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David Beavis Fine Art is located in Park City, UT.

At this point, we know that gallery-based software makes 
the day-to-day business run more smoothly, by keeping track
of sales, keeping up-to-date on inventory, and organizing proj-
ects and mailing lists, but they also reduce stress for employ-
ees leading to a boost in productivity. Second to that is how
software improves accuracy which leads to work being done
faster, priced properly, and cheaper as more jobs are correct
the first time. Along the way,
gallery owners also benefit
from the customized features
that help them tackle tasks
unique to their business. Alex
West, CEO of the Atlanta-
based ArtCloud, says that 
his company’s marketplace

and management tools help
galleries, artists, and collec-
tors sell, buy, and discover
art. “Foot traffic is down
across the board and galleries
today are looking for solutions
that can help them build and

GALLERY SOFTWARE HELPS
GROW BUSINESS & SALES
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QUOTE OF THE MONTH:
“I have noticed in the last five 
to seven years, that our clients are
much more expectant of efficiency
in sales and responsiveness to
their questions in a timely 
manner.”

Emily West, page 12.

ART IN THE CORPORATE
ENVIRONMENT

Industry insider Litsa
Spanos discusses how 
corporate art is more than
mere decoration. But that it
has the power to transform
any environment and can
leave positive and lasting
effects on clients. See page
16 to learn more.

CLASSY ART MAKES 
INC. 5000 LIST OF
FASTEST GROWING 
PRIVATE COMPANIES

Classy Art has been recog-
nized on the Inc. 5000 
annual list of the fastest
growing private companies
in the U.S. Coming in at
number 3148, the company
was recognized for its 
continued growth of more
than 40%. Go to page 12.

NANO LOPEZ: BRINGING
JOY WITH HIS WORK

In artist Nano Lopez’s world
of Nanimals—his own collec-
tion of bronze work featuring
real and mythical creatures—
characters are perched whim-
sically with teapots, fruits and
vegetables, resting birds,
bees, and Pre-Columbian
and contemporary artifacts.
Go to page 25.

CREATIVE FRAMING:
SCORE BIG WITH 
CUSTOM-FRAMED 
JERSEYS

The 2019 NFL season is 
underway, but for custom
framer RJ Jacquez, owner
of Jacquez Art & Custom
Framing in Chula Vista, CA,
football is always in sea-
son—or, at the very least, its
jerseys are. See page 24.

continued on page 12
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INTERESTED IN ADDITIONAL GALLERY REPRESENTATION

INTIMATIONS OF THE CELESTIAL - PASTEL

NEW CANAAN GALLERY, CONNECTICUT

CLOUDBURST - PASTEL

THE TROIKA GALLERY, MARYLAND

RAKU - OIL

THE GALLERY D’MAY, NEW JERSEY

JOHN
DAVIS
HELD

PAINTINGS WITH A DEEP SENSE OF LIGHT AND PEACE

WWW.JOHNDAVISHELD.COM
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Shown is “ Katrina,”  
a bronze sculpture 

by Nano Lopez. 
Go to page 25 for 
more information.

INSIDE THIS ISSUE

What’s Hot in
Open Editions

This month’s What’s Hot in
Open Editions features a va-
riety of the latest best selling
open edition prints, some
available as print-on-demand
images, and it includes con-
tact information as well.

Page 28

Profiles In Sculpture:
Nano Lopez

In Nano Lopez’s world of
Nanimals, bronze characters
are perched whimsically with
teapots, fruits and vegeta-
bles, resting birds, bees, and
Pre-Columbian and contem-
porary artifacts.

Page 25

Presenting 
New Art Releases

We present the New Art sec-
tion featuring current releases
of work in an array of medi-
ums, edition sizes, image
sizes, and price points, as
well as company contact in-
formation.

Page 32

Gallery Software
Grows Business 

Fine art gallery-based software
makes the day-to-day busi-
ness run more smoothly, but
gallery owners are also finding
that the customized features
have helped them tackle tasks
unique to their situations.

Page 1

Calendar: 
Industry Events

As the new year approaches,
so do the various winter in-
dustry shows in Miami, in-
cluding Art Miami, Spectrum
Miami, Red Dot Miami, Aqua
Art Miami, INK Miami, and
Art Basel Miami Beach.

Page 30

Score Big with
Framed Jerseys

Custom framer RJ Jacquez
managed to turn a video tuto-
rial that he created three years
ago on YouTube into a niche
part of his business that
makes up 80% of his sales
today.

Page 24
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IN OUR OPINION

As demographic factions
cycle in and out of the
art and framing industry,

with the substitution rate of
younger customers and collec-
tors replacing older and estab-
lished clients remaining low,
professionals all over are try-
ing to decipher the access
code to these buyers. 

The first pathway to millen-
nial buyers is technology
based. This is not new news.
As scope and scale of informa-
tion, entertainment, and cultural
diversity are now fingertips
away, every retailer within (and
beyond) our industry has been
laboring and investing to iden-
tify the digital approach that
best sells sell art and framing.
Even as the usage patterns of
technology diverge, the older
a user becomes there seems
to be a more defining quantita-
tive difference among the two
groups—the perceived need
for speed.

Although it may seem
counter-intuitive, the notion of

building speed into a sales
process actually augments re-
lationships with younger buy-
ers. They are just as expe-
rience-driven as older con-
sumers. The difference is they
put an uncommon value on
their time—not in a belittling
way toward their predeces-
sors, but viewing time on a dif-
ferent scale. The tools of the
hunt for a perfect frame or art
purchase are different today
and the attitude among young
buyers that ultimately rings the
cash register is just as unique.

Younger buyers are much
more linear in their approach to
obtain, process and act upon
an art or framing purchase de-
cision. Consequently, many of
the the traditional elements of
the selling process are mini-
mized. So, the art of the deal
rests upon the gallery or
frameshop owners ability to af-
fect a purchase decision within
a narrow range of time toler-
ance. Create a selling process
that efficiently sets the stage
and asks for the order. Second
chances are rare.
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Alan Avery Art
Company, Atlanta,
presented the paint-
ing, collage, water-
color, and monotype
work of artist Ro-
mare Bearden in an
exhibit in conjunc-
tion with The High
Museum. Titled,
“Something Over
Something Else,”
the exhibit features
a diverse range of
work by the artist
deemed one of the
most influential of
the 21st century.
For more informa-
tion, telephone the
gallery at (404) 237-0370 or go to the gallery’s website 
located at: www.alanaveryartcompany.com.

Alan Avery Art Presents Bearden Work

Bearden’s “Mecklenburg Autumn.”

Jamali Gallery, New
York, NY, was the
setting of an exhibi-
tion of hand-painted
photographs and
film photography by
Jamali, the first of its
kind by the artist in
over a decade. Pho-
tographs are avail-
able in limited
editions of 24 and
measure 11 by 14,
20 by 24, 32 by 40,
and 62 by 78 inches.
Hand-painted photo-
graphs are one-of-a-
kind and measure
20 by 24 inches and
larger. Limited edi-
tion prints of the hand-painted photographs are also available.
For further information, call the gallery at (212) 966-3335 or
visit the website at: www.jamalinycgallery.com.

