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Before you start

This is a working manual, not a motivation book. It teaches one skill: buying things that are priced below what they are worth, and selling them for what they are worth. People call it flipping, reselling, or arbitrage. The mechanics are the same everywhere.

Two promises about how it is written.

No hype. You will not find “quit your job in 30 days” in here. Most people who try this quit because their first ten flips made €4 each and they never worked out why. This book is mostly about why.

Nothing you cannot check. Every number in the worked examples comes from real listings. Every button and screen described here exists in FlipGap today. Where something is a rule of thumb rather than a fact, it says so.

Planning figures, not a payout quote. FlipGap uses a conservative business-reseller allowance for selling fees, postage and returns. Your real marketplace charge depends on the venue, category, account type, seller performance, tax and optional promotion; private selling is fee-free in some markets. Open the advanced calculator and replace the defaults with your own costs before you buy. Product and fee details in this edition were reviewed on 14 August 2026.

What you need: a phone, somewhere to store a few boxes, and between €200 and €500 you can afford to have tied up in stock for a few weeks. Less works, it is just slower.

What this book is not: tax advice, legal advice, or a guarantee of income. Rules on selling as a business, on VAT, and on what you may resell differ by country and change often. Chapter 11 tells you which questions to ask; a local accountant answers them.






1. The four numbers that decide everything

A flip is one sentence: you buy a thing for less than someone else will pay for it, and the difference is bigger than the cost of doing the deal.

That last part is where nearly everyone goes wrong. Four numbers decide whether a flip is worth doing.

1. What you pay. The listing price, plus whatever it costs to get the item into your hands — the train fare, the fuel, the postage if it is shipped to you.

2. What it really sells for. Not the highest price you saw on a marketplace. What items exactly like it actually sold for, recently. An asking price is a wish. A sold price is a fact.

3. What selling costs. This is the invisible one. A marketplace may take no transaction fee from some private sellers or more than 13% from a business seller, depending on the country, category and account. Postage to the buyer costs money. And some sales come back: the buyer changes their mind, the parcel goes missing, the item arrives with a scratch nobody noticed. Across everything you sell, count on a few percent of your revenue never sticking.

4. How long your money is stuck. €50 profit in four days and €50 profit in four months are not the same business. The first one, repeated, is a living. The second is a cupboard full of stuff.

Put the first three together and you get the only equation you need:

what you keep  =  real sale price
                − marketplace cut
                − postage to the buyer
                − allowance for refunds
                − what you paid
                − what it cost you to collect it

Here is that equation applied to a listing that was live on FlipGap’s German feed while this chapter was being written.


Samsung Galaxy S10 Lite, 128 GB, listed at €100. Items like it sell for about €140.



Looks like €40. It is not.




	Sells for
	€140.00



	Marketplace allowance (11% + €0.45)
	−€15.85



	Postage to the buyer
	−€5.99



	Refund allowance (3%)
	−€4.20



	You paid
	−€100.00



	You keep
	€13.96





€14, not €40. Still a possible profit — roughly turning €100 into €114 if the comp and cost assumptions hold — but it is a different decision than the one “€40 profit!” invites you to make.

Now the same maths on a cheaper find from the Spanish feed:


Golden Sun for Game Boy Advance, listed at €25. Copies sell for about €40.



That is 37% below market, which sounds excellent.




	Sells for
	€39.99



	Marketplace cut (11% + €0.35)
	−€4.75



	Postage to the buyer
	−€5.99



	Refund allowance (3%)
	−€1.20



	You paid
	−€25.00



	You keep
	€3.05





Three euros. For a message thread, a trip, a box, a queue at the post office, and the chance the buyer says it arrived scratched.



Galaxy S10 Lite · €140 salewhat you paidcosts€14



Game Boy game · €40 salewhat you paidcosts€3




This is the single most important idea in the book. Percentage below market tells you nothing on its own. A 37% discount on a cheap item is pocket change. A 25% discount on an expensive one can be a good day. What matters is what lands in your account, and how much of your money and time it took to get there.

The good news: FlipGap does this arithmetic for you on every listing it shows. Chapter 3 shows you where to read it.


Your two floors

Working resellers do not evaluate deals one at a time. They set two floors and ignore everything below them.

An absolute floor — the least you will accept for the trouble. Below this, the deal is not worth a message, a trip, or a box, no matter how good the percentage looks. Most people land between €30 and €50.

A rate floor — the least you will accept for tying up your money. Expressed as what you keep, divided by what you put in. Below this, your cash is better spent on the next deal. 25% to 30% is a normal starting point.

