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			PREFACE:
THE DUMB AND THE RICH

			
				Or, how to double your money in antiques
every sixty days as a full-time dealer
or just having fun on weekends

			

			Do you really want to get rich in antiques? Or at least make some real money for a change? Well, then just listen to me because in the last thirty years I’ve seen it all in the Wonderful World of Antiques. And one of the things that I have seen is that the vast majority of antique dealers are just plain dumb. And on the lower end of the scale some are even stupid. While at the top you have the few smart ones who make lots of money.

			So over my years in this business—getting rich writing, because I am not one of the vast majority of dumb writers—I have been observing this phenomenon and figuring out what makes the difference between these three kinds of antique dealers. The stupid, who lose money. The vast majority of the dumb ones, who just make a few dollars once in a while. And the few rich ones, who know the secrets of how to double their money every sixty days. (Specifically, we’re talking about doubling about $10,000 every sixty days, and that’s a yearly income of $60,000, which is rich enough for me. And we are talking about country-living dealers without any big-city shops. In fact, often with no shop at all—just a big station wagon and a small storage barn.)

			How do they do it? By not being dumb, but smart. And the difference is that the dumb dealer is a romantic, and the smart dealer is a realist.

			The romantic dealers think that antiques are swell. Interesting reminders of our cultural past. Quaint. Artistic. Sophisticated. Worth cataloging and knowing about in infinite detail. And worst of all, that everything that is antique is worth the time it takes to buy and sell it. Wow! Has the dumb romantic dealer got a wrong number.

			The romantic dealer thinks that if he doubles his investment on interesting little objects in the $2-$5-$10-$15-$20 class he is making money. And he isn’t. All he is doing is providing an interesting browsing experience for people who don’t have much else to do.

			The romantic dealer buys wicker chaise lounges painted white (“Everybody loves them these days”). When he could fit four much sought-after ladies’ desks in the same space and double six to eight times as much money. He’s a loser—and he doesn’t even know it. Or why.

			But never again need you be a loser, Dear Reader, once you have learned all the secrets of the realistic dealers that are crammed into the following pages of this book.

			Like what to buy. And where to buy. And when to sell. And where to sell. And all these secrets can be used by people who just want to have fun doubling their money on weekends going to auctions and flea markets, as well as people who want to run a full-time business with a big station wagon and a little storage barn.
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			And all this is real. Real and true. Because everything I write about, I have seen happen. And it is happening right now, and I can take you to the places where it is going on and show it to you.

			Then why have I concealed the identities of these successful/realistic people who know how to make a lot of money in antiques? For two very good reasons. The first is that these people want no publicity at all except in the trade press—and not much there—because their homes usually contain a fortune in the “good stuff” that they have skimmed off the surface of the things that have passed through their hands. And they are afraid of robbers, which are a very active bunch in the antiques business.

			And the second reason is that there are a great many cash transactions in the fast-turnover part of the antiques business. And I guess I’ll just let that one lie right there.

			So if you want to become a better than average dealer, read on—and pull yourself up into the world of reality by your own bootstraps.

			Or if you are a newcomer and find yourself unexplainably attracted to this weird world of antiques and just have weekends available, stop wasting your time playing tennis and jogging and all those dumb things. First, read this true book about reality. And then get out in the Wonderful World of Antiques and double your money every sixty days. The way smart people do.

			In the first section of this book, I’m going to let you in on some of the truths and secrets I’ve learned over the years. Good stuff on just what it takes to be a winner. Then after I tell you “how,” I’m going to reveal to you “with what.” This is the real lowdown on the hottest items to buy and, equally as important, a no-no list of what not to touch.

		

	
		Part I

HOW THE ANTIQUES
BUSINESS WORKS

	
		My Wife and
the Harvard School of
Business Administration

		
			Or, why people who don’t pay attention
end up being poor all their lives

		

		My wife doesn’t like the title of this book. She says that nobody will believe me when I say that you can sell an antique for twice what you paid for it in only sixty days.

		But that’s not what I said!!!!!!

		That would just be a lucky break, meaning you’d have to be lucky to buy way below market value or sell way above market value, as at some turkey-shoot—which is what they call those summer auctions up in New England where they get all those rich city lawyers and doctors who come up on weekends to visit their rich city kids at camp.

		What I am talking about is fast turnover of invested capital. And in this case we are talking about turning that capital over every two weeks, or four times in sixty days. Which means you need only make a 25 percent profit each time to have doubled your original investment in eight weeks or sixty days. And that is why we only buy the fastest-moving object that we can be sure of reselling in two weeks. Got it? Or do I have to send you to the Harvard School of Business Administration, too!

		But, you say, I can’t sell an antique in two weeks. And I say, the hell you can’t! You could do it in four days if you moved fast enough back and forth between flea markets and antique dealers and got a little lucky about finding fast sellers, which you often can find even in one antique shop, and which you then dump off in the next—even if only at a 10 percent profit.

