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We are pleased to present collector’s compass – a practical guide that addresses 
a wide range of issues relating to the vision, mission and life cycle of a successful 
collection. This guide considers how a successful collection relates to your wider 
goals, emphasizing the importance of strategy and long-term focus. 

While sections of this guide are relevant to all collections, we also highlight consid-
erations specific to collectors of fine art, wine, cars and watches – from pitfalls to 
watch out for, to important questions to ask throughout your journey. Key infor-
mation is repeated, allowing chapters on specific collecting categories to be read 
in isolation, if desired. The Appendix provides additional, detailed information, as 
well as a questionnaire that can be used to inform a structured review of your own 
collecting activity. 

This compass is intended to help orient you at each stage of your collecting journey. 
At UBS, our Art Advisory service means we are experienced in supporting col-
lectors in the successful development and management of their collection, as well 
as creating a legacy.1 Through our financial advisory service, and expertise in areas 
such as wealth transition, family governance and family office, we also understand 
that a collection can become an ’enterprise’ in its own right. It is therefore vital 
that it fits into your life and complements your wider financial strategy. 

Though collectors are faced with many practical considerations along their journey, 
this guide also acknowledges that successful collections have additional common 
denominators: passion and purpose. Perhaps you collect art to raise awareness of 
environmental causes? Or collect watches by a rare maker, to build an archive that 
preserves their legacy? 

We hope that you find this compass a valuable tool for every aspect of your 
collecting activity – from defining what drives you, to developing a strategy and 
using your passion to create impact. 

1 Please contact artadvisory@ubs.com or refer to your CA for further information on our art advisory services, workshops and mandates. 
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UBS Wealth Way 
The collector’s compass draws upon UBS Wealth Way – 
a comprehensive approach focused on your goals. 
UBS Wealth Way starts with a discussion that helps us 
to focus on what’s important to you. Its ambition is to 
integrate your passion for collecting into your overall 
wealth plan. 

Managing a collection across its lifecycle requires 
careful consideration of your liquidity needs, costs 
associated with maintenance, and a wider plan around 
your legacy. UBS Wealth Way is therefore focused on 
Liquidity, Longevity, and Legacy strategies – helping you 
to pursue what matters most and achieve your goals. 
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Liquidity 

Cash flow 
for short-term 

expenses 

The next 
3-5 years 

Longevity 

For longer-term 
needs 

5 years – 
lifetime 

Legacy 

For needs 
that go beyond 

your own 

Now – 
beyond 

your 
lifetime 

To help maintain your lifestyle 
— Entertainment and travel 
— Taxes 
— Purchasing a home 

To help improve your lifestyle 
— Retirement 
— Healthcare and longterm care expenses 
— Second home 

To help improve the lives of others 
— Giving to family 
— Philantrophy 
— Wealth transfer over generations* 

To identify which stage of your 
journey you are at, and therefore 
which section of this guide is 
most relevant to you, ask 
yourself the questions below. 
Are there any to which you 
don’t have an answer, or 
haven’t previously considered? 

What is my goal? Is it clear? See: Defining a purpose, page 10 

What type of collection do I have? See: Individual collections, page 16 

And what are its unique considerations?  See: Family collections, page 20 

See: Corporate collections, page 28 

I’m passionate about art, but new See: Developing a collection, 
to collecting. How can I get started? page 38 

How should I manage my collection? See: Managing a collection, 
What do I need to know about practical issues page 46 
such as insurance, shipping or appraisals? 

How can my passion be used for good, See: Collecting for purpose and 
or harnessed to create positive change? impact, page 56 

How can the collection remain intact, See: Legacy and estate planning**, 
or evolve, over generations? page 70 

I collect fine wine, cars or watches. See: Fine Wine, page 82 

What should I consider? See: Cars, page 90 

See: Watches, page 96 

2 UBS Wealth Way is an approach incorporating ’Liquidity. Longevity. Legacy.’ strategies that UBS Financial Services Inc. and our Financial Advisors can use to assist clients in exploring 
and pursuing their wealth management needs and goals over different timeframes. This approach is not a promise or guarantee that wealth, or any financial results, can or will be 
achieved. All investments involve the risk of loss, including the risk of loss of the entire investment. Timeframes may vary. Strategies are subject to individual client goals, objectives 
and suitability. 

* We would like to thank Marianna Mamou, Head Advice Beyond Investing, CIO Wealth Management for her contribution. 
** UBS and its employees do not provide legal or tax advice. 
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The collector’s journey 

01 Liquidity. Longevity. Legacy. 

02 Motivation, Purpose, Goal, Strategy and Reevaluating 

03 Developing and Managing a Collection 

04 Buying and Selling 

Defining your route 
This Collector’s compass provides guidance 
for every stage of the collecting journey. 
Perhaps you have only acquired a handful of 
artworks, or are just beginning to develop a 
family wine collection? The beginning of 
this guide addresses considerations that are 
fundamental to every successful collection, 
including defining your motivation, purpose 
and goal, and developing a considered 
strategy. 
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— Throughout collector’s compass, we refer to your motivation, purpose and goal. 
— Your motivation is your passion or what you care about. 
— Your purpose is a clear distillation of your motivation and reflects your values. 

It is what drives you and should inform your collecting activity. 
— Your goal is how you realize your purpose. It is clear and defined – with measurable outcomes. 

For example, you might be motivated by a desire to make art accessible to wider audiences. 
Your purpose is then to share your collection with the public. Your goal might be to open a 
private foundation that allows visitors to see your collection. 

You might have an established collection 
and already have a clear understanding of 
your goals. These could include arranging 
loans to prominent institutions or setting 
up a private foundation. 

This Collector’s compass also addresses the 
development and effective management 
of a collection – including its potential to 
create impact and leave a lasting legacy. 
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Defining a 
purpose 

There are as many reasons to collect as there are collectors in the world. Perhaps 
you collect for pleasure, cultural philanthropy, within a corporate or community-
oriented initiative, or to preserve and expand a family legacy? 

A collection’s purpose is, ultimately, what matters most – and what will shape your 
strategy. 
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How do I define a purpose? 
When defining a purpose for your collection, it is often 
helpful to first consider your motivations. The following 
table outlines just some of the possible motivations a 
collector might have, aligning each to a suggested 
purpose. 

Your motivation and purpose might combine several of 
these criteria. Ask yourself: what drives me? Are there 
multiple factors that influence my motivation and 
collecting practice? 

What motivates you? 

Pure passion: You love what you collect and the world around 
it. Your collection is a means of self-expression, which both fits 
into your life and enriches it. Collecting brings you joy, inspiration, 
insight and a deeper appreciation for the art or collectibles you 
are passionate about. 

Tradition: You love what you collect and have a family tradition 
of collecting. Perhaps you have inherited a family collection, which 
you are now responsible for. You might have chosen to preserve it 
in its original form, or buy new works that reflect your personality 
and generation. Your position gives you both opportunity and 
responsibility. 

Investment: You view collecting as an investment opportunity 
and have excellent knowledge of your chosen collecting category 
and its markets. Art and collectibles are highly illiquid, but if you 
buy following your taste and interests you will also have an oppor-
tunity to enjoy your purchases. 

Your purpose 

Collecting for pleasure has intrinsic purpose. Embracing the 
in-the-moment and spontaneous nature of your collecting 
approach – while also making sure that it remains sustainable – 
can sometimes be the wisest and most realistic way to go. 

Your purpose is to honor a tradition and pass it on, in a way that’s 
meaningful to the whole family and preserves strong relationships 
within it. The key questions are: How? With whom and for 
whom? 

Your purpose is to try to generate return and/or diversify your 
portfolio. You might look at the secondary market for acquisitions 
that will hold their value, and at the primary market for invest-
ments with potential for return.3 

Legacy: You love the thrill of collecting but you’re also excited by Your purpose is to ensure that your artworks remain associated 
your collection’s potential to inspire others and be remembered. with you, your family or company name – for example, through 
Your purchases, and the decisions you make, are oriented towards working with a prominent institution to develop a gallery in your 
securing the future of your collection. name. 

Sharing: You are passionate about sharing your collection and 
view it as a vehicle for philanthropy. You are motivated by: 
— A drive to inspire 
— A passion for education 
— A desire to build connections 

Your purpose is to use your passion for collecting to create impact. 
This could take several forms. You might decide to share works of 
art with a museum or local community center, to enrich their 
programming. Alternatively, you could use your passion to fill a 
gap in your local community – for example, by developing an artist 
residency, or non-profit exhibition space. 

The purpose of a corporate collection might be to reflect a brand’s 
values and connect people. 

3 Art and collectibles have emotional value and can have financial value, too. We do not advise, however, that art and other collectibles are viewed as an investment class. 
This is particularly true for art; the art market offers limited transparency and price data. Instead, art should be viewed as paying emotional dividends. 
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Developing your strategy 
Your purpose should inform a considered strategy for your 
collection. When defining your strategy, consider the three 
areas below: 

1. Your goal 
— How would you describe your goal? Is it clear? 
Your goal should be the foundation of your strategy. 
Ensure it is defined, realistic, and reflects your purpose and 
values. 

2. Your roadmap 
— How will you reach your goal? Could there be 

more than one way? 
Take time to envisage the route to achieving your goals. 
Set up a timeframe. Ask yourself whether you’re pursuing 
the most effective and viable path? 

3. Your tactics 
— What do you need to do? When? Why? 
A strategy should be supported with a robust plan of 
action. Define tactics that are impactful and have a clear 
purpose. 

As your strategy evolves, it can also be valuable to carry 
out an analysis of Strengths, Weaknesses, Opportunities 
and Threats (SWOT). Doing so can help to refine your 
approach and pre-empt any challenges that might arise on 
your journey. The example below highlights the wide range 
of considerations a SWOT analysis can encompass: 

SWOT: Strengths, Weaknesses, Opportunities and Threats 

Strengths 
Resources: What do you have to support the attainment of your 
strategy? This might include liquidity, real estate, or a developed 
network. It could also include knowledge and vision – both of 
which can be just as important as a big budget. 

Opportunities 
Allies: Who or what could help you to achieve your goals? 
Are there others who are working on similar projects, who you 
could involve in your strategy? Is there scope to share knowledge 
or resources? 

Further impact: Consider whether there are opportunities to 
create positive impact. Even at an early stage in your planning, 
it is important to consider your collection’s relationship to any 
wider philanthropic aims you have. 

Legacy: Is your collection well managed, with a sustainable 
strategy that will make it easy to transfer to the next generation? 
Whether your goal is to keep the collection in the family, or 
make sure that it remains visible and relevant via a dedicated 
organization or vehicle, good management and planning are 
essential. 

Weaknesses 
Collecting behaviors: Does your collection reflect your values? 

Education: Have you taken the time to research, study, and 
compare other collectibles in your chosen field? While it’s easy to 
be passionate about collectibles, connoisseurship can be more 
difficult to cultivate, though can be deeply rewarding. 

Threats 
External interests: Who are you working with? Are there 
conflicts 
of interest to consider? 

Perception: Are you ensuring that your collection is run 
transparently? Have you thought about how your activity might 
impact your public perception? In recent years, the activity of 
cultural philanthropists has been scrutinized more closely. Consider 
any issues your strategy might present. 

Liquidity: Is your collecting activity going to have a negative 
impact on your wealth? Risks include miscalculating the value of 
existing assets, your budget, or collecting expenses. 
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02   Case study: SWOT analysis 

A senior collector with a large and eclectic art collection has been 
thinking about ways to leave a mark. His ideal goal would be 
for his collection to be integrated into the permanent collection 
of one of the top three museums in his country, where it would 
be exhibited and studied. His collection, however, lacks a clear 
overarching focus; while a museum might be interested in 
receiving specific works, it is unlikely that the collection would 
be accepted in its entirety. 

The collector decides to take a look at the permanent collections 
of his target museums. In doing so, he identifies a substantial 
gap in their holdings: very few works are by female artists. His 
collection, although eclectic, has a high presence of female artists. 
The collector decides to auction one to ten of his most important 
works and use the profits to add more extraordinary works by 
female artists to his collection. 

He proposes a permanent loan of 50 works by female artists to 
his favorite museum, reaching an agreement that guarantees 
that the collection will: remain together, be named, be introduced 
through a dedicated exhibition, and be the subject of a new 
catalog. It is also agreed that a fixed percentage of works from 
the collection will be on permanent display in the museum, and 
that his name will be added to the museum’s list of donors.4 

Strengths 
— Large and valuable collection 
— Dedication to a clear legacy purpose 
— Flexible and adaptive tactics 

Opportunities 
— Integration of women artists in 

museum collections opens new 
areas of curatorial interest 

Weaknesses 
— Lack of focus in the collection 
— Goal to donate limited to only three 

museums 

Threats 
— A sale of important works to 

finance acquisitions could 
undermine the integrity of the 
collection 

4 UBS Art Advisory 
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Re-evaluating your strategy 
Having a clear goal for your collection is important, but 
that doesn’t mean that your approach has to be rigid. It is 
normal – and often good practice – for collectors to 
re-evaluate their strategy from time to time. Perhaps you 
feel your collection has gone slightly off track? Maybe your 
goals, or your chosen field, have changed? Asking yourself 
the following questions can be helpful: 

— Do I still believe in my strategy, 

and does it still accurately 

reflect my end goals? 

— If it is still an accurate expression 

of my purpose and values, 

have I managed the collection 

in accordance with it? 

— If not, where are the gaps, 

and what do I need to 

do to get back on track? 
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Types of 
collections 

Individual collections 

While collecting can be an activity that is shared, for many it begins – and can remain 
– a highly personal pursuit. This doesn’t mean, however, that individual collections 
should not be considered carefully. When developing a personal collection, there 
are several factors to consider. 
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What makes an individual collection successful? 
The first chapter in this document discusses the importance 
of defining a purpose and developing a clear strategy. As 
an individual, this should remain your first priority: take 
time to consider your aims and the steps that are needed 
to attain them. 

Defining a purpose, goal and strategy 
Collecting as an individual provides you with the freedom 
to define a personal purpose for your activity. When 
developing your collection, consider what motivates you 
and define a clear goal. 

This goal should inform a detailed strategy. Consider 
what steps you will need to take to achieve it. What 
resources will you need? Can you achieve your goal alone, 
or do you need support from expert advisors or full-time 
staff? What will the running costs be, and will they be 
sustainable? 

03   Possible pitfalls 

When defining your goal and strategy, it is important to 
ensure that it is sustainable. Consider creating an overall 
Financial Wealth Strategy, to include the rate of growth of 
your assets. Remember to consider any costs relating to 
your strategy that might not initially be apparent, for 
example, import and export fees, or costs relating to 
storage and conservation. 

Governance and documentation 
Even if you are operating as an individual, it is important 
to ensure that your activity has supporting documentation. 
This can be helpful in communicating your purpose and 
strategy to others, and is also an opportunity to reflect on 
important issues such as the care of artworks and 
collectibles in your collection. 

Documents to develop include: 

1. Collection mission statement 
This is your articulation of how you view your collection 
and what you aim for it to achieve. The collection mission 
statement may also include information about the 
founding values and character of the collection as well as 
the legacy you wish to achieve through it. 

01 Example of an individual collection mission 
statement 

Neue Galerie New York was conceived by two men who 
enjoyed a close friendship over a period of nearly 30 years: 
art dealer and museum exhibition organizer Serge Sabarsky 
and businessman, philanthropist and art collector Ronald 
S. Lauder. Sabarsky and Lauder shared a passionate 
commitment to Modern German and Austrian art, and 
dreamed of opening a museum to showcase the finest 
examples of works in each genre. After Sabarsky died in 
1996, Lauder carried on their vision, creating Neue Galerie 
New York as a tribute to his friend. 

Collection mission statement: 
Our museum’s name (which means “new gallery”) has its 
historical roots in various European institutions, artists’ 
associations and commercial galleries, foremost the Neue 
Galerie in Vienna, founded in 1923 by Otto Kallir. All 
sought to capture the innovative, modern spirit they 
discovered and pursued at the turn of the twentieth 
century. Our institution thus reflects a dual commitment: 
an embrace of the city in which we are located and a focus 
on the culture upon which our exhibitions and collections 
are based. Two of the principal goals of the Neue Galerie 
New York are to bring a sense of perspective back to 
Germanic culture of this period, and to make the best of 
this work available to American and other audiences for 
both scholarly and aesthetic inquiry.5 

5 neuegalerie.org/content/mission-statement 
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2. Collection Management Policy 
The function of a collection management policy is to 
provide long-term guiding principles for the management 
of the collection. The policy should be written in broad 
enough terms to last for several years and should include 
the following components: 

01 Example of a collection management policy 

Collection documentation: Records of all artworks in the 
collection and indications of best practice for the collection 
of future acquisitions’ records, such as receipts, 
provenance, certificates of authenticity, condition reports, 
insurance documents etc. 

Collection access: Who has access to the collection, how 
and to what degree. This part should cover both access to 
documentation and access to the physical works. 

Collection care and conservation: Definition of procedures 
and best practices for the planned care and conservation 
of the works, including a list of suggested external service 
providers and separate budget to help prioritize 
interventions. 

New acquisitions and deaccessions: This part of the policy 
should define who has the right to acquire new works, the 
criteria by which they are selected and the budget. The 
same should be determined for deaccessioning works, a 
very delicate topic that ought to be planned with the 
utmost care to protect the collection’s future. 

Benchmarking a collection 
Measuring the success of a collection also requires 
explicit governance practices that hold professionals 
who are advising on the collection accountable. This 
should include predetermined benchmarks, regular 
evaluations based on set criteria and clear reporting 
outcomes. When benchmarking your collection, select 
specialist professionals who can provide an objective 
view, and who are willing to be accountable for their 
input. The latter is key to building trust and gaining a 
clear understanding of your collection’s status. 
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Family collections 

While a collection may be a personal passion, for many, it is one that is shared with 
family – or which evolves to such an extent that it should be considered carefully 
alongside the wider family strategy. 
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What makes a family collection successful? 
Beyond having a defined purpose, family collections that 
succeed are those that have struck the right balance 
between the needs of the collection and those of the 
family. Despite many well-publicized success stories, 
it should be recognized that very few established family 
collections survive through to the second generation. 
So much depends on the ability of family members to 
communicate their ideas and aspirations to one another, 
and their ability to work together to develop a cohesive 
approach. 

Defining a purpose, goal and strategy 
All collectors should think about the purpose of their 
collection. This is especially important, however, if the 
collection involves family, as this will shape its overall 
strategy and policy, and the way it will transition to the 
next generation. Whether your collection is motivated 
by passion or a desire to build a legacy, when it comes 
to family, it is vital that all members are on the same 
page and working towards a shared vision.6

02   Case study: The Rubell Family Collection (RFC) 

We can look to the Rubell Family Collection for an 
example of a renowned family collection. Husband and 
wife Don and Mera Rubell began collecting art for more 
than 50 years, gaining a reputation for identifying 
talented artists early in their careers. The RFC is now one 
of the world’s largest private collections of contemporary 
art, encompassing 7,200 works by more than 1,000 
artists. Their son, Jason, is an active partner in managing 
the family collection, and the Rubells have previously 
stated that no piece of work is bought unless Mera, Don 
and Jason all concur. The couple have also said that they 
frequently consult their son’s opinion so that their 
collection continues to appeal across the generational 
divide. The RFC also has clear values which define 
collection management, such as advocating for emerging 
artists and giving them visibility, as well as upholding an 
international and diverse scope of artists.7 

Defining your collection strategy as part of your 
family strategy 
Your family strategy is everything that your family will do 
to ensure its future prosperity. How will you ensure that 
the overall family wealth is maintained, despite increased 
demand on resources as your family grows? How will you 
do so in a manner that is cohesive? In the context of your 
collection, how will it fit into the future priorities of the 

6 Further guidance is given in the chapter, ’Defining a Purpose’, page 10 
7 rubellmuseum.org 

family? How important is it for the family that the 
collection is maintained and perhaps further developed? 
Who should be involved and what means should be 
deployed for this development?

03   Possible pitfalls 

When developing your strategy, it is also pertinent to be 
aware of the potential for public scrutiny – particularly if 
you plan to share your collection or develop philanthropic 
initiatives. For example, have you chosen to create a 
public-facing collection that promotes awareness of 
climate change, while maintaining investments in fossil 
fuels? Take time to assess whether your collection aligns 
with your wider strategy, your other assets and business 
engagements. 

When defining your collection strategy: 
— Articulate the collection’s purpose in the context of the 

overall family values and vision. 
— Create a clear roadmap. Achieve a common 

understanding and alignment amongst family members 
on how art or other collections fit into the overall family 
wealth strategy and how they should contribute to the 
family in the long term. Does the family consider them 
to be an integral part of the family assets and perhaps 
even investments? Are they seen as non-core? Are they 
central to the cultural philanthropy aspirations of the 
family or are they even so important that they are at the 
heart of the family’s identity? 

— Create an effective organization to achieve the long-
term goals of the collection. This involves developing 
clear governance pertaining the collection, which must 
be clearly articulated and communicated to all 
stakeholders, ideally as part of the family constitution. 

— Establish a clear and honest plan about the financial 
commitment required from the family to maintain or 
further build up the collection, and embed this in the 
overall family wealth strategy to ensure the 
requirements are realistic in the context of expected 
asset growth and the wider commitments or changing 
needs of the family. 
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Governance for family collections 
The top governance factors in ensuring the success of a 
family collection are: 

1. Inclusion in your broader family strategy. You can 
significantly improve the collection’s chances of survival by 
including your collection in the family’s overall strategy, 
alongside businesses, financial and other assets or kinship 
activities that require planning at the overall family level. 

2. Inclusion in your broader family governance 
documents. The family’s strategic plan should be set out 
in a written family constitution or charter that records the 
family’s shared values, common vision and guiding 
principles to ensure the continuity of assets and family 
harmony over generations. Provisions about the collection, 
its purpose, its meaning to the family, and how it should 
be dealt with need to be captured in the constitution, if a 
family is serious about their collection and its impact on 
their identity. 

3. Identifying and clarifying family roles. Establish clear 
responsibilities and define each family member’s 
relationship to the collection. These should be part of the 
provisions pertaining to the collection and captured in the 
family constitution. 

4. Establishing a family council or equivalent 
governing body. This provides an organized forum for 
family communication, strategic planning, policy making, 
decision taking and conflict resolution. If a family collection 
is meant to be preserved for generations to come, the 
same care and focus need to be given to it as to any other 
asset of the family. This should then also be reflected in the 
way decisions pertaining to the collection are taken. 

What is family governance? 

Family governance is a system of plans and structures to 
foster harmony and improve the decision-making processes 
within the family. It lays the foundation for responsible 
behavior and consistent decisions and creates transparency 
in the way in which family members communicate with 
each other. Family governance helps to build a strong family 
values system to perpetuate the family legacy, and to 
provide a framework for smooth transitions from one 
generation to the other. 
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Governance documentation 
It is advisable to develop governance documentation for a 
family collection. This will help to embed the collection in 
the overall family governance framework, family and asset 
strategy, as well as clarifying the relationship between the 
family and any professionals who may be entrusted with 
the management of the collection. Documentation should 
include a dedicated chapter relating to the collection in the 
family constitution, a collection management policy and 
bylaws. 

Because each family’s needs are different, a one-size-
fits-all approach in developing your governance 
documentation and framework would not lead to suitable 
outcomes. 

— A family constitution (sometimes referred to as a Family 
Charter) is a central element of a family’s governance 
framework. Morally but usually not legally binding 
amongst the family members who sign it, a family 
constitution is an agreement that sets out the guiding 
principles and protocols to support the family in 
achieving continuity of values and wealth over 
generations. It usually stipulates why a family wants to 
stay together, what values define and drive the family, 
how they see their joint vision as a family and in relation 
to assets or other activities they control jointly, and how 
they take decisions as a group in a transparent and fair 
way. For a family where such a joint activity relates to 
managing a collection, it is key that the purpose of the 
collection, the long-term vision and the means put in 
place to achieve the vision are mentioned in a respective 
chapter of the Family Constitution, or that a mission 
statement for the collection is included in the family 
constitution. Where a family does not have a family 
constitution as such but needs to come together and 
take decisions around jointly owned collectibles, having 
at least a Collection Mission Statement is a must. 

— A family’s collection mission statement sets out a road 
map in broad aspirational terms of what’s important to 
the family when it comes to their collection. It is a 
family’s articulation of how they view their collection, 
what they hope to achieve with the collection, and 
what role the collection will play in the legacy they 
would like to pass onto future generations. 

01 Example of a family collection mission 
statement 

The history and values of our family are strongly associated 
with our art collection. For over 50 years now, we have been 
proud to keep art legacy alive in memory of our parents, 
founders of our family enterprise. Today, our passion for 
art is seen as one of the main pillars of our endeavors. As 
we expand our businesses to new areas, we continue to 
develop and support local artists and their work. Our family 
wants to keep this tradition flourishing and engage the 
next generation to help us achieve our strategy.8 

Roles of family members 
Take time to discuss and consider the roles played by 
individual family members with respect to the collection. 
It is important to provide training where necessary and 
ensure that any roles needed are clearly defined and that 
the scope of the responsibilities associated to each role 
is understood within the family and the family office. 

Creating ’job descriptions’ with clear requirements in 
terms of skills, expectations and associated remuneration 
can be extremely helpful, and working towards a shared 
vision.

