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Preface





What’s Under the Hood?


This book is dedicated to every entrepreneur who has the courage to walk over hot coals, and who’s far too committed to notice they did. We live in a time when geography no longer limits our business opportunities—the most exceptional world that has ever existed. eBay has been around just about as long as ecommerce, so they know a thing or two about selling online. My eBay experience dates back to 1999, so I can boast about as many things I’ve done wrong as I’ve done right. You don’t need this book but you should have it because you’ll quickly step over all the puddles that I naively stepped into over the years.


I wrote this book to provide actionable ideas to amplify your success when using eBay as a platform for both product sourcing and selling. Not everyone will be successful in business, but when you follow proven techniques, your probability for success will be nearly certain. Your persistence, patience, and tolerance for risk carry you forward with poise in the business world. While I never endorse get-rich-quick ideas, I am passionately convinced you will grow rich at a steady clip—and I am confident this book will help propel you forward.


This book is my collection of ideas for doing business on eBay and beyond, curated from many very smart people. Every impressive automobile should have a mighty engine under the hood, and this book has all the horsepower you’ll need to win the eBay race. This is the Ultimate Guide to eBay for Business. Everything you’ve accomplished thus far in your professional life has made you ready for this. Let’s crush it together because the sky is the limit on eBay!


May the odds be ever in your favor!





THIS BOOK HAS LOTS OF RAM


A reference guide such as this one is intended for flipping. I refer to the content as random access material, or RAM. This buffet of advice works well if read in a linear fashion, but it is equally helpful if you choose to go straight to whichever section you’re most interested in. If you love reading books cover to cover, by all means, please do so here. Otherwise, flip to the Contents and explore whatever interests you without regretting skipping over the things you’ve already mastered.








WHAT’S IN THIS BOOK


Remember that this is not exclusively a book on how to sell on eBay. This is a business guide to using eBay. In my humble opinion, learning to score great deals when sourcing merchandise has peer importance to learning how to sell. Both are moneymaking business opportunities. Savvy corporate purchasing agents cut costs every day by sourcing on eBay, tradespersons locate scarce parts to repair older equipment, and eBay sellers buy pallets of goods to resell using both eBay and other channels.


Here are the key points of what I’ll be discussing:


■  An introduction to eBay and all the wonderful things and people that make eBay great!


■  The basics of how to use eBay


■  How to search eBay like a pro and filter out the clutter so you’ll uncover the gem merchandise you’re looking for


■  Selling essentials that support onboarding as an eBay merchant


■  Advanced selling concepts that will substantially enhance your sales results and propel your eBay business forward


■  Sourcing and “Power Buyer” tips that are guaranteed to expand your expertise and ensure that all your trades are safe and successful


■  All sorts of clever ways to help you sell your stuff with ideas that I’ve collected along my eBay journey


■  Layering in some extra income via the eBay Partner Network, eBay’s very own affiliate program


■  All sorts of important back-office stuff that will keep you on the right path at work and with the government








SILLY SUPPOSITIONS


I hate to assume things about you, but I’ll make a few silly suppositions, beyond the fact that you’d love to earn enough money on eBay to fill a bank vault. I’m going to assume that you:


■  Own a computer


■  Have an internet connection


■  Have a bank account


■  Are proficient with email


■  Have a way to capture photos, such as your phone, a tablet, or a camera (Your mobile phone is all you really need to photograph items)


■  Have a backdrop or background to place behind your items for photography


■  Have good, indirect natural light or lighting equipment


After the sale you’ll need a few more tools:


■  A cheap flexible tape measure


■  Packing supplies, such as boxes, tape, a tape dispenser, bubble wrap, or other packing materials


■  A way to print shipping labels, such as an ordinary printer or a dedicated label printer


■  A postal-compliant shipping scale with a capacity large enough to weigh your biggest item and the ability to weigh as little as one ounce (I paid less than $20 for mine)


By no means is my list going to predict every possibility. You’ve probably also been around business long enough to realize that persistence and determination are worth their weight in diamonds. You’ll need those, too. Curiosity, passion, and consistency will also help you thrive. If you have those in spades, you will be both successful and triumphant in your eBay business.
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Chapter 1





Why eBay Is the Most Powerful Global Marketplace


With an incredible array of products from new to nostalgic, eBay offers a robust and delightful marketplace for buyers to source their needs and passions. As of 2020, eBay was the third-largest online marketplace, with 1.6 billion visits per month. In the U.S., it was the second largest, beaten only by Amazon. And, unlike Amazon, it has never competed with its third-party sellers. Consider the broad array of Amazon Basics products sold at lower prices than the third-party vendors can match—because they have to pay seller fees to trade on the site. There is no “eBay Basics” discount product line to seduce price-conscious customers away from eBay marketplace sellers.


Amazon’s enormous growth may also have led to staffing challenges. CNBC reporter Eugene Kim identified Amazon marketplace sellers who faced problems trying to reinstate their suspended accounts after Amazon’s machine learning system purportedly closed them erroneously. The sellers’ attempts were met with “a dark hole of unresponsiveness.” It’s nice to be the biggest, but there are advantages to being just a little smaller. I’ve always found eBay approachable, reachable, and responsive.


I also find eBay’s culture more handcrafted, personal, and far more fun than other marketplaces I’ve sold on. While eBay still maintains the garage-sale feel for secondhand goods, new items with a UPC or ISBN bar code are well-organized into structured shopping experiences and presented intuitively so that buyers can easily conduct price comparisons from multiple sellers.





ONLINE IS THE NEW NORMAL


The SBA maintains oodles of data on the U.S. economy and small businesses comprise 99.9 percent of all American companies, so it’s the little guys like you and me who are the economic engine of the country. eMarketer tracks U.S. ecommerce spending and to my delight, online shopping reached a record high in 2020, with worldwide retail sales of more than $4 trillion. The record is twofold—ecommerce made up the greatest historical percentage of retail sales as well as the highest gross merchandise volume.


