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Abstract

This report examines an internship experience as the Auction and Fine Art Department
Assistant at New Orleans Auction Galleries with discussion of the Company’s history, operating
structure, and role in the auction market. In addition, an evaluation of the Company’s strengths,
weakness, opportunities and threats and a discussion of the auction industry’s best practices used
by international auction houses as they related to New Orleans Auction Galleries is also found.
The report concludes with recommendations made by the intern, for the Company’s future

sustainability in the auction market.

Keywords:
Auction, Art Auction, Auction Market, Antiques, Arts Administration
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Chapter 1

A Brief History and Company Overview

History

Located in the heart of the Arts District, New Orleans Auction Galleries is a premier
regional auction house that provides specialized auction services in Fine and Decorative Arts:
furniture, rugs, art, pottery, silver, estate jewelry, and more. Founded in 1991 on Julia Street by
Jean Vidos, New Orleans Auction Galleries has hosted high-end auctions and attracted
sophisticated sellers and buyers of antiques for the past twenty-five years. The auctions offer
unique estate antiques, including those of 18th and 19th-century furniture, fine and decorative
arts, and important works from regional artists including works from Clementine Hunter, George
Rodrigue, and Newcomb Pottery.

Through the early formative years, New Orleans Auction Galleries’ profits generated
from auctions consistently broke auction records. During the 1995 fiscal year, New Orleans
Auction Galleries grossed eight million in sales, an amount comparable to smaller auction houses
found in large cities such as New York, San Francisco and Dallas. In 1996, the Louisiana state
record for profits generated by an auction was broken when New Orleans Auction Galleries’
May sale made $1.5 million.'

During the 1990s, the New Orleans antique market gained notice for having interesting

pieces at affordable prices. Antique shops on Royal Street and the local auction houses were

1 Cage, C. “Company History.” Personal Interview. 21 Oct. 2015.



booming, attracting deal-seekers from local and international markets. Because of these
successful years of sales and the competitive growing market, New Orleans earned a spot on the
map as a thriving market for auctions, granting ample amount of opportunities for sellers, buyers,
and antique dealers.” New Orleans Auction Galleries found itself in the right place at the right
time, and the successful formative years established a strong base from which the company’s
reputation to grow.

With the success achieved through the early years, New Orleans Auction Galleries
expanded, opening an extension of the auction house on St. Charles Avenue with the purpose of
hosting the auction of items estimated at a lower price point. The main gallery, on Julia Street,
continued to host successful major estate sales.

Through the early 2000s, New Orleans Auction Galleries continued to produce successful
auctions. Though Hurricane Katrina caused the company to postpone their usual fall and winter
sales during 2005, in 2006 it came back in full force auctioning off the Estate of Martha Ann and
Ray Samuels’ Private Collection of Southern Art. The sale of this important collection of
regional art gave the auction house strong exposure, brought in $7 million and resulted in the
Galleries’ largest profit to date.’

Unfortunately, in 2008 success slowed when the country experienced a severe economic
crisis, and New Orleans Auction Galleries was faced with the harsh financial realities many

organizations around the United States faced. The economic recession brought about debts, a lot

of expenses, and losses to the company. In 2011, New Orleans Auction Galleries filed

Z Masciere, Christina. “Bid Easy: New Orleans’ Thriving Auction Industry.” New Orleans Magazine. 1 Aug. 1996.
Web. 29 Mar. 2016.

3 Cage, C. “Company History.” Personal Interview. 21 Oct. 2015.



bankruptcy claiming $4 million in debts and $500,000 in assets.* During this time of bankruptcy,
New Orleans Auctions Galleries was allowed to restructure and maintain business as usual by
filing an order to present a plan 120 days from the initial bankruptcy filing.” It is unclear if the
company ever presented a new scheme, and New Orleans Auction Galleries eventually went up
for auction.

On June 8, 2012, Houston-based businesswoman Susan Sarofim, CEO of Cakebread Art
and Antiques Collectables, Inc., won full ownership of the organization. Sarofim originally
owned an antique shop that was based in New Orleans, but when Hurricane Katrina struck in
2005, she relocated to Houston. Today she is a successful businesswoman who serves as CEO of
two companies, New Orleans Auction Galleries and Brooke Staffing Companies, an employee
recruiting and company-staffing agency.

After its purchase, New Orleans Auction Galleries’ Julia Street location stayed open,
becoming incorporated into Cakebread Art and Antiques Collectables, Inc., Sarofim’s Houston-
based company, but the St. Charles Avenue branch closed. In July of 2012, a month after
Sarofim purchased the company, New Orleans Auction Galleries hosted a record-breaking estate
sale, and the future of the company seemed to have turned around. °

Under the direction of Sarofim, New Orleans Auction Gallery expanded and continued
on its upward track to success. In 2013, Sarofim purchased a warehouse on St. Joseph Street in
the Warehouse District. The entire space was renovating while a third floor was also added to the

building. The intention of the expanded location was to allow greater gallery viewing space and

4 Connors, Grace Elizabeth, "New Orleans Auction Galleries: An Internship Academic Report" (2015). Arts
Administration Master's Reports. Paper 192. Web. 29 Mar. 2015.

5 Peterson, Jenny. “N.O. Auction Galleries Declares Bankruptcy, Stays Open.” New Orleans City Business. 7 Apr.
2011. Web. 29 Mar. 2016.

6 Cage, C. “Company History.” Personal Interview. 21 Oct. 2015.



to be able to produce an increased number of auctions during the year. Sarofim told New Orleans
City Business magazine, “The expansion will allow us to conduct another four auctions a year.”’

At the beginning of 2015, New Orleans Auction Galleries relocated from its Julia Street
location into the larger renovated Arts District warehouse space located at 333 St. Joseph Street.
The new location currently hosts auctions on the first and third floor, with the second floor

reserved for storage.

New Orleans Auction Galleries Today

Today, New Orleans Auction Galleries exists as a competitive regional auction house
continually offering well-tailored auctions that entice bidders and bring substantial hammer
prices. New Orleans Auction Galleries hosts two types of sales multiple times throughout the
year: the Major Estate Sales and Cakebread Sales. The Major Estate Sales offer finer items with
higher bid prices, and the Cakebread Sales feature lots at lower reserve prices.

The connectivity of the Internet and the introduction of online bidding platforms have
completely changed how auctions are run and has allowed the auction house the ability and

potential to find audiences from around the world. All auctions presented by New Orleans

Auction Galleries are featured on online bidding platforms, including Liveauctioneers and

Invaluable. In the past, the auctions relied on live attendence, bidding either “in the room” or
bidding by telephone. Also before the Internet, most bidders were local or regional. Today “in
the room” crowds are dwindling, but the Internet and telephone bids thrive, and auction items are

won by bidders from all over the globe.

7 Shannon, Robin. “Pfeiffer sells Foundry; Auction House Moving In.” New Orleans City Business. 14 Mar. 2014.
Web. 29 Mar. 2016.



Today, New Orleans Auction Galleries continues its path of growth with the expansion of

staff and an increased number of yearly auctions, anticipating future success.

Organizational Structure

Owner Susan Sarofim travels between Houston and New Orleans to attend preview
receptions and auctions. While she is away Ashton Thomas, President, and Tessa Steinkamp,
Director of Auctions, serve as on-site supervisors for the Company.

The professional staff of New Orleans Auction Galleries is well-trained in various
backgrounds and specialties, allowing the gallery to provide services for a large variety of the art
and antique market segments. Each of these specialists’ training allows him or her the ability to
locate items that bring the highest auction prices and, in turn, benefit both the auction house and
the consignor. The consignor is the individual who brings the auction item to the auction house.
In total there are eleven specialists: Fine Art, Decorative Arts, Furniture, Silver, Asian Arts,
Books and Manuscripts, Jewelry, and Fine Carpets and Textiles.

New Orleans Auction Galleries’ other staff members include five administrative
employees, two graphic designers, one marketing and public relations employee, and a Director
of Human Resources. The warehouse operates with eleven operations employees who keep track

of inventory, set-up presale exhibitions, and assist with the pick-up and delivery of objects. Two
photographers are also contracted, as needed, to photograph objects for upcoming sales.

The workspace at New Orleans Auction Galleries functions in an open office format
where inter-department communication is more than accessible. Due to the openness of the
office, everyone assists in whatever task need to be accomplished. On any given day one may

find department heads and consignment agents answering phones and helping clients at the



counters. The open nature of the office allows for connectivity, sharing of responsibility, and
sense of equality among all employees, but it can also aid in fostering chaos and confusion

during the stressful, busy weeks leading up to auction.

Auction Cycle

The auction business flows in a cycle, beginning with specialists going into the field to

obtain consignments. It is their responsibility to find items of value to then slate for the
upcoming sales. In many cases, specialists build healthy relationships with consignors who
continue to bring items to the auction house for sales. All specialists are trained to research and
evaluate the fair market value of incoming items and decide if New Orleans Auction Galleries is
a good fit for the item at auction.

When New Orleans Auction Galleries obtains an estate for auction, all of the specialists

work together to evaluate the potential lots from the estate, examining each item under their

specialty. When large estates are acquired, ‘‘all hands on deck’” are required, and each of the

specialists work together to provide the best services to consignors.

Once consignment items are identified, an agreement detailing each item, terms of sale
including the auction estimate, reserve, photography fee, commission fee, buyer’s premium and
insurance fee, must be agreed upon and signed by both the consignor and the specialist.

After paperwork is completed and the gallery has entered into a contract with the
consignor, the item is picked up by operations employees to be brought in and prepared for
auction. The operations staff plans trips across the Southern region and sometimes across the

country to collect items from estates.



Once the warehouse receives items, they are separated by category and catalogued by
each specialist. The cataloguing of auction lots includes research into the nature of the object,
and the listing of information about the items, such as the type, date, and dimensions. All
departments follow a basic cataloguing format that is printed in the Company’s auction
catalogue, but information written about each object varies between departments. For example,
the Art Department researches the artist, title, nationality, dates, medium, and size, whereas the
Furniture Department, might list the furniture style, country of origin, period, and production
company.

The two weeks before each auction, the gallery is open to the for viewing objects offered;

the operations staff works hard to display each item in the best possible manner, which includes

highlighting important items. The operations staff groups lots by style, and with a cohesive
display that seeks gallery visitors to imagine how each objects might be shown in their own

homes.

In the weeks leading up to auction, individuals unable to visit the gallery can request a

condition report. These requests are divided among proper departments where specialists will
examine specific items and report on its condition. Condition reports are important for buyers to
request in advance since all items are sold “where is, as is”. These reports protect the auction
house from liability for any item issues, such as forgeries or fake. All condition reports are
posted on the website for public access.

Clients planning to bid in the upcoming auction are required to register in advance. Once

clients register for auctions, they are assigned a paddle number so the auctioneer can match an

item sold to an individual bidder. For office organization purposes, paddle numbers 1-500 are



assigned to in-house bidders, while 600-900 are either telephone or absentee bidders. The 8000s
are used for internet bidders.

Auctions are held six or seven time a years and traditionally take place over a weekend.

Typically, anywhere between 1,000 and 1,200 lots are auctioned off during an auction. During

the auctions, the consignment agents handle phone bidding, while the office administration staff

helps clients at the counter and enters hammer prices in the auction house’s operating system,

named Droge.

After each auction, invoices are printed and mailed to bidders. The auction house is not

allowed to pay consignors for their items sold at auction until payment is received from
purchases of said item. Once consignors are paid, the auction cycle is complete, only to start all

over again with specialist searching for new objects to slate for upcoming auctions.

Profits

New Orleans Auction Galleries is a for profit business that relies on the success of its

items at its auctions to turn a profit and keep its doors open. The company would not provide me

with detailed financial statements. However, auction records are public knowledge. In addition,

the consignor contracts can give ideas of where and how the company profits from hosting sales.
When a consignor enters into contract with New Orleans Auction Galleries, specific

terms of sale are agreed upon and though each contract may differ depending on the consignor,

certain commission fees are presented in the contract. Section 2 of the Condition of Sales packets

stats the “Commission/Buyer’s Premium” as:



a.) “For its services, NOAG will receive and retain from the proceeds of the Sale of the
Property a commission (“Commission”) from the consignors as follows:

* 10% of the Sale Price of $2,500.00 and above;

* 15% of the Sale Price of $1,501.00 to $2,500.00;

*  20% of the Sale Price $501.00 to $1,500.00

* 25% of the Sale Price less than $500.00; but at no time will the minimum

Commission per Lot be less than $25.00

In addition to the Commission, NOAG shall also receive a premium (“Buyer’s Premium)
to be paid by, and collected from, the Buyer at the Auction. The amount and terms of the
Buyer’s Premium is set forth in the Conditions of Sale.”®

b.)

Other fees collected by the auction house listed in the consignor contract include
photography and transportation fees. Each item to be auctioned is photographed and uploaded to
the website for a fee of $25 or featured in the catalogue for $75 per photo.

Buyer’s premiums for items purchased at auction are set at 25% of the hammer price, and
that additional amount on the hammer price is added to the buyer’s invoice. If the buyer pays by

cash, check or wire transfer within 15 days of the sale, they are offered a 3% discount on the
premium. When I started at New Orleans Auction Galleries, the buyer’s premium was 23%, but
was increased for the December Estates Sale. There was a slight backlash from the buyers, but

the increase kept within industry standards. During the summer of 2015, Sotheby’s and Christies

increased their buyer’s premiums to 25%. °

8 Appendix A: New Orleans Auction Galleries Consignor Agreement

9 Kinsella, Eileen. “Sotheby’s Announces Increase to Auction Buyers’ Premium.” Artnet News. 26 Jan. 2015. Web.
29 Mar. 2016.



Chapter 2

The Internship

In September of 2015, I began working as the Auction and Fine Art Department Assistant
at New Orleans Auctions Galleries. I worked directly with the Fine Art Department Head and
Consignment Agent, Jelena James. During my internship, I also assisted Accounts Manager
Denis Haik and Cakebread Auction Assistant Director Grace Connors. Each of these individuals
invested a significant amount of time and effort into teaching me about the art auction industry
and helping me to develop my skill set as it pertains to the auction business.

My primary goal as the Auction and Fine Art Department Assistant at New Orleans
Auction Galleries was to gain a better understanding of how the artwork was researched, valued
and prepared to be offered at auction to the public. Having worked in a gallery setting before, I
had some knowledge of the selling of artwork and both its selling value in the market and
intrinsic value to potential buyers. Through my internship, I learned how art auctions differ from
the selling of artwork in a gallery setting, and gained an understanding of the workings,
practices, and cycle of the art auction market.

Though I completed many small tasks during my time as an intern, the bulk of my days
were spent on responsibilities that can be divided into three categories, whose details are listed
below. The majority of these duties were cyclical, and tasks were dependent upon where in the

auction cycle the company was at a given time.
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Art Department

When artwork was received from consignors, it was the Art Department's responsibility
to research and catalogue the work. Since I have a background in visual arts, and a particular
interest in contemporary art and art of the American South, I would be assigned these categories
to research and learn how to catalogue. If we had multiple works by one particular artist, or one
significant artwork, I would be tasked with writing brief, concise artist bios highlighting why the
work and artist are important. During my time at New Orleans Auction Galleries, I wrote artist
bios that were featured in the auction catalogue for artists such as John Thomas Biggers, Douglas
Bourgeois, Stephen Scott Young, and Yigal Ozeri. Also, since I have experience working for
Rodrigue Studio, I was in charge of cataloguing and gathering information on the artworks of
George Rodigue that were brought in for auction.