Jamali’s Unique Images Exhibited

Jamali’s “Cat. 13434,” a hand-painted
photograph measures 37 by 44 inches.

A custom made
carbon fiber
moulding from
F r a m e r i c a ,
Yaphank, NY,
was chosen by
Frame de Art to
help create a
framed gift pre-
sented to leg-
endary rock
band, the Rolling
Stones. The En-
glewood, CO-
based custom
framer presented
the framed art to
the band after
their concert at the Denver Broncos Stadium this summer.
Frame de Art had previously created works that were 
presented to the Zac Brown Band and Billy Joel. For more
information, call Frame de Art at (303) 722-1525 or visit 
the website at: www.framedeartonline.com. To contact
Framerica, telephone (800) 372-6422 or visit the website 
located at: www.framerica.com.

Rolling Stones’ Custom Framed Art

Framerica’s Carbon Fiber was used in the
gift given to The Rolling Stones.

Gallery 601 Boise, ID,
has partnered with
The Grove Hotel to
host an exhibit, sale,
and live painting
event with 17-time
National Watercolor
Award Winner Will
Bullas. As part of the
Artist Series, “Paint-
ing on the Grove”
featuring Will Bullas
offered originals and
limited editions. For
more details, phone
Will Bullas Studio,
Carmel Valley, CA, 
at (831) 298-7289 or 
go to: www.willbullas
.com. Call Gallery 601 at (208) 336-5899, www.gallery601.com.

Gallery 601 Hosts Will Bullas Event

“Yappy Hour” by Will Bullas is avail-
able as a giclée on paper and as a
metal print in two sizes. Retail prices
range from $35 to $245. 
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C o r r i g a n
G a l l e r y ,
Charleston,
SC, cele-
brates its 14th
anniversary
with a show
called “Cele-
brating Corrie
M c C a l l u m
(1914-2009):
Painting,” as
well as a
group show of
the gallery’s
artists. The
event featured the work of artists such as Daphne vom 
Baur, John Hull, Bill Buggel, Nancy Langston, Michael 
Tyzack, Lese Corrigan, Sue Simons Wallace, Susan Perkins,
William Meisburger, Mary Walker, Arthur McDonald, Paul
Mardikian, Gordon Nicholson, and Kristi Ryba. Phone the 
gallery at (843) 722-9868 or go to: www.lesecorrigan.com.

Corrigan Gallery Celebrates 14 Years

“Boneyard, Bulls Bay” by Corrie McCallum is
an oil on canvas measuring 44 by 36 inches.

Arcadia Contem-
porary, Pasadena,
CA, has debuted
more than 250
original works cre-
ated by more than
70 artists from all
over the world with
every work in this
exhibition priced at
$5,000 or less.
The exhibit called
“Five and Under,”
features the work
of artists such as
George Ayers,
Leegan Koo, Na-
talie Featherston,
Gabriel Tempesta,
Hans van der
Leeuw, and Ben
Ashton, whose “The Best Intentions No. 1,” is shown. Call (626)
486-2018 for details, or go to: www.arcadiacontemporary.com.

Arcadia Contemporary’s Five & Under

Ashton’s “The Best Intentions No. 1,” is
an oil on panel measuring 18 by 22 inches.

Roaring Brook
Art Publishing,
Elmsford, NY,
has signed artist
Bannarot San-
giampornpanich
to represent his
work as open
editions and in li-
censing. Ban-
narot, originally
from Thailand
but living today
in San Fran-
cisco, is an illus-
trator working in
mediums such
as pen-and-ink,
watercolor, and gouache, as well as in a variety of art 
and design software applications. The artist’s open editions 
retail from $10 to $50. For further information, telephone 
(888) 779-9055 or visit: www.roaringbrookart.com.

Roaring Brook Signs Artist Bannarot

“Pugs in Hats IV” by Bannarot measures 12
by 12 inches and retails for $10.

Artist Tina
Palmer of Tina
Palmer Stu-
dios, Rich-
mond, VA,
has debuted
her newest
paintings in
two different
series called,
“Unfolding”
and “Bokeh
Landscapes,”
at her first
pop-up gallery
in Richmond’s
arts district. The exhibits, running concurrently at the 
pop-up location are to benefit The American Heart Associa-
tion of RVA with a portion of the sales going directly to 
the non-profit. Palmer’s new abstract series is a departure 
from her previous collections. For further information on 
Tina Palmer’s work, call (703) 798-1240 or go to the artist’s
website located at: www.tinapalmerart.com.

Tina Palmer’s Pop-Up Gallery

Tina Palmer’s pop-up gallery features the
artist’s newest paintings.
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maintain a sophisticated on-
line brand,” he says. “They
also need tools that help
them efficiently manage their
business. We work extremely
closely with our customers
throughout their lifecycle. As
a new client, we have a 
dedicated employee
who helps with their
data migration. After
the data migration,
another employee
has a one-on-one
training session with
their entire team.
Ongoing, we’re al-
ways working with
our customers to
better understand
their day-to-day
challenges and en-
sure that we’re building new
features to help them build
and maintain a strong art
business.” 

Part of what they have
learned from their cus-
tomers’ needs helped them
to create their new
software. “We re-
cently released Art-
Cloud Manager
Pro+ which brings
tools like e-mail cam-
paigns, opportunity
tracking, collector
segmentation, and
more into an easy
to use interface,” he
says. “With Man-
ager Pro+, galleries
can effortlessly cre-
ate e-mail campaigns for new
arrivals and send them to tar-
geted lists of their clients.
This increases engagement,
interest, and eventually
sales.” Learning from cus-
tomers has always been a
part of the company’s evolu-
tion. “ArtCloud has been
building gallery management
software for almost 7 years.
Over this period, the art

world has changed, a lot.
Collectors are discovering
and buying artwork in very
different ways. The impor-
tance of a great website that
is optimized for inquiries and
sales is paramount. Our soft-
ware has progressively be-
come more of a digital

marketing tool for galleries to
support them as needed.”

And the return on invest-
ment (ROI) for galleries have
been evident. “We see most
galleries increase their rev-
enue 30% within 6 months of

using a platform like Art-
Cloud,” he says. “The ROI
can be instant if they’re using
a legacy platform that is hard
to use or does not provide
relevant functionality. In 2018
we launched ArtCloud Site
Builder, a tool that makes it
effortless to build and main-
tain a beautiful gallery web-
site. That was a result of
countless hours of working

with our customers to under-
stand what their needs were
with a website builder.” 

