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MARTIN IS A KINDRED ESTATE SALE SPIRIT. Like me, he lives, eats and breathes estate sales. While his business is located on the West Coast and mine is in the Midwest, our clients’ needs are the same. No matter where the clients live, they all ask the same question … “What do we do with all this stuff?!”

Not a day goes by that I don’t receive a phone call or email from someone looking for assistance with liquidating possessions, whether their own or those belonging to parents or loved ones. With the large numbers of baby boomers and their aging parents, the need for estate sales is steadily on the rise. Each year, more and more folks need help and direction with the overwhelming task of liquidating possessions.

Based on nearly two decades of first-hand experience and expertise, Martin shares the dos and don’ts, hows and whys, ups and downs and ins and outs of the estate sale process and the growing business of estate sales.


He gets to the nitty-gritty of estate sales from start to finish. Oh, how I wish I had this book when I started my business! Stashed in the pages you will find everything from dealing with emotional stuff attachment, to determining junk vs. treasure, to knowing the difference between hoarding and collecting.

Whether you are looking for an estate sale professional or wanting to learn more about the estate sale business, this book will provide new insights into the booming world of estate sales. After reading this book, I guarantee estate sale signs will take on a whole new meaning. Watch out! You may be inspired to stop and shop and be on your way to becoming a “RePurposer” just like me! I hope you do.



Cari Cucksey is the host of the network television hit show, Cash & Cari, which airs on HGTV, the W Network, Choice TV and the History Channel in countries around the world. She is also an antiques matchmaker, who runs RePurpose Estate Services and the RePurpose Shop in Michigan, www.repurposeshop.com.








Introduction


Whether it’s due to the loss of a loved one, divorce, downsizing, or moving, an increasing number of people are having to deal with all of the stuff that’s left behind.
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WHY A BOOK ABOUT the estate sales and estate liquidation business?

Even though this business is massively large — a complex and multifaceted industry employing thousands of people — there are still millions of people out there who have no idea what an estate sale is. Whoa, hold the press. How is that even possible? After all, what I am writing about here and what you will be learning about within the pages of this book is a multi-billion-dollar business dedicated to respectfully selling the countless objects to be found in the homes of the recently deceased or the personal property left behind after a divorce or relocation.

There are countless reasons for this, but the two that come to mind for this sad state of affairs is that most estate liquidators are time constrained; they’re just too busy to get the word out and many of them don’t even have websites. It’s hard work to organize and sell a lifetime of accumulations on behalf of someone else. Staging and conducting an estate sale is like having to invent and then solve a different Rubik’s Cube every day. It’s not uncommon for an estate liquidator to work 12 hours a day seven days a week.

The second major reason for this industry to fly so low under the radar is that estate liquidators are so competitive with each other that they have never gathered together long enough in one place to share with each other what is so vital and/or successful about their estate sales methods. Estate liquidators keep to themselves because they think that to share their tactics or strategies with their competitors would mean they could lose their competitive edge.

So their collective intelligence or the vital might and muscle of their vast storehouse of experience has to date never been formed into a trade group or association. The net effect of this is that a significant percentage of the millions of people who need the services of a competent estate liquidator might not ever find one, and they will thereby be at the mercy of secondary and far less optimal market choices, such as garage sales or listing sites like Craigslist or eBay. So, the estate sales business, though large, needs to grow up.

If you have never heard of estate liquidation or have never been to one of the literally thousands of estate sales that happen each month, then you are missing out on one of the most dynamic and effective ways to sell your personal property, and one of the most budget conscious ways to acquire either common household goods or even antiques and collectibles.

The largest estate liquidation companies run their businesses as professionally as the better auction houses do. They are covered by property and liability insurance, and each of their employees are covered by workers compensation. Also, in states where they are required to do so, they collect sales tax on all sales, which adds to their state’s revenues. Many estate liquidators have gross revenues in excess of a million dollars. That is a ton of personal property that gets sold on behalf of their clients every year. Estate sales are not only a vibrate part of the overall economy, they also, because of the sheer diversity of the personal property that gets sold at them, help to economically sustain many niche dealer communities who prefer to shop at them.
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The author talks with a customer at an estate sale.
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From making arrangements to sell your best, and seeing to the staging of in-house estate sales, estate liquidators are emerging as viable alternatives to auctioneers.





The reality check these people got is that we, as a consuming society, have a lot of stuff in our homes and when the time comes to empty them, most of us are woefully unprepared.