When cataloguing work by a less famous or unknown artist, we would need to decipher
the signature and research the work. Many times it’s hard to find information on the artist or
work, so I learned to catalogue unknown work * to the best of my abilities”. In today’s art and
auction market, there are dangers of fraud when authenticating work. Many appraisers and art
specialist will not authenticate an artwork because of the liability it entails if the work turns out
to be a fake. New Orleans Auction Galleries protects itself by stating in its Terms of Sale that all
works are catalogued to the best of the ability of the specialties, so the company will not be held
liable for the authentication of works.

In the two weeks leading up to the potential auction, bidders interested in a featured
artwork would request condition reports. I had never had any experience in reporting the

condition of an artwork, but was eager to learn because of an interest in art appraisals. I was

11



assigned artworks to examine and practice condition reports on. I examined artwork and
recorded what I saw with the naked eye, such as dirt, accretions, loss of paint, any patches or
dents to canvas. Then the works were examined under UV light. Newer contemporary works
were usually in fine condition, but works that I examined from the 18th and 19th century often
had fascinating histories readable under UV light. Older paintings usually showed signs of past
repairs, inpainting were often covered with a varnish that was hard for UV light to penetrate. I
learned about the varying states of conditions and what to look for in preparing a condition
report.

The biggest difference in the selling of artwork in a gallery versus at auction is the level
of privacy. In a gallery setting, gallerists work one on one with a client, and the price that the
work is sold for is private information. Art auction is a public market, one where values are

released to the public and even advertised as ways to attract potential consignors. Another

difference is that at auction, one doesn’t work with a single client. Instead, one works one-on-

one with the actual artwork as it is prepared it to be shown.

Office Administration

Throughout the auction cycle, Denis Haik required regular help with office
administration tasks. Every morning, I would file whatever paperwork was received in the
Department or re-file paperwork that was taken out of its existing folder for reference by the
specialists. All consignment deals had a number that matched the owner’s items to their contract,
and it was important that any paperwork associated with a consignor’s contract was filed in the
correct place. Many times, during preparation for the sale and post-sale, those files were pulled

to review contract terms and any decisions that were made about the consignor’s items.

12



Once contracts listing all the items, their estimated auction value, and the reserve price
were written, this information was then entered in the auction house’s software program, Droge.
Droge is a database operating system specifically designed for New Orleans Auction Galleries.
The system is used to organize sales, consignor’s contracts, and register and produce invoices for
bidders. While being entered into Droge, the consignor and their contract were also given a
specific consignment number. Usually we received multiple contracts during the day, and it was
my responsibility to check for any discrepancies after the contract was entered into Droge, and
then create a folder with the consignor’s name and consignment number.

Post-auction, the consignor’s folders were pulled, and I aided in producing mailings for
the consignor’s post sale payout. During the first-week post auction, consignors were mailed
reports itemizing the hammer price received for each item. These reports were overviews that
detailed the amount consignors should expect to be paid, even though the auction house was not
authorized to pay out consignors until payment was received from the bidders. During the post
auction week, bidders mailed checks, paid over the internet, or called to pay for their winning
bids by phone. Many times, I entered credit card numbers or completed sales for customers that
called to pay by phone. By two weeks post sale, the majority of items purchased were paid for by

the bidders, and the first round of consignor checks were cut and prepared for mailing.

Auction Assistant

Part of my internship also required that I serve as an Auction Assistant with duties that
included helping register clients, assisting customers who visited the gallery during preview,

building the auction slideshow, and working the auction weekends.

13



The the two weeks leading up to the auction, during which New Orleans Auction
Galleries was in exhibition/preview, potential bidders would frequently visit the gallery to
examine the lots featured in the upcoming auction. If needed, I would aid clients in locating the
lots they were interested in looking at, while also registering those who wished to bid on items in
the auction either by phone or by leaving an absentee bid. Registering bidders were required to
complete a form that included contact information, credit card information, and the lots the client
wished to leave a phone bid or reserve amount on. Once this form was filled out, I assigned them
a paddle number and that number was entered into Droge.

For each day of the auction, PowerPoint slideshows were created of the lots for the
auctioneer and the bidders to follow along during the auction. Each slide included the lot number
and an image of the item being auctioned. Before PowerPoint slideshows were used, the
operations employees carried each item across the stage as it was being auctioned off. I was
meticulous in making sure the slideshow item was displayed as best as possible since items were
no longer displayed in person.

When auction weekend arrived, I would be tasked with helping auction attendees register
for their paddle and assisting Denis Haik in entering hammer prices. The auctioneer recorded the
hammer price and winning paddle number as they called the auction, and the sheets with that
information were passed along to the office after every 100 lots were auctioned. I would enter
the information into Droge, then Denis Haik would review my work to make sure all information
was entered correctly. Invoices would then be created by matching items won to a person’s
paddle number. As the auction day came to a close, I helped successful bidders collect and pay

their invoices.

14



Through the tasks given to me as an intern at New Orleans Auction Galleries, I gained
valuable insight into the inner workings of an auction house and the auction cycle. This
exposure to the auction house setting has contributed to my growing knowledge of the art
business. I have acquired new skills in relation to cataloguing artwork, office organization and
administration, and customer service. I better understand how artwork is handled in an auction

setting and believe this experience will be useful to my future as an Arts Administrator.
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Chapter 3

SWOT Analysis
Figure 1:
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Strengths

Qualified Staff Specialist

New Orleans Auction Galleries has nine specialists on staff whose expertise falls into
various categories including silver, jewelry, American, regional, Continental furniture, fine art
paintings and works on paper, and decorative arts. Each of these specialists is adept at
identifying important items when out on consignment calls. Therefore, New Orleans Auction
Galleries is able to find unique and interesting items that can potentially attract high bids with
which to stock auctions. Because of the expertise of its specialists, the company has been able to

position itself in the market as a competitive option for major estate auctions.

Marketing Efforts

Leading up to each sale, through carefully placed magazine advertisements and email
blasts, items from an upcoming auction are highlighted to different areas of the market. Taylor
Eichenwald with the Marketing and Public Relations Department, works with the Director of
Auction and staff specialists to create magazine advertisements and auction brochures that
highlight significant items in hopes of attracting high bidding attendees. E-blasts reach 24,733
people, and pamphlets are printed in color and mailed to the auction house’s extensive mailing
list of 15,605 people.'

New Orleans Auction Galleries places ads in local publications including The Advocate,
Time Picayune, Art + Design New Orleans, and Cultural Vistas. Other marketing ads are placed
throughout the country in magazines such as Main Antiques Digest and Antiques and Fine Art

Magazine. A weekly newspaper call for consignments ad is run in Memphis, TN, Houston, TX,

10 Eichenwald, Taylor. "Marketing New Orleans Auction Galleries." Personal interview. 21 Oct. 2015.
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Lafayette, LA, Natchez, MS, and Hattiesburg, MS. New Orleans Auction Galleries also regularly
places ads in Antique Trade Gazette, a London, England publication.'' Through the marketing
efforts of New Orleans Auction Galleries, the company attracts bidders for upcoming sales from

around the world, as well as consignors from throughout the Southern Region.

Warehouse Organization

The second floor of the company’s warehouse building is used for the storage of
consignment items and is broken down into areas such as the art room, rug room, brick-a-brack,
lighting, and furniture. A select few of the operation staff members oversee individual rooms and
are the go-to people when looking for a certain item in a particular department. Effectively
organizing the warehouse and having easy access to all items is a strong point in the the
company’s success because it allows the staff to act fast when needed and easily locate auction

items.

Director of Auction and External Governance

After the bankruptcy of New Orleans Auction Galleries, Tessa Steinkamp from Crescent
City Auction, another smaller New Orleans auction house, was hired to run auctions at New
Orleans Auction Galleries.'? Tessa Steinkamp has been in the auction business for over 30 years,
having worked with consignors and buyers from all over the world. Stienkamp has continued her
success as Director of Auction at New Orleans Auction Galleries. Alongside her job at the
auction house, she also serves as the Chair of the Louisiana Auctioneers Licensing Board, further

securing her notoriety and recognition as an auction specialist.

11 Eichenwald, Taylor. "Marketing New Orleans Auction Galleries." Personal interview. 21 Oct. 2015.
12 Steinkamp, Tessa. "Director of Auction." Personal interview. 3 Nov. 2015.
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Under the direction of Steinkamp, New Orleans Auction Galleries continuously functions
up to the standards of the Louisiana Auctioneers Licensing Board. This strength to the company
allows it to consistently act in a professional manner and operate in a manner to best avoid legal
and liability issues. Because of Steinkamp’s position in both organizations, she is able to make
executive decisions in regards to the public, her staff, and New Orleans Auction Galleries as a
whole, based on the knowledge she has acquired from her thirty years of experience in the

auction business and her tenure with the Louisiana Auctioneers Licensing Board.

Weaknesses

Office Administration: Receptionist and Open Office Format

The phones at New Orleans Auction Galleries regularly ring extensively, especially
during weeks leading up to auction weekends. The office has a front desk worker, whose job is
to help with office administration, as well as act as receptionist. However, with the amount of
call volume, the responsibility of answering phones spills over to everyone in the office. This
issue is distracting to the staff, which has to interrupt tasks to help callers. Often it leaves
workers sidetracked from preparing for upcoming auctions. These distractions hinder the overall
productivity of the staff.

Also, the office functions in an open format, lacking separate offices for each department.
When someone calls to speak with a particular department or specialist, the message is yelled
across the office. The open format for the office does allow easy access to everyone and gives a
sense of unity and equality to the entire staff, but is highly distracting and chaotic.

The open nature of the office amplifies the stress of all staff members when days are

busy. If one staffer is overwhelmed, anxiety is projected onto co-workers. By day's end the
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whole staff is frazzled and exhausted. If the staff was broken down into departments, with at
least some sort of division between offices, the anxiety of one department would be contained

and possibly not infect other staff members.

Overstocked Auctions

Before my internship, auctions were traditionally held over two days and made up of
about 1,000 consignment items. During my internship, there were changes made to the auctions
that initially resulted in overstocked auctions, but that later created a shortage of consignment
items for future auctions. These changes also created customer services issues for bidders in
some circumstances.

Beginning in October 2015, the two Major Estate Sales were expanded to include 1,300
items and the auctions would now be held over a three day period. In the past, once sales
reached 1,000 lots, the auction would be closed, and the specialists would no longer be able to
slate additional items for that sale. The remainder lots would then be pushed to the following
sale. Since New Orleans Auction Galleries had now expanded the number of consignment items
offered in the October and December auctions, they did not have the usual roll over of lots for
future auctions. As a result, an issue the auction house was dealing with, as my internship ended,
was not having enough items for their upcoming March sale because too many items had been
slated and sold in previous auctions.

There are a limited amount of items in the market. Major estates often offer a large
amount of consigned items that could easily be split into two parts and slated for multiple sales.
If the number of items offered in the two previous auctions had not been increased to 1,300,

roughly 600 lots would be available to be slated for the March sale. The shortage of items for the
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March sale could have been avoided if the two previous sales had not been overstocked and
traditional sales of 1,000 lots had been hosted. Additionally, New Orleans Auction Galleries
would also still be able to call the sale an estate sale because all those lots would have come from
major estates.

Another issue surrounding the expanded sales is that the auctions start on Friday
afternoon instead of Saturday morning, as had previously been done. Many bidders do not realize
sales are now three days long and that the first 300 lots are auctioned on Friday afternoon.
Several times, | had to relay the unfortunate news to bidders that they had missed their desired

lot because it was auctioned Friday afternoon, not Saturday morning as per usual.

Outdated Website Design

New Orleans Auction Galleries’ current operating website is out of date, difficult to
navigate, and overall visually unattractive. Though seemingly not a significant part of its auction
business, this is New Orleans Auction Galleries’ most significant weakness. During my
internship, I regularly dealt with issues surrounding potential bidders and confusion in browsing
our website. The Office Manager requests that all bid forms come through the website or via fax,
so the staff spends more time explaining how to fill out the form to online bidders than would
take just to write down the information over the phone. The templates for clients to fill out bid
forms and request condition reports are established on the website, but they are difficult to find
on the poorly designed website.

Also, New Orleans Auction Galleries hosts Cakebread Auctions, but Cakebread has a

separate website of its own. Many times bidders looking through the online catalogue listed on
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New Orleans Auction Gallerie’s main website instead of the Cake Bread online catalogue would
cause confusion in matching lot numbers and items.

An updated, better functioning website could save staff time and stress allowing the
company to conduct business more effectively. All of the forms and information a potential
buyer or seller request is already available; clients are just having a hard time navigating the
website to find the information they need. A simple redesign of the website could fix most of the
internet-based problems. A user-friendly website would also boost the general public's
interaction with New Orleans Auction Galleries as they would better be able to view items in
upcoming sales and register for auctions. As for now, New Orleans Auction Galleries’ current

website is a poor representation of a successful company.

Sparse Social Media Marketing

New Orleans Auction Galleries has strong traditional marketing skills, but the company’s
social media presence is lacking. The auction house has accounts for Facebook, Instagram,
Twitter, and Pinterest, but these accounts are not updated regularly. Social Media is a reliable
tool to maintain contact with potential bidders or consignors, and could also aid in attracting new
bidders, but is entirely under utilized. Social media marketing will further be addressed in the

Recommendations chapter.

Opportunities

Continued Growth of Arts District

The Arts District, located in New Orleans’s Warehouse District, is a prime location for

Art and Design businesses. It consistently attracts new residents and visitors as the district

22



continues to transform, expanding it’s gallery presence and hosting more and more art events.
Today, the district is a unique, eclectic neighborhood where for-profit galleries and non-profit
museums not only coexist, but collaborate to create a thriving art scene, expanding the art
market.

New Orleans Auction Galleries is fortunate to be located in the heart of the Warehouse
District, offering the company a prime location from which to embrace the district’s continual
expansion. In collaboration between the major arts institutions and the galleries, the district hosts
neighborhood-wide art events such as Art for Art Sake, White Linen Nights, and gallery
openings on the first Saturday of each month. Both locals and tourist alike attend the monthly art
walks. Last season White Linen Night alone attracted an estimated 45,000 visitors."

New Orleans Auction Galleries needs to integrate itself into the district’s perennial
events. A stronger neighborhood presence, and making contact with New Orleans’s growing
artist community, would make visitors, who are unaware of art auctions, aware of the company,

as well as potentially attract a new generation of bidders.

New Markets Through Internet Connectivity

Through its marketing efforts, New Orleans Auction Galleries continues to expand its
customer base. New Orleans Auction Galleries recognizes the value in going digital, connecting
with an audience more than comfortable with purchasing online. All company sales are already
featured on online bidding platforms such as LiveAuctioneers and Invaluable.

In addition to comfortably connecting with current bidders, the online bidding platforms

attract bidders from around the world, allowing the company to continue to reach national and

'* MacCash, Doug, NOLA.com | The Times-Picayune. "Whitney White Linen Night, the Mega Art Party, Hits Julia
Street on Aug. 1." 16 July 2015. Web. 29 Mar. 2016.
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international markets. As the distance shrinks between countries through the expanding
connectivity, the markets that New Orleans Auction Galleries could reach with online bidding

will continue to grow.

