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and the €20,000 lesson about waiting for the right car.
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01
EXECUTIVE SUMMARY
The first supercar fulfils a dream. The second one teaches you the economics the dream was hiding. This 
paper documents that second purchase: trading the Ferrari FF from Paper 01 for a GTC4Lusso T, the V8 
that purists call the lesser Lusso, through the official dealer network, on a bridge construction that avoided 
the trade-in margin, at a price that was fair, for a car that was, in the author's own retrospective verdict, a 
compromise. A magnificent, trouble-free, deeply likeable compromise that cost roughly twenty thousand 
euros in realised depreciation and produced the most transferable lesson in this series so far: sometimes 
you just have to wait for the right car.

Three pieces of machinery run through this story that no configurator will ever show you. First, the letting-go 
problem: what it actually feels like to hand over your first Ferrari, and why some enthusiasts never sell at all. 
Second, the deal mechanics of a trade-up, what a dealership must deduct on a trade-in, why consignment 
plus a conditional purchase contract is the first-timer's better instrument, and how the relationship built in 
Paper 01 started paying dividends. Third, the honest ledger: a car that cost nothing to run and twenty 
thousand to own, set against the car that appeared on the market weeks later in the perfect spec for less 
money.

Along the way this paper settles the V8-versus-V12 question from the only position that counts — having 
owned both on the same chassis — and makes the case for the Lusso T as one of the most underrated 
entry points into Ferrari ownership today. As always: one journey, every number real, every mistake left in.

“The first car fulfils the dream. The second one teaches you the economics the
dream was hiding.”

02
THE LETTING-GO PROBLEM
There is a type of enthusiast who buys one car and stops. The dream car, identified in childhood, acquired in 
maturity, kept forever, polished, attended to in every detail, sometimes barely driven at all. There are 
owners who put a chair in the garage and simply look at the thing, and the author will not mock them for it: if 
he could justify parking a Ferrari in his living room, he would. That is one honest way to live this passion, and 
the people who choose it are not wrong. They reached the goal. They are happy.

The author is built differently, and so is this series. His goal was never one Ferrari, it was to drive as many 
models as the budget allows, because every model has a different character, and the differences are the 
pleasure. Which collides immediately with the uncomfortable truth this paper keeps returning to: the budget 
is finite. The author runs his own business, works hard, is, in his own words, well off but not so well off that 
he can keep every car he owns. Money is a tool; it makes life easier, not the person better. For a normal 
successful person, the rotation model is the only honest way to experience the breadth of the marque: one 
car funds the next.
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What nobody tells you is what the rotation costs emotionally. The day the author delivered the FF to the 
dealership for consignment was a genuinely hard day, harder than expected. Not because the FF was 
perfect; it wasn't. But it was the first, and the first occupies a place in the story of your life that no 
successor can. The FF, the F12, the 458, the same breed, the same DNA, the era enthusiasts now cling 
to as the last of the rawer, more analogue Ferraris before regulation softened the edges. Handing one 
over is not a transaction. It is a small goodbye, and it helps to know in advance that it will feel like one.

“You don't sell your first Ferrari. You hand it over — and it takes a piece of you 
to the new owner.”

03
THE MARKET WATCH
Here is a discipline that separates buyers who get fair deals from buyers who get educated at their own 
expense: the author checks the market every single day, usually more than once. Mobile.de as the 
searchable European backbone, AutoScout24, Autotrader, and the auction platforms like Cars & Bids, 
Bring a Trailer, the results feeds. Not because he is always buying, but precisely because he usually 
isn't: watching the market when nothing is at stake is how you develop the price instinct you will desperately 
need on the day something is. Which cars move, which sit, what a fair asking price looks like for a given 
spec, mileage and history, that knowledge cannot be acquired in the two excited weeks after you fall in love 
with a listing.

The budget frame had moved since Paper 01. In 2022 the ceiling was €130,000; a year of good business 
later, roughly €170,000–180,000 was defensible. The car the author actually wanted after the FF the 
GTC4Lusso, the FF's refined successor split cleanly along engine lines: V12 Lussos hovered around
€220,000–240,000, firmly out of frame. The Lusso T, the twin-turbo V8 variant, sat inside it. Purists call the T 
the lesser Lusso. The market prices that opinion in and this paper will spend Section 06 explaining why 
the opinion is wrong and the discount is a gift.