03   Possible pitfalls 

Difficulties can arise in the family around accountability of 
individual members and their roles because collections are 
often not managed with the same rigor or organization as 
a family business or financial wealth. Vaguely defined roles 
can cause major confusion later on and lead to disharmony 
or even wealth dilution. 

Asking yourself the following questions will help to 
avoid confusion and conflict: 
— Which roles do we realistically need to implement the 

collection strategy? 
— How formalized are the respective job descriptions? 
— What talent is available within the family? Where do we 

need help from the family office or external advisors? 
— How will role holders be remunerated? To whom are 

they reporting, e.g. who is monitoring and evaluating 
performance? 

— How do we retain talent and ensure that family 
members or family office employees involved stay on 
top of trends and keep their knowledge up to date? 

8 UBS Family Advisory 
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Establishing a family council 
Creating a decision-making framework is a necessary step in 
establishing a robust, effectively governed family collection. 
The family council is typically the overall decision-making 
body of a family and elected by the family members. 
Among others, the role of the family council is usually to 
preside over the non-core assets of the family with a focus 
on matters relating to keeping kinship bonds alive and the 
family united. 

For a family owning a substantial collection, the family 
council may be the decision-making body of choice for 
topics such as defining the collection’s strategic direction, 
its management and conservation priorities, any collection-
specific governance requirements, the establishment of 
yearly budgets and the financial means required from the 
family members overall to achieve the set goals. 
Depending on the importance of the collection in the 
overall wealth and the complexity of the family, a family 
may appoint a specific Art Council in charge of the 
above-mentioned activities, which reports to the family 
council. 

Every family may have disagreements at times, but 
unfortunately family infighting can cause damage to a 
collection. Once a family council has established, it’s 
important to take steps to ensure ongoing unity. 

Make sure to: 
— Include the next generation into the strategy 
— Create a culture of fair family decision making 
— Ensure clear agreements are reached around the 

involvement of any new family members 
— Leverage the passion and fun of the collection to create 

a family culture that binds the family together to share 
values and emotional bonds 

— Use the collection to portray family values to the outside 
world 

Before defining a family council, ask yourself: 
— What will be the concrete roles and responsibilities of 

the family council? 
— What expertise or knowledge will be required from the 

members to take informed decisions? 
— Who should be part of the family council? (e.g. only 

bloodline family members? Are spouses welcome?) 
— What about external advisors, not related to the family? 
— Which other membership considerations will apply 

(e.g. family branch representation, overall number 
of members? Tenure and retirement? Succession 
mechanism? Revocation of membership?) 

— How will decisions be taken (e.g. will there be a voting 
mechanism? How will the mechanism be designed? Will 
all members have a vote or equal vote? How will the 
quorum for decision making be defined? What majority 
requirement will apply to which type of decision?) 

— Meeting format: How shall meetings be conducted? In 
which periodicity? Who is responsible for the agenda 
and minutes and who shall preside over the meetings? 

Power of decision 
There is no one-size-fits-all answer when it comes to 
defining a family council. Some families, for example, 
decide that spouses should be included – particularly 
if they are likely to be impacted by issues relating to the 
collection. Other families might decide that it is appro-
priate for spouses to participate in some, but not all, 
decision making around a collection’s management while 
yet others will only allow bloodline family members. 

Partners should have a conversation about the power 
of decision, as well as families in which more than one 
member is an active collector, but resources might be 
shared.

03   Possible pitfalls 

Art and collectibles can have subjective or unquantifiable 
aspects, which can become a headache if it is not known 
in advance who decides what and when. To avoid 
unnecessary conflict, establish a clear agreement, which 
has buy-in from all parties. 
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What does a family council do? 
In the context of collection-related activities and decisions, a family 
council (or family art council) should: 
— Ensure all family members are educated about the collection as 

collective stakeholders and/or owners of the collection 
— Serve as a vehicle for transparency and timely communication to 

all family members about the state of a family’s collectible assets 
— Discuss how to align the strategic plans for the collection with the 

family’s core values and/or overall priorities 
— Ensure governance documentation is properly established and 

updated 
— Engage family members in discussions on what kind of legacy the 

collection should strive for – such discussion could, for example, be 
part of the agenda of a family annual retreat and facilitated by 
members of the family council and or externals 

— Establish the budget for the activities, management and 
maintenance of the collection 

— Make proposals to family members about the long-term strategy of 
the collection (e.g. collection focus, generational transfer 
considerations, ownership and asset holding considerations, cultural 
philanthropy strategy) 

— Ensure that any links to the family business or the family office are 
considered 

— In the context of cultural philanthropy or for collection monetization 
purposes, identify organizations and/or museums with which 
the family could consider working 

— Offer a space for problem solving and conflict resolution regarding 
the collection 
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Family council meetings should take place regularly, usually 
quarterly or bi-annually. In addition to the points outlined 
above, they should address issues such as:
 — developing performance measures for the curatorial 

team; 
— developing a strategy for the digital preservation of the 

collection; 
— developing the vision and strategy for the evolution of 

the collection.

02   Case study 

A married couple has been collecting for years and is now 
planning on investing in a series of major acquisitions to fill 
important gaps in the collection. Their daughters also 
collect, but only occasionally; they also speak up on their 
parents’ decisions for the family collection, with frequent 
disagreements. 

To avoid confusion and miscommunication, the couple 
establishes a family art council, establishing clear roles and 
responsibilities for each family member. As part of the 
family art council, they define common purpose and goals 
for the collection, which are enshrined in a collection 
mission statement. They agree on a format for regular 
meetings, and on an approach to the collection’s ongoing 
development. To support this, they define a yearly budget 
to be divided in three: one third to each parent and one 
third to be equally divided between the daughters. Power 
of decision within each family member’s own budget is 
total, while suggested purchases above $500,000 will 
always need unanimity on the parents’ side and purchases 
$1 million and up will need a majority vote in the family.9 

Involving your family office 
A family office is an entity that manages the wealth and/or 
affairs of a family, typically owned and operated by the 
founding family for their benefit. In the context of 
collection-related activities, a family having its own family 
office may want to involve it in activities such as: 

— The support of the family council in establishing the 
budget for art-related activities, such as collection 
management or activation 

— Ensuring that a periodic valuation of the collection is 
effected and appropriately reflected in the financial 
reporting, typically prepared by the family office and 
external partners for the family members 

— The support in the management of the collection, e.g. 
keeping all legal and transactional documentation of 
collections items centrally, keeping the records on the 
location of the collectibles up to date (for example the 
storage place of artworks), handling insurance and 
transport/import/export matters, organizing security etc. 

— The support of the family in ensuring the collectibles are 
owned in an appropriate and compliant way from 
a legal, tax and regulatory perspective 

— The support with respect to shipment and proper 
insurance coverage (e.g. in case of lending parts of the 
collection for public exhibitions) 

— The management and maintenance of real estate in 
connection to collections 

— Financially leveraging the collection 
— The management and maintenance (including due 

diligence and accountability) of relationships and 
contracts with family external advisors 

— The inclusion of the collection in the family’s financial 
and asset reporting (e.g. for transparency and proper 
reflection of the collection’s weight and risk 
contribution to the overall portfolio of the family) 

Where no such support is available to a family, one of the 
family council’s roles will be to clearly define who takes up 
such roles, whether it is a family member or whether the 
roles are entrusted to outside parties.* 

9 UBS Art Advisory 

* We would like to thank Eric Landolt, Head Family Advisory EMEA and Switzerland, UBS Global Wealth Management for his contribution. 
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Corporate collections 

While some collections are closely linked to individuals and families, others begin, 
or evolve, in a professional setting. 

If you own a business and are thinking about starting a corporate collection, 
consider how it will reflect the values and interests projected by your company 
and brand, as well as how the collection will be received by employees, clients and 
external visitors. 
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What makes a corporate collection successful? 
As with an individual or family collection, there are several 
factors that are likely to have an impact on whether a 
corporate collection is a success: 

— Defining a clear strategy, milestones and goals 
— Supporting the collection with a clear purpose 
— Avoiding vanity or projects that might be deemed 

insincere or tentative 
— Developing a clear leadership structure for the collection 
— Setting a clear and convenient legal and fiscal vehicle 

for the collection 
— Thinking about the future: What will happen if I sell the 

business? Did I create a sustainable governance form 
that will take care of the collection’s legacy? 

— Budgeting adequately for collection acquisitions, 
management, and activation 

Defining a purpose, goal and strategy 
A corporate collection might include artworks you have 
purchased privately, or which reflect your personal taste. 
It is important, however, that any corporate collection 
is viewed as an asset to be used and activated – with a 
scope and purpose that extends into the public sphere. 
A corporate collection can help to establish a dialog 
between a brand or company, and the community or 
communities with which it engages. 
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Types of corporate collection 
When determining a strategy for a corporate collection, 
there are several possible routes. The section below 
outlines just some types of corporate collection – however, 
many corporate collections combine several of these 
elements. We are listing five examples to give a sense of 
the variety in scope and purpose. 

Employee-oriented collection 
The collection is predominantly for the enjoyment of 
employees, serving as inspiration for employees, and 
embodying what the firm stands for. Activation might 
prioritize educational programs and tours of the collection, 
which are open to both employees and their families – 
for example, a presentation focused on a new acquisition. 

Client-oriented collection 
A corporate collection can be activated by showcasing 
artworks or objects in client meeting rooms, points of sale 
or public spaces where customers gather. Presented in this 
way, the collection can form a great platform for dialogs 
with clients, as well as reflecting the brand’s values and 
bringing a unique quality to company spaces. The 
collection’s activity might also extend to large, public-
facing commissions by leading artists. 

Artist-oriented collection 
Under this model, artworks or objects featured in the 
collection are created by artists or makers that would 
benefit from active support – for example, in countries or 
regions that lack infrastructure for the promotion of the 
arts or craft, or access to education. New acquisitions help 
to boost the local market and provide creators with crucial 
income. You could also consider pursuing corporate 
sponsorship initiatives, prizes, grants and bursaries, in 
collaboration with local art schools, museums or fairs. 

Investment and diversification10 

In some instances, a corporate collection might evolve 
from a strategy focused on investment potential, or 
diversification of company assets. In this case, artworks 
might be acquired on a more opportunistic basis, and 
deaccessioned flexibly. Though this approach is at odds 
with traditional ideas around collecting, artworks pur-
chased can still be seen and appreciated by clients and 
employees while they remain in the company’s possession. 

Legacy collection: 
A corporate collection can also be shaped around a 
business area or product. For example, a car factory might 
collect car advertisements from the early twentieth century 
to the present day, developing an on-brand collection that 
provides an insight into changes in style, graphic design 
and messaging over time. In other instances, the 
company’s product might form a point of departure for a 
corporate collection with a clear theme. 

02   Case study: the Marli Hoppe-Ritter Collection 

Ritter Sport, which is famous for its square tablets of 
chocolate, has amassed a collection of nearly 1,200 
modern and contemporary artworks that are either square 
in shape, or feature quadrilaterals. The famous ’Homage to 
the Square’ series by artist Josef Albers formed the 
foundation of the collection – shaping its future strategy 
and branding. The Marli Hoppe-Ritter Collection is located 
in Waldenbuch, Germany, and features artists including 
Johannes Itten and the Zurich Concrete artists.11 

10 Art and collectibles have emotional value and can have financial value, too. We do not advise, however, that art and other collectibles are viewed as an investment class. 
This is particularly true for art; the art market offers limited transparency and price data. Instead, art should be viewed as paying emotional dividends. 

11 museum-ritter.de/en/inhalt/home.html 
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Roles and responsibilities 
A corporate collection requires dedicated staff who can 
support its evolution and facilitate activations. Some key 
roles might include: 

Executive Director: provides executive leadership on all 
aspects of the collection and its management and can act 
as Artistic Director. Acts as the primary public spokesperson 
for the collection. 

Curator(s): professionals with an excellent knowledge of 
art or a specific field, who decide what should be acquired, 
and how the collection should be activated and exhibited. 
They also write and/or edit all texts and content relating to 
the collection, sometimes supervising graphic designers, 
editors and publishers to create dedicated publications. 
The role of Curator can also be covered by the Executive 
and/or Artistic Director. 

Registrars and/or Logistics Managers: manage an inventory 
of artworks and objects, and oversee their movement – for 
example, into and out of storage, between office buildings, 
and to institutions receiving loaned works for exhibition. 
They also hire and supervise art handlers (responsible for 
unpacking, moving and installing artworks), conservators 
and photographers. 

Facility Managers: Less specialized staff, whose responsibilities 
can include maintaining the collection’s location – from 
managing security, to ensuring environmental factors such as 
temperature and humidity are controlled. Those responsible 
for storage will ensure that items are appropriately ordered 
and handled, and that any safety measures in place are 
respected. 

Additional responsibilities within a collection team 
might include a dedicated CFO or Treasurer, a Director of 
Education or Engagement, especially where the collection 
is employee-oriented, and a dedicated publications team. 

Boards: As with a museum, a corporate collection usually 
relies on an internal supervisory, advocacy and governance 
team, in the form of a board of trustees, or committee. 

The board can also include external experts. Ideally it 
should be a mix of internal people from the business, who 
are close to the collection’s topic and the corporate image 
needs and interests, together with other art experts. 

Internal and external (e.g. art advisors and gallerists) 
board members should guarantee no conflicts of interest in 
advising and deliberating key decisions. 
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INSPIRATION IS FOR AMA 
THE REST OF US JUST SHOW 
UP AND GET THE WORK DONE. 
IF YOU WAIT AROUND FOR 
THE CLOUDS TO P 
BOLT OF LIGHTNING TO STRIKE 
YOU IN THE BRAIN, YOU 
NOT GOING TO MAKE AN A 
LOT OF WORK. 
CHUCK CLOSE 
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TION IS FOR AMATEURS. 
THE REST OF US JUST SHOW 
UP AND GET THE WORK DONE. 

AIT AROUND FOR 
THE CLOUDS TO PART AND A 

T OF LIGHTNING TO STRIKE 
YOU IN THE BRAIN, YOU’RE 
NOT GOING TO MAKE AN AWFUL 
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Responsibilities for a Board of Trustees might include: 
— General oversight of the work of the Director and 

Curators, via reports on past, present and future 
acquisition and activation plans 

— Collection and brand advocacy with both internal 
and external audiences 

— General financial performance oversight, including 
endowment or fund performance where such 
instruments are present 

— Assessment of the measurements of impact, 
visibility and other qualifying factors such as return 
on investment if the collection is also used as a 
marketing tool 

— Approving any important decisions and acquisitions 
above a certain price point 

— Approving any deaccessioning decisions 
— Strategic planning 

Re-evaluating a corporate collection 
Like all aspects of a company’s activity, it is important to 
regularly re-evaluate the role of a corporate collection 
and its strategy. Ensure time is set aside to review whether 
the collection is still a valuable tool which supports the 
company’s agenda. Key questions to consider include: 

— Is the collection still a reflection of the company’s values and mission? 
— Is it fulfilling its stated ambition, for example, providing an effective 

tool with which to engage with clients and the wider public? If not, 
what steps need to be taken to change this? 

— Would other tools be more effective in fulfilling the purpose that was 
initially assigned to the collection? 

— What liquidity requirements12 does the collection have? Has the cost 
of maintenance, or the value of the collection, been considered? 

To assist in evaluating the effectiveness of a corporate 
collection, it can be helpful to develop a set of metrics 
which are used to assess its performance. These should be 
closely tied to the collection’s purpose. For example, if your 
collection is client-oriented, you might measure how many 
people it reaches per year. This could be a score reflecting 
multiple factors, for example: total number of visitors to 
exhibitions featuring collection works; value of press 
coverage relating to the collection; number of social media 
followers gained through a dedicated account; visits to a 
dedicated web page. 
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02   Case study: the UBS Art Collection 

At UBS, we understand the value of corporate art 
collections, as well as their function at both an internal and 
external level. The UBS Art Collection is recognized as one 
of the most important corporate collections worldwide 
with more than 30,000 artworks by some of the most 
influential artists of our time. 

The mission of the UBS Art Collection is to acquire and 
maintain works of art in the communities where we do 
business, buying on the primary market to directly support 
artists and galleries. Today, the Collection is part of our 
cultural history and contributes to the innovative thinking 
that shapes UBS. 

Artworks from 1960 to today are on display in UBS 
offices globally and in the UBS Art Gallery in New York. 
One of the defining legacies of the collection is that of 
ambitious site-specific commissions created in collaboration 
with living artists over many years. Several of these are on 
permanent display, in our offices and in public-facing 
spaces, such as our New York gallery. 

The Collection also actively lends works to major art 
museums and cultural institutions for public exhibitions.13 

12 Strategies are subject to individual client goals, objectives and suitability. 
13 ubs.com/collection 
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Activating a collection 

There are several approaches to activating a collection – each of which have 
potential pros and cons. Some tactics include: 
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Open house events 
Under certain circumstances, and provided that necessary 
security measures are in place, publicly accessible, open 
house events can be an engaging and genuine way to 
share a collection with a broader audience and position 
yourself as an active player in your community. For corporate 
collections, open office events can also be an effective way 
of sharing works with your civic and business community.

  Possible pitfalls 

This strategy relies on robust safety and security measures in 
the workplace. For open office events, this should include 
the protection of internal and classified documents. 

Pop-up exhibitions 
Pop-up exhibitions held in non-profit spaces can be an 
effective way of sharing an art collection with wider 
audiences. Your relationship with the venue should be 
a key consideration. The host should, ideally, also have 
a genuine interest in your collection, and be eager to 
host an exhibition dedicated to it. If you are sharing a 
corporate collection, ideally, your company would already 
be supporting the space as a sponsor, board member or 
donor.

03

03   Possible pitfalls 

While potentially very effective, this approach is not 
without reputational risk: what if the public, or critics, 
dislike the format, or, worse, believe it is exploitative? 
In the case of corporate collections, some may believe 
the venue has only hosted an exhibition in exchange 
for funding. 

Prizes and grants 
You could consider developing civic-minded initiatives
 in partnership with public arts spaces or educational 
institutions. These might focus on scholarship around the 
collection’s artworks, or areas of focus. You could also 
consider supporting venues with minimal funding. For 
corporate collections, the latter could result in an uplift 
in positive brand sentiment.

  Possible pitfalls 

This strategy could also be open to critique from the 
public. If you establish a prize or grant, is it clear that the 
selection process is transparent and fair, and without any 
conflict of interest? 

Artist and curatorial residencies 
You may live, or operate a company, in a region that does 
not have a developed art market or cultural offer. In these 
instances, you might consider opening or supporting a 
residency program, which sees a selected artist or curator 
invited to stay in a studio that might be part of your 
property or business facilities. This model supports the 
production of new works or research relating to the 
collection and its themes, and should also provide an 
opportunity for interaction with the community. 

03   Possible pitfalls 

Be mindful of who you select to take part in a residency. 
For example, if you’re offering a place to an artist or 
curator, do they have strong political views, or values that 
contradict those held by you or your company? The most 
fruitful exchanges are founded on clear communication: 
ensure that participant(s) understand – and ideally share 
– your vision and values. 

Collaboration with museums 
Lending artworks to museums can be an effective way to 
activate the collection, for more information on this topic 
go to the “Managing a collection” chapter. 

03
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Developing 
a collection 

Whether you collect art, wine, cars or watches, all collectibles are surrounded by a 
dynamic ecosystem. When developing your collection, expect to navigate a market 
that comprises multiple, interconnected players and opportunities to transact. This 
chapter takes the art market, its platforms, opportunities and potential pitfalls as 
an example. 
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Art, collectibles, and their 
’Worlds’ 

This section of collector’s compass is intended for 
individuals who are just starting out on their collecting 
journey, or those who are eager to explore an aspect 
of the market for the first time. Further information on 
the unique aspects of the markets for wine, cars and 
watches is given in the dedicated chapters in this guide. 

Sales platforms: strengths and considerations 

Sales platform Strengths Considerations 

Art advisors and 
consultants 

— Can provide tailored service and attention 
— Opportunity to develop personal relationships 

and trust over time 
— Higher discretion, depending on professio-

nalism 
— Potential access to exclusive collector network 

contacts 
— Fewer or no time constraints means that due 

diligence process can be set as conditional to 
the purchase 

— Privacy and discretion can be harder to cont-
rol, for example if the advisor shares the work 
with too many other possible clients or dealers 

— Extreme care needed in securing transparency 
in fees 

Art fairs — Galleries bring the newest and best works to 
such events 

— Convenience, as fairs allow you to discover a 
huge number of works in person, and in one 
location 

— Social aspect, networking and exchange with 
other collectors, artists, and art professionals 

— Prices can be high due to gallerist choosing 
work that can offset the costs of shipping, 
import/export taxes, staff and booth rental 
expenses 

— Busy atmosphere, gallerists may have less 
one-to-one time 

— Pressure to buy can lead to impulse purchases 
— Travel may be required 
— Disappointment if artwork has been reserved 

in advance of fair opening by VIP client 
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Sales platform Strengths Considerations 

Auction houses — Sales accessible to all 
— Great variety of work 
— Privacy if bidding online or over the phone 
— The best auction houses guarantee the works’ 

authenticity and should be able to provide 
documentation including up-to-date condition 
reports 

— Opportunity to find works at advantageous 
prices – particularly if they are of a high 
quality, and interest is measured. Outstanding 
deals can be found for unfashionable works 
and other niche collectibles 

— Buying in different countries may provide 
access to advantageous prices 

— Due diligence process can be arduous, 
particularly due to limited timeframe and 
privacy concerns on the consignor side 

— Limited overview of available works compared 
to galleries and dealers 

— Risk of choosing to buy works based on 
accessibility or price, rather than staying 
focused on exactly what you are looking for 

— Lack of privacy if bidding in person 
— Taxes and fees add up 
— Risk of impulse buys 
— Buying at a convenient price will also result 

in the artist having an underwhelming 
’negative’ auction record, slowing future price 
performance for both artwork and artist 

Auction houses: 
private sales 

— Discretion and time flexibility 
— Possibility to wait to see auction results for 

similar works to gauge interest, ensuring 
works are sold or purchased at a strategic time 

— Certainty about outcome 
— Access to large collector network 
— Avoids potential for unsold lot, or negative 

record for an artwork 

— When selling, you will never know if a 
bidding war might have driven the price 
of your work higher in an auction 

— Is it actually private? Make sure there is 
control on how the house publicizes the 
available works 

Gallerists and dealers — Only way to buy artists with exclusive 
representation 

— Opportunity to see works in person 
— Consolidating a relationship over time with 

the gallery and its artists can result in higher 
access 

— Trust in the gallery’s own investment in the 
artist, and efforts to promote their work 
further 

— Access to the gallery’s social events and 
networks 

— Prices not always justified by artwork’s 
supply and demand, price performance or 
promotional efforts 

— Access to first-choice works can be denied 
or made difficult to new collectors 

— Risk of reputational damage with other 
galleries as well, should a deal go wrong 

— Advice from gallerists may be biased 

Online platforms — Immediacy of ’buy now’ options — Risk of impulse buys 
— Relative price transparency and accessibility — Sight-unseen purchases remain problematic 
— Access to less prominent international dealers for most artworks, as details such as color or 

and artists materials might be more difficult to assess 

— Online experiences can be tiring and/or 
impersonal 
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Possible pitfalls and conflicts of 
interest within the art world 

Art advisors and consultants 
An advisor or consultant can give you access to works that 
are not openly available on the secondary market. These are 
typically owned by individuals only willing to sell with total 
discretion, and many great works change hands this way. 

01 Conflicts of interest 

When acquiring a work of art through an art advisor or 
consultant, it is advisable to pay a fixed hourly rate, rather 
than offering a percentage of an artwork’s purchase price. 
This removes any incentive for the art advisor or consultant 
to suggest more expensive works, which might boost their 
income, but not necessarily align with your goals. 

If an art advisor or consultant does request a percentage 
of a work’s purchase price as their fee, consider whether 
they are the right partner for you. Are you convinced that 
their recommendations will support your goals? Can they 
offer exclusive access to hard-to-find works? 

It is important to request total transparency around your 
transaction: an art advisor or consultant should receive 
payment from you only, and should agree to disclose all 
payments from stakeholders involved in the transaction 
in the purchase contract. They should only represent the 
interests of the buyer or the seller. 

If an advisor is working for you on a sale, it makes sense 
to compensate him or her with a percentage fee; this 
would give them incentive to sell your artwork at the 
best conditions. 

Auction houses and private sales departments 
Auction houses have, in recent years, become increasingly 
accessible, supported by a transition to digital platforms 
which allow collectors to bid online at their convenience. 
Their role in the art market can be contested: some believe 
their model is rooted in fairness, with purchasers paying 
the highest price they are willing to for works offered. 
Others believe they can damage an artist’s career – for 
example, by prompting a sudden perceived inflation or 
deflation in their market value, when an auctioned work 
goes for significantly more or less than its estimate. 

Bidding wars and price bubbles 
When an artist’s work is in higher demand, their gallery 
typically establishes a waiting list to sell their (suddenly 
scarce) work. This typically favors reputable collectors that 
will not resell the work for a profit – or who might donate 
to a museum. 

In such circumstances, the rare appearance of a work by 
the artist at auction can cause a bidding war among 
collectors who have been denied access to purchase 
otherwise. This can result in a new auction record, which, 
in turn, can drive up gallery prices. 

