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Thank you for purchasing this book.  eBay Newbie: How to Make Your First Thousand Dollars on eBay. It provides easy to implement solutions to increase your eBay sales. 

While no book can guarantee you success, the author and publisher have made every effort to bring you the latest information that has been found to work for other eBay sellers.  As with anything else in life, results can vary, based on the time you invest and your approach to implementing the various ideas and strategies given.

Most of this book was previously published as eBay 2014. This edition has been completely updated and rewritten to ensure you receive the most up-to-date information.

If you follow the process outlined in this book you should be able to make your first $1,000 in sales within 30 to 90 days depending on the type of items you list.

If you have any comments or questions, feel free to contact me at hi@nickvulich.com.  Any corrections will appear in future editions.
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[image: ]


One thing I have discovered after fourteen years of selling on eBay is the market is always changing. Just when you think you have it figured out, either eBay comes along and changes the rules of the game, or the economy changes, and your niche implodes, sending your sales straight down the toilet.

One of the biggest things you are going to have to deal with is eBay’s constant string of changes. As I am writing this, eBay has just announced their summer changes, and let me tell you – the entire year has been a crazy roller coaster ride for eBay sellers. 

The 2017 Summer Seller Update raised Store subscription fees for most sellers.

Here is the reality.

Basic Store 

	Fees range from $19.95 to $24.95 per month

	250 free listings (fixed price)

	250 free listings (auction style)

	20 cents for each fixed price listing

	25 cents for each auction listing

	Final value (3.5 – 9 percent of final value)


Premium store

	Fees range from $59.95 to $74.95 per month

	1,000 free listings (fixed price)

	500 free listings (auction style)

	10 cents for each fixed price listing

	15 cents for each auction listing

	Final value (3.5 – 9 percent of final value)


Anchor Store

	Fees range from $299.95 to $349.95 per month

	10,000 free listings (fixed price)

	1,000 free listings (auction style)

	5 cents for each fixed price listing

	10 cents for each auction listing

	Final value (3.5 – 9 percent of final value)


The good news is – there are no crazy changes on the horizon for sellers with this one. If you have not checked it out yet, follow this link to read more:

http://pages.ebay.com/seller-center/stores/subscriptions.html

Here are the highlights from that update:

	Buyers and sellers can only communicate using eBay. By September, all contact information needs to be removed from listings. That means phones, fax numbers, email addresses, and street addresses. The same goes for social media links. They are no longer allowed on site.







	Beginning in September, only limited links will be allowed in listings and other eBay pages. Approved links include those to product reviews and installation information, freight shipping information, and legal disclaimers. To view the full list of approved links, follow this link. Pages.ebay.com/help/policies/listings-links.html







	Return policies are changing again. Beginning in the fall, eBay is going to increase exposure of listings that offer “free returns and 30-day or 60-day returns without restocking fees.” eBay says it’s going to do this by allowing buyers to search for these return policies, highlighting return policies when visitors view your listings and featuring the policy in advertisements. What that means, is if you do not offer extended free returns, it’s going to be harder to find your items.







	International performance standards have been updated. Seller performance outside of the United States, Germany, and the United Kingdom will reflect only out of country sales. The idea is buyers from outside of your country can base their choices on how well you perform internationally, independent of your domestic performance. This section does not take full effect until February 20, 2018.







	As always, categories are updating and changing. Sellers need to ensure that their items get listed in the “best fit” category.







Sellers also need to understand the Fall 2016 Update.

Traditionally, eBay releases two seller-updates every year—one in the spring, and another in the fall. These updates are eBay’s way of giving seller’s a heads-up to let them know what’s coming down the pipeline and the changes they need to prepare for.

Here’s a quick run-down of what sellers can expect from the 2016 Fall Seller Update.

	Active content is prohibited from the site beginning in June of 2016. That means no more videos or animations are allowed in auction listings. 







	Performance standards are changing. Buyer feedback, DSRs, and other incidents that get resolved successfully (with your buyer) will no longer count against you. eBay says they are going to concentrate on what matters most.