A deal has to clear both. €200 profit on a €4,000 camera is only 5% — one bad sale wipes out ten good ones. €35 profit on a €50 buy is 70%, which is great, but you need a lot of them to make a living.

Write your two numbers down now. You will type them into FlipGap in Chapter 7, and from then on it will simply stop showing you the rest.







2. Your first hour

Six steps. None of them take longer than a few minutes.


Step 1 — Open the right country

Go to flipgap.com. Pick your market from the country selector, or go straight to it:










	/ United States
	/uk United Kingdom
	/de Germany
	/fr France



	/es Spain
	/it Italy
	/nl Netherlands
	/pl Poland



	/au Australia
	/ca Canada
	/br Brazil
	/mx Mexico



	/il Israel
	/tr Türkiye
	
	





This matters more than it looks. The country sets which marketplaces get searched, which currency you see, and — because postage and marketplace fees differ by country — what the profit maths says.

Coverage varies by source availability. The main surfaces are:


	United States — Craigslist, eBay

	United Kingdom — Gumtree, eBay UK

	Germany — Kleinanzeigen, Markt.de, eBay

	France — Leboncoin, eBay France

	Spain — Wallapop, Vinted, eBay España

	Italy — Subito.it, Vinted, eBay Italia

	Netherlands — Marktplaats, Vinted, eBay Nederland

	Poland — OLX, Vinted, eBay

	Australia — Gumtree Australia, eBay Australia

	Canada — Kijiji, eBay Canada

	Brazil — OLX Brasil, Mercado Livre

	Mexico — Mercado Libre

	Israel — Yad2

	Türkiye — Sahibinden



Some countries also use additional Craigslist or cross-border sources behind the scenes. A source can be temporarily unavailable or return no usable results; the marketplace selector on the search page is the current source of truth.



Step 2 — Look at the Hot Feed before you search anything

Go to /feed (or /de/feed, /es/feed, and so on). This is a live list of underpriced listings found across those marketplaces in the last 24 hours. No search terms, no setup.

Spend ten minutes here before you do anything else. You are not shopping — you are learning what “underpriced” looks like in your market. Notice which categories keep appearing. Notice how often a big percentage sits on a cheap item.

Two controls at the top:


	Minimum underpricing % — starts at 25%. Push it to 40% to see only the extremes.

	Maximum price — set this to what you can actually afford to have tied up.





Step 3 — Run a search on something you know

Type a product you understand into the search bar — a camera, a console, a brand of power tool, a make of watch. Something where you would notice if a listing were wrong.

FlipGap searches the local marketplaces live, works out what each item really sells for using recent eBay sold prices, and shows you what you would keep on each one.

Search first on something familiar, because that is how you learn to trust — or distrust — the numbers. If the prices for a thing you know cold look right, the prices for things you do not know are probably right too.



Step 4 — Create an account

Free, and you need it for anything that remembers you: saved searches, alerts, and your watchlist.


	Free — unlimited searching, every deal visible, the profit maths, the last 24 hours of finds, 5 saved searches, 1 email alert a day.

	Premium (€19/month) — unlimited saved searches and alerts, the full flipper dashboard, Discord alerts, 30 days of price history, advanced filters, CSV export, and inventory tracking.

	Business (€99/month) — team accounts, API access, custom alert routing, and profit-and-loss reporting.



Start free. Upgrade when the free limits are actually in your way — which usually means when your saved searches are making you money and you want more of them.



Step 5 — Finish the short setup

New accounts get a four-step walkthrough: pick the categories you care about, name your first search, set a minimum return percentage, and choose a priority or daily alert. Two minutes.

Pick at most two categories. Chapter 5 explains why that constraint is the whole strategy rather than a limitation.



Step 6 — Set your currency and language

Top of the page. FlipGap converts prices when you look across borders, so set the currency you actually bank in. Otherwise you will do a currency conversion in your head at the exact moment you should be reading a profit figure.

End of hour one: you can see live underpriced listings in your market, you have run a search on something you know, and you have an account. Do not buy anything yet. Chapter 3 first.







3. How to read a deal card

Every listing in FlipGap is a card, and every card is trying to answer one question: should I chase this? Here is every number on it.


The headline: Deal Score

A number from 0 to 100 with a label. It blends how far below market the price is, how confident we are in that market price, the item’s condition, whether there is a real photo, how fresh the listing is, and whether the seller sounds in a hurry.




	Score
	Label
	What it means





	85+
	Steal
	Rare. Chase it now, before you finish reading.



	70–84
	Great
	Worth acting on today.



	50–69
	Good
	Worth a look if it is in your categories.



	30–49
	Fair
	Thin. Usually not worth the trip.



	under 30
	Poor
	No.