E-Commerce Sales

The auction business has been transformed with the expansion of the internet. Buying art
based on a digital image has become the norm rather than the exception, and consumers are
becoming more confident in buying art online. Currently online art sales account for 5% of the
art market ($3.4 billion), but are said to be growing at a rate of 25% annually. '

Today, a growing number of auction houses host E-Commerce sales, a method of selling
auction items through the internet in online only sales. This method differs from using online
bidding platforms such as Live Auctioneers and Invaluable. These sales currently run for
scheduled period lasting over a few hours or days, and during that time bidders can bid on
desired lots. Websites such as Art Net and Paddle 8, are solely dedicated to these internet based
auctioning trends, host multiple of these online auctions and attract bidders from around the
globe.

If New Orleans Auction Galleries follows this auction trend and taps into this easily
accessible growing market, the organization could cultivate an expansive online bidding
presence while adding revenues streams to its business. Hosting these auctions still requires the
regular pre-auction work but eliminates the expenses and man-hours of physical sale set up spent
on in-person auction weekends. Once they are live, these auctions would run on autopilot. If

desired, New Orleans Auction Galleries could still continue to produce and host live auction

14 Duva, Traci. “The Art World’s Next Generation of Collectors: Meet the Millennials with a Fresh Eye.” Accent.
Chubb Personal Risk Services, 21 Nov. 2014. Web. 16 Mar. 2016.
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weekends, but Internet-based sales would now allow the company to host multiple auctions at

one time, increasing the company’s overall revenue stream.

Threats

Other Regional Auction Houses

There are three auction houses located in New Orleans, along with many other regional
auction houses located throughout the United States. They are all competing against each other
in the market. New Orleans Auction Galleries’ primary local competitor is Neal Auction
Company, located uptown on Magazine Street. The art and antique market of New Orleans and
Louisiana offers a limited amount of consignments, bidders, and money in the area, so the two
auction houses are continually competing against each other in trying to attract the attention of
local and regional clients.

Many times during my internship, auction attendees would mention an artwork or item
they saw at a Neal Auction Company sale. It was usually in reference to an item won at New
Orleans Auction Galleries, so this demonstrated the bidder chose to bid at New Orleans Auction
Galleries. Still, competition is a constant presence with both companies trying to be recognized
as New Orleans’s premiere auction house. Should bidders “feel” that Neal Auction Company is
the better business, New Orleans Auction Galleries would immediately notice it in sales.
Therefore, New Orleans Auction Galleries must continually demonstrate that it is the stronger
company by obtaining high-quality items to auction, maintaining strong relationships with

consignors, and demonstrating good business etiquette.

Antiques Market and Design Trends
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Design trends shift continuously and with each change comes a difference in the type of
artwork or furniture desired by buyers. Today’s current design trend is contemporary or
Midcentury modern, two design styles that New Orleans Auction Galleries rarely acquires from
local estates. The effects of the patterns of design trends can be observed in the hammer prices of
items sold, especially furniture sales.

For example, an American Classical 1830s mahogany drop leaf table was offered in the
three auctions during my internship. The table went unsold, and the reserve price was lowered
and reoffered in each subsequent sale. Ten years ago, this type of table sold at a significantly
higher auction price. In 2003, this same styled table sold for hammer price of $2,300." Thirteen
years later, the same style table went unsold in the January Cakebread Sale at New Orleans
Auction Galleries, even though the reserve was low, set at $325.

The deflation in value is the result of this style of antiques having fallen out of favor by
designers and consumers. As trends and styles continue to evolve, so will the antique market.
The nature of trends is cyclical, where design trends come and go and then come again.
Therefore, businesses related to the art and design field must be fluid, able to adapt, evolve, and

endure challenges presented as the market changes.

Generational Gaps

The auction business as a whole is threatened by graying audiences and a possible
decrease in clientele. Generational gaps have caused an uncertain future for the auction business,
as today’s younger generation is more interested in spending money on things like traveling and

education rather than antiques and art. The biggest threat to the antique market is an upcoming

15 "Sales Results: Houmas House Auction." Neal Auction Company Archived Auctions. Neal Auction Company, 18
Mar. 2003. Web. 03 Mar. 2016.
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generation that does not invest in antique furniture. Also, recent college graduates are earning
lower incomes than their parents did at their age. The Progressive Policy Institute reported in
2013 that real earning for recent college grads had declined by $10,000 since 2000. '° Millennials
do not have the income to invest in antique furniture, so they instead decorate their homes with
furniture from West Elm, Crate and Barrel, and Pottery Barn. However, some studies suggest
this generation is beginning to recognize the value of owning an antique versus mass produced
furniture. This generation lives differently than the last generation or the one before that. There
are no more formal living rooms, and they don’t want to recreate “period” rooms. '’

Still, the buying strategy of millennials is very different than that of their parents and
grandparents. When it comes to purchasing antiques, millennials need more education on this
type of collecting, as well as the right motivation. More socially conscious, this generation has
grown up appreciating green-minded initiatives like recycling and “upcylcing”. Connecting to
these principles, this generation’s desire to buy previously owned items might prove to be

beneficial to New Orleans Auction Galleries.

Shrinking number of Major Estates

New Orleans Auction Galleries’ main sales are made up of estate consignments. These

sales are marketed as Major Estate Sales, but the number of large estates left to auction off is
continually shrinking. People collect or invest less and less in antiques, and the social class of

individuals who own these grand estates is a dying breed. I don’t believe the shrinking number of

16 Henderson, J. Maureen. “Millennials Earn Less Than Their Parents and The Recession Isn’t To Blame.” Forbes.
Forbes Magazine, 30 Nov. 2013. Web. 16 Mar. 2016.

17 Duva, Traci. “The Art World’s Next Generation of Collectors: Meet the Millennials with a Fresh Eye.” Accent.
Chubb Personal Risk Services, 21 Nov. 2014. Web. 16 Mar. 2016.
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estates is an immediate threat to New Orleans Auction Galleries’ business model, but certainly it

is an issue to be mindful of for years to come.
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Chapter 4

Best Practices

The high-end auction market continuously hammers out record-breaking sales that
attracts buyers and sellers alike, but with dazzling sales comes greater responsibility to uphold a
tradition-based market. New Orleans Auction Galleries, as well as many other auction houses,
are for-profit, privately owned companies. Therefore, their financial and business practices are
private information available to only select individuals within the company.

Some important practices in upholding an ethical market for auction businesses are
detailed in the following pages, including comparisons of New Orleans Auction Galleries’
practices to those of two major auction houses, Sotheby’s and Christie’s. By comparing a
successful regional house to international houses that seem to set the bar for success, one can
attempt to glimpse the auction market as a whole.

New Orleans Auction Galleries, Sotheby’s, and Christies are all companies that utilize
similar auction cycle structures, each doing their part to push their specific segment of the art
market forward. New Orleans Auction Galleries is a premier regional auction house, smaller than
those of the high-end auction market, but still must conduct business in a way that supports an
ethical art and auction market. The best business practices are ethical business practices. To
continue the company’s future success, New Orleans Auction Galleries must be mindful of

shifting industry trends and ethical best practices to aid in upholding a fair market.
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Governance and Transparency in Sales

In recent years, especially with companies like Sotheby’s and Christies producing high-
profile and record hammer prices in their sales, onlookers to the auction business have
questioned if practices are ethical and if the overall auction business allows for enough
transparency in its sales. American economist Nouriel Roubini told The Financial Times in
January 2015, that “the art auction market needed more regulation because it had become
routinely susceptible to trading on insider information, money laundering, price manipulation
and tax evasion.” '®

New Orleans Auction Galleries is licensed by the Louisiana Auctioneers Licensing
Board, a governance board that monitors auction practices throughout Louisiana to ensure
companies and auctioneers are operating in a way that protects consumers and that is fair for the
public community members. The mission of the Louisiana Auctioneers Licensing Board reads
as follows:

“The Legislature of Louisiana declares that requiring the licensure of qualified
auctioneers and auction houses is in the best interest of the citizens of this state. The
purpose of this Chapter is to require qualifying criteria in a presently unregulated
occupational field in which unqualified, irresponsible, or unscrupulous individuals may
injure the public. The requirements of this Chapter shall contribute to the safety, health,
and property of the people of Louisiana in the transfer of property by auction.”"

As mentioned in previous chapters, Tessa Steinkamp, Director of Auctions at New
Orleans Auction Galleries, is chair of the Licensing Board and is concerned with New Orleans

Auction Galleries always operating to code and supporting an ethical auction market. If a

member of the public feels that New Orleans Auction Galleries is practicing unethically, they

18 Reyburn, Scott. "A Tug of War Over Art-Sales Transparency." The New York Times. The New York Times, 25
Sept. 2015. Web. 03 Mar. 2016.

19"Mission." Louisiana Auctioneers Licensing Board. Web. 03 Mar. 2016.
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can present their grievance to the Louisiana Auctioneers Licensing Board during their monthly
meeting and the board will review it.

From an examination of the overall art and auction market in relation to best practices
that uphold an ethical market, I believe New Orleans Auction Galleries operates more justly than
those major auction houses associated with the high-end auction market. Auction companies are
in constant competition against each other to acquire estates, items, or art to host in their
upcoming sales. It's reported that the practice of offering excessive guarantees to consignors to
secure estates, and then securing bidders or third parties who will bid up prices guaranteeing the
items sell for the desired price, is a regular practice of both Sotheby’s and Christies.”® This is not
a practice that is used at New Orleans Auction Galleries.

At the end of 2015, Sotheby’s guaranteed the estate of A. Alfred Taubman $500 million
to be the company to auction off the family’s prolific art collection.”’ Offering guarantees
effectively drives up a minimum price for which consigned lots will sell for, which is great for
the seller but not the buyer. It becomes a manner of price manipulation when the fair market
value of an item is distorted in this manner. Transparency in the auction and art market is not
upheld when back room deals influence market value

To the best of my knowledge, New Orleans Auction Galleries has not engaged in market
manipulating practices. They compete for consignors and make deals with major estates in an
ethical manner. The company does not seek third party bidders to make guarantees or run up the
bidding prices of high profile items. Tessa Steinkamp, Director of New Orleans Auction

Galleries, says that “auction estimates are based on several factors. An object's rarity, condition,

20 Tully, Kathryn. "Art Auctions Are Transparent Markets, In Theory." Forbes. Forbes Magazine, 27 Nov. 2013.
Web. 03 Mar. 2016.

21 Kinsella, Eileen. "Sotheby's Explains Why It Had to Give $500 Million to Tauban Heirs-and Lose Money."
Artnet News. Artnet, 09 Nov. 2015. Web. 03 Mar. 2016
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authenticity, provenance and historical significance can all add to its value. Specialists work with
consignors to research and appraise each item based on current market values, which can

. 22
fluctuate over time.”

The price for items that go up for auction at New Orleans Auction
Galleries are based on a comparison of similar auction market appraisals and are a fair

representation of actual fair market value.

Art Authentication

In today's art market, there is a significant issue with stolen works and fakes being sold,
and with those sales come liability issues to the companies selling the works. A current example
of art fraud is the art-forgery lawsuit surrounding Knoedler & Co. The basis for the trial revolved
around whether an established art gallery knowingly sold a forged Mark Rothko painting. The
case has prompted an even bigger question for the art market: Whether experts are capable of
determining whether the works sold are genuine.*

Expert opinions regarding authenticity are vital to the business of buying and selling art.
Art experts are vulnerable to lawsuits, though, because they are asked to provide yes or no
opinions, not whether the piece is “most likely" by whichever artist. The art expert is “legally
exposed” by the positive or negative judgment. For example, if the expert's opinion is positive
and the buyer purchases based on that expert advice, but that opinion later turns out to be
incorrect, an unsatisfied buyer will most likely seek to hold the expert accountable for the initial
authentication. On the opposite side, if an expert's opinion is opposed, the current owner might

claim that the expert has wrongly depreciated the property or obstructed a potential sale. Art

22 Roux, Margaret Zainey. “Auction Bidding: A Newcomer’s Guide to Placing the Winning Bid.” NOLA.com. The
Time-Picayune, 04 Feb. 2014. Web. 16 Mar. 2016.

23 Moynihan, Colin. "In Knoedler Art Fraud Trial, Expert Testimony on Fakes Weighs Heavily." The New York
Times. The New York Times, 01 Feb. 2016. Web. 03 Mar. 2016.
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experts have been faced with proving that their opinions are correct, and not merely following
standard industry practices in their evaluation of the artwork. **

Because of liabilities associated with the selling of art, research becomes an increasingly
important practice of art departments of auction companies. Research on a particular piece of art
includes identifying the provenance of a work and determining its fair market value.
Documented evidence of provenance for an object can help establish whether it has been altered
or is a forgery, a reproduction, stolen, or looted art. Provenance also helps assign the work to a
known artist, and a documented history can be of use in proving ownership of work.

Even though auction companies’ art departments heavily research the artwork being sold
in upcoming sales, companies will still take further steps to protect themselves from potential
lawsuits. In today’s art market, the majority of auction houses’ art departments will defer
responsibility of authenticating work and will use the term “As Is” in their condition of sale. For

example, Sotheby’s states in the “As Is” section of its condition of sale:

“...We and the Consignor are not responsible for errors and omissions in the

catalogue, glossary, or any supplemental material....”>

By inserting this in their condition of sale, Sotheby’s states that if a work is cataloged
incorrectly, or if misrepresented unknowingly, they cannot be held legally responsible for such
as discrepancy. For their reputation’s sake, Sotheby’s does their due diligence to ensure the
works being auctioned are not fraud. But no person or company is perfect, and there have been

multi-million dollars lawsuits surrounding the sale of stolen or reproduced works.

24 Sigety, Todd. "Art Authentication and Law." Appraiser Workshops. 14 Feb. 2016. Web. 03 Mar. 2016.
25 Appendix B: Sotheby’s Condition of Sale
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In addition to the Art Department cataloging an item to the best of the Department’s
ability, New Orleans Auction Galleries’ uses similar language in their Condition of Sale to
protect against liability. New Orleans Auction Galleries’ catalog reads “attributed to” of “after”,
identifying work that might be a copy of an old master’s work. The New Orleans Auction
Galleries condition of sale states:

“(a). ALL SALES ARE “AS IS, WHERE IS” WITH NO EXPRESS OR
IMPLIED WARRANTIES WHATSOEVER.

(iv) No warranty as to authorship. NOAG does not make any express or implied

warranty as to authorship of works of art and fine art. No statement in the

Catalogue or elsewhere, orally or in writing, shall be construed as an express or

implied warranty, representation or limitation of liability as to authorship. Any

such warranty is WAIVED.” %

When speaking with Jelena James, the head of the Art Department at New Orleans
Auction Galleries, she stated that potential buyers are more than welcome to request as much
information as the house is able and permitted to give them. Potential customers can additionally
seek experts to examine the work and attempt to verify its authenticity, but the auction house will
have no hand in guaranteeing the authenticity of work.

An example of the challenges of authenticating works at New Orleans Auction Galleries
was seen during the October Major Estates Sale when a Clementine Hunter work was sold. The
estimated auction price was far lower than any of the works that had sold previously at other
auctions, including Sotheby’s and local New Orleans competitor Neal Auction Company. When

asked, James explained it was difficult to tell whether it was a fake or real; it was therefore

cataloged at a lower fair market value knowing there was a chance it was fake.

