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INTRODUCTION


Unless you’re already a multimillionaire, chances are you’re constantly worrying about money and the stability of your job. With the economy on shaky ground and employers constantly cutting back and laying off employees, job security is no longer available to most hardworking Americans.

Add to this the ever-rising costs of everyday living, and many people have trouble making ends meet. Even fewer people are able to regularly put money into their savings accounts, properly plan for retirement and/or somehow improve their current overall quality of life.

Most people would greatly appreciate and be able to make good use of a bit of extra cash each month, yet not everyone is able to pursue a promotion or pay raise at their current job, or has enough time in their day to take on a second job (working for another employer) in order to supplement their income.

By tapping your creativity and adopting an entrepreneurial attitude, however, it’s possible to generate extra money by buying and selling items that are capable of generating profit. As you’re about to learn from this book, not only are there countless items that can be bought and sold (and that are readily available to you for this purpose), there are also many different ways to sell items that can fit your lifestyle and schedule.

Becoming an entrepreneur who buys and sells items in order to generate profits is not a get-rich-quick scheme, nor is this typically something that can happen extremely quickly. If, however, you have a great idea about what you can sell, figure out whom to sell those products to, and you’re able to market your business to the right audience, it is possible to establish a successful business on a part-time or even a full-time basis.

It’s important, however, that as you continue reading this book, you develop a realistic understanding of what’s possible and commit to investing the time, effort and money necessary to achieve success. First, you need to figure out what your goals and objectives are, and then you need to determine how much time and money you initially have to invest into a new business venture.

As you do this, you’ll also want to carefully evaluate your professional skills, experience, knowledge, motivation and interests, plus learn how to identify potentially profitable opportunities. Simultaneously, you’ll want to brush up on your internet and computer skills, since (as you’ll discover in Chapter 3) there are amazing opportunities available to buy and sell all kinds of items online. For example, literally millions of people just like you have learned how to buy and sell items on eBay and other online auction websites. Countless others continue to generate profits operating their own e-commerce websites or by selling items on Craigslist.

The good news is that eBay is only the tip of the iceberg when it comes to potential opportunities to buy and sell items for a profit. People also use flea markets, trade shows, classified ads and additional online marketplaces to sell new and used goods—and earn big profits in the process! With the help of this book, so can you.

By picking up a copy of this book, you’ve already expressed an interest in learning how to effectively buy and sell items in order to make money. You already  know that this objective is viable. To begin doing it yourself, you’ll first need to understand your rationale or motivation behind pursuing this type of business venture. Ask yourself, “What are my primary financial goals or objectives?”

Some of your potential answers might be to:
• Pay off existing debt

• Change jobs and pursue something that allows you to earn more money on a full-time basis

• Set up your own business and become your own boss

• Begin working from home

• Pay your way through college or graduate school

• Pay down your mortgage faster

• Build up your savings or create a financial nest egg

• Establish or better fund your retirement account

• Give yourself something to do after your formal retirement

• Improve your current quality of life by supplementing your current income with a job that allows you to set your own hours and schedule





Any of these objectives can be within your reach and ultimately achieved by starting and operating your own buy-and-sell enterprise. People just like you are doing it right now, and many more are joining their ranks daily.

At this point, you may be asking yourself, “Do I have what it takes to do this?” Well, chances are, the answer is an unequivocal “Yes!” This book will provide the core knowledge you need to get started, plus help you generate ideas about what type of product(s) you can buy and sell in order to start generating profits.

People from all walks of life, regardless of their education level, age group, income level, or current personal situation, are discovering innovative ways to buy and sell their way to a better part-time or full-time income. Many people are discovering that after their business is established, they can work less, earn more, and be a lot happier in the process. They can also take control over their own lives by becoming their own boss.

This newly revised second edition of 202 Things You Can Buy and Sell For Big Profits includes details about some of the very best products you can buy and sell, plus describes the very best places to do the buying and selling, based on your lifestyle, goals and available resources.

In addition to serving as a comprehensive resource that’s chock full of ideas for items and products you can buy and sell, this book will cover important topics you’ll need to understand in order to get started. Some of the business-related topics covered include the following items.




Legal Issues 

You will discover answers for all of those tough legal questions, including:
• Licenses and permits. What business licenses, permits and sales tax ID numbers are required to start and run a buy-and-sell enterprise, and where do you get them?

• Business structure. What legal business structure is right for your needs and your new buy-and-sell enterprise: sole proprietorship, partnership, limited liability corporation or corporation? The advantages and disadvantages of each option are explained.

• Insurance. Do you need insurance to buy and sell? In some cases, yes. You will learn what property, inventory, and liability insurance are, why you may need them, and where you can secure the insurance coverage you need to protect your family, business and assets.








Financial Issues 

You will find out how to deal with all of the financial issues pertaining to starting and operating a buy-and-sell venture, including:
• Cash requirements. How much money will be required to start your buy-and-sell enterprise, and what are the sources available to you in terms of obtaining the required startup capital? You will learn how to start your buy-and-sell venture for peanuts, and in some cases, get suppliers to fund your venture almost entirely.

• Money management. Learn how to set up your books, work with accountants and bookkeepers, and open commercial bank accounts. You will discover how to establish a credit card merchant account so you can provide your customers with convenient purchase payment options, including credit cards, debit cards, electronic money transfers, and retail financing and leasing options.

• Pricing. You will learn how to calculate fixed costs, direct costs, income and profit, so that you can establish a selling price that will leave you in the black, not seeing red.

• Taxation. What taxes are you required to pay on the money you earn buying and selling, and what are the tax advantages of a buy-and-sell operation? Both issues are explained.








Getting Started 

You will learn the key steps for launching a buy-and-sell enterprise, including: 
• Setting up. Learn how to set up and organize your work space, including equipment requirements, time management tips, storage needs and an inventory recording and tracking system.

• Technology. Discover the technologies that can be used to help increase sales and profits while saving you time and money.

• Trade accounts. Establish trade accounts with suppliers. Learn how to buy on terms and negotiate the lowest price, and learn about drop-shipping, delivery and order-fulfillment services.