The score is deliberately capped: past a certain point, “too cheap” stops meaning bargain and starts meaning something is wrong with the listing. A price 90% below market is more likely a scam or a broken item than the find of the year.



The two prices

Your price is what the seller is asking. Market price is what items like it actually sell for — and how that number was reached matters, so FlipGap always tells you:


	Market average — based on recent completed sales of the same product. The number to trust.

	RRP / list price — the manufacturer’s new price. Fine as a reference point, but a used item will not fetch it. Treat any “saving” against this figure with suspicion.

	Category estimate — we could not find an exact match and this is a broad guess. Do not buy on this number alone.



Hover or tap the market price and you get the working: how many sales it is based on, the price range those sales covered, and a confidence rating. A market price based on two sales is a rumour. One based on twenty is evidence.

FlipGap will refuse to show a market price rather than invent one. When the comparable listings are clearly a mix of different products — the classic case is a console where the search results are mostly games — it declines to score the deal at all. A blank is an honest answer. A confident wrong number costs you €300.



Net profit — the line that decides it

The green box. It shows what you keep after everything, plus your net return on the cash you put in.

Under it, the arithmetic in one line: the gross gap, minus estimated selling costs. Those costs are the marketplace allowance, postage to the buyer, a refund allowance, and whatever it costs you to collect the item. Hover it to see what the estimate includes; use the advanced calculator when your real costs differ.

Read this box before the Deal Score. The score tells you how unusual the price is. This tells you whether it is worth your Saturday.

For bulky things — sofas, fridges, washing machines, bikes — FlipGap assumes you will sell locally rather than post them, so there is no marketplace cut and no postage. But it also charges a “hassle” amount against the profit, because collecting a sofa costs you a van and half a day, and a €40 margin on a couch two towns over is not €40.



The badges

Small labels, each one a specific warning or a specific opportunity.

Condition and completeness


	Faulty / heavy wear — the price was adjusted down accordingly.

	Missing accessories — no charger, no cable, no lens cap. Costs you money to make whole.

	Full set / head only — for watches: box and papers, or neither. This can be a third of the value.

	Sealed / opened / incomplete — for collectibles like LEGO, three different markets with three different prices.



Risk


	Verify seller (amber) — a big discount from a seller with no track record. The classic profile of both scams and hidden defects. Not an accusation, a reason to ask more questions.

	Listing under review — several independent risk signals at once. Read Chapter 10 before you send money.

	May not match your search — the item looks like it belongs in a different category than what you searched.



Opportunity


	Just listed — you are early. Move.

	Moving sale / must sell / urgent — the seller’s own words say they are motivated. These are the listings where an offer gets accepted.

	Pickup only — fewer buyers can reach it, so there is less competition. Good if you have a car.

	Hidden gem — found through a misspelling or an unusual spelling of the product name. Almost nobody else is seeing this listing. More on why this matters in Chapter 6.

	Ships from another country — check customs and return friction before you get excited.





What a card cannot tell you

It has not held the item. It cannot see inside the phone. It does not know the seller. It reads text, prices and photos — nothing more. Everything on the card is evidence for a decision that is still yours.







4. The floors, in practice

Chapter 1 gave you two floors. This chapter turns them into a habit.


Why percentages lie

Three real listings from FlipGap’s feeds, all of them “great” by percentage:












	Item
	Buy
	Sells for
	Below market
	You keep
	Net return





	Game Boy game (ES)
	€25
	€40
	37%
	€3.05
	12%



	Galaxy S10 Lite (DE)
	€100
	€140
	29%
	€13.96
	14%



	Apple Watch S9 (ES)
	€170
	€297
	43%
	€79.04
	46%







Game Boy game · 37% belowpaidcosts€3



Galaxy S10 Lite · 29% belowpaidcosts€14



Apple Watch S9 · 43% belowpaidcosts€79




Same feed, same day. The first is not worth the trip. The third is a good day’s work. The percentage column ranks them almost backwards.

The pattern is simple arithmetic that most beginners learn the slow way: fixed costs eat cheap items alive. Postage and the fixed part of the marketplace fee are roughly the same whether the item sells for €40 or €400. On a €40 item they are a fifth of the sale price. On a €400 item they are a rounding error.

Which gives you the first rule of thumb:


Under about €60 resale value, an item has to be nearly free to be worth flipping. The exceptions are things you can sell in a bundle, and things you can hand over in person with no postage at all.





Setting your own floors

Absolute floor. Ask: what is the least amount of money that makes a message, a trip, a photo session, a listing, a box and a post office queue worth doing? Be honest. For most people it is €30 to €50. If you are picking things up on foot in a dense city, it can be €20. If every collection is a 40-minute drive, it is €60.

