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Getting Started
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The only thing that’s certain when you’re selling on eBay is change. Policies change at least twice a year, so do item categories.

The newest elephant in the room is eBay’s announcement that both eBay and PayPal were hacked. Over one hundred million user ID’s are at risk. Every time user’s sign in they are reminded they need to change their passwords.  If they want to buy or sell anything they hit a brick wall until they change their password.

For most people that’s a little scary. If you’re a worry wart it’s likely to send you scurrying to another site like Amazon, Etsy, or Bonanza.

The real stickler is eBay’s not doing anything to make it better. They’re not doing anything to comfort buyers. They’re not telling buyers or sellers here’s what we did to make buying and selling on eBay safer. Here’s what we did to safeguard your financial information with PayPal.

The other big hurt for eBay sellers is Life Lock. They’re all over the airwaves advertising—Hey! Look what happened to eBay and PayPal. You’re at risk, but not to worry, we’re here to help you. That’s what sellers need eBay to do. But, they’re not doing anything. eBay’s sitting there closed mouth, not saying anything about the breach, while our sales go to merchants on other sites.

Why am I telling you this? because no one else will. They’re afraid you won’t buy their book if no one’s buying anything from you. I’m not going to lie to you.

It sucks, but...

If you’re already selling on eBay, odds are you’re already feeling the pain. If you’re new to eBay and reading this book for advice on getting started, keep in mind—selling on eBay doesn’t mean you aren’t going hit some icy patches now and then.

Most books that talk about selling online paint this rosy picture telling potential sellers once you post your items for sale on eBay, you can spend the rest of your time lying around the house in your jammies or undies watching TV while the money rolls into your PayPal account 24 / 7.

I wish I could tell you it was so, but that’d be a bit like tossing you under the bus.

I will tell you that after you’ve been selling on eBay for a while it gets easier. You’ll make more sales, and many buyers will return to buy from you over and over again—if you give them good value for their money, and great customer service.

Just keep in mind—it’s a roller coaster ride, no matter how long you’ve been selling on eBay. Sales vary by season. Normally the summer months—June through August are the slowest time, the Christmas season—November through January is traditionally the strongest selling period. Many eBay sellers earn fifty to seventy-five percent of their profit during the holiday season. Where your sales fall on the scale depends upon the types of products you sell.

Ideally you’ll be able to develop a product mix that helps balance sales out so you don’t experience extreme seasonal fluctuations. It won’t happen magically though. It’s something you will have to plan for and work into your marketing mix.

Sometimes you’ll have a situation where you’ve been selling the same product for five or ten years, and all of a sudden sales stop, and the market goes dead for what you’re selling. When this occurs you need to be able to assess the situation quickly and determine what happened. Did a new competitor come into the marketplace and undercut your prices? Was a new product released that makes yours obsolete? Are there too many sellers offering the same products that you’re selling? 

Whatever you do, you need to react quickly? Otherwise it’s like beating a dead horse. You’ll never get anywhere.

Hopefully you’ve got a Plan B. And, that’s what this book is all about. We’re going to teach you about how to sell on eBay today—and tomorrow. To do that successfully you need to be able to move from Point A to Point B without tripping over your own feet.

Keep in mind, nothing I’m going to teach you here is new. This book isn’t going to walk you through listing your items on eBay. There are plenty of other books that do a great job of that. 

You should also know I haven’t discovered any hidden secrets I’m going to share with you. Selling on eBay isn’t rocket science. It takes a lot of hard work, and some good old common sense.

If you can execute in five key areas, you’ll have everything you need to succeed in online selling—today, tomorrow, and into the future.

	Plan for success

	Establish a Niche

	Ship like a pro

	Sell international

	Know your numbers


	[image: image]
	 	[image: image]


[image: image]

Seller Standards – Are You Meeting Them?
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Beginning in August of 2014 eBay implemented a set of standards sellers are expected to maintain. 

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 examine a few examples.

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, and forget to take an item down. 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 your customer, “Sorry. I’d like to help, but you need to contact eBay to get the ball rolling.”

Think it can’t happen?

About eight months ago I imported four thousand items from my Amazon store into my eBay store using an export service. Somehow they brought in hundreds of previously sold items, along with the current items in my Amazon store. I’ve been fighting to eliminate all the dead items since then, but in the meantime I’ve had to cancel eleven sales.

eBay’s 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’m in peril 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.

What makes it worse 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 has decided to evaluate sellers based upon different standards.

It’s crazy, but true.

Here’s the way eBay describes the 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 are evaluated based on that three month period. If you completed fewer than 400 transactions in the past three months, you are 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.

What this means 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 biggest 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 that means for sellers is if you have a high defect ratio, eBay will move your items to the bottom of search results, or they will 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

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

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, although 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. Right now I’ve cut way back on eBay selling to focus on my writing, but I still keep my hat in the game. That way I can stay 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 2014 is directed at more advanced sellers and tackles many of the challenges top rated sellers face in the eBay marketplace. 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 magazines on eBay.  eBay Bookkeeping Made Easy helps sellers understand how to keep track of the money they are making, and how to take advantage of the tax code to make even more money.

This book is an attempt to tie it all together. For those of you who’ve been following along and reading all of my books, some of this is going to be a rehash. The section on bookkeeping is taken directly from my book eBay Bookkeeping Made Easy. It’s not the entire book, but enough to give you a good primer on what it’s going to take to run an eBay business. Some of the materials in the sections on shipping and international selling are excerpted from my book eBay Shipping Simplified. Again, it’s info you need to know and apply today to thrive on eBay.

