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Acondition report –

w h a t ’s it for? Why

should picture fra m e rs

be concerned with it? The answe r

to the first question is simple,

and the answer to the second

question is, in today ’s fra m i n g

e nv i ronment, quite rea l i s t i c .

A condition report is simply

a detailed statement of the phys-

ical condition of a work of art at

the time it is brought into your

store. This report could be the

completion of a prepared form

or it could easily be written at

the time the work is brought

into the store.

A pre p a red format usually

works best because it lends con-

sistency to your assessment of

the conditions of all works of

art. You can create your own

form or you might decide to

copy someone else’s with their

p e r m i ssion (two are included

here as examples). A prepared

form is also more acceptable in

legal situations, should that

become a concern.

A thorough condition

report should include seve ra l

basic elements:

• Client identification, 

address, phone number 

etc.

• The name of the person 

completing report.

• The date and time report 

was taken.

• A note as to whether the 

client was present or not.

• Description of the art: a 

brief statement of what 

the artwork is (watercolor,

print, photograph), subject

matter, and size of the art 

for identification.

• A written description of 

any damage to the art.

• Charted locations of the 

damage, if any.

• The recommended work to

be done on the art.

• A note as to whether the 

client agreed to the assess

ment.

• Signatures of client and 

salesperson completing 

report.

Now that we have answered

the question of what a condition

report is, we can start thinking

about why fra m e rs should be

concerned with having one at

their shop. Is it worth the time

and effort to set one up and use

it as a day to day routine?

Looking back about 20 plus

years of experience in the indus-

try and thinking of how some

works of art have been framed, it

is apparent that many of us did

some terrible things way back

when: rolls of masking tape,

acidic corrugated board, painted

mats. The list goes on!

A tremendous amount of

art, (re g a rd l e ss of value) has

rea l ly been abused.  Most of us

did these things because that

was all we knew, and quite

f ra n k ly, it was the “acceptable”

way to do things at that time.

To d ay things are very differe n t

Framer and consumers are
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m o re awa re of the value (and

potential value) of all artwo rk s

t o d ay. What’s more the pro d u c t s

used in the frame shop have been

i m p roved and educational pro-

g rams provided through PPFA ,

p ro f e ssional org a n i z a t i o n s ,

s u p p l i e rs, books and trade pub-

l i cations have made the neces-

sary knowledge of updated

techniques available to all

f ra m e rs. There are no more

excuses for not knowing or

finding out how to pro p e rly

f rame a given piece of art.

When re t a i l e rs are faced

with framing ex p e n s ive pieces of

art, and the possibility exists of

doing damage during the daily

routine of shop wo rk, pro t e c t i o n

is a must.

H ow many times have yo u

h ea rd about a framer who wa s

blamed by a customer for dam-

age to a piece of art? The

f ramer swea rs up and down it

n ever happened in his or her

shop, or that they are other-

wise not responsible,  but he

ends up paying for the damages

in order to protect the re p u t a-

tion of the business .

Wo rse yet, how about the

f ramer who has lost a law suit

for seve ral hundred, or eve n

thousand, dollars? It happens

far more than we rea l i z e .

Twenty yea rs ago this wa s

u n h ea rd of, but today it hap-

pens much more often.

While a condition re p o r t

will not protect you if you do in

fact cause some damage, it will

p rotect you from false claims.

When both parties agree to the

condition of a given piece of art

when it is brought into the

s t o re, there can be no question

about its state when it is

returned to the customer.

C a reful documentation will

support any claims or denials.

Is all the trouble and inconve-

nience worth it? Let’s assume a

f ramer has to pay a damage claim

of $4,000 through a court ord e r

or out of court settlement.  He or

she cannot disprove damage

i n c u r red because of the lack of

documentation. Any pay m e n t

will, in all likelihood, come out of

the net profit of the business

( i n s u rance usually does not cove r

this type of loss). If the net pro f i t

per frame in that frame shop ave r-

ages $40 per frame, the fra m e r

will have to make one hundre d

f rames to pay for that one loss .

Think about it!

Reports
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