The internet allows brick-and-mortar businesses to enjoy a dramatically expanded customer base that can reach every corner of the globe. Startups can launch online and avoid the headwinds experienced by stores with public front doors. Online retailers rarely offer consumer credit to customers (meaning no write-offs and no bad debts), and they conduct business with far less friction than the stores of yesteryear. Customers enjoy the convenience of online shopping, there are far fewer hassles than brick-and-mortar retailers endure, and opening a business is accomplished with minimal investment. Setup and operational expenses for online sellers are leaner, and rapid growth rarely means an address change. Pick, pack, and ship warehouses permit unlimited expansion for entrepreneurs with zero infrastructure investment when scaling. Digital merchandising is robust and dramatically less expensive than window dressing.


Ecommerce isn’t just increasing as a result of the 2020 global pandemic—it’s been snowballing for a very long time. Online shopping offers advantages like:


■  Greater variety and deeper availability


■  Convenient delivery


■  Access to hard-to-find goods


■  The availability of popular brands while providing emerging brands a level playing field


■  A user-friendly experience for anyone regardless of location, mobility, and schedule


■  Stores that never close with sales potential around the clock


■  The convenience of mobile shopping


■  Lower prices as a result of efficiencies and less shrinkage


■  AI-powered individualized shopping experiences


For shoppers who love to see the product in person before buying, the browsing experience of a physical shop will always remain attractive, but internet merchants that offer free or liberal returns are slowly beginning to attract those touchy-feely buyers into their orbit. If the shoes don’t fit, press one button and return them. The post office even offers free parcel pickup.


I don’t give the COVID-19 pandemic all the credit for reshaping people’s buying habits, but it did press the gas pedal to the floor, and the inevitable occurred sooner rather than later. According to the U.S. Census Bureau, ecommerce sales grew 13.8 percent year-over-year when comparing the first quarter of 2020 to the first quarter of 2019. Ecommerce sales in the second quarter of 2020 accounted for 14.7 percent of total retail sales, and there is still plenty of room to grow.


This means there is no better time to accelerate sales with eBay than today. If you’re worried that you’re starting too late and eBay has already matured—nothing could be further from the truth. Online retailing is still growing impressively, and you’re seizing this opportunity at the perfect time. If you think of the internet as the auto industry, we are still in the Model T years. There is plenty of business out there for you.








eBAY’S OFFERINGS FOR BUYERS AND SELLERS


I’ll be focusing on the use case for business and breezing past the Pez dispensers, Hummels, and Beanie Babies—even that wonderful old treasure found at last. Sellers (and buyers) of those items have already discovered the joys of eBay. This book is a reference guide for companies that want to use eBay as a serious business tool. While it is certainly not a prerequisite, I recommend expanding your reading list with another book, Start Your Own eBay Business, 3rd Edition (Entrepreneur Press, 2020). The Start Your Own book is a more freshman view of eBay as opposed to this book, which I consider a master class.


Let’s talk candidly about the big players for a moment. Mega retailers aren’t going to disappear any time soon. As a clever seller, you’ll need to trade the merchandise they don’t sell, so you aren’t competing against them directly. But there are huge opportunities for everyone (see Figure 1–1 on page 4).
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FIGURE 1–1. Here are some of the epic sales made on eBay. Are you green with envy yet? Don’t be, just go get ’em!










AUTHENTICALLY CHANGING
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The following is a quote from a recent eBay’s Annual Report:




“Our strategy is to drive the best choice, the most relevance, and the most powerful selling platform for our buyers and sellers. We focus on connecting buyers and sellers through simplified experiences to make it easier for users to list, buy, and sell items, and we are working to serve our customers in an authentically eBay way.”





I am quite fond of the phrase “authentically eBay.” It speaks to how I feel about the eBay community, a tool that was forged with a different kind of metal. Early on, the eBay platform allowed collectibles sellers to command stratospheric prices for very rare items while the value of more common items crashed due to supply substantially exceeding demand. Many of the earliest eBay users transitioned from viewing eBay as a panacea for collectors to a serious business tool. In addition, eBay’s business unit of the mid-2000s spent years wooing businesses into the fold.


I speak from firsthand experience when I say that eBay’s managers in those early years worked from intuition rather than metrics and analytical data. I’m not judging—I was one of the rainmakers at eBay back then, and hindsight offers 20/20 clarity. But big data decision making and revenue optimization algorithms are now the norm for eBay and its competitors. I have seen a recent uptick in sales conversion rates in my own business—something that had gradually declined over the years. I attribute it to eBay’s improved use of data and machine learning tools.





The use case for businesses selling on eBay is very strong, so long as the numbers make sense. Because eBay sellers pay an insertion fee, a final value fee, and a fee for payment processing, the profit margin must be sufficient to more than cover these expenses, or what’s the point? The businesses that trade on eBay can be quite large, such as Adidas and Dell. They sell direct-to-consumer, and they have their own eBay Stores. That said, most business sellers are small—like you and me.


eBay was founded in 1995 and was successful from Day One. It’s among the oldest internet businesses. If you have never used the site, you may not immediately understand what loyal eBayers see in it. But after you get a few deals under your belt, both buying and selling, you’ll start to get a feel for the unique vibe and camaraderie that eBay brings to the table. There’s always someone ready to help, whether it’s a kind eBay employee assisting you over the phone or by chat, or a fellow eBayer hanging out on the discussion boards who is ready to lend a hand.




TIP
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Here’s a trivia tidbit: way back on Labor Day in 1995, 28-year-old Pierre Omidyar launched AuctionWeb, a person-to-person auction site for collectible items, and the site that would eventually be renamed eBay. Electrical engineer Mark Fraser purchased the first item that Omidyar listed for sale on the site: a broken laser pointer.