THE FOSTER-CHILD OPPORTUNITY
The Lusso is what the author calls a foster-child model: not the poster mid-engine V8, not the halo V12 
berlinetta, a shooting brake most people on the street cannot even identify. Enthusiasts' neglect is a buyer's 
opportunity unloved shapes carry real discounts for identical engineering. Production was thin: Ferrari 
publishes no numbers, but community estimates put the Lusso family at roughly 2,000–2,200 cars with only 
around 1,100 Ts figures to treat as folklore with a confidence interval, not gospel. Rarity without price 
premium is a strange and wonderful corner of the market. The Lusso T lives there.

THE OWNER-COUNT RULE
A screening rule from the author's daily practice: check the number of previous owners before you check the 
spec. One or two owners — proceed. Four, five, six owners within a few years stop and ask why. 
Sometimes the answer is innocent: a family car passed along, a company car moved into private hands. 
Often it is not, and the car has been handed down a chain of people who each discovered the same problem. 
High owner counts demand a PPI without exception and a deduction from the price which, tellingly, is 
usually already low. The market knows.
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“Watch the market every day before you need it. The worst time to learn prices
is the week you're in love.”

04
THE RED INTERIOR LESSON
The car surfaced on mobile.de at Ferrari Ulrich in Frankfurt, the Autohaus Ulrich, the official Ferrari 
partner for the Rhine-Main region and, in 2013, Ferrari's best dealer worldwide. Grigio Titanio over a full red 
interior, one owner, a little over 40,000 kilometres, yellow calipers, the shields on the fenders, visibly well 
kept. And the author's first reaction to the photos was immediate and absolute: the interior. That red. "I can't 
do that."

He put it aside. And then did what every enthusiast recognises: went back to the listing. Daily. For two to 
three weeks the car sat on the market, Lussos are slow movers, a specific clientele, and nothing better 
appeared in the bracket. He even entertained older models, a 599 among others, before admitting to 
himself what Paper 01 already established: he is a modern-Ferrari owner. He loves the old cars' 
history and provenance, but he wants to drive his cars, not manage them, the Sunday-morning half-hour 
loop, A to A, alone on the road, is the entire use case. Headaches are not part of the specification.

Then a business appointment took him to Frankfurt anyway. A phone call, can I come by? of course, it's in 
the showroom. Up to the Approved floor, and there it stood. And here is the lesson this section exists for: 
the first thing he checked was not the exterior. It was the interior, because the interior was the 
deal-breaker, and photographs had been doing it an injustice for three weeks. In person, Ferrari's red is not 
the harsh bright red of a listing photo. It is a warm, deep, inviting red, a completely different colour in real 
light. He sat in the car. The objection dissolved on contact. He stepped out, walked around it once, stone 
chips on the nose from the previous owner's weekly Frankfurt–Switzerland commute, honest and liveable, 
no repaint needed and decided on the spot: this one.

SEE THE CAR
Photographs get you to the showroom; they must never make the decision. Listing photos distort exactly the 
things that matter colour temperature above all. Interiors photograph harsher than they are, metallics 
photograph flatter, and a spec you dismissed on a screen can be the spec you fall for in person. The order of 
inspection matters too: check your deal-breaker first. If the interior is your doubt, go to the interior before you 
circle the body. Twenty minutes in the physical presence of the car outweighs three weeks of studying 
pixelsin both directions.

“Photos got me to Frankfurt. The interior — in person, in that warm red —
bought the car.”
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Now the mechanics, because this is where a second purchase differs structurally from a first: there is an 
outgoing car in the equation. The obvious route is to trade the FF straight in against the Lusso but died 
on arithmetic. A dealership taking a car into stock must price in its margin, reconditioning and risk; on a 
car in the FF's bracket that deduction runs to roughly €15,000–20,000 below what the car can fetch on the 
open market. No hard feelings, no villainy, it is the price tag on convenience and instant liquidity. The 
author's account manager understood a budget when he saw one and proposed the better instrument 
himself: consignment.