• Build an e-commerce website (a website that allows you to sell items online and process credit card payments from your customers). What you need to know to get on the internet and start doing business there, such as building your site, selecting the right domain name, and registering with search engines.








Sales and Marketing 

You will discover what is required to market your products like a seasoned pro, including:
• Developing a marketing strategy. Learn how to develop a marketing strategy that is right for your needs, enabling you to meet and exceed your objectives and goals. You will learn how to identify potential customers, provide great customer service, overcome challenges and grow your buy-and-sell enterprise into a profitable business venture.

• Personal selling. The information featured takes you through the entire sales cycle, from prospecting and presenting to closing the sale and negotiating the highest possible price for your goods.

• Advertising. Create great ads that sell, learn the sources for free and very inexpensive advertising, secure free publicity, and discover how to use promotional fliers and signs to increase your sales and profits.

• Online marketing. Consumers spend billions every month purchasing products online, and you will learn about online permission-based marketing and advertising to reach them so you can claim your portion of the very lucrative internet pie. This includes the use of search engine marketing (aka keyword advertising), which has become a powerful, cost-effective way to find and attract new customers using the web.








The Best Buying Sources 

You will discover what the best buying sources are, including: 
• Wholesalers. You will find the contact information for hundreds of national and international wholesalers of brand-name, highly salable merchandise that can be bought low and sold for as much as 10 times your cost.

• Liquidators. Every year retailers and manufacturers unload billions of dollars’ worth of brand-name, top-quality merchandise directly to liquidators at insane rock-bottom prices. You will find out who these liquidators are, how to contact them and how to get the best deals on the best products for resale.

• Manufacturers. Find hundreds of manufacturing sources nationally and internationally, so you can skip the middleman markup and buy direct.

• Craftspeople. Often you can look no further than right in your local community to find great, highly salable crafts that you can buy low and sell high. Working with local craftspeople to market their goods can make you rich, and this book will show you how.

• Sales agents. Thousands of manufacturers nationally and internationally are represented by sales agents. You will learn where they are, how to contact them and how to negotiate great deals.

• Classified advertisements. One of the best sources for finding great secondhand products to resell for big profits is right in your local classified advertisements. Learn how to buy products from classified ads and resell the same products for huge profits.

• Garage sales. There is an endless supply of fantastic garage sale bargains in every community. You will learn how to be first in line, what types of used products to look for and how to negotiate rock-bottom prices.

• Flea markets. The majority of flea market vendors do not know the true value of their merchandise, and because of this, treasures can be found at every flea market, every time you go. You will learn how to separate the treasures from the junk, buy low, and resell directly to collectors and your customers for big profits.

• Auctions. Without question, auctions and government surplus sales represent some of the best opportunities to find products, equipment and merchandise at pennies on the dollar, which can be resold for huge profits. You will learn who organizes these auctions and how to find out what is being sold long before the sale.

• Online marketplaces. Go online and buy cheap merchandise, art, antiques, and more, all at the click of a mouse and at incredible prices. You will learn where the best sites are and how to find the best deals.








The Best Selling Venues 

You will discover what the best selling venues are, including:
• Auctions. The key to successful buying and selling is knowing where to buy and where to sell. It is possible to buy an item at one auction and sell the same item at another auction for huge profits, and this book will explain how to do it.

• Classified advertisements. Find out how to place advertisements in your local paper that will make the telephone ring off the hook with customers eager to buy your goods at top dollar. You need to learn what sells best, the best days to run your ads, the best categories to place an ad under, and what to tell people that will make them take action and buy.

• Direct to collectors. You can sell your goods at incredible profits directly to collectors or businesses. You will learn what equipment and products are best suited to accomplish this and how to get started.

• eBay. People just like you have struck it rich and continue to do so selling products using eBay. You will learn how to set up your own eBay seller’s account, list products, market your goods, and start making money like thousands of people are already doing, all from the comfort of home.

• E-Commerce websites. Discover how you can market your products to a worldwide audience of potential consumers via your website and other online marketplaces.

• Flea markets. Find out where the best flea markets are, how to select the most visible vendor space, what products sell best, how to merchandise your goods, and how to sell hard, get your price and take no prisoners.

• Garage sales. Get the great tips you need to plan, organize and host profitable garage sales. Find out what sells best and how to advertise the event so hundreds of people show up, ready to buy.

• Homebased showrooms. You can set up a showroom right in your own home to showcase and sell your products. You will learn how to do this, what zoning requirements must be met, how to keep your neighbors happy, and, most importantly, how to generate sales and profits right from home.

• Kiosks. Find out how renting mall kiosks from which you can sell your goods can make you rich. You will learn what products sell best, how to merchandise them, and what time of year is best to rent kiosk retail space.

• Trade and consumer shows. The trade show sales environment can be a fast-paced, exciting and profitable one, and the information and tips in this book will show you how to find the best shows, display your merchandise and command top dollar on each sale.








202 Viable Products to Buy and Sell 

Need an idea about what you can start buying and selling in order to achieve your financial objectives? You will discover ideas for 202 new and used products that are viable for generating impressive profits. Each product idea showcased in this book includes the details you need to learn more and get started, including:
• Product description. A complete product description explaining what it is used for, who buys it, and what makes it such a great product to buy and resell.

• Buying sources. Multiple buying sources are featured for each product, including contact information. However, this is meant to be just a sampling of the possible buying sources you can do business with.

• Potential selling venues. You will learn where to sell your products and for how much. Each product description features a sample list of the best places to sell your goods. Again, these are only suggestions. Many more possible opportunities will typically apply.

• Resources. Of course, one of the keys to success will be your ability to buy low and sell high. You have to know where you can purchase highly salable merchandise at the lowest possible price, and where the same merchandise can be sold at the highest possible price to maximize your return on investment and profits. After all, the entire premise of a buy-and-sell enterprise is to buy low and sell high. That is why you will find hundreds of valuable resources throughout this book. The resources featured include American, Canadian and international private corporations, business associations, government agencies, individuals, websites, publications, products, services and lots more.





If you want to track down additional buying sources or resources pertaining to a specific product or product category, look no further than Google or Yahoo! If you’re looking for additional wholesale sources, for example, enter the search phrase, “Wholesale [insert product name].” You can also find industry associations and trade publications online that will provide a wealth of additional expertise pertaining to specific types of buy-and-sell opportunities, depending on the product(s) you’re interested in.