Target Marketing and Cultivating a New Generation of Collectors

26 Appendix C: New Orleans Auction Galleries Condition of Sale
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Traditionally, auction houses have been more focused on selling to dealers and have
taken notice of buyers only after a new collector has proven his or her purchasing consistency.
But in today’s auction market, cultivating new collectors is vital for sale success and future
growth of the auction house. The concept of courting potential bidders is no new idea to the
auction business, but what has changed is that instead of orienting a few dozen new buyers every
auction season, specialists today are collecting names and wish-lists for hundreds of new buyers.
The next generation of collectors, known as the Millennials, account for 25% of the US
population and about 50% of the spending in today’s economy.?” The Millennial generation is
also the largest generation to be college educated and therefore have a higher earning potential
than previous generations.

Christies and Sotheby’s are constantly on the search for new collectors as a way to
continue interest in the auction market for years to come. In 2014, a quarter of sales produced
between the two companies’ auctions were to first-time art buyers.”® Auction specialists are
exhausting all options to find bidders. Some monitor collectors' Instagram accounts in hopes of
identifying wealthy friends who don't yet collect; the specialists then seek an introduction.
Behind the scenes, auction houses will also hunt for collectors by teaming up with insurers to
offer art appraisals. Whatever strategy is used, auction houses are working hard to expand their
clientele list and cultivate a new generation of collectors.

Online-based antique auction site, The Highboy, infuses an element of “cool” into the
stuffy antiques world by rebranding items towards younger groups. For example labeling

Gustavian-style furniture as the "boho chic cousin" of Louis XVI: "Same great bone structure,

27 Duva, Traci. “The Art World’s Next Generation of Collectors: Meet the Millennials with a Fresh Eye.” Accent.
Chubb Personal Risk Services, 21 Nov. 2014. Web. 16 Mar. 2016.
8 Crow, Kelly. "The Race to Find New Art Collectors." WSJ. Wall Street Journal, 7 Aug. 2014. Web. 03 Mar. 2016.
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but a lot less fuss.”?’ The Highboy shows buyers that they can integrate antique pieces into their
everyday lives. The site also includes a blog that educates buyers on styles, design trends, tips on
how to build a collection, and suggestions for solid initial investments."?

As consumers have become more confortable with purchasing art online, companies have
also become focused on user friendliness, also know as “usability” when designing their
websites. Typically with any online buying site, if a customer is forced to think about how to use
or navigate around an online shop, the company most likely has already have lost them as a
customer.’® As auction companies and antique dealing sites work to cultivate collectors around
the world, their websites and online presences become quintessential to their success because
most of their clients will never actual step foot in their physical location. In 2011, Christie’s
created its own online-only auctions appealing to the new collectors with works at more
affordable price points, while Sotheby’s has partnered with eBay to take advantage of their 145
million active buyers.’' Both Christie’s and Sotheby’s have made the bidding process simple for
Internet bidders and in return have cultivated new audiences. Sotheby’s in particular has a
webpage featuring a simplified three-step process on how to register for an online sale and enter
the online salesrooms.*

New Orleans Auction Galleries is facing a serious issue surrounding a generational gap
with the people participating in the company’s auction both in person and online. The company
does an adequate job at target marketing their items through various publications throughout the

United States and overseas, while also maintaining relations with longtime bidders, but the future

? Duva, Traci. “The Art World’s Next Generation of Collectors: Meet the Millennials with a Fresh Eye.” Accent.
Chubb Personal Risk Services, 21 Nov. 2014. Web. 16 Mar. 2016.

3% Tinker, Jessica. “Why Web Design is Important for Your Online Shop.” Epages Blog. Epages.com, 03 Dec.
2014. Web 23 Apr. 2016.

3! Rainey, Sarah. “Is the Auction House Going, Going, Gone?” The Telegraph. Telegraph Media Group Limited, 10
Oct. 2012. Web. 16 Mar. 2016.

32 «Bid Now | Watch Live Auctions.” Sotheby’s. Sotheby’s 2016. Web. 23 Apr. 2016.
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lies with the next generation. New Orleans Auction Galleries would be wise to strategize a
marketing or rebranding plan in order to attract the next wave of collectors.

The company goes after large estates filled with exceptional items to stock a sale with,
but New Orleans Auction Galleries is not attracting Millennials who they can sell to and
someday buy estates from. New Orleans is not New York or London, and the auction houses are
not offering items on the level of Christies or Sotheby’s, but New Orleans Auction Galleries still
offers items that could easily attract young local and regional buyers. The company just needs to
create partnerships and seek ways to identify and research potential new bidders.

Our future economy will be shaped by this educated, socially minded, and tech-savvy
generation. Their integration of technology and the ability to process volumes of information at
the click of a button creates a new breed of collector with eclectic tastes and the capability to
create uniquely personal collections with ease. The art and antiques world is engaged in finding

ways to keep up. New Orleans Auction Galleries need to be part of this practice.
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Chapter 5

Recommendations

As an intern at New Orleans Auction Galleries, I had the opportunity to gain firsthand

experience in the auction market. After examining New Orleans Auction Galleries through my
SWOT analysis, investigating industry practices, and applying what I learned in coursework as
part of the Art Administration program at UNO, I offer the following recommendations as ways
for New Orleans Auction Galleries to secure stability and longevity in the auction market’s

future years.

Cultivating the Next Generation of Collectors

As mentioned in previous sections, New Orleans Auction Galleries’ audiences are aging
and “in the room” auction attendance is dwindling. Baby boomers are swiftly approaching
retirement and will begin to phase out of the auction market as a buyer, hopefully passing the
torch to a next generation of collectors. In Chapter 4, Best Practices, I examined other auction
companies’ strategies in attracting young collectors. Now is the time for New Orleans Auction
Galleries to implement these business practices and lay foundations in order to cultivate the next
wave of collectors and ensure their future in the auction market.

New Orleans Auction Galleries’ Cakebread sales especially have the potential to attract a
new generation of buyers, since Cakebread sales offers lower priced items and features

contemporary styled furniture. In order to tap into the market of young buyers, though, the
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auction house needs to create a marketing plan for the Cakebread sales to target younger crowds.
The easiest way to do this, which I will outline in greater detail later in this chapter, is through a
strong social media marketing plan.

Another way to cultivate a local younger generation could be through partnerships with
organizations around town, or with various young business professional groups. A majority of
the big arts organizations in New Orleans have membership groups dedicated to young people as
a way to cultivate future donors. Examples in the New Orleans community are the Ogden
Museum of Southern Art’s Kholmeyer Circle and New Orleans Museum of Art’s Young Fellows
Membership. The Ogden’s Kholmeyer Circle holds monthly get-togethers that grant members
“exclusive behind-the-scenes tours of Museum exhibitions, artist studios, and private collections,
giving them the opportunity to engage with Southern art, get to know artists, learn about
collecting, and network with one another.” **

New Orleans Auction Galleries could tap into these organizations’ young members by
offering to host these groups at the auction house when Cakebread sales are in preview. This
would introduce potential collectors to the Company, allow them to browse through items that
are up for upcoming sale, and to learn about how auctions work. Hosting the get together would

nurture the art of collecting, and imprint New Orleans Auction Galleries’ brand on young

professionals.

Update Social Media Marketing

Internet and social media have changed how collectors interact with the world around

them. Being that online shopping and connectivity is favored by Millennials, Christies and

33 "Kohlmeyer Circle." Ogden Museum of Southern Art. University of New Orleans, n.d. Web. 29 Mar. 2016.
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Sotheby’s have started to incorporate this tech-savvy, emerging collector base into their business
model by developing increased social media and technology-based outlets.

New Orleans Auction Galleries’ online and social media presence is weak. Over the five

month period of my internship, the company hosted three sales featuring a total of 3,743 lots,

but only posted to their Instagram profile a total of 12 times and to Facebook 15 times. Creating

a strong social media marketing program would reach new buyers, as well as new markets

around the United States and world. Often social media profiles connect individuals with a
common interest, offering community amongst those following a company or products page. I
will discuss reaching new markets and collectors around the world later in this chapter, but New
Orleans Auction Galleries’ social media pages could create and promote community, as well as
reach those interested in art and design of the American South.

A social media marketing plan for the auction house should incorporate daily posts to
both Facebook and Instagram highlighting different departments and their items, such as:
Monday - Art Department, Tuesday - Furniture, - Jewelry, Thursday — Recent Hammer Prices,
and Friday — Trends in the Market. In the weeks leading up to the auction all, items are set out

on the floor for preview, so images of the preview would attract buyers to stop in or view the

online catalog. Also, separate staged groupings of items could be put together and photographed
to highlight lots. This could show potential buyers how they could incorporate these antiques

into their everyday lives.
Further still, to attract online bidders who interact with New Orleans Auctions Galleries’

social media accounts, a discount code could offer buyer premium discounts. The auction house
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already offers a 3% buyers premium discount to those who pay by cash or check within a certain
time frame, this could be extended to followers of the company’s social media pages.

During auction sales, companies like Sotheby’s and Christie’s post hammer prices of
items as they sell on Twitter, allowing the public to follow along with sales as they are
happening. New Orleans Auction Galleries live streams the auctions through Live Actioneers,
but posting updates on Twitter, or highlighting when an item sells for a record price on all the
companies social media platforms, would promote interaction with the sales without having to
stream it.

A successfully implemented social media marketing plan would allow New Orleans
Auction Galleries to reach broader and younger audiences, as well as audiences outside of New
Orleans through connectivity and community building. New Orleans Auction Galleries’ goal is
not just to sell a few items, but to build the loyalty of another generation of collectors. Social

media promotes such brand loyalty.

Website

Mentioned as a weakness in Chapter 3, New Orleans Auction Galleries’ current website
1s outdated, unattractive, and highly difficult to navigate. The base of any company’s successful
online presence is their website, and New Orleans Auction Galleries’ current website is a poor

presentation for a successful company. All of the information potential bidders would need is

already uploaded to the website. The forms are there for clients to fill out to register online for

upcoming auctions, but the website is so disorganized that clients have trouble finding

information or forms needed. Often, instead the clients end up calling the auction house.
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Updating the company’s website would not only aid in establishing a stronger web
presence, but could also help in eliminating the chaos that often exists in the office. If the

website operated in an efficient and effective way, the office would not receive as many calls and
the staff would be able to remain focused on the work that needs to be done for the upcoming
sales, making the overall office more productive.

The best recommendation I can make to New Orleans Auction Galleries is to get rid of
their website and start fresh. Prime examples of highly functioning auction company’s websites
include Sotheby’s, and even smaller regional auction houses such as Skinner, located in Boston,
MA. Both of these companies’ websites are simple, easy to navigate, and visually stimulating, all
things New Orleans Auction Galleries’ website is not.

New Orleans Auction Galleries’ current website already has online forms, auction
information for both buyers and sellers, and an online catalogue. The website should be
redesigned in a manner to become more user friendly, for both the tech savy client and for those

that are “internet challenged”.

Creating Niche Market and Cultivating International Collectors

At the end of 2015, Art+Auction magazine compiled its annual list of the top 250 auction
houses, varying in size, from around the world. Common among the smaller auction houses that
made the list were those that focused their efforts on cultivating their regional art markets, as

well as those that sought niches to exploit in the international art market’*. Smaller auction

34 Muhlfeld, Liza. “Power Essay: Auction Houses Think Strategically.” Art+Auction. Blouin Art Info. 26 Dec.
2015. Web. 29 Mar. 2016.
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houses have also implemented the use of new technologies in order to expand their offerings and
attract bidders around the globe.

According to the Tefaf Art Market Report by art-market researcher Clare McAndrew,
only 2% of the world’s 32 million millionaires currently collect art.”> That means 98% of the
world’s wealthy individuals are potential clients for any auction house; therefore, it’s a matter of
reaching and attracting those individuals on a worldwide spectrum.

New Orleans Auction Galleries’ sales currently attract select bidders from around the
world through its use of online bidding platforms LiveAuctioneers and Invaluable. The auction
house could better cultivate bidders from around the globe by developing and expanding its
niche market. Collectors, national and international alike have a fascination with the history and
traditions of the American South, as well as the mystique and style that New Orleans offers.
Operating from the heart of New Orleans, New Orleans Auction Galleries has the ability to
create a niche market as an international dealer of American South and New Orleans styles.

Strengthening an online presence is the first step in cultivating international buyers.
Many of these clients will never step foot in New Orleans Auction Galleries’ physical location,
so website and social media will be how these individuals interact with the company.

Once New Orleans Auction Galleries’ online presence is improved through my previous
recommendation of a new website and stronger social media marketing, strategies to establish
and expand a Southern art niche market could include using strategic hash tags to connect to
already existing communities of similar interest. Examples of hash tags the company could use
to engage with individuals interested in Southern art and design include: Southern art, Southern

design, New Orleans, art auction, antiques, collecting, Southern style, etc.

3% Crow, Kelly. “The Race to Find New Art Collectors.” The Wall Street Journal. 7 Aug. 2014. Web. 29 Mar. 2016
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As individuals become more comfortable with purchasing art online, easy accessibility
becomes the key to capture collectors and ultimately have them purchase an item with the
auction company. With each social media post that New Orleans Auction Galleries features,
links could be included that forward the viewer to either New Orleans Auction Galleries’ website
to view the item and catalog for the sale, or to a page where they can register to bid in the
upcoming sale. This is also where E-commerce sales, the industry trending online-based sales,
could be leveraged. If New Orleans Auction Galleries has online sales live on their website, links
could be connected to social media posts that would connect users directly to the website page
where a bid could be left for an item.

A niche market focused on art and antiques of the Southern region is a viable market and
with the internet ever expanding through social media, New Orleans Auction Galleries will have
the ability to better reach and cultivate international bidders interested in the American South and
the New Orleans style. Expanding their markets to reach international clientele, while remaining
intent on expanding regional and national clientele, will aid in ensuring sustainability in the

shifting future of the auction market.
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Conclusion

Through my internship, I gained valuable insight and experience in the art and antiques
market of the American South. As an intern, I believe I made positive contributions to the New
Orleans Auction Galleries’ Art Department. Although I am not planning on continuing a career
in the auction world, this experience has aided in my overall understanding of the art market and
many practices have carried over into my work in the gallery setting.

Now as | continue my career working for Rodrigue Gallery, I understand how an
artwork’s fair market value is decided on and what influences the price of work in the market.
Because of this, I am better able to assist clients who are interested in investing in the work of an
artist and able to justify the asking prices of the Gallery.

New Orleans Auctions Galleries has created a reputable name, overcome adversity, and
seen many successful auctions in its twenty-five years of business. New Orleans Auction
Galleries is a premier regional auction house, expanding its success in recent years and
increasing staff and business plans in anticipation of continued successful years. However, this
does not mean there is not room for changes to ensure the stability and sustainability of the
company. In order to continue its upward growth, the company must expand its markets,
cultivate new collectors, create a stronger online presence and forge standards and practices

within Louisiana and the Southern Region.
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Appendices

Appendix A : New Orleans Auction Galleries Consignor Agreement

333 Saint Joseph Street
New Orleans, LA 70130

NEw ORLEANS AUCTION N ke

Fax: (504) 566-1851

GALEBRIES NewOrleansAuction.com

1. CONSIGNMENT

a)

The undersigned Consignor (“Consignor”) hereby consigns to Cakebread Art Antiques Collectables, Inc. d/b/a New Orleans
Auction Galleries (“NOAG”) the property identified on the attached Schedule (“Schedule”), as amended from time to time (the
“Property”), which NOAG, as the exclusive agent for Consignor, will offer for sale at auction in one or more Lots (defined below),
subject to the provisions set forth below and subject to NOAG’s standard Conditions of Sale (“Conditions of Sale”) in effect at the
time of the Auction (as defined below). In the event of any conflict between the Conditions of Sale and this Agreement, the terms
of this Agreement shall control.