The construction that emerged is the most reusable template in this paper. The FF went to the Ferrari 
dealership in Düsseldorf on consignment and was professionally presented, sold within weeks to an 
enthusiast in Bavaria who already owned a 458 and had always wanted an FF, at the €145,000 
documented in Paper 01, with fresh tyres fitted as part of the deal and the dealership collecting its 
commission. Meanwhile in Frankfurt, a pre-contract held the Lusso: the author committed to buy, 
conditional on the FF selling first. Ferrari Ulrich was happy to wait since Lussos do not fly off 
showroom floors, and a committed buyer on a signed condition is better than hope. No bridge financing, 
no double ownership, no forced sale at a bad price. Time, not money, carried the risk.

TRADE-IN VS CONSIGNMENT
Trade-in: instant, effortless, and costs you the dealer's stocking margin — realistically €15,000–20,000 on a
six-figure Ferrari. Consignment: the dealership sells your car for a commission of typically 5–6%, you carry
the timing risk, and the spread between those two numbers stays largely in your pocket. On the FF the
consignment route preserved roughly €10,000 versus a trade-in after commission. The rule: trade in when
speed matters more than money; consign when the car is desirable and you can wait. And remember from
Paper 01 — everyone in the chain must earn. The dealership made its commission twice over in this
construction, on the sale and on the Lusso. That is why it worked.

THE BRIDGE CONTRACT
The conditional purchase agreement — I buy your car when mine sells — is the first-timer's protection against
the classic trade-up trap: owning two supercars for one nervous month, or dumping the old car at a panic
price to free the money. Dealerships agree to it more readily than buyers assume, especially on slow-moving
models, because it converts a browser into a committed buyer. Ask for it. The worst answer is no, and the
question itself signals that you understand how this business works.

“The dealer's margin is not an insult. It's a price tag on convenience — and
consignment is how you decline it politely.”

05
THE BRIDGE DEAL
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It is the more resolved car in every measurable way.

And here is the honest trade the spec sheet hides: the refinement costs adrenaline. The FF spiked the 
author's pulse every single time he climbed in, a naturally aspirated V12 with the character to hurt you if 
you disrespected it keeps the relationship electric. The Lusso T is friendlier. The twin-turbo V8 delivers 
near-V12 performance with no perceptible lag, strong in every gear, effortless in a way the FF never 
pretended to be; the factory quotes a top speed north of 320 km/h, which remains academic because the 
author never went looking for it. Rear-wheel steering makes a big car feel compact, more nimble 
through corners, easy in a tight garage. Where the purists are wrong is performance: the T gives nothing 
meaningful away on the road. Where they have a point is theatre: the V12's soundtrack and its relentless 
top-end are a different emotional product. Having owned both on the same chassis, the author's verdict: 
the V8 is the better everyday engine, the V12 the better event. And the fuel consumption is identical 
either way — don't kid yourself.

As a machine to live with, the Lusso T is the practical Ferrari, and the author means that literally. Two-level 
boot (the fuel tank sits behind the rear axle), folding rear seats, room for groceries, golf bags, an IKEA run if 
dignity permits. Four real seats: the legitimate dad's supercar. It could genuinely serve as a daily and many 
do exactly that, often as company cars, which is precisely why high-mileage examples crowd the 
classifieds. The author wouldn't: for him a supercar must stay special, and dailying one would sand the 
specialness off. But the capability changes ownership even if you never use it — a Ferrari that never forces 
the second car is a different proposition from one that does.

Two more traits define the T in practice. First, invisibility: in Grigio Titanio the car reads as an expensive 
hatchback to almost everyone. No stares, no phones, no provocations and people notice the badge 
or nothing. For the owner who drives for himself (Paper 01's conduct code), that anonymity is a feature 
money usually can't buy in this segment. Second, robustness: the ownership record of this particular car 
was one air-conditioning dropout on a motorway drive, cured permanently by stopping and restarting the 
car. One of those quirks and features, as Doug DeMuro would say, that Ferraris of every generation 
produce to remind you they're Italian. That is the complete defect list for the entire ownership. No sticky 
buttons either, the coating disease of Paper 01 was solved by roughly 2016–17, and the Lusso generation is 
clean.

