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A

rizona’s annual classic and collector car
auctions—there were six of them in January 2013—generated more than $230 million in sales, an amazing 25 percent increase compared
to the same events a year earlier.
More than half of all sales were completed at the
two locally-owned events, with Barrett-Jackson posting
nearly $109 million in sales and with Russo and Steele
at $17.5 million. In addition to their sales totals,
Barrett-Jackson and Russo and Steele announced the
establishment of three new actions—one in California
and two in Nevada—starting this summer.
Among the highlights of the January sales were two
Ferraris that each sold for more than $8 million and the
original Batmobile, which brought $4.62 million.
Here are the details:

Barrett-Jackson
42nd Annual Collector Car Auction Event
Barrett-Jackson’s Scottsdale classic car auction—this
was the 42nd annual—has earned its reputation as the
world’s greatest collector car event, annually offering
more than one thousand vehicles for sale in a state fairlike environment that includes test drives in some of
Detroit’s newest high-performance cars and a lifestyle
midway that attracts many of the 300,000 who attend
the event each January.
For the second year in a row, Barrett-Jackson
offered a special auction within the auction. During
prime time on Saturday evening, the block is reserved
for what Barrett-Jackson calls its Salon Collection, the
5000 Series lots, the most desirable high-end cars, cars
so special that many of their owners cannot risk the
whims of the market, even in the often frenzied bidding
atmosphere within the auction’s main arena. Many of
these 5000 Series cars are worth into seven figures and
are offered with a “reserve” price, a secret minimum
amount bidders must offer before the car actually is
released for sale.
Cars that cross the block but don’t reach their
reserve and thus are not hammered “Sold!” don’t make
for exciting live television, and thus a no-reserve format
is used for most of the Barrett-Jackson auction, much of
which is televised by the Speed channel.
But for a few hours on Saturday night, not knowing
whether a car will sell seems to add to the drama,
especially when someone reveals that the reserve has
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Bonhams
2nd Annual Scottsdale Auction
Bonhams, the Britain-based global auction company
known since 1793 for its fine art and other sales, joined
the Arizona auction scene in 2012 but sold only 40 vehicles at an event that generated less than $6 million in
sales. Undaunted, Bonhams returned in 2013, brought a
well-populated catalog—including more than 30 vehicles from the collection of the Oldenburg horse-breeding family—and reported the sale of 92 vehicles for
nearly $13 million.
“It was a tremendous auction, and everything
worked beyond our expectations,” said James Knight,
motoring director for the Bonhams Group. “The auction
total and sale statistics were exemplary, and we serviced one of the largest audiences at one of our US auc-

Photos: Randall Bohl

Auction
sales up,
calendars
expand

been met and the car will, indeed, be sold.
Overall at its Scottsdale sale this year, BarrettJackson sold more than 1,300 vehicles for nearly $109
million dollars, with some $5 million of that total going
to charities. Those are remarkable figures, but so is the
fact that the Salon Collection of a few more than 50
vehicles generated $29.2 million in sales.
And Barrett-Jackson’s total could have been even
higher, except that two Salon cars—bid respectively to
$1.8- and $1.1 million—fell short of their owners’
reserve prices.
The most dramatic moment of the auction came
when George Barris sold the Batmobile he created for
the 1960s television series. Ford sold Barris a concept
car—the Lincoln Futura—for $1 and Barris spent
around $15,000 turning it into a TV star. The car, now an
American cultural icon, sold at Barrett-Jackson for
$4.62 million.
Another car with Hollywood history—Clark Gable’s
1955 Mercedes-Benz 300SL “Gullwing”—brought
$2.35 million, the same amount someone paid for a
1947 Talbot-Lago T-26 Grand Sport. A Murphy-bodied
1934 Duesenberg J custom Beverly sedan sold for $1.43
million, a 1956 Chrysler Diablo concept car went for
$1.375 million, a 1971 Plymouth Hemi ’Cuda convertible
brought $1.32 million, and a Saoutchik-bodied 1949
Delahaye Type 175 Coupe de Ville sold for $1.2 million.
The Saturday evening action included the first public
sale of a new 2014 Chevrolet Corvette. General Motors
donated the car to benefit the College of Creative
Studies in Detroit. The high bid was $1.05 million, with
delivery to take place as the car reaches dealerships
later this year.
Barrett-Jackson also announced that while it will
not return to California’s Orange County for an auction
in 2013, it will stage a new auction as part of the annual Hot August Nights automotive celebration that takes
place in August in Reno and Lake Tahoe, Nevada.
▼ Barrett-Jackson auctions are held in Scottsdale
(January), Palm Beach (April), Reno-Lake Tahoe (August)
and Las Vegas (September). ▼ www.barrett-jackson.com