Under this Agreement, the following terms are defined as follows (in addition to other capitalized terms defined herein):

* An “Auction” is a public auction conducted by NOAG, at which bidders may place bids to purchase one or more Lots offered
for sale by NOAG. An Auction takes place over one or more days and includes separate auctions of one or more Lots within
an event conducted by NOAG.

* The “Auctioneer” is the auctioneer calling the Auction conducted by NOAG.

* A “Buyer” is the party that commits to purchase a Lot by submitting the Winning Bid at Auction or commits to purchase at a
Post-Auction Sale.

e “Buyer’s Premium” is defined in Section 2 below.

¢ “Cancelled Sale” is defined in Section 8 below.

* “Catalogue” is the Auction catalogue utilized by NOAG to list the Lots offered at Auction.
e “Commission” is defined in Section 2 below.

* The “Estimates” are the high and low estimates of value for each Lot set forth on the Schedule or as otherwise agreed to
between NOAG and Consignor. In the event that no estimates are set forth on the Schedule for a particular Lot, NOAG shall
set the Estimates for that Lot in NOAG's sole discretion.

* “Expenses” is defined in Section 3 below.
Expenses

* The “Hammer Price” for a Lot is the amount of the Winning Bid at the Auction, as announced by the Auctioneer, exclusive of
commissions, Buyer’s Premium, expenses, and any taxes or other charges.

* A“Lot” is specific item of property offered for sale at Auction.
* “Pickup Date” is defined in Section 8 below.
* The “Reserve” is defined in Section 7 below.

* A “Sale” of a Lot occurs when either: (i) a winning bid is declared at Auction for the Lot; or (ii) a Buyer agrees to purchase the
Lot through a Post-Auction Sale (defined below).

* The “Sale Price” is either (i) the final Hammer Price or (ii) the sale price at a Post-Auction Sale; in either case, exclusive of
Commission, Buyer’s Premium, Expenses, and any taxes or other charges.

* The “Winning Bid" is, as to a particular Lot, the Bid recognized by the Auctioneer as the highest and best Bid for that Lot.

2. COMMISSION / BUYER’S PREMIUM

a)

For its services, NOAG will receive and retain from the proceeds of the Sale of the Property a commission (“Commission”) from
Consignor as follows:

10% of the Sale Price of $2,501 and above;

15% of the Sale Price of $1,501 to $2,500.00;

20% of the Sale Price of $501 to $1,500.00;

25% of the Sale Price less than $500.00; but at no time will the minimum Commission per Lot be less than $25.00.

In addition to the Commission, NOAG shall also receive a premium (“Buyer’s Premium”) to be paid by, and collected from, the
Buyer at the Auction. The amount and terms of the Buyer’s Premium is set forth in the Conditions of Sale.

3. EXPENSES

Except as set forth in the attached Schedule, Consignor agrees to pay the following expenses (“Expenses”): All costs and expenses
relating to (i) packing and shipping the Property to NOAG; (ii) insurance, as provided in Section 4 below; (iii) all applicable customs
duties and customs user fees; (iv) catalogue illustration up to a maximum of $75.00 per color illustration, website illustration up to a
maximum of $25.00 per color illustration, and color brochure/postcard illustration up to a maximum of $250.00 per illustration; (v)
storage charges for storage of the Property, including in a third-party warehouse, as provided in Section 8(e) below; (vi) costs of
necessary restoration and/or framing; (vii) costs and fees for tests or procedures that NOAG deems necessary or desirable to verify
authenticity, authorship, ownership, attribution or quality of any Lot; and (viii) the Unsold Property Charge (as defined in Section 8
below) in the event that any lot fails to sell, as provided in Section 8(e) below.

49



Appendix B: Sotheby’s Condition of Sale
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covenngs, segrtess of the couse. Baong ("Onire Termms”) By portiopating  the purchaser rom us or any of* faned
12 save va any Orine Platiorm, Buoders COMpany. of any payment made by e
2 Inspection Prospectve bicders shoule  30Tept the Orine Terme, o wel as the Purcraser 10 Us or oy Y iated Company.
WEGRCt the property Defore Bacng 1 relrart Condtiona of Sae. Ordne DOSnY wiathy Or NCLINSSNGed 10 Maduce the
Getermine 15 CONGEON. 520, and whetrer  May MOt be arvaskatie for Premaum Lots purcraser’s cbigat.ons min respect 1o
O 108 1 1S DO NRared o Mstonss. e UNPac it or Iots, 1 Ihe Cefioency
& Dids Below Reserve |f the suctioneer BN any OT7er MOt due %0 us o
3 Buyor's Premium Abupers grameam  COUBTINGS IRAt any CRANIG Dad & Baow @y afleC COMpanes. N acalen. a
wilbe adcec o the hamvrer prce and & e reserve of the arice offered. he may Gef3 ting purchaser wel te deemed 10

Sarpabie by the purchaser 2s part of the
Yot purcrerse price. The buyer's prermaum
15 265 of the hamerer price .9 % nd
incudng $200,.000, 20% of any amount
nencess of $200,000 60 10 ane ndusng
$ 3000000, arvs 12% of sy srmount n
encess of $31000000

et U S nd withdrae the irtcle
from sale. and £, revng acknowledged
N CORNg Dad e detirrres 1Nt any
avorce thererter s Nsuff cent, e may
et the advnce

9 Aurchaser’s Responsiallty S.bect

%0 futiment of o of the conations set
4 WRhcrawal We resarve the rgne o 0t Naren, o the fal of the aucticneer s
WINGrow ony property before the sade ang  hamimer. the coniract between e
Wl have ro Labid ty for such VRO 0 1N prarch a6 conchuded
wirarmas and the wiving bader thereupon wil

& Per Lot Uriess otherwse srmounced
By 010 AuCHOnonr. i DS e per 0t s
nurherad in e catiogue

revacuately oy Ihe Ul purchase pre
of such part as we may require Ttle na
Purchased 1ot wll NGt pass Lsl Scthety s
hars recevved the ‘Ul purchase proe n
cored hnds The guschaser s chiginon

50

Nave i ted 'd Jssgred 1o us nd o
Y led COMEares, 3 COMINUNG sec.urty
nterest of Lrid Sror ity n any ropenty or
morey of oF OWINg %0 SUCh purch sser n
OuF POSSESICN CLSIOCY of Contedd or
the possesSon, custody or control of any
Of Sy At IEd COMPanes, © each Case
whetrer ot the time of the auchor . he
Geat o i s it any leve Paredlter
a0 we My retar and 3pDYy SUCh property
OF Maney s colalerd Wity for the
ODVGONS due 10 WS oF 10 any aftiatec
company of urs. 'We Shall have dl ol the
s BOTONCEN 3 SeCUred party under
e New York Unicrm Comenancas Code.
You herety agree tat Sothety's may fle
TNaNCng SLaterents under the New York

12 Esport and Permits 11 s the
Purchamer s soke respons ety 10 et fy
WO any retiialry eaport

POt freerTT. endangered species of
Ofer pRomd for e it Ay symbcls

O notices 1 the sse Catogue refect
Scthely s ressonitle opeen 2t e
trme of CRaoPang and are for Dasers
P2l gudance orly Sorety's anc Te
Coregnor make no representatons or
WUTRNLES 6 10 Whether ary IOf & of 1S ret
SUDpect b enport 0 STPOrt resrChons of
ary evbangoes.

13 Gowerring Law and

Jumcictior Trese Congtons of Save anc
Terma of Cuarantioe. a5 wel 35 Daoders. e
PurChamer s 31 O fespective Pgts and
wehgatenrs Sl 2 governed Dy
g oorsirued and enforted I socorcance
win the laws of the State of Now York. By
DTG 2t a0 auchor, whether present n
PRrsan of Dy agent, crder B, lelephone,
ondne or other Mmeans. ol Dasders nducrg
11 Purchiser o o De Ceorrad 1 Nive
consented 1D the excus'we Jur s3ction of
11 8200 COUts Of, anc the facerdl cours
Stang . e State of New ork Al partes
aren. Nowever I Sothely § shat retan
the Nt ID bY NG PrOCeedIrgs in 3 court
Oy 1Nan e slate and fecerdl cous
g i the State of New Yors.




Appendix B (cont.)

14. Packing and Shipping We are rot
respormtie for the acts of OISO N our
packeng of Shppng of purchased lots o
ol ofher carners of packers of purchannd
lots, whether or Nt recommences by us.

the eBay Prvacy Pokcy and Sctheby s on
eflay Lve Aucton Patiorm Privacy Polcy.
whch can b found on the Sothety's on
ellay Lve Aucton Webste

fegusne T R ndl purchaser of reccad o
obtzen at the orgral purthaser of record's
052 the reports of tae ndepencent ard
reCoEReC mperts r the Selc. rutualy
acceprabie to Sothely's anc the crgna

Packing and handing of p =
21 the entire rsk of the purchaser.

15 Limitation of Liabikty n noewert
Wil our latalty 10 3 purctiyser eecees the
purchase proe actudily pad.

16 DataProtection Sctheby's wil use
inforrmation prowded by ts chents (or
which Scthety's ctherwse cbtans from
allay or cther sourtes rebiting to A5 cherts)
for the provsion of aucton and ather
art-reiyed services, ioan services, clent
AT EN0N MakRINg and OTerwse
o manage anc operste &5 DusPess. of
25 102U0S Dy Lw, i 2ccondance wih
Sothety's Priocy Poicy. Ths will nciuce
ormRtien Such X the chent's name
an contyct Getaks, prood of ety

L] | ik clthecient’s
Fansactions. and preferences. Some
Ratherng of information atout Sathety's
Cherts will tyae plyce usrg Sechmical
OIS L0 Contify thive Cretenences in
ceder S0 prowde ahigher GuRy of sarvice
2 them. Sothaly's may also cacioe
the chert irformation 1o ather Sothetyy's
C 025 Ay T s par trgen
s betal %0 prowde sereces for Pese

Prposes.

Sometimes. Sothety’s ray 50
Caoios ths nformaton to canefuly
seecied thed portes ‘or ther own
MOreeting purposes. If you SO Nt mish
your detais to be used or th's purpose.
phease emal encunesSuothays com.

# tre chert provices Sothety's weth
formation Thae & cefnod by Eurcpean
cata probection Laes.as " senstve . the
e 2gyees that it may be wsec for the
purposes et out above,

nthe course of these Caciosuns,
personal cata collected n the Luropear
Economes Area My be daciosec to
countnes outsde the Eurcpeer Loonom
Acea AThough Sush countres may not
Fave egeistion ot protects achent's
perscnalinformation. Someby's shall

TERMS OF GUARANTEE

As set ‘orth bedow ard in the Conctions
of Sale for 3l kots Sothody's uarantees
that e authorshin. period. culiure o
orgn (collectivaly, "Authorshe ™) of each
ot in thes catyogue 1533 et out I the
BOLD or CAPITALIZED type headng n
the cataiogue Cesorption of the ok as
avended Dy ol of meitien SakSO0M
notes or sncourcements. Puschasers
sheuid refer to the Cossary of Terms, 1 any
‘or o eplnanon of the termnoiogy used
nthe Soic or Capitaided type heacny
and the eatert of the Guaramtee. Sothety's
Mk 1O MITANTRS whaRcevy, mhether
DTS OF IMDLEC, W respact o ary
materil nthe CACHe Cther Than

that apperrg 0 e Bodor Captaiaec
heading and s bpect 10 the @xtiusons
below.

Inthe event Sotheby s inits reasonabie
oprion deers that the concmons of the
Cuararmee have boen sateled. it shal
refunc to the orgral purthases of recosd
the hamerer prce and applcadtie Buyer's
Prermam pad for e ot by the orgnal
purchaer of reccad.

Ths Guarartee cons not 3pply it () the
CACRLE CESCARTION Wi in Accoriance
weth the opricn(s) of gereraly accepted
schoan(s) and eapens) at the cte of the
e o the catsogue descnpdon ndcxed
that Tiere mas 2 confict of Such opnens.
or (1) the only method of estatiehrg hat
the ALTNOShE wis Not &5 descrtes
the Boks or Caprtaized heading ot the date
of thid Sake woid Narve Den Dy reans or
processes rot then generaly svisable

OF aocepRed Lrrescrably @pensve of
morachcal 1D e o Mty (n Sothety's
re2sonabie cpnon) 10 have caused
damage 10 % ot or Keely 1 hae causes
ss ol vabue tothe lot, o () here has
beer nomatersy 'oss N e of e ot
1omits vilue hadit Dean n accordance

Sahe great Care 1D heep Such wth b wucnn the Bod or
LOCure Ind N ALCRNCE with Ecropean Captakaed type heating.
2] ples. By agreeng

hesa Conditions of Business, the cent &
agreeng o schdsclosure

Ploase be aware that Sothety's
may S auchors or other actvies
on Sothely's premes anc thit such
recordngs may be transremed over the
Internet via Sothedy's melate, the eBary
wetiste anc other Crine Platione.
Todep [T

Under Europear data protechor
lawch, a chent may obgect, Dy fequisit
ang free of charge. 10 e processng of
IO FOrTRNIon fOr ORTEN DUIPoses.
InCuging crect marketng. and may
L0024 AN 1Oy Prsond datarektng
% them and rrayy cbtasn mose nformstion
200 Sothetry’s ata Srotecton pobces
by writng to Sothety's, 34-35 New
Bond Street, London WIA ZAA, or 1334
York Averun. New York, NY 0021, At
Complance, or emadng enguresl®
sothebys com. Sotheby's use of
formation colected about By Lsers
ey @ ¥er ond s governec by the termis of

Thes Guarartee 's proviced 'or aperiod

of fve (5) yors from the date of the
esevont Suchon, s sole'y ‘or the benett
of th SNl purchaser of recons at the
sucton and may not be transtertec to
UG party. To De abke 10 claim uncer
ths Guarartee of Authorship. the orgred
purchiar of record et () notly
Sothetyy's nwrang wittin tree () months
of SeCive g iy NICTIBON That Causes
the orgnal purcraser of record 10 Gueston
the accuracy of e Boid or Capitaized type
headng. speatyng the ot rumber. date
of 110 JuCHOn At wihe! & wis purchased
ond the reasores for such question and (1)
et the Lot 1o Sathely s o e cngnal
selrglocaton nihe syme condton as at
the date of 2 10 1he SARAY purchaser

of secoed ang be able 10 ranster good tte
10 thi Lot Troe feorm any thnd party cams
ansng atter e cate of suUch sale

SOUreby's N SECI0N [0 wawe 2y of
the atove recurements. Sothetyy's may

our

of record. Sothety's shal

ek

location. and orfine Decders will not be abie
10 50e e Currency comverson boaed that
iy DE GSLAVEC N Te JUCTON OO

4 The mcord of sale gt Dy Sctheby s
wilbe tabee 35 abschute anc frol ol

not be bounc by any
by the orpn purctaser of racore, anc
NEZrves e 7Nt 10 %0tk AASECral eapert
0wioe ot its owr mpense. & spectcaly
understood and agyeed that the resceson
of 2 save 3nd the mfunc of the ongnst
purchase ooce pad (e Sucoewsdd
harTmer prioe. s the buyer's premam)
S eRcLSve 2GS 0w of vy Other ramedy
which Mgt otherwee be v bble o
amater of w, o inequity. Sotheby's

nicemation elated 10 lve orine bddng
viy B Onow. ellay. and any otmer Orine
Flaticem thecugh which oSeg s mace
vaslatie ("Onire Pitiors™).