To help you get the most out of each of the 202 product descriptions featured within this book, a handful of graphic icons are used, including:

[image: 002] A mouse icon represents an online resource, such as a website address. 
[image: 1815]A telephone icon represents a resource’s contact telephone number.






All of the resources featured were active links, telephone numbers and mailing addresses at the time of writing (March 2008). However, over time some information changes and becomes outdated. While every effort has been taken to ensure that all of the resources offered herein are for reputable businesses, organizations and publications, inclusion in this book does not constitute an endorsement for any specific companies, products or services.

Ultimately, it’s up to you to do your own research to ensure that the products you opt to sell are of the highest quality possible, and that the companies and/or individuals you choose to do business with are indeed reputable. Resources such as the Better Business Bureau (www.bbb.org) or specific industry trade associations can be utilized to help you pinpoint reputable companies and individuals.




Plan On Making an Ongoing Time and Financial Investment 

Some of the ongoing responsibilities involved with operating your own business include:
• Acquiring and maintaining inventory

• Processing and fulfilling orders

• Handling returns

• Managing your company’s financial records (bookkeeping)

• Planning, designing, implementing and managing the marketing, advertising and public relations campaigns designed to promote your product(s) and business

• Handling customer service issues





Like starting any type of business, starting a buy-and-sell enterprise involves some level of risk. Thus, you’ll typically want to start off on a smaller scale and gradually build up your business. Seriously think twice before quitting your current job and giving up your stable income in order to launch a new business.

A buy-and-sell enterprise can typically start off as a small, part-time project (where you work evenings or on weekends, for example), and slowly grow. Only when it becomes a stable and profitable business venture should you consider making this your full-time career.

Also, as you move forward, always have an exit strategy in place. If your business fails, how will you and your family handle the financial ramifications? You’ll soon discover there are strategies you can implement to avoid unnecessary financial hardship or bankruptcy, should your business fail or take longer than expected to become successful.

Whether you’re starting a traditional business or an online-based one, when you get right down to it, a business is a business. Thus, as you establish your buy-and-sell enterprise, you’ll want to follow the same basic steps that you would for any type of business. This means starting off by creating a detailed and well-thought-out business plan that includes details about your business, its goals, financial projections, market research and other details that will provide a roadmap for you to follow as you move forward. This is an important step that should not be skipped!

For help creating a detailed business plan, check out the Business Plan Pro software from Palo Alto Software (paloalto.com). The $99.95 Standard Edition (for Windows) of this software offers an interactive, step-by-step business plan guide, plus more than 500 sample plans and a variety of other useful resources. The U.S. Small Business Administration offers free tools and advice for writing business plans. Point your web browser to sba.gov/smallbusinessplanner/plan/write-abusinessplan/index.html.




A Comprehensive Resource Is Now in Your Hands 

The primary goal of this new, second edition of 202 Things You Can Buy and Sell for Big Profits is to be the most authoritative and comprehensive buy-and-sell book available.

The information within this book will give you the ability to identify the best products, where to buy them cheaply, and how to sell them for the most profit. While the core facts and information you’ll need are now within your hands, you must find and harness the needed motivation, dedication and confidence within yourself to achieve success.

Achieving success will require hard work, proper planning, time, dedication and an initial financial investment on your part. The more knowledge and experience you already possess of business, marketing, advertising and bookkeeping, the bigger advantage you’ll have as you get started.

If you determine that the internet will be your primary tool for selling products, for example, you’ll need to learn all about e-commerce and how to profit from online auctions.

In addition to this book, two additional books written by bestselling author Jason R. Rich that might be helpful include Design and Launch Your eCommerce Business in One Week (Entrepreneur Press) and The Unofficial Guide to Starting a Business Online, 2nd Edition (Wiley), which are currently available from bookstores everywhere, or from the author’s website at JasonRich.com.

Unfortunately, as with any type of new business venture, there are no easy shortcuts to get started, and there are absolutely no guarantees of success. Even with all of the necessary tools at your disposal, not every business venture will ultimately become successful.

Performing the necessary research before you launch any business venture, and then developing a thorough understanding of what you’re selling, whom you’re selling to, the best ways to acquire and sell your product(s), how to manage your business’s finances, and how to offer top-notch customer service will all dramatically improve your chances of success.

Now, if you’re ready to get started, Chapter 1 begins with an explanation of what a buy-and-sell enterprise actually is, and will help you start thinking about how launching this type of business venue can benefit you personally, based on your needs, wants, expectations, knowledge, interests, experience and available resources—all of which must be carefully taken into consideration as you develop your initial business plan.




Additional Books Written by Jason R. Rich and Published by Entrepreneur Press 

The following books are now or will soon be available wherever books are sold, or can be ordered from the EntrepreneurPress.com website. For more information about these and other books written by bestselling author Jason R. Rich, visit his website at JasonRich.com.



•  202 High-Paying Jobs You Can Land Without a College Degree 

•  Mac Migrate: The Business Person’s Guide to Easily Switching From PC to Mac 

•  Smart Debt 






Entrepreneur Magazine’s Personal Finance Pocket Guides 


•  Buying or Leasing a Car: Without Being Taken For A Ride 

•  Dirty Little Secrets: What the Credit Bureaus Won’t Tell You 

•  Get That Raise! 

•  Mortgages & Refinancing: Get The Best Rates 

•  Mutual Funds: A Quick Start Guide 

•  Why Rent? Own Your Dream Home 






Entrepreneur Magazine’s Business Traveler Series 


•  Entrepreneur Magazine’s Business Traveler Guide to Chicago 

•  Entrepreneur Magazine’s Business Traveler Guide to Las Vegas 

•  Entrepreneur Magazine’s Business Traveler Guide to Los Angeles 

•  Entrepreneur Magazine’s Business Traveler Guide to New York City 

•  Entrepreneur Magazine’s Business Traveler Guide to Orlando 

•  Entrepreneur Magazine’s Business Traveler Guide to Washington, DC 







CHAPTER 1

WHAT IS A BUY-AND-SELL ENTERPRISE?