The care regime carried over from Paper 01, with the discipline the author freely admits borders on the 
clinical: battery tender every night and the Lusso rewards it with the single best convenience detail of the 
era, an external magnetic tender port above the rear number plate, no bonnet-opening ritual, drive home 
and click. Winter storage rather than winter driving, and not only because of rain: in a region where roads 
are salted, dried salt lingers as powder for days after the ice is gone, finds its way into arches and seams, 
and waits for humidity. Modern cars shrug it off better than the 1980s cars that dissolved from it, but the 
author does not test the proposition, because in winter you cannot wash the car after the drive, and an 
unwashed Ferrari in his garage violates a law of his nature. Every longer trip as the ~500-kilometre Frankfurt 
service round, say, ends with a wash the same or next day. Dust and insects do not sleep on his paint.
(How far this pathology extends will be documented in Paper 03, which involves microfibre towels lying on 
top of Alcantara floor mats. The author is aware. He does it anyway.)

06
LIVING WITH THE T
Handover day: the covered car on the showroom floor, the table dressed, the documents and the key box 
arranged, the small theatre a great dealership stages because the moment deserves it and around 
the author's birthday, as it happened, a last present to himself. Then 200-plus kilometres home in a car 
that revealed its character within the first hour: this is the FF's chassis wearing a tailored suit. Same 
footprint, same shooting-brake idea, and a step change in refinement, the ride quality, noise, damping, and 
above all an interior that is simply from a different shelf than the FF's. Four taillights, a tauter, more modern ~
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THE HEADACHE THAT ISN'T THERE
The FF's one famous liability — the PTU, the front-axle Power Transfer Unit whose test procedure Paper 01
made non-negotiable — simply does not exist on the Lusso T. The T is rear-wheel drive only: all the power,
none of the front-drive hardware, an entire category of due diligence deleted. (The V12 Lusso retains an
evolved PTU, and its descendants live on in today's Purosangue with better materials and seals —
first-generation technology matures, as it always does. The FF owners paid the pioneer tax.) For a buyer
choosing between FF and Lusso T at similar money, this is a bigger argument than the cylinder count.

“The Lusso T is the Ferrari nobody recognises — which is exactly why the right
people buy it.”

07
THE LEDGER AND THE WRONG-CAR TAX
Now the numbers, and this time they cut the other way. Paper 01's FF closed at near break-even. The Lusso 
did not, and the reasons are instructive enough to deserve their own section. Running the car cost almost 
nothing: the scheduled service fell inside Ferrari's seven-year maintenance programme (€0), the tyres were 
within age and tread limits at purchase, checked, not assumed and insurance ran essentially identical to the 
FF at roughly €3,000 a year, and the repair record was one roadside restart. The ownership cost lived 
entirely in one line: depreciation.

The Lusso ledger — roughly 14 months of ownership EUR

Purchase price (one-owner GTC4Lusso T, ~40,000 km, Ferrari Approved) 177,000

Scheduled service (covered by the 7-year maintenance programme) 0

Repairs (one A/C dropout, cured by restarting the car on the hard shoulder) 0

Tyres (within age and tread limits at purchase — verified, not assumed) 0

Cosmetics (minor touch-ups, done by the dealership as part of the deal) 0

Realised depreciation at exit, 2025 ≈ −20,000

The wrong-car tax: total cost of ownership excl. insurance & fuel ≈ 20,000

Why did the Lusso lose what the FF didn't? Market structure, visible in the auction record. FF values 
bottomed out around 2023 and stabilised and had the author simply kept his FF, it might fetch 
around€155,000 today, meaning the first car would have owed him nothing and possibly paid him. Lusso Ts 
are still on the downslope: a thinner buyer pool for the foster-child shape, a steady supply of high-mileage 
ex-daily and ex-company cars pressing the market from below, and the V8 discount compounding 
both. Good examples now trade around €150,000–160,000, mileage and spec depending. Which 
simultaneously makes the T one of the best value entry points into modern Ferrari ownership for today's 
buyer, and made it a depreciating asset for yesterday's. Both things are true. Which side of that trade you 
stand on is decided entirely by when you buy.
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THE CAR THAT CAME LATER
Here is the confession that gives this paper its subtitle a second meaning. Weeks after the Frankfurt deal 
closed, a Blu Tour de France Lusso appeared on the market in Cologne and the author's favourite colour, 
a spec he calls perfect, for less money. Blue Lussos are genuinely rare; he had settled for Grigio 
Titanio because nothing better existed in the bracket and the urge for the next model had a deadline the 
market never agreed to. The lesson, stated as plainly as he states it to himself: sometimes you just have to 
wait for the right car. If the car in front of you is a compromise on colour, on spec, on anything you know 
matters to you, the market's answer is patience, and the €20,000 in the table above is what impatience 
invoices. He regrets nothing: the journey was worth it, the car was superb. But he would not do it again, and 
that is exactly the kind of sentence this series exists to publish.

