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Cathy Hayes was born in Islington in 1972 and left school after obtaining her GCSEs. Initially working as an administration clerk, she progressed and adapted her career until her contract as a clinical manager with the NHS was terminated. She decided to start her own eBay business and kept a diary to record her efforts. Struck by her early success, the author inspired many of her friends and family to set up eBay businesses of their own and hopes that the publication of this book will inspire many more.
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FOREWORD


I have witnessed at first hand the dedication and tenacity displayed by your author, who is an inspirational woman. Cathy, my partner in both business and life, has always strived to improve herself. She is both ambitious and hardworking, and as such puts in the effort to achieve her goals.


Inspired by her success, I have since opened a shop of my own which is growing nicely. I have employed the same systems and methods as Cathy and they work perfectly for me. Cathy has also advised several friends who were looking for employment or a bit of extra spare cash, and they have all entered into the world of eBay.


Cathy intends to launch a mentoring programme to teach the skills she has acquired while building and running her business. She has seen that in today’s economic climate many people are struggling to make ends meet or losing their jobs and has decided to offer this service and launch her book to give them an opportunity to generate an income for themselves.


In the book, Cathy tells her own story about the launch, build and success of her first year in business and then shows you how to do it for yourself in a very easy to follow, step-by-step guide.


Cathy’s story should inspire anyone to take the bull by the horns and start up a business. It is possible to achieve a good income in a relatively short space of time if her rules are adhered to. There are hundreds of pointers and snippets of advice that will speed up your processes and make your listings look great. In my opinion, this book is a must buy for anyone who wants to start a ‘Buy it Now’ business on ebay.co.uk.


John Comber





PREFACE


By following the guide, you should be able to achieve an income in a very short space of time by avoiding the mistakes I made and practising the procedures I have adopted. There are huge savings to be made in both time and money by using my step-by-step guide to set up accounts in the right places and employ the systems that I have devised.


The guide is an easy and straightforward process telling you exactly what you need to know. I have tried to keep it as short and to the point as possible so as not to overwhelm you with information that isn’t relevant to the operation.


Some people learn best through real and concrete experiences while others learn by seeking advice, discussing a matter with others, receiving instructions or watching someone else perform the task. Still others learn through abstract, conceptualisation involving the study of others, models, systems or simulations of the real world. Finally, some people learn through actual experimentation. They like to try new behaviours and the result is that they learn by doing.


Despite the differences in how people learn, we know that the maximum benefit received from training doesn’t always come from learning something new. Rather, it comes from learning to do better what one already does well. The real goal then is to encourage people to do better what they are already good at and to allow them to teach others their successful habits and work patterns.


If I can help just a few people out of trouble and enable them to gain some control back in their lives, then my work is done. I once read somewhere that it is far more rewarding to give than to receive and this, I think, is the motivation behind writing this book.





PART I


A Year in the Life of an eBay Virgin






1


HOW IT ALL BEGAN


Like everybody out there I had rummaged through my old stuff, what I thought was rubbish, cleaned it up and sold it on eBay. I’d even gone as far as to actually pick things up in markets that I thought had the potential to make more and often did, and so maybe that was when the seed was sown. It wasn’t, however, until a long time later that I decided to become a fully fledged eBay seller and so this story began.


I had been working, very happily, for the National Health Service as an administration and clerical manager and was absolutely devastated when my contract came to an end. I worked in other departments casually for the next few months but just couldn’t manage to secure a full-time and permanent position no matter how hard I tried and in the end I just got fed up, to be frank, with my desperation for it.


In January 2010, my friend Sarah and I had met for lunch at the hospital where I worked and after our trip to the canteen we went to take a look at a book stall that was erected in the foyer, outside the hospital canteen. As we browsed around Sarah picked up a copy of a CD by a lady called Doreen Virtue, which was titled Manifesting with Angels.


A few weeks after Sarah purchased the CD I was at her house while she was looking for a new property as she had to leave the one she had been renting. As I nosed through a bundle of property particulars on her kitchen table, I stumbled across one that looked perfectly suitable and, after a call to the agent, we discovered the house was available to view. Sarah eventually secured the tenancy and moved in, but what was really strange was that while she had been listening to that Doreen Virtue CD, she had visualised moving on to the street where that very house was situated.


Fascinated by what Sarah had told me, at the very beginning of March 2010 I returned home from work and went on to eBay and decided to purchase the Doreen Virtue CD for myself. It arrived within a few days and, as you will see below in my feedback history, the story unfolds.


