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Foreword


I encourage you to read this book once thoroughly and then keep it close by as a reference guide. It will be instrumental in opening new doors and in closing big deals. The sage advice that you will uncover in these pages is evergreen, and while inflation may warrant adjusting a figure—or perhaps a screenshot may look unusual in the future due to eBay’s evolution—every concept, tip, and methodology presented will stand the test of time.


On August 5, 2019, my curiosity was piqued by a help-wanted ad on a quest for fact-checkers. It was for a book project—not just an ebook, but a physical treasure made from ink and paper. I’m a small-town suburban teenager from Kent, Washington. Needless to say, the opportunity to participate in something so useful to millions of entrepreneurs had me jumping out of my skin. I devour books with a laser-sharp focus on business and career improvement.


Christopher Matthew Spencer and I enjoyed an hours-long initial phone call, and I was one of only two individuals under consideration out of hundreds of applicants. Christopher Matthew and I became fast friends. He dispelled my misconceptions about business and about a teenager’s ability to score big-time in the capitalist world. I was stunned to learn that Christopher Matthew incorporated his first business at the same age as me: 18 years old.


Being able to assist a published author is exhilarating. I never imagined that this opportunity would include mentorship power sessions. Christopher Matthew’s internship included the opportunity for such excellent mentorship in business—an opportunity for guidance that I seized instantly.


Christopher Matthew asserted that meaningful fact-checking also includes testing the techniques and theories. So that’s exactly what I did: I started my own eBay business.


As I write these words, I am operating a successful eBay “empire” selling vintage video games and consoles. I’ve become a local “mogul,” known as the resident revival doctor resurrecting the early video game movements. Christopher Matthew and I debated brand names to no end, and eventually we landed on “PIXLBasket” because retro video games display graphics that are relatively basic and pixelated.


I certainly was scared out of my pants to get started: What would happen if I failed? Would I live up to the expectations that I set for myself? Would I disappoint my “Jedi Master” in the process? Above all else, would I be able to build a profitable eBay business from scratch and fire my current boss? These concerned inquiries proved themselves to be needless ramble. I have found a tremendous amount of success already thanks to the help of Christopher Matthew and the techniques in this book. My eBay business is thriving and profitable. All my previous reservations have dissipated.


I moved out of the house three days after my eighteenth birthday. Prior to launching my eBay crusade, serving food at Red Robin was my sole source of revenue, but now I pay my own rent with my eBay income. I’d been looking for a mentor in the field of internet retail (since I had a couple of failed starts with drop-shipping), but finding a suitable role model is no easy feat. Without meaningful mentorship, I was concerned with the reality that I might end up being a worker drone.


The entire experience of fact-checking Start Your Own eBay Business, Second Edition has been sublime. I was the first person to read every iteration of this new version. I am tremendously grateful and deeply honored to have been invited by Christopher Matthew to participate and to write this foreword.


I’d like to add a shameless plug (as this book advises) and encourage you to reach out to me if you’d like help selling your retro video games or consoles (or anything of value you’d like to consign).


My email: PIXLBasket@gmail.com


—Ben Akrish
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Preface


I wanted to throw it out—it was so ugly. And, of course, I thought it was worthless,” she said.


“And I,” her husband said, “almost dropped it—right out there.” He nodded towards the Burbank, California, sidewalk in front of my store. “But I talked her out of trashing it.”


The young couple and I peered down at what they had just brought to my eBay consignment store. There on my counter was a porcelain figurine of a whimsical nude woman sitting on a pear. The item, standing about ten inches high, was in mint condition and well-marked with “Lenci,” the date 1930, and the artist’s name. It didn’t look like much. The three of us gazed at it with a mixture of skepticism and wild hope—it was an odd piece (see Figure P–1).
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FIGURE P–1: An Extraordinary Garage-Found Treasure


“I figured maybe $100,” the young man said, referring to what I might be able to get for it on eBay on their behalf.


The young man’s father had recently passed on, leaving a Burbank garage crammed with the fruits of 40 years of collecting with a very interesting eye. The couple was moving to Oregon and wanted to give me the entire contents of the garage to list for them on eBay.


I listed the Lenci figurine on eBay with a starting bid of $9.99. In a spectacular example of eBay magic, seven days later, it brought $17,100 and went to a collector back in Italy where it was made.


The contents of their garage brought a total haul of $74,330.60.