At Anne Irwin Fine Art in
Atlanta, in business for more
than 30 years, gallery direc-
tor Emily West says that
while the gallery has bene-

fited from having a
software program,
their collectors also
rely on its use as
well. “I have noticed
in the last five to
seven years, that our
clients are much
more expectant of ef-
ficiency in sales and
responsiveness to
their questions in a
timely manner,” she
says. “The number

one reason that we use soft-
ware to run our gallery is to
be sure that we can be as ef-
ficient as possible. Staying
organized with our inventory,
and communication with
clients and artists is of the
utmost importance and with-

out a software help-
ing us attend to all of
our daily needs,
things would certainly
fall between the
cracks. In addition,
many of our sales are
originating online
now, so having a
software that helps
us to communicate
with them digitally is
very helpful.” Ms.
West credits an in-

crease of sales of 30% to
40% over the last 5 years.
“In addition, since we are so
much more efficient, we are
able to handle a higher vol-
ume of client inquiries, lead-
ing to more sales. Using a
software program has helped
us in countless ways, but I
think most importantly, it has

CLASSY ART MAKES 
THE INC. 5000 LIST OF
FASTEST GROWING 
PRIVATE COMPANIES

HOUSTON, TX—Classy Art
has been recognized on the
Inc. 5000 annual list of the
fastest growing private com-
panies in the U.S. Coming in
at number 3148, Classy Art
was ranked according to per-
centage revenue growth over
a three-year period with five
consecutive years of experi-
encing over 40+% growth.
Along with the Inc. 5000, the
company has also received
recognition of Inner City 100
from Fortune Magazine, Fast
100 from Houston Business
Journal, and is a two-time re-
cipient of the Cougar 100
from University of Houston.
“The continued recognition by
such prestigious organiza-
tions is quite the honor,” says
Gabriel Cohen, co-owner with
his brother Jonathan. “My
brother and I have had some
great mentors along the way.
While we are both entrepre-
neurs at heart, we have been
surrounded by amazing 
customers, employees, and
systems that have allowed 
us to continue to grow at such
a rapid pace. We also owe a
great part of this success to
our family for all of the love
and support over the years!”
Shown is “Above the Board”
by Mark Chandon, measuring
22 by 26 inches ($69.95). For
details, call (800) 372-8007 
or go to: www.classyart.net.
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Visit ArtCloud online at: www.artcld.com.

Anne Irwin Fine Art is located in Atlanta.

continued on page 14

continued from page 1
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made me think more about
the gallery as a business,”
she says. “With the analytics
that it provides us, we are
able to better plan our show
calendar, pinpoint our top
clients, have a better under-
standing of our busiest sea-
sons/months, and even help
our artists to under-
stand which of their
pieces would be bet-
ter suited for our
clientele.”

Doug Milford,
managing partner of
Artsystems LLC,
New York, NY, who
have just released its
new online platform
called Artsystem5
(A5), hears from
many of his cus-
tomers that they
see an ROI almost immedi-
ately. “Galleries that use our
software typically see an ROI
right away via increased
sales, productivity, and saved
time in the performance of
virtually all gallery information
management tasks. Artsys-
tems creates and
supports efficient,
powerful, and easy-
to-use software tools
for art galleries,
artists, and collec-
tors, including inte-
grated database
software, websites,
and a mobile app.

“Our newest re-
lease is our online
database software,
Artsystem5, which is our
reimagined, streamlined, and
enhanced upgrade to the
database software, Artsys-
tems Pro. A5 includes art
marketing tools geared for
today’s online, fast-paced
sales environment, such as
free mass e-mail and newslet-
ter creation, private viewing

rooms, website sync, free
use of our mobile app, and
integration with 3rd-party
services such as Verisart
Blockchain authentication
certification.”

The company’s first client
was the Andy Warhol Estate
in 1989 in which they created
a custom DOS database ap-
plication. From there, they

developed a customizable
database for art galleries, fol-
lowed by the first standard
Windows application for gal-
leries and collections. Even-
tually, the first art websites
integrated with an art data-
base and they created a

cross-platform program for
Windows and Mac, a mobile
artwork display and sales
app for iPad and iPhone, and
now, their online database
software, Artsystem5.

“Our software has been
developed, refined, and en-
hanced in direct collaboration

with our industry-leading
clients for 30 years,” Mr. Mil-
ford says. “Via this partner-
ship, secrets to art business
management success have
been systematized to create
the ultimate application for
increasing efficiency and
generating sales. Even our
support team are all veteran
art management profession-
als. These experts know 

the best practices of
the art world which
are built into our 
software, and assist
customers via phone
and online via
screen-sharing con-
ferences, as needed,
all over the world.” 

Business owners
today, new and es-
tablished, know that
staying relevant in
this art market means
doing business with

more than just those that
walk into their brick-and-mor-
tar shop. “Galleries are now
more mobile, fast paced, and
online. They are also con-
cerned about online access,
online security, and backups.
Artsystem5 includes a 128-

bit SSL encrypted on-
line connection with
daily backups and
24/7 service moni-
toring. Also, recently,
there is awareness
of sight-impaired vis-
itor website accessi-
bility, partly due to
the many lawsuits
galleries have faced
in this regard. New
Artsystems Web-
sites conform to

Web Content Accessibility
Guidelines (WCAG) to in-
crease usability by sight-im-
paired visitors and to help
protect against lawsuits.
Plus, in conforming, search
engine results for the web-
site are further optimized.”

ARTBLEND MOVES TO
NEW HEADQUARTERS

POMPANO BEACH, FL—
Artblend, has moved from
Fort Lauderdale to its new
gallery location and head-
quarters at 17 SE 24th Av-
enue in Pompano Beach, 
FL. Artblend owners Elaine
and Michael Joseph repre-
sent a stable of artists on 
display in their gallery 
space, as well as at some 
of the most prestigious art
fairs in the U.S. Over the
years, the company has re-
ceived numerous awards for
quality presentation, attention
to detail, and elite selection 
of artists. Designed to bring
artists exposure and attract
art buyers, Artblend works
closely with its artists to de-
velop a strategic exhibition
and multimedia marketing
plan for long-term success.
Upcoming shows in which 
Artblend will be exhibiting 
include SOFA Chicago,
Chicago, IL (October 31 
to November 3, 2019); 
Spectrum Miami 2019, 
Miami (December 4 to 8,
2019); and Art Expo NYC
2020, New York City, NY,
(April 23 to 26, 2020). 
Shown above is Roxy Sora’s
“Sand Dune,” a mixed media
measuring 48 by 30 inches.
Artblend also publishes its 
Art Book 2020, a resource 
for art buyers, private collec-
tors, interior designers, 
corporate art consultants, 
and project managers featur-
ing the company’s stable 
of artists. For further 
information, telephone 
(954) 817-8870 or go to the
company’s website located 
at: www.artblend.com.
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continued from page 12

Visit Artsystems at: www.artsystems.com.