The majority of this book—over 125 pages of it are new to this book, and will help you make the most of selling on eBay. 

My goal is to help you become as successful as you wish to be.

Let’s get started...

	[image: image]
	 	[image: image]


[image: image]

Make These Changes First
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From my experience selling on eBay there are certain actions sellers can take that will increase their chances of being more successful.

If you’re a seller teetering on the brink of success instituting some of these changes could give you the extra nudge you’ve been looking for to break into the big time. If you’re a new seller, there’s no better time to get started doing things the right way. You don’t have any bad habits to break. Just jump in and get started.

Keep in mind—this is stuff that has worked for me with the items I sell. Not everything will work for you. Keep doing what works for you—adjust, or discard the rest.

1. Remove all HTML code from your listings.

eBay’s Cassini Search does not play well with HTML code—especially when you have HTML code in the listing header.

I love a fancy listing template that has a great design and perfectly formatted pictures, but what I like even better is listening to the cash register ding on my eBay app.

If your sales are down, and nothing you do is working—strip the header out of a few listings, strip all of that fancy formatting and templates out of a few more. Then see what happens.

If unformatted listings allow you to make more sales, that’s the way to go. By doing this you can decide for yourself what works and what doesn’t.

2. After you post a listing check it out on your smart phone and tablet. If you have trouble viewing your listing re-work it, or cancel the listing and start over.

The internet today is all about mobile. People constantly check their phones, tablets, and kindles all day long for new emails, tweets, and Facebook updates. Last Christmas nearly thirty percent of holiday shopping took place on mobile devices. This year that number is expected to be closer to fifty percent.

If your listing isn’t optimized for mobile, you’re going to miss out on fifty percent of the customers searching for your items. 

At the end of the day when you’re done listing items, check some of your listings using your smart phone or iPad. Ensure that your items appear in search, and they’re optimized for mobile viewing. If you inserted your photos into your listing using HTML code or a listing application like Auctiva or Ink Frog your pictures are going to appear small and they will be hard to view. If you posted them using eBay’s list your item page pictures will expand to fill the entire device screen, and potential buyers will be able to use the arrow keys to move between one picture and another.

Ask yourself which format you’re more likely to buy from, and make the appropriate changes.

3. Get straight to the point. Less is better. People are in a hurry to get things done. The easier you make it to buy from you, the more stuff you’re going to sell.

People are lazy. They read auction descriptions the same way they read blog posts and everything else on the internet. They scan the description for words that catch their fancy. They cruise through bullet points for a quick overview. They glance at the captions for pictures.

If they run into a big blob of text, they’re going to click the back arrow button and move on to the next listing. White space, bullet points, and bold headings are your allies in making more sales.

4. Include more and better pictures.

A good fifty percent of buyers make their decision just by looking at the pictures in your listing. They don’t have time to read, or they don’t want to read your item description. Many foreign buyers can’t read or understand your description. They rely solely on the pictures you include to make their decision.

Some sellers play to this. They include lots of close up pictures, and encourage buyers to check the pictures and decide for themselves if the item meets their needs.

5. Focus on the 80 /20 rule. Concentrate on selling the 20% of items that bring you the most profit. Scrap the slow sellers.

If you’re like most sellers, a few of your items account for the majority of your sales volume.

If you’ve got an eBay store the odds are you have hundreds, maybe thousands of items languishing in there. Maybe ten or twenty sell every month, but the rest of them just sit there—festering. They suck up your monthly free listings, and cost you additional listing fees. They taunt you into working extra hours hoping they’ll be that one extra sale you need to buy a new iPhone or an extra appetizer at lunch.

Quit playing the longshots. Take aim, and start focusing on sure things. Concentrate on the twenty percent of items that sell the best, don’t waste time and money on listings that rarely sell.

6. Don’t try to reinvent the wheel. It’s great to find a new product no one else has and will sell like hotcakes. There are very few items like that. If you focus all your time on looking for the newest greatest item you’re going to miss out on a lot of sure things.

Everyone wishes they could go back in time and be the first guy in on the Hula Hoop craze, the Pet Rock, or the Chia Pet, but—those kinds of things are a one in a million shot. If you concentrate all of your effort on the long ball, you’re gonna miss the sure hits along the way.

Sure...catching the wave on a new fad can make you rich and famous, but selling sure things like denim jackets, vintage toys, etc. will keep the cash registers ringing day in and day out. They’ll put food on the table, and gas in your tank.

Chasing fads will suck up listing fees, time you could spend posting profitable items, and free time you could have invested with your family and friends.

7. Don’t beat a dead horse. Items run out of gas. They stop selling for one reason or another. Know when to call it quits and move on to a new niche.

Good things come to an end.

I’ve spent the last fifteen years selling vintage magazine articles, prints, and advertisements. They’ve been slugging along in low gear since the recession of 2008. eBay’s move to fixed price listings is another nail in their coffin. Sales are down, selling prices are down, and profits are down.

I’m beating a dead horse.

I’ve got two choices—reinvent myself, or reimagine my product line. It’s hard. We’ve been together for fifteen years. There’s still money coming in—sometimes thousands of dollars a month, but it’s nothing like it was.

The challenge for 2015 is to reinvent my business and carve out a new niche.

What about you? If you’re beating a dead horse, do you have a plan to put it down, or breathe new life into it?

8. Spend more time on customer follow up. Chit chat. Shoot the shit. It’s going to help you build a relationship with customers, and sell more stuff.

Getting to know your customers doesn’t take long. You just need to make it a regular part of your business day. When someone inquires
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