Sellers have the option to select from a variety of listing formats. Hummel dealers agonize over pricing their precious figurines, while a fashionista knows Banana Republic pricing like the back of their hand. Collectibles have uncertain prices, while commodities have predictable values. Selling formats need to accommodate both the type of item a seller is offering and the urgency of the transaction. A rare car warrants a carefully planned auction-style listing, but a buyer of AA batteries needs them as soon as possible, so eBay offers both auction-style and fixed price listings; there are also some special format variants for certain categories. I’ll refer to the auction-style listing as simply an auction for the remainder of the book. An eBay auction, while less dramatic than a true live auction with its fast-talking auctioneer, offers the same opportunity to generate excitement and heighten buyer interest. An auction can be great for the buyer, the seller, or both, depending on many factors.


Here are a few key points to know about eBay:


■  It’s a marketplace for buyers and sellers that never competes with its own sellers.


■  Buyers shop without fees or subscriptions.




AUCTION OR FIXED PRICE?
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I’m often asked when to use an auction and when to list at a fixed price. Very rare collectibles should always hit the auction block first. However, what about everyday items? My view on this is plastic, and I like to study the numbers, so I searched the word “blouse” on eBay and turned up more than 2 million listings. I discovered that sellers list blouses in the auction format only 3.5 percent of the time. But when I checked the listings that actually converted into sales, 18.8 percent were auctions. The data reinforces that auctions are still a strong tool for sellers of ordinary items.





■  Sellers can sell at any time without subscriptions; however, a subscription will extend discounts on selling fees and offer enhanced selling opportunities.


■  Sellers are charged an insertion fee for listing and advertising an item and a final value fee when that item sells.


■  Every trade on eBay is person-to-person and eBay facilitates the deal.


■  Fraud, forgeries, and intellectual property infringement on eBay mirror the internet retail environment in general; however, eBay offers a Money Back Guarantee to buyers and seller protections to merchants to help boost marketplace confidence.


According to their annual reports, eBay stumbled and saw lower revenue after peaking in 2013. Fortunately, former rock star eBay executive Jamie Iannone returned to the company in 2020 after an absence of more than a decade and now helms the organization as CEO. He and I had the good fortune to interact on business development projects when I served as an eBay University “professor” from 2001 to 2008. Back then, he was an essential asset to eBay, and I am glad he returned. Iannone is among the sharpest tools in the shed. Competitive forces have attenuated eBay’s position in the world of ecommerce; I believe the management change will turn the tide moving forward. I am optimistic for eBay’s future.








A CULTURE OF ENTREPRENEURSHIP


Pierre Omidyar, eBay’s founder, believes that all people are inherently good and capable, and this belief has shaped the company’s culture. Workers at eBay are not merely cubicle jockeys. Its employees trade passionately on the site. Senior product manager Maunish Shah, for instance, is one of the thousands of company executives who is an avid buyer and seller on eBay. In addition to helping eBayers, Shah collects and deals in coins of exceptional rarity and quality. And he’s not alone—there’s a deeply ingrained culture of entrepreneurship at eBay.


eBay sellers inspire other people to become successful, so the company encourages their employees to become sellers, too. A remarkable energy is unleashed when eBay merchants put their heads together to share ideas. Entrepreneurs admire other entrepreneurs, so even fierce competitors love to get together for a spirited debate over business practices or to boast about their latest achievements.


Sellers on eBay are a community of learners, and the site offers the opportunity boost that they need. eBay is not particularly simple, but it’s not overly complicated either—it’s somewhere in between. You don’t need to understand high-tech mumbo-jumbo to thrive on the site. There are no lines of code to learn. You don’t even need to lay out any additional money to start selling on eBay, because it offers all sellers a nice handful of zero insertion fee listings each month. This allows anyone in the embryonic stage of ecommerce to gain an immediate benefit from the eBay audition process. And you can head out for a vacation, family emergency, or just take a quick break at any time. Your eBay business will still be there when you get back.








eBAY INVESTS FOR THE FUTURE


Like all technology companies, eBay has made a substantial investment in equipment and code, but it also invests tremendously in people. That’s essential because it’s driven by the energy of human beings. High-tech tools facilitate success, but the buyers and sellers remain the bedrock that keeps eBay going. The site is constantly taking measures to improve conditions for buyers, sellers, and their own workers.


Buyers enjoy a faster, smoother, and more entertaining shopping experience than in the past and have access to more payment methods, increasing interest in and adoption of the shopping experience. They can buy from multiple sellers or combine items from the same seller and check out in a single, convenient step. While the auction experience offers a fun, nostalgic format for die-hard eBayers, the site continues to build on its product catalog, offering a simplified buying experience with greater price transparency. It has reduced focus on third-party ads that tend to draw customers off the site and expanded its Promoted Listing program. These are eBay marketplace ads, paid for by sellers, that are conducive to growth in the core marketplace. Buyers see more relevant advertising and less visual distraction.


Customer support for both buyers and sellers is faster and nimbler than ever before, engaging users by intuitive AI chat, live chat, inbound and outbound call center support, and email. Response times are snappy.


Meanwhile, top sellers are rewarded for their loyalty with discounts, freebies, and favorable listing placement. Exceptional eBay sellers qualify for the Top Rated Seller program. Because eBay only succeeds when its sellers do, it continuously invests in programs and tools to expand the seller environment. Listing on eBay is easier than ever with a more intuitive selling form, and the site allows sellers to list up to 200 items for free each month—paying only when those items sell. Moreover, because eBay is one of the largest online marketplaces, quality and in-demand merchandise will certainly sell.


The company also takes good care of its workers; its equity incentive plan grants performance-based restricted stock units, stock payment awards, and performance share units to its management and employees. And in turn, eBay’s workers take great care of the company and its customers.








