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How To Make It Big Wth A Used Book Store

Operating a used book store is a lot like owing a recycling
center-not too glanourous until you take a look at the owner's
bank account.

This is an ideal "absentee-owner" type of business, or a snall

i nvestnent type business for someone to start while hol di ng down
a regular, full tinme job. The type of person "best-suited" to
runni ng a successful used book store, is a man or worman who | oves
to read, has coll ected books over the years and enjoys
associating with people of sinmlar interests.

Start-up risks average high, with the average tine period needed
to becone firnmy established, about 3 years. After that "becom ng
est abl i shed" stage however, you should be able to enjoy ownership
of a business without extrene market fluctuations, plus an incone
cl ose to $50, 000 per year or nore.

Ideally, a used book store will need a market popul ation of at

| east 50, 000 persons to support it. Try to |locate your store in a
"high traffic" area, as near as possible to a college or

uni versity canpus. Sonething to bear in nind is the shopping
habits of the average used book buyer: First, he is a browser. He
noti ces your shop, drops in and begins | ooking around to see what
ki nd of books you have available. If he spots sonething that
really interests him he'll probably buy then and there. If not,
and provided you've made himfeel confortable this first tine in
your store, he'll be back-dropping in to browse whenever he's in
t he area.

Shopping Malls are an excellent |ocations for book stores.
Locati ons near other, or "new' books stores are also very good-
if the buyer doesn't find what he wants in the "other" book
stores, he'll check your store. Grocery store shopping centers
are generally poor |ocations for book stores of any ki nd.

It's inportant that there be a | ot of casual strollers in your
| ocation area, and that you encourage these people to drop in,
and browse around.

If you want the entire front of your store to be a show

wi ndow. . . take pains to arrange your w ndow display in an

uncl uttered manner, showi ng the kinds of books you
have. .. However, a w ndow display is not really necessary...nore
important is a window for the passers-by to see into your
store... At any rate, if you do go with a wi ndow di splay, keep it
| ow- never nore than 36 inches high leaving a I ot of roomfor the
peopl e passing to see in youe store, and notice the people
browsi ng thru your books. We know of one successful operator who
had nenbers of his fanily, relatives and friends, purposely
"browsing" thru his store, just to project that kind of inage for
the store.

Once you have your store |location selected, paint the entire
interior in a dark, warm col or, such as nmahogany. Install a

i ghter shade of indoor/outdoor carpet throughout. The |ighting
shoul d be indirect, and sonewhat subdued to give the store a warm
feeling.

file:///N|/18-HOW_TO/14-035.txt (1 of 7) [1/4/2001 10:55:55 PM]



file:///N|/18-HOW_TO/14-035.txt

Locat e your checkout counter parallel to one of the side

wal l's...You don't want it blocking or guarding the easy entry or
exit fromyour store. You want your custonmers to feel confortable
just visiting your store. in other words, do everything you can
to encourage the browser, because it's proven tine and tinme gain
that the browsers are the book buyers. Allow the people to cone
and do generally as they please;to pick up thunb thru the books

that interest them to read themand “fall in [ove" with them
These will be your real book buyers.
Your book shel ves should run al ong each side wall, and across the

back of the store. Don't build them nore than six feet high.
Partition these shelves into sections about four feet w de, and
at the top of each section, place a sign

i ndicating the general subject matter of the books to be found
in that section.

Paper the walls of your store, fromthe top of your book shel ves
to the ceiling with posters--colorful and descriptive travel
posters, broadway show bill boards, concert posters and full color
dust jackets from books that are perennially popul ar.

The next thing is to build or buy half shelves, tables and

revol ving racks for other or nore books. The half shel ves--about
4 feet wide by 4 feet high and sinilar to book cases in your
hone--shoul d be located at right angles to your wall shelves, and
in the rear of your store. The tables should be about 3 feet wide
by 4 feet long, and about 30 inches high. These al so should be

| ocated at right angles to your wall shelves, but closer to the
front of your store. Arevolving wire rack, to hold currently
popul ar or specially featured books, and | ocated at the front of
your store, will be a special extra nerchandising effort that'l
really pay off in sales of your books.