I’m not going to say that this was just another day in the life of an eBay seller. That garage was an extraordinary treasure. But if you decide to become an eBay seller, I guarantee that every day there is surprise, gratification, and good old-fashioned creative work.


And my simple eBay business has made me a millionaire.


Not only have I created a successful business for myself on eBay and made lots of money in the process, but I have also taught thousands of people all over the world how to make money easily on eBay. And with this book, I will help you learn this kind of entrepreneurialism. This can lead you on the path to financial freedom and a better life filled with interesting, fun, and profitable surprises.


Being your own boss is fun. If you have a connected device and a way to capture photos, you can easily set up shop as an eBay seller today.


How Pokémon Started It All


I started selling on eBay in the summer of 1998. While I was visiting my brother, Buck, and his family one evening, my nephew, Matt, proudly showed me his Pokémon trading card collection. Pokémon was quite popular at the time, and Matt had acquired these fun collectibles on a relatively new website called eBay. His father was helping him learn the art of using this innovative new online service, and Matt was simply thrilled by the whole experience—the eBay experience. Even on a sluggish dial-up connection, eBay was cool, and Matt was thrilled to be using this neat site to do something really awesome: connect with people in a safe and social way to trade nifty stuff.


This little random event changed my life forever—it gave me an idea for a new and exciting business venture.


Starting as a teenager, I had held various sales jobs and worked in public relations and special events production, and by 1998, I had become a very successful personal manager of actors. The money was fantastic, and I was good at making it. But I am a person in constant need of mental stimulation, and being a personal manager had become routine. Though I worked in the heart of the entertainment industry and was in constant contact with celebrities, I was in a rut. I wanted to be the master of my own destiny—not a well-paid drone to the whims and demands of my clients.


The little Pokémon incident at my brother’s house made the wheels start turning in my head and made me think about what else could be sold on eBay. My best friend in the world, Mike Richards, was a Beverly Hills antique dealer (may he rest in peace). I started working for Mike straight out of high school as an intern for his company, writing letters, running errands, and handling his accounting work. It was my first office job! By 1998, I knew that his business—the antiques business—was on the verge of dramatic changes.


For many years, I had tried and failed to get Mike interested in using a computer for his company. I actually forced him to buy a personal computer in the early 1990s, but this state-of-the-art device quickly turned into an expensive doorstop. By now the internet had really taken off—its growth could only be described as explosive.


Shortly after learning about eBay from my nephew, I suggested to Mike that we try selling a few of his antiques on the eBay website. He handed me six nondescript war medals in rather poor condition to photograph and list on eBay. They were just a few bones that Mike threw me as a completely risk-free test case.


At the time, I owned a cool Sony Mavica digital floppy disk camera. Though very expensive then and with a resolution of 800,000 pixels, my camera was a mere toy by today’s standards. I took several pictures of each medal and listed them on eBay. A week later, I returned to Mike with my findings. I had sold all the medals for between $60 and $80 each.


Mike was stunned.


But Mike soon became a believer. He promptly prepared another 60 items for me to photograph and list on eBay. Between actor and client phone calls and my regular business meetings, I handled the 60 eBay auctions: answering email questions from prospective buyers, collecting payments, and shipping orders. Quickly, this hobby turned into a real enterprise, and Mike, my only client, was bringing me between 100 and 400 items to list on eBay each week.


By 1999, I was shipping well over $30,000 in merchandise that I had sold on eBay on a monthly basis. This was getting serious. I was now selling a wide variety of items for many new clients besides Mike, and I was getting paid commission. Most of these clients came to me by word of mouth.


One day, while I was busily handling my eBay hobby—that was still the way I thought of it, though it was certainly becoming a lucrative hobby—I got an email from one of my eBay buyers who said that a relative of hers was a writer for Time. The magazine was preparing an internet-themed edition with some stories about selling online, my buyer told me, and the writer wanted to interview me. Frankly, I thought this email was a joke, but I played along. The next thing I knew, my entire office was taken over by a Time photographer who set up lights and tons of equipment to photograph me for this story. The writer, Sally B. Donnelly, conducted a very pleasant interview, and a few months later, the phone was ringing off the hook.


People I hadn’t spoken to since grade school were calling to congratulate me on being in Time. At that moment, I realized I had really started something precious, wonderful, and amazing.