		Which brings up the point. What we are talking about is an average profit of 25 percent. If you make a mistake, and two dealers turn your object down at your 25 percent markup, don’t hold out. Just see if you can unload it for what you paid for it right away. Money tied up in a nonseller will never make you any profit. You should even lose money on it if you have to in order to get your money into something else. And fast for that, too. And mark it up to experience—you just found out about something you should never buy again. Turn over. Turnover. That’s the whole secret. And to tell you the truth, if I weren’t afraid of my little old wife, I would have called this book Double Your Money in 30 Days in Antiques. It is really so easy once you get rid of that shopkeeper syndrome that dominates all those losers out there with their dingy little antique shops full of unsalable historic relics that they have been moving around from table to shelf for years while the money invested in their stock would be making them more in a savings bank account. If they have saving banks anymore.

		But getting back to the percentages of profit. There is another aspect of this turnover trading that I guess I am going to have to cover even though it should be obvious even to those of you with the meanest intelligence. And this is, that you have to make a percentage on a significant amount of investment to get any significant return in relationship to the time you have spent in this given activity.
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		In somewhat plainer English, this means that you can’t mess around with little $2 and $3 objects even if you are sure you can triple your money in them, because for the time it takes you, all you are making is peanuts. Nor can you afford to waste any time with $5 and $10 objects. Now where exactly the worth-your-time price range begins is hard to say, but I can tell you this: the most successful operators prefer to deal in small pieces of antique furniture if it is available—anything that will fit in a station wagon. So here you are talking about, say, one of those thin oak wall desks with some applied carving on the front and a little bevel-edged curvy mirror on the top. Well, the fair price range would be for you to pay $150 for it, for a dealer you know who wants them to pay you $200 for it and for the dealer to sell it at $250 to $275 to his customer. And for all of these sales to take place in a week because dealers have ladies waiting for them to have such a desk, ladies’ desks being one of the fastest movers in antiques.

		Well, in this case—and it is a quite ordinary one—you have already made 33 percent on your money in a few days. The idea is to multiply this operation as many times as you can in sixty, and if you haven’t doubled your money by then, you just haven’t been trying. And you are not doubling nickels and dimes.

		In fact, the higher the price range, the better. And when you get up to buying desks for $600 and selling them quickly for only $750, you are in the class of the kind of dealers who after five years experience in the business are making $40,000 and up.

		And don’t tell me that you’re not a natural salesman, because the operation we are talking about here isn’t selling. It is supplying—the needs of dealers who are waiting for you to come or even telephone them that you have something for them. This isn’t “selling.” It’s filling a need.

		Of course, I have kept this whole discussion in terms of buying from a flea market and selling to a dealer with whom you have made previous contact, so that you know what he is looking for and needs. Naturally, there are other ways to operate. Such as buying from the wholesalers, at auctions and contents of houses from banks to name a few. I’ll go into these operations in other chapters, but for now I only want you to understand the basic economics of the profit margin involved in the fast turnover of capital.

		Learn what’s in demand, preferably easily portable items, in price ranges where a reasonable profit of 25 to 30 percent on a quick turnover is worthwhile. I don’t think my wife gets it yet, but that’s my problem and not yours. Maybe she could go up to Boston this winter and take a couple of courses at the Harvard Business School.

	
		Where the Antiques
Come From

		
			The source areas for $20 billion
worth of “virgin” American
antiques just waiting for you

		

		Every once in a while I run into some know-it-all twit who tells me, “You can’t find any good antiques any more.” Baloney. There are literally millions of old homes out there that still contain the stuff they were originally furnished with over a hundred to two hundred years ago. And if there are only two million, with only $10,000 worth of stuff in them, that’s $20 billion worth waiting to drop into your hands like a ripe peach.

		Where, you say? Well, I’ll tell you exactly where:

		In the western half of New York State.

		In northeastern New York State, north of Albany. (Can you think of the name of a single city or town in either of those two vast areas that industrial development has passed by? And they are packed with old farmhouses!)

		And it is the same lonely, desolate way in western Pennsylvania, western Virginia and southern Ohio.

		Also across the northern halves of Vermont, New Hampshire and Maine—in fact, almost any part of Maine more than five miles inland from the coast.

		And even in the areas of eastern Connecticut, Rhode Island and southeastern Massachusetts.

		But how do you get them, you say? One answer, as morbid as it may seem, is that you wait for the old folks in those houses to die. At which point, estates must be settled and the contents of those houses are auctioned off the following summer (and some in the spring and fall) so that the grandchildren who have moved to the city can split the loot.

		And, of course, you find out about these auctions in the trade press of the antiques business, which is fully discussed in another chapter.

