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Key Points



3

Store 
Culture



What is your 
goal?

Passive:
Take what 
walks in the 
door

Store 
Culture

Active:
Asking for 
trade-ins

Head 
Hunting:
Looking for 
specific Used 
Guns

High 
Volume:
Seeking out 
significant 
numbers of 
Used Guns

Dominant:
Used Guns 
outpace New 
Guns in 
volume
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PENALTY ON THE 
PLAY IF YOU 

DON’T HAVE A 
PLAN!!!!



Staff
Culture
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Staff
Culture
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Let me tell you a story…



Who Can Buy?Staff
Culture
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Who Can Buy?

Junior Staff: $500

Staff
Culture

Team Lead: $1000

Manager: $2000 and Collectibles

General Manager: No $ Limit and Small Collections

Owner: Unlimited: Large Collections
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Staff
Culture
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Making the Handoff…
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Staff
Culture



Who Can Buy?Staff
Culture
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BUY
PRICE
?

Reference Books

Online Auctions

POS Sales Data

Remember!
It’s the SOLD price 
not ASKING price



—Philip Kotler (Often called the “The Father of 
Modern Marketing”)
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Selling
Strategy



14

Selling
Strategy
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Selling
Strategy
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Selling
Strategy



17

Selling
Strategy
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Selling
Strategy



Other 
Gun/Pawn 

Shops

Sourcing

Estate
Liquidations

Gun Shows
Dealer Setup 

Day
Appraisals Law 

Enforcement
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Advertise

Sourcing

Offer 
Incentives Be Diverse… …But 

Specialize…
…And Buy 
Everything
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“

21

—Hank Yacek

Every firearm has a price point
Every price point has a buyer

It is our job to put them together



Quest ions?


