using
more than two hinges, always fix the middle one first to avoid the
artwork bowing.

4WA L L Sm a g a z i ne 15

14 4 WA L L S m a g a z i n e
[PL ANNING FOR THE YE AR AHE AD]

[PL ANNING FOR THE YE AR AHE AD]

PLANNING
F O R

T H E

2 0 1 6

Y E A R

With 2017 nearly upon us, now is a good time to start planning
your marketing initiatives for the year ahead. There are many
seasonal events that take place throughout the year that
provide plenty of opportunities for you to showcase the various
products and services you can offer your customers. To give
you some inspiration and help focus your marketing efforts,
below is a calendar of key events and dates and some suggested
ways of capitalising on them.

A H E A D

If you need more guidance on best practice or would like
examples of how to exploit these opportunities using PR or
social media, then take a look at our free online PR and Social
Media Toolkits at www.arqadia.co.uk

R E V I E W

Before we get lost in a new year, let’s take a look back over
what a great year 2016 was. At Arqadia, we launched an array
of new products, which were met with a great reception from
you. We were thrilled to see some of the fantastic framing work
you completed in 2016 and wanted to showcase some of these
examples here.

FORD FRAMING
A nostalgic and beautiful collection of a women’s possessions,
an Olympic torch and a bible captured perfectly for the rest of
time from the team at Ford Framing.

We love to see how you have used Arqadia products, so if you
have an amazing project that you’ve undertaken please share
a photo with us and you might just get featured on our social
channels or even in this magazine. Send your examples to
pauline.hutchinson@arqadia.co.uk

MONTH

EVENTS

OPPORTUNITIES

January

January Sales

Post-Christmas framing deals
Special offers

February

Valentine’s Day
Tuesday, February 14

Photography
Artworks with a romantic focus
Engagement photography framing

March

Mother’s Day
Sunday, March 26

Framed family photography
Framed children’s artwork
Framed family heirlooms
Framed artwork

April

Easter Monday
Monday, April 17

Egg painting competitions

Grass Roots football season ends

Framing of team photography
Framing of medals and trophies

Wedding season starts

Artworks with a romantic focus
Wedding photography and memorabilia framing

A striking piece called the Hanging Man is given the perfect finish by our LJ Anvil range.

Football cup finals

Programme and souvenir framing

Promoting new artist Jay Nottingham, and his piece ‘Sligachan Isle of Skye’ – beautifully
framed with Arqadia 466000167 moulding and mountboard.

June

Father’s Day
Sunday, June 18

Framed sporting and hobby memorabilia

July

Graduation season
Sports Day

Framing photography, trophies and certificates

August

Summer Bank Holiday
Monday, August 28

Framing holiday photography and memorabilia
A good weekend for an open day or exhibition

September

Back to school

First day at school framed photography

October

Halloween
Tuesday, October 31

Opportunity for dramatic shop window displays –
American kitsch to gorgeously ghoulish!

November

Remembrance Day
Sunday, November 12

Framed memorial photography and medals

December

Christmas
Monday, December 25

Framed memorabilia and family photography
Artwork as gifts

May

DIXON FRAMES

GRAHAM HUNTER GALLERY

Some very impressive large scale framing from Ian Dixon
(www.dixonframes.com) – this piece had external dimensions
of 2985mm x 1260mm and used Larson Juhl moulding.

Creative Framing was featuring fashion designer Paul Costello
in the gallery and so used two swept frames to promote this
inside and outside of the shop.

THE PORT GALLERY

WE FRAME IT

HANGAR ART AND FRAMING
Two exciting pieces from Hangar Art
and Framing, both using Arqadia’s Tate
moulding.

The Port Gallery sent this picture of a
highland cow, which was framed using
LJ Angus, Clarity and layered core
mountboard.
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forward to seeing you again with your
next framing project.”

B U I L D I N G R E P E AT
CUSTO M E R S

Always pay attention to any feedback
you receive, as it may help highlight
possible strengths or weaknesses of your
business.