Rate floor. Ask: if I put €100 into this, how much does it need to come back as? Below 20% you are working for the marketplace. 25–30% is a healthy working figure. Above 50% you are either very good, very lucky, or missing a defect.

Both, always. A deal that clears one but not the other is a deal you skip. This is the discipline that separates people who make money from people who own a lot of stuff.



The cost of time

The equation in Chapter 1 leaves out one thing: how long your money is stuck.

Two flips, both clearing €50. One is a phone that sells in four days. One is a niche amplifier that takes three months. With €500 of working capital, the phone can run about seven times a month. The amplifier runs once a quarter.

You will not always be able to tell. But you can learn it for your own categories fast, because you are about to specialise — which is the next chapter.

A useful habit: when a deal is borderline, ask “how quickly does this sell?” before you ask “how much is in it?”. Slow money is not just late money; it is money that cannot be used for the next four deals.







5. Pick a lane

Beginners hunt everything. Professionals own two or three categories and ignore the rest of the world.

That sounds like a limitation. It is the entire advantage.


Why narrow wins

You spot wrong prices instantly. If you know cordless drills, you know a bare tool from a full kit at a glance, and you know that the difference is €90. Someone who does not will read both listings as “drill” and see nothing.

You know what is broken before you go. Every category has its own failure modes and its own lies. Phones: battery health, iCloud lock, aftermarket screens. Lenses: fungus, stiff focus, dented filter threads. Watches: replacement dials, missing papers. You learn these once per category, not once per item.

You get faster. The whole game on genuinely underpriced local listings is being first. Recognition beats analysis. If you have to research a product before you message, you are already third in the queue.

Your money moves. Knowing your category means knowing what sells in a week and what sits for a season.



How to choose

Three questions. All three should be a yes.

Do you already know something about it? A hobby, a job you had, a thing you collect. Ten years of amateur photography is a real edge in used camera gear. Do not skip this to chase whatever is fashionable.

Is it small enough to post, and dear enough to matter? The sweet spot for most people is items with a resale value between roughly €80 and €600 that fit in a parcel. Below that, fixed costs eat the margin. Above it, one bad buy hurts. Bulky items can work brilliantly if you have a van and a local market, but they are a different business.

Do sellers get it wrong? This is the real question. Some categories have many sellers who do not know what they own: inherited equipment, gear from an abandoned hobby, “my son left this here”. Others — current-model phones, popular game consoles — have sellers who checked the price online before posting. Guess which pays better.

Categories where sellers are routinely wrong: camera lenses and film cameras, musical instruments and studio gear, power tools, older watches, LEGO sets, vintage audio, specialist sports equipment.



Testing a lane in one week

Do not commit on a hunch. Test.


	Days 1–2. Search 10–15 specific products in the category. Not “camera” — “Canon EF 50mm f/1.4”, “Nikkor 35mm f/1.8G”. Note how often anything clears both your floors.

	Days 3–5. Set up saved searches (Chapter 7) for the five most promising and let them run.

	Days 6–7. Count. How many listings cleared both floors in a week? How many would you have been confident enough to buy?



Three or more good candidates in a week — the lane works, go deeper. One or two — keep it as a side lane, test another. Zero — the category is efficient, or your search terms are too narrow. Try broader terms once, then move on.

Run this test on two or three categories over a month. Keep the two best. That is your business.







6. Where underpriced things come from

Underpricing is not random. It has a handful of repeating causes, and once you can name them you can hunt them directly instead of waiting for luck.


1. The seller does not know what they have

The most common cause and the most profitable. Somebody is selling a relative’s camera, a partner’s guitar, a box from the attic. They price it by feel — “it’s old, €50 seems fair” — and it is worth €400.

The signal is the listing itself: a vague title, a short description, no model number, photos taken on a kitchen table.



2. The title is nearly empty

A listing that says “Objektiv 50mm gebraucht” instead of “Canon EF 50mm f/1.4 USM” is invisible. Nobody searching for the actual product will ever see it, so it sits, and it sits, and eventually the price comes down.

Poor titles are a positive signal for a buyer. Less competition and a seller who has already learned that nobody is interested. Search deliberately for the vague version of your products: “lens”, “guitar”, “cordless drill” — plus a price ceiling.



3. The brand is misspelled

Cannon. Panasonik. Bose Quietcomfort. Techniks. Every one of those listings is invisible to every buyer who spells it correctly.

FlipGap looks for spelling variants automatically and marks what it finds as a hidden gem. You can also do it by hand: try the wrong spelling of your favourite brands once a week. It takes two minutes and it is one of the few genuinely unfair advantages available to a beginner.