For entrepreneurs, the concept behind a buy-and-sell enterprise is based upon the concept of purchasing items/products inexpensively (at wholesale prices) and then reselling those same items at higher retail prices. The difference between what you pay and how much you sell the products for (after taking into account business operating expenses) is your profit.

Your goal as a buy-sell enterprise operator can be summed up in four words—“buy low, sell high.” Of course, if it were really that  easy, absolutely everyone would be doing it and we’d all be millionaires. Well, in reality, many people are doing it, and many of those people have in fact become millionaires, or at least supplemented their income enough to greatly improve their standard of living.

In addition to adhering to the “buy low, sell high” principle, to be successful operating this type of business venture, you’ll need to find the perfect product(s) for you to buy and sell.

This “perfect product” will be based on a wide range of factors, including your:
• Knowledge

• Experience

• Interests

• Schedule

• Available resources

• Geographic location

• Economic conditions





You’ll also need to take into account the following:
• Your ability to raise startup c apital

• When and where you’ll sell your products (online or in the real world)

• Your ability to acquire the products cost-effectively

• Your ability to maintain ample inventory

• Your ability to identify and reach the target audience interested in what you’ll be selling

• Your ability to efficiently m and sell your products





In reality, different people will excel and be successful buying and selling different types of items, so what works for you might not work for someone else (and vice versa). The trick is to find the right product(s) that you believe you can confidently and successfully buy and sell. Ideally, you should find a product you can be truly passionate about and that you wholeheartedly believe in.

Depending on what you’ll be buying and selling, learning basic marketing, advertising, public relations and customer service skills will most likely be essential, as will developing a basic understanding of fundamental business skills, such as the ability to negotiate with suppliers, as well as bookkeeping and record keeping.

Buying and selling for profit is nothing new. It has been around for thousands of years. In recent times, however, one of the primary reasons why buying and selling has exploded, instead of being a closely guarded secret held by a few, is the proliferation of the internet in our culture and daily lives.




The Internet Makes It Easy to Buy and Sell 

The proliferation of the internet gives entrepreneurs from every walk of life and from every geographic location access to a global audience of buying consumers, eager sellers, information and resources. It’s an extremely powerful tool that has changed our buying habits, our social habits and how we communicate as a society.

The internet has made it easier to sell products in the global marketplace utilizing online sales venues, such as eBay.com, e-commerce websites and e-classifieds. It also provides a limitless source of in-demand products, which can be bought cheaply from domestic and overseas suppliers and then resold for potentially handsome profits. (Of course, other people have also caught on to this opportunity, so depending on what you plan to buy and sell, you’ll most likely have to deal with fierce competition.)

Now, with a few clicks of a mouse, you can buy products cheaply from thousands of suppliers around the globe and then resell those same products to a potentially worldwide audience using several different online marketplaces, as well as through local community retailing opportunities such as flea markets or mall kiosks.




eBay Versus an E-Commerce Website 

Launched in September 1995, eBay now boasts more than 276 million registered users worldwide (as of December 2007). During 2007, gross merchandise volume totaled more than $59 billion. This translates to worldwide users buying and selling more than $2,039 worth of goods on eBay every second.

Using an online auction business model (that also allows for items to be bought or sold for a fixed price), ordinary people can buy or sell virtually anything. This has created a massive marketplace for new and used items, which is categorized online into 50,000 unique categories. For many entrepreneurs, eBay has allowed them to launch a successful buy-and-sell business venture.

According to a June 2007 survey conducted by ACNielsen International Research, there are approximately 1.3 million sellers around the world who use eBay as their primary or secondary source of income. Depending on how you plan to buy and sell your products once you launch your buy-and-sell enterprise, you too could become one of these success stories.

So what’s really selling on eBay? In a nutshell, almost anything and everything can potentially be bought or sold online using this service. For a small fee, eBay offers a marketplace research service, which allows you to track how well specific products and items are selling on eBay at any given time. For example,  once you select a product, you can obtain the average sale price, the average price range, the number of successful sales, the average number of bids per auction, and a wide range of pertinent information that can help you as a buyer or seller. You can also determine what the top searches are in specific product categories, to help you pinpoint products that might be worth selling.

Marketplace research is available from eBay for $9.99 per month (other pricing and service tiers are also available) by visiting http://pages.ebay.com/marketplace_research/index.html.

In addition to using eBay to buy and sell products, many sellers have achieved success by launching their own e-commerce websites or online business ventures. Revenues generated by online businesses—including the online aspects of traditional retail businesses—during 2006 generated over $96 billion, which is up from $83 billion in 2004.

According to the U.S. Census Bureau, “Rapid growth in e-retail has been the norm. From 2000 to 2005, retail e-sales increased at an average annual growth rate of 27.3 percent, compared with 4.3 percent for total retail sales.”

The Census Bureau also reported that “the estimate of U.S. retail e-commerce sales for the second quarter of 2007, adjusted for seasonal variation and holiday and trading-day differences, but not for price changes, was $33.6 billion, an increase of 6.4 percent from the first quarter of 2007.”

When selling online, your potential audience is vast. By 2010, more than 1.8 billion people worldwide are expected to be using the internet, according to the Computer Industry Almanac.

Until recently, if you wanted to launch an e-commerce website to sell products online, you needed to be a computer guru with a thorough understanding of HTML programming, Java, Flash, and a wide range of other complex programming languages and software-based website design tools. You also needed to invest weeks, often months, to create a website from scratch capable of handling the functionality needed to securely sell products online. Of course, a team of programmers and graphic designers could also be hired (at a significant expense) to handle much of the programming for you, but as the website operator, you still needed a good understanding of website design and programming.

These days, however, a handful of well-known and established companies offer complete e-commerce turnkey solutions that allow ordinary people—with no programming or graphic design knowledge whatsoever—to utilize a set of easy-to-use tools and professionally designed templates to effortlessly design and publish awesome-looking and extremely powerful websites in a matter of hours,  not days or months. Best of all, many of these turnkey solutions have a very low startup cost (often under $100). These solutions also include the tools needed to begin accepting orders and online credit card payments for those orders.