In locating your half shelves and tables down the niddle of your
store, stagger them-one 3 feet fromthe wall shelves, the next
one 6 feet out, then 4 feet and so on. This will allow people to
be "seen" in your store; cut down on the appearance of a fornal
or mlitary layout, and project a nore casual atnosphere for
browsing and this is precisely what you want. This kind of
arrangerment will cost you sone space, but it will be worth it
with increased traffic.

Anot her nerchandi sing idea that works very well is a couple of
revolving wire racks on wheels...These you push outside and
position near the entrance to your store. You can feature popul ar
paper backs, and a few oversize hard cover books with bright,
flashy colors in these racks.

Your store hours should match those of your neigbors...In fact,
you cold "junp off to a quick start,”" by opening a half hour
earlier than your neighbors. Use his opening half hour to take
care of paperwork, and get yourself organized for the day. Wen
the early shoppers see you're open early, they' |l begin com ng
into your store to "browse and kill tinme" while they wait for the
other stores to open

If you cannot be there to "open the store,”" then hire part tine
hel p. The best arrangenent is house wi ves or college students in
4 hour shifts at the m ni nrum wage.
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First off, wite out a list of duties you want each clerk to
performwhile he's on shift. In addition to taking care of sales
transactions, you mght want himto do sone stocking, dusting,

cl eaning, sorting and prcing..Regardl ess, you'll have fewer

probl ens and enjoy bigger profits if you formally wite these
"shift duties" out, and post themas job requirenents, and

expl ain them when you interview for hired hel p.

Look for, and try to hire only book | overs who are personabl e,
out goi ng, and have sone sort of business aptitude. You the train
these people in all phases of your operation, with the thought in
mnd that they will run the store in your absence, and eventually
be your store manager. the best way to find such people is by
talking with your customers, observing which mght be willing to
work for you, and which of them m ght best fulfill your needs.

You'll need a outside sign for your store- preferably one that
hangs right angles to the flow of traffic in front of your store.

Many successful used book stores utilize hand-carved wooden
signs, while others display painted signs with calligraphic
lettering. By all neans, spend the extra hundred dollars or so to
have spotlights installed on your store front, focusing on your
store signs. Backlit plastic signs just don't create the
confortabl e i mage necessary for the success of a good used book
store

Newspaper and/ or broadcast advertising will be nmuch nore
expensive than it's worth. Your best bet is to create a
confortable feeling and open invitation for browsers, price your
stock fairly, concentrate on personal service, and |et

wor d- of - mout h advertising and tinme do the rest.

Even so, you should run an ad in the yell ow pages. perhaps and ad
in the college paper, and fromtinme to tinme, special sales ads in
your | ocal shopping papers. |nexpensive flyers inviting people in
to exchange books, or to just browse, can be printed at your

| ocal quick print shop and handed out or placed under the

wi ndshields of cars in the larger shopping center parking |lots.
Advertising, and special sales during holiday periods such as
Christmas, Mdther's Day and Father's Day are generally quite

ef fective in bringing new custoners into your store.

Most used book store entrepreneurs use their own book coll ections
as start-up inventory base. In addition, talk to as nmany

nei ghbors, friends and rel atives as possible for the donation of
books. Then start making the rounds of all the garage sal es and
flea markets. You should have at | east 10, 000 books in stock when
you open for business- and that's a | ot of books. Search for
books to sell-those you can buy for 25 cents or less--in al

thrift shops, Goodwill stores and Salvation Army outlets. Church
bazaars and estate sal es al so soneti nes provide you with al nost
"conplete" libraries.

You might place a small ad in your newspaper announcing that

you' re | ooking for good used books to buy. Generally, you

eval uate a book according to the price you think you can get it
for in your store. Then you subtract two thirds of that total

and of fer that as your " buying" price. Always separate the books
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you feel certain you can sell fromthose you aren't sure about.

