








Georg Baselitz 
Enddesign. 2011. Oil and gold bronze on canvas. 400 x 300 cm. 

Evening Sale on June 12, 2026
Estimate: € 550,000

€ 970,000
Price increase:  + 76 %

Francis Picabia
Manucode. 1929. Oil on canvas. 100 x 81 cm.

Evening Sale on June 12, 2026
Estimate: € 1 million

€ 1.4 million
Price increase:  + 42 %

June 2026 auction results 
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Lyonel Feininger
At the Sea-Side, Panel I. 1940.  
Oil on canvas. 48.3 x 48.3 cm 

Evening Sale on June 12, 2026
Estimate: € 140,000

€ 440,000
Price increase:  + 213 %

Lyonel Feininger
Hulks. 1923. Oil on canvas. 39.3 x 53.4 cm. 
Evening Sale on June 12, 2026
Estimate: € 400,000

€ 570,000
Price increase:  + 42 %

Lyonel Feininger
The Red Streetsweeper (II). 1920/1949.  

Oil on canvas. 40.6 x 50.8 cm. 
Evening Sale on June 12, 2026

Estimate: € 200,000

€ 490,000
Price increase:  + 145 %

Lyonel Feininger
Die Insel. 1923. Oil on canvas. 46 x 74 cm. 
Evening Sale on June 12, 2026
Estimate: € 700,000

€ 900,000
Price increase:  + 29 %

June 2026 auction results 
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William N. Copley
Blue Angel. 1973. Acrylic on canvas. 96.5 x 130 cm. 

Evening Sale on June 12, 2026
Estimate: € 80,000

€ 150,000
Price increase:  + 94 %

Hermann Max Pechstein 
Zwei liegende Mädchen. 1910. Oil on canvas. 67 x 73.5 cm.  

(Reverse: Holzfigur mit Tulpen. 1914.)
Evening Sale on June 12, 2026

Estimate: € 1.5 million

€ 1.9 million
Price increase:  + 29 %

June 2026 auction results 
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Emilio Vedova 
Tensione, N 4 V. 1959. Acrylic and sand on canvas. 146 x 196 cm.

Evening Sale on June 12, 2026
Estimate: € 700,000

€ 970,000
Price increase:  + 38 %

Morris Louis 
Dalet Chet. 1958.  

Acrylic (Magna) on canvas. 232 x 341 cm.
Evening Sale on June 12, 2026

Estimate: € 400,000

€ 620,000
Price increase:  + 55 %

June 2026 auction results 

WorldRecord
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Ernst Wilhelm Nay
Motion. 1962. Oil on canvas. 150 x 200 cm. 
Evening Sale on June 12, 2026
Estimate: € 500,000

€ 890,000
Price increase:  + 78 %

Gerhard Richter
Grün-Blau-Rot. 1993. Oil on canvas. 29.8 x 40 cm. 

Evening Sale on June 12, 2026
Estimate: € 300,000

€ 540,000
Price increase:  + 81 %

Wassily Kandinsky
Bei Oberau. 1908. Oil on cardboard. 32.8 x 44.5 cm. 

Evening Sale on June 12, 2026
Estimate: € 500,000

€ 650,000
Price increase:  + 29 %

Willi Baumeister
Phantom mit roter Figur. 1953.  
Oil and synthetic resin on hardboard. 53.5 x 81 cm. 
Evening Sale on June 12, 2026
Estimate: € 250,000

€ 520,000
Price increase:  + 106 %

June 2026 auction results 
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Augsburg  
Prayer Book

German manuscript on parchment, 1498.
Augsburg, December 1, 1498.

Rare Books Auction, May 18, 2026
Estimate: € 25,000

€ 64,000
Price increase:  + 154 %

Andy Warhol 
Queen Elizabeth II (Royal Edition). 1985. 

Color silkscreen with diamond dust. 100 x 80 cm.  
Evening Sale on June 12, 2026

Estimate: € 150,000

€ 410,000
Price increase:  + 175 %

Results of the May 2026 Rare Books auction

Pablo Picasso
Toros y toreros.   
With dedication and original drawing: Pour Annelise, 
21 10 64. Cologne, DuMont Schauberg 1961.
Rare Books Auction, May 18, 2026
Estimate: € 15,000

€ 28,000
Price increase:  + 86 %
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Private sales.
Why so many works of art never appear at auction. 

