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 We’ve been meaning to send a market update for 

some time but have been so busy selling cars that we haven’t 

had the time to sit down and write this, which in summary 

tells you everything you need to know about today’s market. 

Even if you’ve been following only peripherally, you have likely 

noticed a dramatic shift in the special interest car market in 

the last six months. Unprecedented interest in enthusiast 

cars across a wide range of prices and types has driven 

inventory down and prices up. 

Our sales and marketing principal Derek Tam-Scott has summarized a few thoughts and observations we have all made 

about today’s market that reflects the ISSIMI team’s decades of industry experience. The bottom line up front is that the 

market is extremely lively for reasons that may prove to be transitory, so now is an excellent time to sell. 

What is happening? 

Likely as a consequence of the Coronavirus pandemic, there is exceptional interest in enthusiast cars which is 

manifesting as unprecedented demand for interesting cars. This has had predictable implications for both supply and 

prices. After the initial terror of the pandemic subsided last summer, the public started to realize that cars represent the 

ultimate form of socially-distanced recreation, one which pairs nicely with another pandemic phenomenon: urban flight. 

And it’s not just driving cars, but buying them as well, and that is becoming increasingly virtual. While many activities were 

out of the question, driving was not, and those who never had time to enjoy their cars because of busy work or travel 

schedules suddenly found themselves with the time (and for those not materially affected by unemployment, the 

money) to spend on their passion for cars which might have otherwise been eclipsed by other interests and obligations. 

This phenomenon is occurring at all segments of the market, whether it’s a Mazda MX-5 or a Ferrari F50. 

2005 Porsche Carrera GT, sold for $1.1m in April 2021
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Who is buying? 

Those of us who recall what happened in the collector car market in 1989-90 always instinctively ask who the buyers 

are when there is sudden uptick in activity. This is because of the speculation bubble that made and broke many 

fortunes during the explosive rise and subsequent collapse of values in that period. Cars like the then-new Ferrari 

Testarossa were selling for 3 times their new MSRP despite the fact that they were still on sale new and over 7,000 were 

built. Many of the transactions were dealer-to-dealer on credit rather than to end users, creating what was essentially a 

sham market which failed spectacularly in 1990. 

Today’s market is different for several key reasons. Although dealer-to-dealer transactions are still occurring and are part 

of a healthy market, they are occurring on behalf of end users who are buying the cars for themselves because they 

want the car, either to use or as part of their collections. Consequently, the individual merits (rarity, condition, history, 

configuration) of a car directly determine the market interest that it generates. 

Today’s buyers are savvy thanks to the internet age which dramatically improves access to information, both about the 

cars themselves and recent market trends, especially with the increase of online auctions. 

The other key characteristic of today’s market is a demographic shift. While 15-20 years ago, the car market was defined 

by the purchasing preferences of Baby Boomers, Generation X is now the most represented cohort of buyers in our 

experience.  

What are they buying? 

As Generation X establishes itself as the dominant 

buying force in the market, preferences are shifting 

to reflect this. While 15 or 20 years ago, cars like 

the Jaguar E-Type, Ferrari 250/275/330/365, 

Porsche 356 and long hood 911 defined the 

market dynamics, this is less true today as Baby 

Boomers have shifted out of hyperactive 

acquisition mode. Personal relevance is critical to 

the appeal of a car, and so the dominance of the Radwood era (and even beyond) as the liveliest part of the market is 

unsurprising with younger buyers being more active now.  

2016 Ferrari FXXK, sold to private collector for undisclosed price in March 2021
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Another key factor is the obvious progress of the automobile and the sensation of loss that comes with this progress. 

The days for manual transmissions and natural aspiration are clearly numbered as virtually every new gasoline-powered 

car converges on a turbocharged two-pedal configuration. On a longer time horizon, internal combustion engines are 

clearly going to be phased out in the next two or three decades as well. As a result, the romantic sentiment that Baby 

Boomers feel about carburetors and chrome exists as an equally romantic sentiment in younger buyers but oriented 

instead towards manual transmissions and natural aspiration. 

Therefore, it is unsurprising that some of the fastest movers in today’s markets are manual transmission naturally-

aspirated cars. The abstraction of this observation is that the experience and involvement of driving a car is a key driver 

of its appeal, even if it has only two pedals and/or a turbocharger. This could mean an air-cooled 911, a FJ80 series Land 

Cruiser, Ferrari F40, or an F12 TdF. The effects are surprisingly widespread across market segments and extraordinary 

results are becoming routine. Both GT3 Tourings and Carrera GTs are up 30% in the last 6 months and we see results on 

a virtually daily basis that make us say “wow” because of their strength compared to just a few months ago.  

As always, unrepeatability helps tremendously: exceptional condition, mileage, or configuration frequently whip buyers 

into a frenzy as they rightly ask “when might I find another like this?” 

 

Implications for buyers and sellers 

This is a frustrating market for buyers as inventory levels 

decrease and prices increase, and our counsel is to remain 

vigilant as cars come to market, and to move quickly if it’s a 

potentially interesting car. Sellers are not kidding when they 

tell you they have other interest in a car. Our extensive ISSIMI 

network means we often become aware of cars before 

they’re publicly offered and our newsletter, website, and 

good old fashioned one on one communication are great 

ways to become aware of possible leads before they reach 

the general market.  

For sellers, the climate is very sanguine at the moment. The market dynamics are being driven by end users who are 

buying cars on their intrinsic merits, which points to a relatively sustainable dynamic, although it’s unclear how long this 

trend of rapid appreciation will continue. The captive audience of the lockdown era is likely to dissipate as more activities 

1995 McLaren F1, sold to private collector for undisclosed price in April 2021
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resume such as travel. There will be more distractions which will diffuse the focus on special interest cars somewhat, and 

this could reduce the state of frenzy in the market to what is frankly a more sustainable level. Therefore, if you have a 

special interest car you’re considering parting with, now is a great time to bring it to market, particularly as it coincides 

with the start of the driving season in less temperate climes. As always, we at ISSIMI are happy to help so don’t hesitate 

to reach out to us to discuss your car(s). 

Our parting advice is to buy what you like, remember that tomorrow isn’t promised, and to use your cars. The 

cars don’t do well when they sit, and you won’t get as much value out of the cars if you never interact with 

them.  

 

Happy motoring! 

- Derek Tam-Scott 

Sales & Marketing, Principal 

P.S. To stay up to date on everything ISSIMI, 

make sure to subscribe to our newsletter here. 

http://eepurl.com/gnvR_L