When this happens, a ’price bubble’ might occur, causing 
the artist’s market to go into stasis. Collectors who 
bought early for little will not part with works, for fear of 
underselling an artist whose prices might escalate further. 
At the same time, they won’t be able to afford anything 
new by the artist. Collectors who bought late at much 
higher prices will not sell either, because of the small margin 
they would make. They might also be more cautious about 
new purchases because of the rising prices. 

Collectors who do not own a work by the artist will review 
his or her career progression before buying: is the artist 
represented in museum collections? Is the work critically 
acclaimed and by whom? Is the work good enough to 
justify its price? They might – unsurprisingly – find that 
prices have risen too fast and that, no, the art is not worth 
the price. 

In the circumstances, galleries (and the artist) might actually 
have a harder time selling work. All they can do is work 
backwards, facilitating the artist’s inclusion in prominent 
exhibitions or publications by respected authors – a process 
that might not be possible if the artwork was not credible 
to begin with. 
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Gallerists and dealers 
Galleries play a central role in the art market, identifying 
artists and promoting their work through tactics including 
advertising, and arranging meetings and events with 
critics, curators and collectors. This promotional activity can 
stretch to include financing exhibitions of artists’ works in 
galleries, museums or other institutional venues. 

Conflicts of interest 

A gallerist’s job is to promote the artists they represent. 
While they might provide excellent insight, it is important 
to remember that their advice might not be objective. 

In some instances, an artist is represented by multiple 
galleries. This could incentivize those galleries to sell the 
artist’s work for consistent prices, to avoid 
competition. 

Where galleries finance exhibitions of artists’ works, there 
has been concern around curatorial integrity: it is, of 
course, easier for a curator to grant an exhibition to an 
artist if the cost to the institution is lower. 

Curators and art critics 
Critics and curators can influence the public perception of 
an artist’s work through endorsement, or criticism. They 
can also act as gatekeepers, deciding whether an artist is 
included in an exhibition or collection. In recent years, both 
roles have faced challenges: institutional budgets have 
diminished and the press sector has contracted. 

01 

01 Conflicts of interest 

Curators affiliated with publicly-funded institutions should 
refrain from giving advice on acquisitions outside their 
place of work or participating in a transaction financially. 
A museum curator has insider knowledge about upcoming 
retrospectives in his or her institution – a milestone that 
would almost certainly increase the value of a featured 
artist’s work. If a curator were to advise you to purchase 
an artist featured in a major exhibition before it was 
announced to the public, this could be perceived as the 
art world equivalent of insider trading. 

Buying 
When developing a collection, it can be helpful to set out 
or review your liquidity strategy. Have you considered how 
much liquidity is necessary for building your collection? 
How does your collection fit into your overall portfolio?14 

Knowing what to buy, where and when is a lifelong 
learning process for any collector. Before acquiring a new 
work, take time to assess a variety of factors, such as rarity, 
provenance and condition. 

The art market has taken steps towards greater 
transparency in recent years. Despite this, it remains 
important to undertake research into an artist’s prices 
before making a purchase. Seek advice from impartial 
professionals, or even fellow collectors, who will help you 
to define a reasonable price range for your chosen work. 

It is also pertinent to check a range of sales platforms to 
assess the price of comparable works by the same artist. 
Perhaps you have your heart set on a limited-edition print by 
Andy Warhol, offered through a gallery. Have you checked to 
see whether another print from the edition, of comparable 
quality, is available for less through an auction house? 

Prices for an artist’s work can also vary by geography 
or respond to socio-political developments and changes in 
public opinion. Research is key to ensure your collecting 
activity remains cost-effective and sustainable. Remember: 
impulse purchases might undermine your goals, or prove 
to be something you regret in the future. 

01 Ancillary costs 

Purchase prices are hardly the only cost associated with 
buying art. Even before a sale, several ancillary costs must 
be considered: 

— Auction house fees – variable, however typically 
25-30% for in-person auctions, falling to as little as 
10% for online-only auctions15 

— Artist resale rights – this is the small percentage of 
the resale price that a living artist gets for the resale of 
their work, so that they can also participate in profits 
resulting from an artwork’s appreciation in value. 
They are rarely applied, and usually amount to a low, 
single-digit percentage which is capped 

— VAT and import taxes – to be considered based on 
regulations in place in both the location of the artwork 
at the time of sale and where it is to be shipped after 
purchase 

— Costs for extraordinary or complex shipping, handling 
and installation 

— Costs for export documents, permissions and clearance 
— Costs for intellectual property and/or reproduction 

rights fees 

14 Strategies are subject to individual client goals, objectives and suitability. 
15 Fees may change. For up-to-date information, refer to auction houses’ latest terms and conditions. 
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01 Artwork commissions 

Whether in the form of a portrait, or a site-specific mural 
or installation, commissioning artwork can be an extremely 
fulfilling experience and lead to unique results. 
Unfortunately, possible risks and pitfalls abound. 

Dealing directly with an artist can prove challenging, and 
questions may also arise in relation to the materials used to 
create a work. For site-specific works, architectural and 
environmental considerations must be factored into plans, 
as should issues relating to permanent ownership. 

Ask yourself the following questions: 

— What if a commissioned portrait doesn’t come out 
as you expected? 

— Will the artist’s vision for the work be viable? 
For example, is the weight of the concrete the 
artist required as a primary material for his garden 
installation going to crack your terrace? 

— If you have commissioned a site-specific installation, 
do you still ’own’ the artwork if you sell the property? 

Due Diligence 
When purchasing a work of art or any other collectible, it 
is important to conduct proper due diligence. The section 
below provides an example checklist for any collectors 
buying an artwork. Expect your seller to provide: 

— High-resolution images, recto/verso 
— Factsheet/description of each work 
— Proof of ownership (invoice, inheritance papers etc.) 
— Full detailed provenance 
— Appraisal updated 
— Storage documentation/contract 
— Expert report from at least one leading expert 
— Detailed condition report by a conservator 
— Transport, export/import documentation/information 

(for current location and at each move, including 
Cultural Heritage and CITES documents) 

— Insurance contract including detailed inventory list 
— Records of the work in the catalogue raisonné of the 

respective artist 
— Exhibition and publication history 
— Art Loss Register, Lost Art Certificate or other equivalent 

databases 

Authentication 
Even if an artist is alive, and you are buying one of their 
works through a third party, always seek direct confirmation 
that it is authentic. If authentication is performed by 
an expert – however qualified – remember that you are 
trusting an opinion. Scientific analysis can help as a 
decision-making tool but should not be taken as definitive, 
as it has sometimes also proven fallible, for example when 
a forged work incorporates original vintage pigments and 
materials. Even a photograph signed and noted by the 
artist while living is problematic, as this form of document 
can be faked. 

Whenever possible, consult the official archive, 
foundation or other non-profit entity representing the 
artist’s estate. These organizations will issue numbered 
and trackable certificates. In some cases, there is more 
than one individual, heir or entity claiming to be the 
authority. This is a particularly complex situation. When 
in doubt, seek legal advice to establish who, in fact, is 
entitled to authenticate the artist’s work. 

When acquiring or reviewing a condition report, be wary 
of conflicts of interest. Some examples include: 

— Acquiring an appraisal or condition report which has 
been prepared by an individual who may have a 
financial interest in the transaction 

— For very expensive works, or works whose provenance 
and authentication is complicated, an appraisal opinion 
or condition report should ideally be executed by more 
than one professional 

— Conservation issues which have been assessed by 
experts who also provide treatment for works of art, 
who might therefore magnify small issues in the hope 
of selling their services 

— The owner of the artwork is related to, or associated 
with, the appraiser, conservator, dealer, gallery or 
consultant selected to supply a condition report 
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Condition reports 
A condition report is a written description of an artwork 
noting all condition issues, including those relating to the 
framing materials. This assessment should be produced by 
a trained conservator and updated after any relevant event 
in an artwork’s life cycle, for example before and after 
transports, or before a re-evaluation. 

Even if a work is presented for sale with a perfect 
condition report, it can still be advisable to seek a 
professional opinion. Perhaps you spot an Impressionist 
landscape, which features a ’re-lined’ canvas? That means 
that the original canvas has been reinforced with, or 
sometimes unstretched and reapplied to, a newer canvas 
layer – an invasive procedure that can impact the art-
work’s real and perceived value. In this instance, further, 
impartial pre-sale evaluations by a recognized conservator 
or art appraiser would be necessary. 

Import and export 
Another important due diligence point is a thorough 
assessment of all foreseeable import/export issues. 
Depending on the country of origin, certain works might 
be considered of historical significance. Other works might 
be made of materials whose trade is regulated or prohibited 
by the Convention on International Trade in Endangered 
Species of Wild Fauna and Flora (CITES).16 Apart from the 
obvious ethical implications, the import and export could 
therefore be banned or delayed by justifiably complicated 
procedures. In such cases, buying from a seller who helps 
in obtaining the necessary paperwork makes a world of 
difference. 

Legal title issues 
Among the most important issues when deciding whether 
to purchase an artwork are the presence of any problems 
relating to its legal title. This can include claims of partial 
or total ownership related to family disputes, inheritors 
or creditors, or stem from troubling artwork provenance, 
as in the case of looted or confiscated works. 

It is possible for the seller of an artwork to be either 
uninformed about – or unwilling to disclose – full 
information on such matters. It is best practice to request 
that the seller provides a guarantee on a clear title; you 
could also consider acquiring title insurance. 

16 cites.org/eng/disc/text.php 
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Managing 
a collection 

Managing a collection is a significant responsibility, and there are several factors to 
consider. A proper strategy, with the right tools and support, is vital to ensuring the 
long-term health of your collection. In UBS Wealth Way, this section of collector’s 
compass relates to Longevity.17 
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Inventory 
It is advisable to develop an inventory detailing the 
contents of your collection as soon as possible in your 
collecting journey. This will prove an invaluable resource as 
your collection grows – for example, providing over-sight 
of where works or collectibles are stored – and will also be 
vital for any estate planning activity. Components of an 
adequate inventory may include: 

— Information about makers or artists 
— Title and dimensions of the object 
— Provenance 
— Exhibitions 
— Literature 
— Condition 
— Insurance value 
— Location or place of storage 
— Purchase evidence 
— Current market value 
— Pictures 

A checklist is provided in the Appendix of this document, 
to support the creation of a thorough and useful in-ventory 
that will provide a meaningful support to your collecting 
activity. 

Documentation 
In addition to developing a structured inventory, it is 
important to file any documentation relating to your 
collection – particularly where it relates to the provenance 
of an object, as this can be vital for determining 
authenticity and avoiding legal issues. Try to ensure you 
hold complete information for each of the items in your 
collection. Where feasible, this should indicate a full – or as 
full as possible – chain of ownership. The latter can be 
reconstructed through a variety of documents, including 
purchase receipts, last wills, inventories, diaries, insurance 
policies, family photographs, customs invoices, transport 
documents, receipts etc. Evidence of authenticity will be 
required for any future sale and will impact its commercial 
value. 

Collection Management Systems 
As a collection and its scope grow, it is of paramount 
importance to develop a clear system for storing related 
information. Data and documents collected as part of the 
due diligence process when ’onboarding’ an artwork 
should be stored and formatted in a clear way, so that they 
could be understood by someone other than you – 
regardless of whether you anticipate this is likely to be 
necessary in the short term. 

For those starting out, a File Maker or Excel file, saved 
on secured storage, can prove a simple yet effective 
Collection Management System (CMS). Larger collections 
are harder to manage, search and organize without a 
dedicated CMS program, particularly if they are situated 
in multiple locations, and incorporate different thematic 
strands, mediums, periods and values. In any case it is 
crucial to also store the hard copy versions of the records 
in a safe yet reachable location. 
There are multiple CMS options available, which span 
entry to professional level. When considering a CMS, ask 
yourself the following: 

— Do I really need this, and why? 
— Who is going to populate the database, and when? 
— How much time will they have to do that? 
— If it’s not you or someone in your family, what will 

they need to know to do it and how much will 
their time cost? 

— Is the inventory only for insurance, book and record-
keeping, or also for the purpose of future sales, 
inheritance and legacy matters? 

— Would you also need your CMS software to make it 
easy for you to show your collection to friends? 

Most CMS brands offer cloud-based platforms that can be 
accessed from everywhere. Products that allow for easy 
multi-user operation should be preferred if the upkeep of 
the database will be performed in collaboration with 
others. In these instances, also consider who can access 
what. For example: a parent might wish to keep certain art 
collection data away from the next generation, and/or 
business collaborators and staff. Several CMSs offer tiered 
access systems that can provide you with greater control.

03   Possible pitfalls – security 

When selecting a CMS for your collection, take time to 
assess any security issues. Ensure that you remain the 
owner of your data by reading contracts and disclaimers 
thoroughly. Will the provider mine your data for other 
purposes? What happens to your data if the CMS 
company goes bankrupt? What kind of protection do they 
have in place against hackers? If your CMS does not have 
adequate protection against cyber criminals, your 
collection’s contents, and details such as where items are 
stored, could be exposed. 
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Insurance 
Many reputable providers offer specialized insurance 
policies, and it is advisable to select a provider who has an 
in-depth knowledge of your chosen collecting category. 

In some instances, providers may be highly specialized: 
for example, a car insurer may only provide classic car 
insurance, or supercar insurance. This section takes art 
insurance as an example, with advice for collections of 
wine, cars and watches provided in dedicated chapters. 

When selecting a policy for your collection, consider 
selecting an itemized ’all-risk’ policy, which covers each of 
the artworks you own. The advantage of these policies is 
that they typically cover the art in itself, regardless of its 
location – even at the moment of purchase. This is 
important as most damage to artworks happens during 
shipping. 

Itemized insurance policies also allow for strategic use of 
resources, as it is possible to remove objects from the 
policy which present little or no risk – for example, heavy 
sculptures which are hard or impossible to steal, or 
ephemeral and replaceable installations. 
Typically, more portable items incur higher insurance 
premiums as they are more at risk of theft and quickly 
monetizable. 

It might be tempting to take out a blanket household 
insurance policy, which covers your art collection. This is 
inadvisable, however: while such policies might cover the 
total destruction of an artwork, they may not cover the 
cost of repairing a damaged work. They might also fail to 
take into account loss of value, or consider as many 
potential risks as a specialized ’all-risk’ policy. 

The following checklist can be helpful when assessing 
which insurance policy is right for you: 

— Does it offer all-risk coverage? 
— Is coverage attached to the object, rather than its 

location? 
— Is the policy customizable? For example, can you take 

items in and out according to varying risk factors? 
— Does the policy allow ongoing appraisal of the insured 

works to adjust their value and cover damage in full in 
case of appreciation? 

— Does the cover have reputable and reliable financial 
backing? 

The other key factor is knowing who, ultimately, will cover 
the risk. Small brokers can offer advantageous or flexible 
plans and if their policies are backed by larger insurance 
companies, that would make them, essentially, as reliable 
and solvent as them. 

Appraisals and re-appraisals 
It is important to have a clear understanding of the value 
of items you own. This is essential for insurance purposes, 
and will also prove useful when selling an item, assessing a 
prospective purchase or as part of a clear succession plan 
for a better understanding of your total wealth. 

What is a qualified appraiser? 
A qualified appraiser is one who has either earned an 
appraisal designation for a recognized professional 
organization or has met minimum education and 
experience requirements. 

They should regularly perform appraisals for which 
they receive compensation, and should be familiar with 
the subject matter being appraised and its market. For 
charitable contribution and estate appraisals, the appraiser 
must have no conflict of interest. 

It is beneficial to employ an appraiser who is a member 
of a recognized appraisal organization. Bodies such as the 
Appraisers Association of America (AAA)18 have established 
codes of practice, and require members to commit to high 
standards of conduct and professionalism. 

The AAA’s Code of Ethics 
— Provide independent valuation outside third-party 

influences 
— Retain no outside interest in the subject property other 

than an accurate and professional value 
— Contract for appraisal work only within the areas of 

their professional expertise 
— Reach objective value conclusions by considering all 

factors in appraisal standards 
— Use the highest standards of connoisseurship in 

examining and documenting property 
— Professional remuneration is independent of the value 

of the subject property. 

Before you buy 
Check that the item’s condition, provenance, artistic and 
historical significance are correctly represented by the seller 
and correspond to the proposed price tag. 

17 Strategies are subject to individual client goals, objectives and suitability. 
18 appraisersassociation.org 
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While you own 
The value of some items can go through dramatic shifts. 
This can be especially true if you collect art, or purchase 
emerging artists. It is crucial to keep an eye on the market 
performance of artworks or objects in your collection and, 
if necessary, schedule regular re-appraisals to make sure 
they are not underinsured and/or are correctly valued in 
the event of a sale. If you are using an appraisal for tax 
purposes, make sure you review it regularly to ensure you 
are not being over- or under-taxed. 

Passing on your collection 
Appraisal is crucial to be able to file the individual’s last tax 
return or determine the inheritance share and, with it, the 
inheritance tax potentially payable by each heir. In some 
situations, artworks or objects in an estate may also need 
to be reported retroactively to the tax authorities by heirs 
(with potential supplementary taxes or, in the worst case, 
penalties becoming payable). If you own art across 
jurisdictions, this can become especially challenging.19 

Value definitions 
Artwork appraisals are often particularly complex. Beauty is 
in the eye of the beholder, so the price someone is willing 
to pay for an artwork can make art valuation unpredictable 
and subject to fluctuations. 

Fair market value This is the value used for tax and inheritance purposes. The United States Internal 
Revenue Service20 defines fair market value as the price paid between a willing buyer 
and a willing seller, without external encumbrances and with a shared set of relevant 
facts. Auctions are assumed to offer fair market value indication because everyone 
can bid at will. 

Retail replacement value This is the value used for insurance purposes. It assumes that the broken, lost or 
otherwise claimed item needs to be replaced in a timely manner. Waiting for a similar 
item to come up for auction or become available in an advantageous private sale 
could be unreasonable and impractical and therefore the guiding prices are those set 
by dealers. 

If you collect art, be aware that the retail replacement values informed by gallery 
prices can be substantially higher than the fair market value. This is because prices 
are typically higher at a gallery than an auction house, and should include ancillary 
costs such as crating, shipping, handling, fees, taxes etc. 

Marketable cash value This defines the actual worth of an art or collectible asset in case its joint ownership 
ends. It basically corresponds to fair market value minus all sale-related expenses 
such as transport, tax, fees etc. 

19 For further information, see ’Legacy and estate planning’, page 70. 
20 irs.gov 
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Conservation 
Art and collectibles share one characteristic above all: they 
are objects worth keeping, protecting and pre-serving, 
whose value far surpasses that of their material composition. 
When starting or developing a collection, ensure you 
consider the conservation requirements of any additions 
carefully. Proper conservation should be viewed as a form 
of risk management: properly executed, it can prevent 
works in your collection from incurring damage which 
could impact their longevity and value. 

For any collectible, considerations around conservation 
should begin prior to purchase – and continue during 
ownership. Never commit to buying without assessing 
present and future conservation issues, in close consultation 
with an expert, who should be separate from the vendor. 
The section below looks at issues to consider when 
collecting art. Considerations for wine, cars, and watches 
are addressed in dedicated chapters. 

Before buying 
When buying art, it is typically easier to assess the 
conservation needs of works offered on the primary 
market, as gallerists will have direct access to the work’s 
maker, and therefore full insight into the fabrication 
process and materials. In some instances, primary market 
purchases pose fewer conservation issues, as materials are 
’fresh’ from the studio. This isn’t always the case, however: 
some artists work in materials that are ephemeral, or 
employ new technologies which might become dated or 
redundant. When buying, consider including a note in the 
sale contract detailing how the artist and/or gallery will 
assist if a repair is required. 

Secondary market purchases, whether from an auction 
house or dealer, and even from a peer collector, should 
always be facilitated by an updated report detailing the 
condition of the work, and addressing any previous damage, 
restoration etc. This assessment should be performed by a 
trained, third-party conservator. A detailed (and clearly 
written) condition report is a clear sign of professionalism 
on the side of the seller, but it doesn’t always tell the 
whole story. Although in good faith, the seller might not 
have enough expertise to spot all possible issues, past, 
present and future. 

Traditional art materials such as oil paints, clay, bronze 
and canvas, have been used so extensively that there are a 
large number of case studies focused on their specific 
response to damage or age. More contemporary materials, 
which have not yet stood the test of time, pose a much 
higher element of risk. When acquiring a work, ask about 
its material composition and be ready to accept that one or 
more aspects could become an issue down the road. Can 
you live with that? 

While you own 
Once an artwork is in your collection, you are responsible 
for its conservation. Taking the right precautions can 
protect the work for generations to come, and avoid loss 
in value. While some aspects of conservation require 
support from a dedicated professional – and can represent 
a significant expense – others are common sense. 
Following best practice in the following areas will help to 
ensure the long-term health of your artwork: 

— Always have the artwork handled, packed and shipped 
by specialized professionals 

— Control humidity levels and excessive temperature 
shifts wherever the artwork is displayed 

— Keep the artwork away from strong direct light and 
protected by UV filtering windows, glazing glass or 
plexiglass 

— Make sure that all framing materials used are archival, 
for example, that the backing board supporting a 
drawing or the cardboard of a storage box are PH-
neutral and will not alter the chemical composition of 
the paper, leading to toning or foxing (rusty specks 
often seen on ageing works on paper) 

If an artwork is damaged – either accidentally or over time – 
your focus is no longer conservation, but restoration. 
Consult the help of professional restorers, who can do a 
lot to bring an artwork back to life, from simple clean-ups, 
to major interventions such as stitching together a rip in a 
canvas. Restoration is an expensive and risky process that 
should be avoided at all costs through careful conservation. 

When employing a restorer, ensure you ask what 
happens in the eventuality that the restoration work is 
botched. This is important to consider, as contracts with 
restorers will often include a clause limiting their liability 
while a work is in their care. It is important to signal any 
restoration job, and the transportation of the artwork 
to and from the restoration company, with your chosen 
insurer. 

53 



 

 

 
 

 

 
 

 

 

 

 

 

 

 

  
  
 

 
 

 

  
 
 
  

02   Case study: Disavowed artworks 

In many legislations, an artist has the right to disavow a 
work of art should it be altered. This can include the right 
to preventing the use of his or her name as its author if 
the work is mutilated or otherwise modified in a way that 
would be prejudicial to the artist’s honor or reputation 
– the ultimate judge of this being the artist him/herself. 
This should be an area of special concern for any collectors 
undertaking restoration work, which needs to be undertaken 
with care and sensitivity. 

In 1990, the artist Cady Noland created ’Log Cabin’, 
a work consisting of a large wooden façade of a log 
cabin with American flags affixed to it. The work was 
purchased by a German collector, who loaned it to a 
German museum where it was exhibited outdoors for 
several years, deteriorating as a result. The owner arranged 
for its restoration, which was essentially a rebuilding: 
the original logs were replaced, and a new façade was 
constructed by the original fabricator of the work, 
following the artist’s exact specifications. 

In 2014, the restored work was sold for $1.4 million. 
The sales contract disclosed the restoration, and stated 
that the gallery would buy the work back from its new 
owner if the artist refused to acknowledge or approve 
the legitimacy of the work, sought to dissociate her name 
from the work, or claimed that her moral rights have been 
violated. This is indeed what happened: upon learning of 
the restoration, Noland renounced ownership of the work 
and the buy-back provision was invoked.21 

Security and theft 
Security should be an important consideration in any 
collection management strategy. If your collection 
is displayed in a private home, consider investing in 
preventative measures to deter thieves, or minimize the 
likelihood of items being stolen. A specialist consultant can 
advise on a customized security system, which might 
include video surveillance cameras, alarms, or streng-
thened locks on points of entry and exit. It is also im-
portant to be aware of who is in your home: conduct 
background checks on all household staff, and ensure 
contractors and other visitors are known to you. 

Should you choose to place your collection in storage, 
select a specialized facility dedicated to similar, high-
value items. Several facilities, for example, feature 
climate-controlled rooms for storing bottles of wine, and 
temperature and humidity-controlled storage for artworks. 
Artworks in transit, or on loan to an institution, are also 
at risk of theft.22 23 

Staffing 
When a collection grows, you may reach a stage where 
it is appropriate to consider hiring staff to take care of 
its proper management. Depending on the contents of 
your collection, an initial hire might include an in-house 
registrar, curator and/or facility manager. Other roles 
may be highly specialized: for example, if you have an 
extensive collection of classic cars, it could be pertinent to 
hire a part-time mechanic who can keep each vehicle 
in excellent condition. 

Further guidance on staffing, including the key roles 
associated with a collection, is provided in the ’Corporate 
collections’ chapter, on page 28. 

21 Juliane Kotzur: Verstoßene Werke. Rechtliche Möglichkeiten der Desavouierung von Werken der bildenden Kunst. Vandenhoeck & Ruprecht, Göttingen 2020 
22 Further information on protecting loaned works is provided on page 62. 
23 For further information on insurance, see page 48 and 63. 
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ART IS NOT 
WHAT YOU SEE, 
BUT WHAT 
YOU MAKE 
OTHERS SEE. 