These Corditions a<ein a0dition 10 and
subject 10 the s bw a7 our stardand
tor s and cordbicns of side, nehding
the autFenticly puaramee and any 0t ey
1S and e Nt intendadin iy wy 10
reglace them By partipatrg n thes sale
Vi iy Ordre Pacor, you a2ancw e3ge
that you are bound by tme Cordtiors of
Sale acpicabie © e “elevint S and oy
these aoatonal Condtions.

1 Tregprocecuse for plaong bads via Onlee
PROLAMS & 3 ONe-SIER (rocRss. 25 500N
25 e e Now” bumion s ciceed. 3 dis
submzec. By placng 2 ba via any Onkre
Pationm, you acoept anc agree that bas.
LIRS N T Wity e Teal anc that
¥Ou well NCL UNCEY 3Ty CATUTEIINCES be
PRI %0 avend or fetract your b

# 3 succemshul bas 15 sent 10 Sothety's

10 your COmMEutine pRone. Talket, or any
ey dmece. yOu TTevoCably agree 10 Doy
the full purchase proe, INCLCng Duyer's
premum and 37 apgicatie taees g otfher
phcabe charges.

2 M you hawe the leadrg Bec, £ wil be
Idcatec on fhe screen Wi the statermert
“Bd mith you” (00 S 0Now) or “You e he
faghest buoder” (or eflzy) It abe 5 placed
ke S lINeously w i 2 DA Daces Dy
3 buscier in She f00M oF O the telephone
(2 "Meor” bad), the "Nooe™ Dd generally

wil Lok prececence: the suctoreer mi
Nt the F0d GSOreton 1O Celarmane the
success'Ul Boder O U0 recpen bcdng.
Tre auctionoer's dacscn ainal

3 Tre e DOCHRINCRMENt & Shown
on the soreer 'or your comeenence. The
BChonBer N S4CEN0N 10 viry Dacng
rorements for BOSers 0 e 3UCHon rom
AN 1N lEephones, Dot Bacderns usng
Orire Matforms may not be atée %0 place
L2 1 AN Aot other than 3 whok
dongincrement. All bading ‘or ths sde
Wil 2 " the domeslc cummancy of the sse

51

a I the evert of a dacepancy
Detwenn 37y Crire nacords of eSS
Srowided 10 you 3 TN “eCond of S0 kgt
Oy Sctheby's. the record of sbe wil gowerr.

S Orfre bictders are responstie for
N T emsehees Smare O Bl ABEUTOT
notoms nd arrouncements. Al sye
00M NONCRS adl D 0RC Dy e 2CTonen”
2t the Degnrrg. where J0OITEr e OF
AXNg P 3k PO 10 2 ERT IOf Derg
oHerec for sbe. Sottety s recormmencs
Tt onkre DA0Ers IO ON 21 ksl %0
mnutes before the scheculed start of e
2UCHON 10 ENS that you Niee htarc all
anrouncements made by the auctioneer at
T Dagrnng of e 2k

S Sctheby’s reseres the rgnt el se
oF mevshe permEsor to O va Crire
Aattorms and 1o remove badng orvieges
Arvgae

T Purchame rommatar showe n'te
TAczount Acthaty” secton of 30now and
e Puctose Mstory” sectonof e "Wy
eEay” page or e82y & Drovised "o your
cor onty. Sucomsst

e notified andinvoce: by Sothely's after
e sale 0 the evert of any decreparcy
LRt Ay COINe PUrThse NrTaton
anc the iInvooe sent 10 you by Scthety's
olomng The resgctive saie. the Voo
or Termsanc for
it 20 COMRCHIon of PIODErty ennan
e same regarciess of Pow e wirneg bid
s Sbeines.

8 Sotheby'schers onine Dacrgasa
corvensence to our clents. Scthety's
wil ot Dt responsle o ay erersor
takres 10 ewecute s placed wa Crire
Aatfoms. nCuSNg, w e mdaton,
erroes or Sybures caused Oy (1) aloss
of CONMECHON 10 the Nternet or 10 1he
8.0row. ellay or oti-er Orire Mactorm
SMware Dy ether Scthely s or the dant,
{#) 2 breskasown of Drotblerm weth the
S0n0w, eBay or other Driine Pattorm
or(e)a protiem
WN 2 23S iRt CONNECSan, Modie
retwork or computer. Sothety's 3 not
fesporsie or any ke 1o el te a0
e Dec of fOr 3Ty e°TONS OF OSSN N
COMNRIIen Paremitn

9 L onbre DASR wa 2l Onire
Patrorms el De reconsed

10. In the evert of ary confct Detween
Tase Adchors Terms and Conditens
for Live Ortne B0ang anc Sothety's
Cordtons of Sae and Terms of Coaranten.
Sothety s Conabors of Sale anc Termrs of
Coaranten wil cortra.

L1 I the event of any confic Betwean
rese Adchors Terms ard Condtons for
L Orine Badng and 2ny term nany
agreement between the User ord ey,
e ASCDor s Terms and Conditions
for Lve Orire B0ang wil cortrol ‘or
Qurposes of dl Sothedy s auctcns



Appendix B (cont.)

BUYING AT AUCTION

The following mil hefp in undarstandng the
uction buyng process a5 well as sorme of
1h lers and symboks commenty used
inan auction catsbogue Al tdcers should
reac the Condtons of Sak and Tarms of
Guaranten r ths catslogue. 35 wel s e
Glossary or any other notices. By bading
at suchonr, becders are bound by the
Condtiors of Sae and Terms of Guarantee
25 arrended by any oral arrourceerant

o posted notices, whieh together form

1hn sade contract armong Sothety's

1he seller (conagnes) of the ot anc any
biders. nchudng the sucomssiyl bacder
{purcharen)

L SYMBOL KEY

L Reserves

Urdess indicated by abox (O). 2l lots

n thes canalogue are oMored subpect to
areserve Areserve s the confderta
L hamemar poce 2t which 2 kot wil
te s0id The reserve & gereraly set at o
porcentage of The low estmate and wll not
escenc the low estirrate of the ot #any
lots i the catalogue are cfored mthout
resaver, suct Iots wil be desgrasied by
2bon (D). 1 every ot in 2 catalogue 5

party & the success’ul bacer, they wil be
required 1o pay e bt Buyer s Premum
Incertar nalances, rieresied partes may
Fave krowledge of the resenve 19 e svert
e imenestod party's posdtie partc oaton
%0 sak 5ot kncwen urtl atier e
probog of e auction cataogue, apre ot
arrouroerment wil be mace nocating
ik interested partes May be baddag or
ol

® Rostricted Materials

Lots with th e sprbol hawe beon centifed
2t the tere of cataloguing 35 cortanng
SRING MAtenal which may be submct o
restrctions segarting Impoet o eaport
The nformaton 5 made avaladie ‘or the
comenence of Hidders anc the absenon of
e bl 6ot awarranty that there are
1O fesinctons regarding srport or export
of the Lot bdders showd refer 1o Condton
12 of the Cordtiorm of Save. Mease 350
refer 10 the section or Endangeres Speces
e irformation or Buyrgat Auction

1| Monamaental

Lots with thi Sypbol May. < our opeen
require specal harding of Shpping
LNVIORS G 10 520 Of Cther physcal
consderstors. Boders are acvsed 1o
rspect the lot and 10 contact Scthety's
pror 10 e sale 1o 3 Scuss any spacAc

offerec wihout 3 reserve, e C o
Sake wil 50 state and ths symbal wil not be
venc for each ot

© Guaranteed

The safler of kots weh this symbel nas
toen guarariend a manmum prce fom
ONe o or @ seres of auctions The
Suaranten muy be prowded by Sothety's
of oty by Sothay's anc a third party.
Sothebty's and anry thid partes prowdeg
2 gusvanee ooty wih Scthetry's bereft
Srancaly it 3 guorarieec ot is sokd
Sucoessiuly and May nour 2 loss f The salke
5ok sucoessiyl

A Property in which Sotheby's has an
Ownership Interest

Lot

oy s
Qwns thislot in whole o in paet or has an
2CONOMIC mierest in the lot equvaient o an
ownershpintirest.

D Irrevocable Bids

Lots wiin s symibol mdoate that a party
s Srowiced Somedy's with an erevocabie
Ddon the ot that will be ecacuted durrg
1he sake o 2 vlue that ensoses that the lot
wilsel The rrevocabie bidder, who may
Bidinescess of the reevocabie ba, wilbe
compereyied tased or the frgd harmrmer
goceintheevent he or sheis nat the
sucoesshul tadder. I the rrevocatie bader
% the sucoessihul Dader, he o She wil 2
requiced 10 pay the ‘ull Buyer's Praemum
2nc will et be atherwese compensatos. i
1he mevocatie bad 15 not secured ursd atter
th printing of the: aucten Catalogue. a fre-
ot announcerment wil be made ndcadng
that there & an srevocabie Bd on the kot

¥ interested Perties

Lots wiin #hws symbol ndcate that pertes
Win 2 drect or ndrect nlerest n the ot
rray be bodng or the ot includeg () the
tonefcary of an estate sollog the lot, or
(0) e ot owrey of 3 ot M ihe rierested

ol —

& Presium Lot

Incrcer tobdon”Premum Lots™ (@
poot catbogue or 9 n eCatalogue) you
USt compiete the reguired Frermum
L2t pre wegystraton applcation You mess
arrarge for Sothety s to recene your
pre-TeRstraton apelcaticn at least three
working coys before e sale Plegen

b i mand That we ane unabie 10 cbtan

o pubie hobdays. Sctheby's cecson
whether to acoept ary pre-reg stirabor
apphcaton shail te fral I your agplcaten
15 acoepied. you wil be prowded wiih a
“Soecd paddie number. 13l lots nthe
cataogue are “Premium Lots” 3 Specey
Nosce wil be nciudes to ths effect and
s syrbol well not beusec.

2. DEFORT THE AUCTION

The Catalogae A catalogue prepared by

Sothey's & pubished for ewery scheduios
v abie pror o the sye

cate The catidogue wil haip arlarae

Nt be febed UPON as 2 regresertaton or
precicyor of sctuy seling proes.

Provenance ©oeran crouamstnces
Soheby s may pont in e catacgue he
hstory of owrershp of 3 work of art £ such
nioranor contributes to scholarshp

OF 15 Stherwin weel krown a0 ants n
dslinguahng the work of art. Howewer.
e Cortly of the seier o Drewous owners.
May not be crcosad for avanety of
reascrs For eaymgie. such rormabor
May be excduded 10 2CCOMMOCE 2 Seler 5
recuest ‘or corfusentanty or becase e
ety of pror CWnNers S uhnown gven
the age of P work of art

Specialint Advice rospec e bt
May be imerestnd i soec’c ricomabor
notinciucec nthe cataogue descrpton
of 3 ot For aodtiondl normaton, Desse
contact ether 2 Sofhety's speoaiet in
charge of the sae (al of whem are Isted
I the front of e catslogue). or Scthety's
Clent Services Department. You may
30 requenst 3 CoNCNON Mport from the
specakst n charge.

The Exhibition Ao ohbton o e
suctor property mil be heid the week pnor
20 the 3.Cton on the days lated in the ot
of the catsiogue "here you wil have the
00pOriurdy 10 wewm, PSpRCt 2nG evilute
e progerty yoursel cr wen thehep of o
Sorety's specalar

Salesroom Notices Soloo oo rohoes
amend the catalogue descrpton of 3 ot
after o catalogue has gore 1o press.
Thery are posted n the wewing galler ey
and s¥iesroom o are 3nounced by the
suctoneer, Prsss tyan rote of therm,

Aavnton Scr/s ey masronch

r Rt Y
deposts 3ndAr uch ofter securty. inits.
ALSOLIE CELISION, 25 ety o your
b Myouare rot sucoess' U or ary ot
Somety’s wil 2vange o 3 iund (Subect
D any mgtt of set off) of the depost Imourt
P by you without rienest within 14
workang dyys of the date of Te e Ary
change 05%es or oes socated wih the
refre st be borme by you. Segeirator o
Ddon Premum Lots most Do done 2t east
3 tusness daysoror 1o e e

3. DURING THE AUCTION

The Aucticn A ctomsamecpento
he publc wihout any admeson fee o

N 2ny categones For ricomabon, phease
cal +1 212606 7000 or wst sothetys.
com. Prospoctive badcers shoud ake
consult sothetys.com for e most up %o
cabe cataiog.ang of the property in this
cataogue

Estimates och ot ¢ the ctslogue 5
AVEN 2 low and high estamane, iInSCating
10 3 prospect e buyer 3 range inwhict the

Biddiog i Person o onoui e
b you must regeter or 3 packe upon
ertenng the sadesroom. The padde &
urtered 50 33 'D dent'y you o Te
uctioneer. To regeter you wil read a
formof dertf caton suchas acrver's
Icense. 2 passport or some othar type of
Bovernerart issund identtcaton Fyoy
are aftrst tere Didcer. you wil as0te
b for your aciress, phone numter
a0 Sgrahiune in order 10 Create your
sccourt. gy are e g for sormecre
e you wil Pend 10 prowae aletter from
that person authornng you 'o ted or that
person’s behalt lssuance of a byd pacde s
r Sothety's sole dacretor.

Onoe the fest bad has beer placed.
the suctoneer sk for hgter bads, 0
roaents Cetiy Mined Dy e 2ucionee
Toplace your . SeTply s your pocdie
Wt the auctonedy adwrowledges you
You wil anow when your B Fas beer

Ch fedged the wil et

rystabe 3 rancorm gesture for 3

o yous mesh to regster lobdon 2
Precaum Lot. please see the paragraph
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Conditions of Sale:

ALL SALES ARE “AS 1S, WHERE IS” WITHOUT ANY WARRANTIES
WHATSOEVER. PLEASE SEE SECTION 2(a) BELOW IN WHICH ANY
AND ALL EXPRESS AND IMPLIED WARRANTIES (INCLUDING
WITHOUT LIMITATION ANY WARRANTY AGAINST REDHIBITORY
DEFECTS) ARE WAIVED.

1. Introduction

(a). These Conditions of Sale (“Conditions of Sale”) contain all the

terms governing Auctions (defined below) conducted by Cakebread

Art Antiques Collectables, Inc. d/b/a New Orleans Auction Galleries
(“NOAG”), and all the terms under which NOAG and the Seller (defined
below) of a Lot (defined below) contract with the Buyer (defined below).
These Conditions of Sale may be amended by posted notices or oral
announcements made during the Auction.