BY JARED DAVIS

Australians are famous for throwing
boomerangs. However, it does take some
practice and skill to learn how to throw a
boomerang that comes back.
Likewise, when it comes to selling
a frame to a customer, there’s no
guarantee they’ll come back again –
unless you do things right.
It’s much harder to win a new customer
than it is to retain an existing one. In the
case of custom framing, most consumers
have more than one wall to fill, and
repeat customers are also known to
spend more than first time customers.
That means building repeat business
is crucial to the growth of any framing
business.
So, what makes customers want to come
back? Here are a few strategies designed
to help encourage customers to return
to your business again and again, a sign of
customer loyalty.
MAKE IT PERSONAL
When it comes to business, people are
loyal to people.
Customer service starts with the person,
so learn and use the customer’s name in
conversation, and make sure it’s easy for
them to recall and use your name as well.
A simple name badge can facilitate this.
Discuss the story behind the customer’s
framing project, and relate to that
memory and experience on a personal
level. Be warm, share emotions, and get
to know your customers individually.

SPEND TIME
Customers love a positive experience,
and studies have shown that they will
view a buying experience as positive
when they don’t feel ignored or rushed.
Be prepared to spend time with them.
Even better, invest time with your
customers. Don’t forget that they have
more walls to fill than just the job you’re
designing with them today.
INSPIRATION DISPLAY
Customers can be inspired by framing
ideas they might see on display when
they come into your shop. Dedicate
prominent display areas to show
customers your creative abilities.
Even though customers may come in just
to frame a diploma, they may leave your
shop inspired by a great idea for another
custom frame. It’s much easier to sell
higher value work when your examples
raise the bar.
ADD VALUE
I work with a framer who regularly
employs an added-value strategy to
exceed their customer’s expectations,
enhancing their satisfaction.
Owner of The Framer, Jerry Monnery
says: “Where appropriate, we try to
find ways to offer little extras into the
job at no extra charge. For example, we
might add an extra fillet or V-groove to
a mountboard, upgrade a double mount
to a triple mount, or even upgrade the
glazing of a small frame from standard
glass to anti-reflective glass.
“We feel these can help add value to a
sale without really costing us too much.
We usually try to use offcuts we already
have lying around. At the very least, you
can even just offer the customer hooks
to hang their picture.”

His wife and co-owner, Karen explains:
“Even if there is a small value to the
additional cost of materials added, we
consider it an investment in marketing.
Not only does this help encourage
loyalty, but the customer may also feel so
good about the little unexpected extra
that it can translate into a bit of extra
word-of-mouth for our business.”
PEAK CUSTOMER SATISFACTION
Whenever customers come in to pick up
a framed work, a quiet objective should
always be to help sell them their next
custom frame.
There is a powerful moment of peak
customer satisfaction when customers
finally see their creations completed
for the first time. This could be an ideal
opportunity to ask, “So what do you
think might be the next thing you’ll want
to frame?”
FOLLOW-UP COMMUNICATION
Peak satisfaction can remain for up
to two weeks after customers have
collected their frames, so that can be
an optimal time to reach out for further
inspiration.
Using this strategy, not only can you
thank them for choosing you but also
ask for feedback, perhaps even with
a link to the review sections of your
preferred business social media channels
or webpage.
For example, a short note can say, “We
just want to make sure you’re happy
with the framed artwork we did for you
last week, and we’d like to say thank you
again for choosing us.
“We hope it brings you pleasure for
years to come. Please feel free to provide
any feedback, either directly or on our
Facebook page link below. We look

Some business owners use customer
relationship management (CRM)
software to automate the process of
personalising follow-up letters and emails
to clients at scheduled times. It’s best
to keep this process as personalised
as possible because you want to send
the message that you care about the
customer more than just selling a
product. This builds genuine loyalty.

THE PERPETUAL COUPON
If a coupon/voucher has worked for a
client, then it should work for the same
client again.
When a customer presents you with a
coupon to redeem for a sale, rather than
accept and dispose of it, hand it back and
say, “I probably shouldn’t do this, but
there are still another few weeks left on
this coupon, so you may want to use it
again or pass it on to someone else you
know.”