EDGAR DEGAS 
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Collecting 
for purpose 
and impact 

For many collectors, their passion is closely linked to cultural philanthropy and 
a desire to create impact. A collection, for example, can be used to strengthen 
programming in public institutions, or provide direct support to emerging artists 
and makers. You may even develop a strategy that allows you to leverage your 
passion to address a significant issue, such as climate change or a lack of diversity 
in your chosen field. Once you make a commitment to collecting for purpose and 
impact, there are multiple, exciting routes you can take. 
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This chapter introduces collecting and cultural philanthropy, 
exploring a range of approaches and high-lighting examples 
of initiatives developed by innovative collectors. Purpose 
and impact may be something that you shape in your 
lifetime, or be closely linked to your legacy and estate 
plans – often, they will touch upon both. We recommend 
consulting the legacy and estate planning section in this 
guide when considering your approach to purpose and 
impact. 

Defining your approach 
You may not have begun your collection with a philanthropic 
aim in mind. Even so, as your collection evolves, it can be 
exciting to reflect on your purpose, and consider the 
possibilities a foundation, loan, donation or other initiative 
might offer. When defining your approach, start by asking 
yourself what matters to you.24 Perhaps there is a social 
cause you feel more strongly about? Have you always 
wanted to have a positive impact on your local community? 
Once you have identified a focus, this should form the 
foundation of your strategy. 

You may develop a strategy that can be executed 
independently, or with minimal support – for example, 
involving only a small number of external experts, or 
advisors. Alternatively, the approach you choose might 
involve multiple partners or stakeholders. Collaborating 
with existing foundations or charities can be an effective 
way to tap into developed networks or specialist 
knowledge. If you choose to work in this way, however, 
it’s vital to define your role and agree how your financial 
support will be used.* 

24 For further information, see ’Defining a purpose’ page 10. 

* We would like to thank Grégorie Muhr, Head Philanthropy Services & Impact EMEA and Switzerland, UBS Global Wealth Management for her contribution. 
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CREATIVITY IS 
ALLOWING 
YOURSELF TO 
MAKE MISTAKES. 
ART IS KNOWING 
WHICH ONES 
TO KEEP. 

SCOTT ADAMS 
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Private museums 

In recent years, the number of private museums across the world has increased 
significantly – with new institutions emerging everywhere from Los Angeles to 
Venice, Doha to Beijing. Today, it is estimated that there are more than 300 private 
museums in the world dedicated to contemporary art alone, more than 200 of 
which were founded after the millennium.25 
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What makes a private museum successful? 
A successful private museum should have a clear sense 
of purpose. Before developing a space, ask yourself: what 
are my motivations? What ambitions would my private 
museum fulfil? 

As a collection grows, it can be difficult to find the 
space to display its contents – and dispiriting to leave items 
unseen in storage. A private museum can provide an 
opportunity to share your collection with the public 
year-round. This can prove highly rewarding, and ensure 
that culturally significant works can be seen by a large 
number of people. It can also support the attainment of 
a personal goal, for example, promoting the work of 
women artists or providing a robust education program. 
Unlike a museum loan, a private museum also provides 
greater control over how a collection is exhibited. 
In countries with few public museums, private institutions 
play a vital role, enhancing cultural infrastructure and 
providing communities with access to artworks, objects, 
education programs and more. In Istanbul, for example, 
the Elgiz Museum became Turkey’s first public venue for 
contemporary art when it opened in 2001. Other private 
museums, such as The Broad in Los Angeles, or, more 
recently, the Kunsthalle Praha in Prague, have been 
credited with supporting urban regeneration.26

02   Case study: The Dean Collection 

In the late 1990s, hip-hop producer Kasseem Dean – aka 
Swizz Beatz – began to collect art, acquiring works by 
’masters’ including Andy Warhol. But something was 
missing: Dean felt he had no connection to the artists he 
was buying. Together with his wife Alicia Keys – the 
Grammy Award-winning R&B singer – he started The 
Dean Collection, which focuses on living African American 
artists including Nina Chanel Abney, Arthur Jafa and 
Deana Lawson. “We’re young artists of color,” explains 
Keys, “and we really have a focus on collecting young 
artists of color [..] it’s how to lift people up. It’s how to 
continue the legacy.” In 2019, the couple announced 
plans to open a permanent, public home for their 
collection in upstate New York, which would incorporate 
education, living and performing arts spaces.27 

Practical considerations 
Establishing a private museum should be viewed as a 
serious undertaking requiring careful planning and 
long-term commitment. Before creating your own 
institution, it is important to ask yourself the following: 

Cost and income 
— Are you willing to cover the running costs (e.g. building 

maintenance, lighting, security)? Have you estimated 
how much they will be? 

— How will you sustain the museum and generate 
income? 

— Have you defined a budget? 
— Selling tickets can generate revenue, but is not 

sustainable in the long term? 
— Are you willing to hire staff? Who will manage them? 

Community buy-in 
— Engaging effectively with the public can be challenging. 

Are you confident you can secure community buy-in? 
— Have you considered partnering with local institutions? 

Engagement and activations 
— How will you promote your museum to attract a wider 

public? 
— Have you developed a strategy around community 

engagement, for example through educational 
initiatives and providing public tours? 

Succession planning 
— Do you have a succession plan in place? Like any family 

business, it is important to have a clear strategy. 
— Do you need a Board of Trustees and to involve family 

members representing the next generation? 
— Are you familiar with the Code of Ethics for Museums? 

This is important if you are considering developing a 
private foundation that controls the museum, or wish 
to sell works from your collection to gain funds for 
the project – both of which might be in violation of 
this code. 

25 Larry’s List/AMMA, Private Art Museum Report, Hong Kong/Bejing 2015 
26 theguardian.com/artanddesign/2015/sep/16/the-broad-gallery-revitalise-downtown-los-angeles 
27 dean-collection.com 

61 

https://dean-collection.com
https://theguardian.com/artanddesign/2015/sep/16/the-broad-gallery-revitalise-downtown-los-angeles
https://spaces.27
https://regeneration.26


 
 

Loans to a museum 

Loans can be an effective way to share your passion with the public. For example, 
if you collect art and your purpose is to share your collection with wider audi-
ences, a loan can provide an in-need institution with an opportunity to present a 
rarely seen work to the public. If done correctly, loans can also raise the value of an 
artwork, as they add to its exhibition history. 
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Before loaning a work to an institution, ask yourself the 
following: 
— Have you carried out appropriate due diligence? For 

example, are you familiar with the institution’s program, 
history, current and past leadership and affiliations? 
What is its public profile? 

— Are you sure the institution you are loaning to has a 
good reputation? You can inadvertently reduce the 
value and diminish the importance of your artwork by 
loaning it to a poorly run institution, or one with a 
complicated history or dubious ties, which can in turn 
deter others from exhibiting the work in the future 

— Have you asked about the recipient institution’s security 
measures? What happens if your work is stolen or 
damaged while it is on display? 

— If you are loaning an artwork internationally, have you 
checked whether seizure laws apply? Seizure can occur 
due to confusion over authenticity, ownership or other 
concerns, although several regions will offer immunity 
for cultural objects 

Insurance for loaned works 
Before loaning an artwork, it is important to agree 
whether you or the recipient institution is responsible for 
its insurance while on loan, and at what value. In most 
cases, museums will bear the responsibility and cost of 
insuring the artwork ’nail to nail’ i.e. both during 
transport and while it is on display. The insurance amount 
is typically specified by the lender, and should reflect a 
recent valuation. Ensure any policy covers the duration 
of the loan. 

The museum’s insurance policy must name the lender 
as the loss payee and should cover for all forms of risks, 
including terrorism. As prominent museums are un-
fortunately deemed to be potential targets of terrorism-
related activity, it’s increasingly common for them to 
be insured accordingly. However, acts of war, government, 
invasion and the like are unlikely to be covered. 

01 Conflict of interest 

When museums exhibit loaned works of art, there is much 
scrutiny around whether the lender and the museum have 
a conflict of interest, because lending an artwork often 
adds monetary value to it. For example, if a work by a 
contemporary artist is loaned to a major institution, it 
could be perceived as a ’stamp of approval’, enhancing the 
work’s provenance and positively impacting its value. Any 
potential conflict of interest in the loan of a work must be 
disclosed to the museum’s committee on professional 
practices. 

Tax benefits 
Depending on your tax jurisdiction, consult a tax attorney 
on any possible tax benefits for lending your art and to 
make sure there will be no tax liabilities upon moving it to 
different jurisdictions. As the lender, you should be informed 
of any tax implications, positive or negative, in the loan 
agreement. 

63 



 

 

Donations to a museum 

Donating an artwork to a museum can be an effective way to create a lasting legacy. 
For museums, a donation can provide a much-needed opportunity to expand and 
enhance their collection. The process, however, can be complex: not all museums 
are able to accept gifts, and those that do may not want your collection, or may 
only want a few specific pieces. 

If you’re considering a donation, establish a relationship with the museum and talk 
to a curator about their donation policies. Donations of highly sought-after pieces 
usually take place after negotiations involving lawyers, advisors and accountants. 

Remember, even if your donation is accepted, it might not be displayed. The most 
common complaint from donors is that museums end up placing their donations 
in storage. This can happen when a museum comes under new management 
or changes its goals – both of which can happen quickly. Other complaints arise 
when artworks a donor wished to be displayed together are separated, or when a 
museum sells donated artworks to gain funds. 
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It is possible to establish conditions around a donation, 
especially if a museum is eager to acquire several items in 
your collection. Be wary of imposing severe restrictions, 
however. For example, if you request artworks are returned 
to you following the breach of an agreement, your 
donation may no longer count as a completed gift, which 
could hurt its tax status. If you are able to offer money or 
an endowment, there may be more room to negotiate.

02   Case study: the Scharpff Collection 

The Scharpff Collection was founded in the 1960s by Rudolf 
and Ute Scharpff, and was initially focused on American 
graffiti painting and socially critical art. Now under the 
direction of the couple’s daughter, Carolin Scharpff-Striebich, 
that focus has expanded, with earlier works placed in dialog 
with pieces representing a younger generation of artists. 
Scharpff-Striebich explains: “My parents collected works by 
male, white painters […] To close that gap, I focused on 
female artists and also enlarged our sculpture collection.” 

Scharpff-Striebich has pioneered a novel approach to loans, 
developing an ’open depot’ model, which invites four 
museums in Germany – Hamburger Kunsthalle, Kunst-
museum Stuttgart, Kunstmuseum Bonn and Staatsgalerie 
Stuttgart – to work with the collection’s holdings. The 
approach provides museum curators with greater access to 
artists, opening up new opportunities in exhibition planning 
and ensuring works in the collection can be enjoyed by 
wider audiences. The initiative has proved invigorating: 
“As we cooperate with public museums, it’s important to 
stay up-to-date and on the crest of the contemporary art 
wave,” Scharpff-Striebich says. “What’s talked about today 
may be forgotten tomorrow. Sooner or later, my parents’ 
collection will be outdated. I need to keep it alive and 
relevant for the future, while juxtaposing the collection with 
new positions.”28 

Donations to a charity or cause 
Your purpose as a collector might be to use your passion 
to effect positive change. This might be realized through 
donating to a charity or cause. For the recipient organization, 
such donations can be a vital injection of income, 
providing stability and/or opening up new possibilities. 
There are many charities that accept art donations which 
will likely be sold to benefit the organization. When 
donating to a charity or cause, the following steps apply: 

1. Ask if the organization is interested in a donation 
Unless it’s for a benefit auction, many organizations 
prefer cash donations. 

2. Consider the status of your recipient 
It is important to assess whether the charitable 
organization is a private or public entity, and understand 
what the tax implications are for each. 

3. Determine the fair market value of your donation 
You must determine the fair market value of the 
artwork you are donating.29 

4. Request an appraisal 
The work must be appraised by a qualified appraiser 
from a recognized organization. Be aware that 
experienced appraisers can be expensive.30 

5. Consider potential costs 
If an asset is sold within a certain period of time, 
it may present tax liabilities for its donor, depending 
on jurisdiction. 

28 UBS New Realities, Overcoming the unexpected challenges of inheriting art, interview with Carolin Scharpff-Striebich, Zurich 2019 
29 Further information on values is provided on page 50 
30 For more information on appraisals, see page 49 
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02   Case study: the Rockefeller’s charity auction 

In May 2018, Christie’s staged the most significant charity 
auction in history: taking place over several days, The 
Collection of Peggy and David Rockefeller achieved $835.1 
million – then the highest ever total for a single private 
collection at auction.31 All proceeds were directed towards 
a dozen charities supported by the Rockefellers during their 
lifetimes, for the benefit of continuing scientific research, 
higher education, support for the arts, sustainable economic 
development and land conservation initiatives, among others. 

In a statement, David Rockefeller, Jr. said: “Christie’s and 
our family had a shared financial goal of raising more than 
$500 million in estate proceeds for the 12 philanthropies 
our parents cared about so deeply, and it has been both 
humbling and deeply gratifying to see a sale total that 
reaches so far beyond that.” Gathered over a lifetime, The 
Collection of Peggy and David Rockefeller reflected the 
diverse passions of its owners, spanning Impressionist, 
American and Asian art; English and European decorative 
art; and Chinese, Japanese, Korean and European porcelain. 

The sales reflected the wishes of David Rockefeller who, in 
1992, said of his collection: “Eventually, all these objects 
which have brought so much pleasure to Peggy and me will 
go out into the world and will again be available to other 
caretakers who, hopefully, will derive the same satisfaction 
and joy from them as we have over these past several 
decades.” Following the Christie’s sale his son commented: 
“Just as my siblings and our own children are full of pride 
and gratitude at the end of this historic week, we know our 
parents would feel the same.” 

31 christies.com/features/Rockefeller-sales-final-report-9206-3.aspx 
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Alternative strategies 

There are multiple ways to combine a passion for art with philanthropy. While tried 
and tested models exist, collectors continue to develop ’bespoke’ strategies that 
result in new initiatives. For the beneficiaries of such initiatives, the advantage can 
be bespoke support, tailored to their needs or cause. 

68 



 
 
 

 
 

 
 

    

 
 

 
 

 
 

 
 

 
 

 
 
 

 

 
 
 

 
 
 

 
 
 

 
 

 
 
 

 
 

 

 
 

 
 

 
 

 
 

 
 

 

 
 

 
 
 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

Reflect on your unique purpose, and the resources you 
have available. Perhaps your strategy for creating impact 
combines several of the tactics outlined in this chapter? 
Perhaps you have a unique idea and want to define the 
steps needed to bring it to life? 

Case study: Agnes Gund and the Art for 
Justice Fund 

A passion for art and a commitment to philanthropy can 
combine to powerful effect. In 2018, New York collector 
Agnes Gund sold one of her most treasured artworks, a 
Roy Lichtenstein worth $165 million, to establish the Art 
for Justice Fund. The Fund is a five-year capital aggregation 
initiative of influential funders who seek to reduce mass 
incarceration in the US. Its work focuses on four strategies, 
including providing opportunities for prisoners to support 
their successful re-entry into society. Agnes Gund was 
inspired to take a stand after reading Michelle Alexander’s 
The New Jim Crow and Bryan Stevenson’s Just Mercy and 
watching Ava DuVernay’s 13th. Each storyteller paints a 
picture of the human toll of mass incarceration, and it is 
this that moved Gund to part with one of the most 
beloved works in her private collection.32

02 

02   Case study: TBA21-Academy 

Born into a European art world dynasty, Francesca 
Thyssen-Bornemisza wanted to use her family’s legacy to 
make a difference. Already closely involved in supporting 
and commissioning contemporary art, combining this 
passion with her commitment to environmental causes 
ignited a new sense of purpose. Having established the 
TBA21 Foundation in 2002 to share her collection publicly, 
she created the exploratory TBA21-Academy to focus on 
pressing ecological issues. Truly interdisciplinary in spirit, 
the initiative works with scientists and researchers as well 
as leading artists – recent collaborators include the 
performance pioneer Joan Jonas – to respond to the 
threats facing the marine environment. An ongoing 
collaboration between the TBA21-Academy and the 
Thyssen-Bornemisza Museum, which houses her father’s 
collection (now in public ownership), exemplifies how she 
has succeeded in marrying her prestigious heritage with 
her own personal interests and goals.33 

02   Case Study: Asymmetry Art Foundation 

Asymmetry Art Foundation is the initiative of Yan Du, a 
Chinese contemporary art collector and patron based 
between Hong Kong and London. Founded in 2019, the 
London-based non-profit is dedicated to nurturing 
curatorial practice and developing cultural knowledge in 
and about Asia through global exchange. Rather than 
operating as a conventional bricks-and-mortar exhibition 
space, the Foundation provides career-defining 
opportunities for Chinese and Asian curators at different 
stages of their practice, through fully-funded international 
placements in the form of Curatorial Fellowships and 
Scholarships. 

Asymmetry’s Curatorial Fellowships place curators in 
avant-garde European institutions, providing 
opportunities for them to hone their skills as well as share 
their specific knowledge and expertise about Chinese and 
Asian contemporary art. Scholarships provide Chinese and 
Asian scholars with access to academic courses at select 
UK higher education institutions; recently launched 
initiatives include an open call for a PhD Scholarship at 
Goldsmiths, University of London. Over time, the 
Foundation aims to encourage cultural thinkers to expand 
how Chinese and Asian art and culture are represented 
globally, and to help shape the future of curatorial, art 
historical and museum studies. 

Yan Du’s work with the Foundation continues a personal 
commitment to promoting cross-cultural awareness and 
knowledge. “As a supporter of the arts with a Chinese 
background, I am looking forward to integrating Chinese 
and Asian contemporary art practice into a more global 
dialogue,” she explains. “By creating engaging projects 
that connect accomplished art professionals with 
institutions that I love and believe in across borders and 
beyond, I am fulfilling my vision of uniting different 
worlds that have the same one mission, which is 
promoting the long-term growth of contemporary art.”34 

“I am fulfilling my vision of uniting different worlds that have 
the same one mission, which is promoting the long-term growth 
of contemporary art.” Yan Du 

32 artforjusticefund.org 
33 tba21.org/#item--academy--1819 
34 asymmetryart.org 
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Legacy and 
estate 
planning 

While passing on liquid assets can be straightforward, the transfer of art and 
collectibles is often more complex. It is important to develop a clear plan for your 
collection, which considers a range of factors. These might include insurance, 
documentation, conservation and taxation, which should be addressed in consul-
tation with legal and/or tax advisors*. Proper planning and governance, as seen in 
previous chapters, can ensure the long-term health of your collection, as well as 
minimizing costs – and conflict – for any family members involved in your strategy. 

*UBS and its employees do not provide legal or tax advice. 70 
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This chapter provides guidance on best practices, and 
introduces the different routes available to those planning 
their legacy and estate. While the issues explored relate to 
the shape of your collection beyond your lifetime, many 
will likely play a significant role in your current collection 
management strategy. Establishing a trust or foundation, 
for example, can emerge early on in a collecting journey – 
particularly if you intend to use your collection for impact 
and purpose, by establishing a fund, private museum or 
other initiative. 

Best practice 
Take time to consider what will happen to your collection 
when you are no longer around to appreciate it. Though it 
might seem pre-emptive, it is wise to create a plan around 
succession in the early stages of your collecting journey. 
This plan should reflect your vision as a collector and your 
wishes around the collection. For example, have you 
ensured your heirs understand who can make decisions 
about the collection – including the circumstances in which 
it can be sold? 

It is crucial to ensure that your plans are clearly 
communicated to your family members35 or those involved 
in your succession plan as early as possible, along with 
relevant stakeholders such as lawyers, tax lawyers, and 
specialists in collection management, appraisal, security 
and estate transfer. 

The importance of inventory, documentation and 
appraisal 
It can be tempting to focus on acquiring works for a 
collection, rather than making plans for their transfer. 
As such, succession can turn out to be challenging – and 
costly – for those involved, and may result in conflict or 
litigation. This can be exacerbated by poor documen-
tation: while some collectors keep detailed inventories, 
others do not, or leave heirs with outdated information. 

Upon inheritance, a collection’s inventory, associated 
documentation, and appraisals are crucial. These three 
supports ensure that the collector’s final tax return can 
be filed accurately, and ensure that the inheritance 
entitlements of different heirs can be accurately deter-
mined – along with any estate or inheritance tax that 
may be due.36 

While this chapter focuses on legacy and estate 
planning, it is worth noting that such documentation 
should be kept up to date throughout a collector’s lifetime, 
for purposes including insurance coverage and the 
accurate calculation of wealth tax where applicable.37 

Family/corporate governance 
It’s important to protect artworks from the effects of family 
disputes or divorce. With this in mind, it is also important 
to consider the emotional or sentimental value of art and 
collectible assets. If multiple heirs are vying for the same 
asset, it is crucial to figure out if and how it can be divided. 
If it cannot be split, a plan for how to equitably divide it 
may need to be defined. 

If not all heirs want to keep the asset, it might be 
more effective to create an equitable buyout situation 
than an ownership transfer that may trigger family 
conflicts. Consider developing a clear process around 
family governance to ensure that donors, family members 
and/or family offices can participate in a structured 
decision-making process to select how items in the 
collection are bought, sold, or transferred. Such family 
governance can be embodied in holding and/or fiduciary 
structures.38 

35 Further guidance is provided in ’Family collections’ on page 20. 
36 Further information on inventories, documentation and appraisal is given under ’Managing a collection’ on page 46–55. 
37 Further guidance on proper documentation for individual collections is provided on page 16, and on page 22 for family collections 
38 Further information is provided on page 22. 
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Mergers and acquisitions 
When developing a corporate collection, create a plan for 
its long-term future. What would happen to the collection 
if the business it is attached to was sold, or underwent a 
merger? It is important to have a clear understanding of 
who the collection’s legal owner would be in that case – 
and how approaches to its management might change. 
Can new leadership decide to sell off the collection or 
certain works? If the collection is retained, will it be 
managed in a different way? The collection’s vision should 
also be considered: after a merger or acquisition, is its 
mission still relevant? How can it evolve or be activated in 
a way that aligns with the company’s brand? 

Occasionally, a merger might involve two companies 
that each have an art collection. In this instance, consider 
whether it’s desirable – or feasible – to combine the two. 
A collection of Renaissance paintings could prove an 
interesting counterpoint to another focused on contem-
porary sculpture. Equally, it might present an opportunity 
for you to revisit your vision and goals. 

Legal and tax structures 
Collections are complex entities and there is potential for 
conflict due to familial, legal, fiscal and administrative 
challenges, to name a few. When considering legal and tax 
structuring, ask the following questions*: 

How can the collection be protected? 
— Is it protected from divorce or potential family disputes? 
— Is it protected against unwarranted claims e.g. hostile 

third parties? 

How can it be passed on? 
— Wills, trusts, family partnerships, corporations or 

foundations may help formalize the transfer of 
ownership in a legal and tax-efficient way. If you do not 
feel like your heirs understand the asset enough to own 
and manage it, the succession can be organized so that 
they do not have to. 

How much tax needs to be paid? 
— Does your jurisdiction impose a wealth tax and, if so, is 

the artwork taxable? 
— What may need to be expected in terms of estate tax, 

gift tax, or import and export tax? 
— Do exemption amounts apply (e.g. inheritance tax 

exemptions between spouses or in direct line, other)? 
— Is the value of your artwork accurate/up to date for tax 

purposes? 
— What expenses related to your art collection may be 

tax-deductible? 
— What would the income or capital gains tax treatment 

be, in case of taxable disposal? 
— May VAT be applicable e.g. upon transfer of ownership, 

or upon cross-border transportation, together with 
import duties? 

*UBS and its employees do not provide legal or tax advice. 
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IT IS CRUCIAL TO 
ENSURE THAT 
YOUR PLANS 
ARE CLEARLY 
COMMUNICATED 
TO YOUR FAMILY 
MEMBERS. 
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Succession options 
In the event of a collector’s death, the transfer of his/her 
collection should, in theory, present the same options as 
the rest of the estate. If items in a collection are highly 
valuable, however, they may present unique issues. Much 
depends on the whereabouts of the property (known as its 
’situs’), as this may have an impact on the laws applicable 
to its ownership, transfer and succession. 

Types of transfer 
When developing a succession plan for your collection, 
there are three primary routes to consider. It is important to 
note that laws around each of these can vary by country. 

Transfer by will 
The collection, or items in the collection, are transferred 
upon death as part of the deceased’s estate, in line with 
the terms outlined in his or her will. The will’s validity will 
depend on the residence, nationality or domicile of the 
deceased, and the law around the transfer of property can 
also be influenced by its location. For this reason, you 
might consider developing separate wills for items held in 
different countries. If property is held in a holding com-
pany, it is not uncommon to have a separate will in the 
jurisdiction of that company which relates solely to the 
shares of the company. This is a matter of some com-
plexity upon which you should always seek advice.

03   Possible pitfalls: transfer by will 

There may be limits on the freedom to exercise the will of 
the deceased, including forced heirship rights. It may not 
be possible to transfer assets left in a will to a trust, or 
leave conditional gifts. 

Co-ownership 
Under many systems of law, all or part of the assets held 
jointly may pass directly to a surviving co-owner rather 
than becoming part of the deceased’s estate. Depending 
on its location, co-ownership can be used to pass a 
collection to one or more co-owners without going 
through probate or similar. It can be an effective, con-
fidential and relatively inexpensive method of transfer of 
an interest in art upon death.