“The €20,000 wasn't the car's fault. It was the invoice for my impatience — and
I'd pay it again knowing what I know now. Once.”

08
THE EXIT AND THE TOOLKIT
The exit arrived, as exits now do in this story, by relationship rather than by listing. In 2025 a WhatsApp 
message from the Frankfurt account manager landed on the author's phone: a photograph of a 488 GTB in 
Blu Tour de France, glittering in the sun outside the main entrance at Ferrari Ulrich. Off-market, never 
advertised, offered first to the customer whose colour preferences the manager had long since filed away. 
There was, in the author's words, nothing to discuss — except money, and this time he negotiated genuinely 
hard, with a budget ceiling he refused to cross and full transparency about it. He suspects the dealership 
was mildly annoyed. They also closed the deal, because a transparent framework is something 
professionals can work with. That purchase and the discipline of a hard ceiling is Paper 03's story.

The Lusso's delivery day to Frankfurt supplied its own farewell theatre: the air conditioning chose that 
morning, of all mornings, to drop out on the Autobahn. The car's single act of protest in fourteen months, 
cured by the roadside restart and reported honestly at handover ("yes, they do that sometimes"). Letting the 
Lusso go was easier than the FF. Not easy but he had grown genuinely fond of the car, especially that 
side profile with the fender intakes but the first goodbye is the one that recalibrates you. By the second, 
you know the feeling passes and the next chapter compensates. This time he also did what he now 
recommends to everyone: filmed the car, photographed it properly, kept the memories deliberately. That 
impulse became a YouTube channel and an Instagram account but not for commerce or attention, 
explicitly not, but as a private archive that happens to be shareable. Memory, it turns out, is also part of the 
toolkit.

The relationship itself deserves a closing word, because it is the through-line of this series. By this point the 
author had met Frank Ulrich himself several times, been shown parts of the facility customers rarely see 
and left the phone in his pocket, because discretion around other people's multimillion-euro cars is part of 
belonging in those rooms. The dealership relationship is a business relationship that can become a warm 
one, in exactly that order. You pay them fairly, you are transparent about your framework, you don't lowball, 
you let everyone earn and one day your phone buzzes with a blue car nobody else has seen yet. That is 
what the machinery of Papers 01 and 02 was actually building. How to curate these relationships 
deliberately is Paper 04.



MARQUE INTELLIGENCE OWNER'S INTELLIGENCE PAPER 02 · GTC4LUSSO T

Lived experience, documented · www.marqueintelligence.com © 2026 Marque Intelligence · Page 9

YOU BUY THE SELLER
The single most compressed piece of wisdom in this paper, and it works in both directions. In the supercar 
world you are never really buying a car, you are buying the person who kept it. Their honesty about flaws, 
their maintenance discipline, their documentation. If the seller feels wrong, walk away from the right car; the 
author does. And when you sell, understand that the buyer is buying you: your booklet, your records, your 
transparency about every imperfection they will find anyway. The provenance booklet from Paper 01 earns its 
keep here — strip the personal data, hand it over with the car. Enthusiasts remember the gesture, and the 
gesture is worth money.

THE TRACKER RULE — AND A DASH CAM
Security, learned rather than theorised: fit trackers, plural. The author runs four per car, from two independent
systems, hidden where finding them is genuinely hard work — modern credit-card-sized rechargeable units
make this cheap and invisible, and a professional tracking service is the paid alternative. The point is only
partly recovery; mostly it is sanity, the ability to check from a hotel on another continent that the car is where
you left it. And a dash cam: evidence if something happens, honest witness if you caused it (worth knowing
about yourself), recorder of the drives you'll want to rewatch — and a quiet disciplinarian, because seeing
your own driving played back keeps you inside your limits like nothing else.