Gitterman Gallery is located in New York, NY.

continued on page 18
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by Litsa Spanos
At ADC, Art Design Consult-
ants Inc. (a full-service art
consultation
c o m p a n y  
located in
Cinc innat i ) ,
we have
worked previ-
ously with
VonLehman
CPA and Ad-
visory Firm,
one of the
largest private
CPA and advi-
sory firms in
the Ohio,
Kentucky, and Indiana re-
gion. So when the opportu-
nity came up again, we
jumped at the chance to
work at the Indianapolis loca-
tion with COO Patty Kautz
and shareholder and CPA
Micki Siner.

The Brand of Art
Whenever we consult with

clients in corporate environ-
ments, we can quickly get a
sense of just how important
branding is to them. It usually
steers the conversation and
becomes the major focus
point visually. For Von-
Lehman, this
was no excep-
tion. Ms.
Kautz ex-
plains, “When
we acquired
the Indianapo-
lis office a few
years ago, our
brand was so
important to
us. We always
thought about
external mar-
keting, but we
realized that art was an impor-
tant part of our brand from a
visual perspective.”

She adds, “I knew that our

brand had to include art. Ever
since we worked with Art De-
sign Consultants on our Fort

Wright, KY, location it’s who
we are, and we knew we

wanted to replicate it in our In-
dianapolis office, too.”

Art is more than mere
decoration. It has power, and
we’ve seen how it can trans-
form any environment, so it
doesn’t surprise us when it

leaves positive and lasting
effects on clients as well as
employees in corporate envi-
ronments. 

Ms. Kautz says, “Our em-
ployees always say, ‘I love
coming to work every day!’
We love it, too. The artwork
helps to bring everyone to-
gether.” She also says work-
ing with ADC made the
process clearer and easier
because of their expertise of
both the art world and how it
can reside in the corporate
environment. “ADC had a
clear vision. Ms. Spanos
knows what we need for our
space. We could be totally

honest with her
on what we like
and didn’t like.
Our comfort with
her was so impor-
tant, and she
brought us things
we would never
have seen other-
wise or had ac-
cess to.”

Ms. Siner
agrees. “It was
so easy making a

decision when we were able
to see ‘before’ and ‘after’
photos of our spaces. This
really helped us to make the
best decision for our space.”

Litsa Spanos is the president
of ADC Art Design Consult-
ants, an award-winning gall-
ery located in Cincinnati, OH.
She is also the founder of
ACA–Art Comes Alive, an
artist competition, and pub-
lisher of both Blink Art Re-
source and Curated Spaces.
In 2017, her book “Secrets
of the Art World” was pub-
lished. For further informa-
tion, call (513) 723-1222 or
go to the website located at:
www.adcfineart.com.
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ART IN THE CORPORATE ENVIRONMENT

Fused and slumped glass wall sculptures
by Renato Foti, right, and a painting by
M.P. Wiggins.

ADC’s Glass Collection of blown glass
sculptural orbs in various sizes are hung in
VonLehman’s common area.

Shown is artwork by painter Ken Rausch,
left, and sculptures by Marcia McMillan.

FRAMERICA EXPANDS
SPUMANTE STAINLESS
LINE, EARNS GREEN 
BUSINESS LEADER TITLE

YAPHANK, NY—Framerica’s
Spumante Stainless, a soft
gold sibling to the original
Stainless is now available in
the company’s BW217 profile.
The cap can be used on its
own or stacked to achieve a
blocked look. The profile
measures 3/4-inch wide by 
1 1/4 inches high with a 3/4-
inch rabbet.  

In related news, Framerica
has been named a Green
Business Leader by PSEG
Long Island. Framerica uti-
lizes eco-conscious manufac-
turing and recently added 
one of New York’s largest
solar farms to its headquar-
ters. PSEG announced 
that Green Business Leaders
are recognized due to their 
efforts to save energy and
help reduce greenhouse 
gas emissions on Long 
Island. For further 
information, telephone 
(800) 372-6422 or visit the
company’s website located 
at: www.framerica.com.
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Gallery owner Tom Gitter-
man of Gitterman Gallery,
New York, NY, opened his
gallery in 2003 and says that
using a software program
that evolves along with the
industry and the
business world is
vital. “One of the
most attractive
qualities of work-
ing with a soft-
ware program like
Artsystems is that
they are continu-
ally trying to make
their program bet-
ter,” he says.
“They utilize the
newest technol-
ogy and design
available to them
to keep making
the programs more efficient
and effective. I am able to
connect all of the aspects of
my business such as my
contacts, inventory, transac-
tions, and accounting soft-
ware. This enables me to
enter data once. Having
more complete and clean
data allows me to use 
it more efficiently
and generate more
business.”

Kevin Warr,
president of Mas-
terpiece Solutions
in Manager Parker,
CO, has seen
much evolution in
the gallery soft-
ware industry, and
not just in the
technology since
the company was founded in
1994. Much of the change
has come from incorrect
public thought. “A major mis-
conception is that the small
gallery can’t justify the ex-
pense of implementing soft-
ware when in fact, the small,
more resource-constrained
operation provides an envi-

ronment where the value of
the program is amplified,” he
says. “Masterpiece Solu-
tions is designed to allow a
small number of people (or a
single person) do more with
less. We have priced Mas-
terpiece so that virtually any
gallery, of any size can afford

to use it.” Another miscon-
ception is that the technol-
ogy will be too intimidating
for those older than Genera-
tion X. “Most of our clients
are 60 plus years of age and
passionate about art, not
technology,” Mr. Warr says.
“It is our job to build a prod-
uct that non-technical people

can use without a great deal
of introduction or training.
Our goal is that the new
client can log-in to Master-
piece and get right to work.”

Masterpiece is web-based
software and used by more
than 1,400 art galleries
worldwide. The company

also features Masterpiece
Online, an online marketplace
containing the collections of
hundreds of art galleries and
fine antique businesses from
around the world.

“Masterpiece Manager is
a business efficiency tool. As

a result, staff is freed
to conduct value-
added activities like
marketing and building
client relationships. As
a result, most of our
clients see an immedi-
ate (60-day) ROI with
their investment. Virtu-
ally every feature in
Masterpiece Manager
is the direct result of
feedback we receive
from our clients. This is
an essential part of our
business philosophy.
We work extremely

closely with our clients on a
daily basis. The feedback we
receive from these conversa-
tions becomes part of the soft-
ware development pipeline.
The more feedback we re-
ceive about a need or issue
in the software, the higher
that moves up the develop-
ment priority list.”