In other words, you don’t necessarily need to set up a costly credit card merchant account with a local bank or financial institution to begin accepting Visa, MasterCard, American Express or Discover credit card or debit card payments. This alone eliminates a significant barrier to entry that until recently never existed.

Depending on your level of experience, your website design knowledge, what you’re selling, and your personal preferences, you should be able to select and start using a turnkey e-commerce solution that meets your wants and needs.

Some of the powerful, popular, inexpensive and comprehensive turnkey solutions include:
• Yahoo! Stores, http://smallbusiness.yahoo.com/ecommerce/index.php 

• eBay.com ProStores, prostores.com 

• GoDaddy.com Quick Shopping Cart, godaddy.com/gdshop 

• OSCommerce, OSCommerce.com 





Even with the most advanced and powerful e-commerce turnkey solutions that utilize the best, most eye-catching website design templates, you’ll still need to create professional-quality text and incorporate professional-looking photos and other graphic elements (referred to as assets) into your website to insure it’s capable of helping you to achieve your goals. Basically, to compete effectively, your website will need to look and function as well, if not better, than what your competition offers. Of course, you must also offer products that your customers want or need.




The New Economy Is Buying and Selling 

It is no secret that manufacturing, technology and middle-management jobs in the U.S. and Canada continue to disappear daily, swallowed up by overseas economies with cheaper labor, raw product and lower production costs. In fact, some studies suggest the job drain in these areas is occurring at an alarming rate, faster than most people—including politicians and policy makers—are aware of or care to admit.

If you’re currently employed and working in a specific field or industry, you can learn about the long-term forecast for your industry or occupation by evaluating the ongoing research conducted by the U.S. Department of Labor. The Occupational Outlook Handbook is available online (bls.gov/oco) for free. The hard copy (book) edition can be found at most public libraries.

According to the U.S. Department of Labor, “Total employment is expected to increase from 150.6 million in 2006 to 166.2 million in 2016, or by 10 percent. The 15.6 million jobs that will be added by 2016 will not be evenly distributed across major industrial and occupational groups. Changes in consumer demand, technology, and many other factors will contribute to the continually changing employment structure in the U.S. economy.”

In February 2008, The Associated Press reported, “With economic growth slowing, the Fed projected that the national jobless rate will rise to between 5.2 percent and 5.3 percent this year. That is higher than the central bank’s old forecast for the rate to climb to as high as 4.9 percent. Last year, the unemployment rate averaged 4.6 percent.”

Like so many people, you may discover that forecasts for your industry or occupation predict massive job reductions and cutbacks. This resulting fallout in North America has created a dramatic increase in the number of new small-business startups. Many people who have been or who will soon be affected by the new global economy have chosen self-employment as a way to keep in tune with changing times, make money and secure their long-term future.

Launching your own buy-and-sell enterprise is just one potential solution for helping yourself survive financially in these rough economic times, whether you choose to pursue this type of opportunity on a part-time, seasonal or full-time basis.




The Advantages of a Buy-and-Sell Enterprise 

When you consider the advantages of a buy-and-sell enterprise over traditional retail or service-provider businesses, it quickly becomes apparent why many people have wisely elected to buy and sell, and why buying and selling will make up a large percentage of new business startups and the new economy.

Let’s consider some of these reasons, which include:
• Low Investment/Low Startup Costs: The vast majority of buy-and-sell enterprises require only a minimal investment to start. Many require under $2,000 in initial inventory and under $10,000 in overall startup costs.

• Minimal Financial Risk: Because much the money you spend to get started goes into buying inventory and equipment needed to launch your business, there is limited financial risk involved. If you decide to quit, you can simply sell off stock and equipment in order to potentially recoup much of your investment.

• Impressive Profit Potential: This will depend on what you’re selling and how you’re selling it, plus your ability to “buy low, sell high.” With proper planning and a great business idea, the income potential can be significantly better than working a traditional nine-to-five job.

• Work From Home: For people wanting to work from home, a buy-and-sell venture is a great choice, because most of these opportunities can be operated and managed from home.

• Flexibility: No other business opportunity or career choice offers as much flexibility, especially if you concentrate on online sales. Part-time, full-time or seasonally, you set your own schedule and level of commitment. You’re your own boss and have the ability to control your professional and financial destiny.

• Minimal Skill Requirements: There are few skill requirements needed to get started, operate and prosper in a buy-and-sell enterprise. Most or all of the necessary skills can be self-taught and mastered by novice entrepreneurs over time. Depending on what you’re selling, this is a rare opportunity where ambition and motivation are more important than special skills. However, the more business and sales knowledge and experience you already possess, the better off you’ll be.

• Tax Advantages: Being your own boss and operating a home-based business and/or operating a legal buy-and-sell business has numerous tax advantages and business write-offs, which will leave more money in your pocket and less in Uncle Sam’s. You definitely want to go over the potential tax benefits with your accountant as you get started operating this type of business venture, as the benefits will vary by state.

• Growth Potential: Once you become good at selling one type of product, it’s easy to grow your business by taking on additional items or by expanding your target audience for the product(s) you’re already selling.








Who Can Buy and Sell? 

The answer is simple: anyone. One of the best aspects of starting and operating a buy-and-sell venture is that almost everyone is qualified. Buying and selling know no boundaries. Anyone with a need or desire to earn extra money or work from home, or who wants to start and own their own business, can buy and sell, regardless of their age, experience, education and financial resources.

Thus, this type of business venture is the ultimate self-employment option for the vast majority of people. In a nutshell, it’s cheap, easy, quick, proven to work and allows people to generate huge profits.

Imagine the flexibility and opportunities that buying and selling offer to you right now, based on your current life situation. For example, you can start a buy-and-sell venture on a part-time basis to pay off debts, supplement your existing income, or pay your way through school.

Or you can buy and sell on a full-time basis to replace your current income and potentially earn more over time. Another option is to buy and sell seasonally, enabling you to pursue other interests, such as travel. Or you can buy and sell to help supplement your retirement income and stay active in your golden years. Many stay-at-home moms enjoy this type of opportunity, because it offers something exciting to do from home, while not compromising the amount of time you have available for your kids.

Much of what is discussed in this book is aimed at helping you capitalize on your existing knowledge, experiences, skills and interests, and channeling these into selecting the right things for you to buy and sell. Use the resources at your disposal, as well as your own creativity and business savvy, to help you pinpoint the best opportunities for you.


