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By Ernest Beck
Illustrations
by Ben Kirchner

economists and bean countersatbanks, art-finance

firms, auction housesand market-index services
cover the field beyond the more familiar white-cube gal-
leries and publicinstitutions. These major-league players
crunch numbers, analyze trends, arrange art-collateral-
ized loans and help collectors and hedge-fund managers
snag the pieces they covet as trophies or investments, all
while working for the greater good of the game. Here’san
ingider’s guide to the MvPs of art finance.
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M.G. Hoeveler, Ltd., Art Advisory, New York

I A first-time free agent
aftermore than five years at Citigroup.

F I Havingled Citigroup’sart
advisory unit to championship status, Hoeveler
bolted in early 2008 to fulfill her dream of
running her own company. Inlate spring she
launched her firm with an initial roster of

about eight clients, whom she characterizes as
collectors and galleries ranging from “Old
World Europeans to financial-services people
and real estate developers.” Hoeveler's banking
experience setsherapart frommany ofher
art-advising competitors. “Thave a strongbusi-
nessside, whichisunique,” she says. Although
she’snotsellingherselfasafinancial adviser,
knowing how the finance and credit markets
function “is part of mybagof tricks.”
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I': This former Citigroup
MVP isalready on the road tosuccess. Allshe’ll
reveal, though, is that “some of [my clients]
havehad long-term relationships with otherart
advisers.”
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Free Agent
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ArtTactic, London

Abond
and derivativestraderatJPMorgan in London
for five years before movinginto theart world.

Instead of crunching
numbers to create his firm’s Art Market
Confidence Indicator, Petterson surveys art
world insiders—a “beehive of peo C
the market,” he says—on what they think
abouta particularartist orcountry (new entries
include Indiaand China). Gallerists may have
avested interestin pushing their own players,
but their opinions matter. “We try to capture
the psychological side of the market,” says
Petterson, who seeks consensus among the
cognoscentibefore issuing a confidencereport.
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In 20086, Petterson told clients
that Richard Prince’s “Nurse” paintings were
undervalued.

ANDERS PETTERSON
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Relief Pitcher
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