BUYER AND SELLER PROTECTIONS


Even though all goods are sold by individual sellers who operate their own businesses, the eBay marketplace is no Wild West of ecommerce. There are protections for both sides of each transaction. The site builds buyer trust by offering a Money Back Guarantee, which allows buyers to get their money back when they receive damaged or faulty goods, or when the order never arrives. The eBay Authenticate service further enhances buyer confidence by allowing sellers to have high-end handbags, jewelry, and luxury timepieces authenticated. In fact, all timepieces sold on eBay for $2,000 or more must now be shipped to an eBay authenticator for inspection before being delivered to the new owner.


Most people use seller ratings and product reviews when shopping online, and eBay is no different. Buyers recognize reputable eBay sellers by looking at the number of products they’ve sold, their feedback score, and their seller rating. eBay uses star icons to denote feedback scores. Detailed seller ratings (DSR) offer prospective buyers insights left by former customers into key seller metrics, such as item description, seller communication, shipping time, and shipping and handling charges. The eBay marketplace is generally self-regulating, but when a situation does go off the rails, eBay will moderate the dispute through the Resolution Center.


Sellers are well protected, too. When an item is returned used or damaged, or if a buyer demands something that wasn’t offered, eBay will step in; they can also assist in nearly any other issue that may arise. Of course, eBay wants buyers to have an exceptional experience, but the company is looking out for the sellers too because they are equally as important to the health of the eBay marketplace.
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Chapter 2





The Essentials of eBay Trading


If you’re one of those business owners who delegates everything, I’d recommend handing this book to your company’s ecommerce manager. This guide works best if you actually put your hands on the product—in this case, eBay. While anyone can buy and sell on eBay with relative ease, even if you eventually delegate the work (and I do), you’ll want a front-row seat at the start of this show. You’ll be in great company—with 187 million active buyers and 20 million sellers around the world.


As far as technology goes, you’ll need more than your phone. Running a serious eBay enterprise will require a nice, big computer screen, a generous amount of memory, a fair amount of hard disk space for all your photos, a printer for shipping labels, and a snappy internet connection.


You’ll want the fastest internet connection you can reasonably afford, but connections that are great for streaming and downloading content aren’t always as fast when uploading pictures onto an ecommerce site such as eBay. You need to make sure that your upload speed is fast. Fiber-optic networks offer synchronous, or symmetric, internet connections (meaning they have the same upload and download speeds) as part of Dedicated Internet Access (DIA) circuits. Most of us can only get DSL, wifi, or cable modems, which are asynchronous or asymmetric connections, where the download speed is usually much faster than the upload speed. Try typing “speed test” into Google and run a test on your connection (seeFigure 2–1 below). Hopefully everyone will soon have access to much faster synchronous fiber-optic connections as internet service providers (ISPs) upgrade their networks.
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FIGURE 2–1. My Spectrum cable modem asynchronous connection test results. Note that the download speed is more than 34 times faster than the upload speed.











IT’S TIME FOR ASSIMILATION


Yes, it’s time to be absorbed into the Google collective. I’m a big fan of using Google products to operate my eBay business. Gmail is an incredible productivity tool that comes with a collection of products, and I use them every day in my eBay business. In addition to email, a Google account comes with a free calendar app, Google Drive cloud file storage, Google Meet videoconferencing, Google Photos cloud storage, and an expanding list of other free products to help a business. While most of Google’s cool stuff is free to use, if you prefer to have everything branded and ad-free, Google Workspace adds enterprise features such as additional tools for admins, branded email (yourname@yourdomain.com), and 24/7 support for a nominal fee.


If you’re already married to another company’s email and cloud services platform, consider getting a divorce and falling in love all over again with Google. I have yet to find a better provider. Ignore the panic peddlers that claim leaving your current email provider for Gmail will result in losing everything in your inbox—that’s never been true. Google provides email migration guides, or you can learn from watching a good video on YouTube. So when you switch to Google, you can bring all your emails with you.


While I’m on the subject of Google, I’d encourage you to use Google’s free Chrome browser as well. Figure 2–2 on page 14 shows the spooky fall version of eBay’s homepage as viewed in Chrome. Chrome is super-fast, highly capable, and it integrates with your login to synchronize settings, passwords, and bookmarks. This is essential when working on multiple devices. To find out more about Google apps, go to https://www.Google.com and click on the nine-dots icon in the top-right corner of the page.








EXPLORING eBAY’S HOMEPAGE: THE NEVER-ENDING JOURNEY


Before you begin selling on eBay, you should check out the buying experience. This serves the dual purpose of putting yourself in the shoes of your future customers and building your eBay reputation. Every eBayer relies on their feedback score to build trust within the eBay community, and buying and selling both help build that score. It’s easier to sell when a potential buyer believes that you’ll complete the transaction reliably, and a solid feedback profile is a little like an eBay credit score that signals you’re a great person to trade with.


Your eBay journey starts at the homepage seen in Figure 2–2 on page 14. When you start getting more familiar with the site, you’ll notice that the homepage is a chameleon that changes constantly—predicting and promoting what’s hot according to customer trends and the global retail calendar. But there’s a method to eBay’s madness, and by this point they have many years of experience building and sustaining strong retail excitement.


While the basic structure of eBay’s homepage remains predictable, what’s displayed changes every day. When you sign into eBay with your user ID, the homepage adapts based on your preferences and actions that you’ve taken in the past. Take a closer look at Figure 2–2 on page 14 and you’ll notice these sections:
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FIGURE 2–2. eBay’s homepage displayed in the Google Chrome browser.