It's going to take awhile for you to beconme proficient as a book
buyer, but with practice and sone experience, you'll quickly
develop the "intuition" you need to realize a profit on every
book you buy. Always flip thru the pages of each individual book,
and be sure of its condition before you quote a price. In many
instances you'll also find that out of a box of 25 books, you're
only interested in buying 10...The seller will generally be
wanting to get rid of his books, now. ..And for a coupl e of
dollars nore than your "bid price" on the 10 books you want,

he'll let you have all 25 of them.This is like a windfall to you
because you can al ways use the "unwanted" books as | eader itens
or extras to generate traffic during two-for-one sales; all books
on a certain table for just a nickel each; or your choice of free
books for everyone conming in to browse on certain days.

You shoul d carry hardcover as well as paperback books. Pay no
nore than 25% of new price for a mint condition hardcover book
and buy only those you are certain can be sold in your store. pay
no nore than 10% of the new price for a mnt condition used

paper back, and steer clear of the hard-core sexually oriented
books.

Visit the libraries and book stores in your area. Cbserve what

people are interested in reading and what they're checking out or
buyi ng. Stock your store with these kinds of books.
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belowis a listing of the kinds or types of books you should
consi der stocking in your used books store:

BUSI NESS BOOKS: These shoul d i ncl ude books on | eadership, career
advancenent, time managenent and peopl e nanagenent.

HOW TO BOOKS: These shoul d include all the self-help and

sel f-inprovenment manual s you can find--nmail order, auto repair,
carpentry, netal work, home buil ding, gardening, and busi ness
start-up.

COOX BOOKS: You'll probably be surprised at how nmany peopl e buy
books relating to the culinary arts. A well stocked cookbook
section will nmean definite profits for you. Forget about books on
di eti ng, honme econonics, and etiquette--these just don't do well
in used book stores.

SPECI AL | NTEREST BOOKS: Watch and listen to the people of your
area...Be on the | ookout for people into Wrld War, history,
avi ation, sports perfection, novies and just plain old book
collectors. ..

PAPERBACKS: W nen's romance, science fiction, nysteries, and

hi storical novels are all good nobvers--currently enjoying an
upsurge in popularity and sales. These will be the "best novers"
in your inventory, so devel op good sources of supply, and price
them for fast sales.

Bui | di ng and mai ntai ni ng your inventory, while continuing to
rapidly turn that inventory over, can be handled in a nunber of
different ways. It's not a good idea for you to exchange two or
three of your custoner's books for one of yours. There's always a
variance in price, plus you nay not want the type of books your
custonmer is offering to trade.

The nost feasible plan seens to be to give the custoner a "credit
chit" for each book you buy fromhim Sinply

have a supply of business cards pronoting your store, printed at

your local quick print shop. On the back of the card, have them

print sonething al ong these |ines:

"The bearer of this card is entitled to cents
credit on 50% of the listed price of any book at Ye O den Book
Store/s/ Your Signature."

Then when soneone brings in a couple of books to sell, you pay
himin credit chits, marking in the anount and signing your name
on the card. An easier way night be to have your signature
printed on the cards when you order them-you or your clerk would
sinmply fill in the credit amount, and enboss the card with a

not ary-type enbosser

Usual Iy, you allow 20 to 25 cents for m nt condition paperbacks,
and about one quarter of your selling price for hardbacks. Al ways
nmake sure the custoner understands that regardl ess of how many
"credit chits" he has, the credit chits can only pay for half the
purchase price. This of course, is to protect your cash-flow
probl ens, and your incone of "hard noney."

file://IN|/18-HOW_TO/14-035.txt (5 of 7) [1/4/2001 10:55:55 PM]



file:///N|/18-HOW_TO/14-035.txt

Many used book stores add to their incone potential by adding
tape cassette lending libraries. These are a real noney nakers
with a kind of service tat |lends out "books on tape" and speci al

| earni ng prograns where portions of the rental fee applies to the
purchase of the original tape cassette.