	Return policies have been tweaked. Beginning in October of 2016, sellers will have the option to exchange or replace items, rather than to just give refunds.







	Turbo Lister is being phased out in June of 2017. Many of its features will be incorporated into the new seller hub. 







	Finally, category updates are ongoing. As eBay continues its move to be more like Amazon, sellers need to update listings to add category specific information.


Overall, the changes reflect a more focused eBay. They are looking at the new online marketplace and making changes to ensure the site stays relevant to shoppers. This is good news for everyone. Buyers find more items they want, need and are willing to spend their money on, and sellers will hear the jingle where it counts—in their pocketbook.

	eBay decided mobile is where sales are moving. They announced the end of active content in listings beginning in June of 2017 to provide mobile users a better experience. eBay also created a new view item feature for mobile. It displays a 250-character text-only description to mobile users. The idea is to provide relevant details—quickly, for time conscious mobile shoppers.

	In a move to be more like Amazon, eBay is expanding product reviews to more categories and products. Their research shows product reviews keep buyers on the site longer and increase sales as much as 18 percent.


Again, the updates come from a milder, but still money-grubbing eBay. While Amazon, and other online retailers, make their money on the backend, eBay continues to take their cut on both ends of the transaction. 

That is not a problem—if they can draw more active buyers to the site. Until they do that, eBay needs to get its house in order.
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In an ideal world, there would not be any need for a book like this.  Every item you list on eBay would attract hundreds of bidders. That 2018 Lincoln penny you got in change this morning, and listed on eBay as soon as you got home, would be feeling the love, and drawing hundreds of dollars in bids.

Unfortunately, the sad fact is less than forty percent of the auctions posted on eBay sell. Put in words just about anyone can understand—three out of five items you try to sell – Won’t Sell - Period.

Sorry to be the one to break it to you. Most eBay books make it sound like a sure thing that you are going to sell every item you list for sale on eBay.

Contrary to popular belief – “List it and they will buy it” is not a viable eBay strategy. Just because you decide to sell an item does not mean people will magically flock to it, or bid on it.

Selling on eBay is all about getting your listings noticed. No matter how unique or extraordinary the item you are selling is, no one can buy it if they can’t find it. 

eBay marketing can be summed up in five simple words: title, illustration, description, price, and reputation.

This book is going to help you fine tune each of these eBay marketing strategies, so you can up your odds, and have a better chance of making a sale each time you come up to bat.

	Title. Hands down, your title is the number one marketing tool available to you on eBay. eBay gives you eighty characters to describe your item. Make use of every one of them to ensure your item is visible to the largest number of viewers possible.







	Illustration. Everyone has heard the old saying “a picture is worth a thousand words.” On eBay, that saying goes double. The more high-quality pictures you post with your listing, the better the chances are you will sell your item, and get more money from it.







	Description. A good description complements your title and illustrations. This is where you get the opportunity to drive home how great your item is, what condition it is in, and how great it would be to own one of these. Five or ten words will not cut it here. Tell a great story. Connect the dots, so that people understand why they need to buy your item.







	Price. Your title, illustration, and description are all wasted if you place the wrong price on your item. Price your item too high, and no one will want it, price your item too low, and you leave profit on the table. Pricing is part science and part art. We will explore price in much more detail later in this guide.







	Reputation. If you do not have good feedback, no one will buy from you.  On eBay, all you’ve got is your name. Face the fact: You’re going to live and die by your feedback. No matter how unfair it sounds, do whatever it takes to make your customers happy.


That is all it takes. Follow these five simple steps. You will have a better chance to sell every item you list on eBay

We are also going to look at selling beyond eBay. For many sellers, this can mean pushing your sales out to Amazon, eBid, eCRATER, Etsy, and bidStart. Other sellers may decide to go it alone and start a website. Whichever you choose, we will give you some ideas to make the transition easier.
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​Why listen to me?
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Hey there, Nick Vulich here.

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

I have been selling on eBay since 1999. Most of my online customers know me as history-bytes. I have also operated as It’s Old News, Back Door Video, and Sports Card One.