There is not an antiques dealer or a vintage or collectibles eBay seller who has not gone to an estate sale. Collectors and pickers know all about estate sales, and because they can more often than not find unique items there, they carefully plan their weekends, so as to allow them the time flexibility they need in order to shop at them.

Attending an estate sale is one of the two best ways for those in the antiques and collectibles trade to procure their inventories; the other one is auctions. But still there is not a week that goes by that I do not hear from someone who expresses that there was a time in the recent past when they really could have been helped by knowing about an estate liquidator.

Here’s the positive side: the word is getting out. The internet is a big factor here and a website is now the single best way for an estate liquidator to let others know about their services. Many companies have even gone the extra mile and set up email notification systems to let their customers know about their upcoming sales. So many estate sales companies have now created websites, that today in the U.S., especially if you live in one of its twenty most populated cities, you can easily find an estate liquidator who is honest, ethical, and highly skilled. .

You just need to know how to look for them, which search terms you’ll need to use, and, when you do eventually find an estate sales company in your area, which questions are the best ones to ask in order to learn if they conduct themselves as professionals. By visiting their sites, you can also find out a great deal about their companies estate sales strategies.

I wrote this book for the “little old ladies and men” and their families, for all the people who find themselves in the quandary of what to do with too much stuff, and all who are overwhelmed by the circumstances that death, relocation, or divorce brings, or by the necessity to take immediate action and sell their personal property.
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Condition determines value, but don’t let a little bit of chipped paint or rust deter you from offering items like these for sale.



It is often with a profound sense of doom or feelings of abject despair that people approach the situation of what to do with stuff, and who can really blame them? It is hard to manage the disposition of an entire lifetime of your own or a loved one’s accumulations.

It is said that the emotional impact that comes from a death in the family, the loss of a job, or a divorce figure prominently among life’s prime stressors. In fact, these life challenges are so demanding and trying to go through, that each of them can be found on most psychology experts’ top twenty list of most stressful situations a human can go through. And to this mix, you are adding the hard job of moving an entire household worth of furnishings. That’s difficult enough all by itself. So, if the task ahead of you seems depressing and difficult, give yourself a gentle reminder: you are not just dealing with one of life’s prime stressors, but also having to figure out how to empty a house of its accumulations in a way that is satisfactory to you and/or the estate you represent

A few of the most consistent statements I hear over and over again from my clients are:

“After what I have gone through with liquidating the personal property of my mother or father, I want to go home and get rid of everything.”

“Now I want to be a minimalist.”

“Who needs all this crap?”

“Do you think this was the house of a hoarder?”

The reality check these people got is that we, as a consuming society, have a lot of stuff in our homes and when the time comes to empty them, most of us are woefully unprepared.



If you have never heard of estate liquidation or have never been to an estate sale, then you are missing out on one of the most dynamic and effective ways to sell your personal property …




Most people don’t think they are as hungry for stuff or the acquisition of things as others; they feel they have their gathering instinct under control. But take a look at your home. Most of you are fairly neat and tidy, and proud of the comfort and order that you have created where you live. So, you can’t fathom how someone else can let it get so bad. But if you were to take everything out of every drawer, box or cupboard in your home and lay it all out and let a stranger look at it, they might think your home had the appearance of a hoarder’s house.

Our homes are filled with a wild assortment of things. Closets, basements, attics and garages are often deeply layered in sedimentary fashion, and often you can figure out the time line of the items stored in these areas by the depth at which you find them.

Most of us are like this. We have clothes we never wear hanging in multiple closets, and carefully wrapped items in boxes in our garages that for some reason we can’t part with. Our kitchen cupboards are stacked high with mugs, incomplete sets of dishes, and chipped or cracked serving sets. We are storing pans without lids, and gadgets we’ll never use in our kitchen’s every nook and cranny. Let’s not even go into what you may have stored in your attics and basements, or what you pay on a monthly basis to store your stuff in a public storage unit. Let’s just admit it: all of us have a ton of stuff.

For the most part, the solutions to the problem of what to do with everything that this book will help you with are mostly about how to help you organize and sell someone else’s stuff. But you will also be able to use this book to reach your goals if you are recently divorced or otherwise downsizing.

No one wants to make mistakes about how much something is worth. Is it a treasure you’ve found in the attic, or a tiddly wink trinket not worth a dollar? This is not an easy question to answer. To do it right and bring in the most income for your precious cargo takes years of experience, and even then it is a daunting task.