		[image: ]

		To make all this “perfectly clear,” as our former President with the moral vacuum used to say, I have drawn a map, which I must say surprises me—in that there is so much of this territory. But on the other hand, consider how much of the United States I have left off the map. But that is because when you stop to think about it, the rest of the United States is all new and doesn’t have any antiques because nobody was there to have anything to get old and become an antique.

		Except the South, you say. But the trouble with the South is that, being mostly rural, there was hardly anybody there, with the exception of Virginia. And in Georgia the only objects of value were in the widely scattered plantation mansions and General Sherman burned half of them and the carpetbaggers looted most of the rest.

		As to how this applies to doubling your money in antiques in sixty days, the obvious conclusion is that you are going to have to live in or move to one of these areas. And probably the best of them would be northern New York State because of the wealth of primitive Americana currently being found there. By this I mean the primitive folk art and original paint things, which is a part of the antiques business that is truly booming these days due to a renewed interest in this stuff sparked by the new (relatively) Museum of Folk Art in New York City. This museum sponsors a fall show on Pier 2, which sticks out into the Hudson River from Manhattan. And the scuttlebutt among dealers who buy at Brimfield (a giant antiques flea market discussed elsewhere in this book) and sell at the Pier 2 show is that it is a gold mine. According to one dealer, “Those New Yorkers rush into the show with fistfuls of hundred dollar bills, and they will buy anything—faster than you can raise the prices on your junk.” And another dealer chimes in (this was at the little town coffee shop in Brimfield, Mass.), “You mean anything with old paint on it.” And another voice says, “You mean if it’s got blue paint on it, that dusty powder blue, it drives them out of their minds! [Pause.] Anybody want to buy a quart of it? I mixed up too much of it last week.”

		Oh, some people are so deceitful!

		But getting back to other choice spots that you could move to, my second choice would be the south-central area of Maine near Augusta, the capital, a suburb of which is the magnificent crummy little town of Hallowell, which reflects the richness of this area with its fifteen shops on its main street that are there to sell almost exclusively to antique dealers and pickers that drive up from the rich areas around Boston, New York City and the gold coast of Connecticut.

		Western Massachusetts is another top place to move to, especially because it is near the marketing areas of both the endless Boston suburbs and the Connecticut gold coast. And there is a really great year-round auction house in South Deerfield where you can fill up your station wagon any weekend and come close to doubling your money in a week selling the stuff to dealers in Connecticut and around Boston. When the “summah” people aren’t around, this is one of the hottest dealers’ auctions in the country. There’s an auctioneers’ school there, too, in case doubling your money every sixty days isn’t enough for you, and you want to become a millionaire. Both are at the DOUGLAS GALLERIES.

		And western Pennsylvania is one of the best buying areas of all, except that it is so far from the prime buying areas of eastern Connecticut and around Boston.

		The trouble with southern Ohio is that the antiques it is rich in are strongly on the Victorian side—Ohio having been settled later than the Eastern states—and the truth is that, except for Belter furniture and Tiffany lamps, which you won’t find out there anyway, there just isn’t that much money in Victorian stuff these days. I know that a few years ago “Golden Oak” was getting a lot of publicity in the slick house and home magazines out of New York City. But it turned out that the only people you could sell it to were the art directors of those slick house and home magazines.

		Finally, I realize that I have put the Province of Quebec on our little map but haven’t mentioned it so far in this chapter. The story here is that the farmlands of southeastern Quebec—called “the Eastern Townships” by Canadians—are a treasure trove of primitive pine farmhouse furniture. Especially dough boxes, drop-leaf tables, chests of drawers and cupboards—some of which are even covered with that chalky powder-blue paint.

		And for your convenience the pickers of the whole area bring them to one small town called Defoy. Here they are stored in truly vast sheds to which American pickers come and line up their trucks early in the morning to be filled up.

		And, of course, you can sell this stuff back in the United States for far more than you pay for it. And getting it across the border is no problem, as antiques are not subject to duty, which is 17 percent on other things brought into the United States for resale, including reproductions like the duck and geese decoys that come in by the thousands from another little town near Defoy.

		But the trouble with buying in Canada is that you are basically going into the

		
		
	OEBPS/images/Grot_9780307483959_epub_003_r1.jpg
THE WoBLD OF ANTIQUE -
WRRRE P20BILLON WoRTH
WAIT FOR YoU (ANDME)
IN THE PARTS OF THE
PoPULGUS NORTH-
EAST THAT THE
INDUSTRIAL REU-

oLvrioN
TASSED
BY.