Whether you do this in the form of an
email or direct mail, you could write
a newsletter, promote an upcoming
event, or provide enticement with a gift
voucher/coupon, a little reminder may
be all that is needed to stimulate some
return business.
Take advantage of seasonal opportunities
such as Mother’s Day, Christmas, and
graduation season, which are great
opportunities for custom framing as gifts.
David Schummy, owner of Fix-A-Frame,
mails a personalised letter with a credit/
gift voucher to select high-value clients
at optimal times of the year to help
stimulate return business.
He says, “We found that this credit
voucher promotion is far more effective
when it is physically mailed rather than
sent by email.
“We’ve also found that a monetary-value
credit voucher outperforms a percentage
discount because a monetary value is a
quantifiable amount.”

It is always better to use strategies that
encourage long-term customer loyalty
for the right reasons.
UNHAPPY CUSTOMERS
Sometimes things don’t go right. When
a customer brings in a potential problem
with a job, rather than look at it as a
difficulty, treat it as an opportunity to
create a customer for life.

PROMOTIONAL COMMUNICATION
Reaching out to your customers on a
regular basis can promote awareness
and help maintain the concept of custom
framing in the front of their mind.

are now a common strategy in retail
business, from coffee shops to airlines.
They have also reached a point where
they have become generic, just another
loyalty card for the pile, and may not
necessarily cultivate the genuine, longterm loyal relationships you’re after.

Before retiring from picture framing a
few years ago, Shirley Damon of Damon
Galleries, Ltd., told me that she used this
“perpetual coupon” strategy with one
client who used the same coupon several
times on different framing jobs before it
expired!
Shirley said she was delighted that the
concept worked so well – and happily
accepted the work, regardless of
whether it was from several different
coupons presented from different clients
or several jobs from one client!
LOYALTY DISCOUNTS
These programs are a common strategy
used in many industries. They can work
well for larger business models, but there
can be several issues with this type of
strategy for custom framers.
First, do they encourage the customer to
become loyal to your business or just to
your discount?
Second, employing this method can
devalue your pricing to the point where a
discount becomes an expectation. When
you consider that the price of custom
framing is generally labour intensive,
remember that it’s hard to discount
labour. That makes discounting a difficult
game to play unless you have structured
your pricing to buffer your margins.
Loyalty programs that rely on
accumulation of points or pounds

Regardless of where blame or fault
may lie, take responsibility, apologise
for the dissatisfaction, and respond in
the customer’s favour with a positive
outcome.
This will result in the customer feeling
obligated to remain even more loyal to
your business.
QUALITY
You’ll be judged on the quality of your
work, so avoid compromising your
quality. If things are not up to standard,
dissatisfied customers are unlikely to
return.
Have you ever had to reframe another
framer’s work? Customers won’t always
tell you what they are not happy with,
either.
Industry leaders aim to offer a higher
standard of product than what is
commonly available. If you want your
business to be the best, start by selling
the best.
GRATITUDE
Customers like to feel appreciated, and
a simple, heartfelt thank-you can go a
long way to making a customer feel good
about choosing you.
There are many ways to show this,
whether it is a sign in the shop, a follow
up email, or simply expressing your
gratitude verbally when customers come
to pick up their jobs. It costs nothing to
say to say thank-you, yet sometimes it
means the most.

This article has been reproduced with permission from Picture Framing Magazine
October 2016 issue.
www.pictureframingmagazine.com
And was written by Jared Davis
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BURTON FRAMER GOES IT ALONE

Whynot Gallery open exhibition 2016 ; from the left, artist John Rattigan, 2015 Open winner Artist Sue Heale, Libby Naseby (Whynot Gallery owner) and Local MP Andrew Griffiths

Whynot Gallery in Burton-on-Trent is a thriving business that
showcases local artists, alongside a gift shop and framing service.
A family run enterprise, Whynot has just
celebrated its third birthday and is going
from strength to strength. Proprietor
Libby Naseby originally worked in digital
printing, but while she enjoyed that
role, it was when that company started
creating canvases that she had her first real
experience with framing, and where she
discovered her passion for the profession.