The phone rang, and it was a man named John Slocum. John had written a computer program called Auction Assistant Pro—a listing management tool for eBay that automated and facilitated multiple auction listings. John knew that I had been using his program for my eBay business. He told me that someone from eBay would be calling me shortly because they were looking for a substitute instructor for a class on Auction Assistant Pro at an event called eBay University. My fellow eBay University instructors and I were prominently featured on the eBay University page (see Figure P–2 on page xxii). One of their instructors had fallen ill, and they knew that I was an avid user of eBay and this listing tool. Eventually, I found myself speaking in front of hundreds of eager students who yearned to learn eBay.




fun fact
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As of August 2019, there are 182 million active buyers on eBay who purchased $95 billion worth of goods. The opportunities for eBay sellers are not only extraordinary, but are growing every year.





This convergence of events happened for a reason. Fate (or something) was making a major change in the course of my life. Next came quitting my job as an actors’ manager and selling on eBay full time with a new, second job of teaching regular seminars for eBay University. Today, I have successfully listed more than 200,000 items on eBay and have spoken in front of tens of thousands of students at eBay University events. I have authored so many eBay-related educational presentations, technical manuals, and produced instructional videos that I have lost count. I have a trusted staff that helps me run my eBay business, and they are my invaluable allies. I’ve been so successful on eBay that I now donate most of my proceeds to my favorite nonprofit organization: Dreams to Reality Foundation.


My eBay business started with zero personal investment. I did not have to quit my day job, although I wanted to and eventually did. The money earned from my eBay sales enabled me to purchase investment properties such as apartment buildings, houses, condos, a motel, a hotel, a bar, and a restaurant. My eBay business has generated great wealth for me and given me the freedom to do whatever I want, whenever I want—and it can do the same for you.


If you’re wondering if you’re starting too late and that eBay has already matured—nothing could be further from the truth. This book could be your passport to financial freedom. Online retailing is still growing impressively, and you’re seizing this opportunity at the perfect time. If you compare the internet to the auto industry, we are still in the “Model T” years. There will be plenty of business out there for you. With some determination and patience, you will reap the rewards of selling on eBay, and you can be as successful as I have been. You will reach the level of success that you choose because you now have the tools to achieve it.


[image: Image]


FIGURE P–2: eBay University’s Meet the Instructors Page


Nuts and Bolts: What to Expect in this Book


I’m a nuts-and-bolts kind of guy. I wrote this book for anyone interested in starting their own eBay business. Maybe you’re thinking of starting at your kitchen table. And maybe flipping through this book, you saw a chapter heading that confused you and made you think, “This book’s not for me—too complicated.” Or, “Employees? You have to be kidding!” Well, this book is for you. In fact, I wrote it just for you and everyone else interested in selling on eBay. Whether you have never been in business or are already running a large company, eBay can offer you endless opportunity and wonder.


This book is all about nuts and bolts—a nitty-gritty blueprint for running an eBay business. It takes you step by step through the entire process of setting up your business and making it a fantastic success. If you think you’re already an expert on what’s covered in any particular chapter, feel free to skip that chapter. It’s all here—the nuts and bolts of starting and running your own successful eBay business. So have a seat, whether at your kitchen table or the desk in your 4,000-square-foot warehouse, and read on.


In this book, you will find:


▶  Profiles and case studies of the most profitable eBay sellers, both homebased and brick-and-mortar


▶  Proven, step-by-step techniques for planning, starting, and executing a successful, profitable eBay business


▶  Great ideas for researching just the right products to list on eBay


▶  Clear direction on how to launch and manage your items on eBay


▶  Recommendations for safe and secure packing and reliable shipping


▶  Master tips for sourcing profitable items


▶  Step-by-step, screenshot-accompanied instructions for launching an eBay Store


▶  A wellspring of ideas for selecting great employees when you need them


▶  Recommended routines to streamline day-to-day operations


▶  A roadmap for going from little to big without growing pains


▶  Cautionary advice on avoiding trouble along the journey


▶  Proven methods for elevating your eBay sales by networking with other eBayers


This book is a wellspring of eBay knowledge that’s been distilled down from my two decades of eBay experience as well as ideas shared with me from other eBayers along the way—and industry insights from the team at Entrepreneur.


I welcome you into my circle of friends. Please feel free to write me with your very own tips, ideas, and personal success stories. Please know that I am accessible. I welcome interaction with you. Not only can you find me on social media @borntodeal, but you are always welcome to email me at borntodeal@gmail.com.