Private Sales have long been an established practice in the 
international art market. Nicola Gräfin Keglevich, Senior  
Director at Ketterer Kunst, explains why some masterpieces 
never appear in the saleroom.

Private Sales play an important role in the international art 
market, and this is also true at Ketterer Kunst. Why is that?

For many works, the auction certainly remains the ideal  
sales platform. At the same time, the market and collectors’ 
expectations have changed. Discretion, flexible timing, and 
targeted access to select prospective buyers are increasing-
ly important factors. That is why Private Sales have evolved 
into a cornerstone of the international art market in recent 
years. At Ketterer Kunst, this segment has also gained in 
importance. Today, we facilitate transactions ranging from 
200,000 euros to the double-digit millions. The key question 
is how a work can reach its full potential. This is precisely 
where our advice comes in.

Many galleries also offer secondary market brokerage  
services today. Do their approaches differ, and as a client, 
how do I know where I am in the best hands?

For artists whose works have, until recently, been traded 
exclusively on the primary market, the relevant galleries are 
often the right choice. For established artists with an inter-
national collector base, however, other factors are decisive. 
As an auction house, we are in the public eye. We seek ex-
posure to draw attention to our auctions. Thanks to this 
visibility and the high profile of our house, collectors and 
museums around the world know exactly which artworks 
to look for in our listings. This insight, paired with the utmost 
discretion, also plays a key role in Private Sales. Ketterer has 
been active in the art market for eight decades; we main-
tain an international network of more than 120,000 collec-
tors. We identify trends early on and know exactly what 

our clients are looking for. Our experience in both market 
formats—auctions and Private Sales—enables us to tailor 
the right marketing strategy for each artwork.
  
How important is the network of an auction house in this 
context?

Our network is a fundamental component of a successful 
private sale. It is built on long-standing, trusting relation-
ships with collectors, museums, foundations, Family Offices, 
and advisors worldwide. We are familiar with their collect
ions and understand their needs. The continuous exchange 
allows us to identify which artists, groups of works, or crea-
tive periods are in demand at an early stage. This enables us 
to offer works through Private Sales that are never publicly 
listed, or to seek out a specific work a collector has long been 
seeking. When this precise match between a work and a col
lector is made, both parties benefit equally from a discreet 
and customized sales process.  
   
How do you decide which path is the right one? Auction or 
Private Sale?

The work itself and the owner’s objectives are always the key 
factors. Some works benefit from the exclusive nature of a 
Private Sale. Of course, there are also works that achieve 
their highest price only through the bidding battle of an 
auction—such as our world record for a Dorazio, which sold 
for 2.6 million euros in June. The previous record price for a 
work by Piero Dorazio was 819,000 euros, set at Christie’s 
in June 2022 (including buyer’s premium, according to  
Artnet.com). We could not have achieved a significantly 
higher price in a Private Sale—it was only the open compe-
tition of the auction that fully realized the work’s potential. 
Nevertheless, this result came as no surprise to us. Interna
tional demand for works by Piero Dorazio has been growing 
steadily for years.

But human factors also play a role, of course. Some collectors 
value the transparency of an open bidding competition, 
while others prefer the discretion of private negotiations. 
Museums generally require longer lead times to complete 
an acquisition. Time pressure when selling can also be a rea
son to choose an alternative to a traditional auction. Discre
tion is a particularly significant factor. Many owners wish 
to avoid speculation about their reasons for selling. This was 
precisely the reason, for example, for the private sale of a 
Richter painting in the double-digit million range, which 
we recently brokered successfully to a collector in the U.S.
  
Why should collectors discuss their plans to sell with  
Ketterer Kunst directly and openly?

First of all, because any preliminary meeting is completely 
non-binding, yet helps to identify all the available options. 
Every artwork requires its own strategy. The sooner we know 
the owner‘s goals, the better we can assess whether the 
momentum of an auction or the discretion of a Private Sale 
promises greater success. It’s not uncommon for both ap
proaches to be viable—the key is determining which best 
suits the artwork, the market, and the owner’s personal  
situation. 

What advice would you give prospective buyers seeking a 
specific work?  

Please feel free to contact us at any time and let us know 
your preferences in terms of artists, creative periods, or 
subject matter. We’ll then get in touch with you as soon as 
the right piece comes up—often long before it hits the 
market. Upon request, we’ll also conduct a targeted search 
for a specific work.