The Phoenix Automotive Press Association (PAPA) moderated a discussion of trends in classic car
collecting, featuring Petersen Automotive Museum curator Leslie Kendall; Mel Martin, personal car
collector and owner of the Martin Auto Museum; and Rick Carey, auction editor of Sports Car Digest.

By Larry Edsall

D

uring Arizona Auction Week,
someone paid $1,350 for a
1994 BMW 5 Series sedan, and
someone—presumably someone
else—paid $8.25 million for a 1958
Ferrari 250 GT California Spider.
And hundreds, perhaps even a thousand or more other someones paid
more than $1,350 but less than
$8.25 million for each of the other
2,232 classic and collector cars that
sold at six venues.
But how does someone decide
what to buy and how much to
spend on it? And once you have,
how do you know when the time is
right to sell your cherished cars? To
find out, I organized one seminar
and attended two others during auction week. Here’s what I heard from
the experts:
Usually, those experts will tell
newcomers that you should buy a
classic car because you like it, not
because of any investment potential
it might promise. Often, that car
you like is the one you lusted for
while in high school but could not
afford to buy.
Oh, and even before you consider
buying that first car, you should join
a classic car club, get advice from
veteran members, compile research
into the history and pricing trends
of whatever vehicle you pursue, and
be sure, be very sure, not to spend
more than you can afford.

That’s very sound and very traditional
advice—buying what you like, what you’ll
enjoy, and ignoring any long-term investment value. However, one expert we
heard this year applied an interesting
twist for the car-collecting novice.
“Just buy the first car you see that
appeals to you,” said Rick Carey, who has
been following and writing about the classic car hobby for several decades.
Obviously, Carey continued, you’ll soon
discover you’ve made a big mistake. But,
he told the Arizona Auction Week Preview
hosted by the Phoenix Automotive Press
Association, “you will learn so much from
making that mistake” that a year later,
you can go back to that same auction—or
one of the others in town—unload your
mistake—hey, it just might be someone
else’s dream machine—and then make
an educated purchase.”
Think of the price you paid for that first
classic car, and think of any additional
money you spend repairing or maintaining or restoring that car, or your membership dues to your local classic car club, as
the cost of tuition, a down payment on
your happiness in the car-collecting
hobby. Oh, and think of that car you buy
a year later as the real starting point of
your classic car collection.
And once you start your collection for
real, unless you’re a skilled mechanic, you
probably should start with a car that can
be repaired with parts available at most
auto parts retail stores, the audience of a
seminar at the Russo and Steele auction
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Gooding & Company

Ferrari photo courtesy RM Auctions

6th Annual Scottsdale Auction
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In 1956, John Jang spent $3,000 to buy a new Porsche
roadster. But just a month later, he was so taken with the
new Lancia Aurelia B24S Spider America he saw at his
favorite foreign car dealership in San Francisco that he
traded his Porsche and added in nearly its value in cash.
Jang and his bride enjoyed the car on drives to Los
Angeles and through northern California’s wine country
(and never across the state line).
In 1963 the Jangs moved to Sacramento, and got
busy starting a new business and expanding their family. Even when one is an infant, three people don’t fit
comfortably in a two-seat roadster, so they parked the
Lancia in the garage—28,000 miles on its odometer—
and there it remained until last December, undriven for
49 years, though the Jangs did install new license plates
when California switched from yellow plates to black.
So what is a dusty, torn-seat, low-mileage“garagefound” car worth nearly half a century later?
In the case of the Jangs‘ Lancia, which was offered
for sale at Gooding & Company’s annual classic car auction here, it was worth $803,000, about double what
was estimated when the auction catalog was being
assembled in the weeks leading up to the sale.
As astounding as that figure may be, such sales are
not unusual in the short but sensational history of
Gooding & Company, which was founded less than a
decade ago by David Gooding, who grew up as the son
of the curator of one of the country’s best car museums,
then worked at Christies and RM before going out on
his own.
Gooding & Company appeals to the top end of the
classic car collecting hobby by trying to offer “best-ofcategory” vehicles.
During two days here in January, Gooding sold 101
vehicles for $52.5 million, including a 1958 Ferrari 250
GT long-wheelbase California Spider for $8.25 million,
a record for classic car auctions in Arizona.
In all, sales totals increased 31 percent compared to
Gooding’s 2012 Scottsdale event, and a dozen cars sold
for a million dollars or more, with seven at $2-millionplus. Sales prices for 16 vehicles were world auction-