You have begun a unique and fascinating journey, and I’m honored to be your guide through this valuable educational experience. We’ll have plenty of fun working together as I show you the ropes. With your enthusiasm and a bit of patience and determination, you too will be trading online with your very own eBay empire. You will become your own boss. It is time to claim your piece of this growing opportunity.


Remember that Lenci I sold for $17,100? Those deals are really out there, and you can grow rich making mega-bucks on items like that. It’s one of those business success stories that has already become a legend in its own time: eBay, the hottest way to buy and sell new, everyday items as well as rare and unique goods.




CHAPTER


1 
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The Nickel Tour—


Understanding the eBay Ecosystem


My goal with this book is to guide you through a learning path. I’ll share meaningful, practical advice on how I successfully picked a lot of low-hanging fruit off the eBay tree. I’ve sold millions of dollars’ worth of everything on eBay. As you look around, I’m sure you’ll discover many things that no longer serve any purpose in your life: an orphaned power supply or a something-or-other, a bottle of fragrance that you bought but didn’t quite like, or an old vinyl record collection you never listen to anymore. Sell them on eBay!


There is no one-size-fits-all approach to success on eBay. The platform itself is so customizable that it works within your lifestyle and how you want to do business.


Selling items on eBay is simple. You can grab and sell a few of those unneeded items around your home or office, and you’ll be off to the races. You can earn substantial profits now and in the future. While you can grow an eBay business without the necessity of a book, I wrote this text as an antidote for trial-and-error. Have the courage to try something new and be creative with your eBay business. Nothing would be more gratifying than to know that you took my eBay tips and tricks and advanced them with your own ideas. If you aspire to do a whole lot more than simply re-home your old phone, then you’ll need an education on how to run a profitable eBay business.


You’ll be traveling light. All you need to start this journey is a way to capture photos and get on the internet to access the eBay site. Don’t worry about where to find stuff to sell. Everyone you know has unwanted items lying around. If you can’t find items of your own right away, then you can start by asking family members, friends, and coworkers. After all, this will be one of the primary ways you will get business for your new enterprise—by asking people.


To begin, this chapter will teach you everything you need to know about eBay and how it began. More importantly, you’ll gain some insight into some of the basics of selling on eBay.


eBay: A Brief History


In 1995, Pierre Omidyar, the founder of eBay, spent Labor Day weekend at home developing computer code for a site he called AuctionWeb. He wanted to connect buyers and sellers in an “honest and open marketplace” (see Figure 1–1 on page 3). Pierre’s first sale was a broken laser pointer acquired by Canadian Mark Fraser, a tech geek who figured he could fix it.


Within a year of opening AuctionWeb, Pierre hired his first employee, Chris Agarpao, to help him stay on top of this rapidly rising business. By 1996, $7.2 million worth of goods had been sold on the site.


In September 1997, AuctionWeb was officially renamed eBay, which stands for “electronic bay,” a nod to the South Bay area where Pierre launched the company.


Pierre quit his day job and hired Jeff Skoll as eBay’s first president. They moved the company from the bedroom to the boardroom and opened a small office in San Jose, California, which is now known as Building 6 on the current eBay campus. Just two years after Pierre’s brainchild hatched, over one million items had been sold on eBay.
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FIGURE 1–1: The AuctionWeb Homepage in 1995


The business genius Meg Whitman joined eBay as President and CEO in February 1998. Meg was one of my first customers and bought my Army Corps of Engineers compass on eBay. I also had the pleasure of sharing a table with Meg for lunch one day when I was onsite to teach for eBay University, and the conversation was inspirational and amazing. (I worked for eBay University from 2001 to 2008, spreading the good word to eager eBayers, and helping them with selling tips through over 200 eBay road shows and events.)


Meg stayed on as the fearless leader of the eBay team for 10 years, and under her guidance, eBay’s success was without comparison.


While many things have changed since I worked at eBay, the company has remained resilient and consistently profitable, both for sellers and shareholders. Since its humble beginnings, eBay has faced ferocious competition in a hypercompetitive industry. That said, as of 2018 there were 179 million buyers and over 1.2 billion items listed on eBay, with $95 billion worth of goods sold.