Nicola Gräfin Keglevich, Senior Director at Ketterer Kunst

ARE YOU LOOKING 
FOR A SPECIFIC WORK 
OF ART? ARE YOU 
CONSIDERING A SALE?
We would be pleased to offer you 
discreet, personalized advice.
privatesale@kettererkunst.de
Tel. +49 (0)89 55244 - 0
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Our representatives.

Our company is represented throughout Germany, and our 
representatives are happy to visit you in person and answer 
any questions you may have. They serve as a reliable point 
of contact for appraising the artworks you may be consi
dering selling and will explain the process of submitting 
items to one of our auctions. And they will provide you 

with information down to the smallest detail should you 
decide to proceed with a discreet Private Sale through our 
house. As Germany’s leading auction house for Modern and 
Contemporary Art, we combine global reach with an exten-
sive international network to provide the ideal conditions 
for a successful Private Sale.

ART MARKET METROPOLIS 
WITH A RICH TRADITION
After many years in Düsseldorf, we opened our new branch 
in the heart of Cologne in May 2023. Thanks to many years 
of  experience in the art trade and as an exhibition curator,  
I am very familiar with the remarkable concentration of 
collectors in the Rhineland. The local gallery scene and the 
appeal of Art Cologne, Germany’s oldest art fair, foster syn-
ergies rooted in a long-standing art market tradition. But 
the human factor is what really matters. Expertise and de
dication, sound valuation, and personalized advice—these 
and many other factors play a decisive role in earning the 
trust of new clients, whether consignors or buyers. 

Through temporary exhibitions, we will continue to 
strengthen Ketterer Kunst’s reputation in the region. Our 
auction previews offer art enthusiasts the perfect oppor
tunity to familiarize themselves with Ketterer Kunst in per-
son. And perhaps one day we’ll succeed in securing a work 
by Elizabeth Peyton—the American painter whom I admire 
boundlessly—for an auction or a Private Sale. 

EXCELLENCE IN A HISTORIC 
MELTING POT
Active on the international art market since 2006, I contri
bute a wealth of experience, professional expertise, and a 
deep understanding of the dynamics of the art market. As 
Senior Director at Ketterer Kunst’s Cologne office, I have 
been advising private collectors as well as institutional and 
corporate collections in the Rhineland and neighboring 
countries since 2025. The region has always been a historic 
meeting place for art lovers, and I contribute my particular 
expertise in Modern and Contemporary Art. Following many 
years of working in Austria, I still benefit from the contacts 
I established there. Discretion, strategic collection manage-
ment, expertise in curation, and a deep understanding of 
market dynamics are the tools I masterfully employ when 
acquiring artworks for one of our major auctions or for dis
creet Private Sales conducted through our company.

Cordula Lichtenberg, M.A.  
Head of the Cologne Office
Phone +49 (0)221 510908 - 15
c.lichtenberg@kettererkunst.de

Eva Donnerhack, M.A. 
Senior Director of the Cologne Office

Phone +49 (0)221 510908 - 10
e.donnerhack@kettererkunst.de 

Cologne 

Can’t make it to one  

of our branches?  

Our experts will be  

delighted to visit you.

„D’après Manet“. Galerie Haas at Ketterer Kunst  
in Cologne. Sept. 4 – Nov. 7, 2026 
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CREATING CONNECTIONS
I have been head of the Hamburg branch for four years.  
Before joining the company, I had plenty of opportunities 
to gain experience in the art market. My expertise and the 
rich network of contacts I’ve built over many years make 
my job as an acquisitions manager a true pleasure. I am a 
Hamburg native and understand and appreciate the local 
art scene. My position as a museum board member allows 
me to engage in close dialog with collectors. I am commit-
ted to promoting ongoing exchange and a shared apprecia-
tion of art. As a representative, I work to convince collectors 
and buyers of Ketterer Kunst’s outstanding professionalism 
and track record of success. This requires expertise in the 
international art scene, combined with an understanding 
of current prices and market developments. Successful con
sultation and evaluation of artworks also require trust and 
mutual respect. The regular preview exhibitions at partner 
galleries in Hamburg serve to raise our profile in the greater 
Hamburg area and, of course, offer the opportunity for a 
casual, personal introduction.