sale records for those models, including $3.135 million
for a 1959 Porsche 718 RSK, $3.08 million for a 1957
Maserati 150 GT Spider, $2.75 million for a 1935
Mercedes-Benz 500 K A convertible, but also $74,800
for a 1963 Studebaker Avanti.
▼ Gooding & Company stages auctions in Arizona
(January), Amelia Island (March) and in Monterey as
the official auction of the Pebble Beach Concours d’Elegance (August). ▼ www.goodingco.com

RM Auctions
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tions. We achieved prices at this auction that created
new benchmark figures and offered advice to our
clients that proved to be wholly founded.”
The high-dollar sale of the one-day event at the
Westin Kierland Resort & Spa was $1,312,500 for a
1938 Mercedes-Benz 540K Cabriolet A.
An Oldenburg car—a 1972 Lamborghini Miura SV—
brought $1.215 million.
A 1930 Bugatti Type 46 Faux Cabriolet sold for
$951,000. A 1968 Ferrari 330GTX Spider went for
$912,500. A 1955 Mercedes-Benz 300SL “Gullwing”
wearing stunning Strawberry Red Metallic paint, sold
for $896,000. A 1967 Ferrari 365 GTC Speciale, specially built for Leopoldo Pirelli of the tire-making company,
brought $885,000.
Those six vehicles accounted for nearly half of the
total auction sales figure.
▼ Bonhams hosts a variety of fine art, antique and
collectors’ auctions worldwide. ▼ www.bonhams.com

14th Annual Automobiles of Arizona
Rob Myers was pretty much a kid when he started
restoring old cars in a small garage in Blenheim,
Ontario. But he quickly showed skill, and as soon as
he’d finish a project, he’d sell it and start another. And
another and another, and before long Myers needed to
hold an auction to offer not only the cars he’d been
restoring, but other classic vehicles as well.
It wasn’t long before RM Auctions was offering
many of the world’s finest classic vehicles at auctions
staged not only in Canada but in the United States and
Europe.
Like so many other classic car auction houses, RM
opened its 2013 calendar in Arizona, though this year—
its 14th in the Valley of the Sun—it tried something different, switching from a two-day sale at the Arizona
Biltmore to a one-day event.
“We are very pleased with the results,” said Shelby
Myers, Rob’s son and managing director of RM’s US
West Coast headquarters in Culver City, California. “We
strategically limited our sale this year to a smaller, more
exclusive offering than previous years, yet the sales tally
for our single-day event was up on our 2012 total by
more than 42 percent, a significant increase that reflects
not only the exceptional quality of the automobiles presented, but also illustrates the continued strength of the
market for ‘best of category’ examples.
“The Arizona auction week is widely regarded as a
barometer for the new collector car season; the results
from our Biltmore sale paint a very positive forecast for
2013, and we look forward to continuing the momentum
at our upcoming sales in Georgia and Florida,” he adds.
At RM’s 2013 Arizona sale, bidders bought 89 percent of the vehicles presented and paid $36.4 million
for them. The sales total was the largest in the company’s 14-year history in Arizona. The quality of the vehicles offered resulted in eight cars selling for more than
one million dollars.
The top RM sale—and second by only a few hundred thousand for the entire Arizona auction week—
was $8,140,000 for a 1960 Ferrari 250 GT short-wheelbase berlinetta “competizione” model. With closed
bodywork designed by Pinin Farina and constructed by
Carrozzeria Scaglietti, the car was the 17th of only 72
such aluminum-bodied racing-prepped Ferraris.
The 250 GT was one of 11 Ferraris in the auction catalog. A 1967 275 GTB/4 sold for $1,842,500, a 1966 275
GTB went for $1.32 million, a 2003 Enzo also brought
$1.32 million and a 1954 250 Europa coupe sold for
$1,017,500. Among other sales of note, a 1955 Lancia