03   Possible pitfalls: co-ownership 

Transferring a collection in this way might not guarantee 
that it remains complete in the future, and it could impact 
items on loan to museums or donated to charity. 

If your collection is large, this method of transfer can be 
impractical – unless the collection is held in a company 
whose shares are held jointly. This option will be impacted 
by an item’s location at the time of death. 

Lifetime transfer of property 
The collection, or items from the collection, can be 
transferred into a ’holding structure’, such as a trust or a 
foundation, during the collector’s lifetime. Following 
death, the collection is either held in this structure, or 
distributed as part of the owner’s estate, in line with his or 
her wishes. 

There can be considerable flexibility in how to structure 
a trust or foundation to hold a collection, including the 
nature and extent of powers retained by a collector. This 
can be an attractive alternative in countries where 
transferring property as a gift or outright bequest would 
prevent its owner from setting terms around its retention 
or use in the future. 

Using a trust or foundation may affect, to a certain 
extent, the mandatory heirship rights given to descendants 
in some legal systems (often referred to as ’forced 
heirship’). In that case, it may be necessary to obtain legal 
advice on potential conflicts. 

It may be possible to transfer property into a trust or 
foundation after death if this is specified in the deceased’s 
will. This type of transfer, however, should be approached 
with caution: not all legal systems recognize transfers into 
trusts after death, and good legal advice is, therefore, 
essential. Note that transfers made in this way fall into the 
estate of the deceased and will be subject to any 
applicable probate processes. Tax for this type of transfer 
may also be different to that applied to a lifetime transfer 
to a trust or foundation. 
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Trusts and foundations 

When developing a succession plan, many collectors favor the use of trusts and 
foundations, due to their potential for greater flexibility and control. 
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Trusts 
A trust has been described as a ’gift over the plane of 
time’. Rather than resulting in an immediate and outright 
transfer of ownership, a trust typically allows ownership to 
be transferred in several stages – or over several 
generations. 

If a collection is held in a trust, the trustee is its legal 
owner and controls it in such capacity. Beneficiaries of the 
trust, however, are often described as having ’beneficial 
ownership’; though trustees manage the trust property, 
it is ultimately for the benefit of the trust’s beneficiaries, 
who are determined by the trust deed. 

Foundations 
Foundations differ from trusts in being corporate entities 
with both status as a legal entity and a controlling board. 
Unlike a company, however, foundations do not have 
shareholders but articles and statutes benefiting individuals 
or charitable purposes. Like trusts, the interest of 
beneficiaries may be fixed or discretionary. 

Types of trust and foundation 
Trusts and foundations take many forms in terms of who 
will benefit and how. While some structures are simple – 
for example, setting out who will receive what items upon 
a collector’s death – others are more complex, for example, 
setting out mandates around the sale of items and the 
division of proceeds over a period of time. The types of 
trust and foundation are summarized below, as well as the 
potential pitfalls you should consider when shaping your 
succession plan. 

Fixed interest trusts 
The beneficiaries of a trust can have what is known as 
’fixed interest’. Examples of fixed interest include the right 
to receive specific items, such as works of art, or proceeds 
from sales that occur in relation to specific events, which 
must be outlined in the trust deed. Specific events might 
include the death of the ’settlor’ – the person who has 
originally contributed art to the trust – and/or another 
event, such as the beneficiary’s marriage or reaching a 
certain age. 

Should you decide to hold your collection in a fixed 
interest trust, as its ’settlor’ you may be able to lease, or be 
licensed to possess, an item held in the trust during your 
lifetime. This might be appealing if, for example, you want 
to keep a much-loved painting on display in your family 
home. 

Discretionary trusts 
Trusts are often ’discretionary’ in nature. This means that 
the amount and timing of their distributions are not fixed, 
but can be determined by the trustee – or another person 
with a power to direct gifts from the trust. Upon the death 
of a discretionary trust’s settlor, trustees have powers to 
determine when and how property from the trust is 
distributed, guided by the settlor’s letter or memorandum 
of wishes. Beneficiaries of discretionary distributions can 
include individuals (usually the settlor’s family members), 
as well as institutions and charities, including galleries and 
museums. 

Many collectors favor discretionary trusts due to their 
flexibility if your circumstances change. If properly structured, 
a discretionary trust can also provide an element of asset 
protection in the event of a beneficiary’s insolvency. It is 
not uncommon that the family’s family office plays a role 
in the family’s trust or foundation. 

Charitable trusts and foundations 
Although all trusts and foundations can have charitable 
beneficiaries, a charitable trust or foundation can only 
benefit a charity. While this type of trust or foundation 
may attract favorable tax treatment under certain 
conditions, it may need to be registered or be subject to 
state supervision, depending on where it is established. It 
should be noted that, in many regions, the term ’charity’ 
also comes with specific legal requirements, typically 
focused on the charity’s benefits to the public. 

Purpose trusts 
In some regions, it is possible to establish a purpose trust. 
This type of trust is focused on a specific purpose or 
outcome, rather than an individuals’ material benefit. A 
purpose trust can be helpful in ensuring that a collection 
remains whole and unaltered, or that it continues to be 
shaped and evolve in line with a defined philosophy. 
Perhaps you’re an art collector who has developed a 
collection focused on one genre? Establishing a purpose 
trust can ensure that those who inherit your collection 
keep your vision alive. 
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Power holders 
Should you place your collection in a trust or foundation, it 
isn’t just board members or trustees who can exercise 
power over your property. Powers relating to a host of 
matters can be granted to individuals or committees, 
referred to as ’power holders’. For example, if you collect 
art, a curator might be granted powers relating to the 
purchase or sale of artworks, or to make decisions around 
loans to galleries or museums. 

Influence and control 
Transferring your collection in your lifetime can result 
in a loss of ownership or control. This will depend on the 
structure of the trust or foundation you choose, and could 
also be influenced by factors including your personal 
circumstances and tax status. 

In some instances, a trust may be freely revocable 
– allowing you to control its contents, or even reclaim 
ownership. In other instances, transferring your collection 
to a trust or foundation can be irrevocable, resulting in a 
total loss of influence and control. Typically, it is something 
in between. 

It may be possible for the person who establishes the 
trust or foundation to retain powers to remove trustees or 
board members and appoint their successors. It may also 
be possible to retain powers relating to the management 
of a collection held in a trust or foundation. This could 
extend to decisions about sales, purchases, storage and 
loans. 

If you’re eager to establish a trust or foundation, but 
want to continue to enjoy or loan your collection, it is wise 
to seek professional advice. Certain activities may require a 
licence. 

Many collectors leave all or part of their collection 
for public good. In establishing trusts or foundations which 
are charitable however, they, or their heirs, are able to 
retain a role in the administration of the trust or foundation. 
This route typically requires both the collector and heirs to 
eschew any personal financial benefit. 

Tax considerations 
In the past decade, tax transparency around offshore assets 
has increased. Nowadays, trusts and/or their financial 
holdings may even be automatically reported to authorities 
in their founder and beneficiary’s tax residence. 

The tax treatment of a trust or foundation can be 
influenced by several factors, for instance: 

— The founder’s tax residence 
— The beneficiary’s tax residence 
— The location of items in the collection 

These locations are often different and it is advisable to 
seek tax advice in each.* 

Privacy and choosing the right team 
Trusts and foundations can offer confidentiality, away from 
the public and press. It goes without saying, therefore, that 
selecting trustees or board members is a delicate task. 
When selecting candidates, assess their integrity and 
aptitude: it may be wise to choose individuals who have 
expertise relevant to your collection. 

Those with larger collections, or a mixture of art and 
financial securities, may prefer a family office or similar to 
act as their trustee or foundation board. These are often 
referred to as ’private trustee companies’, as they may 
involve the establishment of a company whose purpose is 
to be trustee of the trust in question. 
In such cases, the administration of the trust may still be 
outsourced to a service provider to retain records and 
undertake due diligence responsibilities around money 
laundering in the place of incorporation of the company. 

Asset protection 
Irrevocable trusts and foundations, over which limited 
control is retained, can provide some legitimate protection 
from future creditors for the person who established the 
trust or foundation, so long as there is no intention to 
defraud or avoid creditors in doing so. The latter will often 
be determined according to the circumstances in which the 
trust or foundation was established, as well as its terms, 
purpose and the level of control retained. 

Discretionary trusts can also provide a level of asset 
protection to beneficiaries for whom interests have not 
vested. Nowadays, trusts and foundations struggle to 
provide protection against the orders of divorce courts, 
which simply substitute assets in divorced beneficiaries’ 
home countries for those in a foreign trust or foundation. 
These are matters of some complexity and good advice 
should be taken at an early stage. 

*UBS and its employees do not provide legal or tax advice. 
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Use of Special Purpose Vehicles (SPVs) 
Whatever type of trust or foundation you choose, it is 
advisable to consider holding items in your collection in 
one or more companies or special purpose vehicles (SPVs), 
whose shares can be held by the trust or foundation. This 
approach offers several benefits, including confidentiality, 
and the potential for the SPV to act as a ’firewall’ in the 
event of an issue with any object in the collection (e.g. an 
artwork’s provenance), mitigating the risk that the 
underlying assets are exposed to potential claims. 

Authorizations and licensing 
All major countries have laws relating to art transactions 
and, in particular, the transportation of artworks and 
objects across borders. When intending to transfer items 
from a collection abroad, seek prior legal, tax and customs 
advice. There are a host of international conventions that 
restrict the movement of items deemed historically or 
culturally significant. These include the Paris Convention 
(1954), Hague Convention (1954), the World Heritage 
Convention (UNESCO) (1972), the Granada Convention on 
the Protection of Architectural Heritage in Europe (1985) 
and the Valetta Convention (1992). Some countries also 
restrict the movement of items according to age. 

Other treaties ban or restrict international trade in objects 
whose constituent parts may be protected. For example, 
under the Convention on International Trade in Endangered 
Species of Wild Fauna and Flora (CITES)39  international 
trade in objects that contain ivory is restricted and export 
is impossible. For other objects, export licenses may be 
required. Failure to adhere to the law may result in the 
seizure of items and even prosecution.* 

39 cites.org/eng/disc/text.php 

* We would like to thank Anna K. Brugnoli, Co-Head UBS Wealth Planning & Life Insurance, CIO Wealth Management for her contribution. 
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ART IS THE LIE 
THAT ENABLES 
US TO REALIZE 
THE TRUTH. 

PABLO PICASSO 
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Fine wine 

Fine wine is both a collectible and comestible, presenting a unique set of consider-
ations for anyone who is developing and managing a collection. In addition to the 
more universal aspects of collecting, such as defining a purpose and strategy, fine 
wine collectors face specific challenges around conserving rare and valuable bottles 
in optimal conditions and tracing provenance. Should old labels be trusted? And 
should bottles without labels be ignored? This chapter addresses some of the key 
concerns around fine wine collecting. 
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Defining a purpose, goal and 
strategy for a fine wine collection 

The beginning of this guide highlights the impor-
tance of defining a purpose for a collection. This 
is just as vital for a successful collection of fine 
wine. Take time to reflect on what motivates you: 
is your wine collection destined to be consumed, 
or are you amassing wine as an investment? If 
it is to be consumed, what do you like to drink? 
Are you collecting with future generations in 
mind? Your purpose will shape your collection, 
having an impact on everything from what you 
buy to how it is stored. 

Developing a fine wine collection 

There are a number of ways to source fine wine. 
Auction houses, ranging from the provincial to 
the international, remain important players in the 
market. Brokers occupy an increasingly important 
place. Retailers are ubiquitous, and importers can 
be a source of new releases. In some instances, 
it is possible to purchase directly from the estate, 
a trend that may grow in years to come, as pro-
ducers attempt to realize more of the market val-
ue of their wines. Increasingly, however, bound-
aries blur: many auction houses have established 
a retail arm, and many importers offer a broker-
ing service. The table opposite outlines the most 
frequently used sales platforms, highlighting the 
strengths and considerations of each. 
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Sales platforms: strengths and considerations 

Sales platform Strengths Considerations 

Auction — Accessible 
houses — Wide selection 

— Often sellers’ preferred route to market for the rarest 
bottles and biggest collections 

— Opportunity for good deals 
— Access to wines from private collections 
— In some cases, expert authentication 

— Not all houses are equally scrupulous about 
authentication 

— Due diligence can be challenging 
— Fees add up 
— Bidding wars drive up prices for the hottest items 
— Risk of impulse buys 
— Wines have often travelled significant distances 

which can pose risks, e.g. bottles in transit might 
be more likely to break, or experience temperature 
fluctuations that could have an impact on the wine 

— May prefer high-profile collections and therefore not 
be ideal for sales or purchases of smaller collections 
or individual bottles 

Brokers — Discretion 
— Opportunity for good deals 
— Access to rare wines that never go on the open market 
— Possibility to buy bottles that have never moved since 

release 
— Informed drinkers may accept less-than-perfect labels 

if wines have nevertheless been well stored 

— Even experienced brokers are not always expert 
authenticators 

— Due diligence can be challenging 
— Prices may be inflated for rare bottles 

— Difficult for new buyers to break in 

— Sales can take a long time, depending on the 
broker’s client list 

Importers — Provenance is guaranteed when an importer buys 
directly from a producer or Bordeaux négociant 

— Wines bought on release tend to appreciate 
— Reputable importers generally guarantee proper 

conservation 
— Opportunity to acquire rare, allocated bottles 

— Access to exclusive broking lists of older wines 
purchased by the importer’s clientele 

— Mostly only possible to buy new or recent releases 
— Often necessary to spend large sums on other wines 

in order to earn an allocation of the rarest bottles 
— Some importers try to regulate the resale of wines 

from the rarest producers 
— Difficult for new buyers to break into a highly 

allocated market for some wines, notably Burgundy 

— Not always possible to buy from importers, e.g. in 
some US states where importers are unable to hold 
retail licenses 

Retailers — Accessible and convenient 
— Broad selection of recent and mature vintages 
— Ability to purchase bottle by bottle 
— Good source of everyday wines that complement a 

fine wine collection 

— Lack of access to the rarest, most allocated wines 

— Not always transparent about provenance 
— Accessibility means that few stones will have been 

left unturned by other buyers 

Other 
collectors 

— Discretion 
— No margins or fees for middle-men 
— Mutual trust 
— Possibility of sourcing rare bottles 

— Little legal recourse in the event of a dispute 
— Risks of buying from collectors who turn out to be 

unscrupulous 

Producers — Provenance is guaranteed 
— Access to rare and exclusive wines 

— Few producers sell direct, especially to clients from 
other countries 

— Access to older vintages 
— The pleasure of meeting the people behind the wine 

— Very difficult to access 

— Prices are not always as reasonable as one might 
imagine 

— Picking up wines every year is time consuming 
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Buying wine: information sources 
When acquiring fine wine, it’s advisable to become as 
informed as possible. The sort of intensive study required 
to remain up-to-date with the market, however, can 
become a full-time occupation. Many collectors with ample 
resources but limited time turn to third parties for advice. 
Three sources of insight might include: 

Wine critics 
Respected wine critics provide reviews and ratings that can 
offer a measure of a wine’s quality. The most influential 
can move the market. 

Private wine consultants 
Private wine consultants offer a more bespoke service, with 
advice tailored to the collector’s objectives. Such 
consultants may also have trade connections that could 
facilitate the acquisition of rare bottles from importers 
and brokers. 

  Possible pitfalls 

Working with a private wine consultant can offer 
considerable advantages. Since the wine world remains 
relatively unregulated it is important to work only with 
reputable professionals who don’t present any potential 
conflicts of interest. 

Market analysis websites 
There are several websites that provide insight into the fine 
wine market, offering auction data and prices, market 
analytics and even bespoke evaluations. Collectors who 
buy fine wine with an eye on potential return might use 
such platforms to track the value of their collection and 
identify emerging trends.

03

03   Possible pitfalls 

It can be difficult to forecast return. Today, a bottle of 
Côte-Rôtie from the late Marius Gentaz trades for several 
thousand dollars but, in the 1990s, these wines could be 
purchased for a few Francs per bottle at a provincial gas 
station in Ampuis, France. In many cases, your instincts 
might prove as good as an analyst’s recommendations. 

While it is possible to make purchase decisions based on 
advice from trusted advisors, including wine critics and 
consultants, there is no substitute for cultivating and 
following your own palate. Indeed, the contemporary fine 
wine world offers such stylistic diversity that a collector 
who loves one wine may dislike another – even if both 
bottles are highly rated and sought after. 

40 robertparker.com – see The Wine Advocate 
41 decanter.com/wine-news/1945-drc-wine-auction-record-403025/ 

Authentication 
When buying fine wine, it is important to establish it is 
authentic – particularly if you are acquiring high-value 
bottles. It is advisable to seek physical authentication using 
magnification and UV lighting from an experienced expert 
who should be unaffiliated with the vendor. 

Labels affixed to bottles should not be considered 
reliable indicators of authenticity – particularly if they are 
older. In Burgundy, for example, labels were once printed 
using a manual letter press, and a single domaine might 
have worked with multiple artisan printers. As such, it is 
not uncommon to see discrepancies in typeface and color, 
even for bottles of the same age. Similarly, some domaines 
store wines unlabelled until the moment of sale, leading to 
older vintages appearing on the market with more recent 
labels.40 

03   Possible pitfalls 

Fine wine has been the subject of counterfeiting for 
hundreds of years. Potential rewards are high and, in many 
countries, custodial sentences are brief. As authentication 
protocols improve, the sophistication with which wines are 
counterfeited is also becoming more advanced. 

Today, multiple generations of counterfeits circulate on the 
market – to the extent that some of today’s counterfeits 
may be imitations of earlier counterfeits. This can make it 
very difficult to authenticate older bottles. Be wary of any 
offers that seem too good to be true. 

02 Case study: whether or not to buy a bottle 
of 1945 Romanée-Conti 

A Swiss auction house is offering a bottle of the legendary 
1945 Romanée-Conti in an upcoming sale. A bottle sold 
most recently at auction in 2018 for $558,000, and only 
608 bottles were ever produced. A New York collector is 
prepared to pay any price to acquire this bottle, but only if 
it’s authentic. He commissions an experienced professional 
to fly to Zurich to inspect the bottle. The authenticator 
confirms the bottle’s authenticity, but she believes that the 
wine’s cork has deteriorated, causing the wine inside the 
bottle to oxidize. The collector decides not to bid in the 
auction.41 
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Managing a fine wine 
collection 

Documentation 
As with any collection, fine wine should be supported with 
a structured inventory and proper documentation, which 
can be helpful for determining authenticity. While recent 
vintages are typically accompanied by full documentation, 
this is not always available. Collectors who initially 
purchased fine wine to drink, for example, might not have 
kept their receipts. Similarly, 30 to 40 years ago, when 
wine prices were less significant – and counterfeiting less 
discussed – buyers may have been less inclined to retain 
paperwork. 

In some instances, labels affixed to bottles may offer 
some insight into their movements to-date. A bottle of 
1982 Bordeaux opened in Tokyo might carry labels from 
a Norwegian and US importer, for example. It is often 
impossible, however, to ascertain provenance accurately 
through labels alone. 

Insurance 
Fine wine can be vulnerable to damage and theft. As 
such, it is often advisable to insure a valuable collection. 
Professional storage facilities may include insurance, but 
it’s important to thoroughly acquaint yourself with the 
terms of any such policy. Similarly, while home insurance 
policies may cover a wine cellar, they are frequently capped 
at a value well below the market value of any important 
wine collection. 

When taking out an insurance policy for wine stored in 
a cellar that you maintain, take time to review the details. 
If your cellar depends on temperature control, is mech-
anical failure covered in your policy? What about damage 
to your wines’ labels by humidity? The scope of coverage 
required, and whether you opt to acquire blanket cover-
age for your cellar or a scheduled policy that insures 
itemized bottles, will depend on the nature, value and 
extent of your collection. 

Conservation and storage 
Conservation is a central aspect of any successful 
collection, and this is especially true of fine wine, as a 
perishable product that is easily damaged. Proper storage 
is key: a stable temperature of around 55 degrees 
Fahrenheit (12 degrees Celsius) is considered optimal, as 
excess temperatures over an extended period accelerate 
wine ageing. Any sort of thermal shock, which causes the 
wine in the bottle to expand and contract, causes wine to 
penetrate the cork and sometimes to leak, often resulting 
in oxidation.

03   Possible pitfalls 

Damage can occur at any moment in a wine’s life: a case 
of mature Burgundy, aged for decades in ideal conditions 
and shipped from Europe to the United States in a 
refrigerated container, can be destroyed by a short time in 
a warm delivery truck. If you intend to transport fine wine, 
ensure that the journey does not present avoidable risks. 

A wine cellar should be dark, with illumination derived 
from carbon filament or LED bulbs which do not emit 
damaging ultraviolet light. It should also be humid, to 
avoid cork desiccation and evaporation. Good ventilation is 
preferred, to avoid the accumulation of mold or musty 
aromas, as is the absence of any source of vibration. In 
such conditions, the world’s classic, age-worthy wines will 
develop with grace over an extended period. The following 
section outlines four common approaches to storage. 
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Off-site professional storage 
Professional off-site storage facilities often guarantee 
optimal conditions, and wines with documented storage in 
a reputable facility can command a premium in the market. 
In some countries, such facilities may be bonded, meaning 
that wine can be stored there without duty or VAT being 
paid until the moment of delivery. 

  Possible pitfalls 

While off-site storage facilities offer optimal conditions, 
they can be inconvenient if you want easy access to your 
collection. Costs can also be high. 

03

02 Case study: laying the foundations for the 
next generation 

A collector began purchasing futures in new, age-worthy 
Bordeaux and Burgundy vintages when he was a graduate 
at Cambridge University. In his early thirties, he made a 
concerted effort to augment these purchases, 
complementing them with vintage Champagne, to lay the 
foundation for a mature cellar. While focusing on these 
fundamentals, as his disposable income grew, so did his 
collection’s diversity, adding wines from the Loire Valley, 
Rhône, Germany, Piedmont, Spain and California. He also 
acquired an important collection of mature Burgundies from 
the 1940s, 1950s and 1960s via a trusted broker in Paris. 
Today, in his late fifties, his cellar amounts to around 10,000 
bottles, most of which are mature wines stored at his 
principal residence. However, he continues to purchase 
young wines with a view to laying the foundation of cellars 
for his two children, who, as young adults, are now 
showing a budding interest in wine: these purchases are 
stored off-site in a bonded warehouse, which would 
facilitate their sale in the event that future generations of 
his family don’t end up sharing his passion.42 

Storage with a merchant 
Many wine importers and merchants have accounts with 
professional facilities, and offer storage for their clients at 
favorable rates.

03   Possible pitfalls 

Should you pursue this route, it is important to be very 
clear about the legal title of your wines, so that you are 
protected in the event of insolvency. It’s also advisable to 
ascertain how much attention is devoted to security, and 
the exact terms of any included insurance coverage; not all 
storage facilities are created equal in this regard. 

Passive cellars 
It can be significantly more convenient to store fine wines 
in an on-site cellar at a main residence, particularly if your 
primary motivation as a collector is pleasure. Passive cellars 
are entirely or partially interred, and rely on the temperature 
of the earth for cooling. 

03   Possible pitfalls 

A feature of many historic homes in Europe and on the East 
Coast of the United States, such cellars generally experience 
mild seasonal temperature fluctuation throughout the 
course of the year, and bottles stored in these conditions 
may evolve a little more rapidly than cellars with a cold and 
constant temperature, but this is not deleterious to wine 
quality. Both hygrometry and temperature throughout the 
year are easily monitored, and can be modulated by cooling 
units and humidifiers if necessary. 

42 robertparker.com – see The Wine Advocate 
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Active cellars 
Many houses lack a subterranean wine cellar. In such 
circumstances, some collectors resort to a so-called active 
cellar: an insulated room equipped with temperature and 
humidity control. In warm climates, investment in a back-up 
power supply to protect your wines in the event of a power 
outage may be prudent. For smaller volumes, or in residences 
where space is at a premium, high-quality wine refrigerators 
are a serviceable alternative to a dedicated wine cellar, 
though their small capacity and tendency to relatively low 
humidity make them ill-adapted to long-term storage.

  Possible pitfalls 

Active cellars can be expensive to operate, and may also be 
vulnerable to power outages. Consider running costs 
before pursuing this route, and ask yourself whether it 
would be pertinent to install a secondary power source.

03

02   Case study: the conservative investor 

A collector, based in London, began investing in blue-chip 
fine wines in the early 2000s, purchasing large volumes of 
2000 and 2005 Bordeaux, emphasizing the top Médoc crus 
classés such as Château Latour and Montrose, as well as 
tête de cuvées from the Grandes Marques of Champagne 
such as Taittinger’s Comtes de Champagne, in the 2002 
vintage. She bought these wines on release from a leading 
UK merchant, storing them in a professional bonded 
warehouse in perfect conditions. These large acquisitions 
were complemented by necessarily smaller purchases of 
rare, highly allocated Burgundies from producers such as 
Domaine de la Romanée-Conti and Domaine Armand 
Rousseau, bought from the domaines’ official UK importers, 
which she stored in the same professional bonded 
warehouse. When she decided to sell her wines, proper 
storage was an important factor in their valuation.43 

43 robertparker.com – see The Wine Advocate 
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Cars 

As with any successful collection, it is vital that a collection of cars has a clear sense 
of purpose, and a considered strategy. Cars, however, are a unique type of col-
lectible – combining a focus on aesthetics with precision mechanics. This chapter 
addresses considerations that are specific to car collections, touching upon areas 
including condition, conservation and restoration, and staffing. 
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Defining a purpose, goal and 
strategy for a car collection 

Developing a clear sense of purpose is just as 
important for a collection of cars, whether your 
passion is for vintage vehicles or contemporary 
supercars. Take time to consider what motivates 
you. Are you eager to purchase unique vehicles 
to drive? Or are you keen to preserve historic cars 
so that they can be exhibited or passed on to 
the next generation? Your purpose will form the 
foundation of your collecting activity and should 
shape your strategy. 

