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Canadian-born Buckrell-Pos set the world-record for Monet in 2008. Acting as a buying agent, she fought 
off ten bidders to win diesel billionaire J. Irwin Miller Le Bassin aux Nymphéas for skyrocketed her to fame 
for breathing fresh life into the Impressionist market, she had, in reality, been doing £10 mil- lion-plus deals 
under the radar since 2005. 
 
Her company, AMI, do more than the high-profile purchases though. Operating as a discreet advisory 
service for a limited number of clients at a time, its expertise runs to art management, acquisition and 
preservation. If you are an established collector, Buckrell-Pos will help you to fill holes in your collection, 
arrange insurance and transportation, and get your 
work into important exhibitions. If you are a new 
collector, she will walk you down Bond Street, teach 
you how to negotiate private-treaty sales, and 
introduce you to fellow collectors. 
 
Her personality — patient, friendly and upbeat — is 
more suited to the latter. That’s where she’s done most 
of her business. ‘I just love the enthusiasm of hugely 
intelligent, self-made individuals,’ she reflects. 
 
Beyond her obvious academic credentials, which 
include a Sotheby’s Institute masters degree, and her 
curatorial record which includes taking the Royal 
Academicians to Dubai, Buckrell-Pos has a business 
model perfectly suited to private-client work. 
 
With single point of contact service, HNWs get 
guaranteed director-level expertise, control of the flow 
of information and, through a ceiling on the number of 
clients, advocacy, as there are no overlaps in briefs, meaning that when the perfect Picasso comes up you 
don’t have to fight with three others to buy it. 
 
What’s more Buckrell-Pos doesn’t hold stock. That means that her advice isn’t tainted unlike dealers’. As 
testament to this she is a qualified member of the Royal Institue of Chartered Surveyors — which demands 
that its members operate with the highest standards of professionalism and knowledge. 
 
One senses that Buckrell-Pos was always destined for such a career. Aged six, she hung art in her bedroom 
and charged her parents admission. 
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ABIGAIL ASHER
GUGGENHEIM ASHER 
ASSOCIATES
‘!e crisis has shown people that art is 
an international market and can abso-
lutely be seen as an asset class,’ says 
Asher, partner of international art advi-
sory "rm Guggenheim, Asher Associ-
ates. ‘A#er the fall of Lehman, everyone 
expected a huge backward step, but it 
ended up being a minor blip.’

As Asher sees it, the remarkable 
resilience of the art market is nothing 
new. ‘When you track the market, you 
see that the very best objects have 
almost doubled in value every cycle. 
You have to buy the best to avoid 
instability.’

Described as ‘the Carrie Bradshaw of 
the American art world’, Asher le# 
England for New York straight a#er 
university and soon found herself 
working as an intern for Barbara 
Guggenheim. Twenty or so years later, 
she is now a partner, working in 
everything from Impressionist to 
Contemporary art. Her client list 
includes Tom Cruise and Steven 
Spielberg, as well as billionaire tycoons 
from Asia, Europe and the Middle 
East.

‘You go through a real journey with 
collectors,’ she says. ‘!ey have to trust 
that you are their eyes and ears, 
constantly in the marketplace. It’s like 
you are their quarterback.’ 

Asher prides herself on her very 

large and close network of art contacts. 
She sees it as the backbone of her 
business because keeping in touch with 
the right people is the key to getting 
good pictures when they come on the 
market.

Asher’s operation is underpinned by 
seamless service. She once $ew with a 
US-based client into Luton to view a 
painting while their jet waited on the 
tarmac. !e client agreed to buy and 
then $ew back to the US, while Asher 
stayed in London to draw up the 
necessary contracts.

When she does eventually go home 
at the end of the day, she has her own 
‘little bit of Notting Hill’ in Greenwich 
Village. Her husband is a bond trader 
and they have one son.
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Canadian-born Buckrell-Pos set the 
world-record for Monet in 2008. Acting 
as a buying agent, she fought o% ten 
bidders to win diesel billionaire J. Irwin 
Miller Le Bassin aux Nymphéas for 

£40.1 million. While the transaction 
skyrocketed her to fame for breathing 
fresh life into the Impressionist market, 
she had, in reality, been doing £10 mil-
lion-plus deals under the radar since 
2005. 

