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Singer Sargent
for a private client. We
paid in excess of $1
million for it and
negotiated $1 million
off the purchase price
for the client.

FIVE QUESTIONS WITH MELISSA GROBMYER

She sees the big picture
on cotnpanies and art

The art business is I

~

business, coping with

life.

lS

economic swings,
Houston's MKG Art
Management has
diversified. The
company not only
helps corporations and
private clients pick art,
but it also helps them
lease, appraise and
manage art collections.

Chronicle reporter
Purva Patel spoke
recently with Melissa
Grobmyer, 36, co-
owner of MKG Art
Management, about
the art business.

Q : Do more

companies buy
or lease art?

~

A targeting with
the leasing service are
ones that don't want to
tie up a bunch of
capital in an art
collection. We have a
clientele interested in
that, but what seems
to happen is they get
the art in their place
and they end up
buying it anyway.

They sort of cycle
through some things
and pick and choose,
and they end up
buying things at the
end of the leasing
periods.

Most companies
tend to buy art in the
long run even though a
lot of them like the
idea that they can
lease. You can spend
$1,000 a month and
have 3? pieces rotating
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transparent. And often
times in the art
business it's pretty
opaque -where
people are making

buy whatever art you
want to.

both.
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amounts they did in
the late '80s and '90s.

Q : How mu.ch do

companies
spend on art?

A : We work with
people allover

the map. Usually if
they don't have say,
$12,000, to spend,
we'll suggest that they
lease because then
they can get 30 pieces
of art and afford
having art on their
walls.

The average total
budget is $150,000.