Russo and Steele’s 3rd Annual Collector Automobile Seminar—“Market Facts & Influential Trends”
—featured (from left) moderator Corky Coker, Casey Annis of Vintage Racecar, Tim Suddard of
Grassroots Motorsports, car collector and financial adviser Roger Rodas, and Russo and Steele CEO
Drew Alcazar. The auction also hosted a new Collection Management and Estate Planning Workshop.

was told, both by automotive magazine publisher and car collector Tim
Suddard and by Russo and Steele
founder and CEO Drew Alcazar.
Sure, a steam-driven Brass Era
beauty is a sight to behold, and
there’s nothing like the sound of
that 1950s 12-cylinder Ferrari.
Nonetheless, Suddard’s choice for
the newbie would be something
such as a mid-1960s Chevrolet
Corvette, and Alcazar suggested a
similar vintage Ford Mustang. Both
said they would recommend such
cars because you can display them
at car shows, take them on a weekend getaway or drive them on vintage rallies, but also find readily
available parts to fix them should
anything break while you’re away
from home.
“Start slowly,” said Leslie Kendall,
curator of the famed Petersen Automotive Museum in Los Angeles.
“Join the local club for your make
and model.”
Mel Martin’s Martin Auto Museum
on the west side of Phoenix isn’t
nearly as large or famous as the
Petersen, but it’s a local gem and
houses everything from the 1917
Douglas dump truck Martin’s great
uncle gave him when Martin was still
in high school, to the 1930 Duesenberg Model J boat-tailed speedster
Martin, now in his early 80s, finally
was able to purchase a year or so ago
at a classic car auction.

“Do research,” Martin said. “Know the
history of what [the cars you’re considering] have been selling for.”
Martin reminded the audience that
“there’s a reason someone is selling” that
car you’re thinking about buying. Having
someone with you who knows about the
cars—“if they’re great cars or dogs”—can
be a huge help, he added.
Some of those cars may be available
because the person who has collected
and cared for them has run out of room
in his or her garage or even garagemahal
and has to sell something to make room
for an acquisition, or maybe the owner is
a classic car dealer who often sells inventory at auctions, or perhaps the owner
has gotten to a late stage in life and simply doesn’t want to burden a spouse,
descendants or other beneficiaries with
that chore, or with the taxes that can
come with such an inheritance.
For example, at another seminar at
Russo and Steele, this one on “collection
management and estate planning,” Paul
Mershon of Phoenix-based Silverhawk
Financial said someone inheriting a car
collection valued at $20 million could face
$6 million in taxes, or even more if they
have to sell some of the cars to pay that
tax bill.
Mershon and Michael Tucker, an attorney from Phoenix who specializes in
trusts and estates, reviewed available
options for the seminar audience. Those
options included charitable remainder
trusts and the establishment of an 831(b)
captive insurance company. ■
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Aurelia B24S America Spider sold for $825,000 and one
of only seven 1953 Allard JR “Le Mans” roadsters went
for $605,000.
▼ RM’s Arizona sale kicked off their 2013 global
auction calendar, which includes Amelia Island (March),
where they are the official auction house, their annual
sale at St. John’s in Michigan (July) and many others.
▼ www.rmauctions.com

