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FEEL GOOD

“What | always wanted was to have a place where | would fesl at
home buying, somewhere where there is no pressure and where
you're really encouraged to find out about the products and
where you're made to feel good, made to feel that they want you
as a long-term customer, and not there to take some mongy from
you as a one-off exercise. | think that's hugely important. | think
that really wealthy people want to buy in pleasant surroundings
and that's the main reason why they buy from an establishment
like ours. The other is that they know what they are getting. They
have a first class guarantee.”

In response to the suggestion that Marcus is regarded as one
aof the world's top three watch shops, Mr Margulies said, “That's
very kind of you. | think it is the most beautiful watch shop in the
warld. | alsa think it is one of the mast interesting watch shops in
the world, because we don't have Rolex, Patek Philippe or Cartier.
The most Boring people, who | really dislike having in the shop,
are those who say 'I'm a Patek man or I'm a Rolex man'. | hope
they don’t make love that way, because they must be the most
boring people in the world. If you're buying cars you don't buy six
Rolis Royces: you buy a Ferrari, a Range Rover, a very comfort-
able saloon, you buy a great convertible. You buy different cars for

different occasions. You don't wear a dark suit every day, in the
same way that you don't wear blue every day.

*| hope that what we do have is an abundance of love and pas
sion, because a hugely important reason for the existence of
our shop is the fulfilment of a dream - to give pleasure. | hope it

comes across, It seems 10 be coming across quite nicely.”

FRANCK MULLER

It says a lot about Marcus Margulies that he is nol be prepared
to stock in his own shop a watch that he would nol be happy
to wear. “No. Absolutely not. | was offered Jacob watches but |
tumed it down because | don't like the watch, althaugh | think |
could have distributed it successfully. If you can't enjoy what you
do at my stage of life, there is absolutely no point in doing it I've
said that often, and it's absolutely true.”

His years in the business have taught him a great deal about the
watch industry and his contacts are probably second to none,
but what gives him an important edge Is his instinct tor identifying
important new brands and watchmaking talent long before oth-
ers have appreciated their value. He developed a close friendship
and an excellent business relationship with Franck Muller at a
time when few people had even heard of him. The Time Products
Group has been the sole UK distributor for the brand ever since,
Mr Margulies orders many walches thal are made exclusively
for his business in the UK - special pieces that are not available
anywhere else in the world. He also makes a habit of buying
important limited edition watches. He says. “| think we are the
only people in the world still to have the four Cabinet watches by
Audemars Piguet — but | think we have probably sold them. If we
don't sell them 1o this customer, we'll keep them until we've got
eight and then we'll sell all eight together.”

COLLECTION

Asked about specialities in the New Bond Street

shop, Mr Margulies said he congcentrates
on complicated watches above
anything else - and interest-
ing watches. Mr Margulies is
actively looking to Increase
his Audemars Piguet collec-
tion, which Is the already the
finest outside the factory's
own collection, and in cer-
tain areas better than the
factory's collection. “Firstly
we have the most important
Audemars Piguet watch in the
world. It is probably — no, cer-
tainly — the best watch for sale
in the world. It is the fourth most
complicated pocket watch that has

ever been made. It has funclions including a treble spit, plus a
foudroyante plus everything else thal you could possibly need.
The question is, what's it waorth? It has four functions more than
the Vacheron Constantin watch that was sold for 3.6 milion Swiss
francs. It is also a very much prattier watch with a smaller move-
ment. | don't know what four functions are worth, but it is certainly
worth in excess of double the price of that Vacheron. So all we
need to do s find somebody to buy itl"

We asked Mr Margulies if all the watches in the collection are
for sale. He replied, "Everything is for sale basically. | don't know
whal 'l do with the collection one day. | think the dream would
be to sell it to one person and keep it as a collection — but | don't
think we will be able 1o do that. When you've put so much effort
inta building & collection, it would be a shame to see it broken up,
because certain walches sit very well together. In addition to our
Auderars Piguet walches, our collectior! includes three Falconis
- which leaves us 15 to go. He's the watchmaker who made the
Dall watches. He's an Italian watchmaker who made some crazy
praducts, great fun. We sold the Vacherons that were in the col-
lection. I've got a few crazy Piagets which | bought because | ke
them very much. We also have a better collaction of Léon Halot
watches than Hatot themselves.”

