Wilmington, Massachusetts

The Greater Boston Antiques Festival: Smooth Selling

by Jeanne Schinto

“I'm getting the impression that the show is estab-
lished,” Marvin Getman saiid, taking & step back to look
ot what he has wrought after seven years of promoting
his semiannual antiques events at the Shriners Auditor-
um about 15 miles north of Boston. He was speaking on
the morning following his latest Greater Boston
Antiques Festival, on the weekend of Janvary 21 and
29

The previous Junuary show resulis had suffered due o
o Sunday blizzard, which had effectively wmed it into a
ane-day affair. This time the weather gods were more
than kind on both days, saving the snow for the follow-
ing week. “So it's easy enough o report that the gate
whs up by eighty-two percent, " said Getman. “IU's more
honest o compare Sarurday 1o Saturday. In that case,
there wiis a twelve percent imncrease.”

Getman, # promoter universally praised by his dealers
for his attention 1o every demil, continues to do market
experiments o gel new people coming in the door. |
rented o couple of mailing lists this time.” he told us
“DOine was five hundred interior designers. The other wis
& thousand high-income collectors of anliques and art.
And maybe you notced the guy who wis itg? I'm
putting together » television commercial for nexi year™

We told him we had also noticed some high-profile
shoppers, imcluding Loma Condon, archivist of Historic
MNew England, and Colleene Fesko, head of Skinner's
puintings deparntment. Getman was pleased. “A lot of
denlers decided to sit this one out,” he said. “They'd had
a bad November." (His last show in this same space was
on November 19 and 20, 2005,) “Or clue they'd had a
bad year: [ think some of those people will be disap-
pointed they weren't here, because of the maround.
We were up twenty-four percent over the November
numbers.”

Geuman knows, of course, that a good gate does not
atomatically a good show make. Money nust chunge
hands. We saw some evidence of that happening on Sat-
urday during our visit. Getman, with the full weekend's
perspective, could name specific dealers and their dollar
figures. He is privy to some transactions because he
provides a credit card service for those who don't have
their own. He also asks dealers to list their top trades on
aquestionnaire, which was retumed by 40% of the 160
deulers. Looking sl both types of data, he said two deal-
ers each had made ®mid-four-figre sales” and seven
othere each had sold mems in the S 1000 0 $3600 range.

Many dealers also sold more than a few ilems for
prices under $1000, we leamed. Bill and Nancy Darcy
of the History Gallery, Ashford, Connecticut, for exam
ple, sold an 1856 Wesiern exploration prnt, a framed
leddy Roosevell autograph, and a 1776 book thu
included the text of the Declaration of Independence.

A hand-colored engraving of Gadws fricirratis from a 1760 edition of Iethyologie,
o Histoire noturelle dex Poissons, published in Berlin, was $350 from Greg
Hamilton of Stone Block Antiques, Yergennes, Yermont. Hamilton's Chimera
monstrosa (rom the same book was the same price. Hamilion has done Getman’s
{ctober show in Vermont, the Champlain Valley Antiques Festival in Essex Junc-
tion, so he decided to trv this one, “If he can get seven thousand people Lo a show
in Vermont, he's doing something right.” he said. “I"ve never seen seven thou-
sand people at anyrhing in Vermont before.” As early buying begun, guys were
already checking out Hamilton's vintage rods and reels. Afterward, he said by
phone, “It was a good show, I almost sold one reel at the show, which 1 was show-
ing for the first time. If | had, it would have been a really good shiow, As it was, |
sold the reel immediately when [ gol home™—not to o showgoer. Another post-
show deal to a showgoer, however, did seem to be in the offing.
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along with other items, for prices mnging from §50 o
$850.

Stifl unsold by the Darcys at show's end was their
framed copy of Classification of Clowds for Weather
Observers, {2 scenes, each one 5" x 4", bsued by the
1S, Navy Hydrographic Office and published by the
lithographer L. Prang & Co. in 1897, ‘ﬁ:::r price for the
clouds was 51500,

As we roamed the big venue, some of it divided into
walled-and-papered booths, some more of it amanged
with tables and do-it-yoursell shelving, we collected
other prices and took our photos. The f'imrui;lan includ-
ed the auditorium, the lobby, and u carpeted area called
the Fer Room. Wi saw hins and hink of prints and maps,
cases of binc-p-brac and jewelry, lots of ceramics, folk
art, paintings, dolls, glass, cunosities, ete. If you had
wanted to at everything, it would have tnken 2
week. Like any show of this size, it threatened to be
overwhelimng. But it was often 4 lot more fun than
strictly high-end exhibition, where everything has
already been discovered and documented for you.

To give ourselves a thematic focus, we formulated this
question 1o wsk some of the dealers: What are you doing
differently now that you didn’t do five or ten years ago,
when the marker was different? Unless they were li
the shopkeeper in the old eartoon from The New Forker,
whose storefront sign staled, “Going out of Businesy,
Slowly.” they were doing something proactive, to use a
jargon word, 1o stay in the game.