■  A top menu for accessing your account, help, and selling and buying links (you’ll be using the My eBay link a lot)


■  A search box that says “Search for anything”


■  A list of links to popular eBay categories, along with a pull-down menu that includes all the categories


■  Sections promoting seasonal and popular items


■  A bottom menu that allows access to every corner of the site




Top Menu


The top menu looks simple, but it offers access to most of the key features you’ll be using on eBay. Once you create an account, you’ll need to sign in before you can use many of eBay’s features, such as account details, buying, watching, selling, managing activities, viewing notifications, and accessing your shopping cart. Here are some of the links you’ll find up top:


■  Account. When you’re signed in, hovering over this link (which appears on the page as “Hi [Name]!”) reveals further links to your user and feedback profiles, account settings, and the sign-out link.


■  Daily Deals. This tempts you with spotlight and featured deals, trending products, sales, and special events—with category links to uncover promotions by product type.


■  Brand Outlet. Discover retail trends and the latest styles and brands you love—all at a discount (hence “outlet”).


■  Help & Contact. This is your gateway to a library of help pages that you can search by keyword or browse. If you have a free eBay account, you can chat with its automated assistant or a live person. If you have an eBay Store, you’ll see expanded options to call live support or have them call you. There’s even an email option. These features aren’t always available, and eBay gives priority to its Store subscribers.


■  Sell. This sends you straight to where all the selling action is. From here, you’ll find what you need to create and manage your eBay listings.


■  Watchlist. For power buyers, every eBay listing has a button that lets you add the item to your Watchlist. I’ve provided an example in Figure 2–3 on page 16. This link takes you to the list of items you’re currently watching.


■  My eBay. What is My eBay? Access to everything! Well, almost everything. By hovering over My eBay, you’ll see the following links:


– Summary. Just what it says—a summary and a handy reminder of your eBay activities.
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FIGURE 2–3. Here’s an item listing page showing the Save This Seller link (top arrow) and Add to Watchlist button (bottom arrow).
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FIGURE 2–4. After you conduct a keyword search, click on this link to save the search and later access it from My eBay > Saved Searches.










TIP
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Get support seven days a week from 6 A.M. to 6 P.M. Pacific Time through the Ask eBay Twitter account (@AskeBay).





– Recently Viewed. A visual digest of your recently viewed eBay items.


– Bids/Offers. A list of items you’re currently bidding on, pending offers you’ve made, and a 60-day view of items you bid on but didn’t win.


– Watchlist. The list of items you’re currently watching.


– Purchase History. Your most recent eBay purchases, with links to return an item, buy again, leave feedback, check on delivery tracking, contact the seller, and other links relating to your purchases. You can look at your purchases going back as far as three years ago.


– Buy Again. A gallery of your recent purchases, in case you need to buy any items again.


– Selling. A link to eBay’s Seller Hub.


– Saved Searches. A link to your saved searches—see Figure 2–4 on page 16 to see how it works.


– Saved Sellers. Quick access to your favorite eBay sellers. Figure 2–3 on page 16 shows you which link to click on if you want to save a seller.


– Messages. A link to your secure eBay inbox, where you’ll receive official communications from eBay and exchange messages with other users.


I’ll spend more time discussing the “Search for anything” box and browsing categories in Chapter 3, and keep in mind that the sections promoting seasonal and popular items change regularly. If you have the money and the time, keep coming back for a nonstop stream of shopping excitement. Stock up on what you need, grab what you love, or simply gather intelligence for your own eBay selling strategy.







Bottom Menu


The eBay homepage has oodles of links in the bottom menu, grouped into sections to help you sleuth out where to go for what you need. Here is a quick overview:


■  Buy. These links allow you to register, learn about eBay’s Money Back Guarantee, obtain help with buying items, and gain access to millions of eBay Stores. You can also learn about eBay for Charity (and shop for items benefiting charities).


■  Sell. From here you can start selling, learn the basics of selling for yourself or your company, and sign up for the eBay Partner Network (which allows you to earn commissions for driving traffic and encouraging sales on eBay).


■  Tools & Apps. While app developers will definitely want to visit this area, the rest of us should also drop by periodically to learn about the latest security and safe trading advice. You can also check eBay official time here—useful when checking the ending time of an eBay auction, which is based on eBay’s official time, which is Pacific Time Zone. In my opinion, the most important link in this section is the one to eBay’s site map—a guide to every nook and cranny on eBay.


■  eBay Companies. This is a link to the current list of all the companies eBay owns and operates across the globe. This would be useful, for example, if you wanted to trade on eBay’s other country sites.


■  Stay Connected. Links to eBay’s blogs and social media profiles. Share your success stories and big-money ideas, and get feedback on your posts from eBay employees.


■  About eBay. A real grab bag—learn the inner workings of eBay, apply for jobs, and read about its global impact and policies. There’s also a link to its Verified Rights Owner (VeRO) program, which allows intellectual property (IP) owners and their authorized representatives to report eBay listings that may infringe on those rights—one of the many tools eBay uses to fight fraud and fakes.


■  Help & Contact. Links to the help you need, whether you’re buying or selling. The Resolution Center is eBay’s venue for resolving disputes between members, and eBay will step in if members can’t work it out themselves. You’ll also find contact information for eBay.




READING (NOT RUNNING) A 10K
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I love to keep pace with eBay’s annual 10-K. No, that’s not a yearly charity race: Form 10-K is the annual report that all publicly traded companies have to file with the SEC. It’s as long as a book. Among many other things, eBay’s 10-K provides details on its global businesses and some meaningful industry scuttlebutt. Every serious businessperson should read eBay’s 10-K. It’s a master class on ecommerce—not just the rosy stuff, but gritty, in-depth discussions about the company, its competition, and a wealth of fascinating details on how eBay is leveraging AI, working to improve the customer experience, and even designing share repurchase programs to prop up its stock price. From the bottom menu on the homepage, go to About eBay and click on Investors. If you’re going to commit to selling on eBay, you’d benefit greatly from reading these reports.