FRIENDS

Walk into the boardrooms of some of the finest watch companies
in Switzerland and you'll often find Marcus Margulies there. He is a
close friend of the owners of Audemars Piguet and, as a distribu-
tor, he is also a shareholder, although that shareholding will revert
to Audemars Piguet when they take over UK distribution of the
brand, which they will eventually.

Mr Margulies is also a close personal friend of Richard Mille,
whose innovative and distinctive watches have attracted a cult
following among collectars. Marcus is the only stockist in the UK,
Mr Margulies told us, “It's easy to have a strong following when
you only make 400 or 500 watches a year, so we will see what will
happen, but Richard Mille has certainly got a great product. He is
a hugely engaging man, a man of enormous personal taste with
great charisma.” This description could equally well be applied to
Marcus Margulies, who adds of Richard Mille, "He's a super guy,
but wa have very goed relationships with many of our suppliers.

“The people who buy Richard Mille watches are interesting peo

ple, people who have got personal taste. They see themselves
as trendsetters, rather than followers of fashion. Certainly a
Richard Mille customer is never boring. He's interesting; he's got
personality as boundless as Richard has. It's a fabulous watch for
a person with salf-confidence. Cwners of Richard Mille watches
are not all watch collectors, but they like good, sexy new prod-
ucts ~ and they've certainly got to be rich, becauss they're not
inexpensivel”

Mr Margulies has something of a reputation for being outspoken
and when we asked if he thought there was a strong futura for
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the new generation of watches that is emerging with high-tech
components such as silicon, he smiled and said, “As gimmicks,
yes. In reality, no.”

However, he is full of praise for the new escapement announced
earlier this year by Audemars Piguet — and even more enthusiastic
about the activity of the company. He said, "Certainly the quallty of
Audemars Piguet watches is getting better and better; they are a
hugely responsible and dynamic brand today. They've got it right.
It's simple. They've got it right — and they've got it right in every
respect. Since Georges-Henri Meylan was made CEO, the brand
has really come on beyond recognition.”

LOYAL CLIENTS

But Marcus sells more than just super-expensive timepieces.
Civis Cameron-Gudge, manager of the shop, explained, “The
stock that we carry appeals 10 a wide range of people. We are
not trying to get into the Cartier or Rolex, market, even though our
starting price begins at their sort of level — from around £3,000
£4,000. We have watches thal are suitable for all ages from about
20 upwards and | am proud of the fact that many of the custom-
ers who shop at Marcus are incredibly loyal.”

Mr Cameron-Gudge explained that many collectors of high-end
watches are already extremely wealthy or an the way to achiev-
ing that and as part of their achievement they reward themselves
with things like watches. "The sons of some of these customers
are now beginning to shop at Marcus, and we've recently started
1o attract some younger clients than in the past, 25-35 year olds.
But occasionally it works in reverse. Recently the son of a cus-
tomer visited the shop with a friend. A few days later the father of
the friend came into the shop at 6pm and said that his son had
told him he must visit Marcus. He left a few minutes later with a
new Hublot watch.”

“The way Marcus has chosen his stock tends to attract a very wide
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customer base, although the
many complicated watches
we stock are male orientated
and 1o some extent the jewellery
and gem-set watches appeal to
waman, aitheugh thers is a certain
amount of crossover.”
Mr Cameron-Gudge explained, “In the
last three or four yvears, the haute hor-
logerie brands have realised that there
are a number of ladies who want 'prop-
er' watches, watches with mechanical
movemants.”

WOMEN

Asked whether his shop caters
for women, as well as man, Mr
Margulies said, “We cater hugely
for women.” The brand that stands
oul from the crowd for ladies, he
said without hesitation, is Franck
Muller. “He is far and away the
strongest brand for women,”
Serious watches for ladies are cer-
tainly a new trend, according to Mr
Margulies. “We've got one customer
ii‘l: who has given up buying what |
d would call the latest ladies’ jewel

lery pieces and she's now buying

complicated watches — and deriving
huge satisfaction from buying them.
| think anolher reascn is that she is also
increasing her knowledge [of watches]
and that is a challenge to her — in the
same way that you buy art.”