(b). Under these Conditions of Sale, the following capitalized terms are
defined as follows:

* An “Auction” is a public auction conducted by NOAG, at which Bidders
may place Bids to purchase one or more Lots offered for sale by NOAG. An
Auction takes place over one or more days and includes separate auctions of
one or more Lots within an event conducted by NOAG;

© The “Auctioneer” is the auctioneer calling the Auction conducted by
NOAG; A “Bid” is a bid made by a party at the Auction to purchase a Lot;

* A “Bidder” is (i) a person making a Bid at the Auction (whether in person,
through an absentee bid, through electronic or internet means, or through
telephone bidding); and/or (ii) a person who attends the Auction and registers
to make a Bid (whether in person, through an absentee bid, through electron-
ic or internet means, or through telephone bidding);

A “Buyer” is the party that commits to purchase a Lot by submitting the
Winning Bid at Auction;

* “Buyer’s Premium” is defined in Section 4 below;

« “Catalogue” is the Auction catalogue utilized by NOAG to list the Lots
offered at Auction;

 The “Estimates” are the high and low estimates of value for each Lot set
forth in the Catalogue presented by NOAG in connection with the Auction or
otherwise set forth and/or announced at the Auction;

 The “Hammer Price” for a Lot is the amount of the Winning Bid at the
Auction, as announced by the Auctioneer, exclusive of commissions, Buyer’s
Premium, expenses, and any taxes or other charges;

* A “Lot” is specific item of property offered for sale at Auction; The “Re-
serve” is defined in Section 3 below;

* The “Purchase Price” is defined in Section 4 below; A “Sale” of a Lot
occurs when a Winning Bid is declared at Auction for the Lot;

o The “Seller” of a Lot is the party who consigned the Lot with NOAG for
purposes of selling the Lot, or is otherwise the seller of the Lot;

« The “Winning Bid” is, as to a particular Lot, the Bid recognized by the
Auctioneer as the highest and best Bid for that Lot.

(c). Except as otherwise stated, NOAG acts as consignment agent for the
Seller. The contract for the sale of the Lot is therefore made between the
Seller and the Buyer.

(d). By bidding at the Auction as a Bidder or Buyer, and/or by your
signature below, you agree to be bound by these terms.

Appendix C: New Orleans Auction Galleries Condition of Sale

2. Before the Auction

(a). ALL SALES ARE “AS 1S, WHERE IS” WITH NO EXPRESS OR
IMPLIED WARRANTIES WHATSOEVER.

(i) NEITHER NOAG NOR THE SELLER PROVIDES ANY
GUARANTEE OR WARRANTY AS TO THE NATURE, DESCRIPTION,
GENUINENESS, PROVENANCE, IMPORTANCE, OR CONDITION
OF THE LOT. All Sales and Auctions are without any representation
or warranty of any kind by NOAG or the Seller. Bidders and Buyers
are responsible for satisfying themselves concerning the condition
of the Lots and the matters referred to in the catalogue entry, the
Condition Report, or in any other statement or writing provided. All
Sales are final and are “AS 1S WHERE 1S.”

(i) No warranty of redhibition. ANY WARANTY AGAINST
REDHIBITORY DEFECTS IS WAIVED AND EXCLUDED. NOAG
and Seller provide absolutely no warranty against redhibitory
defects, including without limitation: (x) any defects rendering a
Lot useless or its use inconvenient; and (y) any defects diminishing
the usefulness of a Lot; and any such warranties are waived and
excluded. In addition, NOAG and Seller provide no warranties,
guarantees, or representations as to whether a Lot is fit for its
ordinary use, fit for Buyer’s intended use or for Buyer’s particular
purpose.

(iii) No warranty against eviction. ANY WARRANTY AGAINST
EVICTION IS WAIVED AND EXCLUDED. In the event that Buyer

is evicted from possession of whole or part of the Lot, neither
NOAG nor Seller have any duty whatsoever to return any part of
the Purchase Price to Buyer. Buyer is buying at Buyer’s sole risk and
peril as to third parties who may claim rights in the Lot after the
Sale.

(iv) No warranty as to authorship. NOAG does not make any express
or implied warranty as to authorship of works of art and fine art.

No statement in the Catalogue or elsewhere, orally or in writing,
shall be construed as an express or implied warranty, representation
or limitation of liability as to authorship. Any such warranty is
WAIVED.

(v) No warranty of peaceful possession, etc. The following warranties
are waived and excluded: the absence of hidden defects, peaceful
possession, and ownership. NOAG and Seller provide absolutely

no warranty that the Lot is free from hidden defects, or for peaceful
possession, or for ownership.

(vi) No other warranties. None of the Seller, NOAG, or any of
NOAG's officers, employees or agents, give any representation,
warranty or guarantee or assume any liability of any kind in

respect of any Lot with regard to merchantability, fitness for a
particular purpose, description, size, quality, condition, attribution,
authenticity, rarity, importance, medium, provenance, exhibition
history, literature or historical relevance. Except as required by local
law, any express or implied warranty of any kind whatsoever is
excluded by this Section 2(a).

(b). Examination of property / Condition Reports. Prospective Buyers
and Bidders are strongly advised to examine personally any property
in which they are interested, before the Auction takes place. As a
convenience, Bidders may request that NOAG produce a Condition
Report (“Condition Report”) for a Lot, which, if produced, will provide
additional detail concerning the condition of the Lot as observed

by NOAG's staff. NOAG reserves the right to decline to produce a
Condition Report for any specific Lot, for any reason and in NOAG's
sole discretion.
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(c). Catalogue and other descriptions.

(i) All statements made by NOAG as to condition, authorship,
period, culture, source, origin, measurement, quality, rarity,
provenance, importance, or historical relevance, whether in
the Catalogue entry for the Lot, in the Condition Report, and/
or in a bill of sale, or made orally or in writing elsewhere, are
qualified statements of opinion only and are not to be relied

on as statements of fact. Such statements do not constitute a
representation, warranty or assumption of liability by NOAG of
any kind. References in the Catalogue entry or the Condition
Report to damage or restoration are for guidance only and
should be evaluated by personal inspection by the Bidder or a
knowledgeable representative. The absence of such a reference
does not imply that an item is free from defects or restoration,
nor does a reference to particular defects imply the absence of
any others.

(ii) Without limiting the foregoing, none of the Seller, NOAG, or
any of NOAG’s officers, employees or agents, are responsible
for the correctness of any statement of whatever kind
concerning any Lot, whether written or oral, nor for any other
errors or omissions in description or for any faults or defects in
any Lot.

(iii) Any Estimates provided should not be relied on as a
statement that this is the price at which the item will sell or

its value for any other purpose. Any written or oral appraisal,
Estimate or other statement of NOAG or our representatives
with respect to the estimated or expected selling price of any
Lot of Property is a statement of opinion only and shall not be
relied upon by Bidders or prospective Bidders as a prediction or
guarantee of the actual selling price.

(iv) NOAG shall not be liable for any errors or omissions in
catalogue or other descriptions of the Property. Neither NOAG
nor the Seller is responsible in any way for errors and omissions
in the catalogue, or any supplemental material.

(d). Further acknowledgement. As a Bidder and prospective Buyer,
you further agree and acknowledge that:

(i) You are not relying on NOAG's skill or judgment in selecting
to purchase any Lot;

(i) No oral or written statements in the Auction Catalogue,
Condition Report, or elsewhere are the cause of or reason
behind your purchase of any Lot; and you would have incurred
such purchase regardless of any oral or written statements about
condition, attribution, kind, quality, value, or authorship made
in the catalogue or elsewhere;

(iii) NOAG did not and could not have known that condition,
attribution, kind, quality, expressed value, or authorship is the
cause or reason why you decide to purchase any Lot;

(iv) Your purchase of any Lot is not intended to gratify a
nonpecuniary interest; and

(v) NOAG did not know, nor should it have known, that any oral
or written statement about a Lot in the catalogue, Condition
Report or elsewhere would cause a nonpecuniary loss to a
Buyer.

3. At the Auction

(a). Registration before bidding / Bidding requirements. In order
to be accepted as a Bidder and allowed to place a Bid, all Bidders
must meet all of the following requirements:

(i) A Bidder must complete and sign the attached registration
form and provide identification to NOAG;

(ii) NOAG may require the production of bank or other
financial references or any other additional information;

(iii) When making a Bid, a Bidder is accepting personal
liability to pay the Purchase Price in full in the event that the
Bidder submits the Winning Bid, unless it has been explicitly
agreed in writing with NOAG before the auction of the Lot
that the Bidder is acting as agent on behalf of an identified
third party acceptable to NOAG, and that NOAG will only
look to that principal for payment

(iv) All Bids are to be made in U.S. currency unless agreed
upon between NOAG and the Bidder; and

(v) At NOAG's sole discretion, NOAG may require any Bidder
to post a cash deposit in an amount set by NOAG at its sole
discretion. Such deposit may include, without limitation, a
deposit of 25% of the Maximum Bid (or another amount set in
NOAG's sole discretion) in the case of Absentee Bids (defined
below).

(b). Refusal of admission / Rejection of Bidders. NOAG has the right,
at its complete discretion, to refuse admission to the premises or

participation in any Auction. NOAG reserves the right to reject any
Bidder for any reason whatsoever and in NOAG's sole discretion.

(c). Absentee bids / Telephone bids.

(i) As a convenience to Bidders, NOAG may allow a Bidder
to submit an absentee bid (“Absentee Bid”) or telephone bid
(“Telephone Bid”) by filling out (in full) the section of the
attached registration form marked “Absentee Bids / Telephone
Bids.” In order to submit an Absentee Bid or Telephone Bid
for an Auction, that registration form must be filled out and
submitted to NOAG no later than 5:00 p.m. central time

on the last business day before the commencement of the
Auction. (NOAG reserves the right to accept late Absentee
Bid or Telephone Bid submissions in NOAG's sole discretion.)
All Absentee Bid submissions must include a maximum bid
amount (“Maximum Bid”).

(ii) If an Absentee Bid is submitted and accepted, at the time of
the auction of the affected Lot, the Auctioneer or other NOAG
staff will place the Absentee Bid at the amount of the opening
bid amount, and will increase the amount as necessary until
the earlier of (x) the Absentee Bid is the Winning Bid; or (y)
the amount reaches the Maximum Bid. All such actions in this
paragraph are at the sole discretion of the Auctioneer and/

or NOAG. If NOAG receives Absentee Bids on a particular
Lot with identical Maximum Bid amounts, and at the Auction
these are the highest bids on the Lot, the Lot will be sold to
the person whose Absentee Bid was received and accepted
first. In the event of a tie bid between an Absentee Bid and a
Bid submitted by a Bidder physically present at the Auction
(or a Telephone Bid), the Lot will be sold to physically present
Bidder (or bidder submitting the Telephone Bid).
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(iii) If a Telephone Bid is submitted and accepted, at the time of
the auction of the affected Lot, NOAG staff shall attempt to con-
tact the Bidder using the telephone number provided. If success-
fully contacted, the Bidder shall then be afforded the opportunity
to place a Bid on the Lot by telephone. Telephone Bids may be
recorded. By submitting a Telephone Bid, the Bidder consents to
the recording of the conversation and the placing of the Bid.

(iv) Execution of Absentee Bids and Telephone Bids is a free
service undertaken subject to other commitments at the time of
the Auction and neither NOAG nor the Auctioneer shall have any
liability for failing to execute an Absentee Bid or Telephone Bid or
for errors and omissions in connection therewith.

(d). Video or digital images. At some Auctions there may be a

video or digital screen. Errors may occur in its operation and in the
quality of the image and we do not accept liability for such errors.
NOAG reserves the right to video tape and record proceedings at
any Auctions. Any personal information obtained will be held in
confidence by NOAG but may be used or shared with our affiliates
and marketing partners for customer analysis purposes and to help us
to tailor our services to buyer requirements. Any Bidder attending an
Auction in person who does not wish to be video-taped may make
arrangements to make a Telephone Bid in accordance with Section
3(c) above.

(e). Reserves. All Lots are offered subject to a reserve, which is the
confidential minimum price below which the Lot will not be sold (the
“Reserve”). The Reserve for a Lot will not exceed the low Estimate
for that Lot. The Auctioneer may open the bidding on any Lot below
the Reserve by placing a bid on behalf of the Seller. The Auctioneer
may continue to bid on behalf of the Seller up to the amount of the
Reserve, either by placing consecutive bids or by placing bids in
response to other bidders. Notwithstanding the foregoing, a Lot may
be sold at a Hammer Price below the Reserve, at the discretion of the
Auctioneer and NOAG, in any manner consistent with the agreement
between NOAG and the Seller.

(f). No bidding by Seller. Under no circumstances shall Seller (as
agent or principal), whether by itself or through its representatives,
employees or agents (except as through the Auctioneer as set forth in
Section 3(e) above), enter or cause to be entered a Bid on Seller’s Lot.

(g). Auctioneer’s discretion. The Auctioneer has the right at his or her
absolute and sole discretion to refuse any Bid, to advance the bidding
in such a manner as he or she may decide, to withdraw or divide any
Lot, to combine any two or more Lots, and in the event of any error
or dispute, to determine the Winning Bid, to continue the bidding, to
cancel the Sale or to reoffer and resell the Lot or item in dispute. If
any dispute arises after the Sale, NOAG's sale record is conclusive.
Unless otherwise announced by the Auctioneer at the time of Sale,
all Bids are per Lot as numbered in the Catalogue and no Lot shall be
divided for Sale. NOAG and/or the Auctioneer may withdraw any Lot
at any time before such Lot is offered at Auction, for any reason and
in their sole and absolute discretion. (h). Successful bid and passing
of risk. The Auctioneer shall have absolute discretion in determining
the Winning Bid and the striking of the Auctioneer’s hammer marks
the acceptance of the highest and best bid as the Winning Bid and the
conclusion of a contract for sale between the Seller and the Buyer.
Risk and responsibility for the Lot but not its title passes to the Buyer
immediately upon announcement of the Winning Bid at the Auction.
(i). Post-auction sale. In the event that there is no Winning Bid at
Auction for a Lot, or the Lot is withdrawn from the Auction, or the Sale
is cancelled for non-payment pursuant to Section 4(g) below, NOAG
may sell the Lot at public or private sale at any time thereafter, in a
manner consistent with the agreement between Seller and NOAG. (j).
NOAG assumes no responsibility for failure to execute Bids for any
reason whatsoever.
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4. After the Auction

(@). In order to consummate and complete the Sale, the Buyer must
tender payment in full of all of the following amounts (all such
amounts together being the “Purchase Price”) to NOAG:

(i) the Hammer Price; and

(ii) the “Buyer’s Premium” consisting of a premium of 23% of the
Hammer Price (discounted to 20% if the method of payment is by
check, cash, or wire transfer by the end of the day on the fifteenth
calendar day following the conclusion of the Auction) up to and
including a Hammer Price of $200,000 and 10% of the amount
by which the Lot's Hammer Price exceeds $200,000; and

(iii) Any applicable Louisiana, state, local, and federal or other

taxes, calculated as required by law. Any documentation of tax
exemption must be provided by the Bidder contemporaneously
with the execution of the attached registration form.