4. It is in the wrong category

A camera lens posted under “home and garden” gets no camera buyers. FlipGap suppresses obvious category mismatches when it can, but it does not currently expose a dedicated wrong-category hunt. To search for these by hand, use vague product terms inside neighbouring categories and verify the item carefully before treating low visibility as an advantage.



5. It is a bundle

“Konvolut”, “job lot”, “collection”, “bundle”. Most buyers want one thing, so lots are priced for the one thing the buyer wants and the rest comes free. Splitting a lot into individual sales is one of the most reliable strategies in the business.

The catch: a lot is only worth what you can identify. Count the items you can name and price those. Treat everything else as zero. If the lot still clears your floors, it is a good buy.



6. The seller is in a hurry

“Umzug”, “muss weg”, “moving abroad”, “need gone this weekend”. This is the strongest predictor that a below-asking offer gets accepted. FlipGap detects this language and shows it as a moving sale or must sell bullet on the card.

Urgent sellers reward speed and politeness, not haggling. “I can collect this evening, cash” beats a lowball by a wide margin.



7. The price keeps dropping

A listing that has been relisted three times at lower prices is a seller who has learned nobody wants it at their price. They will take an offer. Watch items that sit; sometimes the right move is to wait a fortnight and then offer.



8. The border

The same product is structurally cheaper in one country than another. Poland and Italy are often cheap for used electronics; Germany and the UK are often dear. When the gap is bigger than shipping plus fees, that is a repeatable trade rather than a one-off find.

FlipGap shows a ships from badge whenever a listing comes from another country. Take it as a prompt to check three things: real shipping cost, customs and import charges, and how hard a return would be.



Using FlipGap for each of these








	Cause
	How to hunt it





	Seller does not know
	Watch the Hot Feed for categories where the same mistake repeats



	Empty title
	Search the vague words, with a price ceiling



	Misspelling
	Hidden gem badge; type the wrong spellings yourself



	Wrong category
	Search vague terms in neighbouring categories; obvious mismatches may be filtered out



	Bundle
	Search “lot”, “bundle”, “konvolut”, “collection” in your category



	Urgent seller
	The urgency bullets on the card



	Price drops
	Save the search, watch the same item over weeks



	Border gap
	Ships-from badge, and searching a neighbouring country











7. Alerts that are actually worth reading

Searching by hand does not scale. Alerts do — but only if you set them up so that an alert means something. An alert you ignore is worse than no alert, because it teaches you to ignore the next one.


Saved searches

Save from any search results page. Paid accounts can also tune searches from the Saved tab of the dashboard. Free accounts get 5; Premium is unlimited. The current free dashboard redirects to pricing, so review or replace a free saved search from a results page for now.

Each saved search carries filters. This is where your floors from Chapter 1 finally do some work.

Price range. Minimum and maximum you will pay. The maximum protects your cash; the minimum silently removes the accessories and cases that clutter every product search.

Minimum net profit. In euros (or your currency). What you keep after the marketplace cut, postage and the refund allowance. This is your absolute floor. Set it to your real number — €30, €50, whatever you decided.

Minimum net ROI %. What you keep, against the cash you put in. This is your rate floor. 25–30% is a normal setting.

These two are the most valuable settings in the product. With them set, an alert means “this clears the bar you set” rather than “something matched a word”. A listing with no reliable market price will not fire an alert at all, because FlipGap will not claim a profit it cannot stand behind.

Must include all of. Words that must appear. Use for variants that change the value: “256gb”, “f/1.4”, “sealed”.

Must not include. The single highest-value filter for signal quality. Add: defekt, broken, for parts, cracked, replica, case, cover, cable, manual. There is a one-tap preset for your country.

Condition. New, like new, good, fair, parts.

Countries and platforms. Restrict to what you can actually reach.



Priority mode (the crosshair)

The crosshair icon marks a paid priority search. Production priority scans currently run once an hour, with the newest qualifying matches delivered immediately after each scan. That is faster delivery and tighter prioritisation than a daily digest; it is not a minute-by-minute monitor. FlipGap shows this cadence in the product so you can plan around the service it actually provides.

Use it for three to five searches at most — the products where you are confident about the market price, where you can act within the hour, and where items genuinely disappear fast. Prioritise everything and the signal becomes noise.



Where alerts reach you


	In the app — the notification centre. Everything lands here.

	Email — free accounts get one a day; Premium is unlimited.

	Discord — Premium. Paste a webhook URL in the Channels tab of the dashboard and, after a priority scan finds a match, it arrives as a rich card with photo, price, market price and a buy link. This is the fastest path from a completed scan to a phone lock screen.