■  Community. Find the latest announcements, dip into eBay’s knowledge base of user-generated content and FAQs, dive into one of its many discussion boards and join or start an open or private eBay group within the eBay Community.


■  eBay Sites. Try taking a virtual trip around the world and visit some of the many eBay sites operated in other countries by using this pull-down menu.











BECOMING AN eBAYER


If analysis paralysis has kept you on the sidelines, but you’re nonetheless excited about the prospect of finally taking the eBay plunge—just go for it! The internet—and eBay—are still relatively young, and the chance to join the online gold rush is still bright and shiny. Trading on eBay—buying and selling—is fun and can be incredibly lucrative. You can kick the tires on eBay all you want without creating an account—you can even buy items as a guest, sort of an eBay dating ritual—but you’ll be limited to purchasing using Buy It Now. If you want to bid on an auction or send a Best Offer (i.e., haggle over price), you’ll need an account. The truth is that you can’t do much without one, so I recommend registering today.


An email address is all you need to sign up for eBay. Once you’ve become a member, you can:


■  buy and sell


■  use My eBay to track your buying and selling activity


■  send secure messages to other members


■  contact eBay for support by chat, phone, or email


■  watch up to 300 items you’re considering buying




TIP


[image: Image]



Never reuse passwords across different websites. Use a password manager such as LastPass or Apple’s Keychain to generate and recall safe, secure passwords. With a password manager, you can store and quickly recall passwords without having to remember them or write them down. LastPass (which I use) is available as a website, as a mobile app, or through a browser extension, which will automatically fill in site passwords.





Do you just want to buy things for yourself? Then a personal account is for you. Are you planning to sell on eBay? If you can’t see the back of your garage, and your closets and the space under your bed have become museums of well-meaning but unwanted gifts (or shopping sprees), then a personal account is still fine, as long as you plan to sell casually. While you can always convert a personal account to a business account later, if you plan to buy merchandise on eBay for resale, or if you’re creating or buying large quantities of items, go ahead and register as a business account.





How to Register


At the top of the homepage, click on Register. The default choice is to register a personal account, but you will also see the link to create a business account.


First, use your social login or fill in the first page of the registration form.


1.  Enter your name, email, and desired password, or


2.  Register with your Google account, or


3.  Register with your Facebook account, or


4.  Register with your Apple ID.


Before you can start trading, you’ll be required to verify your account. eBay sends an email containing the required steps to complete your account verification.


Next, provide your contact information.


1.  Using the pull-down menu, select your country.


2.  Enter your street address.


3.  Enter your mobile number (or select the landline link, for those few people who still have landlines).


4.  Click Continue and you’ll be signed into eBay and automatically taken to the Activity tab on the My eBay page.







Changing Your User ID


Once you register, you’ll receive a friendly email welcoming you to the site that includes a preassigned username (eBay also refers to this as your user ID; the terms are interchangeable). This initial user ID will make you turn up your nose—eBay assigned me the unappealing “chrisspe_8942,” for instance. Yuck!


Don’t let this tarnish your brand’s image. There’s a handy link in that welcome email that permits you to immediately change your user ID. Give this some careful thought and don’t put yourself into a box that’s too narrow. The user ID “glassbycms” is too limiting. A better choice would be “curiositiesbycms.” Don’t pick something embarrassing or offensive, even if eBay doesn’t put the kibosh on it. Your user ID should be relevant, trustworthy, simple, and memorable (and G-rated).


As your business changes, so can your user ID. You can change your ID once every 30 days; a change icon will appear next to your ID for 30 days after you rename it. But you should think twice before changing your user ID once you’ve established your eBay reputation. Once you’ve invested time and energy in promoting your brand as an eBay power buyer, power seller, or both, people will remember you. Can you imagine Coke changing their name?


Here are a few of the rules you must follow when choosing a user ID:


■  It must be at least six characters long.


■  It cannot contain spaces or these symbols: @, &, ‘,(, ), <, or >.


■  No profane or obscene language is permitted (eBay gets to decide what is inappropriate).


■  You cannot use any third-party trademarks (i.e., trademarks you don’t own).


■  You cannot include any email addresses or web addresses.


■  The word “eBay” can’t be part of the user ID.


To read eBay’s full policy, click on Help & Contact and type “username” in the search box, then select the Username Policy help page from the list of results.







Opening Multiple Accounts


You can open more than one eBay account. There’s a simple use case for this: groupings of similar and complementary merchandise sell better than a hodgepodge of different items, and eBay cross-promotes seller listings when buyers view items and make purchases.


Each eBay account is blessed with 250 zero insertion fee listings per month (even more if you subscribe to an eBay Store). The downside is that each new account you set up requires its own expenditure of time, focus, and energy. If you’re an administration guru and plan to sell many items, then managing multiple accounts will be no problem. If you’re buying wholesale to resell on eBay, it’s wise to have two accounts—one for buying and one for selling. Some sellers become bitter when they realize you’re reselling their items at a much higher price, and a separate account for reselling will avoid acrimony.


If, for some reason, you never receive your eBay welcome email, it’s not cause for alarm. You may have simply mistyped your email address, in which case you’ll need to restart the registration process. While it’s very unlikely eBay’s emails will get caught in your spam filter, be sure to check your junk mail folder before registering a second time.









LEARNING THE RULES


It may be true that it’s human nature to question authority, but the moment you registered for an eBay account, you had to agree to abide by their policies and follow their User Agreement. Perhaps in all the excitement you missed the fine print.