Unlike other online commerce sites, eBay executives have always refused to compete with eBayers. They have never sold “house brands” and they do not list items for sale (other than shipping supplies). The fundamental philosophy of supporting third-party sellers is what improves value and selection.


Pierre wanted online sellers to have a level playing field where Grandma’s chances of selling her wares would be on par with a big company’s. eBay initially focused on the auction-style listing format where sellers set a starting price that would rise when at least two eBayers placed bids in competition with each other. The high bidder would receive the prize. Online auctions are ubiquitous now; however, it was a novel idea when Pierre first conceived eBay. The online auction-style listing format is an opportunity to score more profit from a potentially high-demand or rare item. It didn’t take long for entrepreneurs across the globe to latch onto this fantastic opportunity. Today’s eBay sellers are soccer dads and CEO moms; full-time store owners and one-time sellers. The makeup of the eBay community is as diverse as the products they sell. The eBay family of companies allows anyone virtually anywhere to sell almost anything through an auction-style listing at a fixed price or through a classified ad. Plus, eBay works on your time. Jump in and jump out whenever you feel like selling. Take a long vacation sipping your Mai Tai by the beach, and when you return home, you can start right back up again.


The fine folks at eBay encourage sellers to call them with questions about selling. The toll-free support number (for sellers on the U.S. eBay site) is (877) 322-9227.


Selling on eBay: How it Works


Let’s take a basic look at the makeup of a traditional eBay listing process (which we’ll dig into more later). eBay is a marketplace platform where buyers and sellers trade. The transactions are somewhat private; however, eBay will mediate if things go awry or if course corrections are required. As a marketplace, eBay acts as a meeting place where buyers and sellers can trade among themselves—eBay does not buy or sell the items.


In this chapter, I’ll go over the registration process, selling formats and options, eBay’s Money Back Guarantee protection program, how privacy works, the benefits of an eBay Store, charitable giving on eBay, and the member feedback system. There’s a lot to learn and we’ll cover a lot of ground very quickly—connecting all these dots in detail throughout the book.


FYI, while I’ll be talking about a warehouse full of terms and eBay web pages, don’t worry about getting lost. At the top of every eBay page is the “Help & Contact” link or at the bottom of most eBay pages is the “Site Map” link. From these two places, you can find nearly every resource you need. For your convenience, I’ll be providing handy QR codes that you can scan with your mobile device. Android users need to install a QR code reader; iPhone users can point their camera, and the QR code will launch. Here’s the first one, which you can use to be magically transported to eBay’s Site Map (see Figure 1–2).
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FIGURE 1–2: QR Code for the eBay Site Map


Register as a Seller


Don’t worry, registering on eBay is fast and free—and always free for buyers. Sellers only pay to list and sell items. There is no monthly charge unless you open an eBay Store (and I’ll talk about Stores in-depth in Chapter 11). eBay is free for buyers, and sellers usually pay a fee to list items and another fee when the item sells. You’ll need to be at least 18 years old because eBay transactions are legally binding contracts. What are you waiting for? Get registered today. As shown in Figure 1–3, simply head over to http://www.ebay.com and click on the Register link in the upper-left-hand corner of the browser viewport.
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FIGURE 1–3: The eBay Homepage with the “Register” Link at the Top-Left Corner


Both individuals and businesses can register to sell on eBay. When signing up, you can choose the type of seller you wish to register as. The process for listing and selling merchandise is the same. Businesses must fill in a few other fields, such as the organization’s name, type, and address. Registration can be accomplished using an email address or a social media account, such as Facebook or Google. Virtually all eBay sellers accept payment through PayPal, so you’ll want to register for an account at http://www.paypal.com as well. You’ll be linking your eBay and PayPal accounts using your email address, so it’s ideal if they are the same on both sites. Trying to sell on eBay without offering PayPal will be hard. I’m sure it’s possible, but you’ll definitely lose sales. Buyers love the safety and security that PayPal offers. They can pay you without revealing sensitive card or bank account information.


High-volume sellers may wish to organize their listings by genre so that similar merchandise is presented together. This can be accomplished by having multiple eBay accounts. I have 11 of them. You’ll need a unique email address for each one, and they will have different user IDs. Having multiple eBay accounts can be incredibly useful. For example, perhaps you’d like to conduct your virtual garage sales on a different account than your new goods. If you decide to launch an eBay Store, it can be themed. For example, you may want to keep your intimate apparel shop separate from your hunting and fishing gear store.