Matt King of Middleboro, Massachusetts, summi-
rized his simple strategy in the midst of selling 10 the
early who had surrounded him. “[ price stuff rea-
sonably,” he said. “There are a lot of people who say
they keep stuff reasonably priced, but they don’L 1 just
sold a bookcase in two seconds because it was priced
well. | keep moving,” King added. "I Keep active, Also,
1o every single show T try to bring new stuff, along with
the ‘old friends.””

Whit does he do with “old friends” now, when. be
decides that their time is up? "“That's tough these days.”
he said, "It used to be that | would dump them into an
auction because gven if you lost on some, you could win
on others and even it out. Now i's dangerous (o do that,
especially with older stuff, because there just aren't the
buyers, unless it's yery special. The margin of what peo-
ple will buy i getting narrower fnd narrower. So what
do you doT Once you recognize how it 15, you buy only
the good things, if you can, or else you buy really, real-
Iy cheap.”

Susan Mesick of Quirky Antiques, West Brookfield,
Massachusetts, one of the
smariest younger dealers we
know, echoed King., “You've

A Forinom & Mason
Chicken & Ham tin was
$150 from Korhsus
Antigues.

-

Just neross the aisle from Stone Block Antigoes was this fish
still life. Signed “1S. Peterson” the oil on bosrd was $450
from Pai Reese and John Rice of Portsmouth, New

Ham pshvire.,

i
b

Here are 11 particularly good examples of strawberry-

form emeries for shorpening pins and needles. 17 you were
to pul them into o bowl with a litile pitcher of cream

alongstde, they could fool any number of hungry peaple.
Pat Rieese und John Rice were selling the lot for $85.

Kurhaus Antigues, Hingham, Massachusetts, known for their silver and their antique
canes, had o table piled with Victorian paisley shawls, 12" x &', circa 1880, Jean Kurtz was
showing us iwo current books on the subject, ope by Ed Rossbach and the other by Chet
Gadshy, when o and behold, Gadshy walked into the booth. Gadshy of Belmont, Massa-
chusetts, kindly posed for us and gave ns this information. “The shawl industry was very
competitive. Scotiish and Irish makers robbed designs, which were actually Indian designs
Lo begin with. They were machine-woven woolen. I date them by the size of the blocks. The
mast common color is hlack; second is red. More than color, though, condition determines
price, and these are in great condition.” Kurtz, who had them priced from $500 (o $850,
said, “A little old lady had them packed away.”

got to wholesale it these days.” she suid.
“Everything's still selling as long as it's
priced 1o sell” she said. “Once upon
lime, when we had a Democral in office,
I could price things for more and sel|
them for more. Now, if it's something
really unusual or something great, the old
mule still apphies. But the meddle-of-the-
road stulf has o be sold cheaply and
bought cheaply”

We caoght up with Mesick only after
the show was over because we never
could find her in her space. Leaving the
selling to a helper, she the show
relentlessly, bargaining with the besi of
them. “l spent a lot of money on the

E;jw." ;hfﬁ : What had she
" Rephrasin
ing %:: a b@ﬂ:rm we asked HEI.:I
Thios ik Bt Biaawe it oo
j is

road kill.”

Whit was her of Victarian jew-
elry? Another at this show had 1old

us it was “dead in the water” Did Mesick
agree? “Victorian jewelry is not dead,
unless it's overpriced,” she suid.

When we asked Beverly Bernson of
Altschuler/Bemson, Waban, Massachu-
setts, what she was doing differently now,
she said, *“The question 1s perfecily
timed. My husband has just been saying
to mie, “Maybe your business mode] isn't
working." There have bheen downs
before,” said Bernson, who at age 70 has
been in the business since the 1960's.
“Sometimes it was the gas prices—in the
i??ﬂ"t: rcrmmm'fm was the begin-
ning of group s . This time, |
don’t think it really is the mlh;r'rggh,
hﬂﬂe;lmguln: r:mllﬂm still have mg

ve grown less acquisitive as

have _En;be mqullm people who
were thiny or forly years old when |
began have finished their collections and
are downsizing. N percent of the
time, when | used to something, |
used (o know who 1 was buying it for,
Biscuit 1uns, mercury glass, tartanwire,
Cinmper pottery.” She reminisced abowt
ber buying trips o England. “New 'l
sell one piece 10 someone new and never
see them sgain. Or they come in and buy
multiple things, but that's it—everything
il once. 15 not going (0 be a contimuing
relationship.”

Then there are the new people, young
ones with habies, who are “horrified by
the prices,” she said. Bernson herself
ruised three children. “Still. my colléct-
ing was n passion, # prionity. And we met
loads of wonderful e who had also
made it a priority,” doesn’t meel
many people like that . Rather,
there is this soenario: I goioan
expensive restaurant, I'm the oldest per-
son there, and T'm surrounded by young
people spending money on food and
wine.”