Ben Clark, owner
and president of L.H.
Selman Ltd., a glass
art gallery in Chicago,
that has been in busi-
ness since 1969, says
that his gallery’s origi-
nal owners began
using software in the
early 90s. Back then,
their main concerns
were organizing their
database for record

keeping and exploring the
website for sales. As their
business requirements grew,
so did their need for a 
more comprehensive soft-
ware. Today, Mr. Clark says
that along with the newest
technology, the needs include

ART WORLD NEWSPAGE 18

GALLERY SOFTWARE
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L.H. Selman Ltd. is located in Chicago.

continued on page 20

GALLERY 71 CELEBRATES
25TH ANNIVERSARY WITH 
ALFRED GONZALEZ 
RETROSPECTIVE

NEW YORK—Gallery 71 held
a 25th anniversary exhibit fea-
turing the photographs Alfred
González as part of the
gallery’s celebration. The
show, a major retrospective of
the artist’s work dating back to
the 1980s, will have work set
in Paris and New York City, in-
cluding some intimate photos
of his family and the interior 
of his childhood home. Shown
is “The Violinist” by Alfred
González. For more details,
call (212) 744-7779 or visit:
www.gallery71.com.

TRU VUE RELEASES
SMALLER, SINGLE-SHEET
SIZES OF OPTIUM 

MCCOOK, IL—Tru Vue has
announced the release of 
new smaller, single-sheet
sizes of Optium Museum
Acrylic (3mm), their innova-
tive glazing product. As of 
October 14, 2019, Optium Mu-
seum, Acrylic will be available
for purchase in single sheets
and smaller sizes (16 by 20,
20 by 24, 24 by 32, and 32 by
40 inches). “The new sizes
were developed in response
to custom framer requests for
popular sizes to reduce or
eliminate fabrication needs
and offcuts,” says Maureen 
A. O’Connor, marketing man-
ager. Tru Vue continues to
offer sheets at 36 by 40, 40 
by 60, and 48 by 90 inches for
larger projects. Call (800) 621-
8339 or: www.tru-vue.com.

Visit Masterpiece Manager online at: www.
masterpiecemanager.com.
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digital record keeping, e-
commerce, electronic com-
munication, etc. “All are
requirements of any art busi-
ness if they desire to stay
competitive. Our ROI was im-
mediate. We run
online auctions,
and the first one
after we cus-
tomized our soft-
ware grew the
business. Without
our own software
we would be 
subject to fees
charged by others
who host similar
programs. Without
an art business-re-
lated software, it is
likely that others
wouldn’t stand a chance,” he
says. “I’ve watched my com-
petition retire or go out of
business because they didn’t
grab hold of the tools avail-
able to them to run their busi-
ness more efficiently and
reach a broader
audience.” 

Joe Elliott, di-
rector of sales and
marketing at Art-
logic with offices
in London and
New York, says
that as more
younger gallery
owners enter the
market, the shift
towards embrac-
ing technology as
part of the busi-
ness becomes more obvi-
ous. “We’ve certainly seen
that the younger gallery own-
ers are more comfortable im-
plementing technology to help
run their business,” he says.
“They are acutely aware of
the significant benefits that
using an integrated system
can bring and you can really
see technology playing a
huge part in their growth.

Plus, they tend to push the
boundaries when it comes 
to selling online both via 
their websites and through
other tools like Instagram or
Artsy. We’ve really tried to
meet these new business
owners in the world they in-
habit. It’s been a mixture of

reaching out to them through
multiple channels, from So-
cial Media and paid advertis-
ing, to partnering with
younger art fairs who are
dedicated to emerging and
smaller galleries.”

Artlogic’s features include
running databases, websites,
a sales app, CRM, and mail-
ings. Their integrated prod-
ucts future-proof systems,
coordinate marketing, and
simplifies and streamlines
day-to-day business tasks.

“Currently we are working
on an incredibly exciting new
product called the ‘Sales

Pipeline’ that is built directly
into the Artlogic database
and is a complete reimagin-
ing of the entire sales
process, specifically tailored
to the needs of the art world.
It is not just a new feature or
component,” he says. “Our
goal was to create a new en-

vironment for sales-
people, based on both
years of feedback
from our clients, and
from looking at the
way other sectors cre-
ate offers, track and
nurture leads, and
close deals without
missing a trick. But 
because it is built on
top of the Artlogic
database, the Sales
Pipeline integrates di-
rectly with contacts,
artworks, our sales

app, marketing e-mails, and
billing. It includes a personal
dashboard per salesperson,
as well as a global overview
for managers and owners,
offering actionable insights.” 

Expanding a gallery’s
reach using technol-
ogy can mean a quick
ROI. “We’ve seen
clients get a return
within a matter of hours;
all it takes is one sale!
Within hours of launch-
ing their new online
shop, one of our U.K.
clients sold an artwork
for close to five figures
to a new collector in
the U.S., a part of the
world where they pre-
viously made few sales.”

Mr. Elliott says that gal-
leries, large and small, 
benefit from implementing
software. “It is true that larger
teams and bigger galleries
often derive more obvious
rewards from centralized 
information because more
people will benefit. But sadly,

LARSON JUHL DEBUTS
THE PATENT COLLECTION

NORCROSS, GA—Larson-
Juhl introduces the Patent
collection featuring one profile
and seven finishes with high-
light jewel tones and neutrals
with a high-gloss lacquer fin-
ish. Inspired by genuine
patent leather, this collection
incorporates classic colors, as
well as shine. Phone (800)
221-4123 or go to the website
at: www.larsonjuhl.com.

DECOR MOULDING 
INTRODUCES TACOMA

HAUPPAUGE, NY—Decor
Moulding presents Tacoma,
a new line of 10 distressed
styles in five hand-stained fin-
ishes of beach wood, black
wash, gray wash, hibiscus,
and white wash. The line fea-
tures rough sewn and em-
bossed profiles in two classic
widths of one and two inches
with rabbets of 7/8-inch and
11/16-inch. Call (800) 937-1055,
www.decormoulding.com.
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Visit Artlogic at: www.artlogic.net for details.

Peter Fetterman Gallery is located in Santa
Monica, CA. 

continued on page 26
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CREATIVE FRAMING

The 2019 NFL season is un-
derway, but for custom framer
RJ Jacquez, football is always
in season—or, at the very
least, its jerseys are. For this
framing professional, jerseys
aren’t just uniforms. They’re
year-round business. Mr.
Jacquez, who owns the
Jacquez Art & Custom Fram-
ing shop located just outside
of San Diego in Chula Vista,
CA, specializes in custom
framing sports jerseys. After
a video tutorial he posted on
YouTube in 2016 on how to
frame an autographed jersey
scored tens of thousands of
views, he and his shop were
propelled into the spotlight as
a choice framer for jerseys
and sports memorabilia.
“When we posted that video,
I jokingly told my wife, ‘would-
n’t it be something if we end
up framing mostly jerseys?’”
recalls Mr. Jacquez.

Jersey framing turned out
to be no laughing matter. Today,
it accounts for nearly 80% of
Mr. Jacquez’s business. Even
professional athletes patronize
his shop, including NFL players
Connor Williams and Charles
Omenihu, who—as past colle-
giate teammates—had jerseys
framed for each other after
signing with their respective
professional teams, the Cow-
boys and Texans.