Selecting your user ID is a nontrivial matter. eBay provides suggestions, but give this some careful thought before you proceed. Don’t put yourself into a box. The user ID “glasswarebycms” is very narrow. (I’m using C.M.S, my initials, here.) 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. As your business changes, so can your eBay user ID. You can only change your eBay ID once every 30 days. A change icon will appear next to your ID for 30 days after you rename it.




tip
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Never reuse passwords between websites. Use a password manager to generate safe, secure passwords and remember them. Apple has Keychain. I’m an iPhone user; however, most of my eBay business is conducted on a desktop. I use LastPass to generate, store, and manage my passwords. With the LastPass mobile app, I’m able to instantly find my passwords and get them right the first time. No messy guessing. Find LastPass at https://www.lastpass.com.





eBay’s Gospel


Common sense isn’t as common as you may have heard (or experienced firsthand). When was the last time you actually read all that wonderful legalese that you’re asked to “agree” to when you register to use a website? If you said “never,” then you’re in the majority. I’m among the guilty. I’d like to share a few points with you that I feel are critical to be aware of when you’re using an eBay account. It’s a situation that’s analogous to “you don’t know what you don’t know,” if you know what I mean.


Accessibility


If accessibility matters to you, it would be prudent to explore this information, which is a link you can find at the bottom of most eBay pages by clicking Accessibility. eBay’s accessibility policy page talks about MIND patterns and OATMEAL testing methods. No, they aren’t tampering with your private thoughts or stuffing your mouth full of oatmeal raisin cookies. These are acronyms for e-commerce web components and accessibility testing methods. MIND stands for Messaging, Input, Navigation and Design; while OATMEAL refers to Open Accessibility Testing Methods for Experts And Layfolk. On the accessibility page, you’ll also learn how eBay addresses subjects such as improving the site’s experience for people with disabilities and providing visually hidden text for ambiguous links and buttons. Diversity and inclusion are very important to these fine folks, as is their compliance with industry standards for such web technospeak as HTML, WAI-ARIA, CSS, and JavaScript. If anything about the eBay site isn’t working well for you, feedback is not only welcomed, the company provides a dedicated email for feedback relating to the accessibility of their products. That email address is accessibility@ebay.com. Let’s take a look at some other important sections of the site.


User Agreement


As you continue along this journey of reading, you would be wise to review the User Agreement, which can also be found as a link at the bottom of most eBay pages. The User Agreement is very concise and remind us that eBay is not our business partner and is merely a marketplace for trade. We are allowed to use eBay “as-is” and at our “own risk.” The User Agreement also reminds you that your access to eBay’s platform is a privilege, not a right, and that privilege can be taken away at any time. If you run across any problems, violations, or iffy conduct, you can report it to ebayinc@ebay.com.


Speaking of legal issues, accepting the eBay User Agreement means that in any legal dispute with eBay (not with other eBayers), you agree to arbitration of those claims. Arbitration is a legally binding means of settling disputes without the involvement of a court (including class action lawsuits, which you are also agreeing never to file). The silver lining in eBay’s arbitration clause is that eBay agrees to cover all costs of arbitration for claims of $10,000 or less—and disputes can be resolved by telephone arbitration. You can opt out of arbitration, but you must complete and postmark the Opt-Out Notice Form (found on the User Agreement page) within 30 days of your first use of the eBay site. I’m not sure why you would want to opt out because taking your gripe with eBay to court could prove to be a very expensive proposition. Not only is arbitration cheaper, but eBay also pays the initial costs to file the de minimis dispute. Frankly, I prefer to stay out of trouble and just follow the “eBay rules” to the best of my ability. Like most people, I prefer love, not war; and I love eBay—I have had a great experience so far, and I have high hopes for eBay for many years into the future. That said, the User Agreement limits your financial recovery in any legal action against eBay to $50 in any legal action.


