
[image: image]


 

 

HOW TO DEAL IN

ANTIQUES


Visit our How To website at www.howto.co.uk

At www.howto.co.uk you can engage in conversation with our authors - all of whom have ‘been there and done that’ in their specialist fields. You can get access to special offers and additional content but most importantly you will be able to engage with, and become a part of, a wide and growing community of people just like yourself.

At www.howto.co.uk you’ll be able to talk and share tips with people who have similar interests and are facing similar challenges in their lives. People who, just like you, have the desire to change their lives for the better - be it through moving to a new country, starting a new business, growing their own vegetables, or writing a novel.

At www.howto.co.uk you’ll find the support and encouragement you need to help make your aspirations a reality.

For more information on dealing in antiques visit www.howtodealinantiques.co.uk

 

How To Books strives to present authentic, inspiring, practical information in their books. Now, when you buy a title from How To Books, you get even more than just words on a page.


[image: image]


 

 

 

 

 

Constable & Robinson Ltd.
55–56 Russell Square
London WC1B 4HP
www.constablerobinson.com

All rights reserved. No part of this work may be reproduced or stored in an information retrieval system (other than for purposes of review) without the express permission of the publisher in writing.

© 2011 Fiona Shoop

First edition 2002
Second edition 2004
Third edition 2006
Fourth edition 2009
Fifth edition 2011

British Library Cataloguing in Publication Data

A catalogue record for this book is available from the British Library

ISBN 978 1 84528 456 5
eISBN 978 1 84803 570 6

Cover design by Baseline Arts Ltd, Oxford.

Produced for How To Books by Deer Park Productions.

Typeset by PDQ Typesetting, Newcastle-under-Lyme, Staffs.

Printed and bound in Great Britain by Bell & Bain Ltd, Glasgow.

NOTE: The material contained in this book is set out in good faith for general guidance and no liability can be accepted for loss or expense incurred as a result of relying in particular circumstances on statements made in the book. The laws and regulations are complex and liable to change, and readers should check the current position with the relevant authorities before making personal arrangements.


Contents

Preface

Part One – Establishing the Basics

Chapter 1 – Why do you want to become an antiques dealer?

What are the advantages of being a dealer?

Are there disadvantages as well?

Chapter 2 – What type of dealer do you want to be?

Full-time

Becoming a full-time dealer

Becoming a part-time dealer

Dealing as a hobby

Chapter 3 – To specialise or not

How do you find out about the different types of specialisation?

Do specialist goods sell at general fairs as well?

Chapter 4 – Can you afford to be a dealer?

I’ve put money aside for stock – what else do I need?

Rent

Petrol

Budgeting

Long-term needs

Chapter 5 – Communications

Love them or hate them, you’ll need a mobile phone

Why you need a phone

Business cards

The dos and don’ts of business cards

 

Part Two – Where to Buy Goods

Chapter 1 – Let’s start at the beginning – how much should I pay for things?

Be careful about using price guides

How to discover the ‘market’ value of stock

How do I know what to charge other people?

Chapter 2 – Buying tips

Learn how to read labels

How to get the best out of dealers

How to get the best out of your customers

Chapter 3 – Antiques fairs

Fair entry

How to get the best out of fairs

Should I haggle?

How to pay

Getting your new stock home safely

Chapter 4 – Antiques centres

Buying at an antiques centre

How to pay

Arranging delivery

When a centre is not just a centre

The internet

Disabled access

Chapter 5 – Antiques shops

Hidden treasures and useful information

Chapter 6 – Auctions

How to buy at auction

How to pay

General vs specialist auctions

Estimates

Commission bids

Telephone bids

Egos at work

Buying unsold goods after the auction is over

Know your auctioneer

Tricks of the trade

Know your rights

Chapter 7 – Markets

Chapter 8 – Car boot sales

Better prices

Types of sellers

How to get the best out of car boot sales in summary

Chapter 9 – Damaged pieces

Summary of the argument

Restoration

How to spot restoration

Finding a restorer

 

Part Three – Where to Sell

Chapter 1 – Can I sell anywhere I want?

