
Not every find is worth a fortune,  
but antiques can make great  

investments, provided you do your 
research. Jackie Cameron offers  

these expert tips 

Things of 
the past
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Clyde Terry never planned on becoming a professional 
treasure hunter. The former accountant unlocked his talent 
for dealing in antiques by accident.

He was having a clear-out, at a weekend market, of art, knick-knacks and furniture 
that had been cluttering his home, when a woman approached him to purchase her 
Spode dinner service. ‘I said: “I’m trying to get rid of 70 boxes of stuff. I’m not here  
to buy. I’m here to sell,”’ recalls Terry, who advised the woman to approach some of  
the other stallholders.

No one wanted the porcelain set, so Terry eventually offered her R2 000. A few hours 
later, someone bought it off him for R3 500.

The next week at work he had an argument with his boss and resigned on the spur  
of the moment. ‘There I was, hating every minute of what I was doing as an accountant 
for a meagre salary and I’d made a profit of double that on the dinner service in one day. 
As a kid, I regularly went to auctions with my mother and enjoyed it, so I thought: “This 
is what I’m meant to do,”’ says Terry.

He started his business in KwaZulu-Natal, and later moved to Johannesburg, where he 
runs a big antiques fair on the first Sunday of every month at Nelson Mandela Square 
in Sandton. He organises other monthly fairs, at Hyde Park Corner shopping centre in 
Sandton and Melrose House in Pretoria, and the annual National Antiques & Decorative 
Arts Faire also in Sandton.

Terry has appeared on television as presenter of two series of Antiques Roadshow.  
His expertise has so impressed serious investors that they regularly call on him to buy 
on their behalf.
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If you attend local antiques auctions, 

you may have spotted Terry bidding while 
taking instructions over the phone from 
individuals who don’t want others to know 
what they are eyeing. Some investors like  
to hide behind him because they are well 
known; others don’t want to risk becoming 
victims of crime if details of their posses-
sions are publicly disclosed, he says. 

No doubt it helps, too, to have an expert 
checking to make sure items aren’t fake or 
not as valuable as sellers suggest. Terry has 
bid into the millions for pieces on behalf 
of secretive buyers. For example, he secured 
a Jacobus Pierneef painting for R1.4m for 
a client.

He also invests for himself. Terry’s  
first purchase was a pair of Rosewood 
inlaid Edwardian beds, which he paid  
off for eight months while he was in the 
navy after school. ‘I love them and they 
give me such pleasure every time I look  
at them.’

A Walter Battiss painting he bought  
for R10 000, ‘turned out to be a huge 
investment’. More recently, he has been 
stocking up on old Krugerrands, which  
he has found to be a worthwhile asset.

The antiques specialist describes Clyde 
on 4th Antiques & Collectibles, his shop  
in an old Melville home, as his ‘major 
collection’. ‘It lives with me. The items  
give me pleasure while they are here.  
I’m attached to some. But you do need  
to keep your doors open,’ he admits.

Not all of us want collections the size of 
Terry’s, nor do we want to make a career 
out of antiques dealing. Nonetheless, a 
few carefully selected items can be very 
rewarding – as newcomers to this field  
are discovering. In particular, investors 
are favouring antiques with a special  
tale attached to them.

Says Jeremy Astfalck, the proprietor  
of The Old Corkscrew in Franschhoek:  
‘At present, any quality piece with a story 
behind it is in demand. The addition of 
the “story”, be it anecdotal, or its history or 
provenance, is becoming more important.’ 
He cites the example of a pair of old boots, 
which are collectable as a result of their 
original owner – Lord Frederick Roberts, 
commander-in-chief of the British forces 
during the Anglo-Boer War.  

It helps, too, to 
have an expert 
checking to make 
sure items aren’t 
fake or not as 
valuable as 
sellers suggest 

Paul Mrkusic, chief executive officer  
of the South African Antiques Dealers’ 
Association, says that there is increased 
interest in old objects that are utilitarian, 
rather than purely decorative. ‘There is a 
young, aspirational market that appreciates 
history and legacy and quality pieces with 
a feel-good factor. They are tired of the 
minimalist love affair of the 1990s and 
2000s. They prefer an item they can use 
and integrate – even if it requires some 
reinvention – into their contemporary 
lives,’ he observes.

Geoff Burr, of Burr & Muir Antiques  
in Cape Town, points out that demand 
has shifted to top-of-the-range objects, 
which are pricey. ‘Anything commonly 
found and mundane has lost its appeal  
to the general market.’ 
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Art deco bronze and ivory sculptures by names such as Ferdinand Preiss and Demetre 
Chiparus, and René Lalique glassware are highly sought after. Royal Doulton and Clarice 
Cliff pottery, and Victorian furniture are in the doldrums, according to Burr.

Particularly attractive for serious investors, says Nick Howarth of Antiques & Bygones 
in Durban, is that returns are free of capital gains tax. Art and silver are in demand, too, 
partly because buying them is a way of putting money into something portable. 

Terry agrees that many investors are seeking out good antique silver, gold and jewellery, 
since the metal and stones on their own can change hands for decent amounts of cash. 
Added value comes from these items having been part of an important collection, for 
example Barbra Streisand’s or the Duke of Windsor’s.

Furniture isn’t fetching particularly high prices currently, but now is a good time to get 
in early on the next investment wave, believes Terry. ‘Most antique furniture is made from 
woods that are now extinct. This alone results in immediate value,’ he explains.

Whatever you choose, follow your heart. It can take years to see a return on investment 
from antiques. Advises Astfalck: ‘They should be seen as lifestyle investments that have 
the potential to give a financial return. The more you learn about your area of interest, 
the better you will buy.’  