Privacy Policy


Next, let’s discuss eBay’s Privacy Policy. eBay collects some personal information about you that they require in order to register you as a user of the site—and to ensure safe trading (nothing nefarious here, just common sense). When you click on the Privacy link (also at the bottom of most eBay pages) you can explore eBay’s User Privacy Notice. eBay can only know what you allow them to know. So, what little “data bits” can eBay become privy to? Here’s a list:


▶  Personally identifiable information such as your name, address, phone number, email address


▶  Financial information (e.g., credit card and account numbers, payment details)


▶  Bid and purchase data (and habits) as a buyer


▶  Sales data related to your activity as a seller


▶  Taxpayer ID


▶  In some cases: age, gender, country of birth, nationality, employment status, family status, interests and preferences


▶  Location data


▶  Computer and connection information, such as IP address, access times, browser history data, language settings, and blog information


▶  Data from public sources, credit agencies, and data providers (so that eBay can look at your demographic data and interests stored by third parties in order to market to you)


▶  Access to your social media activity when you sign on to eBay through a social network (e.g., the content you have viewed, ads you clicked, videos you watched, etc.).


You are most certainly allowing the company access to some pretty private information, so it’s important that you hand out only as much as you’re comfortable with a total stranger knowing. I’ll talk in more detail about protecting yourself further along in this chapter.


AdChoice


Finally, let’s talk about AdChoice (indeed, a link that is also at the bottom of most eBay pages). This is eBay’s bespoke advertising methodology that uses your tidbits of activity data curated from eBay to tailor-make ads that you might find interesting. Personally, I am not bothered by ads. I simply ignore them virtually all the time (there’s that one-in-a-million ad that Svengalis me, and I cannot resist the temptation to click it). To decide which ads to show you, eBay uses stuff like search terms you enter, information you’ve provided to eBay, as well as data collected by third parties and queried by eBay. You may opt out of the personalized ads if you feel creeped out by how accurately they know what strikes your fancy (I find it a bit unnerving and way too seductive), by using the opt-out button towards the top of the AdChoice page. No one will be offended and if you decide to leave the party, you’ll see some (probably irrelevant) ads that will have you scratching your head.


Choose a Selling Format


Sellers may select from a variety of eBay listing formats. Hummel dealers will agonize over pricing their precious figurines, while a fashionista knows Banana Republic pricing like the back of their hand. Collectibles may have uncertain prices, while commodities have very well-known 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 while a buyer of AA batteries needs them as soon as possible. The wonderful people at eBay give us options of both auction- and fixed price-style listings; there are also some special format variants for certain categories. You should plan according to the type of item that is for sale.


Auction-Style Listings


Auction-style listings allow you to receive competitive bids from multiple people and sell to the highest bidder. You can list one or multiple items, and your listing can be featured in up to two eBay categories. Categories are analogous to departments in a store. You can list auction-style with durations of one, three, five, seven, or ten days. If you sell real estate, you can run your auction for 30 days. There’s a feedback rating system in which both the seller and buyer can leave each other feedback comments, but only the buyer can leave a negative or neutral remark. Sellers can only leave positive feedback for buyers. Auction-style listings are ideal for items that are in demand or rare, such as collectibles and hard-to-find merchandise. For example, while a classic roadster warrants an auction, a new car probably does not.


A low starting price for an auction-style listing will encourage bids, but there’s a real probability only one person may bid on an item. It takes two to tango! The price of your auction-style listing will only rise if at least two eBayers place bids. With millions of listings on eBay every day, only high-demand merchandise is likely to receive many bids—a low starting price means you could lose money. You can set a secret reserve price for your item on eBay’s back-end when you launch the listing—the lowest price you’re willing to accept. I’m not a fan of using a reserve because many bidders dislike and are frustrated by them. You can, and probably should, start your item with a minimum bid amount that represents the lowest you would accept without pulling your hair out if only one person bids. If you launch an unsuccessful listing, just relist it with a lower starting price.


Fixed-Price Listings


Fixed-price listings satisfy a buyer’s urge for immediate gratification. There is no bidding. The buyer doesn’t have to wait until the end of an auction. You can add a Make Offer option that permits buyer haggling. Think of Make Offer like a backward auction. Fixed-price listings can have one or many of the same product and can be listed in up to two categories. There is only one duration, which eBay refers to as “Good ’til Cancelled.” These listings automatically renew every month until all quantities are sold or you end the listing. The seller and buyer can also leave feedback for each other. This listing format is ideally suited for commodities that are readily available and can be replenished or for items that have a clearly understood value. Best Offer permits you to enter both a value at which eBay will automatically accept an offer as well as a floor price, below which eBay will reject an offer. This sidesteps the annoyance of low-ball offers. I should point out that you can always add a buy-it-now price to an auction-style listing for an added possibility of an immediate sale.
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