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Art, Fine Wine & Spirits, Cars,
Jewelry & Gemstones

A report produced jointly by Deloitte
Private and ArtTactic estimate that
UHNWIs’ art and collectible wealth
increased from US$2.174 trillion in 2022
to US$2.564 trillion in 2024. These
projections also suggest this figure could
reach around US$3.473 trillion by 2030,
supported by the global UHNWI
population’s growth. 

The total market value of Luxury Collectibles is
projected to reach $3.5 trillion by 2030.
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The world’s wealthiest investors are grabbing headlines
with the purchase of blockbuster trophy assets.



m‌p Thematic Guide 

Meet some of the world’s wealtiest investors who are
not-so-quietly amassing billion-dollar plus collections.

Steve Cohen

Fine Art Collection: $1 billion+ Rare Books & Manuscripts Art, Historical Docs: Billions

The founder of Point72 Asset
Management has amassed one of the
largest private contemporary art
collections globally, including pieces by
Picasso, Andy Warhol, Jeff Koons, and
Damien Hirst.

The co-founder of The Carlyle Group is
buying priceless American historical
documents and loaning them to major
public institutions, including the Magna
Carta, Emancipation Proclamation, and
Declaration of Independence. 

The CEO of Citadel is a blue-chip art
collector, buying works by de Kooning
and Pollock in a $500 million deal. He
also owns the U.S. Constitution ($43 mil)
and the most complete Stegosaurus
skeleton ever found ($44.6 mil).

David Rubenstein Ken Griffin
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The Luxury Collectibles market is transitioning from
the “Hobbying Era” to the “Institutional Era.”
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There’s a reason to own Luxury Collectibles beyond
passion for art or cars: Portfolio diversification.

Luxury collectibles have
modest to virtually zero
correlation with traditional
financial markets, including
equities, bonds, and
commodities.

During periods of economic
uncertainty, high inflation, or
geopolitical instability, tangible
items like fine wine or blue-
chip art can serve as a
financial and psychological
refuge, acting as a reliable,
physical store of value.

Realizing true value requires
patient capital. Data shows
that artwork held for fewer
than five years frequently
generates negative returns.
Returns reliably turn positive
and compound beyond 10 to 15
years.

Unlike real estate, these
concentrated stores of wealth
in the form of gemstones or
jewelry can easily cross
international borders without
the need for institutional
intermediation.

Low Correlation to 
Traditional Markets

Inflation and
Security

Long-Time 
Horizons

Extreme
Portability 



These passion assets come in many varieties
each with unique characteristics to consider.

Entry
Threshold

 Blue-chip: millions; mid
market: $50k-$1 million

Average 9-liter case on
Liv-ex around £1,415

"Blue-Chip" market
$250,00 to millions $20K to $100,000+

Liquidity
Profile

Very illiquid for most
artists

Illiquid; months for
favorable prices

Illiquid; months for
favorable prices

Highly portable stores
of value

Value
Peak

Defined by trophy assets:
$236.4M Klimt 

Bottle 1945 Domaine de la
Romanée-Conti: $812K

1955 Mercedes-Benz
300 SLR Uhlenhaut
Coupe: $143 million

Pink Star 59.60-carat
pink diamond sold for

$71.2 million

Key Risks Social relevance, climate
control, forgery

“Drinking windows,”
improper “cellaring”

Holding costs,
maintanence, originality

Lab-grown
alternatives

Art
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Wine & Spirits Cars Jewelry & Stones
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So what are collectors buying? Art and
Watches dominate purchase of passion assets.

The most popular
Luxury Collectibles

Over 85% HNWIs believe art to
be a safer investment relative
to other traditional assets like
stocks, and a similar
percentage saw art as a
valuable portfolio diversifier
(according to an Art Basel/UBS
survey). However, emotional
value remains the key driver for
60% of collectors, together
with financial and social
motivations.



m p Thematic Guide 

What’s driving Luxury Collectibles? Rising
global wealth = higher allocation to collectibles.

Between 2021 and
2026, global UHNW
population rose from
551,435 to 713,626
(equating to 89 people
crossing $30 million
threshold every day). 

As wealth grows so
too does the overall
allocation to
collectibles.

Wealth & Luxury
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The growth of wealthy collectors globally has
generated rapidly growing liquid, secondary markets.

Resale Market

Secondhand fashion and luxury Rise of watches, jewelry & wine Online-only luxury sales

The global secondhand fashion and luxury
market is currently valued between $210
billion and $220 billion, and is projected to
reach up to $360 billion by 2030. It is
growing at a 15% to 20% CAGR (three
times faster than the primary market).

In 2024, luxury collectibles categories
(watches, jewelry and fine wine) accounted
for a decade-high 18.8% of total auction
sales at Christie’s, Sotheby’s, and Phillips,
rising even further to 20.2% in the first half
of 2025.

Online-only luxury sales volume grew by
an astounding 37.2% year-over-year in
early 2025, demonstrating how digital
channels are radically accelerating
transaction speeds and market access.

Auction House Dominance Digital Velocity
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The Democratization of Access

High capital barrier to entry has kept a
broader swath of investors out of "N of 1"
assets. Fractionalization platforms have
dismantled this barrier, bringing in an
entirely new, younger demographic of
investors. Examples include: Masterworks
in Fine Art; Rally Road in Cars, Watches,
Sports Memorabillia; and Vint in Wine.
Micro-entry points enable collectors to
purchase fractional shares of blue-chip
art, rare sneakers, or classic cars for as
little as $60.

The fractionalization of collectibles is lowering
the barrier to acquiring trophy assets.
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Scarcity in the Money Printing Era

While central banks expand the money supply,
the supply of investment-grade luxury
collectibles is permanently fixed or naturally
depleting. This creates a powerful hedge against
inflation, behaving as "Veblen goods"—where
demand actually accelerates as prices rise to
signal status and exclusivity.