Not all Jerseys
are Uniform

While YouTube may have

initially pushed Mr. Jacquez’s
shop into the spotlight, it’s a
keen sense of design that
keeps it there. He believes
that when it comes to custom
framing sports jerseys—as it
is with framing any piece of
treasured memorabilia—it’s
important to think about the
story behind the project, and
how you can best tell it.

“Each framing piece is a
form of storytelling, and the
more personal the story is,
the better the finished product
ends up,” Mr. Jacquez says.
“I always love saying that we
are not a cookie-cutter type of
shop where all jerseys look
the same.

“We really dislike the 
traditional, rectangular matting
that you see on most framed
jerseys. We pin our jerseys 
on our easel and stare at
them until inspiration strikes,

and then we go to work 
on them. The way the shoul-
ders end up when stretched
and the sleeves guide 
much of our design initially, 
so we pay close attention 
to every detail. Our cus-
tomers are looking for 
something special and unique,
and we take that trust very 
seriously.”

Premium Glazing
Gives Jerseys 
A Clear Look

Enhancing that trust is 
the fact that Jacquez Art &
Custom Framing uses Tru
Vue Museum Glass, with its
99% UV protection and anti-
reflective qualities.

“It’s the only way to go
when framing autographed
jerseys, bar none,” Mr.
Jacquez says. “The reason

why our customers select us
to frame their jerseys is be-
cause of what the jerseys
mean to them, and for that
reason, they always want 
the best materials available.
They expect the best 
acid-free matboards, the 
best matting design, and ob-
viously the best glazing in 
the business.”

For local customers, Mr.
Jacquez uses sample displays
at his shop that compare the
clarity difference between
standard glass and Museum
Glass.

“Nine times out of 10, they
will choose Museum Glass,”
he says. “For our remote cus-
tomers, I often e-mail them
two framed jerseys—one with
our standard glass and one
with Museum Glass. And,
again, more often than not,
they choose Museum Glass.
If you are going to frame
something so important to
you, and you’ll only frame it
once, you may as well go for
the best.”

Tips to Elevate
Your Framing
Game
For framers beginning their

own jersey-framing project,
Mr. Jacquez offers a few tips
that can help elevate compo-
sitions, beginning with the jer-
sey itself.

SCORE BIG WITH CUSTOM-FRAMED JERSEYS

Custom framer RJ Jacquez is shown with one of his many
framed jersey projects, this one featuring the uniform of quarter-
back Mitch Trubisky of the Chicago Bears.

continued on page 30
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PROFILES IN SCULPTURE

In artist Nano Lopez’s world of
Nanimals—his own collection
of bronze work featuring real
and mythical creatures—char-
acters are perched
whimsically with tea-
pots, fruits and veg-
etables, resting birds,
bees, and Pre-Colu-
mbian and contempo-
rary artifacts. While his
human figures have an
unexpected combina-
tion of bright colors
over muted tones, with
organic textures and
human-made objects
incorporated into
bronze sculptures that
portray Nano’s vision
of the world. 

The artist, whose work
available from Nano Lopez
Studio, Walla Walla, WA, be-
gins as conceptual sketches,
are then modeled in
clay in a smaller
size, and finally
sculpted in its actual
size using organic
textures and ob-
jects. The bronze
sculptures retail
from $1,200 to
$78,000, in editions
of 35 to 1,600. “For
me, my work de-
picts a joy for life
and I see it as al-
ways evolving be-
cause life itself is
always evolving,” he
says. Born in 1955 in Bogota,
Colombia; Lopez was always
attracted to the arts. “My art
teacher entered me into an art

contest when I was 5 years
old and I won,” he says. To-
ward the end of high school,
he started to take classes at

a university at night to learn
about molding with plaster. “I
was around 15 years old
when I started to play around

with water clay,” he says. “I
would pick it up at construc-
tion sites, because under the
ground in Bogota it is mostly

water clay. When I graduated
from high school, I continued
to take night classes at the
university. I would later study
with a famous Colombian
painter named David Manzur.
He gave me a BECA scholar-
ship (Bilingual Education for
Central America, a program
that promotes cultural ex-
change and af-
fordable bilingual
education) so I
studied for free.” 

Lopez’s inspi-
ration kept grow-
ing. “It was at
that time that I
made my first
ever Nanimal, a
fiberglass bull
created with my
friend Alfonso for
the cattle industry
in 1976 when I
was 21 years old.
We created 20 of
them and they
were installed
across Colombia
along the high-
ways.” These
connections helped open the
door for more meetings that
would help Lopez learn what
it took to live as an artist and
to take his ideas further.
“Right after studying with
Manzur, I moved to Spain be-
cause my cousin got me a job
with a famous sculptor, Fran-
cisco (Paco) Baron. While
working for him, he showed
me how to weld.” At age 23,
he began working as an ap-
prentice at a foundry, learning

how to carve marble and gran-
ite, as well as how to fabricate
steel. “After Madrid, in 1980,
I moved to Paris and studied
at École nationale supérieure
des Beaux-Arts which is very
hard to get into. I was ac-
cepted and completed my
studies.” In 1983 Nano Lopez
moved to the Pacific North-

west of the U.S.
where he lives
and works today. 

I n f l u e n c e s
came in many
forms for Lopez,
one of which was
close to home.
“My grand-
mother was a
very big influence
in my life, she
was an artist her-
self,” he says.
“She did ceram-
ics, water clay,
and she had a kiln
in her house. She
did oil paintings
on triptychs and
tables and she
would carve in

wood. All over her house, she
had beautiful classical art.”
Lopez’s work today has
evolved as his view of the
world changes. “The human
condition, as well as, the
abundance and richness of life
play a big role in my work and
that is always changing. What
I hope is that people will get a
joy and appreciation of life
from my work.” Call (509)
525-8531 for more details, or
go to: www.nanolopez.com.

NANO LOPEZ: BRINGING JOY WITH HIS WORK

Lopez stands beside “Bobby Life,” a
bronze from the Nanimals collection
measuring 4 foot, 6 inches by 3 foot, 
10 inches by 2 foot, 4 inches ($71,000).

As part of the Nanimals collection, is 
“Katrina,” a bronze measuring 6 by 6
by 4 inches, retailing for $2,900.

Lopez’s “Maria Alma
Med” is a bronze
sculpture ($6,500).
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in smaller businesses, a lower
value is often placed on data
accuracy and human effi-
ciency. The owners often
carry a lot of data in their
heads that is impossible for
other people to access. Lim-
iting their ability to be strate-
gic and grow their business
effectively.” 

Another misconception is
that storing data on a cloud is
not worth the risk. “At times
we still encounter a resist-
ance to a cloud-based way of
doing business. Despite peo-
ple dealing with their bank on-
line, many galleries are still
very attached to their locally
managed servers, working
around the problems caused
by the global marketplace and
unaware of some of the risks
involved. In 2012, we tragi-
cally saw Hurricane Sandy

wreak havoc on New York.
We spoke to lots of gall-
eries that not only saw 
irreversible damage to art-
works, but also great quanti-
ties of data on locally
managed servers that sadly
were destroyed. Had this
data been stored on the cloud
it would have been encrypted
safely and backed up in multi-
ple locations.”