A great many used book stores add to their incone by running nai
order book selling operations in addition to the retail business.
This is a natural, either for a retail operator wanting to expand
his nmarket or a mail order operator wanting to increase his

i ncome.

TYPI CAL USED BOOK STORE START-UP COSTS. . ..

1,000 TO 1, 500 SQUARE FOOT STORE

RENT (1st and Last nonth's).......... $1, 000 to $2, 000
UTILITY & PHONE DEPCSITS. .. .......... $50 TO 300
| NSURANCE (1st Quarter Paynent)....... $100 TO 200
LICENSES & PERMTS. . ................. $50 to 250
INVENTORY. . . .. $2,500 to 5, 000
SHELVING & REMODELING . .............. $2, 000 TO 5, 000
M SC (Decorating, checkout counter

cash register, supplies........ $1,000 to 1,500
LEGAL & ACCOUNTING .................. $600 TO 1, 200
ADVERTI SING & SICNS. . ................. $1, 000 TO 3, 500
TOTAL. . . $8, 250 TO 18, 950
OPERATING CAPI TAL. . ... ... $5, OO0 TO 12, 000

Ent repreneur shoul d have enough operating capital in reserve to
not only keep the store operating for the first year, wthout
counting on anticipated profit, but also enough for unseen
energenci es wi thout having to count upon inconme fromthe store to
see hi mthrough.

TYPI CAL USED BOCOK STORE MONTHLY OPERATI NG COSTS. .

PAYROLL. . . ... $1,500 to $2, 500
OMER/ OPERATOR SALARY. . ............. $1, 000 to $2, 000
RENT/LEASE. . . ... ... ... . . $ 600 to $1, 000
ADVERTISING .. ....... ... . $ 500 to $ 1,000
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DEPRECIATION. . ... ... . $ 100 to 150
UTITLITIES & PHONE. . .. ............... $ 150 to 300
PRI NTI NG & STATIONERY. . .............. $ 100 to 200
SHIPPING COSTS. .. ... .. i $ 100 to 150
INSURANCE. . . . ... .. $ 50 to 100
MAINTENANCE. . . ... ... . $ 50 to 100
M SCELLANEQUS. . .. ...... ... .. .. ..... & 100 to 150
TOTAL. . . $4, 200 TO 7, 650
OPERATING COSTS. . ... ... o $4, 200 TO 7, 650
ANTI Cl PATED SALES. .. ................ $5, 000 TO 8, 500
NET PROFIT BEFORE TAXES............. $ 800 TO 850
PRO FORVA ANNUAL INCOVE (B/T)....... $9, 600 to 3, 000

A word of caution: Though you nust project an open, COVFORTABLE
invitation to browsers and woul d-be book buyers, you MJST al so

i nconspi cuously guard agai nst shoplifters and outright thieves.
The best is to place mirrors strategically throughout the store
SO you can see your custonmers fromthe checkout desk at al
times. Your snaller and nore expensive books should be kept up
front SO that you can see them and what your custoners are doing
with them w thout seening to be guarding them There are a
nunber of theft prevention gadgets and devi ces avail abl e, but
even nore inportant is alert hired help that can keep an eye on
the custoners w thout nmaking them feel they're being watched.

The risks of starting a used book store are high for the dreaner
unaware that it's just another retail business and should be
handl ed as such. Well organized and intelligently-operated used
book stores are very stable, and they provide a very confortable
i ncone for the owner-operator willing to persist thru the
start-up peri od.

This can be the kind of business you've al ways dreanmed of owni ng,

but you'll have to have the patience to let it grow and the
perseverance to see it thru to its ultinmate success. Wth these
thoughts in nmind, | say reach for the sky and nmay the angels of

paradi se al ways be smiling upon you with endl ess good fortune!
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