The CD arrived and when I began listening to it, I was asked to visualise where I would be a year from now and what I would be doing. I began imagining that I would be helping others in some way to learn a new skill that would help them out of a rut. The result is this book, which I hope will help you succeed as an eBay seller in the same way that I have.


As you can see from the following table, the seller of the Angels CD left me feedback on 7 March 2010 and I received the CD the next day. Just a short time later I received my very first feedback as a professional seller on eBay for the Dualit DAB Radio, which is when my professional eBay feedback score began.


[image: image]


On 28 February 2010, just a week before first listening to Doreen Virtue’s CD, I was having lunch at my desk in the Executive Offices at the hospital and I read an article about some very successful eBay traders overseas and that was it. On arriving home that evening I nagged John (my personal and business partner) into submission to help me rummage through the loft and understair cupboard collecting everything I could list. From a Worcester Boiler to a buggy, and an old telephone to a coffee machine, the listings began. After a seven-day auction of our old stuff, we had sold it all and came away with a very handsome £600 profit. I was hooked!


In the coming weeks, during my lunch hours at work I would scour through eBay looking at what sold well and I then recorded the data on to a research chart that I devised with items that sold well, how many, how much for, etc.


With this information in tow I moved on to car-boot sales and markets, buying anything I thought would sell.


[image: image]


[image: image]


[image: image]


[image: image]


[image: image]


[image: image]


[image: image]


[image: image]


I also began emailing manufacturers of popular products, trying to find out how I could get hold of their goods straight from the source. This exercise proved tricky and items direct from the manufacturer didn’t seem to be coming in much cheaper than on eBay so the markets proved an invaluable source where I could pick up used, good-quality items that I knew would sell (based on my research during work breaks). I would buy the goods, take them home, clean them up and, sometimes with a little help from John, fix them up. Then I would sell them on. This gave me an income to build upon while I continued my research. It also kept me on eBay as a consistent, active and regular professional seller and my all-important feedback grew.


To begin with I had loads of time, even managing to hold down my casual work at the hospital. Every spare day I had involved visits to charity shops, markets, fetes, fairs, in fact anywhere I could get hold of products, and every single product I bought I sold at a profit.


My best buy was a Dualit Filter Coffee Machine that I picked up from a lovely young couple in Holloway car-boot sale for £2. It sold for £52, a 2,500 per cent profit! I could hardly believe my luck.


There was the odd thing that would not work when you got it home from a car-boot sale, but more often than not the people I bought from were honest and happy to refund me if an item was faulty. I became a more and more familiar face at car-boot sales across north London. I knew the stalls that had the good stuff and often they would hold it back for me, giving me a call as and when reliable stock arrived. I even went as far as providing market traders with lists of the items I would buy immediately from them.


My front room and dining room started to resemble something out of Only Fools and Horses with different pieces of electrical equipment, waiting to be cleaned and/or repaired, sprawled over every available surface. The kids were increasingly curious, playing with buttons and switches, but eventually they got used to seeing random teasmades or coffee machines lying around and it all became perfectly normal. To them the things I was buying became just part of the furniture and not new toys for them to investigate and take apart!


As time went on, and as profitable as the car-boot sale products were, it was becoming more and more time-consuming to go out, buy a product, take it home, clean it up and possibly repair it on top of then waiting for a seven-day auction to end. At the beginning, I used to watch excitedly as the auction would end to see how much money I had made from my second-hand gems. But soon I was sending out so many products and had so many pending that watching the final seconds of an auction very quickly became a thing of the past.


Sourcing my stock was what took up most of my time and required weeks if not months of exhausting research. The hours were gruelling and the exercise frustrating as I trawled through the internet night after night, and there were many times I really felt like giving up. However, I kept thinking of the bigger picture, remembering how much time and money it would ultimately save me if I could just find some suppliers who would deliver direct to my door, and with every breakthrough my motivation grew. With each new supplier that I added to my growing portfolio, I found that my time researching was now just a part of my daily work routine, and it no longer interfered with my evenings and weekends.


Sometimes I got lucky and was able to find out the contact details of the suppliers to main high-street outlets from the packaging in which they supplied the products (a valuable tip I had also learned from the internet) so my eyes were wide open at all times. Some of my biggest suppliers were sourced using this exact method.


