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I’ve written and lectured a great
deal about expanding the uses of
tHe mounting press to bring in ad-
ditional dollars. I've also said time
and again how easy it is to
sell creative mounting appli-
cations, tiered matting, con-
" tempo panels and the like.
Having convinced many of
i you to tap into the greater
two thirds of the heat press
¥ pie, what about the original
one third of basic mounting?
If our bread and butter is
supposed to be the basic
procedures, then ... “Can
we talkP”

Mounting Statistics

If you own a mounting press
system, whether cold frame, hot vac-
upim or mechanical dry mount, and
ate selling poster graphics in your
store, then 90% of what walks out
your door should be mounted. I do
npt mean signed, limited editions of
original art. After all, it is the job of
a|framer to enhance and protect the
art he works with. This should apply
both to formally framed items as well
a$ decorative or poster art.

The beauty of press mounting in-
cludes the speed with which prints
may be mounted, the ease surround-
ing the process, and the long term
permanence of a professional presen-
tdtion. If it looks good, your customer
will remain happy, but if it bubbles
or cockles, your customer may never
return.

Reconsider Your Offerings

When targeting your market, con-
sider the competition in your area for
open edition paper art, posters and
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cards. This decorative market ranges
as wide as disposable brightly colored
pictures for a child’s room to thought
provoking images for a college dorm.

I realize the best case scenario is
to have any poster (especially
24" x 36") matted, glazed and framed
to the tune of $100 to $125. But if
the customer just wants to buy “the
print”, that means they are planning
on framing it themselves, having it
framed somewhere else (in which
case you really need to work on your
sales approach), or are going to tack
it up on the wall as is.

If you currently sell poster prints
shrink wrapped with a piece of foam
board for rigidity, consider selling it
as a mounted poster shrink wrapped
for presentation. Often the best way
to sell basic mounting for paper art
is not to offer it sold any other way.
That way you are at least one step
beyond one of the basic objections
when quoting a framed poster at
$100: “does it have to be mounted?”

Immediate Mounting Profits

If the unmounted print sells for
$40 retail, once mounted it will be
sold at that base retail plus the
mounting charge. So now the print
retails for $45 or $48, rather than the
original $40. Once this practice is
implemented two things happen.

First, prints will always leave your
shop mounted and you will have
guaranteed that additional mounting
charge, even if complete framing is
never sold. Second, when quoting
the framing price, the mounting
charge is already included in the
price of the print, therefore lessening
the span between the print cost and
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Photo 1: There are
lots of ways to
illustrate the benefits

of mounting, many of

which showcase
different extremes.
The black image

(center left) has been
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while the center, right
example demonstrates
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that’s $75 for the frame, $15 for the
glazing, $70 for the double, surface
tiered panel mat with gold accent
strips and spacers as we selected . . .
bringing it to the $175.58, which of
course includes mounting and fitting.”

At this point, once you pick them
up off the floor, they may or may not
have even noticed your reference to
mounting. If no questions are asked,
obviously youll offer no more dis-
cussion. But dead silence is also bad,
so don’t hesitate to ask for the sale,
with: “You can put 50% down or you
can pay the whole thing at once if
you prefer”.

The Perfect Example

About 50% of your customers actu-
ally hear the entire verbiage of the
pitch, rather than simply the bottom
line price. Personally, I feel this “new
awareness  is the result of all those
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hang thin, cheap magazine prints and
posters in their bathrooms and near
the steamy stove top in the kitchen
or, for that matter, anywhere in the
house during a normal summer in
Florida or Texas.

Hanging your new bubbled print
is also important. Try to hang it up
high and toward the front of the
store, wherever there is a nice glare
on the print when viewed from your
sales area. It must appear to be ob-
viously in need of something; mount-
ing perhaps?