Though the following categorization – types of 
cars – is widely accepted by many collectors and 
dealers, you can expect to see some variation 
across the market. Some purists, for example, will 
not view a car built after 1974 as a classic car, 
though younger collectors might. Terminology 
can also vary: certain contemporary cars are re-
ferred to as ’supercars’, and cars created before 
1919 may also be referred to as ’pre-war’. 

Types of cars: 

– Vintage 1919–1930 
– Post vintage 1931–1945 
– Classics 1946–1964 
– Post classics 1965–1974 
– Modern 1975–1999 
– Contemporary 2000+ 
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Developing a car collection 
When developing a car collection, there are several sales 
platforms that can be explored. Auction houses may have 
dedicated car departments, or present exceptional vehicles 
as part of cross-category sales. Dealers – and individual 
sellers – can have expert knowledge, and may specialize in 
specific car brands or time periods. Fairs and exhibitions 
are another avenue that many of those eager to develop a 
collection explore, providing an opportunity to see a wide 
range of vehicles in a single setting, as well as to socialize 
with like-minded individuals. The table below outlines the 
primary sales platforms for cars, outlining the strengths 
and considerations of each. 

Sales platforms: strengths and considerations 

Sales platform Strengths Considerations 

Auction houses — Can provide access to excellent cars, including 
the most sought-after brands, models and rare 
vehicles 

— In some cases, offer expert authentication 

— Fees, which can be up to 25% of a sale’s 
total value 

Dealers — Provide discretion 
— Some are renowned experts, and have built 

in-depth archives relating to specific cars 
— Can become a long-term partner for both 

buying and selling 

— Often little transparency around dealer 
transactions due to focus on discretion 

Fairs and exhibitions — Access to a high number of dealers in a single 
place 

— A one-stop-shop for a variety of cars 
— Dealers often bring the very best cars to events 

— Opportunity to socialize with like-minded 
individuals 

— Temporary nature of fairs and exhibitions 
can place pressure on purchase decisions 

Individual or private — Can be a source of interesting and valuable — Most opaque segment of the market 
sellers cars — May encounter individuals looking for a 

quick bargain 
— Advisable to increase risk management 

and consult trusted experts 

Online platforms — Global reach; can provide access to vehicles — Opportunistic sellers can offer cars without 
in other parts of the world without the need supporting documentation 
to travel — No opportunity to physically inspect cars 

or paperwork 
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Authentication 
It is important to have a clear picture of a car’s provenance 
before committing to a purchase. Request original 
documents that show the car’s history of ownership since 
purchase, as well as any supporting documents such as 
manufacturer’s notes, original delivery papers and a manual. 
It is typically easier to gain complete documentation for a 
car that has had fewer owners. 

It can be helpful to consult one or more specialists who 
can confirm the car’s authenticity, and highlight any areas 
that might present conservation issues in the future. An 
expert should be able to spot a well-made fake or replica, 
and provide a second opinion on the value of a prospective 
purchase. 

A car with identical numbers on its chassis and engine 
is often deemed the ’gold standard’ in car collecting, and 
may command a higher value as a result. Not all vehicles, 
however, will have identical numbers. This does not mean 
they are inauthentic and there is often a valid reason for 
any discrepancy: engines are sometimes changed after 
failing during a race, for example, or as part of restoration 
work. The latter is particularly true for very old cars. Again, 
an expert can provide further insight.

03   Possible pitfalls 

It is important to avoid conflicts of interest when engaging 
a third party: ensure any specialist you consult is separate 
from the vendor, and doesn’t have a financial interest in 
your purchase. 

Condition report 
Prior to purchasing a vehicle, request a condition report 
which lists any issues with the vehicle. This should be 
produced by a trained specialist, and must be recent – 
particularly if the car has been in regular use. Even if a car 
is presented for sale with a perfect condition report, it is 
still advisable to seek a professional opinion prior to 
purchase. 

Prior to purchase, take time to examine the vehicle 
thoroughly. Ask the seller about its original paintwork and 
upholstery, and look for signs of restoration and repairs. 
Ensure you check underneath the vehicle and request that 
it is weighed. If the weight of the car is significantly higher 
than the weight recorded in early documentation, it may 
indicate that extensive repair work has taken place – for 
example, a large amount of filler might have been used. 
Poor repairs can make cars unsafe to drive, as well as 
having an impact on value. 

Don’t hesitate to ask that the seller allows you, or one of 
your expert contacts, to take the car for a test drive. This is 
especially important if you intend to use the cars in your 
collection. It is also helpful to ask the seller about previous 
owners. For example, was the vehicle part of a collection 
that was meticulously stored and cared for? Or was it 
taken for lengthy drives each weekend? 

03   Possible pitfalls 

When acquiring a condition report, be wary of any 
conflicts of interest: ensure its author has no financial 
interest in the transaction, and is not trying to sell services 
such as restoration, which may cause them to magnify 
minor issues. 

Practical considerations 
If you wish to transport a car you are purchasing from one 
country to another, check whether you are legally able to 
do so. Some countries have restrictions on importing cars 
and may also have rules about whether a car can be driven 
on public roads. 
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Managing a car collection 

Documentation 
A successful collection should be supported with documen-
tation that provides an insight into the provenance of each 
vehicle. This will help to prove the authenticity of each car, 
which can increase value. Take time to develop an archive 
for the cars in your collection. This should include any 
documentation relating to purchase history, renovation 
work or restoration, and original manuals, factory notes or 
photographs, if available. It is also advisable to record a 
car’s participation in racing events, or Concours d’Élégance. 
Maintaining proper documentation will be helpful if you 
intend to sell in the future, or pass your collection on to 
the next generation. 

Conservation 
All car collectors have to strike a careful balance between 
maintaining the original character of a vehicle, and 
undertaking careful conservation and restoration to resolve 
any signs of deterioration or damage. Not addressing 
concerns can have an impact on the value of a car. However, 
it is vital that any work is carried out by a specialist provider, 
with additional advice from experts, if required. Conserving 
or restoring a car poorly can be worse than not doing 
anything at all. 

03   Possible pitfalls 

Many collectors aim to restore a car to factory 
conditions. Beware of ’over-restoring’ however; 
some collectors can undertake work that impacts 
the character of a vehicle, and could have a 
negative impact on value. 

A restoration specialist should have: 
— An excellent knowledge of your car’s brand and model, 

and the period in which it was made 
— A proven track record of restoring high value cars, 

including rare and important brands and models 
— Staff with the expertise required to undertake restora-

tion work. This may include a knowledge of traditional 
methods and craftsmanship 

— An in-depth knowledge of materials, their composition 
and use. This might include a knowledge of different 
metals, as well as materials used in upholstery 

— A trusted reputation in the field; collectors have 
recommended their work and they are widely regarded 
as leading experts 

— An ability to listen and communicate clearly; before 
beginning any project, it is vital to have a conversation 
with your chosen restorer to ensure they understand 
your goals – and any ’dont’s’ 

Factory owned restoration departments can offer superior 
workmanship and access to parts; before enlisting a 
specialist, consider whether this route is for you. Enlisting 
brand-approved restorers can also minimize any reduction 
in the car’s value. 
Like any aspect of collection management, your approach 
to conservation and restoration will depend on your 
purpose. If your collection is rooted in pure passion, you 
may seek to restore a car to near-original condition – 
indeed, this is often desirable for cars featured in events 
such as Concours d’Élégance. If you intend to race your 
cars, however, your focus may be as much on safety and 
speed, as aesthetics. 

Due to its challenging nature, conservation and 
restoration remains one of the most sensitive issues in the 
car market. While many collectors of classic cars might 
aspire to a ’gold standard’ – preferring vehicles in original 
condition, with matching numbers – it is worth bearing in 
mind that few exist today and, occasionally, compromises 
have to be made. 

If you purchase cars with the intention of using them, 
ensure they are driven regularly. Just like a human, a car 
needs to be kept in motion: the engine should run, and 
the joints and gaskets need to be exposed to the air. Going 
for a regular drive is both pleasurable and the best way to 
preserve your vehicles. 

Security 
Security should be a vital concern for car collectors. High 
value vehicles that are not adequately protected are at risk 
of theft, and some thieves will also target original parts 
and devices. When selecting where to store your vehicles, 
invest in proper security, which should be fitted by a 
company with specialist expertise. Security should also be 
of concern while vehicles are in transit, or on loan. 

Staffing 
Once you start building a collection of cars, it is important 
to develop a network of experts who can help to support 
your activity. This might include a classic car or racing 
historian, specialist mechanics, transporters or coach-
builders. Finding the right contacts can take time. When 
starting out, speak to several specialists, and compare their 
expertise and suggested approach. 

If your collection is extensive, it may be helpful to 
employ staff to assist in its effective management. 
Consider which services should be covered by in-house 
staff and which can be outsourced. An initial in-house hire 
might be a curatorial mechanic who has a keen under-
standing of the vehicles in your collection, and can oversee 
their ongoing maintenance. 
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Watches 

Just like a collection of fine art, wine or cars, a watch collection is driven by passion. 
As a collectible, rare and valuable watches are – quite literally – markers of time, 
providing a record of the styles and technologies of the era in which they were 
created. This chapter is dedicated to watch collections, highlighting considerations 
unique to the genre, including wearing your timepiece and proper maintenance of 
mechanical elements. 
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Defining a purpose, goal and 
strategy for a watch collection 

The first chapter of this guide addresses the 
importance of defining a purpose for your col-
lection. This is just as important when collecting 
watches. If you’re yet to do so, take time to re-
flect on what motivates you, using the questions 
in the ’Defining a purpose’ chapter to guide your 
thinking. Unique to watch collecting, you may 
be motivated by both a passion for watches and 
a desire to wear unique pieces. When wearing 
a watch, it becomes part of you – and means 
a simple glance at your wrist can bring you a 
moment of joy. 

Developing a watch collection 

There is a plethora of platforms available to those 
eager to develop a watch collection, from online-
only platforms, to individual brands and special-
ist dealers. Auction houses can often provide 
access to iconic timepieces, for example, watch-
es that have been owned or worn by a celebrity, 
or accompanied an epic journey or sporting feat. 
Trade shows and watch fairs provide a convenient 
opportunity to view a wide range of watches in a 
single place. The table below outlines a selection 
of the primary sales platforms, highlighting the 
strengths and considerations of each. 
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Sales platforms: strengths and considerations 
Sales platform Strengths Considerations 

Online-only 
platforms 

— Immediacy of ’buy now’ options 
— Relative price transparency and accessibility 
— Access to less prominent international dealers and 

private sellers 
— More cost-efficient infrastructure, sometimes 

resulting in preferable prices. 

— Risk of impulse buys and lack of preliminary 
research 

— Sight-unseen purchases remain problematic 
for originality and condition due to inconsistent 
quality of vendors 

— Lesser legal protection in case of dispute 
— Online experiences often tiring and/or impersonal 

Dealers with 
incorporated 
company and 
bricks-and-mortar 
shop 

— Opportunity to inspect watches in person 
— Personal interaction and the possibility to ask 

questions 
— Possibility to put objects on hold and think about 

the purchase 
— Possibility to negotiate the price 
— Access to after-sale services 
— More legal protection in case of issues after purchase 

— Lesser transparency due to private nature of 
transaction 

— Prices not always justified by supply and demand, 
price performance or promotional efforts 

— Risk of opposing interests of the seller and 
the buyer 

— Advice from sellers may be biased 

Dealers without — More cost-efficient infrastructure, sometimes — No incorporated company, resulting in lesser 
incorporated resulting in preferable prices legal protection 
company and — Direct and exclusive access to the business owner — Prices not always justified by supply and demand, 
without bricks- price performance or promotional efforts 

and-mortar shop — Risk of less qualified interlocutor 
— Advice from sellers may be biased 

Auction Houses — Opportunity to inspect watches in person 
— Building of a trust relationship with auction house 

specialists 
— Possibility to meet fellow collectors 
— Public traceability of your purchase 
— Price set by the market and not by the seller 
— Possibility of financially favorable acquisitions if 

bidders focus on other watches in the same auction 
— Often rich international network, allowing for local 

contact in local languages 
— Often long-established reputation 
— Access to the auction house’s social events and 

networks 
— Access to trained client services department for 

logistics and administration 
— Watches on offer are often scrutinized and discussed 

on specialized blogs 

— Purchase happens at a specific moment in time 
not always according to your preferred schedule 
and venue 

— Risk of ’getting carried away’ with the bidding 
— No possibility to buy watches ’off market’ at 

public auctions 
— Buyer’s Premium and local taxes need to be 

considered on top of hammer price 

Trade shows and 
watch fairs 

— Convenient access to large number of international 
suppliers in one location 

— Opportunity to inspect watches in person 
— Possibility to compare quality and prices 
— Opportunity to build a trust relationship with sellers 

and fellow collectors 

— Happen at a specific moment in time not always 
according to your preferred schedule and venue 

— Access to first-choice watches can be denied or 
made difficult to new collectors 

— Advice from sellers may be biased 
— Inconsistent quality and pricing due to wide 

variety of exhibitors 
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The popularity of watches as a collectible has inspired a 
rise in private sellers who operate solely through Instagram. 
While some may be reliable, it is important to remember 
that such informally structured businesses can be shut 
down with a few clicks. If you’re buying online, do you 
really know your seller? 

Buying 
When deciding whether to purchase a watch, many 
collectors will assess three factors: its condition, rarity and 
provenance. One of these factors may take pre-cedence over 
the others, or you may decide each is of equal importance 
when considering a new acquisition. 

Condition: for vintage and pre-owned watches, 
condition should be of particular concern. Before buying, 
assess whether the watch has been well cared for, and ask 
whether it still has all of its original parts. Some collectors 
will choose only to acquire a timepiece if it is in pristine 
condition. 

Rarity: most watches are made in a series of the same 
reference (e.g. model) and, as such, there may exist 
hundreds or even thousands of watches with the same 
configuration. So what makes a watch rare? Some might 
have a rare change in configuration, or have one in a 
manner in a manner that is unique and attractive – setting 
them apart from other models. To determine the rarity of a 
watch, an excellent knowledge of the model is required. 

Provenance: for some collectors, it is all about the 
story behind a timepiece, or the person who previously 
owned it. Many of the most significant watch sales have 
been associated with a celebrity, royal or famous collectors. 
Fresh-to-market finds that are linked to a well-known 
name typically generate a high level of excitement among 
enthusiasts – particularly if their ownership history can be 
traced back to the date of production.

02   Case study: condition, rarity and provenance 

Occasionally, a watch comes to market which combines 
the much sought-after factors of condition, rarity and 
provenance. One such example is Paul Newman’s Rolex 
’Paul Newman’ Daytona, reference 6239, which was 
presented for auction in New York in 2017, having been 
unseen on the market for 30 years. 

The watch’s sale marked the beginning of a period of 
renewed interest in vintage sports watches. In addition to 
being one of Rolex’s most iconic models – a Daytona in 
stainless steel – the piece had uninterrupted, documented 
ownership since 1969, and was in perfect, unrestored 
original condition. 

When the watch’s auctioneer started bidding at $1 million, 
a telephone bidder replied “$10 million dollars, please.” 
This prompted a bidding war, which led to a final sale price 
of $18 million. To date, this remains the highest price paid 
for a vintage wristwatch – and a video of the auction on 
YouTube remains one of the most-viewed within the 
category of collectible vintage watches.44 

Authentication 
When purchasing a watch, select a seller who can provide 
a guarantee of its authenticity. Depending on your 
jurisdiction, a guarantee such as this can provide you with 
legal protection in the event that the watch is fake, or 
doesn’t correspond to the description its seller provided. 
Established auction houses and dealers typically incorporate 
a guarantee into their conditions of sale. 

In addition to a guarantee, it is advisable to ask your 
seller to supply the watch’s original certificate of 
authenticity. If this has been lost, it might be possible 
to source a replacement from the watch’s manufacturer. 
Though this service isn’t available universally, many brands 
are making an extraordinary effort to document their 
history. Today, collectors can access rich archives that 
make scholarship around certain pieces much easier. 

Not every watch may have belonged to a famous 
Hollywood actor, a legendary sportsperson or a prominent 
collector. However, if the seller claims such, they should be 
able to provide evidence and supporting documentation. 
Photographs or correspondence from the original owner 
can be helpful in proving the provenance of a vintage 
timepiece. 
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Condition report 
You should only purchase a watch if you have an excellent 
understanding of its condition. Ask your seller to provide 
documentation showing the watch’s service history, if 
available. This should include observations regarding the 
state of the dial, case and movement. It should also specify 
if the watch requires a service, and if any components have 
been replaced. 

If you are at an early stage in your watch-collecting 
journey, assessing the condition of a prospective purchase 
can seem intimidating. While established dealers and 
auction house specialists can provide valuable insight, for 
significant purchases, it can be advisable to seek a second 
opinion from a third party. Consider growing a network of 
aficionados who share your passion and can be on-hand to 
support with questions, or point you in the direction of a 
suitable expert. 

Watch collecting can be a complex field, and this can be 
part of its appeal. Even the most accomplished horologists 
might have experience specific to one area, and may need 
to consult a separate specialist if a question arises outside 
this. 

Import and export 
As with any collectible, when acquiring a watch it is 
advisable to check whether the seller’s fees include the 
cost of delivery, and any local taxes or duties. Ensure you 
have a clear understanding of additional costs, and have 
agreed which party is responsible for payment. 

Watches are not considered a form of cultural property, 
and can therefore move between countries with relative 
ease. They are not, however, exempt from regulations 
entirely. Some European countries, for example, require 
export licenses for vintage or antique watches exceeding a 
certain value. 

Careful attention should also be paid to the material 
components of a watch. For example, a strap made from 
reptile skin could fall under the Convention on Inter-
national Trade in Endangered Species of Wild Fauna and 
Flora agreements (CITES), which prevents the import and 
export of endangered species.45 Other materials covered 
by the agreement include tortoiseshell, ivory and coral. 
If you have fallen in love with a watch that has a problematic 
strap, consider requesting it is removed – allowing you to 
ship the piece to the destination of your choice, where a 
replacement can be selected. 

Legal title issues 
Any professional entity, whether an auction house or 
dealer of pre-owned watches, has to clearly state whether 
they are a timepiece’s owner, or acting on behalf of a third 
party. When purchasing from a reputable source, the legal 
title passes to the buyer – regardless of whether the seller 
acts as a principle or agent. The new owner should be able 
to defend his status through documentation relating to the 
sale, including the invoice provided by the seller. Always 
check that you are purchasing from an individual or entity 
that is entitled to pass ownership to you. 

It is a common misconception that buyers at auction 
have fewer rights than those who purchase privately. 
A watch bought from a reputable auction house typically 
benefits from a five-year Warranty of Authorship. 

44 phillips.com/article/18461746/paul-newmans-paul-newman-rolex-daytona-sets-record-fetches-17-dollars-8-cents-million 
45 cites.org/eng/disc/text.php 
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Managing a watch collection Insurance 

Inventory 
It is advisable to develop and maintain a detailed and 
up-to-date inventory for your watch collection. This is 
useful, not only for insurance purposes and in the event 
you decide to sell a piece, but also provides an overview of 
a collection, allowing you to track its evolution through 
time. An inventory doesn’t have to require a large 
investment of resources: indeed, an inventory can be 
handwritten, or a simple computer document. 

Guidance on the contents of an effective inventory is 
included in the Appendix of this document. An inventory 
for a watch collection should also record the brand name, 
model, reference number and photographs of the piece. 
These should be accompanied by details of the case and 
movement number, the case material (for example, steel, 
gold, platinum), information on any accessories, a record 
of the purchase date and, lastly, the seller’s details and 
price paid. Collectors who regularly wear or move watches 
in their collection may also find it useful to keep a record 
of their whereabouts. 

You might begin to develop an inventory only to find 
that certain key pieces of information are missing. In this 
case, don’t hesitate to go back to the watch’s manu-
facturer, previous sellers or a professional appraiser, who 
should be able to support you in developing more 
complete records. 

Documentation 
In addition to a structured, up-to-date inventory, it is 
important to file any documentation relating to your watch 
collection. This might include its original certificate, 
guarantee, and archival information such as copies of 
auction catalogues and other literature relating to prove-
nance. Additional paperwork that should be retained 
includes shipping and customs documents, service records 
and invoices. 

In addition to documentation, it is advisable to retain 
any accompanying accessories (such as original boxes, 
setting pins, additional case backs, tools, matching 
cufflinks, spare bracelets and buckles) that were originally 
delivered with the watch, if available. 

The approach to insuring a collection of watches will 
depend on their location and the way in which they are 
used. For example, a collection stored in a secure setting, 
such as a bank, vault or freeport, may not require 
insurance – though this should be confirmed with the 
storage provider. If your watch collection is extensive, and 
spans multiple countries, insurance costs are likely to be 
high. It is advisable to consult a specialist insurer who 
works with small, precious objects, such as watches and 
jewelry, and request a tailor-made solution. You might, for 
instance, decide to insure only watches of greater value, 
those outside safe storage, or those that are worn most 
often. This approach could prove effective, while providing 
significant cost savings. 

Conservation and storage 
Though built to last, mechanical watches need to be 
appropriately cared for to maintain their value. Conservation 
should be a central aspect of collection management, and 
will typically address one or more of the following three 
areas: 

Wear and tear: Most watches were designed to be 
used and worn on a daily basis. As such, there is nothing 
wrong with enjoying a vintage watch every day, providing 
you are aware of some dos and don’ts. It is inadvisable to 
wear a vintage watch in humid conditions, or when direct 
contact with water is expected, as even so-called 
waterproof watches may suffer damage – for example, 
corrosion of rubber gaskets that provide water resistance. 
You should also avoid operating tools while wearing a 
much-loved timepiece, or playing sports such as boxing, 
golf or tennis, as violent shocks can harm the mechanism. 

Poor maintenance: Most damage caused to 
collectible watches doesn’t originate from wear and tear, 
but from an unqualified watchmaker or restorer. It is 
essential to entrust your watch to a highly qualified 
watchmaker or restorer who understands its mechanical 
complexities, and knows how to clean and service the 
timepiece in a sympathetic manner. Fellow collectors, 
auction house specialists and advisors will typically be able 
to direct you to a suitable contact. Original manufacturers 
are also a good option for a standard service comprising 
oiling, cleaning and adjusting – but they are not always 
equipped for more complex restoration projects, involving 
vintage watches. Small, highly qualified independent 
watchmakers have established themselves as a valid 
alternative to original manufacturers, as their service is 
often more personal, with quicker turnaround times and 
competitive pricing. 

46 Chapter “Watches” by author Aurel Bacs, Senior Consultant to Phillips, in association with BACS & RUSSO. We would like to thank him for his contribution. 
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Proper storage is key to securing the longevity of watches. 
Ensure your collection is kept in a dry environment at room 
temperature. High temperatures, and extreme fluctuations 
in temperature, can cause significant damage to the dial 
and mechanism over time, as can exposure to unfiltered 
sunlight. 

Security and theft: While many watch collectors 
enjoy wearing a valuable watch each day, it is not safe to 
do so everywhere. When getting dressed – particularly 
when traveling – plan ahead to avoid finding yourself in a 
dangerous situation with a valuable timepiece on your 
wrist. 

Once a year, it is also wise to check the condition of 
your watches’ bracelets and components such as the pins 
and buckle. Repeated wear may weaken or damage 
elements, which could result in the watch simply falling off 
your wrist. 

Whether you’re at home or traveling, you should 
always ensure that your watches are stored in a secure 
location, such as a safe. Due to their portable nature and 
high value, watches are, unfortunately, a preferred target 
for thieves.46 

103 

https://thieves.46


  
  
  
  
  
  
  
  

 
 
  

  

  

 

  

  

  

  

  

  

  

 

 

 
 
  

 
  

 
  

 
 

   
 
 
 
 

Appendix 
UBS Art Advisory collecting 
questionnaire 

What type of collector are you? How do you buy? 
What’s your purpose? 

The questionnaire below provides an opportunity to reflect 
on some of the most important aspects of your collecting 
activity. We recommend taking a moment to consider your 
responses to each question. Are there any answers that 
surprise you? Are there questions you don’t have an 
answer to – or where you could benefit from expert 
insight? 

What, why and how 
1. What do you collect? 
2. When did you start collecting? 
3. What was your original motivation? Has it changed 

over time? 
4. What would your life be without your collection? 
5. Which part of the collecting experience interests you 

the most? 
6. Does your family share the same motivation? 
7. Would you like to involve others in your collection 

activity? 
8. Who has or would have the power of decision? Why? 
9. Who has or would have financial control? 

Purpose 
1. Do you have a purpose in building your own collection? 
2. Do you have a plan or just collect spontaneously? 
3. What’s your goal? 
4. What is your strategy? 
5. What would happen if you can’t reach the goal? 