Once I had built relationships with my suppliers, I began to negotiate prices with them. I realised that they were as keen to sell to me as I was to buy from them. I learnt very quickly that the saying ‘if you don’t ask you don’t get’ is absolutely true. My suppliers often had large quantities of a product that was an end of line or season stock that they were desperate to clear in order to make space for their more current lines. I made a point of going to meet suppliers personally, no matter how far away they were, and this exercise proved very worthwhile.


If your supplier knows you personally, you will be amazed at the deals they will offer, and especially if you place an order direct from their showroom. Being in the showroom also gave me a better understanding of products I wanted to purchase. I sat one day for hours with my laptop in a supplier’s showroom with tens of potential new products, researching them and ordering them while being served coffee and biscuits all day long.


I was like a kid in a sweet shop that day and added thirty new lines to my shop. By visiting the supplier’s showroom, I gained a completely new perspective on the products I had previously viewed online. I suppose it’s a bit like looking for a house on the internet and then viewing it in real life. Your perspective and expectation is always very different and it was the same principle with my stock. Some items looked much better in reality and some much worse, and I would often see new lines that weren’t even in the supplier’s catalogue or website because they were brand new or end of the line goods.


On Mother’s Day 2010, John, myself and the kids went out with my brother Matt and his family for a pub lunch in Highgate and while talking about my very new eBay shop, my brother happened to mention an Argos clearance website that sold off pallets of old stock. Naturally, I was curious about this so after feeding, bathing and putting the children to bed that night, I started to surf the internet looking for the site.


I found the website, but the pallets were far too big and expensive for a very inexperienced and relatively poor business like mine so I dismissed the opportunity. However, because I had put the words ‘auction’ and ‘clearance’ in the search engine, other potential suppliers came up that I hadn’t seen before, and one in particular caught my eye. It was an ‘auction room’ style website where you could bid on graded bankrupt and returned stock and it was a lot like eBay in that you had to bid for a pallet.


One day while visiting my mum I nervously watched as the timer ticked down to the end and in the last ten seconds I hit the ‘Buy Now’ key. In the click of a button I had just purchased my very first pallet of D-grade Dualit stock. A call came literally minutes later from the company to confirm that I was the winning bidder and the pallet arrived on my driveway the next morning. My first and most immediate thought was … where on earth am I going to put all these kettles? It was a bit of a risk buying a D-grade pallet but I needn’t have worried: 90 per cent of the goods were new and in perfect condition with damage being confined just to the packaging.


Of the remaining 10 per cent, some were used but working, and after a bit of a clean were suitable for sale. We mixed and matched the others to repair broken handles or lids and discarded a few that were beyond repair.


At the beginning of April 2010 I received my first eBay feedback as a registered business seller. It came from a very happy lady who had bought one of my Dualit radios (they were so gorgeous I even nicked one for myself): ‘Great product super fast delivery. Fastest Ever!! Best eBay seller ever!! :-)’


We had actually cheated a bit with this one. The customer lived almost opposite my baby’s nursery in Islington, so my partner John hand-delivered it to her door on the morning after she had purchased it from us just the previous night.


It was a great omen and that first feedback led to more than 12,000 positive feedbacks in just shy of a year.


The return on the Dualit stock was good and in less than a month it was gone and my understair cupboard was ready for another delivery.


In the meantime, however, in the first week of April and just days after the first pallet was delivered, again, quite by chance, the whole direction of my new company changed. My partner John and I were at a discount store buying some treats for our little boys when we stumbled across a camping mat. John suggested we might be able to sell it on eBay and into the basket it went. We then went on to buy many more once our research checks on eBay confirmed that we could in fact sell this product and more than double our money. We wiped the shelves in both our local store and neighbouring stores, with, I can assure you, very puzzled looks from both the staff and fellow customers. We made our first camping-mat sale on 6 April 2010 and it remains one of our biggest sellers to this day along with mosquito repellent that we also purchased from the same shop!


At the till I would always get endless questions from other customers. Some would come right out and just ask why we were buying so many mats, whereas others would ask in a less intrusive way, i.e. ‘Are you going on a camping trip?’ I was always such a terrible liar, especially when put on the spot like that, so I simply told them the truth, which led to so many questions, while the parking meter ticked away outside!