“I first started in digital printing, around 15
years ago. The company I was working for
at the time started creating canvases, and I
started framing them,” she recalls.

picked up the mantle of the family business
alongside her sister. This was in 2013, when
she changed not only its dynamic, but its
direction, name and even location too.
Now, from impressive premises on Lichfield
Street in Burton, she not only lives out her
passion for framing, but also continues to

Libby continues: “I fell in love with
framing straight away, and decided
to really pursue it. Once I started to
frame the canvases, I knew this was
the path I wanted my career to take.
“I went and did a course at the local
college, thoroughly enjoyed the
experience and totally fell in love with
framing even more. My mind was set
after that.
“I also noticed that I was the
youngest person on the course, and
the only woman. This gave me great
confidence, as I knew I might be able
to add something different to the
business, purely because I was in a
minority being young and female!”
Libby’s first real project was a
Japanese piece which Libby recalls took
her many hours to frame. From here her
confidence and talent grew and she started
to build her business out of her mother’s
ceramic shop.
Eventually the time came for her mother
to step down and retire, and so Libby

undertake digital printing and canvasing
work too.
“When my mum retired it signalled the
end of mum’s era, and it’s there that mine
began. I wanted to take the business in a
new direction, and that’s what I’ve done.

DRIVEN BY HER LOVE OF FRAMING
“Whynot boasts three floors. One
forms a shop, selling a range of ceramic
products along with other art pieces,
the second a gallery and the third is the
workshop from which I frame artworks,
so it’s very different to its previous
carnation.

retiring policeman, and even several sick
bags – unused I must add – for Virgin
Holidays. That was one of the strangest
projects I’ve had!”

“I am also very passionate about giving
budding new artists a platform to
display their work, as sometimes an
undiscovered talent just needs to be
seen. So I am always putting on various
exhibitions on the gallery floor, featuring
all different types of work. Now, we are
featuring pottery, and it is proving very
popular.

She says she hugely values the history and
story of any artwork which is presented
to her, and uses both traditional and
modern techniques to complete the job.

“I’m really glad I took the decision to
move into framing, and would never
change it. The fact I can now do it as a job
is great.
“Running the gallery is great fun too,
and the fact I’m starting to have repeat
customers and recommendations for
various works is a massive compliment
that I’m really grateful for.
“I’ve tried to make the gallery stand out
as much as it can, and there is a quirky
sort of feel to the place. I’ve framed some
truly unique pieces since coming here,
including truncheons and whistles for a

It’s not just the gallery that Libby has
tried to differentiate, but also her framing
too.

“I’ve tried to bring a new modern take to
framing. I particularly love using Arqadia’s
modern chevrons and mouldings, and
trying new colour matchings between the
frame and the piece.
“Colours are what I love, and I like to
think I have a natural talent for matching
colours and bringing out the best in
artworks. I could never draw or paint, so
I’m not artistic in that way but colours
I absolutely love working with. This
also helps with the digital framing and
canvasing, which is a service I still offer.
“Also when framing, I love to know the
story behind the work I’m going to frame
and get to know what the customer
wants. However, I know that framing is
constantly evolving and I will always be
learning new things, and trying new ideas,

as it’s so important to move forward with
the times,” explains Libby.
Whynot Gallery is still relatively new,
but it is really making a splash, and with
Libby at the helm, the future certainly
looks bright.
For more information, go to
whynotgallery.co.uk
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What are you doing in your business to capture some of this
photography craze? Today, there are online sites people can
use to upload their own photos where they can be printed
and framed. If you have in-house printing or photo restoration
services, it is important to let the people in your market area
know about them. If both existing and potential new customers
know what you can do for them, and you make it easy, there
are plenty of folks who prefer doing business locally who will
make use of them.