How am I meant to know if I should register or not?

Chapter 2 – How to sell

Types of customers – and time-wasters

Sharing knowledge

Making selling easier

Chapter 3 – The importance of careful wrapping

The joys of newspaper

Paper bags and jewellery bags

Chapter 4 – Antiques fairs

How do I find out about fairs?

What to ask a stallholder

What to ask the organiser

Shopping list

The day of the fair

Recap

Fairs

Chapter 5 – Antiques centres

Finding a centre

What expenses should I expect to pay?

Discounts

Being paid

Display

What makes a centre good?

Details, details

Labelling

Your obligations

What sort of centre do I want?

Chapter 6 – Antiques shops

Rent or buy – the big debate

Location, location, location

Should I live on-site?

Budgeting – matching dreams to reality

Bank loan

Is there anything else I should think about when looking for a shop?

I’m going to rent, should I be concerned about anything in the lease?

Easy ways to extra profits

Chapter 7 – Auctions

When should I use an auction?

Do auction houses charge fees?

Commission charges

Lottage

Reserve prices

Paying out

How soon can I sell my goods through auction?

Valuations

Should I attend the sale?

Chapter 8 – Transport

Chapter 9 – Safe cleaning

Cleaning china

Pewter

Silver, silver plate and other metals

Pearls and other jewellery

 

Part Four – The Internet

Chapter 1 – Should I or shouldn’t I?

What’s bad about buying and selling over the internet?

What’s good about dealing over the internet?

Chapter 2 – Let’s start at the very beginning

Chapter 3 – Buying on the internet

eBay

Register

I want it

How do I pay?

Chapter 4 – Selling over the internet

Why should I sell anything over the internet?

What should I sell?

How to sell on eBay

When the sale ends

Postage and package

Chapter 5 – Photographs on the internet

I don’t have a lot of money for a camera

Traditional cameras and scanners

What happens if I don’t have a camera, scanner or even a computer?

Is it easy to take photos for the internet?

I have the photos, what now?

Chapter 6 – Do I need my own website?

The ‘first’ page

What to include in your website

What should I call my website?

How do I get visitors?

Chapter 7 – Do I even need the internet to be a dealer?

 

Part Five – What to Sell

Chapter 1 – What is a collectable?

What’s the difference between a limited edition and a piece which is limited by year?

What does limited by year or people mean?

Are all limited editions worth buying?

What makes a good collectable?

What to avoid

Chapter 2 – What is an antique?

When is an antique not an antique?

Chapter 3 – Art Nouveau and Arts and Crafts

What is Arts and Crafts?

What is Art Nouveau?

Dealing in the Movements

Chapter 4 – Art Deco

What is Art Deco?

When is Deco not Deco?

Chapter 5 – Furniture

What sells?

Chairs

Shaker furniture

Bureaux, davenports and desks

Tables

Larger items

Other easy-to-sell furniture includes ...

Chapter 6 – China

Royal Doulton

Beswick

Royal Worcester

Clarice Cliff

Charlotte Rhead

Susie Cooper

Burleigh

Shelley

Goldscheider

Royal Copenhagen

Poole

Goebel and Hummel

Sylvac

Wade and Wadeheath

Szeiler

Carlton Ware

Crown Devon

Royal Winton

Maling

Masons

Midwinter

Blue and white

Wedgwood

Moorcroft

The Rye Potters

Wemyss and Plichta

Denby

Studio pottery

Other makes

What sells?

What not to buy

Chapter 7 – Glass

Baccarat

Caithness

Carnival glass

Cloud glass

Daum

Gallé

Lalique

Mary Gregory style

Monart and Vasart

Murano

Night lights

Vaseline glass

Whitefriars

Best pieces and colours

Chapter 8 – Gold and silver

Chapter 9 – Jewellery

What sells best?