I have spent the last seventeen years conducting in-house public estate sales in the San Francisco Bay area. The biggest lesson I have learned in all those years is how little I know and how much I have yet to learn. I admit this to you as a person who has sold $250,000 paintings, coin collections worth as much as $350,000, and a single silver dagger for over $90,000.



The way to add value to an estate is to add time. The way to irreversibly deduct value from an estate is to take away time by acting with haste.




I’ve had great success in this business and because my intelligence and character get tested each and every day, I have become all the more acute when it comes to my knowledge, and all the more ethical when it comes to staying honest, even when I find $10,000 in cash in a drawer that no one, and I do mean no one, would ever know about. So, it’s not that I don’t know a great deal, it’s that there is a great deal to know.

The fact of how much there is to know, and the impossibility of any one person knowing it all, even so called professionals, means that you, gentle reader, don’t stand a chance unless you learn how to ask the right people the right questions, and form a comprehensive action plan from their answers.

The way to add value to an estate is to add time, so give yourself some. The way to irreversibly deduct value from an estate is to take away time by acting with haste.

Study the information contained in this book. Talk to your friends and relatives and get their opinions. Ask your family, realtors, and attorneys about the mistakes and success they’ve heard about others making when they were faced with your kind of situations. Learn from the experiences, either positive or negative, that others who have gone before you have had.
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Items like this beautifully carved and painted leather book slip case cover will find ready buyers at an estate sale.







Chapter 1
ESTATE SALES:
The Billion Dollar Business You May Never Have Heard Of
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EACH WEEK, ONE OF THE WORLD’S MAJOR AUCTION HOUSES announces to the press that they have just sold a miracle treasure for something like a bazillion dollars. Items so rare and wonderful, that collectors the world over beat a path to their doors with buckets of cash, which they then spent, thereby setting outrageous world records for the most amount of money ever spent on whatever … and we are awed by this, as we should be.

Here’s the important thing people reading these stories don’t realize: Most of the time, these record-breaking results are for items that came out of someone’s house. Yes, sometimes those “houses” are staggeringly palatial and grand in scope, but not always. Sometimes the most interesting and valuable items sold at auction come from small town, white-picket-fence homes, or from inner-city apartments. All my years in the estate liquidation business continue to teach me over and over again that there is solid truth in the old prospectors’ saying, “Gold? Gold is where you find it.”

Take the case of the astonished man who, while watching an episode of Antiques Roadshow, saw one of the show’s appraisers look over an old blanket and declare to the shocked person who brought it in that it was one of the finest examples of a first phase Navajo chief’s blanket he had ever seen, and worth hundreds of thousands of dollars.



Each and every week, one of the world’s major auction houses announces to the press that they have just sold a miracle treasure for something like a bazillion dollars. Sometimes the most interesting and valuable items sold at auction come from small town, white picket fence homes or inner city apartments.




What astonished the man watching the show was that he was pretty sure he had a blanket that was exactly like it. It had been in his family since the 1870s. It was just hanging around his house somewhere. Not one of his family members for the many years that they had owned this blanket ever imagined that it might be rare and wonderful. And here was someone on TV now saying it was worth an incredible sum. Whoa!


SOLD FOR:

More than $1 million
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This Navajo First Phase Chief’s blanket was sold by John Moran Auctioneers for $1.8 million on June 19, 2012.

John Moran Auctioneers




SOLD FOR:

More than $2.22 million
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There are still treasures to be discovered either in your own home or someone else’s. This 1,000-year-old Chinese “Ding” bowl from the Northern Song Dynasty, scooped up at a yard sale for no more than $3, was sold at Sotheby’s Auction House in March 2013 for more than $2.22 million.

Sotheby’s



So, sometime before June 2012, the man walked into John Moran Auctioneers in Southern California on a free appraisal clinic day, and laid before the amazed appraisers a first phase Navajo chief’s blanket that turned out to be even better than the one on Antiques Roadshow. After careful analysis and the use of outside appraisers, John Moran Auctioneers established an auction estimate, which this chief’s blanket blew through and beyond, and it sold for the princely sum of $1.8 million on June 19, 2012.

Please get my point! Great stuff can come out of an average home, and maybe even your home. The discovery and sale of an item of great worth has life-changing consequences for all the members of a family. Be careful and diligent with your stuff.

It is a reality that many of the glittering and prized objects you routinely see published in auction house catalogs were consigned to those auction houses by executors and estate representatives i.e., just plain folks. Any regular person can find gold and it happens every day.