Mr Cameron-Gudge has clear beliefs
about the choice of a watch. He says,

“I have always said that you should choose a watch with your
heart first. Mare women today are buying their own watches, but
very few buy because they need a new watch; they want a new
watch and have the money to buy a new watch. As the size of
lacies' watches has increased in the last two or three years, it
has become possible to include such features as moon phases,
The new ladies' tourbillon intraduced by Audemars Piguset has a
39mm case. It is interesting that you can now sell the same watch
as a man's or a woman's watch merely by changing the colour
of the strap.”

Cther brands that are producing interesting ladies’ waltches,
according 10 Mr Margulies, are Piaget and Audemars Piguet.
"Piaget is really having a resurgence. They have some beauti-
ful new models. Audemars Piguet is also very strong in ladies
walches now, especially with its Royal Oak collection.”

TOURBILLON

We asked Mr Margulies why some collectors don’t seem to take
Franck Muller seriously, He replied, "They make a huge mistake.
We own the Franck Muller egg, which is a back-to-front tourbillon,
the anly one in the world. No other brand has made one, so why
don't more people take Muller seriously? We have sold several
Franck Muller grand complication watches - very few factories are
able to make such watches. There is a huge amount of jealousy
about Muller — and jealousy is not an admirable feature in people.
Muller has a great concept and a great product and you underes-
timate them at your peril.”

Marcus Margulies believes he stocks more lourbillon watches
than all other watch shops in the UK combined. He often has in
stock more than 50 at any one time and he claims to ba the anly
UK retailer to stock grand complication watches,

Asked which types of watches he enjoys seling most and
which watches are his personal favourites, he thought for a few
moments and said, "It's very difficult. I'm not very good at seling,
because I'm far too opinionated and far oo impatient, | want to
sell the customer what | feel he should be wearing, which is a big
mistake. | like selling watches that stretch the buyer. He might
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not be sure why he purchased it, but he will come back and say
‘Goadness me. I'm so pleased | bought it because everybody tells
me how great it Is”.

“It's not false modesty to say that after 40 years in the business
you know what looks great on a wrist and you try to measure it to
the personality of the customer, but it is hugely difficult sometimes
because people are so set in their ways. It's like the guy who has
owned thin watches all his life. Once you've sold him a chunky
watch he'll never buy a thin watch again.”

ROYAL OAK

We asked Mr Margulies whether technical excellence or style is
more important far him when choasing a new brand to stock or
distribute. He replied, “They're both equally important, hugely
Important — and they don't necessarily come together, | think the
dream watches are a merger of both. A marriage of quality and
technical excellence is very difficult to do, because somshow the
brands that are very good technically are often weak in fashion. It
just doesn't work. Probably the best marriage is Audemars Piguet
and the Royal Oak. At the moment, the Royal Oak range, Includ-
ing the Offshore models, are just on fire.”

For the future, Mr Margulies does not want 1o expand. "Instead,
we want 10 go upwards. We try and improve. There are always
new brands and watches to look for. There are always dreams
that you haven't achieved. | think the most important thing is that
you can always do what you're doing better than you have done
it before.”

Is Time Products likely to add any more haute horlogerie brands to
Its stable? "If there was something that we felt we could bring to the
tabla, we would, We took on Hublot.” Laughing, he added, “I'm not
sure why, because they can't supply us with enough walches at the
moment. The success of Hublot is truly astonishing."

When asked which of the countless watches that he has sold
has given him the most satisfaction, he thought for a moment,
and then with his typical sense of humour, said, “The last one
we sold”. After a moment’s thought he changed his mind and
said, “No, the next one is even better! You can't have a favourite,
you've certainly got customers you prefer to other customers,
most of all those who come in with an open mind — and an open
chegue book doesn't hurt, sither!”

Marcus is at 170 New Bond Street, London W1S 4RB. Telephone:
020 7280 6500.
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