CAP TU R I NG
TH E
PH OTOGRA P HY
M A RK ET

There have been numerous advancements in photographic
technology in the past few years. Thus, everyone thinks they
are a photographer. Indeed, many of them are quite good.
Of course, there can be a big difference in results between a
professional photographer with technical knowledge and an
artistic eye versus you or I taking random photos. But even so,
the reality is that you no longer need an expensive camera to
take decent pictures. In fact, good photography is nearly always
at your fingertips using phones, tablets, or other devices.
In the April issue of National Geographic,
a graphic showed the popularity of
picture taking in America. In 2006, it
was estimated Americans took 53 billion
photos, making an average of 177 per
person. By 2015 that number jumped
to 105 billion, or 322 per person, with
37 percent of the photos taken with
mobile phones. In 2011, Facebook
reported that 140 billion photos had
been posted on its site. That is 10,000
times more than the number of photos
in all the collections in the Library of
Congress. At the same time, it has been
estimated that there are 3.5 trillion
photos in existence.
Not only do people enjoy taking photos,
but they also enjoy sharing them.
Instagram, as well as other apps, make

it easy to let your family and friends see
your life in pictures. With these apps
and the various photo editing programs
available, there is one large bunch of
people devoting a huge amount of time
and energy to photography.
At this point, the surge in the popularity
of photography hasn’t impacted custom
framers much. But few framers focus
their marketing efforts on this category.
When you visit stores where readymade
frames are sold, however, you will notice
a shift in their offerings. There are still
the standard rectangular format frames
such as 5"x7" and 8"x10", but there are
now many square frames on the shelves
to accommodate digital photos, such
as 12"x12".

Figure 1

So, where do you begin? First, figure out how to appeal to
people’s emotions and interests. Frame some photos for display
in your shop. Not just the standard wedding and graduation
photos but also some of artistic images and pictures an
everyday person might take. Be sure to include the popular
square format images seen frequently on Instagram and other
sites. Just framing some photos isn’t enough though. Be sure
to get them photographed for use in your marketing materials,
both online and printed. It helps to know what people are
taking photos of so you can understand how to best market
your business to maximize your success. For example, the
number one Instagram hashtag (label) is #love. The photos
categorized using it are mostly of babies, spouses, or selfies
with friends. Knowing this you might consider including some of
these types of images in what you frame as your examples.

By Greg Perkins

When you review why people use online services to have their
own photographs printed and framed, four keys areas to note
are price, ease, convenience, and less intimidation. It can be
difficult for a frame shop with retail overheads to compete on
price since the online services don’t have storefront expenses.
However, you can focus on ease and convenience by doing
everything you can to streamline your business to receive these
orders. Also, many people feel intimidated by frame shops
because they do not understand what will take place or if they
will be taken advantage of. You can help this issue by educating
people about the process, both for the customers who come
in the store and through information you use to attract
new business.
If you want to do business with the photography enthusiasts
in your area, be sure your framing is attractive and satisfies
their needs. Much of the framing offered by online services is
quite basic, so it’s important to offer that option, but you may
also appeal to other customers with more interesting designs.
Although the digital photography trend is popular across the
generations, older folks tend to take fewer photos than younger
people do. When you are framing photos for your store displays
and for use in your marketing materials, be aware of who you
want to target. There isn’t a right answer. It depends on things
like your local demographics, your business image, and product
selection.
Let’s look at several framing options.

OVERALL NEUTRALITY
The mountboards used for photos are most often white and the
frames are generally black. Part of this comes from professional
photographers, who are told to use this colour scheme for
competitions and presentations. It is also sometimes a pricing
issue, since the least expensive frames tend to be black.
It’s important for framers to weigh and balance the popular
looks people are buying with what works best with each photo.
In this case, adding a silver frame around the black frame
enhanced an otherwise black and white design. A black frame
on its own would be overbearing for the photo with so little
black in it and for the all-white décor. While it’s not necessary
for framing to match the décor, it is smart to consider things
like contrast because you won’t want it to end up too bold or
too washed out for the room.
BREAK IT UP
You have likely seen large maps that have been cut into sections
that are framed individually to hang as a grouping on the wall.
The same concept can be used for photos. The image shown in
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Figure 1

fig. 1 was simply cut in half to become
a diptych. Depending on the picture,
you can divide it into as many pieces
as you like. If you are working with a
customer on a design, make sure the
photo has no special monetary or
sentimental value. If the photo is purely
decorative, suggest this concept. Your
customer will get a design that is much
more unique for their money, and you
will increase your bottom line by selling
more moulding.