Buying and Selling Part Time 

The first, and most logical, option for most people is to start buying and selling on a part-time basis; perhaps selling merchandise on eBay, renting a booth at a weekend flea market, or placing classified ads in your local newspaper. Starting small and part time enables you to eliminate risk by limiting your financial investment. It also allows you to test the waters to make sure buying and selling is something you enjoy and want to pursue.

If all goes well, you may decide to transition from your current job, devoting more time to your new buy-and-sell enterprise each week and decreasing the time at your current job until you are buying and selling on a full-time basis.

There are many advantages to starting off part time, including keeping income rolling in, taking advantage of health and employee benefits, and building your business over a longer period of time, which generally gives it a more stable foundation. If it turns out you are not the type of person who is comfortable with buying and selling, you have risked little and still have the security of your current job.

If you’re currently employed, do not quit your job until you’re 100 percent certain that your buy-and-sell enterprise can and will be successful and profitable. When starting any type of business venture, always have a fallback plan in place in case things go wrong. It might make sense for you to sit down with an accountant, for example, to help you create realistic financial projections or forecasts for  your business, before you decide to pursue this on a full-time basis and give up your stable paycheck.


Buying and Selling Full Time 

As the commitment would suggest, you can throw caution to the wind and buy and sell on a full-time basis. This option would appeal to people without a current job or business, or to people who want to start a full-time business, but not necessarily a traditional business, like fixed-location retailing or providing a service. It might also appeal to someone who is retired, or who wants to take time off from attending school.

There is nothing wrong with starting off full time, especially if you take the time required to conduct research, develop a detailed business and marketing plan, and have the necessary financial resources to start the business and pay for your living expenses until the business is profitable (which could take one month, three months, six months, 12 months or even longer, depending on what you’re selling, whom you are selling to and where you’re selling.)

The main downside to starting off full time is risk. If you jump ship and leave your current job, you risk loss of current employee benefits and have absolutely no guarantee of a steady income.

The upside to starting off full time is the potential rewards, including the opportunity to make more money than you can at your current job. You also gain control of your work schedule and your financial future and, therefore, your true potential to succeed. If you’ve never operated your own business, however, this can be a very daunting and frightening decision to make, as well as a challenging career path to pursue, especially if you don’t have the drive and dedication to be your own boss and make important decisions on your own.

Your decision to operate your new buy-and-sell business on a full-time basis will largely be determined by your current financial situation, your own risk-reward assessment, and your goals and objectives for the future. Jumping in full time will appeal to those ultra-confident people with a true entrepreneurial mind-set.


Buying and Selling Seasonally 

Seasonal buy-and-sell enterprises run during one specific season, although some—such as a roadside vegetable stand—can start in the summer and end in the fall.

A seasonal buy-and-sell venture can still be operated with a full- or part-time effort, but the majority are run full time to maximize revenues and profits over the normally short time span. Just about any product can be bought and sold seasonally or occasionally, but some are better suited to seasonal sales than others.

Examples of products you might buy and sell seasonally, depending on your geographic location, include vegetables, boats, landscape supplies, Christmas trees, patio furniture, vacation/tour packages and some types of sporting equipment (such as snow skis and fishing gear).

A seasonal venture will appeal to people with a special interest in a seasonal product or activity, and to people who want the ability to earn enough money during part of the year in order to do as they please with the remainder of the year, such as travel, pursue education or work at another job.

The potential to earn a very good living buying and selling for only part of the year is real, as proven by the thousands of people who are currently doing it.


Buying and Selling to Supplement Your Retirement Income 

Another option is to buy and sell when and as needed, in order to supplement your regular income or retirement income. It’s also a viable and potentially fun option for people who want to stay active in their golden years.

Retirement businesses have become extremely popular in the past decade for a number of reasons. First, the cost of living has dramatically increased, often outpacing wages, retirement benefits and retirement savings. The result is lots of people heading into retirement needing a little extra income to cover expenses and provide an adequate lifestyle, or to maintain their pre-retirement lifestyle.

Also, people are living longer and healthier now than in decades past. These same people are also seeking new challenges, because they have the spirit, drive and health to do so.

For some retired people, the concept of just sitting on a porch in a rocking chair and growing old is simply unacceptable. People want to be vibrant and active. Operating their own buy-and-sell businesses give them a way to stay active physically and mentally.

In fact, many innovative retired entrepreneurs have learned how to combine their buy-and-sell businesses with travel, and work their way across the country, buying, selling, traveling and enjoying their retirement—all at the same time. Stay awhile in any RV park, and you will soon discover many people who buy and sell at flea markets, online and through community events to fund their retirement and travel.




Capitalize on Your Knowledge 

To help you determine what to sell, whom to sell to, and where you’ll do the majority of your selling, first take a close look at yourself. Evaluate everything  about yourself, including:
• Areas of Existing Expertise

• Availabilities

• Available Resources

• Current Financial Situation

• Education

• Experience

• Hobbies

• Interests

• Long-Term Goals

• Short-Term Goals

• Skills





Initially, do not fret if you lack important (and ultimately necessary) skills, such as person-to-person selling, negotiating, bookkeeping, time management, and creating effective advertisements. There’s no question these are important skills to have, but at the same time, the majority of these skills can be self-taught or learned by attending adult-education classes, reading books, participating in online classes, watching videos, or hiring the experienced freelance experts necessary to help you out as you get started.

Right now, as you’re formulating the idea for your business, the most important question to consider is what knowledge and experience you currently have that can be leveraged and used to your advantage in a buy-and-sell enterprise.

Knowledge is one of your biggest and most marketable assets. The more you know about a product, its value, the industry, and the people who are most likely to buy, the better off you will be and the shorter the road to profitability.

For instance, if you know how to repair small engines, that knowledge can be used to acquire (cheaply, or even for free) outdoor power equipment in need of repair that you can fix and resell for big profits.

Likewise, if you have knowledge of antiques, this can be applied to buying antiques at below-market prices and then reselling them for a profit. Or if you have been an avid boater for 20 years, this knowledge can be leveraged to your benefit to buy and sell boats or boating equipment.

