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TooMuchStuff™ Guide To                
 

The Pros & Cons of DIY vs. Selling 

Most assumptions about value are based on retail pricing or online listings, but actual results depend on 
buyer reach, timing, effort, and market demand. Understanding the Pros & Cons of Self-Selling helps you 
better understand why prices often differ from expectations and why outcomes vary depending on how 
items are sold. This guide provides a practical understanding of the trade-offs between selling 
independently and working with resellers, along with the costs, risks, and effort involved in each 
approach. 

 

The Reality Up Front 

Most people assume that if an item is “worth thousands,” they should be able to get close to that 

amount by selling it themselves. In practice, that rarely happens. 

 

Not all buyers operate at the same level. Experienced collectors and resellers know how to identify value 

quickly, spot underpriced items, and negotiate accordingly. Sellers without that knowledge are at a 

disadvantage and often accept less than an item’s true market potential. 

 

Getting full retail value requires: 

• Knowing exactly what you have 

• Having an established network that allows access to the right buyers  

• Presenting, pricing, and timing it correctly 

• Having the resources in place to do it efficiently 

 

Without those pieces in place, your pool of potential buyers is limited. And when the pool is limited, 

price drops—often to the same level a reseller would have offered upfront. 

As a result, many sellers who attempt to sell on their own: 

• Spend time researching, listing, and managing buyers 

• Pay for supplies, fees, and logistics 

• Still end up accepting the same (or less) than a reseller offer 

 

The difference is they’ve invested time, energy, and expense to end up at a price similar to a reseller 

offer.  
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THE ECONOMICS OF RESELLING 

Why Re-Sellers Can’t Offer Retail Prices 

Re-sellers run a real business with real costs, risks, and time demands. They’re not buying one item — 

they’re buying hundreds, and the economics are brutally simple: if they pay close to retail, they lose 

money. 

Selling, repurposing, or offloading household items isn’t as simple as snapping a few photos and waiting 

for cash to roll in. Most people don’t realize the time, energy, effort, and expense that go into turning an 

item into actual cash. That work stays hidden, so it’s rarely appreciated, and that leads to frustration on 

all sides. 

Sellers often overvalue their items, assuming they’ll get full retail or near-retail simply because the item 

was once, or may still be, expensive, or that’s what others are trying to sell the same item for now. The 

result? They either get stuck with the item entirely or end up selling it for the same—or even less—than 

a dealer or reseller would have paid upfront. 

There’s another reality: The “Dogs”. Not everything sells. Even experienced buyers and resellers take 

losses on items that sit, stagnate, or simply never find a buyer. Sellers aren’t guaranteed a sale—but 

when a reseller buys your item outright, they’re the ones taking the risk. 

On top of that, buyers and resellers carry ongoing costs: maintaining vehicles and equipment, 

transporting items, storage, prep work (research, staging, pictures, dimensions, descriptions), cleaning, 

repairs, messaging, negotiating, careful packaging, shipping fees, the risk of returns, and dealing with 

whatever doesn’t sell—donating, recycling, or disposing of those items at their own expense.

 

THE PROS & CONS OF DIY (SELF-SELLING) 
 

The Pros of DIY 
• Keep more margin: You avoid a reseller’s cut and keep more of the final sale price — If the item 

sells at its intended value. 

• Control: You set price, terms, and timing. 

• Learning value: You’ll quickly learn what sells and what doesn’t. 

• Locale resale: “As-is” or “improved” can sell quickly on Facebook Marketplace or yard sales. 

 

DIY Works Well When You 

• Already have time, patience & experience. 

• Have items with clear demand. 

• A network with reach and easy shipping or local pickup. 

• Already have accounts set up. 

• Don’t mind learning the rules and regulations of selling platforms. 
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• Can photograph, research, list providing all pertinent information a buyer will need to know, 

message, pack, and ship consistently for a few weeks. 

• Have a garage/workspace for storing, staging, cleaning, repairing and packing. 

• Can meet buyers safely or ship within 24–48 hours. 

• Are okay with paying platform fees and commissions. 

• Are okay with returns, no-shows, and negotiating. 

 
The Cons of DIY 

• Time Cost: Cleaning, repairing, refinishing, and testing items, photos, listings, detailed 

descriptions, messages, haggling, packing, shipping or meeting people locally in safe places, 

returns, and monitoring reviews. If you’re doing a garage or house sale, add getting a town 

permit & small bills to make change, sorting everything, pricing and tagging, setting up tables and 

displays, posting signs, advertising the sale, managing crowds, negotiating nonstop, making 

change, handling early birds, watching for theft, breaking down afterward, collecting your 

neighborhood signs, and hauling away everything that didn’t sell. Poor weather can then wipe 

out that entire investment.  

• Inconsistent results: Demand varies by season, region, platform, and unpredictable timing. 

• Market Risk: Holding vs. Selling 

Holding on to items you don’t have time to sell can work against you. Many collectibles are time-

sensitive, and values often decline as demand shifts, markets become saturated, or collecting 

trends fade. The longer items sit without active buyers, the greater the risk that timing, demand, 

and market conditions move against you. Here are a few examples:  

o Lenox Collectibles: Once widely collected, many Lenox figurines and decorative pieces 

have seen declining resale demand. Large secondary market supply—combined with 

changing tastes—has driven prices down, with many pieces now selling for a fraction of 

their original retail.  

o Department 56 Villages: These were heavily collected for years, but many secondary 

markets are now saturated. As collections come back into circulation, prices soften, 

especially for common or non-retired pieces, and real value is typically captured by the 

time-consuming process of selling pieces individually, rather than as a collection. 

• Safety & logistics: Porch pickups, cash handling, and heavy items can be risky. 

• Nickel-and-dime drains: Packing supplies, cleaning & repairing supplies, platform fees, postage, 

fees for flea market space, gas, tolls, yard sale fees and permits, and your time. Established 

resellers also benefit from volume discounts on shipping and supplies—cost advantages most 

individual sellers don’t have. 

• Account Set Up: If you don’t already have active seller accounts, you’ll spend extra time getting 

verified, setting preferences, learning platform rules, and troubleshooting issues. Most people 

also need multiple platforms—because different categories sell better on different sites—so the 

setup and learning curve multiply quickly. 
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• Experience Gap: If you don’t have experience in selling, expect a learning curve for pricing, 

photographing, listing, shipping, and dealing with buyer behavior and expectations. 

 

DIY Backfires When You 

• Lack experience. 

• Are on a deadline (estate deadlines, move-out dates, renovations). 

• Aren’t able to respond quickly to messages or ship quickly. 

• Don’t have staging space or lifting help. 

• Are uncomfortable meeting strangers or managing payments/disputes. 

• Have large volumes mixed with low value (most households). 

• Underestimate time, expenses, and demand. 

• Overestimate value. 

• Don’t have experience and accounts set up. 

 
Key Takeaway 

Resale outcomes are shaped by access, execution, and market conditions—not just the item itself. 

Selling independently can produce higher returns under the right circumstances, but it requires time, 
experience, and infrastructure. Without those, most sellers encounter limited reach, added costs, and 
inconsistent results, and the risk of declining value over time. 

Understanding the full scope of effort, risk, and economics involved allows for more informed decisions 
and more realistic expectations when determining how to handle items 
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