UBS Wealth Way: 

Liquidity 
1. How often do you buy? 
2. Do you have a budget? 
3. Does it include ancillary and maintenance costs? 
4. Is your budget monthly, yearly or otherwise structured? 
5. What kind of purchase channels do you use? 
6. Do you finance your purchases? 
7. Do you take advantage of art lending options? 
8. Do you have a timeframe in mind for building the 

collection? 

Longevity 
1. How often will you review your collecting strategy? 
2. Do you have a collection management policy in place? 
3. Do you regularly assess the condition of your collection 

(which helps prevent unexpected costs)? 
4. Will your collecting strategy adapt to your retirement 

plans? 
5. How do you prepare for life events that could affect 

your collection? 
6. Are your storage solutions scalable? 

Legacy 
1. Does your collecting purpose extend into a legacy 

plan? 
2. What are the most important aspects in creating your 

legacy? 
3. For which other areas do you have succession rules 

and/or legacy planning? 
4. Does your family have clear structures in place to 

govern the assets (e.g. trusts, foundations etc.)? 
5. Are family members operationally active in your 

collection? 
6. Do you currently share your art collection in a public or 

semi-public way, beyond family and friends? 
7. Are there some country-specific regulations to be taken 

into account? 
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Art collections 
Managing a collection: 
sample inventory 

A well-managed collection should have a comprehensive, 
up-to-date inventory. This is a document that provides 
information on artworks in the collection – from basic 
details, such as the title and dimensions of works, to 
information regarding conservation, import and export, 
provenance, logistics and others. 

— Images (recto & verso) 
— Inventory Number 
— Title 
— Year 
— Medium 
— Material/Technique 
— Size 
— Frame/Fitting 
— Dimensions 
— Signature 
— Inscriptions 
— Authentication/Certificate 
— Catalogue Raisonné 
— Name of Expert 
— Former Legal Owners (incl. year of transfer) 
— Seller 
— Purchase Date 
— Sale Date 
— Buyer 
— Collection/Status 
— Values 
— Purchase Price, Currency 
— Appraisal Value, Currency 
— Sale Value, Currency 
— Insurance Value, Currency 
— Insurance Company Name 
— Provenance 
— Origin 

— Art Loss Register/Lost Art Certificate 
— Acquisition Date 
— Condition 
— Conservation 
— Examination Date 
— Conservator 
— Location 
— Building Code 
— ZIP City 
— Street, Floor, Office 
— Exhibition/Literature/Publication 
— Handling/Transport 
— Crate notes 
— Export paper 
— Import paper 
— Copyrights 
— Remarks 
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Car collections 
Managing a car collection: 
sample inventory 

A detailed, up-to-date inventory is an essential component 
of a well-managed car collection. An inventory might 
include the following: 

— Authenticity & provenance documents and all that goes 
with them are one of the key pillars 

— Matching numbers, chassis number and engine 
number must be identical for high-end collectibles 

— Regular appraisal and reappraisal files by independent 
experts and transparency of overall value 

— Former legal owners, museums or celebrity owners 
and full history documented 

— Transaction years documented 
— Sellers, auction houses, classic car dealers list 
— Countries of origin & currencies files 
— Sale & financing contracts, experts’ certificates 
— Factory papers, documentation & delivery papers 
— Full documentation of all invoices, from acquisition, 

reparation, paint job 
— Factory manuals, special model, engine or devices 

certifications 
— Inventory numbers when collection goes over ten cars 
— Full insurance documentation & track of claims 
— Custom & tax certificates, import & export history 
— Restoration documentation, original spare parts 

delivery slip, photos of stages, reports of restoration 
companies and names of mechanics, coachwork 

— Full history of all transports and the given transport 
companies 

— Full history of all participation in Concours d’Élégance, 
rating & prices in categories or all over 

— Full history of all participation in races, race history with 
results, wins, trophies, but very important also 
accidents, damages and mechanical or coachwork 
changes for higher performance 

— Full documentation of lending cars to museums, car 
shows or film or TV productions, from leaving home to 
coming back 

— Security management and logistics are key, (e.g. 
against risks such as fire, water, theft and more), 
regular updates 

— Documentation of various country jurisdictions and 
homologation for classic & racing cars. Cars often 
spread in various countries 

— Complete list of third-party drivers, mostly former 
champions and their participation on given racing 
platforms. 

— Create your own library, analog & digital, to find the 
literature of your cars, books, pictures, magazine, 
catalog, films and press clippings; it’s of great value to 
have an in-depth knowledge about your collectibles. 
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Art and other collectibles: 
loan agreements 

Any loan of an item from your collection should be 
supported by a clear and comprehensive loan agreement. 
The checklist below outlines some of the key considerations: 

— The identity of the parties to the agreement. This is 
particularly important in the case of a traveling 
exhibition which involves multiple lenders and locations 

— The term of the loan, with exact dates outlining the 
period during which the object will be exhibited (or 
stored), and where 

— A complete fact sheet with description and updated 
condition report of the object 

— Name of the person/entity bearing the burden of 
insuring the object, and at what value 

— Name of the person/entity bearing the cost of packing 
and shipping the object both ways 

— The right of immunity from seizure laws, and customs 
clearance for international loans 

— How the lender would like to be credited 
— What reproduction, photography and film rights have 

been granted 
— Parties’ right to cancel and/or terminate the loan 

agreement 
— Whether any repair or restoration rights have been 

granted to the borrowing institution(s) 
— Governing law and jurisdiction 
— Identification decisions and labeling. Whether you wish 

to be credited in the exhibition catalog and how 
— Special conditions and instructions. Atmospheric 

conditions like light or humidity levels that should be 
maintained by the museum while the object is being 
transported, stored and exhibited 
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About us 
UBS 
UBS provides financial advice and solutions to wealthy, 
institutional and corporate clients worldwide, as well 
as private clients in Switzerland. UBS is the largest truly 
global wealth manager, and a leading personal and 
corporate bank in Switzerland, with a large-scale and 
diversified global asset manager and a focused investment 
bank. The bank focuses on businesses that have a strong 
competitive position in their targeted markets, are capital 
efficient, and have an attractive long-term structural 
growth or profit-ability outlook. 

Headquartered in Zurich, Switzerland, UBS has offices 
over 50 regions and locations, including all major financial 
centers, and employs more than 72,000 people around 
the world. UBS Group AG is the holding company of the 
UBS Group. Under Swiss company law, UBS Group AG is 
organized as an Aktiengesellschaft, a corporation that has 
issued shares of common stock to investors. 

UBS Global Wealth Management 
As the largest truly global wealth manager, UBS Global 
Wealth Management provides comprehensive advice, 
solutions and services to wealthy families and individuals 
around the world47. Clients who work with UBS benefit 
from a fully integrated set of wealth management 
capabilities and expertise, including wealth planning, 
investment management, capital markets, banking, 
lending, and institutional and corporate financial advice. 

47 UBS Global Wealth Management invested assets as of 30.9.2020; statements of the market position for Global Wealth Management 
are UBS’s estimates based on published invested assets and internal estimates 
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Legal disclaimer 
This document has been prepared by UBS AG, its subsidiary or affiliate 
(“UBS”). 
This document and the information contained herein are provided solely 
for informational and or educational purposes. Nothing in this document 
constitutes investment research, investment advice, a sales prospectus, or 
an offer or solicitation to engage in any investment activities. The 
document is not a recommendation to buy or sell any security, investment 
instrument, or product, and does not recommend any specific investment 
program or service. 

Information contained in this document has not been tailored to the 
specific investment objectives, personal and financial circumstances, or 
particular needs of any individual client. Certain investments referred to in 
this document may not be suitable or appropriate for all investors. In 
addition, certain services and products referred to in the document may 
be subject to legal restrictions and/or license or permission requirements 
and cannot therefore be offered worldwide on an unrestricted basis. No 
offer of any interest in any product will be made in any jurisdiction in 
which the offer, solicitation, or sale is not permitted, or to any person to 
whom it is unlawful to make such offer, solicitation, or sale. 

Although all information and opinions expressed in this document were 
obtained in good faith from sources believed to be reliable, no representation 
or warranty, express or implied, is made as to the document’s accuracy, 
sufficiency, completeness or reliability. All information and opinions expressed 
in this document are subject to change without notice and may differ from 
opinions expressed by other business areas or divisions of UBS. UBS is under 
no obligation to update or keep current the information contained herein. 

All pictures or images (“images”) herein are for illustrative, informative or 
documentary purposes only, in support of subject analysis and research. 
Images may depict objects or elements which are protected by third party 
copyright, trademarks and other intellectual property rights. Unless 
expressly stated, no relationship, association, sponsorship or endorsement 
is suggested or implied between UBS and these third parties. 

Nothing in this document constitutes legal or tax advice. UBS and its 
employees do not provide legal or tax advice. This document may not be 
redistributed or reproduced in whole or in part without the prior written 
permission of UBS. To the extent permitted by the law, neither UBS, nor 
any of it its directors, officers, employees or agents accepts or assumes any 
liability, responsibility or duty of care for any consequences, including any loss 
or damage, of you or anyone else acting, or refraining to act, in reliance on 
the information contained in this document or for any decision based on it. 

Important information in the event this document is distributed to 
US Persons or into the United States: 

Wealth management services in the United States are provided by UBS 
Financial Services Inc. (“UBSFS”), a subsidiary of UBS AG. As a firm providing 
wealth management services to clients, UBS-FS offers investment advisory 
services in its capacity as an SEC-registered investment adviser and brokerage 
services in its capacity as an SEC-registered broker-dealer. Investment 
advisory services and brokerage services are separate and distinct, differ in 
material ways and are governed by different laws and separate arrangements. 
It is important that clients understand the ways in which we conduct 
business, that Page 3 of 9 they carefully read the agreements and disclosures 
that we provide to them about the products or services we offer. A small 
number of our financial advisors are not permitted to offer advisory 
services to you and can only work with you directly as UBS broker-dealer 
representatives. Your financial advisor will let you know if this is the case 
and, if you desire advisory services, will be happy to refer you to another 
financial advisor who can help you. Our agreements and disclosures will 
inform you about whether we and our financial advisors are acting in our 
capacity as an investment adviser or broker-dealer. For more information, 
please review the PDF document at www.ubs.com/relationshipsummary. 
UBS-FS is a member of the Securities Investor Protection Corp. (SIPC) and 
the Financial Industry Regulatory Authority (FINRA). 

Review Code: IS2303282, Approval date: 5/24/2023 

Additional information for clients and prospects of UBS entities in 
the following countries: 

Brazil: This invitation is destined for UBS marketing events (e.g.: 
entertaining, cultural, sport, social events, conferences on current topics, 
economic presentations…) and is not intended as an offer or solicitation 
of an offer to buy any product or other specific service. UBS Brasil 
Administradora de Valores Mobiliários Ltda. is duly authorized by the 
Brazilian Securities and Exchange Commission to provide investment 
management services in Brazil. 

Canada: UBS Wealth Management is a registered trademark of UBS AG. 
UBS Bank (Canada) is a subsidiary of UBS AG. Investment advisory and 
portfolio management services are provided through UBS Investment 
Management Canada Inc., a wholly-owned subsidiary of UBS Bank 
(Canada). UBS Investment Management Canada Inc. is a registered 
portfolio manager and exempt market dealer in all the provinces with the 
exception of P.E.I. and the territories. This event is for you information only 
and is not intended as an offer, or a solicitation of an offer, to buy or sell 
any investment or other specific product. Although any information and 
opinions expressed during the event were obtained from sources believed 
to be reliable and in good faith, no representation or warranty, express or 
implied, is made as to its accuracy or completeness. All information and 
opinions as well as any figures indicated during the event are subject to 
change without notice. At any time UBS AG (“UBS”) and other companies 
in the UBS group (or employees thereof) may have a long or short 
position, or deal as principal or agent, in relevant securities or provide 
advisory or other services to the issuer of relevant securities or to a 
company connected with an issuer. Some investments may not be readily 
realisable since the market in the securities is illiquid and therefore valuing 
the investment and identifying the risk to which you are exposed may be 
difficult to quantify. Past performance of investments is not a guarantee of 
future results and the value of investments may fluctuate over time.  For 
clients and prospective clients of UBS Bank (Canada) and UBS Investment 
Management Canada Inc., please note that this event has no regard to the 
specific investment objectives, financial situation or particular needs of any 
recipient. Neither UBS Bank (Canada) nor UBS Investment Management 
Canada Inc. is acting as an adviser or fiduciary to or for any participant in 
this event unless otherwise agreed in writing. Not all products or services 
may be available at UBS Bank (Canada). Some products and services may 
be legally restricted for residents of certain countries. For more 
information on our products and services, visit https://www.ubs.com/ca/ 
en/wealth_management/planning_life.html. UBS does not provide tax or 
legal advice and you should consult your own independent advisers for 
specific advice based on your specific circumstances before entering into 
or refraining from entering into any investment.  You agree that you have 
provided your express consent to receive commercial electronic messages 
from UBS Bank (Canada), and any other UBS entity within the UBS global 
group of companies, with respect to this and other similar UBS events and 
to receipt of information on UBS products and services. You acknowledge 
and understand that this consent to electronic correspondence may be 
withdrawn by you at any time. For further information regarding how you 
may unsubscribe your consent, please contact your UBS Advisor or UBS 
Bank (Canada) directly at 1-800-268-9709 or https://www.ubs.com/ca/en/ 
wealth_management/your_relationship/how_to_get/wealth_ 
management.html This document may not be reproduced or copies 
circulated without prior written authorization of UBS. 

Chile (UBS AG / UBS Switzerland AG Representative Office: 
Invitations sent by the Rep. Office to its prospects should include the 
following disclaimer: “This bank has its principal offices in Switzerland and 
its operations are subject to the laws, regulations and courts of such 
country. This bank is not subject to the Chilean authorities and its 
operations are not secured by the state guarantee.” 

Colombia: Invitations to be sent by the booking center Switzerland in 
coordination with the Rep. Office and include the following disclaimer 
(except when the event is purely social/cultural): “Promoción y oferta de 
los negocios y servicios de la entidad financiera del exterior representada 
en Colombia.” 

111 

https://www.ubs.com/ca/en
https://www.ubs.com/ca
www.ubs.com/relationshipsummary


 

 

 

 

 

 

 

 
 

 
 

 

 

Germany: UBS Europe SE is a subsidiary of UBS AG. Company seat: 
Bockenheimer Landstraße 2 - 4, D-60306 Frankfurt am Main, Tel. 069 
2179 0, District Court of Frankfurt am Main HRB 107046 For clients living 
under German tax law, UBS will cover any necessary tax contributions as a 
result of this invitation under sec. 37b of the German income tax law (EStG). 

Israel: UBS is a premier global financial firm offering wealth management, 
asset management and investment banking services from its headquarters 
in Switzerland and its operations in over 50 countries worldwide to 
individual, corporate and institutional investors. In Israel, UBS Switzerland 
AG is registered as Foreign Dealer in cooperation with UBS Wealth 
Management Israel Ltd., a wholly owned UBS subsidiary. UBS Wealth 
Management Israel Ltd. is a Portfolio Manager licensee which engages 
also in Investment Marketing and is regulated by the Israel Securities 
Authority. This publication is intended for information only and is not 
intended as an offer to buy or a solicitation of an offer. Furthermore, this 
publication is not intended as an investment advice and/or investment 
marketing and is not replacing any investment advice and/or investment 
marketing provided by the relevant licensee which is adjusted to each 
person's needs. Kindly note that certain products and services are subject 
to legal restrictions and cannot be offered worldwide on an unrestricted 
basis. 

Italy: UBS Europe SE, Italy Branch, with registered office at Via del 
Vecchio Politecnico, 3 - 20121 Milan. Registered in the Register of Banks 
kept by the Bank of Italy, ABI Code 3041.1. Member of the Deposit 
Protection Fund of the German Bank Association. UBS Europe SE, Italy 
Branch is the Italian branch of UBS Europe SE, with registered office at 
Bockenheimer Landstraße 2-4, D-60306 Frankfurt am Main, Germany. For 
further information access to website ubs.com/wmitalia. This invitation is 
for informational and marketing purposes. It therefore does not constitute 
an investment analysis or an offer or a solicitation of specific products and 
services. The invitation is prepared and distributed by UBS Europe SE, 
Succursale Italia, Via del Vecchio Politecnico, 3 - 20121 Milan. UBS has 
been providing Wealth Management services to private clients in Italy 
since 1996. UBS Europe SE, Succursale Italia does not provide legal or tax 
advice. This document cannot be reproduced and distributed without prior 
written permission of UBS and it cannot be distributed in the United States 
(“US”) and/or to “US-persons”, nor distributed in jurisdictions where UBS 
is not authorized to operate. UBS accepts no responsibility for the use of 
this document by third parties. 

Japan: UBS SuMi TRUST Wealth Management Co., Ltd. Financial 
Instruments Business Operators (kinsho) No. 3233 Association/ Japan 
Securities Dealers Association, Japan Investment Advises Association, the 
Financial Futures Association of Japan, Type ll Financial Instruments Firms 
Association In this event, solicitation of specific products may be made. In 
relation to your investment into any products distributed through UBS 
Securities Japan Co., Ltd. (“UBSSJ”), UBSSJ may ask you to pay certain 
amount of fees designated as per each product. Also, loss may be incurred 
because of the price fluctuations, etc. For the details of the fees and risks 
of such products, please carefully read the pre-contractual documents and 
prospectus, etc. 

Jersey: UBS AG, Jersey Branch is authorised and regulated by the Jersey 
Financial Services Commission for the conduct of banking, funds and 
investment business. UBS AG, Jersey Branch is a branch of UBS AG (a 
public company limited by shares, incorporated in Switzerland whose 
registered offices are at Aeschenvorstadt 1, CH-4051, Basel and 
Bahnhofstrasse 45, Ch-8001 Zurich) (“UBS”) with its principal place of 
business in Jersey at 1 IFC, St Helier, Jersey, JE2 3BX. 

Mexico: UBS Asesores México, S.A. de C.V., (hereinafter, “UBS 
Asesores”), an affiliate of UBS Switzerland AG, is a non- independent 
investment advisor incorporated in accordance with Mexican Law, 
regulated and subject to the supervision of the National Banking and 
Securities Commission (Comisión Nacional Bancaria y de Valores, 
hereinafter, the “CNBV”), exclusively with respect to: (i) the rendering 
portfolio management services (investment management) when 
investment decisions are taken on behalf of the client, (ii) the provision of 

securities investment advisory services, analysis and issuance of individual 
investment recommendations, and (iii) money laundering prevention issues 
and terrorism financing matters. UBS Asesores is registered before CNBV 
under registry number 30060-001-(14115)-21/06/2016; such registry will 
not assure the accuracy or veracity of the information provided to its 
Clients. Likewise, UBS Asesores is not a credit institution, so it is not 
authorized to receive deposits in cash or of any other type, nor to 
safeguard securities and does not promote banking and credit services, 
either is part of any financial group. Finally, UBS Asesores: (i) does not 
offer guaranteed returns to its clients, (ii) has disclosed to its clients and 
suppliers any potential conflict of interest that could have before them, 
and (iii) can only charge the commissions expressly agreed upon with their 
clients for the investment services actually provided. UBS Asesores may 
not receive any commissions or any other type of remuneration from local 
or foreign issuers or intermediaries of the stock market, who provide 
services to their clients. Likewise, the information contained herein cannot 
be considered as an individualized recommendation unless expressly 
stated and through prior Agreement with UBS Asesores for the provision 
of an investment service. This UBS publication or any material related 
thereto is addressed only to Sophisticated or Institutional Investors located 
in Mexico. 

Monaco: This invitation is destined for UBS marketing events (e.g.: 
entertaining, cultural, sport, social events, conferences on current topics, 
economic presentations…) and is not intended as an offer or solicitation 
of an offer to buy any product or other specific service. In accordance with 
law No. 1.165 of 23 December 1993, related to the protection of personal 
information, the information collected in relation to the invitee may give 
rise to a right of access and correction. The invitee may, if he/she has 
legitimate reasons, oppose the automated processing of information 
relating to him/her. UBS (Monaco) S.A. undertakes to implement all 
precautions to safeguard the security of this information and in particular, 
to prevent same from being misrepresented, damaged or communicated 
to any unauthorized third parties. However all personal data collected 
through the present ticket request will be erased within 30 days after the 
event for which they are collected. 

Russia: UBS Switzerland AG is not licensed to provide regulated banking 
and/or financial services in Russia. Information contained in this document 
refers to products and services exclusively available through and provided 
by UBS Switzerland AG in Switzerland or another UBS entity domiciled 
outside Russia. UBS employees travelling to Russia are neither authorized 
to conclude contracts nor to negotiate terms thereof while in Russia. 
Contracts only become binding on UBS once confirmed in Switzerland or 
in the location where the UBS entity is domiciled. The Wealth 
Management Advisory Office within OOO UBS Bank does not provide 
services for which banking license is required in Russia. Certain financial 
instruments can be offered in Russia only to the qualified investors. Any 
attachments and documents with reference to the specific financial 
instruments do not constitute a personal investment recommendation 
under Russian law. 

Saudi Arabia: UBS Saudi Arabia (a subsidiary of UBS AG), is a Saudi 
closed joint stock company incorporated in the Kingdom of Saudi Arabia 
under commercial register number 1010257812 having its registered office 
at Tatweer Towers, P.O. Box 75724, Riyadh 11588, Kingdom of Saudi 
Arabia. UBS Saudi Arabia is authorised and regulated by the Capital 
Market Authority to conduct securities business under license number 
08113-37. 

Spain: UBS Europe SE, Sucursal en España is a branch of UBS Europe SE, a 
credit institution constituted in the form of a Societas Europaea duly 
authorized and regulated by the European Central Bank (ECB). UBS Europe 
SE, Sucursal en España, with registered office at Calle María de Molina 4, 
C.P. 28006, Madrid, is an entity supervised by the ECB (Sonnemannstrasse 
22, 60314 Frankfurt am Main, Germany) and Banco de España (Calle 
Alcalá 48, 28014 Madrid), in whose Registry of Entities is registered with 
the number 0226. As a branch of UBS Europe SE, it is adhered to the 
German statutory deposit and protection scheme and also to the Deposit 
Protection Fund of the Association of German Banks. Additionally, it is 
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authorized to provide investment services on securities and financial 
instruments, regarding to which it is supervised by the Commission 
Nacional del Mercado de Valores (CNMV) as well. For further information 
on UBS Europe SE, Sucursal en España you can address to C/María de 
Molina 4, 28006 (Madrid) or access to website web www.ubs.com/es, 
where you can find more information on our entity, products and services. 

UK: UBS AG is registered as a branch in England and Wales Branch No. 
BR004507 (A public company limited by shares, incorporated in 
Switzerland whose registered offices are at Aeschenvorstadt 1, CH-4051, 
Basel and Bahnhofstrasse 45, CH-8001 Zurich). Registered Address: 5 
Broadgate, London EC2M 2QS. Authorised and regulated by the Financial 
Market Supervisory Authority in Switzerland. In the United Kingdom, UBS 
AG is authorised by the Prudential Regulation Authority and subject to 
regulation by the Financial Conduct Authority and limited regulation by 
the Prudential Regulation Authority. Details about the extent of our 
regulation by the Prudential Regulation Authority are available from us on 
request. 

Additional information for recipients located in any of the 
following countries, in which the UBS entity sending the 
information is not licensed in: 

Bahrain: UBS is a Swiss bank not licensed, supervised or regulated in 
Bahrain by the Central Bank of Bahrain and does not undertake banking or 
investment business activities in Bahrain. Therefore, Clients have no 
protection under local banking and investment services laws and 
regulations. 

Brazil: Securities mentioned in this material have not been, and will not 
be, submitted for approval nor registered with the Securities and 
Exchange Commission of Brazil (CVM). Documents and information herein 
are not being used in connection with any offer for subscription or sale to 
the public in Brazil. 

Czech Republic: UBS is not a licensed bank in the Czech Republic and 
thus is not allowed to provide regulated banking or investment services in 
the Czech Republic. This communication and/or material is distributed for 
marketing purposes and constitutes a “Commercial Message” under the 
laws of Czech Republic in relation to banking and/or investment services. 
Please notify UBS if you do not wish to receive any further 
correspondence. 

Egypt: Securities or other investment products are not being offered or 
sold by UBS to the public in Egypt and they have not been and will not be 
registered with the Egyptian Financial Regulatory Authority (FRA). 

Greece: UBS AG and its subsidiaries and affiliates (UBS) are premier global 
financial services firms offering wealth management services to individual, 
corporate and institutional investors. UBS AG and UBS Switzerland AG are 
established in Switzerland and operate under Swiss law. UBS AG operates 
in over 50 countries and from all major financial centers. UBS is not 
licensed as a bank or financial institution under Greek legislation and does 
not provide banking and financial services in Greece. Consequently, UBS 
provides such services from branches outside of Greece, only. 