To view eBay’s policies, scroll down to the bottom of the homepage. Under About eBay, click the Policies link. There’s also a link to the User Agreement at the bottom of nearly every page on the site.


eBay has been around for a long time and has pretty much seen everything—so they know how to detect and stop fraudsters or trading activity that breaks its rules. Its members are expected to trade fairly, honestly, and legally. If you are a rebel, trying to get your fellow eBayers to operate by your rules is like trying to maneuver a cruise ship with one finger. You’ll just have to play nicely with all the other kids in the sandbox.




TIP
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While feedback manipulation is never allowed on eBay, asking a buyer to revise their original feedback rating and comment is completely legit. Before you go atomic over negative or neutral feedback, try reaching out to the buyer to resolve whatever issue prompted them to leave the unfavorable review in the first place. Once the problem has been taken care of, politely ask if they would be willing to revise their feedback. If the buyer consents, you can request a revision for feedback that is less than 30 days old, and you are allowed up to five revision requests per calendar year. To initiate a revision request, go to the menu at the bottom of most eBay pages and click on the Site Map link. On the Site Map, press Ctrl + F (or + F on a Mac) to open a search box and search for “feedback.” Then click on the Request Feedback Revision link and follow the instructions. The site’s AI scouts can detect many illicit activities and policy violations, but the community also benefits when members police one another. When other eBayers don’t follow the rules, you can (and should) report them. I’m not talking about minor infractions but truly egregious violations—eBay becomes a better place to trade for everyone when you do.





Here are some prohibited selling practices:


■  Fee avoidance. An eBayer asks you to engage in prohibited activities such as trading off eBay or canceling a sale to avoid paying transaction fees to eBay.


■  Bid manipulation and invalid bid retraction. When a bid is made on an auction then retracted, the bidder could gain an unfair advantage, such as discovering the reserve price or where another bidder’s maximum bid stands. eBay only permits bids to be retracted in two circumstances. A bid may be retracted if the wrong amount was entered, but eBay requires that you enter the correct amount immediately after retracting your bid. A bid can also be retracted when the listing changed significantly after the bid was placed.


■  Shill bidders. While it’s OK to buy an item on eBay from someone you know, you may never artificially increase its price or desirability. Shill bidding involves collusion and manipulation of the bid process to ensure that an unsuspecting bidder pays top dollar. The seller conspires with others to place fake bids in order to create the illusion of high demand—or to determine a real bidder’s top bid amount. Once they figure out the legitimate maximum bid, the fraudsters retract their inflated bids and immediately place a lower bid to keep the real one elevated without outbidding it. With fixed price listings, the seller arranges for other eBayers to make phony purchases to give the perception that the item is selling like hotcakes. Most people check sales history before buying, and these phony transactions mislead them. Report a provable case of shill bidding to eBay and law enforcement.




SAY GOODBYE TO THE GADFLY!
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If you sell on eBay for any length of time, you’ll encounter painful people who expect you to grade, certify, and guarantee your $1 item—or ask endless questions and request tons of additional pictures for a super-cheap or as-is product. While it’s not against eBay policy to be annoying, if someone is rude or otherwise an undesirable trading partner, you can block them. To block unwanted buyers, go to the menu at the bottom of most eBay pages and click Site Map. Then press Ctrl + F (or + F on a Mac) to open a search box and search for “block.” Then click on Block Bidder/Buyer List to access the Buyer Management system. Buyer Management has tools that allow you to block undesirable buyers and set buyer requirements, thus preventing those annoying buyers from taking up any more of your time.





■  Sale cancellation. This typically occurs when a seller fails to achieve their desired price at the conclusion of an auction and without warning cancels the sale, falsely claiming that the item is out of stock or damaged, the buyer asked to cancel, or something is wrong with the shipping address. The seller may then lie low for a while and relist the item at a higher price.


■  Feedback limitations in seller’s terms and conditions. Some sellers include language in their listings to limit or restrict the buyer from leaving negative feedback—this is a big no-no. A seller’s listing cannot attempt to stop a buyer from leaving feedback, whether good or bad.


■  Feedback manipulation. In this scheme, an unscrupulous seller artificially elevates their feedback score by using multiple accounts or working with others to exchange positive—but phony—feedback. It’s against eBay’s rules to buy, sell, trade, or give away feedback.


Here are some prohibited buying practices:


■  Underage buyers. Minors are not allowed to use eBay unless an adult over the age of 18 permits their account to be used and accepts responsibility for all activities.


■  Deadbeats. Occasionally, buyers fail to pay. An eBay seller may cancel an order if the buyer has not paid within four calendar days. Order cancellation results in a refund of the final value fee. An eBayer who is a chronic flake will end up indefinitely suspended by the site; however, a one-time failure to pay could be explained by lack of internet access, illness or other misfortune, or simply forgetfulness. In most product categories, bids are considered binding; however, bids for motor vehicles and real estate are considered nonbinding because these high priced sales are usually complex and subject to a variety of laws, and they may require an exchange of additional information before the deal is finalized.


■  Duty dodgers. Sometimes a cross-border customer may ask you to undervalue their shipment so they can save money on customs duties and taxes. But remember: if the parcel is lost or damaged, you’ll end up eating it and the financial loss will be all yours—eBay won’t cover the seller for damage in transit on uninsured or underinsured shipments.


■  Bid manipulation. A bidder places an exorbitant bid amount to determine the next highest bid, then later retracts their bid and places a new one just above the current high bidder. This unscrupulous bidder times the retraction to occur at the last possible moment to discourage others from placing bids while the auction is running. eBay prohibits this practice as it allows the bidder to gain an unfair advantage.


■  Bid shielding. Two bidders work together, with the first one bidding what he wants to pay for the item and the second one placing a very high bid that he retracts just prior to the 12-hour cancellation deadline. This bid shielding discourages others from placing bids and leaves the first bidder’s lower bid in position to win the auction.