Russo and Steele
13th Annual Sports & Muscle in Scottsdale
A couple of classic cars selling for more than half a million dollars each and total sales of more than $17.5 million were not the big news this year at the 13th annual
Sports and Muscle auction staged by Russo and Steele.
The big news was the announcement that the company
will host two additional auctions in 2013—early this
summer (June 20-22) at Newport Beach, California, and
in the fall (September 26-28) at Las Vegas.
The new events double the company’s auction
schedule, which usually includes sales here in January
and in Monterey in August, as part of the big classic car
week on that California Central Coast peninsula.
“Both Scottsdale and Monterey have matured to
what we feel exemplifies the Russo and Steele experience,” said company founder and CEO Drew Alcazar.
“Adding these two new auction events to our mix is a
natural progression in our evolution.”
That “experience” includes an auction-in-the-round
setup. Instead of the typical stage-style, elevated auction block and lecture hall seating arrangement, Russo
and Steele sets up its events stadium-style, with bidders and spectators seated around and above the auction floor in bleachers and sky boxes, much like a boxing ring or basketball game, thus putting them closer to
the cars as they parade in for bidding.
Unspoken in the company’s expansion announcement was the fact that rival Barrett-Jackson is abandoning its own early summer Southern California auction after three years (but will launch a new auction in
Reno/Tahoe).
It was three years ago that Russo and Steele’s
Scottsdale auction was devastated by a powerful sudden storm that felled tents and damaged cars. The auction has rebounded, last year selling 401 vehicles for
$18.2 million and this year more than 420 for $17.5 million. Though the sales total may have declined slightly
in dollars, it increased slightly in volume, which Russo
and Steele says is part of a “strategic decision to consign more automobiles that cater to a large spectrum of
enthusiasts, gathering more middle-of-the-market
inventory instead of an increase in upper six- to sevenfigure automobiles.” The goal, the company says, is “to
maximize the current market climate.”
The high-dollar sales included $727,100 for a 1958
Mercedes-Benz 300SL roadster, $605,000 for a 1969
Chevrolet Camaro ZL1 coupe, $253,000 for a 1969
Chevrolet Douglass Yenko Camaro coupe, $242,000 for
a customized 1940 Packard Darrin convertible and
$233,750 for a 1969 Ford Mustang Boss 429.
▼ Russo and Steele auctions are held in Scottsdale
(January), Newport Beach (June), Monterey (August) and
Las Vegas (September). ▼ www.russoandsteele.com
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Silver Auctions
16th Fort McDowell AZ Auction
At Gooding & Company, a 1957 Maserati 150 GT Spider
sold for slightly more than $3 million. Near Fountain
Hills, just a few miles to the northeast, Mitch Silver
sold 209 vehicles for a total of $2.8 million.
“I look at the sales that grab the headlines, but I
don’t see myself ever collecting those cars, and that’s
the case for a lot of people,” said Mitch Silver. “They’re
fun to see and to talk about, but what I’m looking for is
to buy a 1950s convertible or muscle car.”
Such people are the primary customers for Silver
Auctions, which stages classic car sales in the western
US and Canada, plus the occasional sale of a private car
collection—or an entire automotive salvage yard. Last
October, Silver cleared a wrecking yard in Quartzite,
Arizona, of 800 cars and assorted cranes and other
equipment in a single day (that’s cleared as in sold; by
its very nature, the vehicles in a salvage yard are not in
running order, so it took a week to truck everything off).
The average price of a car sold at that recent
Gooding sale was more than $520,000. The average at
Silver’s sale was $13,628. In fact, the 10 most expensive purchases during the Silver sale (topped by a 1967
Chevrolet Corvette that went for $62,640) totaled less
—$150,000 less, collectively—than Gooding’s average
for a single transaction.
But that’s part of the charm of the Silver sale, and
why people were waiting in line to get onto the grounds
and then up to the bidder’s registration table at this, the
16th Silver Auction on the grounds of the Radisson Fort
McDowell Resort and Casino.
Mitch Silver has been in the classic car auction business for 34 years. While still a professor at Eastern
Washington University in Spokane, Silver “saw an ad for
an auction in Seattle. I went, and it was the greatest
thing I’d ever seen.” He went home to Spokane, thought
it might be ripe for a classic car auction, and six months
later he staged one. And another. And another. And 10
years later, he quit teaching, though in many ways he’s
still very much in the education business.
Where else, he said, can you sit down and have a
classic car come past you every three minutes and have
someone who knows about those cars tell you the vehicle’s history and technical information?
“It’s a very efficient way of shopping,” he said,
adding that all the while, “you’re learning.”
Silver Auctions will be back in Fountain Hills in
January 2014, and Mitch Silver already knows at least
one item that will be a lot more expensive than it was
this year. Oh, and it’s not a car.
The 2013 Silver Auction drew the largest crowd in
the event’s long history. Many of those coming through
the gate told Silver they were there for the first time—
and that they’d be back next year.
So what will be more expensive next year will be
rental of a larger tent and a lot more chairs to stage the
auction and host the bidders. Actually, though, that’s
not really such a bad problem for an auction to have.
▼ Silver’s next sale is April 12-13 in Portland, Oregon, followed by Spokane, Coeur d’Alene, Missoula and
Sun Valley. ▼ www.silverauctions.com ■
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