When several matches land at once, FlipGap puts the biggest take-home first. You can usually only chase one. It should be the one worth chasing.



A setup that works

For a lane you have tested:


	2–3 priority searches on your highest-confidence products, minimum net profit set high (€60+), tight exclude list, Discord on.

	5–10 normal saved searches covering the rest of the category, minimum net profit at your absolute floor, daily email digest.

	1 wide search with a low profit floor and a high price ceiling — deliberately noisy, checked once a week, for finding products you did not know were worth money.



The tuning rule: if you are ignoring your alerts, your floors are too low. Raise the minimum net profit until every alert makes you look. That number is correct when roughly one alert in three is worth a message.







8. The message that gets you the item

On a genuinely underpriced local listing, the winner is almost always the person who messaged first. Sellers reply in order. Being second is being nowhere.


The three-minute rule

From seeing an alert to sending a message: aim for three minutes. The scan itself may have happened earlier in the hour, so this is a response discipline, not a promise that FlipGap found the listing within three minutes. Decide from the alert rather than starting a research session. That is only possible if you specialised (Chapter 5) and set your floors properly (Chapter 7).



What to write

Short, certain, no haggling. You want to sound like the easiest sale of their week.


English: “Hi, is this still available? I’ll take it — I can collect today.”

German: “Hallo, ist der Artikel noch verfügbar? Ich nehme ihn, ich kann heute abholen.”

Spanish: “Hola, ¿sigue disponible? Me lo quedo, puedo recogerlo hoy.”

French: “Bonjour, est-il toujours disponible ? Je le prends, je peux venir le chercher aujourd’hui.”

Italian: “Salve, è ancora disponibile? Lo prendo, posso ritirarlo oggi.”

Dutch: “Hallo, is deze nog beschikbaar? Ik neem hem, ik kan hem vandaag ophalen.”

Polish: “Dzień dobry, czy przedmiot jest nadal dostępny? Biorę go, mogę odebrać dzisiaj.”



Three things make this work: it is instantly answerable, it commits, and it removes the seller’s biggest worry — that this drags on for a week.

Do not open with “what’s your best price?”. You have not established you are a real buyer, and you have handed them a reason to keep the listing up.



Then

Agree a time immediately. “Great — I can be there at 18:00, is that OK?” Every hour between agreement and collection is an hour for someone to outbid you.

Ask your two category questions. Not twenty. The two that matter for your category: battery health and iCloud status for phones; fungus and focus smoothness for lenses; “does it come with the charger” for tools. Ask them in the same message as the collection time, so nothing slows down.

Negotiate only in person, and only if something is wrong. If you arrive and there is a scratch nobody mentioned, “I’ll take it at €X because of this” works. Haggling by message before you have secured the item loses you the item.



Checking it before you pay

Sixty seconds, standing there:


	Does it turn on and do the one thing it is for?

	Do the serial or model numbers match the listing?

	Are the accessories present?

	For phones: is it signed out of the previous owner’s account? If it is not, walk away. It is a brick.

	Does the seller’s story make sense?



If something is wrong, either renegotiate on the spot or leave. Leaving is free. A bad €400 buy erases ten good flips.







9. Selling it again

Buying well is most of the profit. Selling well is the rest.


Where to list

A big marketplace (eBay or the local equivalent) — the widest audience and the accurate price, at the cost of the fee and postage. Right for most things worth €60 to €600.

Local classifieds — no fee, no postage, cash in hand, but a smaller audience and more time-wasting. Right for bulky things and for anything where the fee would eat the margin.

Category-specific platforms — Vinted for clothing, specialist forums for cameras and audio. Smaller audience, better prices, buyers who know what they are looking at.

The rule: sell where the item is priced highest relative to the effort. For most flips, that means the marketplace you priced it against in the first place.



Write the listing you wish you had found

Everything in Chapter 6 that made an item cheap to buy will make it cheap to sell. So do the exact opposite.

Title: brand, model, key specification, condition, and what is included. “Canon EF 50mm f/1.4 USM lens — excellent condition, caps and hood included” — not “camera lens for sale”.

Photos: eight to ten, daylight, plain background. Every angle, every port, the serial number, and — this matters — an honest photo of every flaw. A photographed scratch prevents a refund. A hidden one causes it.

Description: what it is, what it does, what is included, what is not, and any faults, in plain sentences. Say how you tested it. Buyers pay more for a seller who sounds like they know the item.

Price: check what yours actually sold for, not what is currently listed. If you want it gone in a week, sit slightly under the going rate. If you can wait a month, price at the top and hold.



Packing

Overdo it. A damaged parcel costs you the sale, the postage both ways, and often the item.