LET’S BACK UP A BIT

What do I mean by the title of this chapter? Of course, most of you have heard of, or have interacted with, aspects of the estate sales industry, but what I am asking you to do here, because one day you will need to know this, is to see how all of this industry’s many parts fit together and are part of a comprehensible whole. You can understand this, if you take a look at and study its many parts, one by one.

When the popular Antiques Roadshow comes on TV each week showing an expert describing an item and appraising it as something that has great worth, you’re hooked. You want to be that person standing there with the crooked smile saying, “Me? I have a treasure? Well blimey.” You are captivated. When those crazy Storage Wars’ guys bid higher and higher amounts for a storage locker containing who knows what, you think they’re nuts. But are they nuts or savvy-minded business people looking to make big scores? Folks, they are not nuts — they are in the know. Their business model is predicated on the fact that people will make mistakes and leave valuable stuff behind; that’s how the Storage Wars’ guys make their living.



If you are not discovering that your stuff has value, or are enjoying the income from its sale, then someone savvier will be the one to enjoy the benefits. Diligence is key.




Auction houses all across America, from the small mom and pops to the large international ones, are primarily stocked with the personal property that comes out of millions of homes around the world and was once someone’s personal property. And then, owned for some period of time by someone else, it eventually finds its way back into the marketplace and is bought again. It’s part of the life cycle of stuff: to be bought, used, and sold again. If you are not the one discovering that your stuff has value, or are enjoying the income from its sale, then someone savvier will be the one to enjoy the benefits. Diligence is the key.

Antiques stores sell old stuff. And you, because you like very old stuff, have shopped them for years seeking furnishings, paintings, porcelains, or whatever other kind of antiques and collectibles you fancy. Where do you think the antiques dealers get all that old stuff? It doesn’t just appear in their stores looking chic. Antiques dealers go to estate sales and auctions and most of what they have came out of someone’s estate. You have more power than you think. You and the estate you represent are primary inventory providers for anyone in the buy-and-sell game. Your estate’s stuff is what helps to keep a large industry healthy and strong. Never forget that you are an important player.

The most popular series on PBS television is the Antiques Roadshow, where each week people bring items in for experts to look over, hoping that they will turn out to be rare and valuable. Everyone wants to hear the expert exclaim, “Oh my, what you have here is a treasure.” The items people bring to the show fall into one of two broad categories: either they were family heirlooms or things they had the great good fortune to find and buy for a song at an antiques store, auction, or estate sale.

Every single day of the year, tens of thousands of people who are in charge of what to do with an estate’s personal property are trying to figure out if they or their family should retain items from an estate, sell, donate, or throw stuff away. These are the people who are executors, heirs, fiduciaries, and attorneys. It is their obligation to maximize the value of the estates they represent. If they take the time and educate themselves, they’ll have a good chance of fulfilling this duty. If they are lax or lazy or even because they are overwhelmed, and they don’t educate themselves, they will give away the farm.



Every day of the year, tens of thousands of people who are in charge of what to do with an estate’s personal property are trying to figure out if they or their family should retain items from an estate, sell, donate, or throw stuff away.




What about you? How prepared are you? How much are you willing to learn about the how of “how to sell stuff?” Do you want to be the smiling person on Antiques Roadshow getting all the attention or do you want to be the person stewing on a couch at home, watching when someone else brings an item up that you sold them for way too cheap and listen as they are told what the item really is, and how it’s worth the price of a small tropical island?

You need to know how much an item is worth in order to make your best selling decisions. Many will either never figure it out, or will only partially figure it out, because who you need to turn to and get assistance from is just under the radar screen of you perception. Many of you have not yet seen or discovered that there is an entire group of professionals who can aid and assist you with their unique skills and give you all the information you need.

These professionals are auctioneers, estate liquidators, antiques dealers, senior move specialists, professional organizers, and pickers. Each of these types of professionals represents an integral part of the overall, and staggeringly large, business of seeing to the needs of people and their families who want to sell their stuff. That you do not yet comprehend how each of these professionals fits into the jigsaw puzzle of the whole is understandable. This subject is vast.
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Some of these antique dog show medals are sterling and the box of them has a value of $1,000.
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There are at least 19 different Hummel maker’s marks. The one on yours will determine its value.





Dealers and collectors of every stripe have added the practice of shopping at estate sales to their weekly inventory acquisition trips, faithfully going to them, in addition to the flea markets and local auctions they used to only go to.