CELEBRATING SUCCESS 
TOGETHER
I have been a part of the Ketterer Kunst family with my  
heart and soul for many years. As a certified art dealer and 
experienced sales representative, I support consignors,  
collectors, and buyers with dedication. Since 2007, I have 
headed the regional office for Hesse, Baden-Württemberg, 
and Rhineland-Palatinate. My long-standing client relation
ships are based on direct contact, reliability, and mutual 
trust. Together, we develop customized solutions—both for 
auctions and for Private Sales. I take particular pride in  
managing high-caliber collections. In this role, I act with 
discretion, analytical rigor, and the necessary sensitivity.  
A highlight of the year is the auction preview shows, which 
we present at renowned galleries in Frankfurt twice a year. 
What drives me most? The joy I feel when clients benefit 
from my expertise and when we share in the success.

A TRUSTED CONTRIBUTION 
TO THE SCENE
Following positions at a museum, an art association, and in 
the art trade, I took over the Berlin office of Ketterer Kunst 
in 2015. For more than a century, the city has been home to 
some of the most significant artistic movements and avant-
garde trends—the ideal foundation for prolific collecting 
activities. I am constantly impressed by the expertise of our 
clients. We support them and clearly explain our house‘s 
main sales channels. Furthermore, it is always a particular 
pleasure for me to curate exhibitions at our beautiful pre-
mises. We have showcased works from the Museum of Con
crete Art in Ingolstadt, presented the Kurt Fried Collection 
from the Ulm Museum, and featured the Lenz Schönberg, 
Olbricht, and Hoppe-Ritter Collections, as well as individual 
exhibitions of works by Karl Hagemeister, Antonio Calderara, 
and others. Through these efforts, Ketterer Kunst continues 
to make a valuable contribution to a vibrant, diverse, and 
dynamic art scene.

A PASSION FOR KNOWLEDGE 
I started at Ketterer Kunst in 2008. Back then, everything 
that came into the house literally passed through my hands. 
I caught the bug. The theory and academic knowledge from 
my studies were now complemented by the practical ex
perience of art appreciation in all its aspects. The learning 
curve was steep. From the very beginning, this involved me 
meticulously tracking global auctions—their offerings,  
results, and the hits and misses—regularly. To this day, this 
remains a source of fantastic, exhilarating pleasure for me. 
For the representatives and experts on the acquisitions 
team, I remain a reliable point of contact for appraisals.  
Since 2017, I have been assisting consignors and buyers in 
Northern Germany, responding to inquiries, inspecting  
artworks and collections on-site, and providing advice and  
appraisals. Among many other things, I’ve learned that 
when interacting with clients—and in this industry in ge
neral—you have to be authentic and show understanding 
for the various motivations that lead to a decision to sell, 
whether through one of our auctions or a Private Sale. Above 
all, you need genuine passion; without it, this work cannot 
succeed. I would be particularly happy if an apocalyptic 
landscape by Ludwig Meidner were to become a successful 
result of my acquisition efforts.

Dr. Simone Wiechers, Representative in Berlin
Phone +49 (0)30 88675363, s.wiechers@kettererkunst.de

Nico Kassel, M.A. 
Representative for Northern Germany
Phone +49 (0)171 8618661  
n.kassel@kettererkunst.de

Louisa von Saucken
Representative in Hamburg
Phone +49 (0)40 374961 - 13
l.von-saucken@kettererkunst.de

Miriam Heß
Representative in Hesse, Baden-Württemberg, 
Rhineland-Palatinate
Phone +49 (0)6221 5880038 
m.hess@kettererkunst.de

Berlin

Frankfurt

Hamburg & Northern Germany

Aubertin · Bonalumi · Dadamaino · Mack ·  
Megert · Piene · Simeti · Uecker · Zangs 
Works from the Kohlrusch Collection  
at Ketterer Kunst Berlin. Sept. 9 – Nov. 7, 2026 

42 43



Every 36 seconds
Somewhere in the world, around the clock and every single day, a work of art changes  
hands in an art auction. Global number of works sold at fine art auctions in 2025	�  867,000

Culture never stops building
People around the world collect art. And they build museums.  
With 6,741 museums, Germany is the European champion. � 2012: approx. 65,000 
Number of museums around the world according to UNESCO � 2025: approx. 104,000

The shortest movie screening in art history?
The length of time VALIE EXPORT allowed each participant access to the box she carried  
over her breasts in the “Tapp- und Tastkino” (Tap and Touch Cinema) (1968)�   12 seconds

Paper with a view
If all the current season’s Ketterer catalogs were stacked on top of each other, the tower  
would be a quarter of a kilometer high and rise 102 meters higher than Cologne Cathedral� 259 m