Wrap the item, then suspend it in the middle of a box with at least 5 cm of padding on all sides. Nothing may touch a wall. Tape every seam. Always buy tracking; on anything over €100, buy insurance.



When it goes wrong

Some sales come back. That is the business, which is why the refund allowance is already in the profit maths.

Answer fast, stay polite, and solve it. A refund costs you a margin; an argument costs you your seller rating, which costs you every future sale. If you photographed the flaws and described the item honestly, most disputes end quickly.







10. How not to lose money

One bad buy erases ten good flips. This chapter is worth more than the rest of the book combined.


The warning that matters most

FlipGap shows an amber verify seller badge when a big discount comes from a seller with no track record. That combination — very cheap, no history — is the standard profile of both outright scams and items with a hidden fault.

It is not an accusation. It is a prompt: ask more questions, insist on collecting in person, and never pay in advance.



The common traps

Payment before collection. A seller who insists on a bank transfer or a gift card before you see the item is not selling anything. Pay in person, in cash, once you have the item in your hands.

Locked phones. An iPhone still signed into someone else’s account cannot be used or sold. Check, in person, before paying. This trap is worth hundreds of euros and takes fifteen seconds to avoid.

Stolen goods. Sealed items sold cheap in quantity, no receipts, a seller who will not meet at home, several identical items from one person, a story that keeps changing. Buying stolen property is a crime in every country in this book, no matter how convincing the excuse. Walk away.

Replicas. Watches, headphones, designer clothing, branded tools. If the price is dramatically below every real comparable, assume it is fake until you have proof otherwise. Selling a counterfeit — even unknowingly — gets your selling account closed and can be a criminal matter.

Photos that are not theirs. Reverse image search takes ten seconds. Manufacturer photos on a used listing means either laziness or a listing for an item that does not exist.

Too good to be true. FlipGap deliberately caps how much credit a listing gets for being extremely cheap, and hides listings priced impossibly below their comparables, because past a certain discount the most likely explanations are a scam, a serious fault, or a mistake in the listing. Apply the same instinct yourself.



Meeting safely

Public place, daylight, someone knows where you are. For anything valuable, bring another person. If collecting from a home, message a friend the address. Nearly all sellers are ordinary people; the cost of these habits is nil and the cost of skipping them is not.



Your own conduct

Describe faults. Photograph damage. Do not sell counterfeits, stolen goods, recalled items, or anything you cannot legally resell in your country. Keep receipts. This is not just ethics — it is what keeps your selling accounts open, and your accounts are your business.







11. Running it like a business


Your money is a cycle, not a pile

With €500 you cannot buy €500 of stock. You need enough spare to grab a genuinely good find the day it appears.

A workable pattern: keep about 70% of your capital in stock, 30% free. When something exceptional appears, you can move. Reinvest everything for the first few months — the difference between €500 and €1,500 of working capital is the difference between a hobby and an income.

The number to watch is not profit per flip. It is how many times a month your money goes round. €50 profit at four cycles a month beats €150 profit at one.



Keep records from flip one

A spreadsheet is enough. For every item: what you paid, when, where, what it cost to collect, what it sold for, when, the fees, the postage, and what you actually kept.

Do this from the beginning, not when it gets serious. It tells you which categories actually pay — which is almost never the one you assumed — and you will need it for tax.

Premium accounts have inventory tracking and CSV export in the dashboard, which is the same thing with less typing.



Tax and legal — the questions to ask

Rules differ by country and change. Nobody can give you a universal answer, but everyone needs the answers to these:


	At what point am I trading rather than clearing out my attic? Most countries have a threshold in income, transaction count, or intent. Buying to resell usually counts as trading from the first sale.

	Do I need to register as a business, and when?

	Do I need to charge VAT or sales tax, and above what turnover?

	What can I deduct? Purchase cost, fees, postage, packing, travel, and a share of your phone and internet, in most places.

	What records must I keep, and for how long?

	Are there restrictions on what I resell? Electronics safety marking, weapons, medical devices, alcohol, some cosmetics, branded goods.



Ask a local accountant once, early. One hour of professional advice costs less than one penalty.



Scaling, honestly

Flips 1–10. Learn. Expect mistakes. Do not scale. Flips 10–50. Find your rhythm. Two categories, ten saved searches, records for everything. Flips 50+. The constraints become storage, listing time, and postage runs — not finding deals. Batch your listing and shipping into fixed blocks. Raise your floors: at this volume your time is the scarce resource, so let the small deals go.

Most people plateau not because they run out of deals but because they run out of hours. The fix is always the same: higher floors, fewer and better flips.







12. Your first 30 days


Week 1 — Learn to see


	Set up FlipGap: country, currency, account.