For a while, you are going to feel like a jockey racing around and around the track of options. It is going to seem like there are too many competing ideas about what you should do with your family’s personal property. Confusion at this point is the norm. Take time to learn about the specific services that each of these types of professionals provide. Read this book and others like it. In a short while, you will begin to understand the differences that define the services of each of these professionals. And then you will be better able to choose one or more of them to help you through the process.

Your stuff, when sold, and added to the stuff that is sold by hundreds of thousands of families a year at auction, amounts to billions of dollars. The combined yearly income statistics for just the world’s two largest auction houses, Sotheby’s and Christie’s, is over ten billion dollars. You are part of this — a small part, but a part nonetheless. When you add the income that gets generated on a yearly basis from the thousands of auction houses across America to the income from all the in-house estate sales that occur every week in this country, the total yearly income for the sale of personal property in America boggles the mind. It is truly astonishing.

SO WHAT. WHO NEEDS TO KNOW ABOUT THIS, ANYWAY?

You do!

Last year, approximately two million people passed away in America, and all of them had stuff. Every year, a tsunami-sized wave of personal property has to be dealt with; this is sad, of course, but what’s sadder to me is how so much of this personal property finds its way into landfills, is purchased for pennies on the dollar by unscrupulous dealers, or gets placed into storage for years and becomes of no use to anyone because of neglect and the ravages of time.

I will not write about this in the abstract, though. Every one of the two million people or so who pass away each year in America represents a human life. They’re our family members, part of our community of friends, or in some other way are people we cared about and respected.

Their stuff matters in 100 different ways and your most important way to relate to it is not to feel that you have been burdened or given an insurmountable task by them, but to honor their wishes in relationship to their stuff in the same way you would wish to be honored about the various choices you might make about your own. The second most important way for you, your family, or this person’s closest friends to consider when approaching a decedent’s personal property, is to make sure that each of you retain something of true sentimental value from their effects.

Some of these people were incredibly adept at gathering and amassing their collections, their homes looking like museums or art galleries — each taking care to the documentation and preservation of their collections — while others of more modest means or more practical natures filled their homes with just enough utilitarian objects and furnishings to make their homes or dwellings comfortable places to live in.

The one thing these two groups of people most definitely have in common is that on passing, their families or loved ones will have to figure out what to do with their worldly possessions. That is why I wrote this book.

IN THE PAST

The way that people in the recent past dealt with the personal property of someone who had just passed away was to retain some of it by virtue of inheritance, and then whatever they didn’t want or need would be sent to one of the local auction houses.

If it was really fancy stuff that needed to be sold, those items were sent to big city auction houses, and if what they had wasn’t so fancy, or even if it was downright modest or had little value, those items would get sent to one of the local small town rural or regional auction houses. In this way, families effectively were able to deal with the sale of their loved one’s personal property and to empty houses, making them ready for sale.

The way our grandmothers and grandfathers handled the personal property of the estates they had to deal with was to keep some of it and give the rest of it away. It was all so simple because few people knew what the true value of things were, or even how to reach out to someone who might.

We are much more of a researching type of society today. We look things up. We expect to find professionals to aid and assist us through any number of issues or problems we may have. And we don’t want to be the person in the story who was taken advantage of, who had a family treasure robbed from them, who was duped, or misinformed. It isn’t going to be easy, this circumstance you find yourself in, and you really won’t be able to do it all yourself. You’re going to need to find people you can rely upon.


SOLD FOR:

$500
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This four-piece Russian silver set with Kiddush cup, circa 1878, sold at an estate sale for $500.




SOLD FOR:

$200
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Schaubach Kunst nude on a rearing horse sold at an estate sale for $200.





The right professionals working for you will add income far in excess of any fee they may charge. Pay their fees, and enjoy the additional income their services bring.




WELCOME TO THE SECRET WORLD OF STUFF

When a family member or loved one passes away, most people will have to take a crash course in what to do with all of their stuff. It won’t be as easy as it was in your grandmother’s or grandfather’s day. It’s not only the stuff you’ll have to deal with, of course; there’s also the lawyers for legal matters, realtors for selling the house, contractors to fix whatever is broken, antiques dealers to call for opinions, auctioneers to generate appraisals, and estate liquidators — and each of them will have a language and jargon all their own, which will not always be easy to understand.