I have sold 30,004 items for a total of $411,755.44 over the past fifteen years. That is just on my history-bytes id. I have taken a break from selling on eBay to concentrate on writing and coaching, but I keep my hat in the game—constantly keeping in touch with sellers, and reading the latest reports on e-commerce.

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

E-commerce 2017 is the thirteenth book I have written about how to sell on eBay. The first two, Freaking Idiots Guide to Selling on eBay, and eBay Unleashed are aimed more towards beginners. 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. How to Make Money Selling Old Books & Magazines on eBay talks specifically about what I know best, how to sell books and periodicals on eBay.  eBay Bookkeeping Made Easy helps sellers understand how to keep track of the money they are earning, and how to take advantage of the tax code to make even more money. eBay Shipping Simplified helps sellers determine the best way to ship their items, and how to use eBay’s shipping tools to make the task easier. It also has a primer on international shipping and how to use third party shipping providers such as Stamps.com and Endicia. 

eBay 2015 (also known as eBay Money Machine) is my longest book to date and encapsulates everything sellers need to know to start and grow their eBay business. eBay 2016 takes a different approach—showing sellers how to increase sales by employing a well thought out social media marketing campaign using Facebook, Twitter, Pinterest, and other sites. It also takes a close look at blogging for online sellers, and how to fund special projects using Kickstarter.

This book is a serious rewrite of my book eBay 2014. Pretty much everything has been rewritten and revised with up-to-date information. It should help to help tie up all the loose ends so that you can sell successfully on any e-commerce platform.

Let’s get started.
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​What’s in a Title?
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eBay gives you eighty characters to describe your item. Your goal is to cram every detail and keyword you can into those eighty characters. 

Your title is how people find the items you sell. eBay uses the words in your title to determine who sees the stuff you sell. Because of this, it is important to have every possible word or combination of words someone might search by in the title.

Your title does not have to read well or even make sense to be effective. It just needs to contain as many keywords as possible to maximize the chances it will be displayed when someone searches for a similar item.

Unfortunately, many people waste this valuable real estate trying to get cutesy or to write a sentence that makes sense. The fact is no one is going to search for, “very nice,” “awesome,” “great,” or “one-of-a-kind.” You would be much better off giving a professional descriptor like “near-mint” or “MS65,” because these are terms collectors use.

Here are some tips to help you write more effective titles.

	Include as many keywords as possible. You get eighty characters. Use as many of them as you can in each title you write. Do not worry that your title does not make sense. Include all the keywords you think someone would use to describe the item you are selling.







	Double Check Your Spelling. To get discovered by the maximum number of people, use proper spelling. If you are in doubt, use spell-check.







	Avoid using adjectives and descriptive phrases. Save all the adjectives and descriptive phrases for your item description. No one searches for “very nice” – “LQQK” – or “WoW!” 







	Avoid excess capitalization. No one likes being shouted at, or knowing someone is working too hard to sell them. If you absolutely must use all capitalization, only do it to one word, not your entire title.







	Use the correct terms. If you are unfamiliar with the item you are selling, take a moment to Google it. One thing I have discovered over the years is people love to email you and criticize you when you misspell a word, put an item in the wrong category, or describe it wrong. Sometimes it feels like they are crawling out of the woodwork and gunning for you.







	Include common misspellings. If the item you sell is frequently misspelled, include the misspellings in your title if you have room. 







	Don’t use abbreviations. Abbreviations confuse your customers. If there is any doubt, spell it out. If you do not have room in your title for the word you want to use, chose another word with a similar meaning. The exception here would be commonly accepted abbreviations on eBay. NWT – New with tags, NIB – New in box, BNWT – Brand new with tags, FS – Factory sealed.


One of the hardest things for many sellers to do is decide which keywords to put in your title. 

Perhaps, the easiest way to determine which keywords to include in your title is to look at other auctions for similar items. How do they describe the item? What keywords do they use? What words do you see show up in all the auctions?

After you have made the above list, take a minute to put yourself in the buyer’s shoes. What words would you use to describe the item you’re selling? Those are the keywords you want to include in your title.
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