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Introduction
Individuals collect for many reasons. They may start out with a toy collection or 

other items that provide them with pleasure and entertainment. Others are influenced 
by their parents, family members, or friends while they are still young. For some, an 
interest isn’t fostered until later, developed and influenced by teachers and mentors, 
perhaps by a class in college, the workplace, or friendships. In addition, travel, visits 
to a museum, and literature can also spark an interest.

Whatever the reason, many individuals collect, and some become passionate 
about their pursuit. This handbook is addressed to those individuals whose interest 
at some point has become serious and led to a meaningful collection. In addition, I 
hope to guide those who inherit collections and those who advise them. I have been 
fortunate to have an interest in the visual arts and have shared this pursuit with many 
clients and friends. Much of the handbook is based upon that experience.

Most often, once the interest is sparked, a collector begins to build a knowledge 
base by visiting museums, reading, and taking classes and by visiting other collections, 
galleries, and art fairs. Of course, today, no one can underestimate the importance of 
the internet. Surfing the internet is a way many individuals gain knowledge at any time 
or location. 

Sometimes, a collector begins building his or her knowledge base by making pur-
chases based on trial and error. The collection starts to grow. At that point it becomes 
important to begin treating it as an investment. The process begins with assembling 
detailed records of the purchase price, condition, and a description and photograph of 
each object. Also, forming a team of collaborators and advisors becomes essential. A 
collector may learn from experienced collectors, dealers, curators, and teachers or by 
following the auction process and meeting specialists. Collecting often involves trial 
and error, and collectors often refine or redirect their pursuits as time goes on. 

At some stage a collector may begin selling, trading, or donating works from the 
collection. At this time an understanding of the financial and tax implications becomes 
important, as well as decisions concerning succession and gifting strategies. Often an 
individual’s interest in the collection is not shared by his or her children and grand-
children, or at least not to all of them. In that case, the collector needs to consider how 
and whether the collection will continue either in the hands of other individuals or in a 
museum, library, or other venue. As collectors spend time enjoying their objects, they 
should keep in mind the journey that their objects will take after their lifetime. Proper 
planning is essential at all points during the collecting process. 

This handbook is intended to assist collectors, heirs, and advisors as they seek to 
develop, protect, and enhance the value of a collection and ensure an enriching legacy 
for future generations. I hope that the reader will find practical information that will 
help from many perspectives. After all, life is short, art endures.

—Richard M. Horwood
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