Always room for more
Jackson Pollock’s “Number 7a” (1948) is the priciest piece of the season  
(May 2026, Christie’s, New York). His previous record? Just about tripled.� US $ 181 million

The world’s cheapest Picasso?
Price of a lottery ticket for Picasso’s “Tête de femme” (1941), estimated at 1.45 million euros.  
120,000 people participated in Christie’s charity raffle in Paris in April 2026.� € 100

Sold out before it even started
Advance ticket sales for the current Bayeux Tapestry exhibition at the British Museum  
raised more on the very first day than many museums gross in a year.� £ 2.5 million

The most expensive dip in the water
David Hockney’s famous 1972 painting “Portrait of an Artist (Pool with Two Figures)”  
earned him the title of most expensive living artist for half a year in 2018.� US $ 90 million

The first Hockney
David Hockney sold his first painting, “Portrait of My Father” (1955), at a regional art fair in Leeds.� £ 10

Art world in numbers.

The Art Basel and UBS Global Art Market Report 2026, Artnet Price Database, ARTnews, Artnet News, and additional information  
from the online editions of leading national and international news outlets (as of July 20, 2026).

Sheet lightning.

D istant flashes of lightning illumi-
nate the sky, but the rumble of 
thunder remains inaudible. It’s all 

too far away. We call it sheet lightning. And we know:  
The storm could be drawing closer—with all its force. Or 
maybe not.

Weather forecasts are—and always will be—a real pain in 
the neck. The German Weather Service employs 2,300 peo-
ple, operates 183 weather stations, and issues daily forecasts 
with an accuracy of around 85 percent. That sounds im
pressive—until you realize it’s actually less accurate, one 
might joke, than the instincts of an experienced farmer 
from the Allgäu.

The accuracy level for art market forecasts is even worse. At 
best, they resemble the ever-volatile weather conditions up 
in the mountains. At breakneck speed—virtually from one 
moment to the next—wind, clouds, temperature, and ther-
mal currents react to changes. A trip to lofty heights can 
turn into a risky gamble. Unlike in the mountains, however, 
we’re never in mortal danger on the auction floor.

Anyway, we should never lull ourselves into a false sense of 
absolute certainty regarding the market and prices. Here, 
as on Mont Blanc, reason reigns. And experience. Anyone 
who believes they can rely on predictions—which, depen-
ding on temperament and perspective, range from flowery 
to scornful, from proclaiming the end of the world to fore-
telling exorbitant price hikes—is mistaken. The explanation 
for a mystery that can never be fully understood is the inter
play of a multitude of factors, just like in real life. No two 

auctions are alike. Each forms a weather system that can 
only be roughly predicted. It is thanks to this fact that every 
auction can produce unexpected twists. And the zeitgeist 
is pleased to trigger a flash of lightning somewhere in the 
distance. It flickers so beautifully. Fair warning, so to speak. 
Or a “Now more than ever”. 

There are so many reasons to part with a work of art, or 
even an entire collection, whether it is a personal decision 
or one based on the somewhat unreliable market trends 
predicted by omniscient observers. They are all valid. Even 
if they are merely the result of a whim, so be it. If you ask a 
successful bidder why they went so far beyond their per
sonal limit, they’ll shrug. They would never have anticipa-
ted it. It was probably a mixture of heated emotions and 
unbridled impulse. Are we supposed to factor such elements 
into a serious forecast? How exactly? After all, a pretty, ini
tially harmless flash of lightning can turn into a terrible 
thunderstorm in the blink of an eye. Or not. 

The art-savvy enthusiast will feel truly secure when part
nering with an auction house that operates with diligence 
and integrity. Flawlessly researched provenance—well, 
that’s an absolute must. It would be wonderful if the work’s 
appearance in the salesroom were a surprise—or at least 
an elegant debut after many years of peaceful seclusion in 
pleasant company. Lightning and thunder—whether audible 
or not—are an essential part of the spectacle. From a safe 
distance, it is a beautiful sight—little more than a fleeting 
phenomenon, a sensory stimulus.