OEBPS/images/Grot_9780307483959_epub_002_r1.jpg
LADIES WA LL Desig FADIES' WAL DESK
orEN CLOSED





OEBPS/images/9780307483959_title_page.jpg
Double Your
Money in Antiques
in 60 Days

And Other Secrets of
the Antiques Business

by
GEORGE GROTZ

author of The Furniture Doctor

P

|STREET
[BOOKS

DOUBLEDAY
NEW YORK LONDON TORONTO SYDNEY AUCKLAND





OEBPS/9780307483959_nav.xhtml

		
			Contents


			
						Cover


						Other Books By This Author


						Title Page


						Contents


						Preface: The Dumb and the Rich


						Part I - How the Antiques Business Works
					
								Chapter 1 - My Wife and the Harvard School of Business Administration


								Chapter 2 - Where the Antiques Come From


								Chapter 3 - Where Anyone Can Buy at Wholesale


								Chapter 4 - How to Buy at Auctions


								Chapter 5 - The Great Regional Auction Houses


								Chapter 6 - Some People Are So Deceitful


								Chapter 7 - How to Sell the Things You Buy


								Chapter 8 - How to Pay for Your Winter Vacation in Florida Buying and Selling Antiques


								Chapter 9 - The Canadian Connection


								Chapter 10 - Fakes to Watch Out For


								Chapter 11 - Price Guides


								Chapter 12 - Anybody Want to Buy a Stuffed Chicken?


								Chapter 13 - How to Stock a Parlor Shop


								Chapter 14 - Selling Through Ads in the Trade Press


								Chapter 15 - Selling at Antique Shows


								Chapter 16 - Where to Buy Good Stuff Cheap


								Chapter 17 - The Truth About Refinishing


								Chapter 18 - Regional Sellers


								Chapter 19 - How to Sell Antiques to Dealers


								Chapter 20 - Buying Antiques for a Retirement Nest Egg


					


			


						Part II - The 45 Fastest-Selling Antiques That You Can Buy and Sell for a Quick Profit
					
								Chapter 21 - Advertising and ephemera


								Chapter 22 - Andirons and fire tools


								Chapter 23 - Art pottery and chinaware


								Chapter 24 - Banks, Cast-Iron


								Chapter 25 - Barbershop Things


								Chapter 26 - Baskets—splint and Wicker


								Chapter 27 - Bedside Tables


								Chapter 28 - Blue Plates


								Chapter 29 - Brass Beds


								Chapter 30 - Candlestands


								Chapter 31 - Chinese Jars


								Chapter 32 - Copper and Brass Buckets


								Chapter 33 - Decorated Boxes


								Chapter 34 - Desks, Ladies’


								Chapter 35 - Dolls


								Chapter 36 - Duck Decoys


								Chapter 37 - False Graining—Chests


								Chapter 38 - Fancy Chairs


								Chapter 39 - Folk Art


								Chapter 40 - Furniture, Country


								Chapter 41 - Game Boards


								Chapter 42 - Horses, Horses, Horses


								Chapter 43 - Leaded Glass


								Chapter 44 - Mission Furniture


								Chapter 45 - Oil Paintings


								Chapter 46 - Photographs


								Chapter 47 - Picture Books and Blocks


								Chapter 48 - Portraits, Country


								Chapter 49 - Quilts


								Chapter 50 - Signs


								Chapter 51 - Statuettes, Metal


								Chapter 52 - Stoneware


								Chapter 53 - Store Things


								Chapter 54 - Stoves, Small Iron


								Chapter 55 - Teddy Bears


								Chapter 56 - Tin Toys


								Chapter 57 - U.S. Stamps


								Chapter 58 - Wagons and Sleighs


								Chapter 59 - Weathervanes


					


			


						Part III - 24 Things Not to Buy
					
								Chapter 60 - 24 Things Not to Buy
							
										Gravestones


										Hearses


										Stained glass


										Potty chairs


										Children’s chairs


										Hanging lamps


										Empire furniture


										Fiddles


										Chipped china


										Glass domes


										Birds


										Fish


										Religious things


										Pattern glass, etc.


										Encyclopedias


										Fancy brass


										Scrimshaw


										Samplers


										Spittoons


										Tools


										Collector plates


										Silver bowls


										Clocks


										Victrolas


							


			


					


			


						Appendix
					
								References
							
										Price Guides


										Trade Papers


										Books


							


			


					


			


						Copyright


			


		
		
			Landmarks


			
						Table of Contents


						Cover


						Cover


						Copyright


						Start


						Title Page


			


		
	

OEBPS/images/Grot_9780307483959_epub_001_r1.jpg
SMART PEUILG.

VIRIWS Kivps OF DUMB PEORE

e

PruNRUGN OF SMAR PECPLE TV
THE C-EVBRAL PORLAION

SMART AVTIQUE DEISAS

—

VARIOUS KNDS OF DUMB
ANTIQE DEALERS 3

ot

PROPORTIN OF SMART pEOPLE
AMOMG ALTIQUE DEAERS









OEBPS/images/9780307483959_cover.jpg
Double Your
Money In
Antiques in 60
Days

@ge Grotz