At the Peter Fetterman
Gallery in Santa Monica, CA,
founded in 1989, gallery di-
rector Michael Hulett knows
the importance of using soft-
ware means not just running
businesses smoothly, but
being able to stay ahead of
the pack. “I think that in this
day and age, if you aren’t
leaning into the digital world in
every way possible then
you’re living your days as the
dinosaurs did, bound for ex-
tinction.” The gallery imple-
mented its first database

software in 2002. After a cou-
ple of programs, they began
using Artlogic. “Honestly, it
hasn’t been a year since
we’ve migrated over to the
Artlogic platform and I think
we are already starting to see
some ROI,” Mr. Hulett says.
“When we first started look-
ing at software all those years
ago, we wanted to move all of
our massive inventory from a
handwritten database to one
that would be more efficiently
managed. In short, we were
looking to keep our sanity.”
Todays’ needs for the gallery
have evolved and Mr. Hulett
says that being able to work
closely with Artlogic has been
immeasurable. “Artlogic just
worked with us to implement
a private online exhibition
room on our website where
we are able to offer the works
to purchase directly through
our site and this has lead to
more direct contact and sales
with our clients as opposed

to going through a third party
art platform,” he says. “It’s
like we went from a horse-
drawn carriage to muscle-car
with all the tweaks and op-
tions anyone could want.”

While the needs of every
gallery may vary, the benefits
of software, and the ability to
customize one’s programs,
can help streamline any busi-
ness. “Galleries of different
sizes are not all concerned
with the same issues,” Mr. 
Elliott concludes. “Across the
board though, they are look-
ing to improve their practices
and gain new leads in a
changing marketplace. Art
fairs, mega-galleries, and the
Internet have all changed the
game in different ways. There
are new opportunities but a
lot of challenges, too.”

Koleen Kaffan is Editor in
Chief of Art World News.

GALLERY SOFTWARE
continued from page 20
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“Blooming Flamingo” 
by Ani Del Sol
Image Size: 
16” x 20”      
$18

OPEN EDITION PRINTS
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9564 Delegates Dr., Building B, 
Orlando, FL 32837

SunDance
Graphics

E-MAIL: customerservice@editionslimited.com
4090 Halleck Street, Emeryville, CA 94608

“Technicolor Trees 1”
(One of a set of three) 
by E. Loren Soderberg
Image size: 24” x 24” 

$35 
Available as POD on
paper and canvas. 

Editions 
Limited

“Paradise
Path” 

by Dennis
Frates

Image Size: 
36” x 24” 
$35

Sagebrush Fine Art Inc.

“Freeform” 
by Duy Huynh
Paper Size: 
30” x 22”

Image Size: 
30” x 20”  

Image Conscious

800.532.2333  www.imageconscious.com

“Rainbow Dock” 
by 

Steve Vaughn
Paper Size: 
36” x 26”

Image Size: 
36” x 24”

Image Conscious

www.haddadsfinearts.com
E-MAIL: cfskeen@haddadsfinearts.com

3855 E. Mira Loma Ave., Anaheim, CA 92806

“Repose”
by E. Jarvis

Image Size: 26” x 26”
Also available as 

a custom size giclée.

800.942.3323
Fax: 714.996.4153

Haddad’s 
Fine Arts Inc.

800.532.2333    
www.imageconscious.comwww.sdgraphics.com     www.sundancegraphics.com

800.228.0928
www.editionslimited.com

5165 South 900 East, Murray, UT 84117

Available to resize and print on canvas, acrylic, metal and wood.

Available to resize and print on canvas, acrylic, metal and wood.

800.643.7243     www.sagebrushfineart.com

800.617.5532  
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WHAT’S HOT IN OPEN EDITIONS

Portrait of a Woman I

“Portrait of a Woman I” by Marie Cus-
son measures 22 by 28 inches and re-
tails for $25. Call Roaring Brook Art,
located in Elmsford, NY, at (888) 779-
9055 for more details, or go to the web-
site at: www.roaringbrookart.com.

Here are the 
best selling prints 
from some of the 

leading open edition
publishers.

Country Life I

“Country Life I” by Tim O’Toole measures
24 by 20 inches and retails for $60. Phone
World Art Group in Richmond, VA, at (804)
213-0600 for details, or visit the website 
located at: www.theworldartgroup.com.

Painted Desert

“Painted Desert”
by Silvia Vassileva
measures 39 3/4
by 20 inches and
retails for $27. For
more details, tele-
phone Wild Apple
in Woodstock, VT,
at (800) 756-8359,
www.wildapple.com.

Whale

“Whale” by Kyra Brown measures
16 by 20 inches and retails for
$22. Call Sagebrush Fine Art,
Murray, Utah, at (800) 643-7243
or visit the company’s website at:
www.sagebrushfineart.com.

Water Collar

“Water Collar” by PI Studio meas-
ures 40 by 36 inches and the retail
price is $65 on paper. The image is
customizable. For more details, call
PI Creative Art, Toronto, at (800)
363-2787, www.picreativeart.com.

Pumpkin Spice

“Pumpkin Spice” by Imperfect Dust is an
open edition on 1/4-inch Baltic birch ply-
wood, measuring 15 by 17 inches and re-
tailing for $36. For details, call Penny Lane
Publishing, New Carlisle, Ohio, at (800)
273-5263, www.pennylanepublishing.com.
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Blue Romantic Blossoms

“Blue Romantic Blossoms” by Jane
Slivka measures 16 by 20 inches and re-
tails for $18. Phone SunDance Graphics,
located in Orlando, FL, at (800) 617-5532,
www.sdgraphics.com.

Cascading Delight

“Cascading Delight” by Kaye is a large
format custom giclée on matte paper
measuring 30 by 30 inches. The retail
price is $108. Call A.D. Lines in Mon-
roe, CT, for more details at (800) 836-
0994 or visit: www.ad-lines.com.

Indigo Garden II

“Indigo Garden II” by Carol Robinson meas-
ures 16 by 16 inches and retails for $15. For
further information, telephone Galaxy of
Graphics in East Rutherford, NJ, at (888)
464-7500 or go to the website located at:
www.galaxyofgraphics.com.

Veris

“Veris” by Marc Allante measures 24 by
36 inches and retails for $20. Available to
resize and print on canvas, cotton rag
paper, acrylic, metal, and wood. Call Image
Conscious, San Francisco, at (800) 532-
2333, or visit: www.imageconscious.com.

Path To Paradise

“Path To Paradise” by M. Cahill measures
40 by 34 inches. The retail price is $119.95.
For further information, telephone Classy Art
Wholesalers in Houston, TX, at (800) 372-8007
or visit the company’s website located at:
www.classyart.net.