Annegret Erhard

A Commentary.
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Valuation Days near you:
Aachen: Mon., Sept. 14, 2026
Essen / Dortmund: Tue., Sept. 15 + Wed., Sept. 16,  2026
Wuppertal / Düsseldorf: Thu., Sept. 17 + Fri., Sept. 18, 2026

Cordula Lichtenberg, Tel. +49 (0)221 510908 - 15, c.lichtenberg@kettererkunst.de
Eva Donnerhack, Tel. +49 (0)221 510908 - 10, e.donnerhack@kettererkunst.de

Bielefeld / Gütersloh: Mon., Sept. 14 + Tue., Sept. 15, 2026
Bremen / Hanover: Wed., Sept. 16 + Thu., Sept. 17, 2026
Kiel / Flensburg + Lübeck: Mon., Sept. 21 + Tue., Sept. 22, 2026

Nico Kassel, Mobile +49 (0)171 8618661, n.kassel@kettererkunst.de 

Stuttgart / Tübingen: Wed., Sept. 23, 2026 
Wiesbaden: Tue., Sept. 29, 2026 
Frankfurt / Darmstadt: Wed., Sept. 30, 2026

Miriam Heß, Tel. +49 (0)6221 5880038, m.hess@kettererkunst.de

Zurich / Basel: Mon., Sept. 14 – Wed., Sept. 16, 2026

Nicola Gräfin Keglevich, Tel. +49 (0)89 55244 - 175, n.keglevich@kettererkunst.de

Vienna: Mon., Sept. 21 – Tue., Sept. 22, 2026
Brussels: Wed., Sept. 23 + Thu., Sept. 24, 2026
Amsterdam: Tue., Sept. 29 + Wed., Sept. 30, 2026

Eva Donnerhack, Tel. +49 (0)221 510908 - 10, e.donnerhack@kettererkunst.de

Are you planning to sell a work of art  
or your collection? Get in touch with us.  
Together, we’ll design the perfect  
marketing strategy. 

Schedule a personal appointment  
for one of our Valuation Days.

80 Years of Ketterer.
A name collectors trust.

Submit your works now!Anniversary Auction
December 4/5, 2026 

Discover our 
anniversary magazine.
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s.mohr@kettererkunst.de 

Rare Books
Silke Lehmann, M.A. 
Phone +49 (0)40 374961 -19 
s.lehmann@kettererkunst.de 

Enno Nagel 
Phone +49 (0)40 374961 - 17 
e.nagel@kettererkunst.de 

Representative Offices
BERLIN
Dr. Simone Wiechers 
Phone +49 (0)30 88675363 
s.wiechers@kettererkunst.de

COLOGNE
Cordula Lichtenberg, M.A. 
Phone +49 (0)221 510908 - 15
c.lichtenberg@kettererkunst.de
Eva Donnerhack, M.A.
Senior Director
Phone +49 (0)221 510908 - 10
e.donnerhack@kettererkunst.de

Frankfurt 
BADEN-WÜRTTEMBERG   
HESSE 
RHINELAND-PALATINATE
Miriam Heß 
Phone +49 (0)6221 5880038 
m.hess@kettererkunst.de  

HAMBURG 
Louisa von Saucken
Phone +49 (0)40 374961 - 13 
l.von-saucken@kettererkunst.de

NORTHERN GERMANY  
Nico Kassel, M.A.
Senior Purchasing Manager
Phone +49 (0)171 8618661  
n.kassel@kettererkunst.de

Get in touch with us.

Whether 50  or 5,000 works: 
We handle collections  

of every size  
with the utmost care.

Upcoming auctions 2026
September 15 

Online Sale Modern & Contemporary Art

November 15
Online Sale Modern & Contemporary Art

November  23
Rare Books, Hamburg

December 4/5
Anniversary Auction 80 Years of Ketterer

Evening Sale and Day Sale 
Contemporary Art, Modern Art, 19th Century Art, Munich

48



MUNICH
Joseph-Wild-Straße 18
81829 Munich
Phone +49 (0)89 55244 - 0
info@kettererkunst.de

HAMBURG
NORTHERN GERMANY 
Holstenwall 5
20355 Hamburg
Phone +49 (0)40 374961 - 0
infohamburg@kettererkunst.de

Berlin
Fasanenstraße 70
10719 Berlin
Phone +49 (0)30 88675363
infoberlin@kettererkunst.de

COLOGNE
Gertrudenstraße 24–28
50667 Cologne  
Phone +49 (0)221 51090815
infokoeln@kettererkunst.de

Ketterer Kunst GERMANY
Auctions and Private Sales of Contemporary, Modern & 19th Century Art

www.KETTERERKUNST.COM

FRANKFURT
BADEN-WÜRTTEMBERG 
HESSE
RHINELAND-PALATINATE
Phone +49  (0)6221 5880038
infoheidelberg@kettererkunst.de