Bernson's observations about the cul-
tural shift aren’t novel. Whal is new and
refreshing is that. even at her age (if she

willing to entertuin the idea of adopting
new business strategies, “How do you gel
new people to find the passion? [ used
teach a course ol o community college,
“T'he Buosiness and Romance of
Antiques,’ with a heavy emphasis on the
romance, bui thai was in the seventies
and eighties.”

Bemson, like King and Mesick, is
someone willing to admit that some items
have become too expensive for what they
are, and there's just no bump left. There's

S o Lwl::n Imrnm yourself.
a point 1o ask 11,
“Whisl 18 the vﬁ?'“

Actually, Stephen and Daniell of
Alley Antigues & Collectibles, Pelham,
New Hampshire, were selling an iron
doorstop in the form of a rabbit wearing a
top hat for $145. The Danielis, who have
been doing these shows in Wilmington
since the beginning, also offered a paint-
ed wooden top, $3%; a box decoruted in
pyrography, $55; a Frederic Remington
print, dated 1910, $550; and a bamster
bookecase, $650. Smalls and small pnces
were helping them have 4 good show,

Lin Stebbins of Lin's Quill Source,
Bristol, Connecticut, shared with us her
marketing innovation, another simple one
that makes a lot of sensc. “A few years
ago, | started offering a layaway plan,”
she said. “We did it when we found out
that a woman had saved for two vears (o
buy one of our quilts, only  discover
thit we had sold it two weeks earlier”

Stecbbins also takes credil cards, but
sometimes even thal can’t accommodate
a shopper. “If someone comes (o the
show and doesn’t expect to buy a quilt in
our upper price range. they can walk
away very disappointed if you don’t have
something like the layaway plan to offer”
There’s no linbility on her part. “They
make a down payment, we keep the quilt,
andl then they <iart paying monthly. Ii
helps on months when our show fees are
down" Non-pavments haven’t been a
problem, said Stebbins. “And when |h:ly
finish paying. we either mail it or bring 1t
o them at the next show,™

Al this show, Stebbins did well, selllnﬁ
five guilts. “Four were top-end quilts.
she said, “the best one being an [850"s
basket-floral appliqué with a berry-vine
border that came out of a private collec-
tion in upstate New York." fis price, said
IS‘l:;bbms. was “about three thousand dol-

The Shriners Audiforium is easy (o
from the highwug. with plenty of

once you pet - Dealers like
ide aisles, the huge roll ge
doors that make for casy p;cut- and
pack-out, and the ambiance that Getman

7

doesn’t mind our saying so), she is ed by an electric piano played by Lou
John F. Kuenzig of Tops-
,  Massachuselis,

Fowle and daled 1850,
“Fowle wrote Rorty or
fifty books on all man-
ner of (hings, ncluding
physiognomy,”

Kuenzig, who deals in
books as well as sci-tech

antigues.

Taylor
Roston, it was marked
un  the reverse
“(aranite Co, Wire Twist
Cofton™ and an Ameri-
can cagle logo. The price
was $1200. “1 sold a sur-

prising

ical stuff here in Novem-
ber, so | thought | would
bring more medical this
time," Kuenzig said.

snid

Printed by
& Adams,
with

amount of med-

Detail of a 17" x 27" Whograph,

in color, finished by hand, from Hesser-Thorner
Antiques, Manchester, New Hampshire, showing the famous |

linkley locomotive, designed

by Hinkley & Williams. The artist who produced the image was 8.8, Frizell: the New Eng-

land Li

Co. of Boston, which reproduced i, was in business only from 1870 to

1872 The price was $750. Ann and Richard Thorner also offered An Jsland Garden by

Celia Thaxter,

and fully inscribed (o Rose Lamb in 1894, the year Thaxter died, for

signed
ﬂ!ﬁ'ﬁlﬂﬂmim New Hampshire, for $8500; and an 1869 map of Nantucket

Barn A
Vermoni,

form of Medici lions,
Grand Tour souyvenirs,
wis $1950.

Yelle of Jan & Lou Yelle Antique Jewel-
ry. The lighting is a little harsh, and
ohjects don’t slways look their best
under it. The food is sold by the
Shriners—sushi is not on the menu. But
if you like chili, bread pudding, and
haked macaroni and cheesz, you'll be
satisficd,

The next winter show in the Shriners
Anditorivm will be in January, as always.
The fall one, however, will be on October
21 and 22, not November—uanother mar-
keting experiment. As Getman explained
in a letter 10 his dealers, he hopes that
distaneing it from the holidays will make
for an improvement in c and sales
for most.

Weh
_.Jr

visit the site  (www.NEA

AHE
il

Howard Grafl of The Cali

comb-back Windsor chair. The
style was rare, but the black
paini was not original, he said.
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at $2500 o
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