Another Alternative

If showering or cooking with your
new sample is too time intensive,
then a reasonable alternative is to
simply wet down the dry half with
a well saturated sponge and/or mist
bottle. Remember, this half is meant
to look pretty bad. In fact, the worse
it looks the better the mounted half

Photo 3: This 814" x 11" flidr, courtesy of will look.
Seal Products, both physically and Another visual sample (if you do
intellectually reinforces the mounting not have the space to hang a large

concept. It has been wet dgwn manually : : s N
with a wet sponge to accelgrate the wrinkling impressive bubbled print) is to have

of the right half. a small 8"Xx10" over-the-counter
sample with the same procedure.
This may or may not be glassed and
ontinued from page 72 framed but must be well mounted

and cockled. (Photo 3)
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¢levision shopping networks; people
re learning how to listen better.
hese professional shoppers will
ften question what the difference is
etween mounting and fitting, and
'hy both are necessary. This is why
picture is worth a thousand words.
)ne of the best ways to sell mounting
i$ through a visual example of
pmething poorly mounted. (Photo 1)
The best sample is a large
24" x 36"), glossy, lightweight, inex-
ensive poster, preferably in black or
ny dark color. Mount the top half
r left half, leaving the other half
unmounted. Then live with your new
ample, allowing the unmounted half
to bubble and cockle as you shower
with it for the next week. Creating
environment of extreme steam or
umidity can accelerate the ex-

ansion of paper, so you can most Photo 4: This is a perfect under-the-counter

i 4 ; visual sales aid for explaining how wrinkled
sily illustrate the change in paper et Lt fioy b

y moisture absorption. (Photo 2) clearly illustrates that permanent broken
After all, lots of people love to fiber paper damage may not be healed.
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Chandler Designs, Ltd.

9017 Mendenhall Ct. Suite A, Columbia, MD 21045
410-290-6808 * 301-596-7656 * Fax 410-290-5787

Photo Sljps &

School Pockets
*show off dnd protect
photographs
and artwork
«finished

with hand
made Fapers

o Sy

*schoo
passport &
photo booth
sizes in
many colors
and styles

CIRCLE RSC #40

FIT FROM OUR
XPERIENCE!

old grange graphics
CANVAS TRANSFER SERVICE

Upgrade your prints|and posters to canvas. Our basic transfer renders a rich canvas
texture and a wonderful oil sheen. Additionally, you may opt for age & crack for an
authentic antique effect or brushstrokes crafted by artists for realistic highlights.

SHOPS AND DESIGNERS - Enjoy individualized attention and take advantage of
our print sourcing and print finding services.

ARTISTS AND PUBLISHERS - Offer your prints as open or limited edition
canvases. Quantity discounts available.

NEW!

Buy prints and our process
through Lieberman’s Gallery
1 Call - 1 Freight - All Catalogs
Save time & money!

PR

old grange Ggraphics

1590 Reed Road, Building B Suite 101
West Trenton, NJ 08628

800-282-7776 Fax 609-737-6875

800-221-1032

® Over 18 years experience

® All work hand-done

J ® Highest quality materials
® Quick turnaround

i ® Personalized service

Sample Offer

i Send us a poster. We will
transfer it to canvas for your
/ use as a sample. Enclose $5 for
i handling. If surface option or
stretching is desired, please
call for charges. For sample
only, please limit image size to
24" by 36" or less.

Fairy Tales by J.J. Shannon

Let two decades cf service to quality minded clients
throughout the world work for you!
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Recap

Now, in review, how do you sell
mounting?

(1) Mount all saleable poster art
onto some type of frameable
substrate, such as foam board, prior
to shrink wrapping. It gives a nice
presentation and is half the mounting
battle.

(2) Never ask: “Do you want this
mounted?” That’s a closed yes or no
question and you have a 50/50
chance they will say no! Quote the
price stating, “of course this includes
mounting and fitting”.

(3) Create great visual samples by
showering with a print, or illustrating
just exactly how much correction is

When making your
sales presentation,
always remember

to sell up.

available after permanent paper
damage has occurred. (Photo 4)

The Final Pitch

When making your sales presenta-
tion, always remember to sell up.
Start with more than you may antici-
pate the sale will include. If you
figure on a double mat, offer a triple
and so on. This doesn’t apply to
mounting. In many cases remember
that due to the proposed use (ie:
bathroom or kitchen display) the only
way to ensure the best presentation
is to mount the puppy.

Shoot for the moon. You may not
always achieve the $100 framed
poster sale, but you may at least end
up with a shrink wrapped poster
print walking out your front door that
is very well mounted!

Chris A. Paschke, CPF, owns Designs Ink, Ox-
ford, Connecticut, featuring custom framing,
product  consultation and design. She
specializes in mounting, matting and design
creativity and works with numerous industry
leaders  including  Bienfang, Crescent
Cardboard, Fletcher-Terry, Larson-Juhl, PFM,
PPFA, and Seal Products.