WHY MARQUE INTELLIGENCE EXISTS
Full disclosure of the author's stake, because this series promised every bias on the table: the exit routes for 
a car like the Lusso are the dealership (convenient, costs margin), the public platforms (free-ish, and open to 
test-drive tourists, time-wasters and the occasional shady element), or auctions. The gap between them —
private, enthusiast-to-enthusiast, discreet, no public attention, negotiated to the point where both sides 
genuinely walk away calling it a good deal — is the gap Marque Intelligence was founded to fill. This paper is 
published on that platform. Weigh the bias accordingly; the ledger above is real either way.

“In this world you don't buy the car. You buy the seller.”

09
SYNTHESIS — THE SECOND-PURCHASE CHECKLIST
The second purchase is a different discipline from the first. The first is about courage and process; the
second is about economics and patience, because now there is an outgoing car, a moving budget, a
relationship to leverage, and — most dangerously — confidence. The condensed rules from this journey:

01  Watch the market daily, permanently — price instinct is built in peacetime, not during the hunt.

02  Know your ceiling before you fall in love, and tell the dealership transparently. Frameworks close deals;
wishful thinking wrecks them.

03  Check the owner count before the spec — four-plus owners in a few years means PPI plus deduction, or
walk.

04  Never decide from photos. See the car; inspect your deal-breaker first. Colours lie on screens, especially
interiors.
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05  Run the trade-in vs consignment math — the dealer's stocking margin is real money (€15–20k in this
bracket); consignment keeps most of it.

06  Bridge with a conditional contract: commit to the new car subject to the old one selling. Ask for it —
slow-moving models make dealers flexible.

07  Let everyone earn, twice if the construction needs it. The relationship compounds into off-market phone
calls.

08  The compromise test: if the car misses on something you know matters to you — colour, spec, engine —
wait. The right car appears; impatience invoices ~€20,000.

09  Buy the seller, not the car — and when selling, remember the buyer is buying you. Hand over the booklet,
stripped of personal data.

10  Model-specific homework still applies: on a Lusso T there is no PTU to fear; on an FF there is. Know which
headaches your candidate can even have.

11  Fit trackers (several, hidden, two systems) and a dash cam before the first proper drive.

12  Document the goodbye — photos, film, the booklet's last chapter. The rotation model only works if the
memories are allowed to stay.

“If it's a compromise, wait. The right car is the one you can't get out of your head
— the wrong one is the one you talk yourself into.”

METHODOLOGY
Owner's Intelligence papers are lived experience, deliberately distinct from the public-source standard of the
Marque Intelligence model papers. This paper documents one ownership — purchase, fourteen months, exit
— from the author's own records: prices, costs and mistakes reported as they occurred, opinions (the V8
verdict, tyre and colour preferences) labelled as opinions. Production figures for the Lusso family are
community estimates, flagged as such, because Ferrari publishes none. Market price bands reflect the
author's daily reading of the European market in mid-2026 and will age. The sample size is one, offered as
exactly that: a path, not the path.

COMPANION READING
Owner's Intelligence Paper 01 — "Your First Supercar" carries the first purchase, the FF ledger, the conduct
code and the operational canon (tender, tyres, dry-sump discipline) that this paper builds on. The Marque
Intelligence Supercar Models papers on the FF and GTC4Lusso cover both models analytically, with
sources and scenario tables; the members' Auction Results record carries the hammer-price data behind
Section 07. Next in this strand: Paper 03 — the 488 GTB and the off-market purchase; Paper 04 —
Dealership Experiences: a code of conduct.

AN INVITATION
This is one second-purchase story. If yours went differently — if you kept your first car forever, or your
trade-up went sideways, or your patience was rewarded with the right car — share it. The best stories
become future papers in this series, credited or anonymous as you prefer. It does not matter which badge
you drive. It matters that you went through the motions.
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About the author. Uwe Riemeyer is the publisher of Marque Intelligence. He owns a Ferrari 488 GTB in Blu Tour de France,
previously owned the GTC4Lusso T documented in this paper and the Ferrari FF of Paper 01, and discloses an enthusiast's
bias toward the marque in every paper of this series. He is also the founder of the members' platform on which this paper is
published — a stake disclosed in Section 08. The events, prices and mistakes described are his own.
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