(b). Payment and passing of title. The Buyer and any other Bidders
are responsible for contacting NOAG for Auction results during the
week after the conclusion of the Auction. Subject to the provisions

of Section 4(i) below which may require earlier payment, the Buyer_
must pay the full Purchase Price no later than 4:30 pm central time
on the fifteenth calendar day following the conclusion of the Auction.
Payments may be submitted during business hours to: New Orleans
Auction Galleries, 333 St. Joseph Street, New Orleans, Louisiana

70130, Telephone number: 504-566-1849. Payments may be made by
certified check, cash, wire transfer, or credit card (Visa, Mastercard, and
American Express). Payments will be accepted by non-certified check
only in NOAG's sole discretion, from Buyers that have been qualified by
NOAG in NOAG's sole discretion. Title to the Lot does not pass to the
Buyer until the full amount of the Purchase Price has been tendered and
received by NOAG in good cleared funds, even in circumstances where
the Lot has been released to the Buyer.

(c). Credit Cards. Your signature on this form constitutes permission
to charge the full amount of the Purchase Price on your credit card,

if you are the Buyer on a Lot and payment is not received within

five business days of the close of the Auction. Your signature on this
form also constitutes permission to charge the full amount of Storage
Charges (defined below), if and when accrued, on a periodic basis on
your credit card.

(d). Release of Lot to Buyer. No Lot will be released to the Buyer unless
and until NOAG receives full payment of the Purchase Price, and

such payment has cleared and NOAG has received confirmation of

all funds owed. At its sole discretion, NOAG may release a specific
Lot at any time, notwithstanding the foregoing provision. In addition,
NOAG may require that Lots not be released until the Buyer has
cleared additional checks in NOAG's sole discretion, including
without limitation, any anti-money laundering or anti-terrorism
financing checks to NOAG's satisfaction. In the event that a Buyer fails
to complete any anti-money laundering or anti-terrorism financing
checks to NOAG's satisfaction, NOAG shall be entitled to cancel the
Sale and take any other action permitted or required under applicable
law. In addition, notwithstanding the foregoing, Lots cannot be
released until after the conclusion of the Auction.

(e). Export/Import license and Dealers. It is the Buyer’s sole
responsibility to obtain any relevant export or import license. The
denial of any license or any delay in obtaining licenses shall not justify
the rescission of any sale nor any delay in making bill payment for

the Lot; and shall not limit or alter any of the obligations of the Buyer
herein. Dealers purchasing for resale must enter appropriate their
Dealer Resale Number on the attached registration form and provide
NOAG with proper documentation.
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(iii) If a Telephone Bid is submitted and accepted, at the time of
the auction of the affected Lot, NOAG staff shall attempt to con-
tact the Bidder using the telephone number provided. If success-
fully contacted, the Bidder shall then be afforded the opportunity
to place a Bid on the Lot by telephone. Telephone Bids may be
recorded. By submitting a Telephone Bid, the Bidder consents to
the recording of the conversation and the placing of the Bid.

(iv) Execution of Absentee Bids and Telephone Bids is a free
service undertaken subject to other commitments at the time of
the Auction and neither NOAG nor the Auctioneer shall have any
liability for failing to execute an Absentee Bid or Telephone Bid or
for errors and omissions in connection therewith.

(d). Video or digital images. At some Auctions there may be a

video or digital screen. Errors may occur in its operation and in the
quality of the image and we do not accept liability for such errors.
NOAG reserves the right to video tape and record proceedings at
any Auctions. Any personal information obtained will be held in
confidence by NOAG but may be used or shared with our affiliates
and marketing partners for customer analysis purposes and to help us
to tailor our services to buyer requirements. Any Bidder attending an
Auction in person who does not wish to be video-taped may make
arrangements to make a Telephone Bid in accordance with Section
3(c) above.

(e). Reserves. All Lots are offered subject to a reserve, which is the
confidential minimum price below which the Lot will not be sold (the
“Reserve”). The Reserve for a Lot will not exceed the low Estimate
for that Lot. The Auctioneer may open the bidding on any Lot below
the Reserve by placing a bid on behalf of the Seller. The Auctioneer
may continue to bid on behalf of the Seller up to the amount of the
Reserve, either by placing consecutive bids or by placing bids in
response to other bidders. Notwithstanding the foregoing, a Lot may
be sold at a Hammer Price below the Reserve, at the discretion of the
Auctioneer and NOAG, in any manner consistent with the agreement
between NOAG and the Seller.

(f). No bidding by Seller. Under no circumstances shall Seller (as
agent or principal), whether by itself or through its representatives,
employees or agents (except as through the Auctioneer as set forth in
Section 3(e) above), enter or cause to be entered a Bid on Seller’s Lot.

(g). Auctioneer’s discretion. The Auctioneer has the right at his or her
absolute and sole discretion to refuse any Bid, to advance the bidding
in such a manner as he or she may decide, to withdraw or divide any
Lot, to combine any two or more Lots, and in the event of any error
or dispute, to determine the Winning Bid, to continue the bidding, to
cancel the Sale or to reoffer and resell the Lot or item in dispute. If
any dispute arises after the Sale, NOAG'’s sale record is conclusive.
Unless otherwise announced by the Auctioneer at the time of Sale,
all Bids are per Lot as numbered in the Catalogue and no Lot shall be
divided for Sale. NOAG and/or the Auctioneer may withdraw any Lot
at any time before such Lot is offered at Auction, for any reason and
in their sole and absolute discretion. (h). Successful bid and passing
of risk. The Auctioneer shall have absolute discretion in determining
the Winning Bid and the striking of the Auctioneer’s hammer marks
the acceptance of the highest and best bid as the Winning Bid and the
conclusion of a contract for sale between the Seller and the Buyer.
Risk and responsibility for the Lot but not its title passes to the Buyer
immediately upon announcement of the Winning Bid at the Auction.
(i). Post-auction sale. In the event that there is no Winning Bid at
Auction for a Lot, or the Lot is withdrawn from the Auction, or the Sale
is cancelled for non-payment pursuant to Section 4(g) below, NOAG
may sell the Lot at public or private sale at any time thereafter, in a
manner consistent with the agreement between Seller and NOAG. (j).
NOAG assumes no responsibility for failure to execute Bids for any
reason whatsoever.
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4. After the Auction

(a). In order to consummate and complete the Sale, the Buyer must
tender payment in full of all of the following amounts (all such
amounts together being the “Purchase Price”) to NOAG:

(i) the Hammer Price; and

(i) the “Buyer’s Premium” consisting of a premium of 23% of the
Hammer Price (discounted to 20% if the method of payment is by
check, cash, or wire transfer by the end of the day on the fifteenth
calendar day following the conclusion of the Auction) up to and
including a Hammer Price of $200,000 and 10% of the amount
by which the Lot’s Hammer Price exceeds $200,000; and

(iii) Any applicable Louisiana, state, local, and federal or other

taxes, calculated as required by law. Any documentation of tax
exemption must be provided by the Bidder contemporaneously
with the execution of the attached registration form.

(b). Payment and passing of title. The Buyer and any other Bidders

are responsible for contacting NOAG for Auction results during the
week after the conclusion of the Auction. Subject to the provisions

of Section 4(i) below which may require earlier payment, the Buyer
must pay the full Purchase Price no later than 4:30 pm central time
on the fifteenth calendar day following the conclusion of the Auction.
Payments may be submitted during business hours to: New Orleans
Auction Galleries, 333 St. Joseph Street, New Orleans, Louisiana

70130, Telephone number: 504-566-1849. Payments may be made by
certified check, cash, wire transfer, or credit card (Visa, Mastercard, and
American Express). Payments will be accepted by non-certified check
only in NOAG’s sole discretion, from Buyers that have been qualified by
NOAG in NOAG's sole discretion. Title to the Lot does not pass to the
Buyer until the full amount of the Purchase Price has been tendered and
received by NOAG in good cleared funds, even in circumstances where
the Lot has been released to the Buyer.

(c). Credit Cards. Your signature on this form constitutes permission
to charge the full amount of the Purchase Price on your credit card,

if you are the Buyer on a Lot and payment is not received within

five business days of the close of the Auction. Your signature on this
form also constitutes permission to charge the full amount of Storage
Charges (defined below), if and when accrued, on a periodic basis on
your credit card.

(d). Release of Lot to Buyer. No Lot will be released to the Buyer unless
and until NOAG receives full payment of the Purchase Price, and
such payment has cleared and NOAG has received confirmation of

all funds owed. At its sole discretion, NOAG may release a specific
Lot at any time, notwithstanding the foregoing provision. In addition,
NOAG may require that Lots not be released until the Buyer has
cleared additional checks in NOAG's sole discretion, including
without limitation, any anti-money laundering or anti-terrorism
financing checks to NOAG's satisfaction. In the event that a Buyer fails
to complete any anti-money laundering or anti-terrorism financing
checks to NOAG's satisfaction, NOAG shall be entitled to cancel the
Sale and take any other action permitted or required under applicable
law. In addition, notwithstanding the foregoing, Lots cannot be
released until after the conclusion of the Auction.

(e). Export/Import license and Dealers. It is the Buyer’s sole
responsibility to obtain any relevant export or import license. The
denial of any license or any delay in obtaining licenses shall not justify
the rescission of any sale nor any delay in making bill payment for

the Lot; and shall not limit or alter any of the obligations of the Buyer
herein. Dealers purchasing for resale must enter appropriate their
Dealer Resale Number on the attached registration form and provide
NOAG with proper documentation.
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if). Storage charge. Subject to the foregoing provisions, any Lot that is not
picked up by the end of the day on the fifteenth calendar day following the
conclusion of the Auction is subject to an additional storage charge of $5.00
per Lot per day (“Storage Charge”) for as long as the Lot is stored at NOAG's
facilities. The outstanding amount of this Storage Charge must be paid in full
(in addition to the Purchase Price) before such Lot will be released to the
Buyer. Such Storage Charge accrues on a daily basis and is billed monthly.
All items handled or stored will be at the Buyer’s risk. NOAG is not liable for
any damage to Lots after the conclusion of the Auction.

(g). Remedies for non-payment. If the Buyer fails to make payment in full

of the Purchase Price in good cleared funds within the time required by
Section 4(b) above, or payment in full of any applicable Storage Charge
when incurred, NOAG shall be entitled in its absolute discretion to exercise
one or more of the following rights or remedies (in addition to asserting any
other rights or remedies available by law):

(i) to charge outstanding amounts to the Buyer’s credit card;

(i) to charge interest at the rate of one and one-half percent
(1.5%) per month (but not to exceed the highest amount
chargeable under applicable law);

(iii) to hold the Buyer liable for the total amount due and to
commence legal proceedings for its recovery together with
interest, legal fees and costs to the fullest extent permitted under
applicable law;

(iv) to exercise any other remedy or remedies available under
the law, including but not limited to a second sale of said item
in accordance with the provisions of applicable law, including
the subsequent enforcement of any deficiency against the initial
buyer;

(v) to cancel the sale;

(vi) to resell the property publicly or privately on such terms as
we shall think fit;

(vii) to pay the Seller an amount up to the net proceeds payable
in respect of the amount bid by the defaulting Buyer;

(viii) to set off against any amounts which NOAG may owe
the Buyer in any other transactions, the outstanding amount
remaining unpaid by the Buyer;

(ix) where several amounts are owed by the Buyer to NOAG,
in respect of different transactions, to apply any amount paid
to discharge any amount owed in respect of any particular
transaction, whether or not the Buyer so directs;

(x) to reject at any future Auction any Bids made by or on
behalf of the Buyer or to obtain a deposit from the Buyer before
accepting any Bids;

(xi) to exercise all the rights and remedies of a person holding
security and/or privilege over any property in our possession
owned by the Buyer, whether by way of pledge, security interest
or in any other way, to the fullest extent permitted under
Louisiana law (including without limitation under La. Civil Code
art. 3247, La. R.S. 10:7-209 and 10:7-210 and other applicable
law), or (xii) to take such other action as NOAG deems
necessary or appropriate. In connection with the item (xi) above,
the Buyer will be deemed to have granted such security to
NOAG and NOAG may retain the affected Lot and any property
of the Buyer as collateral security for such Buyer’s obligations to
NOAG and to the Seller
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If we resell the property under Section 4(g)(vi) above, the Buyer shall be
liable for payment of any deficiency between the total amount originally
due to us and the price obtained upon resale as well as for all costs,
expenses, damages, legal fees and commissions and premiums of whatever
kind associated with both sales or otherwise arising from the default. If

we pay any amount to the Seller under paragraph (vii) above, the Buyer
acknowledges that NOAG shall have all of the rights of the Seller, however
arising, to pursue the Buyer for such amount.

(h). Shipping and packing. All shipping, packing, and transportation of
Lots from NOAG's facilities is the responsibility of Buyer. NOAG may, as

a courtesy, assist Buyer with necessary arrangements, but by doing so,
NOAG assumes no responsibility or liability for shipping, packing, moving,
or transportation, including without limitation damage to Lots, damage to
Buyer’s vehicle, or any personal injury of any persons involved.

(i). Earlier payment may be required. For any specific Lot, and
notwithstanding the provisions of Section 4(b) above, NOAG may require,
in its sole discretion, that the Hammer Price for the Lot be paid immediately
upon the striking of the Auctioneer’s hammer and announcement of the
Winning Bid, with the balance of the Purchase Price being due by the close
of the Auction.

5.Copyright

The copyright in all images, illustrations and written material produced by or
for NOAG relating to a Lot including without limitation the contents of the
Catalogue, is and shall remain at all times the property of NOAG and shall
not be used by the Buyer or Bidder, nor by anyone else, without our prior
written consent. NOAG and the Seller make no representation or warranty
that the Buyer of a Lot will acquire any copyright or other reproduction
rights in it.

6. Severability

If any part of these Conditions of Sale is found by any court to be invalid,
illegal or unenforceable, that part shall be discounted and the rest of the
conditions shall continue to be valid to the fullest extent permitted by law.

7. Data Collection

In connection with the operation of our auction business, NOAG may need
to seek personal information from Bidders or obtain information about
Bidders from third parties (e.g., credit checks from banks). Such information
will be processed and kept by us in confidence. Some of Bidders’ personal
data may also need to be shared with third party service providers (e.g.,
shipping or storage companies) for Bidders’ benefit. By participating in an
Auction, you agree to all previously stated disclosure.

8. Law and Jurisdiction

The rights and obligations of the parties with respect to these Conditions
of Sale, the conduct of the Auction and any matters connected with any of
the foregoing shall be governed and interpreted under the laws of the State
of Louisiana. By bidding at the Auction and/or through execution of the
attached registration form, the Bidder consents to the exclusive jurisdiction
of the courts of the State of Louisiana and the Federal courts of the United
States of America located in the Eastern District of Louisiana.
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Natalie Domingue was born in Lafayette, Louisiana. She graduated from Louisiana State
University in 2013 with a B.F.A. in Studio Arts with a concentration in painting and drawing and
a Minor in Business. During her time at Louisiana State University, Ms. Domingue interned one
summer at the Ogden Museum of Southern Art in the Development Department, where she
figured out her calling as not just an Artist, but an Arts Administrator as well. After graduating,
she moved to New Orleans to enroll in the Arts Administration Masters Program at the
University of New Orleans. Throughout her graduate studies, she has also worked for Rodrigue
Gallery as a Art Consultant. Upon receiving her M.A. from the University of New Orleans in
2016, Ms. Domingue plans to continue pursuing a career in the arts and is happy to call the

culturally rich city of New Orleans home.
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