available, what's sold is sold,”
he says, "We put new works
on it every day and we get
clients checking our website
three or four times a day, We
put something new on and we
quite often get a phone call in
about half an haur,

“But lots of other
galleries' websites are out of
date - there's stuff on there
that they sold a year ago, It's
nat good.”

Clarkis a big believer
inmarketing, regularly
advertising new showsin
Iocal lifestyle titles and
the national press. “It's
never been a better time to
buy advertising,” he says.
“They're desperate.”

and down,” he says. “It's an
intimidating place ta go and
you want to whisper.”

By contrast, he claims,
Clark Artis a "friendly gallery”
And it does basic things like
replying toemails. Clark
is also happy to drive long
distances at little ar na natice
to show pieces to prospective
buyers, either at the space he
rents on London's Old Band
Street orin their own homes.

Just another aspect of
the customer-focused ethos?
Kind af: “Once it's in their
house they're doomed .

Anotherof Clark’s
innovations when he opened
the Hale gallery was not
to wait until opening night

That doesn't mean he
has to like them. He explains,
“Some galleries will only
show the work that they like,
Sotherefore anybody that
buys from them is a clone of
the gallery owner.

“ldon't like all the
different styles of work,
personally, by the different
artists | deal with, |
appreciate it but | may nat
hang it onmy wall. But Lwil
showitina gallery.”

Many other galleries
don't actually own the
pictures they market but
simply act as middlemen for
artists and other dealers.
Itcan take them up to
1B months toarrange an

‘ ‘ WHILE | WAS IN THERE JEFFREY ARCHER WAS THERE T00,
LOOKING AT IT, AND HE SAID. 'TLL GO AWAY AND THINK ABOUT IT
WHILE HE WENT AWAY AND THOUGHT ABOUT IT | BOUGHT IT.”

But many other galleries,
Clark believes, just don't get
it commercially-speaking.
“They are running a shop
selling pictures, running a
business selling a product,”
he says.

But more often than not
they don't act that way: "That
husiness has overheads just
like any other business, it
needs to be marketed, it's just
like a business,

"The problemis that a
lot of the galleries are more
focused on the academic art
side and not on the business
side.”

Aside from iffy cost
control and barely-existent
marketing, Clark says that
London galleries, especially,
can be daunting places for the
first-time visitor,

“You gointa some of the
galleries in the West End of
Londan in jeans and a T-shirt,
and they're looking you up

before selling the best pieces
inany show: "Allwork is
availahle from publication

of catalogue. Dtherwise

you get people queding out
of the gallery, and you get
confrontation. You get people
fighting.

"snitr'sabitofalottery
— it depends who gets the
catalogue inthe post first —
butit’s an equal chance for
averybody.”

Thiswas one idea, he
says, that his competitors
hawve since been happy to
adopt.

Clark owns all the
paintings that he sells. He
says that he buys pictures
“almost every day” and owns
about 700 pieces, “warth
many millions of pounds”

Buying the right pieces is
vital, and Clark says he “knows
alot about a little” and anly
dealsin artists with whom he
is thoroughly au-fait.

exhibition because of the
time it takes to source
pieces. Clark, by contrast,
says he cansetup ashow
“at the drop of a hat”,

The warld in which
Clark operatesis a small
ane, and those aspects
of his aperation that will
most impress his fellow
entrepreneurs have not
endeared hirm 1o ather
dealers. He is, however, keen
to keep the friends that he
does havein the industry,
and asks us not to recount
the truly shocking cases of
sharp practice that he has
COME ACrOSS amang some
gallery owners,

But it all always comes
back to business. As EN's
reparter leaves the gallery,
Clark’s parting words ring in
his ears: “Youwill mention the
webhSite wor't you — wiwwn
clark-art.co.uk” Fairenough,
Bill, but only to prove a point. N

Dominic Baldwin

TAX MITIGATION IS
LEGAL - HIGH
EARNERS MAKE THE
MOST OF TAX ADVICE

“Well, that's quite a bold staternent and one that
was heavily reparted on a couple of years agqo
after the Freedom of Information Act revealed
that aut of the hundreds of people in the UK
garmirg over £10 milion a year onky 65 paid
incorme tax bills. b5 alright far some | might hear
W mutler,

But in reality, effectve tax planning has been
gaing on for decades. The annourkemant of the
new 50% income tax band and the attack an
pension contributions for high earners has made
tax mitigation schemes like WCTs venture Capital
Tnast) and El5s sEmterprise Imvestment Scheme)
particularky topical among the high net worth
l:l:.lrr'lllll.JrIIT,'

In a nutshedl, WCTS and EISS ae inwestment
schiemes approved by HW Beveriue and Customs
10 encourage irmestment in qualifying small or
start up busiresses

These schemes are complex by nature but
hold wery attractive tax benefits such & Capital
Gains Tax deferral, 100% Inheritance Tax ralief
after 7 years and maost importantly Income Tax
rebief. Although they are desmed higher nisk
investments, there are same schermes that use
the tax berwfite 0 their advantage without
putting your capital at considerable risk

These kinds of schemes would appeal to an
entrepreneur who aspires to be 3 business
‘angel’, similar 1o the Dragons’ den type scenaric,
nut who dossnt want the hassle of day to day
inwlvement or picking the companies 1o irvest
in. Other irvestors are smply high earners wha
are locking for ways 1o legally matigate their tax
bills.

One word of caution, W2 and EISs ane highly
specialised investments which mears that you
should seek professional advice from a qualitied
and independent taxfinarcial adviser.

For a more technical explanation please
contact David Grisedale on 0845 226 6971.

For more information
call 0845 226 6971
or visit wanw.xentum.co.uk
Xentum Lid, Summit House
35 Church Road, Lymim, Cheshire, WAT2 005