Her company, AMI, do more than 
the high-pro"le purchases though. 
Operating as a discreet advisory service 
for a limited number of clients at a 
time, its expertise runs to art 
management, acquisition and 
preservation. If you are an established 
collector, Buckrell-Pos will help you to 
"ll holes in your collection, arrange 
insurance and transportation, and get 
your work into important exhibitions. 
If you are a new collector, she will walk 
you down Bond Street, teach you how 
to negotiate private-treaty sales, and 
introduce you to fellow collectors.

Her personality — patient, friendly 
and upbeat — is more suited to the 
latter. !at’s where she’s done most of 
her business. ‘I just love the enthusiasm 
of hugely intelligent, self-made 
individuals,’ she re$ects.

Beyond her obvious academic 
credentials which include a Sotheby’s 
Institute masters degree, and her 
curatorial record which includes taking 
the Royal Academicians to Dubai, 
Buckrell-Pos has a business model 
perfectly suited to private-client work. 

With single point of contact service, 
HNWs get guaranteed director-level 
expertise, control of the $ow of 
information and, through a ceiling on 
the number of clients, advocacy, as 
there are no overlaps in briefs, meaning 
that when the perfect Picasso comes up 
you don’t have to "ght with three others 
to buy it.

What’s more Buckrell-Pos doesn’t 
hold stock. !at means that her advice 
isn’t tainted unlike dealers’. As testament 
to this she is a quali"ed member of the 
Royal Institute of Chartered Surveyors Abigail Asher
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— which demands that its members 
operate with the highest standards of 
professionalism and knowledge.

One senses that Buckrell-Pos was 
always destined for such a career. Aged 
six, she hung art in her bedroom and 
charged her parents admission.

STEPHANE COSMAN 
CONNERY
SOTHEBY’S
As one of the more cosmopolitan char-
acters in the art world, the trilingual, 
Moroccan-born son of Sean Connery 
is perfectly placed to lead Sotheby’s 
into the new decade. 

From New York, he runs the private 
sales department, the house’s attempt 
to tap into the 50 per cent of art that 
changes hands o!-market. Very 
successful it is too. Since 2007, it has 
handled over $1.5 billion, mostly $1-5 
million Impressionist and Modern art. 
While there were no transactions over 
$100 million in 2010, many were 
between $10 and $40 million, and the 
median value was far greater than any 
other department.

‘As many of the most expensive 
pictures sold privately as did at auction,’ 
discloses Connery. ‘Sotheby’s is 
becoming increasingly conscious of 
the bene"ts of private sales — it is now 
a key arrow in the quiver that we o!er 
to clients.’

So why is it so popular? First, when 
selling, you get the best of both worlds 
— the expertise and contacts of a top 
auction house along with the discretion 
of a dealer. In terms of price, going 
private represents an interesting trade-
o!. Unlike auctions which begin with 
seductively low estimates in order to 
encourage bidders to submit premium 
o!ers, private sales, in contrast, start 
with higher prices but do not #uctuate 
much therea$er. %e former is a 
shotgun, the latter a sniper. It’s the art 
world’s version of a hedge.

At Sotheby’s, there is no hard-and-
fast rule on fees. Works worth £1 
million mirror auction premiums of 20 
per cent, but anything over £30 million 
asks much less, proven by the fact that 
the house makes 10 per cent on sales 
on average. So, as ever, the wealthier 
you are, the less you pay. 

Going private attracts buyers too. 
First, purchasing secretly makes fast 
turn-around sales more possible. 
Second, in certain cases Sotheby’s can 
arrange "nancing for the buyer. %ird, 
the pictures on o!er are of good quality, 
with only 5 per cent of private-sales 
stock gathered from pictures bought in 
at auction.

So why not catch up with Connery? 
A regular transatlantic #yer, the 
Bryanston man has a natural passion 
for the subject having ditched 
accountancy at university in favour of 
working at the Walker Art Center in 

Tania Buckrell-Pos

Stephane Cosman Connery