Wisconsin Badgers – Camp Randall Stadium

“ W i s c o n s i n
Badgers – Camp
Randall Sta-
dium” by James
Blakeway has an
image that mea-
sures 40 by 
13 1/2 inches and a retail price of $30. Call Blakeway Worldwide Panoramas
Inc., located in Minnetonka, MN, at (800) 334-7266 for further information, or 
go to the company’s website located at: www.panoramas.com.

Here are the 
best selling prints 
from some of the 

leading open edition
publishers.
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December 3–8:Art Miami,
Art Miami Pavilion, One
Miami Herald Plaza at NE
14th Street, downtown Mia-
mi. Produced by Art Miami
LLC. Visit: www.artmiami
fair.com, (305) 517-7977. 

December 3–8:CONTEXT
Art Miami, Context Art Miami
Pavilion, One Herald Plaza,
Miami. Produced by Art 
Miami LLC. Visit: www.context
artmiami.com for details, or
call (305) 517-7977.

December 3–8: SCOPE
Miami Beach, bespoke pavilion
on the sand at Ocean Drive
and 8th St., Miami Beach.
Visit: www.scope-art.com or
send an e-mail to: info@scope-
art.com for more details.

December 3–8: Design
Miami, Meridian Ave. and 19th
St., adjacent to Art Basel at
Miami Beach Convention
Center, Miami Beach. Visit:
www.designmiami.com or call
(305) 572-0866.

December 4–8: Spectrum
Miami, Mana Wynwood, 2217
NW 5th Ave. at NW 22nd St.,
Miami. Produced by Redwood
Media Group. For further info-
mation, visit the website:
www.spectrum-miami.com.

December 4–8: Red Dot
Miami, Mana Wynwood,
2217 NW 5th Ave. at NW
22nd St., Miami. Produced
by Redwood Media Group.
Visit: www.reddotmiami.com
for more details. 

December 4–8: Aqua Art
Miami, Aqua Hotel, Miami
Beach. Produced by Art Miami
LLC. Visit: www.aquaartmiami
.com or call (305) 517-7977
for further information, or
send an e-mail to: info@red
woodmg.com.

December 4–8: UNTI-
TLED, Miami Beach. For
more infomation, go to the
website located at: www.
untitledartfairs.com.

December 4–8: INK Miami
Art Fair, Suites of Dorchester,
1850 Collins Ave., Miami
Beach. Produced by the 
International Fine Print 
Dealers Association. Go to:
www.inkartfair.com for more
details.

December 5–8: Art Basel
Miami Beach, Miami Beach
Convention Center, Miami
Beach. Produced by Art
Basel. For more details, visit
the website located at: www.
artbasel.com.

December 5–8: PULSE
Miami Beach, Indian Beach
Park, 4601 Collins Ave.,
Miami Beach. Visit the web-
site for more information at:
www.pulseartfair.com.

December 5–8: NADA
Miami, Ice Palace Studios,
1400 North Miami Ave.,
Miami. Produced by the New
Art Dealers Alliance. Go to:
www.newartdealers.org for
further information, or call
(212) 594-0883.

“Every jersey project is
unique in its own way,” says
Mr. Jacquez. “But no matter
the details, there are three
framing techniques that are es-
sential in order to get a framed
jersey to ‘look amazing.’”

1. Removing the wrinkles
and stretching the jersey: “The
jerseys we receive are usually
folded in a plastic bag and ex-
tremely wrinkled,” Mr. Jacquez
says. “Our first priority is to re-
move the wrinkles and stretch
the jersey just right, not too
tight and not too loose.”

2. Designing the matting:
The second vital aspect is mat-
ting design, with Mr. Jacquez
saying, “People tell us that our

designs are why they choose
us to do their jersey framing,
and what sets us apart from
everyone else. Design is such
a huge part of our process; we
will often go through four or

five design iterations before we
are happy and do the final cut.”

3. Placing memorabilia:
“When we started, we were
mostly including a photo of the
player and maybe a patch or

two,” Mr. Jacquez says.
“Now, when people see our
work online, they are sending
us so many things to include
that it is pushing the bar of our
design. The key is to find the

right place for each item with-
out overcrowding the design or
taking away from the jersey it-
self, in any way. Recently, we 
did a Michael Jordan jersey
with six rings, two photos, a
patch, and a plaque. Plus, the

jersey was a ‘stat’ jersey, so
you can imagine how challeng-
ing it was. But it turned out 
incredible.”

“The beauty of this country
—and any other countries in
the world, for that matter—
is that there’s always some
sort of sports happening all
year long,” Mr. Jacquez says.
“Our goal is to frame jerseys
for anyone who likes our 
work, regardless of where they
may be on the planet.” That’s 
a good way to score consis-
tent business.

For more details, contact
Mr. Jacquez at (619) 651-
8295 or visit the website at:
www.jacquezart.com. For de-
tails on Tru Vue, located in Mc-
Cook, IL, call (800) 621-8339
or go to: www.tru-vue.com.

“Design is a huge part of the
process that we will often go
through four or five design 

iterations before we are happy 
and do the final cut.”

—RJ Jacquez

CREATIVE FRAMING
continued from page 24
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Surfacing

Infinite Vision, Minneapolis, MN, presents “Surfacing” by
Pamela Sukhum as an oil on canvas measuring 36 by 36
inches and retailing for $14,800. The piece is part of the
artist’s Signature collection featuring one-of-a-kind originals
that require two to three months to complete with only two
Signature originals released per year. For further informa-
tion, call (612) 207-8148 or visit: www.infinitevisionart.com.

For a Better World

Museum Editions Ltd., New Rochelle, NY, debuts “For a Bet-
ter World” by Charles Fazzino as a 3D giclée on paper meas-
uring 33 by 33 inches, and retailing for $4,900, unframed. For
further information, call (914) 654-9370 or go to the com-
pany’s website located at: www.fazzino.com.

Progress Not Perfection
Road Show Com-
pany, Las Vegas,
NV, introduces
Alexandra Nech-
ita’s “Progress
Not Perfection,”
an acrylic on can-
vas measuring 16
by 20 inches. 
The retail price 
is $24,990. For
more details, call
(702) 891-9700 or
go to the website
at: www.roadshow
company.com.

Point Nemo
Fontaine Editions,
Miami, introduces
Antoine Cordet’s
“Point Nemo,” an
archival pigments
on soft white cot-
ton paper in an
edition of 45. The
image size is 24
by 30 inches and
the retail price is
$190. For more in-
formation, phone
(305) 397-8530 or
go to the com-
pany’s website at:
www. f on t a i ne
editions.com.
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Small Ad

Classified Advertising Works
To learn more about affordable 

advertising rates in 
Art World News magazine, 

call John Haffey at 203.854.8566 
or e-mail: jwhaffey@aol.com.

BIGResults
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