JdIXHIX A9 NOA OL LHONOYE




mioRs

70



CONTEMPORARY ART IS THE NEW FASHION. EVERYONE WANTS
A PIECE OF IT AND SOME EVEN THINK THEY CAN MAKE MONEY
OUT OF IT. BUT LIKE ANY OTHER INVESTMENT, IT TAKES A
LOT MORE THAN LUCK TO GET A RETURN ON BEING AN ART
DEALER. YOU NEED TO DO SOME SERIOUS RESEARCH AND YOU
NEED TO HAVE A PASSIONATE BELIEF IN THE WORK YOU BUY
AND SELL. SIMON O'CONNELL SPEAKS TO A SERIOUS COL-
LECTOR, A GALLERY OWNER, AND AN ALL ROUND ART GURU
ABOUT INVESTING IN CONTEMPORARY ART.

INTERVIEW BY: SIMON O'CONNELL
PORTRAITS BY: RALF OBERGFELL

ROBERT TIBBLES, INVESTMENT BANKER AND ART COLLECTOR.

There are two totally different approaches to buying art. Either you
buy for the enjoyment it brings you or you buy art for investment
reasons and they are totally separate. If you buy just with the sole
intention of making money then almost certainly you will not — you
need to have a feeling for what you buy. I started collecting at 28 with
no fixed idea of what I wanted to buy. I knew I didn't want a Consta-
ble or anything too figurative. I simply wanted some art in my house
that was genuine, that wasn't a print or anything like that.

When ever I here about someone who'd made a lot of money and has
gone out and spent a lot of money on art quickly then you can be
sure they are not going to make money. You hear about people mak-
ing lots of money from selling art occasionally, but that's generally
because they've held on to it for a very long time. If you look at the
value they have had from that art over the years then the money
can look insignificant. If you hold on to something for, say 50 years,
J// then that's great. Things increase in value over a long time.

* Seventy per cent of my collection is in my house so I can appreci-

" ate it all the time, the rest is in storage. I've got Ork by Michael
‘Landy, Damian Hirst's early medicine cabinets, Michael Craig
Martin, Grayson Perry and Ian Davenport among others. I have only
ever sold one piece and that was twelve years ago. You develop an
attachment to things. For example if someone comes to my house
and they say they like a piece of art then it makes me happy; and

if someone says they don't like something then I'm unhappy. I feel
very attached to them. Lots of people come to me and ask for advice
on collecting but very few of them have gone out and done it — well,
maybe one guy who really has got into it and taken his time.
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You hear about people sweeping into galleries and buying the whole
lot up if they are very rich, but they're not the type that makes mon-
ey from art. I go around most of the major art colleges, to the degree
shows and build relationships with galleries. You have to take your
time with art and make sure that you go to see as much as possible.
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ABOVE - SAM TAYLOR-WOOD, PIETA 2002, owned by Robert Tibbles.

Photograph by Ralf Obergfell. www.photodebut.org

Art galleries can be intimidating and exclusionary environments
and many reasons why some people have some trepidation when it
comes to looking at art is because of this exclusionary mindset you
get in a gallery.

It's like buying a used car when you visit a gallery, it's expected
there will be negotiation. The only person who buys a piece of art
with no negotiation is a complete neophyte. Art is priced with these
discounts, because everyone fully expects to get a discount. That's
just the way it is.

The best way of learning is seeing and seeing and seeing and doing
the legwork. That's the only way.

Kenny Schachter Rove, 33-34 Hoxton Square, London, N1.
www.rovetv.net
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