Chapter 10 – Costume jewellery

What’s in a name?

Chapter 11 – Salvage and interior design

Where to buy

Lights

Doors and fittings

Windows

Bathroom or kitchen fittings

Fireplaces

Slates and tiles

Garden furniture and ornaments

Chapter 12 – Books and ephemera

Selling ephemera

Selling books

Chapter 13 – Childhood favourites

Chapter 14 – Toys

Teddy bears and dolls

Puppets

Other best buys

Chapter 15 – Film merchandise and pop memorabilia

Selling posters

Chapter 16 – Pop classics (probably not what you’re thinking)

Chapter 17 – Tins

Chapter 18 – Commemoratives

Chapter 19 – Novelties

What makes a good novelty?

Are there any particular makes for which I should be looking?

What other types of novelties are there?

Chapter 20 – Other popular areas

Accessories

Ancient and Oriental

Animals

Bakelite and plastics

Boxes

Breweriana

Cigarette cards

Clocks and watches

Corkscrews

Costume and textiles

Crested ware

Enamels

Luggage

Militaria

Pens and pencils

Photography and photographic equipment

Radios and televisions

Scientific instruments

Sporting memorabilia and equipment

Wood

Chapter 21 – Fads

Fast-fading fads

 

Part Six – Business Basics

Chapter 1 – Tax

Register to become self-employed

What is National Insurance?

What else can the Self-employment Helpline offer me?

Do I really have to register for tax, it’s only a hobby?

Do I need an accountant?

Record keeping – that sounds like hard work

How long do I have to keep these records?

Your tax bill

When do I have to send in my tax return?

And then there’s VAT – or is there?

Further help

Chapter 2 – Customs and Excise

How do I prove something’s collectable to get the reduced rate?

How and where do I pay?

Chapter 3 – Insurance

What is insurance?

Conclusion

Useful publications

Index


Preface

If you’ve picked up this book, then you must be one of two things – a dealer or a would-be dealer. Either way, I can help you to be a successful one, no matter what you’re selling or where you intend to sell it. This book was written for you to help you to fulfil your potential and enjoy doing so.

In this simple, step-by-step guide, I will show you how to save money when you buy and, even more vitally, make a profit when you sell. Not only will you be introduced to different types of dealing from fairs to the internet, but I’ll also warn you about the tricks of the trade and help you to avoid the most common mistakes made by new (and even old) dealers – and some of the costlier ones as well.

But who am I to tell you this? My name is Fiona Shoop, I’ve been a dealer for almost thirty years, starting at the age of ten with a corner of my father’s stall at a North London antiques fair. Since then, I’ve bought and sold through fairs, auctions, antiques centres, boot sales and the internet. I know how to avoid being caught out – and I’m going to teach you the same. I’m also a TV expert, broadcaster and journalist. You might know my name from the by-lines of some of the most talked about articles in recent years. If there’s a con going on, I’ll let you know about it. I’ve also written over 4,000 articles on antiques from furniture to jewellery and just about everything in between, including dirty toilets.

Over twenty-five years ago, I sat in a café in London’s Portobello Road, an area famous for its antiques, and read The Antiques Trade Gazette. I knew then that I was where I belonged but I didn’t realise that, all these years on, I’d still be a dealer and have been a columnist for the same paper. And that’s the thing about antiques, you never know where they’ll take you. It’s an exciting life and I love sharing it with people.

Dealing offers so many rewards, whether you do it once or all the time. It’s unlike any other job, you’ll be surrounded by beautiful things and meet fascinating people. It’s a strange but exciting world where no two days are ever the same and you never know what you’ll find.

One last comment – when your alarm wakes you up at 4am for your next fair, don’t blame me, I did tell you that internet dealing might offer an easier way of making money. Or did I? Read on to find out – and good luck, a dealer’s life is not always an easy one but it is always fulfilling.

Fiona Shoop
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