Knowledge about a specific industry, product, product category or target customer will enable you to:
• Know how to fix something that is broken, and thereby greatly increase its value and marketability.

• Know how much a specific item(s) is worth and how much profit can be earned from buying and reselling it.

• Know the best places to buy items and the best places to resell.

• Know how many people buy this specific item, where they are located, and how this market can be accessed.








Choosing the Best Product(s) To Sell 

While initially, the product(s) you have in mind to sell may seem extremely viable, after considering all of the necessary factors, you may discover that an opportunity you thought existed might not be as lucrative as you would have hoped. This, unfortunately, is extremely common. Thus, it could take you weeks, maybe months, to find the perfect products to buy and sell.




Consider Your Existing Competition 

Don’t kid yourself. You’re not the first entrepreneur with the idea to start a buy-and-sell enterprise. In fact, if you do some research, chances are you’ll find competition offering identical or similar products to what you’re thinking about selling. Assuming this is the case, how will you set your business and its products apart? What added value will you offer? Think realistically about why people will become your customer and not do business with your competition.

One of the biggest mistakes you can make is focusing exclusively on offering the lowest price possible for your products. While you’ll be able to undercut your competition in the short-term, there will always be a competitor who can offer even lower prices. This dramatically cuts your profit margin. With lower profits, you’ll earn less money for yourself, plus you probably won’t earn the funds needed to properly market and grow your business in the future.

While you’ll always want your prices to be competitive, you don’t necessary want or need to offer the absolute lowest prices. Depending on the product, people are often willing to pay extra if you offer superior customer service or if you somehow add value to what you’re selling. People will also pay a premium for hard-to-find products or highly collectible items.

As you develop the plans for your business, pay careful attention to what your existing competition is doing. Focus on what you can do better, plus how you can better serve the wants and needs of your target customer base. Also, consider what competition is likely to appear in the near future.

Will you be able to complete with companies that are willing and able to spend more money than you on marketing and advertising, or that are able to purchase  their inventory in much larger quantities in order to keep costs down?

Once you pinpoint a product you might be interested in selling, tap your internet skills and seek out websites and companies that are currently selling the same or similar products. Discover who your competition will be. Utilize search engines, like Google and Yahoo!, and enter a wide range of different search phrases (using product names, product categories, product descriptions and company names). Also, be sure to check shopping and price comparison websites, like nextag.com, as well as online-based mass-market retailers, like Amazon.com.

For new buy-and-sell business operators, the best products to offer are ones that are unique, customizable, collectible or hand-crafted, or that are not readily available through local retail stores, mall stores or mass-market retailers (such as Wal-Mart or Target). Ideally, the product(s) you choose to sell should also be hard to find online.

While Chapter 6 describes 202 products you can potentially buy and sell for big profits, here are a few preliminary suggestions.

Small online business operators have experienced success selling a wide range of products. Just a sampling of what items could be sold using an e-commerce website includes:
• Antiques

• Any products that are bundled together, modified or customized to provide added value to the customer

• Art

• Clothing and shoes (especially in hard-to-find sizes)

• Collectibles

• Crafts and handmade items

• Gift items (especially items that are customized, engraved or personalized)

• Hard-to-find tools, items, supplies and equipment for various hobbies, such as specialty photography equipment, fishing gear, sewing gear, scrapbook making supplies, knitting supplies, etc.

• Jewelry (new, antique, hand-crafted, one-of-a-kind, etc.)

• Specialty items for specific jobs or occupations

• Used books

• Used video and computer games

• Vintage or custom-made clothing








Calculate Your Costs 

The ideal formula for a successful business is to be able to purchase or acquire your inventory for the absolute lowest cost per unit possible, and then resell those products at the highest retail price possible in order to generate a profit. No matter what quantity you’re buying in, always know what your cost per unit is, and make sure there’s enough profit margin to cover all of your operating expenses (including your own salary, the cost of operating your website, and your company’s marketing/advertising, for example).

As you determine your costs, be sure to calculate appropriate shipping charges, sales taxes (if applicable), order processing fees, warehousing costs, packaging costs, insurance, finance charges (interest, etc.), and any other expenses that will diminish your potential profit margins.

You’ll quickly discover that in most cases, when acquiring inventory, you’ll receive the best prices when you seek out quantity discounts. Depending on the product, this might mean ordering dozens, hundreds or even thousands of the same product(s) at once in order to benefit from the savings offered by a manufacturer, wholesaler or distributor. When placing larger orders, shipping and warehousing costs go up, so be prepared to do some number crunching to determine what’s best for your business.

Some business operators rely on credit to be able to acquire their initial inventory. Whether you utilize credit terms from your supplier or use a credit card to purchase inventory, chances are you’ll need to pay finance charges and interest, so calculate these additional fees into your per-unit pricing.

Depending on what you’ll be selling and from whom you’re acquiring your inventory, don’t be afraid to negotiate for the best pricing possible, especially if you’re purchasing a significant quantity of an item.




Know the Demographics Related to Your Target Audience 

One topic that has already been mentioned and that will be repeated multiple times within this book is the absolute need to understand and know your product (s), as well as your target customer. This is one of the keys to success that should not be ignored!

You must have a thorough understanding of who your target customer is, what they want, what they need, and how what you’re offering addresses those wants and needs, or helps to solve a specific problem.

The majority of small but successful buy-and-sell business operators cater to a niche target audience with a specific product that is in demand by that audience.

Your target audience can be defined in many ways. Just some of the characteristics you can use to carefully define your target audience include:
• Age

• Club or Association Memberships

• Education Level

• Geographic Region

• Height

• Hobbies

• Income

• Investing Habits

• Marital Status

• Medical Necessities

• Occupation

• Religion

• Sex

• Sexual Orientation

• Special Interests

• Spending Habits

• Weight





It’s common for a target audience to be defined by combining several of these factors. For example, you might determine that the product you’ll be selling caters mainly to well educated, single women between the ages of 18 and 49 who earn at least $50,000 per year, and who live in a major city. You might determine that your target audience is comprised mainly of married, affluent men between the ages of 49 and 60 who enjoy playing golf.