This is the same image as the other daisy photo in fig. 1. If you
offer printing and photo editing services at your shop, you can
make this type of change for your customers. The right half
was simply altered to a sepia colour with a single click. This
idea applies to a single image cut apart,
but this design was created by flipping
the photo to create a mirror image. That
just takes one more click using a photo
editing program. It can’t get much easier
than that. It’s a great service to offer
when your customers’ images aren’t the
most flattering with the room where they
want to use them. When you can take a
picture they already like and offer to make
it work better in their homes, they will
love you.
Figure 6

INSTAGRAM FAVOURITES

GO BIG!

The popularity of Instagram has resulted in millions of people
storing and sharing their photos online. Many of these images
are square. One idea is framing a collection of these images.
In the example shown in fig. 2, the photos are all close-ups of
various items, capturing their patterns and textures. It’s also
popular to mix and match photos, with the only unifying factor
being that the person likes all the pictures. Your customers may
have such pictures of their kids, pets, or from a holiday.
When framing groupings, it is easy to overfill the space if each
piece is framed using your general proportions. This frame
design intentionally makes use of narrower mount borders to
reduce the overall size of each frame.
Because narrow mount borders tend to look skimpy, you can
overcome the problem by adding spacers between the two
mountboards.
This adds visual weight, so what the mount lacks in width is
made up for in depth.
Another idea for framing a collection of favourite images is to
use a multiple opening mountboard to merge all the photos into
a single frame. This is a great alternative for the person who has
less space, a smaller budget, or a larger collection because it
keeps the design more concise.

As the resolution of digital photos has
increased, the ability to print high quality,
large images have grown, too. When
you combine this with the popularity
of oversized art, the timing is right to
promote framing large images. The photo
Figure 3
in fig. 3 is 48"x 48". Photos are often
mounted, but you can also frame them without mounts. When
you don’t use mounts, you can make it up by stacking mouldings
or adding a liner inside the frame. For this design, two frames
were combined with a fillet.

For the design in fig. 4, a light grey, medium grey, and dark
grey mountboard combination and a dark silver frame relate
to the softer contrast in the picture. Black and white mounts
and frames have their places, but you can fine-tune your frame
designs with greys and silver.
WARM IT UP
You can add subtle colour to warm up black-and-white photos.
In the photo shown in fig. 5, soft, earthy grey-brown colours
were used instead of neutral white, black, or grey. Framers often
get hung up on matching the colours in pictures, but you can
coordinate with them or add a subtle indication of the colours
that might be there if the image was in colour.

NOT JUST BLACK AND WHITE
Very few black-and-white photos are only black and white. In
fact, many so-called black-and-white photos do not have true
black or white in them. More often, these pictures are made up
of a range or greys. The way the image comes from the camera
is largely what dictates the colour, but the paper also affects the
colour scheme.

REVIEW
The next time you are presented with a photo to frame, forget
the same old white mount and black frame. Being a custom
framer, you can do more to enhance the photos your customers
bring to you. When a customer wants a simple look, or wants
to keep the cost down, a basic white frame is an alternative that
may still fulfil their request. Even though the white-on white
look – using mounts and frames of the same colour – has been
popular for several years, it is still used less and remains fresher
than black and white.
Maximize your profit potential for framing photography by
displaying it and talking about it on your website, in social media
posts, and for print ads among others. Also, plan a window
display featuring photography or an in-store vignette. Within the
photography category there are both professionals and amateurs.
To get face time with the professionals, offer to speak at a local
association or guild meeting.

Figure 4

Figure 5

Figure 2

If you have a large, up-to-date mailing list, send email invitations
to an in-store seminar. At the event show the attendees ideas
like the ones covered in this article. Suggest they bring in their
own pictures to get framing ideas and hand out a gift card to each
attendee that they can apply to their custom framing project.
One thing is sure: photography is not going away. It makes so
much sense to cash in on this craze.

This article has been reproduced with permission from Picture Framing Magazine October 2016 issue.
www.pictureframingmagazine.com And was written by Greg Perkins, CPF
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