Malaysia/Indonesia/Thailand/Philippines/Singapore: This 
communication and any offering material term sheet, research report, 
other product or service documentation or any other information (the 
“Material”) sent with this communication was done so as a result of a 
request received by UBS from you and/or persons entitled to make the 
request on your behalf. Should you have received the Material 
erroneously, UBS asks that you kindly delete the e-mail and inform UBS 
immediately. The Material, where provided, was provided for your 
information only and is not to be further distributed in whole or in part in 
or into your jurisdiction without the consent of UBS. The Material may not 
have been reviewed, approved, disapproved or endorsed by any financial 
or regulatory authority in your jurisdiction. UBS has not, by virtue of the 
Material, made available, issued any invitation to subscribe for or to 
purchase any investment (including securities or products or futures 

contracts). The Material is neither an offer nor a solicitation to enter into 
any transaction or contract (including future contracts) nor is it an offer to 
buy or to sell any securities or products. The relevant investments will be 
subject to restrictions and obligations on transfer as set forth in the 
Material, and by receiving the Material you undertake to comply fully with 
such restrictions and obligations. You should carefully study and ensure 
that you understand and exercise due care and discretion in considering 
your investment objective, risk appetite and personal circumstances 
against the risk of the investment. You are advised to seek independent 
professional advice in case of doubt. Any and all advice provided on and/ 
or trades executed by UBS pursuant to the Material will only have been 
provided upon your specific request or executed upon your specific 
instructions, as the case may be, and may be deemed as such by UBS and 
you. 

Nigeria: UBS AG and its branches and subsidiaries (UBS) are not licensed, 
supervised or regulated in Nigeria by the Central Bank of Nigeria (CBN) or 
the Nigerian Securities and Exchange Commission (SEC) and does not 
undertake banking or investment business activities in Nigeria. 

Poland: UBS is a premier global financial services firm offering wealth 
management services to individual, corporate and institutional investors. 
UBS is established in Switzerland and operates under Swiss law and in over 
50 countries and from all major financial centres. UBS [insert Legal Entity] 
is not licensed as a bank or as an investment firm under Polish legislation 
and is not allowed to provide banking and financial services in Poland. 

Portugal: UBS is not licensed to conduct banking and financial activities 
in Portugal nor is UBS supervised by the Portuguese Regulators (Bank of 
Portugal “Banco de Portugal” and Portuguese Securities Exchange 
Commission “Comissão do Mercado de Valores Mobiliários”). 

Turkey: The information in this document is not provided for the purpose 
of offering, marketing or sale of any capital market instrument or service 
in the Republic of Turkey. Therefore, this document may not be considered 
as an offer made, or to be made, to residents of the Republic of Turkey in 
the Republic of Turkey. UBS Switzerland AG is not licensed by the Turkish 
Capital Market Board (the CMB) under the provisions of the Capital 
Market Law (Law No. 6362). Accordingly, neither this document nor any 
other offering material related to the instrument/service may be utilized in 
connection with providing any capital market services to persons within 
the Republic of Turkey without the prior approval of the CMB. However, 
according to article 15 (d) (ii) of the Decree No. 32 residents of the 
Republic of Turkey are allowed to purchase or sell the financial instruments 
traded in financial markets outside of the Republic of Turkey. Further to 
this, pursuant to article 9 of the Communiqué on Principles Regarding 
Investment Services, Activities and Ancillary Services No. III-37.1, 
investment services provided abroad to residents of the Republic of Turkey 
based on their own initiative are not restricted. 

Ukraine: UBS is a premier global financial services firm offering wealth 
management services to individual, corporate and institutional investors. 
UBS is established in Switzerland and operates under Swiss law and in over 
50 countries and from all major financial centers. UBS is not registered and 
licensed as a bank/financial institution under Ukrainian legislation and 
does not provide banking and other financial services in Ukraine. UBS has 
not made, and will not make, any offer of the mentioned products to the 
public in Ukraine. No action has been taken to authorize an offer of the 
mentioned products to the public in Ukraine and the distribution of this 
document shall not constitute financial services for the purposes of the 
Law of Ukraine “On Financial Services and State Regulation of Financial 
Services Markets” dated 12 July 2001. Any offer of the mentioned 
products shall not constitute public offer, circulation, transfer, safekeeping, 
holding or custody of securities in the territory of Ukraine. Accordingly, 
nothing in this document or any other document, information or 
communication related to the mentioned products shall be interpreted as 
containing an offer, a public offer or invitation to offer or to a public offer, 
or solicitation of securities in the territory of Ukraine. Electronic 
communication must not be considered as an offer to enter into an 
electronic agreement or other electronic instrument (“електронний 
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правочин”) within the meaning of the Law of Ukraine “On Electronic 
Commerce” dated 3 September 2015. This document is strictly for private 
use by its holder and may not be passed on to third parties or otherwise 
publicly distributed. 

UAE: UBS is not a financial institution licensed in the UAE by the Central 
Bank of the UAE nor by the Emirates’ Securities and Commodities 
Authority and does not undertake banking activities in the UAE. UBS AG 
Dubai Branch is licensed by the DFSA in the DIFC. 

Important information in the event this document is distributed 
cross-border: 

Bahrain: UBS is a Swiss bank not licensed, supervised or regulated in 
Bahrain by the Central Bank of Bahrain and does not undertake banking or 
investment business activities in Bahrain. Therefore, Clients have no 
protection under local banking and investment services laws and 
regulations. 

Mainland China: This publication is prepared by UBS Switzerland AG or 
its offshore subsidiary or affiliate (collectively as “UBS Offshore”). UBS 
Offshore is an entity incorporated out of Mainland China and is not 
licensed, supervised or regulated in Mainland China to carry out banking 
or securities business. The recipient should not contact the analysts or UBS 
Offshore which produced this report for advice as they are not licensed to 
provide securities investment advice in Mainland China. UBS Investment 
Bank (including Research) has its own wholly independent research and 
views, which at times may vary from the views of UBS Global Wealth 
Management. This report shall not be regarded as providing specific 
securities-related analysis. The recipient should not use this document or 
otherwise rely on any of the information contained in this report in making 
investment decisions and UBS takes no responsibility in this regard. 

Czech Republic: UBS is a Swiss bank not licensed, supervised or regulated 
in Bahrain by the Central Bank of Bahrain and does not undertake banking 
or investment business activities in Bahrain. Therefore, Clients have no 
protection under local banking and investment services laws and 
regulations. 

Greece: UBS AG and its subsidiaries and affiliates (UBS) are premier global 
financial services firms offering wealth management services to individual, 
corporate and institutional investors. UBS AG and UBS Switzerland AG are 
established in Switzerland and operate under Swiss law. UBS AG operates 
in over 50 countries and from all major financial centers. UBS is not 
licensed as a bank or financial institution under Greek legislation and does 
not provide banking and financial services in Greece. Consequently, UBS 
provides such services from branches outside of Greece, only. 

Indonesia, Malaysia, Philippines, Thailand, Singapore: This 
communication and any offering material term sheet, research report, 
other product or service documentation or any other information (the 
“Material”) sent with this communication was done so as a result of a 
request received by UBS from you and/or persons entitled to make the 
request on your behalf. Should you have received the Material erroneously, 
UBS asks that you kindly delete the e-mail and inform UBS immediately. 
The Material, where provided, was provided for your information only and 
is not to be further distributed in whole or in part in or into your jurisdiction 
without the consent of UBS. The Material may not have been reviewed, 
approved, disapproved or endorsed by any financial or regulatory authority 
in your jurisdiction. UBS has not, by virtue of the Material, made available, 
issued any invitation to subscribe for or to purchase any investment 
(including securities or products or futures contracts). The Material is 
neither an offer nor a solicitation to enter into any transaction or contract 
(including future contracts) nor is it an offer to buy or to sell any securities 
or products. The relevant investments will be subject to restrictions and 
obligations on transfer as set forth in the Material, and by receiving the 
Material you undertake to comply fully with such restrictions and 
obligations. You should carefully study and ensure that you understand 
and exercise due care and discretion in considering your investment 
objective, risk appetite and personal circumstances against the risk of the 

investment. You are advised to seek independent professional advice in 
case of doubt. Any and all advice provided on and/or trades executed by 
UBS pursuant to the Material will only have been provided upon your 
specific request or executed upon your specific instructions, as the case 
may be, and may be deemed as such by UBS and you. 

Nigeria: UBS AG and its branches and subsidiaries (UBS) are not licensed, 
supervised or regulated in Nigeria by the Central Bank of Nigeria (CBN) or 
the Nigerian Securities and Exchange Commission (SEC) and does not 
undertake banking or investment business activities in Nigeria. 

Portugal: UBS is not licensed to conduct banking and financial activities 
in Portugal nor is UBS supervised by the Portuguese Regulators (Bank of 
Portugal “Banco de Portugal” and Portuguese Securities Exchange 
Commission “Comissão do Mercado de Valores Mobiliários”). 

UAE: UBS is not a financial institution licensed in the UAE by the Central 
Bank of the UAE nor by the Emirates’ Securities and Commodities 
Authority and does not undertake banking activities in the UAE. UBS AG 
Dubai Branch is licensed by the DFSA in the DIFC. 

Ukraine: UBS is a premier global financial services firm offering wealth 
management services to individual, corporate and institutional investors. 
UBS is established in Switzerland and operates under Swiss law and in over 
50 countries and from all major financial centers. UBS is not registered and 
licensed as a bank/financial institution under Ukrainian legislation and 
does not provide banking and other financial services in Ukraine. UBS has 
not made, and will not make, any offer of the mentioned products to the 
public in Ukraine. No action has been taken to authorize an offer of the 
mentioned products to the public in Ukraine and the distribution of this 
document shall not constitute financial services for the purposes of the 
Law of Ukraine “On Financial Services and State Regulation of Financial 
Services Markets” dated 12 July 2001. Any offer of the mentioned 
products shall not constitute public offer, circulation, transfer, safekeeping, 
holding or custody of securities in the territory of Ukraine. Accordingly, 
nothing in this document or any other document, information or 
communication related to the mentioned products shall be interpreted as 
containing an offer, a public offer or invitation to offer or to a public offer, 
or solicitation of securities in the territory of Ukraine. Electronic 
communication must not be considered as an offer to enter into an 
electronic agreement or other electronic instrument (“електронний 
правочин”) within the meaning of the Law of Ukraine “On Electronic 
Commerce” dated 3 September 2015. This document is strictly for private 
use by its holder and may not be passed on to third parties or otherwise 
publicly distributed. 

Important information in the event this document is distributed by 
the following domestic businesses: 

Brazil: This publication is not intended to constitute a public offer under 
Brazilian law or a research analysis report as per the definition contained 
under the Comissão de Valores Mobiliários (“CVM”) Instruction 598/2018. 
It is distributed only for information purposes by UBS Brasil Administradora 
de Valores Mobiliários Ltda. and/or of UBS Consenso Investimentos Ltda., 
entities regulated by CVM. 

Canada: In Canada, this publication is distributed by UBS Investment 
Management Canada Inc. (UBS Wealth Management Canada). 
UBS Wealth Management is a registered trademark of UBS AG. UBS Bank 
(Canada) is a subsidiary of UBS AG. Investment advisory and portfolio 
management services are provided through UBS Investment Management 
Canada Inc., a wholly-owned subsidiary of UBS Bank (Canada). UBS 
Investment Management Canada Inc. is a registered portfolio manager 
and exempt market dealer in all the provinces with the exception of P.E.I. 
and the territories. All information and opinions as well as any figures 
indicated during the event are subject to change without notice. At any 
time UBS AG (“UBS”) and other companies in the UBS group (or 
employees thereof) may have a long or short position, or deal as principal 
or agent, in relevant securities or provide advisory or other services to the 
issuer of relevant securities or to a company connected with an issuer. 
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Some investments may not be readily realisable since the market in the 
securities is illiquid and therefore valuing the investment and identifying 
the risk to which you are exposed may be difficult to quantify. Past 
performance of investments is not a guarantee of future results and the 
value of investments may fluctuate over time. For clients and prospective 
clients of UBS Bank (Canada) and UBS Investment Management Canada 
Inc., please note that this event has no regard to the specific investment 
objectives, financial situation or particular needs of any recipient. Neither 
UBS Bank (Canada) nor UBS Investment Management Canada Inc. is 
acting as an adviser or fiduciary to or for any participant in this event 
unless otherwise agreed in writing. Not all products or services may be 
available at UBS Bank (Canada). Some products and services may be 
legally restricted for residents of certain countries. For more information 
on our products and services, visit https://www.ubs.com/ca/en/wealth_ 
management/planning_life.html. UBS does not provide tax or legal advice 
and you should consult your own independent advisers for specific advice 
based on your specific circumstances before entering into or refraining 
from entering into any investment. You agree that you have provided your 
express consent to receive commercial electronic messages from UBS Bank 
(Canada), and any other UBS entity within the UBS global group of 
companies, with respect to this and other similar UBS events and to 
receipt of information on UBS products and services. You acknowledge 
and understand that this consent to electronic correspondence may be 
withdrawn by you at any time. For further information regarding how you 
may unsubscribe your consent, please contact your UBS Advisor or UBS 
Bank (Canada) directly at 1-800-268-9709 or https://www.ubs.com/ca/en/ 
wealth_management/your_relationship/how_to_get/wealth_ 
management.html. This document may not be reproduced or copies 
circulated without prior written authorization of UBS. 

Denmark: This publication is not intended to constitute a public offer 
under Danish law. It is distributed only for information purposes by UBS 
Europe SE, filial af UBS Europe SE with place of business at Sankt Annae 
Plads 13, 1250 Copenhagen, Denmark, registered with the Danish 
Commerce and Companies Agency, under No. 38 17 24 33. UBS Europe 
SE, filial af UBS Europe SE is a branch of UBS Europe SE, a credit institution 
constituted under German law in the form of a Societas Europaea which is 
authorized by the German Federal Financial Supervisory Authority 
(Bundesanstalt für Finanzdienstleistungsaufsicht, BaFin), and is subject to 
the joint supervision of the European Central Bank, the German Central 
Bank (Deutsche Bundesbank) and the BaFin. UBS Europe SE, filial af UBS 
Europe SE is furthermore supervised by the Danish Financial Supervisory 
Authority (Finanstilsynet), to which this publication has not been 
submitted for approval. 

France: This publication is not intended to constitute a public offer under 
French law. It is distributed only for information purposes by UBS (France) 
S.A. UBS (France) S.A. is a French “société anonyme” with share capital of 
€ 132.975.556, 69, boulevard Haussmann F-75008 Paris, R.C.S. Paris B 
421 255 670. UBS (France) S.A. is a provider of investment services duly 
authorized according to the terms of the “Code monétaire et financier”, 
regulated by French banking and financial authorities as the “Autorité de 
contrôle prudentiel et de résolution.” 

Germany: This publication is not intended to constitute a public offer 
under German law. It is distributed only for information purposes by UBS 
Europe SE, Germany, with place of business at Bockenheimer Landstrasse 
2-4, 60306 Frankfurt am Main. UBS Europe SE is a credit institution 
constituted under German law in the form of a Societas Europaea, duly 
authorized by the European Central Bank (“ECB”), and supervised by the 
ECB, the German Central Bank (Deutsche Bundesbank) and the German 
Federal Financial Services Supervisory Authority (Bundesanstalt für 
Finanzdienstleistungsaufsicht), to which this publication has not been 
submitted for approval. 

Hong Kong: This publication is distributed by UBS AG Hong Kong Branch. 
UBS AG Hong Kong Branch is incorporated in Switzerland with limited 
liability. 

Israel: UBS is a premier global financial firm offering wealth management, 
asset management and investment banking services from its headquarters 
in Switzerland and its operations in over 50 countries worldwide to 
individual, corporate and institutional investors. In Israel, UBS Switzerland 
AG is registered as Foreign Dealer in cooperation with UBS Wealth 
Management Israel Ltd., a wholly owned UBS subsidiary. UBS Wealth 
Management Israel Ltd. is a Portfolio Manager licensee which engages 
also in Investment Marketing and is regulated by the Israel Securities 
Authority. This publication is intended for information only and is not 
intended as an offer to buy or solicitation of an offer. Furthermore, this 
publication is not intended as an investment advice and/or investment 
marketing and is not replacing any investment advice and/or investment 
marketing provided by the relevant licensee which is adjusted to each 
person needs. The word “advice” and/or any of its derivatives shall be 
read and construed in conjunction with the definition of the term 
“investment marketing” as defined under the Israeli Regulation of 
Investment Advice, Investment Marketing and Portfolio Management Law, 
1995. 

Italy: This publication is not intended to constitute a public offer under 
Italian law. It is distributed only for information purposes by UBS Europe 
SE, Succursale Italia, with place of business at Via del Vecchio Politecnico, 
3-20121 Milano. UBS Europe SE, Succursale Italia is subject to the joint 
supervision of the European Central Bank (“ECB”), the German Central 
Bank (Deutsche Bundesbank), the German Federal Financial Services 
Supervisory Authority (Bundesanstalt für Finanzdienstleistungsaufsicht), as 
well as of the Bank of Italy (Banca d’Italia) and the Italian Financial Markets 
Supervisory Authority (CONSOB - Commissione Nazionale per le Società e 
la Borsa), to which this publication has not been submitted for approval. 
UBS Europe SE is a credit institution constituted under German law in the 
form of a Societas Europaea, duly authorized by the ECB. 

Jersey: UBS AG, Jersey Branch, is regulated and authorized by the Jersey 
Financial Services Commission for the conduct of banking, funds and 
investment business. Where services are provided from outside Jersey, 
they will not be covered by the Jersey regulatory regime. UBS AG, Jersey 
Branch is a branch of UBS AG a public company limited by shares, 
incorporated in Switzerland whose registered offices are at 
Aeschenvorstadt 1, CH-4051 Basel and Bahnhofstrasse 45, CH 8001 
Zurich. UBS AG, Jersey Branch's principal place of business is 1, IFC Jersey, 
St Helier, Jersey, JE2 3BX. 

Luxembourg: This publication is not intended to constitute a public offer 
under Luxembourg law. It is distributed only for information purposes by 
UBS Europe SE, Luxembourg Branch (“UBS”), R.C.S. Luxembourg n° 
B209123, with registered office at 33A, Avenue J. F. Kennedy, L-1855 
Luxembourg. UBS is a branch of UBS Europe SE, a credit institution 
constituted under German law in the form of a Societas Europaea (HRB n° 
107046), with registered office at Bockenheimer Landstrasse 2-4, 
D-60306 Frankfurt am Main, Germany, duly authorized by the German 
Federal Financial Supervisory Authority (Bundesanstalt für Finanzdienst-
leistungsaufsicht – “BaFin”) and subject to the joint prudential supervision 
of BaFin , the central bank of Germany (Deutsche Bundesbank) and the 
European Central Bank . UBS is furthermore supervised by the 
Luxembourg prudential supervisory authority (Commission de Surveillance 
du Secteur Financier), in its role as host member state authority. This 
publication has not been submitted for approval to any public supervisory 
authority. 

Mexico: UBS Asesores México, S.A. de C.V (“UBS Asesores”) an affiliate 
of UBS Switzerland AG, incorporated as a non-independent investment 
advisor under the Securities Market Law, due to the relation with a 
Foreign Bank. UBS Asesores was incorporated under the Securities Market 
Law. UBS Asesores is a regulated entity and it is subject to the supervision 
of the Mexican Banking and Securities Commission (Comisión Nacional 
Bancaria y de Valores, “CNBV”) which exclusively regulates UBS Asesores 
regarding the rendering of portfolio management services when 
investment decisions are taken on behalf of the client, as well as on 
securities investment advisory services, analysis and issuance of individual 
investment recommendations, so that the CNBV has no surveillance 
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facilities nor may have over any other service provided by UBS Asesores. 
UBS Asesores is registered before the CNBV under Registry number 
30060. Such registry will not assure the accuracy or veracity of the 
information provided to its clients. UBS Asesores is not part of any 
Mexican financial group, is not a bank and does not receive deposits or 
hold securities. UBS Asesores does not offer guaranteed returns. UBS 
Asesores has revealed any conflict of interest that could have before. UBS 
Asesores does advertise any banking services and can only charge the 
commissions expressly agreed with their clients for the investment services 
actually rendered. UBS Asesores receive commissions from issuers or local 
or foreign financial intermediaries that provide services to its clients. You 
are being provided with this UBS publication or material because you have 
indicated to UBS Asesores that you are a Sophisticated Qualified Investor 
located in Mexico. 

Monaco: This document is not intended to constitute a public offering or 
a comparable solicitation under the Principality of Monaco laws, but might 
be made available for information purposes to clients of UBS (Monaco) SA, 
a regulated bank which has is registered office 2 avenue de Grande 
Bretagne 98000 Monaco under the supervision of the “Autorité de 
Contrôle Prudentiel et de Résolution” (ACPR) for banking activities and 
under the supervision of “Commission de Contrôle des Activités 
Financières for financial activities”. The latter has not approved this 
publication. 

Panama: UBS AG Oficina de Representación es regulada y supervisada 
por la Superintendencia de Bancos de Panamá. Licencia para operar como 
Oficina de Representación Resolución S.B.P. No 017-2007. UBS Switzerland 
AG Oficina de Representación es regulada y supervisada por la 
Superintendencia de Bancos de Panamá. Licencia para operar como 
Oficina de Representación Resolución S.B.P. No. 0178-2015. 

Panama: UBS Asesores SA, Entidad Regulada y Supervisada por la 
Superintendencia del Mercado de Valores. Licencia para operar como 
Asesor de Inversiones. Resolución No. CNV-316-01. 

Russia: UBS Switzerland AG is not licensed to provide regulated banking 
and/or financial services in Russia. Information contained in this document 
refers to products and services exclusively available through and provided 
by UBS Switzerland AG in Switzerland or another UBS entity domiciled 
outside Russia. UBS employees travelling to Russia are neither authorized 
to conclude contracts nor to negotiate terms thereof while in Russia. 
Contracts only become binding on UBS once confirmed in Switzerland or 
in the location where the UBS entity is domiciled. The Wealth 
Management Advisory Office within OOO UBS Bank does not provide 
services for which banking license is required in Russia. Certain financial 
instruments can be offered in Russia only to the qualified investors. Any 
attachments and documents with reference to the specific financial 
instruments do not constitute a personal investment recommendation 
under Russian law. 

Singapore: This publication is distributed by UBS AG Singapore Branch. 
Clients of UBS AG Singapore branch are asked to please contact UBS AG 
Singapore branch, an exempt financial adviser under the Singapore 
Financial Advisers Act (Cap. 110) and a wholesale bank licensed under the 
Singapore Banking Act (Cap. 19) regulated by the Monetary Authority of 
Singapore, in respect of any matters arising from, or in connection with, 
the analysis or report. 

Spain: This publication is not intended to constitute a public offer under 
Spanish law. It is distributed only for information purposes by UBS Europe 
SE, Sucursal en España, with place of business at Calle María de Molina 4, 
C.P. 28006, Madrid. UBS Europe SE, Sucursal en España is subject to the 
joint supervision of the European Central Bank (“ECB”), the German 
Central bank (Deutsche Bundesbank), the German Federal Financial 
Services Supervisory Authority (Bundesanstalt für Finanzdienstleistungs-
aufsicht), as well as of the Spanish supervisory authority (Banco de 
España), to which this publication has not been submitted for approval. 
Additionally it is authorized to provide investment services on securities 

and financial instruments, regarding which it is supervised by the Comisión 
Nacional del Mercado de Valores as well. UBS Europe SE, Sucursal en 
España is a branch of UBS Europe SE, a credit institution constituted under 
German law in the form of a Societas Europaea, duly authorized by the 
ECB. 

Sweden: This publication is not intended to constitute a public offer 
under Swedish law. It is distributed only for information purposes by UBS 
Europe SE, Sweden Bankfilial, with place of business at Regeringsgatan 
38, 11153 Stockholm, Sweden, registered with the Swedish Companies 
Registration Office under Reg. No 516406-1011. UBS Europe SE, Sweden 
Bankfilial is a branch of UBS Europe SE, a credit institution constituted 
under German law in the form of a Societas Europaea which is authorized 
by the German Federal Financial Supervisory Authority (Bundesanstalt für 
Finanzdienstleistungsaufsicht, BaFin), and is subject to the joint supervision 
of the European Central Bank, the German Central bank (Deutsche 
Bundesbank) and the BaFin. UBS Europe SE, Sweden Bankfilial is 
furthermore supervised by the Swedish supervisory authority 
(Finansinspektionen), to which this publication has not been submitted for 
approval. 

Taiwan: This material is provided by UBS AG, Taipei Branch in accordance 
with laws of Taiwan, in agreement with or at the request of clients/ 
prospects. 

UK: This document is issued by UBS Wealth Management, a division of 
UBS AG which is authorised and regulated by the Financial Market 
Supervisory Authority in Switzerland. In the United Kingdom, UBS AG is 
authorised by the Prudential Regulation Authority and is subject to 
regulation by the Financial Conduct Authority and limited regulation by 
the Prudential Regulation Authority. Details about the extent of regulation 
by the Prudential Regulation Authority are available from us on request. 

UAE/DIFC: UBS is not licensed in the UAE by the Central Bank of UAE or 
by the Securities & Commodities Authority. The UBS AG Dubai Branch is 
licensed in the DIFC by the Dubai Financial Services Authority as an 
authorised firm. 

© UBS 2023. The key symbol and UBS are among the registered and 
unregistered trademarks of UBS. All rights reserved. UBS Financial Services 
Inc. is a subsidiary of UBS AG. Member FINRA/SIPC. 








