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Chapter 1

Introduction 
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My mother owns a small convenience/grocery store of which I help around even as a young child. Helping in my mother’s business exposed me even at a young age to the simple but can be very profitable business of reselling/retailing.

Her profit from every item she sold might be very small but when added together on a daily basis it adds up to a very decent profit. Her business might be very simple in complexity but it works out very well for her.

She and her business had a very big impact on me that as I grew up I began buying very cheap collectibles which I knew would become expensive if I kept them for a few years. Was my idea correct that they would significantly increase in value after a few years? Yes, I was correct and this made me hold on to them for a few more years.

Then came the day I was ready to sell them. I listed a few of them online and waited for my first customer... and waited... and waited some more... 

Nada, Zilch, no one seemed interested in my collectibles or I wasn’t reaching them online. A search online for items similar to my collectibles proved they were being bought. So what’s my problem?

I soon found out that selling online wasn’t easy or as effective as I had hoped. To be direct and blunt about my problem, not only was I an inexperienced online seller, In terms of online visibility, I was also less than a drop of water in the vast sea of the internet.

Making money online from my collections I soon found out was infinitely more harder than earning money from the money in my bank which earns me money on a regular basis whatever my situation is and whatever I do. Also, I can withdraw my money in the bank very easily.

This made me realize the importance of “Liquidity” or how fast you can transfer an asset from one form to another which is primarily in money form.

This book is about liquidity using my actual situation as well as other business and investment scenarios. Hopefully, this book would open your eyes to the importance of liquidity and how ignoring it can “trap” your money into static assets which you can’t immediately turn to real money especially during financial emergencies.

It is hoped that after reading this book you would have learned enough about liquidity that you would make it a major or even the top criteria for your business and/or investment  decisions.

At the very least it is hoped that you would enjoy reading this book.  
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Chapter 2

It’s Very Hard To Sell Online
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Me: “I have a lot of childhood collections and home decorations I want to dispose, i've tried selling them online but so far after a few months none has sold. I soon found out it can take a long time to sell your possessions online...”

It is completely normal to feel a bit stuck after a few months. While it can take a long time to sell personal possessions online, sitting on inventory for several months usually means something in the "formula" is slightly off.

In the current 2026 resale market, the average time to sell a non-essential item (like home decor or childhood collectibles) ranges from 30 to 90 days, though highly specific collectibles can take much longer to find the right buyer.

Here is a breakdown of why your items might be lingering and how to get them moving.

1. The "Platform Fit" Problem

Not all items belong on the same site. If you’re using just one platform, you’re missing the majority of the market.

Childhood Collections: Move these to eBay or Mercari. eBay is the gold standard for "specific and rare" items because of its global reach and robust auction system.
––––––––
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HOME DECORATIONS: THESE perform best on Facebook Marketplace (for local pickup to avoid shipping costs) or Poshmark. Poshmark has a very active "Home" category where users "share" listings to boost visibility.
––––––––
[image: ]

HIGH-END/VINTAGE DECOR: Consider Chairish or Ruby Lane. These are curated sites where buyers expect to pay a premium for quality.
––––––––
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2. THE "ALGORITHM" Reality

In 2026, most platforms use AI-driven search. If your listing is old, it’s likely buried.

The "Freshness" Factor: On sites like Poshmark and Mercari, the algorithm rewards active sellers. If an item hasn't sold in 60 days, delete and relist it. This marks it as "Just In" and puts it back at the top of search results.

Keywords over Prose: Instead of a title like "Cute old toy," use a searchable string: "Vintage 1994 [Brand Name] [Character Name] Plush - Excellent Condition." 

––––––––
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3. YOU’RE PRICING BASED on sentimental value, not "Sold" data. For example, search your item on eBay and filter by "Sold Items" to see what people actually paid recently.
––––––––
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4. STRATEGIES FOR A "Quick Purge”

If you just want the items gone and the money in your pocket, try these "accelerators":

The "Bundle" Strategy: Instead of selling 10 small decor pieces individually, sell them as a "Boho Room Starter Pack." It saves you on shipping and appeals to someone looking for an instant refresh.

Promoted Listings: Most sites now allow you to pay a small percentage (e.g., 2-5%) only if the item sells to boost it in search. If you’re in a hurry, it’s often worth the tiny fee.

Flash Sales: On Poshmark or Mercari, you can "Offer to Likers." Drop the price by 10% and offer discounted shipping for 24 hours to trigger "impulse buy" notifications for everyone who liked the item.

––––––––
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A NOTE ON SENTIMENTALITY: It's often hard to sell childhood items because we want them to go to a "good home" for a "fair price." If they aren't moving, try taking a high-quality photo of the item for your digital memories and then dropping the price to "must-go" levels.

	[image: ]
	 	[image: ]


[image: ]

Chapter 3

It’s Very Hard To Sell A Burial Plot
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Me: “I am also selling an extra burial plot but again, after several months it still hasn't sold...”

Selling a burial plot is a completely different beast than selling a vintage toy or a lamp. While it’s frustrating that it hasn't moved in a few months, it's actually quite common for these to sit on the market for one to two years.

Unlike home decor, a burial plot is "unsought goods"—people rarely go shopping for them until there is an immediate, often high-stress need. Here is why your plot might be stalling and how to change your approach.

1. The "Immediate Need" vs. "Pre-Planning" Gap

Most people buy plots in two ways:

At-Need: Someone has passed away, and the family needs a plot today. They usually go directly to the cemetery office because they don't know private resales exist.

Pre-Need: Someone is planning for the future. These buyers are looking for a bargain, but they are fewer and farther between.

The Fix: You need to be where people look when they are overwhelmed. If you aren't on specialized sites like LottoLots, The Cemetery Exchange, or GraveSolutions, you’re likely invisible to the right buyers.

––––––––
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2. THE "TRANSFER FEE" Friction

Cemeteries often charge a "quitclaim" or "transfer fee" to move the deed from your name to the buyer’s. These fees can range from $200 to over $1,000.

The Issue: If a buyer sees your price, then realizes they have to pay the cemetery another $500 just to process the paperwork, they may back
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