No one has been pre-trained in the science of what to do with stuff. We’re not born with this knowledge, it’s not taught in schools, and there are few books on the subject; for the most part, only people who have to deal with stuff every day really know how to deal with it, and even for them it’s no cakewalk. And you have never had to walk into your mom’s or dad’s house with the intended purpose of opening up all their drawers and rifling through their closets. But now you’re going to have to do that. You’re going to learn more than you ever wanted to know about your parents and loved ones, and you are going to learn some of their secrets and will have to find a way to hold those secrets honorably. It’s been like a law to you that you were never to explore the parts of their lives that were sensitive and private, but with their passing, that has been changed by the necessity of having to now take certain actions. Try to remember that this is an unfolding process that will get easier, especially if you combine the task with a sense of respect and accord your loved ones with a right to their humanness. We all have secrets in our drawers, and your parents and other loved ones are certainly no different.

ESTATE SALES ARE A BILLION DOLLAR PART OF THE ESTATE LIQUIDATION INDUSTRY

Rain predicted? It’s going to be a blistering hot summer day? Your weatherman is promising snow levels up to your eyeballs? None of that will matter, if it’s the weekend. Friday, Saturday, and Sunday are prime estate sale shopping days, and people who shop at them will not be deterred from their agendas by the weather. They must go because none of them wants to miss what could be an exciting and profitable foray into the environs of a stranger’s home.

A simple drive through any city this weekend will prove how popular estate sales are. As you drive around, look for estate sale directional signs taped to utility poles, or for the printed sandwich board signs that are put up by professional estate sales companies. To see firsthand how all this works, get to the estate on the first day of the sale and several hours before it opens. What you’ll see when you get there will be a long line of shoppers. Some of these shoppers will have been there since the wee morning hours, not wanting to lose their place in line.

Chats about having an estate sale or going to one and letting other people know what you find are all over social media sites like Facebook and Twitter. Estate sales are a true buying and shopping phenomena for millions of people. Dealers and collectors of every stripe have added the practice of shopping at estate sales to their weekly inventory acquisition trips, faithfully going to them in addition to the flea markets and local auctions they used to only go to.

Forget American Pickers, take your eyes off the latest Storage Wars episode, and even though Pawn Stars segments are so compelling and interesting, take a moment and realize that there in your own town or city, hundreds of thousands, or maybe even millions, of dollars worth of personal property is being bought and sold on a regular basis. But it’s almost like it’s all being done in secret.

IS IGNORANCE BLISS?

Because you did not need to know what to do with personal property until someone passed away, you never learned about the auction, antiques, or estate sales businesses. But to stay ignorant at this point, now that you and your family need this information, will cost you money. So, ask yourself how much money you are willing to give up to stay uninformed. Each week in hundreds of towns and cities, regular folks are being “picked” by dealers and unwittingly giving away millions of dollars worth of their families’ personal property to the eager strangers they have invited into their homes.

WHAT IT MEANS TO BE PICKED

To do things all by yourself is to agree to stay ignorant about the fact that there are a great many respectable and professional individuals working in the antiques, auction, and estate sales business, whose many talents are available to you right now. Being picked mostly happens to people because they either don’t want to take the time to learn what an item is and what its potential value might be, or they don’t know how to do that.
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Once jewelry has been appraised, an estate sale is an excellent place to sell it to the public.



Here is an example: Someone who doesn’t know better decides to sell his or her items to a dealer who has published a want list in a local newspaper. What the potential seller is responding to is the flashy two-page photo spread of items the dealer says they want to buy. The person who doesn’t know any better looks over the list and notices several items they have recently inherited. Right next to the item description will be the published amount the dealer states they’re willing to pay. The potential seller gets all excited, packs up the items they want to sell, and races down to meet the dealer, who has set up in some hotel conference room downtown.

They meekly present the item and are crestfallen to hear the dealer’s offer, but not so crestfallen that they don’t sell the item. After all, the dealer had patiently explained to them all the nuanced ways their item was not exactly the same, and therefore was not as valuable as the item that they published in the newspaper. But they’re willing to take it off the seller’s hands, and so the seller agrees to the sum offered, which was less than was published, and then goes home.

Later the seller becomes concerned enough about the whole transaction to finally look the item up, only to discover that they got about 10 cents on the dollar. They’ve been picked.

USE A PROFESSIONAL SERVICE OR GET PICKED

This is the overriding theme of this book: if you










ANOTHER PART OF THE SECRET











THE IN-HOUSE ESTATE SALES BUSINESS




STUFF CREATES BIG BUCKS: AS IN BILLIONS!
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