Hermès perfectly illustrates this. The retail price
of a Birkin 30 grew from roughly $5,500 in 2005
to $14,900 in 2026, an appreciation rate roughly
twice that of inflation. On the secondary market,
pristine quota bags reliably clear at 1.4x to 2x
their retail price due to the sheer impossibility of
navigating the boutique allocation system.

The structural scarcity of “N of 1” assets creates a
natural hedge against debasement and inflation‌. 
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Motivations When Buying Art

Younger generations are driving a significant shift
in art collecting. According to Bank of America,
40% of millennials and Gen Z own an art
collection, compared to only 17% of baby boomers
and Generation X. An additional 48% of young
people expressed interest in collecting. Notably, a
staggering 98% of younger collectors view their
art holdings as part of their overall wealth
management strategy, a stark contrast to just 56%
of collectors overall. Millennials and Gen Z are
projected to account for 70% of all luxury
spending by 2025. At Christieʼs, these younger
cohorts already make up 41% of all bidders in
luxury categories.

Next-gen collectors vs. older generation collectors: How important are the 
following motivations when buying/investing in art in today’s market?

Next Generation Collectors: 98% of younger collectors
view ‌art as part of overall wealth strategy‌ vs 56% overall. 



Q: What's the biggest misconception about gemstones as an investment?
A: That they’re just adornment and not an investment in a scarce supply/demand imbalanced
asset. Outside the US, many buyers see high-quality gemstones as portable value: easy to
hold, move, and convert into local currency when needed. Cars need storage; real estate is
immovable; gold gets bulky. In the West, I think we're naive to think that our system is always
going to be so easy. It isn't. Try to take $100,000 out of your bank. 

Q: What’s the key difference between U.S. buyers and international buyers?
A: In the US, buyers often seek “maximum look for the least dollars.” In Asia, Europe, and the
Middle East, the mindset is: if you’re spending, buy scarce, beautiful & valuable assets. 

Q: Where do you see the clearest opportunity today within luxury collectibles?
A: Emeralds, rubies, and sapphires. Sourcing is everything, and buying directly from the mine
improves economics & quality. I focus on emeralds mainly and, at times, colored diamonds. 
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Member Expert View: ‌Peter Troob‌ on
gemstones as portable value 

Peter Troob
Co-Founder, Troob
Capital Management

Read entire Expert View on meetperry.com



Members can explore our ‌Luxury Collectibles‌  
programming throughout 2026. 

  Wednesday, May 20 in Santa Monica
  Christie’s
  Allison Osborn, VP and Specialist, Jewelry
  Christopher A. Weed, Associate VP and Specialist,         
oWine and Spirits

  Wednesday, June 3 in Boca Raton
  Atlantis Motor Group
  Richard Weisman, co-founder
  Rally
  Chris Bruno, Co-Founder and CEO

  Wednesday, June 3 in New York City
  Melissa Osterwind
  Kristy Bryce
  Magnus Resch
  Cheryl Karim

  Wednesday, June 17 in Chicago
  Spirits Investment Partners
  Marc Bushala, Chief Executive Officer
  Alex Moore, Chief Operating Officer

  Tuesday, June 2
   LUXUS
  Dana Auslander, CEO and Founder

  Tuesday, June 9
  Troob Capital Management
  Peter Troob, Co-Founder

  Tuesday, June 16
  Solari Capital
  AJ Scaramucci, Founder & Managing Partner

  Tuesday, June 23
  Spirits Investment Partners
  Jon Marks, Chief Revenue and Marketing Officer
  Joseph Michalek, National Brand Ambassador

THEMATIC VIRTUAL SESSIONSELEVATE IN-PERSON EVENTS
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Disclaimers 
This communication is for informational purposes only and is not intended as an offer or solicitation with respect to the purchase
or sale of any security or of any fund or account which may be affiliated with Community Tailored Opportunities, LLC or Meetperry
Inc. (“Meetperry”). Although the information provided herein has been obtained from sources which Meetperry believes to be
reliable, we do not guarantee its accuracy, and such information may be incomplete or condensed. The information is subject to
change without notice and Meetperry has no obligation to update you. Since we furnish all information as part of a general
information service and without regard to your particular circumstances, Meetperry shall not be liable for any damages arising out
of any inaccuracy in the information. Statements made herein include forward-looking statements, including those relating to
future financial expectations, involve certain risks and uncertainties that could cause actual results to differ materially from those
in the forward-looking statements. Financial projections are subjective in many respects and thus are susceptible to multiple
interpretations and market conditions, which will fluctuate and may be superseded by subsequent market events or for other
reasons. The information contained herein includes or is based upon various assumptions and opinions concerning various
matters, the accuracy of which cannot be assured. Meetperry does not take responsibility for such projections or forward-looking
statements. Words such as “exhaustive,” “superior,” “enhanced,” “unparalleled,” “intensive” and other similar adjectives and/or
superlatives used herein demonstrate the Meetperry’s good faith opinion and should not be construed as material statements of
fact. Other parties may disagree with such opinions. This document should not be the basis of an investment decision. An
investment decision should be based on your customary and thorough due diligence procedures, which should include, but not be
limited to, a thorough review of all relevant term sheets and other offering documents as well as consultation with legal, tax and
regulatory experts. Meetperry has not acted in any investment advisory, brokerage or similar capacity by virtue of supplying this
information. NEITHER THIS MATERIAL NOR ITS DELIVERY TO THE RECIPIENT SHALL CONSTITUTE OR BE CONSTRUED TO BE AN
ADVERTISEMENT OR AN OFFER TO SELL OR A SOLICITATION OF AN OFFER TO BUY SECURITIES 
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