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Chapter 1

Introduction 
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I retired in my mid-forties and one of the ways I’m supporting my retirement without still earning a pension is by slowly selling off my collection of vintage, antique and collectible items. This process was a fun and almost a problem free process at first until I decided to accelerate the process by listing my item en masse.

Don’t get me wrong, though my workload greatly accelerated I was still having fun and working with relative ease. What actually troubled me was the fact that I did not consider that to continue selling and earning, I must also continually purchase items which I would then resell. 

This troubled me because at this late stage in my life of nearing my 60’s, I cannot go through the process anymore of risking my capital to purchase items which I would hope would sell. This is because this capital is better spent or used in securing my retirement and old age finances.

Then one day while I was watching YouTube, it recommended a Christie’s and Sotheby’s auction video which I watched with interest because these two auction houses are the giants and leaders in the global auction industry and what interested me was how they were able to persuade rich sellers to sell their prized collections with Christie’s and Sotheby’s earning a handsome commission in the process. More about these two auction houses would be discussed later in this book.

But nevertheless, this got me inspired in adopting the consignment model for my business just like these two giant auction companies of selling collectibles and other vintage and antique items. Not only would I not need to tie up my money in inventory but I would also be getting rid of the problem of unsold inventory. These are just two benefits of the consignment model which would be discussed also in this book.

I’m a heavy user of YouTube and I can vouch that there are a multitude of videos about different auction houses auctioning all kinds of items from expensive luxury goods to farm animals to automotive memorabilia and parts. The items for sale on a consignment basis by these auction houses are almost virtually anything you can think of.

If you are a business thinking of expanding but have no additional capital to buy inventory or have no additional or extra storage space (this situation would also be discussed in this book) then perhaps you should consider the consignment model.

Think that the consignment model and the auction business are just suited to big businesses with big capital? Well, think again. Towards the end of this book the humble beginnings of Christie’s and Sotheby’s would also be discussed to prove the point that even with no capital but with networking and sales skill and of course the element of luck on your side, you can build a multi-million business selling other people’s possessions.

It is hoped that this book would give you some knowledge in the consignment business model which you could use to start and also expand your business with little to no capital involved.

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

Businesses Heavily Reliant on the Consignment Model
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As I have discussed in the introduction, auction houses heavily rely on the consignment model to earn money. But you might wonder if there are other businesses heavily reliant on the consignment model. Let’s discuss this.

There are several business types and industries that are heavily reliant on the consignment model, either on the side of the seller (consignee) or the supplier (consignor).

This model is particularly popular where the inventory is expensive, unique, seasonal, or where the retailer wants to minimize upfront financial risk.
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BUSINESSES THAT PRIMARILY Operate on Consignment:

These businesses are often the consignees (the sellers) whose main model is taking in goods from owners/suppliers and earning a commission on the sale:

Secondhand, Vintage, and Thrift Stores: This is the most classic and well-known example. Stores selling used clothing, furniture, or goods often take items on consignment from individuals.
Art Galleries: Most art galleries display and sell the work of artists on consignment. The artist (consignor) retains ownership until the piece is sold, and the gallery (consignee) takes a significant commission (often 40-50%).
Specialty Boutiques (Clothing, Jewelry, Handmade Goods): Small retailers, especially those featuring local artisans or designers, use consignment to diversify their product offering without tying up capital in inventory.
Auction Houses: They frequently operate on consignment, where the owner gives a valuable item (antiques, collectibles, luxury goods) to the auction house to sell for a commission.
Used High-Value Equipment Dealers: Dealers for items like heavy machinery (construction equipment, tractors), boats, or classic cars often use consignment to offer a wide selection without the massive upfront cost of buying the inventory.
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INDUSTRIES WHERE CONSIGNMENT is a Key Supply Chain Strategy:

In these industries, consignment is often used between a supplier/manufacturer (consignor) and a retail chain/distributor (consignee) to manage inventory efficiently:

Seasonal Goods: Products like holiday decorations (Christmas lights, ornaments) or seasonal apparel are often sold on consignment. This reduces the retailer's risk of being stuck with large amounts of unsold, time-sensitive stock.
Perishable Items: Certain fresh goods, like newspapers, magazines, some produce, and potted plants, may be stocked on consignment, as the retailer is protected from financial loss on items that expire or don't sell.
New or Unproven Products: A supplier may offer a new product to a retailer on consignment to prove its market demand and encourage the retailer to stock it without initial risk.
Manufacturing and Healthcare: In a B2B context, consignment can be used for critical service parts or raw materials that a manufacturer or hospital needs immediately available, but doesn't want to purchase until they are actually used.
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THE CONSIGNMENT MODEL'S core benefit is that it shifts the financial risk of unsold inventory from the retailer to the supplier, making the retailer more willing to stock a wider variety of goods.
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Chapter 3

The Pros and Cons of the Consignment Model
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So far, I have been repeatedly discussing how good the consignment business model is. But just like any activity in life including business and making money, it also has its downsides. Let me now discuss the pros and cons of the consignment model for the business owner and let you decide if its a good fit for your business or in the way you make money.

The consignment model has very different pros and cons depending on whether you are the Consignor (the owner/supplier of the goods) or the Consignee (the retailer/seller).

Here is a breakdown of the advantages and disadvantages for both parties:

The Consignor (Owner/Supplier of Goods):

The consignor is the one who bears the primary risk since they retain ownership until the sale.
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PROS FOR THE CONSIGNOR:

Access to New Markets (No Storefront Needed): It allows you to place your product in established, well-trafficked retail locations or galleries without the huge expense of opening your own store, hiring staff, or setting up e-commerce/marketing.

Test Market Potential: You can test a new or unproven product line in a market without committing large amounts of capital to manufacturing or distribution, reducing the risk of being stuck with failed inventory.

Reduced Inventory Holding Costs: By moving the goods to the consignee's location, you reduce your own storage, insurance, and inventory management costs.

Increased Brand Exposure: Your products are marketed and displayed by an established retailer, which can increase brand awareness among new customer segments.
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CONS FOR
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