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neither the time nor the skill to make a long-term commit-
ment to an exquisite but ageing automaobile?

Ten years ago Dave Kavanagh realised that many clas-
sic-car lovers fitted this category, and founded the Classic
Car Club. *Variety is perhaps our biggest plus,” savs Piers

Brown, a club official. The club owns and maintains a fleet
of classic cars, to which members’ subscriptions buy them
access. What started as eight cars in King's Cross in 1995
has grown to about 130 vehicles, enjoyed by some 1,000 or
50 members from around Britain and as far away as New
York. Yearly membership dues range from £3,500 ($6,100)
to £12,500 depending on the usage required.

Fractional supercars

Over the ensuing decade, several other people have ap-
plied the same thinking with varying degrees of success. It
was thought at one time that this would be a handy way to
make a car collection tax-deductible. In reality, those who
tried invariably failed to convince the authorities.

Like the Classic Car Club, the p1 Club began with a
business plan, the brainchild of former Formula One

» champion, Damon Hill, and his business partner,
Michael Breen. “It was Damon’s project on retirement from
racing," says Nick Gartrell, a club representative. Mr Hill
was keen to see how fractional ownership—used widely
with private jets, yachts and racehorses—would translate
to high-performance cars.

Mot well, it seems. “People were uninterested in own-
ing a piece of something that depreciates like a new car,”
explains Mr Gartrell, The solution adopted was for the club
to own the cars, and customers to buy access to them on a
points basis. Based in Leatherhead, Britain, the p1 Club has
a memhership restricted to 250. It has recently opened an-
other branch in Cheshire with £1m of inventory. The plan
is to expand the northern club over the next few years to
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