
Pricing Your 
Estate Sale
Pricing is where estate sales are won or lost. Price too high and items sit; price too low and you 
leave real money behind. This guide gives you the framework, tools, and strategy to price 
confidently and sell everything.

Understand Fair Market Value
Every price you set should reflect fair market value — the price a willing buyer and a willing seller 
can agree on. This is not retail. It is not what you paid for it, what it is insured for, or what antique 
stores are asking.


The practical benchmark: look at actual sold prices on eBay and other auction sites — not current 
listings, but completed sales. Then price roughly 30% below the top of that range. Auction buyers 
wait weeks or months. Your sale runs three days. Your goal is to move everything, not to achieve a 
theoretical maximum.

The Golden Rule
It is always better to be properly priced than to be too high or too low. Overpriced items stall the sale and make 
everything else look expensive. Underpriced items leave money on the table and signal low quality to experienced 
buyers. Aim for the sweet spot: fair, reasonable, and clearly marked.

Condition Is Everything
Before pricing any item, assess its condition honestly. The same item in different conditions can be worth three to 
five times as much — or nearly worthless.

Condition

Like New / Unused

Good — minor wear

Fair — visible wear

Poor — damage present

Broken / non-functional

Pricing Approach

Near top of comparable sold prices

Mid-range of comparables

Lower third of comparables

Price to move or consider removing from sale

Price as parts only, or discard

Items in poor condition can drag down the perceived quality of your entire sale. When in doubt, remove them.



Pricing Research: Where to Look
Always research before pricing. These resources cover most categories you will encounter:


eBay completed/sold listings — The gold standard. Filter to sold, not active listings.

Google — Start here for quick identification; search the item name plus 'value' or 'sold.'

LiveAuctioneers — Auction results for antiques, art, jewelry, and collectibles.

Google Lens — Photograph unknown items and identify them instantly.

Replacements.com — China, crystal, silver, and flatware patterns.

1stDibs — High-end furniture, art, and jewelry. Use as a ceiling, not a target.

WorthPoint (paid) — Deep database of auction results; worth it for frequent sellers.

AskArt / ArtPrice / Live Art — Fine art and signed prints.

Antiques Roadshow Archives — Free reference for antiques and collectibles.

Facebook Groups — Specialty collector communities for niche items.

TheSpruceCrafts — Crafts, vintage items, and general collectible guidance.


Examine everything carefully. Limited editions and collectible variants often look identical to standard versions. A 
quick search can reveal a $5 item is actually worth $200.

The Discounting Schedule
Multi-day estate sales follow a predictable pricing arc. The best prices are achieved on day one, when motivated 
buyers arrive early. Use a structured discount schedule to clear remaining inventory:

Day

DAY 1

Day 2

Day 3

Pricing Strategy

Full asking price. Negotiate on high-value items as needed.

Moderate reduction — typically 25 to 30%. Negotiate as needed.

Deeper discount — 40 to 50% off original prices. Focus on clearing everything.

Announce day-two and day-three discounts in your marketing. Post a reminder on Facebook and Nextdoor each 
morning of the sale.

What Sells Best
These categories consistently draw the most buyer attention and justify stronger pricing. Lead with them in your 
listing and at the front of your display:


Vintage and antique items of any category

Collectibles — signed pieces, limited editions, branded memorabilia

Mid-century modern furniture and decor

High-end furniture in good condition

Fine art and signed prints

Jewelry — especially gold, silver, and gemstone pieces

Sports memorabilia

Power tools and shop equipment

Musical instruments

Books, records, and media collections — call these out specifically in listings



Quick Pricing Tips
Price everything before day one. Unmarked items create friction, slow sales, and frustrate buyers.

Use round numbers. $15 and $40 are faster to process than $14.75 or $38.50.

Group small items. A basket of kitchen gadgets at $1 each moves faster than 20 individual tags.

Don't anchor to sentimental value. What an item meant to the family has no bearing on what a buyer will pay.

Research before you guess. A few minutes on eBay sold listings can reveal a sleeper worth ten times what you 
assumed.

Remove items you won't price fairly. An overpriced item signals poor judgment to experienced buyers.

Consider a free table. Items under $1 slow down transactions. A free table clears them and builds goodwill.

Pricing Checklist
Use this checklist for every sale. Check off each item as you complete it.

Before You Price Anything

Research comparable sold prices on eBay for every item you are unsure about Filter to completed/sold listings — not 
active listings

Cross-reference antiques and collectibles on LiveAuctioneers or WorthPoint

Use Google Lens to identify any unknown or unmarked items

Check Replacements.com for china, crystal, and silver patterns

Note any items that may be limited editions, signed, or collectible variants These may look identical to standard versions 
— examine carefully

Assessing Condition

Assessed condition of every item: like new, good, fair, poor, or broken

Removed items in poor or broken condition that would drag down sale quality

Noted any damage or missing parts on tags or in descriptions



Setting Prices

Priced all items at approximately 30% below the top of comparable sold prices

Used round numbers for clean, fast transactions

Grouped small low-value items into lots or a flat-price basket

Set aside a free table for items under $1

Avoided pricing based on sentimental value or original retail cost

All items clearly tagged before opening day

High-value Items

Researched all jewelry, art, and signed pieces separately

Considered professional appraisal for fine art, jewelry, or rare collectibles

Photographed and documented high-value items for your records

Displayed high-value items prominently at the front of the sale

Discounting Schedule

Established full asking prices for Day 1

Planned Day 2 discount (25–30% off) and prepared to announce it

Planned Day 3 discount (40–50% off) to clear remaining inventory

Prepared Day 2 and Day 3 reminder posts for Facebook and Nextdoor

Final Check

Every item in the sale is priced and tagged

High-value and best-selling items are staged prominently

Researched any items you were unsure about — no guessing on price

Items in poor condition removed or clearly discounted