At the very beginning, one lady asked me for the name of my eBay shop and I just spontaneously replied ‘C&J Trading’. As I drove home I wondered if it was the most sensible idea to give out the name of my shop when she was taking such a close interest in the stock in my basket. In the midst of my paranoia and panic, and after John confirmed that it was a less than clever idea to give away such information, we very hastily changed the name of our shop to one that I loathed … ‘Value for Money Emporium’.


It was such a mouthful and I cringed every time I uttered it to anybody. Suffice to say, that shop title didn’t stick around for very long either.


I was now feeling a little more confident as a professional seller, having sold off one pallet with several other lines listed from our discount store finds. So on 12 April 2010 I took delivery of a second pallet from another wholesaler I had found, this time full of camping equipment, perfect for the summer season ahead. The stock, again, was all customer returns, and again we got lucky with the standard of the goods that arrived.


I remember arriving home from work to a dining room full of stock, not knowing quite what we were letting ourselves in for, but I felt compelled to keep going, realising that we were on to something good. It seemed I just knew what I had to do and the only thing holding me back was space, which remains an issue to this very day.


As my sales increased with items I had bought from our local discount store, I inevitably became a regular face and within weeks was on first name terms with Alex, the store manager. He was a little bemused with my activity and curious to know what exactly I was doing with all his stock. I would often rush around the store frantically, all the time worrying that my parking meter would expire as with each trip I’d spend longer and longer unearthing new lines that I could add to my ever expanding shop.


After a few weeks, as our relationship developed, Alex offered me the opportunity to park at the rear of the store and that took everything up a gear, saving me a huge amount of anxiety and time.


I no longer needed to rush or worry about parking-tickets, so I now wandered around the store with my camera (with Alex’s permission), sometimes for hours, taking photos of potential stock opportunities. Using my camera research, I was able to decipher possible lines very quickly and effectively, making manual lists on bits of paper for items to purchase and deleting those from my phone that were not suitable for resale. This saved me the enormous amount of time I had spent buying and returning potential lines, and Alex was happy, too, as I was no longer turning up, receipt in hand, with huge bagfuls of returns.


Using the camera was fine at his store, but unfortunately not all store managers were so happy with this arrangement. On one occasion a security guard asked me to put my camera away or else he would confiscate it or ask me to leave the shop!


As I added more and more lines, I was finding it increasingly difficult to hold down my casual work at the hospital. I would try to list items during my lunch break and during quiet periods, but it just wasn’t working, so I eventually had to give up my job and was now able to concentrate on eBay full time. That day was the catalyst for the speed at which the company grew after that, trying to master the competitive world of eBay trading.


By this stage I was adding at least five new lines per day and noticed a pattern on my Selling Manager Pro Summary. It seemed that for every new line I added, my twenty-four hour sales figure would rise by £1, so if I had 100 lines running my figure would read £100 per day and so on.


As you can imagine, this made the urge to add more lines even more irresistible and I slowly became addicted to finding more new products to add to my ever expanding shop.


It was such a buzz to list an item that morning and see it begin selling within hours if not minutes of going live, and with each successful product I listed I just got more drawn in.


It was like I had the key to a big secret and my heart would palpitate with excitement. I felt untouchable, like no one could do it like I could, and with that mindset, the stock just kept on coming and my shelves just kept on emptying.


I started thinking of ways to enhance my products even more, so instead of just selling them individually, I would team-up products to lure the buyer into my shop of bargain buys. Instead of selling just Christmas trees, I decorated them with lights and perhaps an angel on top to sell as a complete package, while still using the decorated picture to offer the tree undecorated too. I looked for inspiration, whether in magazines, catalogues, people’s homes, shop windows – in fact, just about anywhere. I even went as far as to decorate my dining table with an entire Christmas setting including tablecloth, napkins, glasses, placemats and crackers, and offered it for sale either as a complete set or as individual items. These combinations became some of my bestsellers during that first Christmas season.


The whole family and some of my friends became my own personal models. John puckered his lips in an irresistible pose for me while wearing a Santa-style hat with a sprig of mistletoe dangling down … it was very fetching. My boys did their bit too, modelling various Santa hats as well as a Christmas apron and chef’s hat set with wooden spoons in hand for maximum effect. Although they were very reluctant to start with, the whole experience ended up being thoroughly enjoyable and is something the kids talk about to this day. They love seeing their faces on eBay every Christmas and Halloween, and enjoy telling their friends all about being ‘models’ for Mummy and to ‘go find them on eBay’.
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