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PORTIONS OF THIS BOOK were originally published as eBay 2014. This edition has been completely rewritten and revised to reflect the newest information available about selling on eBay. If you purchased a previous version of this book, over eighty percent of the information in this book is new to this volume.

.................

Many of you are probably asking—why change the name from eBay 2014, and why update the information in the book. After all, it’s only been published for a year. How much could change in that short period of time?

Internet time moves much quicker than time in the ordinary world. eBay time moves even quicker. The site is constantly updating its look, its feel, and its policies. 

Just today (September 30, 2014) eBay divulged they are dividing the company into two separate units—eBay and PayPal. To the delight of many eBay sellers, they also announced John Donahoe is being replaced as CEO of eBay. (For a lot of sellers the announcement came as an early Christmas present; for other sellers it came several years too late to do them any good.)

The focus for most sellers right now is to stay in compliance with eBay’s new seller standards. The Fall Seller Update for 2014 was a real bear this year, and it knocked sellers for a loop. The biggest change is the way eBay evaluates sellers. Instead of evaluating seller performance based strictly on buyer feedback, they now evaluate sellers based upon their defect rate.

I’ll cover seller defects in more detail in the next section of this book. For now, I’m going to give a short list of actions that can trigger a seller defect.

	If a buyer leaves a 1, 2, or 3 rating for “item as described.”







	A detailed seller rating of one for “shipping time.”







	Receiving a negative or neutral feedback.







	Any request to return an item that implies the item is “not as described.”







	A seller opening an eBay or PayPal Money Back Guarantee for an item.







	A seller cancelled transaction for any reason.


If a seller has too many defects in either a three month or twelve month period (depending upon how they’re evaluated) eBay can restrict or revoke your selling privileges.

I’m writing this in September of 2014—the first month for the new seller rating system, and several eBay blogs are already recounting stories of long time Power Sellers and Top Rated Sellers who have had their selling privileges revoked or restricted. Many of these sellers mention that until the new policies went into effect they were compliant with eBay’s selling standards and enjoyed Five Star Feedback. The few letters I’ve seen from eBay, mention the seller is no longer allowed to sell on eBay, but they should still feel free to make purchases. 

It seems sort of Dr. Jekyll and Mr. Hyde like—“We don’t want you to sell on eBay any more, but, oh—by the way feel free to spend your money, and buy stuff.”

​
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Seller Standards – Are You Meeting Them
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BEGINNING IN SEPTEMBER of 2014 eBay implemented a new set of standards that sellers are expected to meet.

The crazy part is sellers with Five Star Feedback can be penalized or have their selling privileges restricted or revoked if they run afoul of certain standards.

How can this be, you ask? Let’s look at a few scenarios.

Many sellers offer their product line across multiple platforms. Some sellers use software or apps to sync all of their items, sales, inventory changes, etc. Other sellers attempt to go it alone and make the changes themselves. 

Suppose something goes wrong. 

You make an error, or maybe you forget to take an item down after it sells. Your automated app allows something to slide by. Now suppose an item sells, and you need to cancel the sale because you’re out of inventory. 

That’s a penalty shot under the terms of eBay’s new seller standards.

Suppose a customer contacts you to say they don’t want to complete a transaction. If you initiate the return eBay considers it a seller issue and you are penalized with a seller defect. As a result of the new seller standards you are forced to choose between offering good customer service, or telling customers, “Sorry. I’d like to help, but you need to contact eBay to get the ball rolling.”

Think it can’t happen?

About a year ago I imported nearly ten thousand items from my Amazon store into my eBay store using an export service. Somehow several hundred previously sold items came along for the ride. That product import sparked a year-long battle in which I ended up cancelling seventeen transactions, making excuses and apologizing to way too many buyers, and very nearly getting my butt kicked off of eBay.

The new seller standards don’t go into effect until August, but they reach back up to one year for data to enforce those standards. As a result, I stand a very real chance of losing my Top Rated Seller status or having my ability to sell on eBay restricted for infractions that happened well before the new policy went into effect.

And, the most frustrating part is I have nearly 19,000 positive feedbacks with no negative or neutral feedbacks. My DSR rating for the last ninety days is 5.0 out of 5.0. The only thing that’s changed is eBay’s decision to evaluate sellers based on a different set of standards.

I know—it sounds crazy, but it’s one of those situations you may find lurking around the corner when you’re selling on eBay.

