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Giles Chapman has been buying and selling all his life, relishing the pleasure of collecting and the excellent profits that result from years of accumulated experience. He’s shifted countless car-loads of stuff at car boot sales, both alone and when helping friends, and developed techniques to snag every potential customer and keep them spending. Every single car boot sale he’s been to, as either stallholder or browser, has built his knowledge of the bargaining process, and how to make it work. He’s put some of this to good use by writing on collecting and investing in automobilia for Octane magazine; some of his 30-plus books include Chapman’s Car Compendium and My Dad Had One of Those, and elsewhere he has won awards for his consumer journalism. He lives in Kent . . . and owns an estate car.
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Introduction

Every weekend throughout the summer, and quite a few during the winter too, millions of Britons spend their free time at car boot sales.

The majority come to seek bargains.

They can be shopping for essential items at low prices, to make their personal and/or household budgets go much further. They may be scanning for stuff that’s relevant to a part of their lives right now, such as baby clothes or toys, tools or materials, maybe searching for rare records as a weekend DJ. They can be shopping for their own passions and collections, or be dealers and traders. And, of course, they may just be people who like getting up very early and rummaging, taking the dog along for a walk at the same time.

Sellers make up the smaller component of attendees, and they provide the irresistible pull with their wares. They can range from teenagers selling toys and books they’ve grown out of, to young mums clawing back money on barely worn children’s clothes, to adults with a houseful of possessions to dispose of, maybe after having faced the daunting prospect of sorting out a deceased relative’s home. There are traders and specialists, and White Van Men using their trusty vehicles for some weekend cash-raising.

Many sellers are simply tackling the problem of household clutter head-on, turning back the tide on years of creeping, suffocating, dust-collecting accumulation to make life more bearable and the home a less oppressive place to be.

WHAT THIS BOOK IS ALL ABOUT

This book if for anyone and everyone who wants to go to a car boot sale, either to make money or to shop. It is chock-full of useful advice to make the experience enjoyable and worthwhile.

Part One is for those who want to sell at car boot sales. It tells you how to examine your motives, how to prepare for the big day, how to go about setting out your shop, how to make the most of your limited selling time, and how to keep yourself and your property safe. It tells you what you can and can’t do at a car boot sale, and it fully prepares you for what can be a frantic, if remunerative, few hours grappling with the Great British Buying Public.

But it goes much further than that, and therefore Part Two acts as a guide for buyers. Of course, it is easy to just turn up and wander around at will, ‘grazing’ on anything that takes your fancy. Indeed, in many ways, what could be more relaxing? But if you’re a buyer with a mission, then I have plenty of tips to help you get the most out of your visit. Crucially, I want to help improve your bargaining skills, so that you can haggle with confidence and without causing confrontations. And I have loads of great ideas about every practical aspect of the day itself.

I decided to write this book after countless casual conversations with friends and colleagues over the years about ‘doing’ a car boot sale. What struck me time and again was that most people had seriously considered selling at such an event; indeed, they freely admitted they had so much stuff clogging up their garages, wardrobes, lofts, spare rooms and limited cupboard space that doing something about it was almost essential in order to maintain household sanity.

IT’S CLEAR-OUT TIME. NOW!

But something was holding them back. They were constrained by a reticence to actually get on with it, often based on anecdotal evidence from others who had tried a car boot but found it intimidating, overwhelming or unrewarding, and declared ‘never again’. Yet a further conflicting factor was the genuine feeling that they’d like to turn unwanted stuff into useful cash. And since the recession bit deep in 2008, making everything go further has become increasingly important to all but the most wastefully wealthy. In the ‘boom’ years we might have tipped anything superfluous to our lives into a skip at the local council dump; now, though, as the cost of living has risen and job security has been eroded, many of us recognise the very real need to claw something back from our surplus.

I’ve been going to car boot sales for more years than I can remember, often as a dogged buyer but frequently also as a seller, either on my own or with friends. I’ve been to hundreds and hundreds of them all over the UK; occasionally I’ve come away disappointed but mostly I’ve really made them work for me.

This wealth of experience led me to believe that there was a proper need for a ‘manual’ that could help the newcomer plan every single aspect of car boot selling in advance to achieve a satisfactory outcome. A book all about how to do it properly. And while I was about it, I wanted to share everything I’ve gleaned about the buying process, and the awe-inspiring opportunities that car boots present to find and bargain for the things you really, really want.

SELLERS AND BUYERS MATTER EQUALLY

At first, trying to reconcile the conflicting interest of sellers and buyers in one book seemed impossible. But once I’d split the two camps – in effect packaging two books into one, and examining many of the same interactive areas from each entirely separate viewpoint (as I have done at the events themselves) – I began to realise that appreciating one actually fed an understanding of the other.

For markets are adversarial. Buyers and sellers have different plans. But the one thing they have in common is that they both want, more than anything else, to strike a deal and do business. They need each other, to fully understand each other; they may sometimes deplore one another, but they should also respect each other.

Reading my advice for both sellers and buyers should leave you with an extremely thorough, all-round perspective on every aspect of ‘booty’ trading. Success from either direction is all there for the taking, and my aim is to equip you with the ultimate confidence that you really will achieve just what you want on the day.
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