■  Improper bid retraction. A bidder places a high bid and immediately retracts it simply to discover the auction’s reserve price, or does so to find out how high another buyer bid, or because they changed their mind about buying the item, or because they bid on the same item offered by multiple sellers—but only intended to buy one. Bids are only allowed to be retracted on eBay if the buyer accidentally keys in the wrong amount, the seller changes the listing significantly, or the seller can’t be reached for questions.


■  Malicious feedback. A buyer leaves a nasty, irrelevant feedback comment. You can ask eBay to remove feedback if it’s unrelated to the transaction or violates eBay’s feedback policy. Contact eBay customer support if you’re unsure whether the negative feedback qualifies for removal.


■  Feedback extortion. A dissatisfied buyer threatens to leave negative feedback if you don’t agree to terms you never offered in the listing or demands a discount rather than simply returning the product. Ask eBay to remove provable cases of feedback extortion.


■  Threats or stalking. An eBayer engages in other threats, stalking, discrimination, or other illegal behavior. Report the incident to eBay and, if appropriate, the authorities.


■  Misusing returns. A buyer returns a different item, returns an item they used or damaged, or returns an item falsely claiming that it was not as described.


■  Abusing buyer protection programs. A buyer opens duplicate requests using other buyer protection programs (e.g., filing a dispute both on eBay and with their card company, harasses the seller about an item not received while still within their delivery date window, or opens an eBay Money Back Guarantee request after having already received a refund from the seller or their payment provider, or does so in retaliation for a previous transaction dispute.


■  Offers to trade outside eBay. For the protection of both parties, eBay doesn’t permit any action with a user on the site designed to complete or facilitate a transaction outside eBay. Buyers and sellers also can’t share contact information before completing a transaction on eBay. Only official deals that occur on the site benefit from eBay protections and its Money Back Guarantee.


Promptly report and block offenders, and contact eBay at through the Help & Contact link at the top of most eBay pages. You can use Buyer Requirements to deflect many types of undesirable buyers. To access Buyer Requirements, go to My eBay > Account > Selling Preferences > Blocked Buyer List.


Safe eBay trading starts with common sense and following the site’s policies—they will protect you from most fraudsters and rule breakers.








CONNECTING WITH THE eBAY COMMUNITY


This section is a condensed version of Chapter 15 from my book Start Your Own eBay Business, 3rd Ed. (Entrepreneur Press, 2020). While not a prerequisite, I believe that book is also essential reading and a key partner to this book for serious eBayers. I’ve curated key highlights from that chapter for this section.


Developing a talent for connecting with other eBay users will return guaranteed dividends for your business. When people engage in conversation, great things happen. You can network with other users and eBay employees through the Community, found in the bottom menu of the homepage.


The eBay Community functions as a peer-to-peer support network and is mostly self-managed, with eBay staff moderating and contributing content. Scan the QR code in Figure 2–5 below for eBay’s time-tested tips for making the most of the Community, the rules of the road, and a list of eBay employees who make up the Community team. You might get to join in on engaging and surprising conversations—or even discover the love of your life, like Monique and Adrian Frankel, who found lasting romance after Monique bought some books from Adrian and they began messaging on the site. (Of course, eBay offers no warranty of postnuptial success.)
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FIGURE 2–5. This handy QR code will take you to eBay’s About the Community help page.








While visiting the Community, you can:


■  Find out what’s going on with other sellers and buyers on eBay


■  Discuss topics that interest you


■  Learn from successful eBayers


■  Check eBay’s system status to learn about problems affecting the site


You should primp your Community profile before diving in. Here’s how:


1.  Scroll to the bottom of the homepage.


2.  Click Community.


3.  Click your Avatar (top right).


4.  Click My Settings.


5.  Click the Personal tab.


6.  Click Personal Information.


7.  Fill in everything you want people to know about you (the signature field allows HTML code, permitting you to add optional graphics and fancy formatting).


8.  Click Save.


There are a plethora of Community profile settings you can adjust, so click the Preferences tab and explore to your heart’s content. Note that the Home Page tab allows you to show only the discussion boards that interest you. Depending on your preferences, the Privacy tab allows you to hide your Community profile information, email address, and online status (the default option), display them to eBay Community friends only, or make them visible to everyone.




TIP
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Suffering from email overload? If you want to stop eBay from sending you email alerts related to your Community activity, simply tick the check box under the Email section of My Settings on your Community profile.





Whether you’re a big-time CEO or a small-business owner, social networks can easily consume your life if you don’t self-moderate your usage. Like a crop farmer, I want to generate the maximum yield for the smallest investment of time. While the Community is social, there are plenty of sellers who leverage it to:


■  promote themselves (posts include backlinks to your listings)


■  seek help with item identification and pricing


■  engage in scuttlebutt (i.e., intel) with other sellers


Imagine being able to post a question about one of your listings on a discussion board and receive responses in minutes from other eBayers who share your passion! Figure 2–6 on page 28 is eBay’s list of discussion boards, which has a little something for everyone.


You’ll get the most out of the eBay Community by following these simple rules:


■  Have a specific purpose in mind.


■  Be polite and professional.


■  Avoid trolls who spew doom and gloom—these are people who couldn’t find happiness even if they were holding a winning lottery ticket.


■  Use visual aids—pictures often say it best and the discussion boards allow you to post text, images, and graphics.


■  Enable alerts so that you’ll know when someone answers your questions.


■  Get in and get out—don’t become consumed by endless browsing.


■  If someone is mean to you, don’t return the favor. Remember that no response is also a response.




TIP
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The eBay for Business Podcast is a weekly podcast featuring eBay employees and sellers offering advice to other sellers. You’ll find the link to this official eBay podcast on the main Community page. You can join the fun—and become a famous eBay seller—by calling and becoming a guest. Email the podcast team at podcast@ebay.com or call (888) 723-4630.
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FIGURE 2–6. One of my favorite virtual hangout spots, the eBay discussion boards.
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