Here’s the way eBay describes their new seller standards, “Sellers who provide the great service that creates better shopping experiences and repeat sales stand to benefit from the update to seller performance standards.” 

The first evaluation for sellers takes place on August 20, 2014. If you’ve completed more than 400 transactions in the last three month period, you’re evaluated based on that three month period. If you’ve completed fewer than 400 transactions in the past three months, you’re evaluated based upon your sales for the previous twelve months.

If you’re curious how you’re doing in meeting the new seller standards visit your seller dashboard. It shows trending data on how your performance stacks up.

The bottom line for sellers is eBay no longer evaluates your performance based upon your four DSR ratings instead they evaluate your performance based upon your defect ratio.

Seller defects are defined by eBay as occurring in the following situations.

	A 1, 2, or 3 star rating on DSRs.







	A DSR of 1 for shipping time.







	Receiving negative or neutral feedback.







	A return with the reason listed “item not as described.”







	Having a buyer protection case opened for the reasons “item not received” or “item not as described.” (Buyer protection cases you settle, or that are settled in your favor do not count against you.)







	Seller cancelled transactions.


To qualify for unrestricted sales on eBay sellers must maintain a defect ratio under five percent. To qualify for Top Rated Seller status sellers must maintain a defect ratio under two percent.

The key takeaway is –

Buyers won’t be able to see your defect rate, but the higher your defect rate is, the lower your items will be shown in search.

What this means for sellers is if you have a high defect ratio, eBay may move your items to the bottom of search results, or they may not show them altogether.

The net result is fewer sales.

Check out this link if you want to learn more about eBay’s seller standards.

http://pages.ebay.com/sellerinformation/news/springupdate2014/sellerstandards.html

................

To be fair, eBay has offered to protect their top rated sellers for a short period of time so they can regroup and get back into compliance with the new seller standards. In my case, I’m protected until March of 2015.

What this means is issues that occurred prior to the new way of evaluating sellers based upon their defect rate won’t be used to limit or suspend your selling privileges. However, any defects you incur after the September 20, 2014 evaluation period will count against you. It’s important to note eBay protection does not allow you to maintain your power seller or top rated seller status if you no longer qualify for the programs.

Fair enough.

The real question is how do you dig yourself out of the mess you’re in and work yourself back into eBay’s good graces?

In my case, I got myself into this predicament by offering listings for items I no longer have. When I ported my listing over from Amazon, the service I used to do it also brought my previously sold items. It was a mistake. I verified what happened with eBay several times, but it happened on my account, so I’m responsible for it.

After considerable thought I determined the only way out of this mess was to take all my listings down and start over. The day I took them down I had over 4500 items listed on eBay, bringing in several thousands of dollars in sales and profits every month.

Today, all of those listings, and all of that money are gone. My best estimate is it will take six months of full time effort to get back to that point.

That’s some pretty scary stuff, eh?

If you’re a seller in the same boat, plot a course of action as soon as possible. Don’t wait for things to get better on their own. They won’t. 

You need to stop the defect train immediately. eBay is only protecting your seller status from the effect of past defects, any new ones will count against you and could result in your selling privileges being limited or revoked.

...............

Before I go any further let me tell you a little more about me, so you can understand why I’m the right guy to help you grow your eBay business.
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Why listen to me?
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HEY THERE, NICK VULICH here.

If you’re like me, I’m sure you’re probably a little skeptical about taking advice from someone without knowing a little bit about them first. 

I’ve been selling on eBay since 1999. Most of my online customers know me as history-bytes. I’ve also operated as its old news, back door video, and sports card one.

I’ve sold 30,004 items for a total of $411,755.44 over the past fifteen years, and that’s just on my history-bytes id. I’ve cut way back on eBay selling over the past year so I can focus on my writing, but I still keep my hat in the game. That way I can keep current with the challenges my readers face every day when they go to sell on eBay.

I’ve been an eBay Power Seller or Top Rated Seller for most of the past fifteen years, which means I’ve met eBay’s sales and customer satisfaction goals.

This is the eighth book I‘ve written about selling on eBay. The first two, Freaking Idiots Guide to Selling on eBay, and eBay Unleashed, are aimed more towards how to get started selling on eBay. eBay Subject Matter Expert suggests a different approach to selling on eBay – building a platform where customers recognize you as an expert in your niche, and buy from you because of your knowledge in that field. Sell It Online gives a brief overview of selling on eBay, Amazon, Etsy, and Fiver. 
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