
Garage sales are a tradi-
tion in many commu-
nities, but that doesn’t 

mean every piece of advice 
you hear is worth following. 
Some common myths about 
garage sales can actually hurt 
your chances of success if 
you believe them. Here’s a 
closer look at a few persistent 
myths — and the truth behind 
them. 

MYTH 1: EARLY BIRDS 
GET THE GOOD STUFF
It’s true that serious bar-

gain hunters often arrive 
early, but great finds can pop 
up all day long. Many sellers 
restock tables after the early 
rush, and some even put out 
new items as the day goes 
on. Plus, afternoon shoppers 
often score the best deals, 
since sellers are more will-
ing to negotiate lower prices 
toward the end of the sale.

If you’re shopping, don’t 
assume it’s not worth stop-
ping by after 10 a.m. If 
you’re selling, remember 
that staying organized and 
freshening up your display 
can help attract buyers all 
day long.

MYTH 2: NEVER SELL 
FURNITURE

Some people believe that 

furniture doesn’t sell well at 
garage sales because it’s too 
bulky or hard to move. In 
reality, clean, gently used fur-
niture is one of the biggest 
draws for shoppers. Items 
like chairs, tables, shelves 
and dressers tend to sell 
quickly — especially when 
priced fairly and placed 
prominently at the front of 
your sale.

Just be honest about the 
condition and make it easy for 
buyers to load large pieces by 
offering assistance or having 
dollies on hand if possible.

MYTH 3: YOU HAVE TO 
SELL DIRT CHEAP

While buyers are looking 
for deals, that doesn’t mean 
you have to undersell every-
thing. Well-maintained, 

desirable items — such as 
brand-name clothing, tools, 
baby gear and electronics — 
can command good prices if 
they are clean, organized and 
clearly labeled.

Setting fair prices, being 
open to polite negotiation and 
showcasing the value of your 
items will help you find the bal-
ance between moving invento-
ry and maximizing profits.

SMART SELLERS BUST 
THE MYTHS

Successful sales come from 
preparation, organization and 
fair pricing — not from outdated 
advice. By focusing on what 
shoppers want and running your 
sale thoughtfully, you’ll prove that 
the old myths don’t hold up — 
and that a well-run garage sale is 
still one of the best ways to clear 
clutter and make extra cash.
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garage sales can actually hurt 
your chances of success if 
you believe them. Here’s a 
closer look at a few persistent 
myths — and the truth behind 
them. 

MYTH 1: EARLY BIRDS 
GET THE GOOD STUFF
It’s true that serious bar-

gain hunters often arrive 
early, but great finds can 

pop up all day long. Many 
sellers restock tables after 
the early rush, and some 
even put out new items as 
the day goes on. Plus, after-
noon shoppers often score 
the best deals, since sellers 
are more willing to negotiate 
lower prices toward the end 
of the sale.

If you’re shopping, don’t 
assume it’s not worth stop-
ping by after 10 a.m. If you’re 
selling, remember that stay-
ing organized and freshening 
up your display can help 
attract buyers all day long.

MYTH 2: NEVER SELL 
FURNITURE

Some people believe that 
furniture doesn’t sell well at 
garage sales because it’s too 
bulky or hard to move. In 
reality, clean, gently used 
furniture is one of the big-
gest draws for shoppers. 
Items like chairs, tables, 
shelves and dressers tend to 
sell quickly — especially 
when priced fairly and 
placed prominently at the 
front of your sale.

Just be honest about the 
condition and make it easy 
for buyers to load large pieces 

by offering assistance or hav-
ing dollies on hand if possi-
ble.

MYTH 3: YOU HAVE TO 
SELL DIRT CHEAP

While buyers are looking 
for deals, that doesn’t mean 
you have to undersell every-
thing. Well-maintained, desir-
able items — such as brand-
name clothing, tools, baby 
gear and electronics — can 
command good prices if they 
are clean, organized and 
clearly labeled.

Setting fair prices, being 
open to polite negotiation and 

showcasing the value of your 
items will help you find the 
balance between moving 
inventory and maximizing 
profits.

SMART SELLERS BUST 
THE MYTHS

Successful garage sales come 
from preparation, organization 
and fair pricing, not from out-
dated advice. By focusing on 
what shoppers want and run-
ning your sale thoughtfully, 
you’ll prove that the old myths 
don’t hold up and that a well-
run garage sale is still one of 
the best ways to clear clutter.
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SELLER’S TIP

Trust Your Own Sale Strategy
Don’t let old garage sale myths guide your choices. A well-organized, fairly priced sale will succeed no matter what outdated advice says.
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