	Ten minutes a day in the Hot Feed. Buy nothing.

	Run 15 searches on things you know.

	Write down your two floors.

	Pick two candidate categories.

	Goal: you can look at a card and know in five seconds whether it is worth chasing.





Week 2 — Set the traps


	Five saved searches per candidate category.

	Minimum net profit and minimum net ROI set on every one.

	Exclude lists on every one.

	Turn on one priority search for your best product.

	Goal: alerts arriving, and roughly one in three worth a look.





Week 3 — Buy


	Buy your first two items. Both must clear both floors. Both should be under €150 — this week is about the process, not the profit.

	Message promptly after seeing the alert. Check the item before paying.

	Photograph and list them within 48 hours.

	Goal: two items bought, listed, and honestly described.





Week 4 — Close the loop


	Sell them. Note how long it took.

	Fill in the spreadsheet: what you actually kept, versus what FlipGap predicted.

	Compare your two categories. Keep the better one, replace the other.

	Raise your floors if you were ignoring alerts.

	Goal: a full cycle completed, and a real number for what you kept.



After 30 days you will not be rich. You will have something better: proof of whether this works for you, in your city, in your categories, with real numbers instead of hope. Almost everyone who quits does so before completing one full cycle. Complete the cycle.







Appendix A — What selling costs, by country

Conservative planning allowances for common business-reseller fees and small-parcel postage. Actual charges vary by marketplace, category, account type, seller status, tax and optional promotion; private domestic selling is fee-free on some marketplaces. Check your own venue before buying. These are model inputs, not a payout quote.









	Country
	Marketplace fee
	Small parcel





	Germany
	11% + €0.45
	€5–7



	Austria, France, Spain, Italy, Netherlands, Portugal
	11% + €0.35
	€5–7



	United Kingdom
	12.8% + £0.30
	£3.99



	United States
	13.6% + $0.40
	$9



	Canada
	13.25% + C$0.50
	C$12



	Australia
	12.9% + A$0.30
	A$10



	Poland
	11% + 1.50 zł
	15 zł



	Brazil
	14% + R$2
	R$20



	Mexico
	14% + $8
	$80



	Israel
	13% + ₪1.50
	—



	Türkiye
	13% + ₺10
	—





Plus a refund allowance of about 3% of the sale price, everywhere. Sold face to face with no platform involved, the fee and the postage are zero — which is why bulky items can still work.




Appendix B — Filter recipes

High-value electronics Min price 80 · Min net profit €50 · Min net ROI 30% · Exclude: defekt, broken, for parts, cracked, display, case, cover, cable, adapter, replica

Camera gear Min net profit €40 · Min net ROI 25% · Exclude: fungus, schimmel, defekt, front cap, rear cap, filter, hood only, für teile Include one of: the exact focal length and aperture (“50mm 1.4”)

Power tools Min net profit €35 · Exclude: akku defekt, battery faulty, body only (unless you specifically want bare tools — then include it instead)

Collectibles / LEGO Min net profit €30 · Include: the set number · Exclude: incomplete, missing, no box, unvollständig, repro

The wide net (one per category, reviewed weekly) No keywords · Min net profit €80 · Max price your ceiling · This is how you find products you did not know were valuable.




Appendix C — Before you pay


	Cleared both floors, on net profit — not on percentage

	Market price based on a real number of sales, not two

	No unexplained verify seller or listing under review badge

	Powers on and does its main job

	Model or serial matches the listing

	Accessories present, or price adjusted for their absence

	Phones: signed out of the previous owner’s account

	Meeting in a public place, or someone knows where you are

	Paying in person, on collection — never in advance






Appendix D — Words used in this book

Comparable (comp) — a recent completed sale of the same product, used to work out what something is really worth.

Gross gap — market price minus what you paid. The number that flatters you.

Net profit — what you actually keep after fees, postage, refunds and collection costs. The number that pays you.

Net ROI — net profit divided by the cash you put in, as a percentage.

Sell-through — how quickly items like this actually sell. Slow money is expensive money.

Bare tool — a power tool sold without battery or charger. Worth far less. A classic trap in both directions.

Full set — for watches and collectibles: the item with its original box and paperwork. Often worth a third more than the item alone.

Part-out — buying a bundle and selling the contents separately.

Priority search — a paid saved search checked on the current hourly production cadence, with qualifying matches delivered after each scan. The crosshair icon marks it.



FlipGap finds the gap and does the arithmetic. What it cannot do is choose your categories, message the seller, check the item, or pack the box. That part is the job — and it is a job that rewards people who are consistent far more than people who are clever.

Go and complete one cycle.