Once you know exactly who your primary target audience is, it becomes easier to create an advertising, marketing, public relations and promotional campaign that works. Trying to sell a product to someone who doesn’t want or need it is an absolute waste of your time, money and effort.

Likewise, you’ll find it more difficult to sell products that cater to a mass-market audience (i.e., almost everybody), because you’ll probably be competing head-on with mass-market retailers such as Wal-Mart or Target, plus major department stores, chain stores and other local retailers.

A key to success is to really get to know your target customer base, be able to get inside their heads, and understand their true wants and needs. Next, your objective should be to address those wants and needs with your products in a way that solves a problem or addresses an issue that they’re facing.




Figure Out How You’ll Reach Your Audience 

Once you determine what you’ll be selling and to whom your products will appeal, you can consider how you’ll target that audience with your advertising, marketing, public relations and promotions. You’ll also be able to determine if you’ll be able to reach this audience cost-effectively, or if getting their attention will simply cost too much or require resources that are not at your disposal.

If you understand your audience, know what they’re looking for, and can quickly and succinctly address their needs, wants and concerns, you’re more apt to generate sales.




Forecast the Current and Future Demand for Your Product(s) 

For your buy-and-sell business venture to have long-term success potential, you’ll want to offer products that are in demand today, and that will continue to be in demand in the months and hopefully years to come. Through market research, you should be able to determine how quickly your target audience is growing (or shrinking), and whether or not your business will continue to be viable in six months, one year, three years, five years and over the long term.

Again, determining the future potential demand for your product will require a strong understanding of the product itself, as well as your target audience, your competition, and any changes that may happen in the marketplace over time. In the future, people’s buying habits may change, as will their wants and needs. As a business operator, not only do you need to understand this concept, you must also be able to plan for it and transform your business accordingly to keep up with current and future trends.

If you determine that in one year, the demand for your proposed product will be diminished, that gives you a relatively small window during which to build up your business and generate a profit, before you’ll need to abandon the business or dramatically change its focus. Establishing a business requires time, money and resources. You don’t want to waste your investment by selecting products to sell that don’t have the ongoing potential to generate the profits you’re striving for.




Having a Passion for Your Products Is Very Helpful 

As a general rule, you’re more apt to achieve success if you wind up selling products that you truly believe in, that you’re highly knowledgeable about, and that you have a passion for. For example, if you’re an avid fisherman, selling specialty fishing gear to fellow enthusiasts will be more enjoyable for you than selling products you have little or no interest in.

One way to find the perfect product(s) to sell is to first focus on what interests you, and then consider what types of unique or hard-to-find (non-mass-market) items you personally tend to purchase.




How Much Money Can You Earn Buying and Selling? 

So, how much money can you make buying and selling? As intriguing as the answer to that question could be, the question should really be: How much money do you need or want to earn from buying and selling?

If you work at a job for $20 per hour, calculating your maximum pretax income is easy: Multiply the number of hours your boss will let you work or you are capable of working each week by your hourly rate, and you’ll know your maximum income potential.

Buying and selling is much different. While there are certainly upper limits in terms of income and profit potential, at the same time the measure of one’s success is generally determined by ambition and motivation and not by a clock.

Once again, the income and profit you earn will largely depend on your financial needs, your goals and your personal motivation. Additional factors influencing profit potential include product costs, overhead costs, marketing costs, selling prices, competition and sales volumes.

With that said, if you follow the proven buy-and-sell concepts and ideas outlined in this book, and if you are prepared to work hard, there is a good chance you will earn more buying and selling than you do working in your current field.




Plan on Making an Ongoing Time and Financial Investment 

You already know that starting and then operating a successful buy-and-sell business is not a get-rich-quick scheme. For your business venture to become truly profitable, you’ll need to invest a significant amount of time, resources and money—on an ongoing basis—to build, establish, maintain and grow your business.

To find potential customers, plan on spending money on advertising, marketing and public relations efforts, and investing the time necessary to properly and cost-effectively implement these efforts while also handling the other day-to-day tasks associated with the operation of your business.

Some of your additional responsibilities may include:
• Acquiring and maintaining inventory

• Processing and shipping orders

• Handling returns

• Constantly updating and improving your website

• Working a booth or kiosk at a flea market, mall, trade show or event

• Managing your company’s financial records (bookkeeping)

• Planning, designing, implementing and managing the marketing, advertising and public relations campaigns designed to promote your website and product(s)

• Handling customer service issues





Before getting started with this, or any other type of business venture, make sure you have the mindset, confidence and dedication to become your own boss and are willing to juggle a wide range of different responsibilities on an ongoing basis.

Once you’re ready to proceed, Chapter 2 will help you establish your buy-and-sell business venture and choose what form it should take.





CHAPTER 2

LEGAL AND FINANCIAL ISSUES OF A BUY-AND-SELL ENTERPRISE


Depending on what you’ll be selling and where you’ll be doing business, local laws and regulations will vary greatly. As you move forward, consider sitting down with an attorney who has experience helping local entrepreneurs establish their business ventures, and make sure all of the necessary licenses and permits are acquired and the necessary paperwork is completed correctly.

As you already know, starting a buy-and-sell enterprise is like  starting any other type of business. To do this correctly, you have to follow the letter of the law. A few of the legal and financial issues that you will need to deal with include:
• Registering a business name

• Selecting a legal business structure

• Obtaining a business license

• Obtaining a sales tax ID number

• Acquiring appropriate insurance

• Establishing a company bank account

• Preparing and filing business and income tax returns





Investing the funds necessary to seek out professional legal and financial (accounting) advice will be money well spent, as the guidance you obtain from these people will not only help you avoid costly mistakes, but also assist you in properly establishing your business venture.

Lawyers with small business experience will be able to advise you on which legal business structure best meets your needs, as well as review with you related insurance and liability issues. Your lawyers will also draft necessary legal documents, create or review your supplier and vendor agreements, and help you address many other important legal issues.

The lawyer you hire, at least initially, will help you decipher the legalese associated with starting a new business and help you make sense of complicated matters pertaining to that business. Likewise, working with an accountant will help you decipher the sometimes complicated financial information you need to know in order to comply with state and federal tax regulations as you establish your business and begin to operate it within your state.
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