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Introduction

No doubt the majority of Australians have heard of eBay as a place to buy a wide selection of items, usually at great prices. Compared to international markets, Australia has been slow to adopt e-commerce, with few of the major retail stores offering a comprehensive online offering. Over the years, eBay has become the primary destination for the majority of online shoppers. Here are some statistics that will help you to decide whether selling on eBay could provide you with additional income—whether that is personal, or supplementary to your business:

•   eBay has a global presence in 39 markets. Your items do not have to be offered for sale in every market, but you can add them selectively for no additional fee.

•   eBay has approximately 88.4 million active members worldwide. In Australia alone, 5.35 million unique visitors went to eBay.com.au in December 2008 (Nielsen//NetRatings Netview).

•   On an average day for eBay Australia, a baby item is sold every 24 seconds; a DVD is sold every 18 seconds; a toy is sold every 18 seconds; and a piece of women’s clothing sells every 6 seconds.

•   eBay users worldwide trade US$2000 worth of goods every second.

 

But the figures alone only tell part of the story. The simple fact about eBay is that it grants you and your business instant access to one of the busiest shopping platforms on the planet. Your items can be available for sale 24 hours a day, seven days a week (regardless of whether you intend to work those hours or not). Buyers love eBay because they can shop from the comfort and safety of their own home at a time that is convenient to them, and they don’t have to fight over parking spaces or with trolleys that lead them in the opposite direction.

The other thing eBay offers is transparency. At any given time, you can see what items are for sale, who is selling them, how much they sell for, and how frequently they sell. This is the kind of information most businesses would pay a lot of money for to find out about their competitors or potential markets for their products. This does mean your own sales are open to inspection, of course, but smart businesses work to streamline their business models so they can continually stay one step ahead of the competition.

And so it is that very year, hundreds of thousands of people clean out their garages and cupboards and sell things they no longer need. Some trawl through garage sales and markets looking for those rare or unique items that might fetch a great price on eBay, making a little bit of profit along the way. Selling on eBay is open to just about everyone—but how do some people turn it into a money-making venture?

There are countless books, courses, e-guides and the like that promise to teach you how to make millions of dollars on eBay in your first year … all from the comfort of your own home. Some even suggest that you can do this working as little as one hour a day. While these things might conceivably be possible, the reality of the situation is that making money on eBay requires a serious business approach, as well as a thorough examination of the options available to you, and a lot of trial and error.

In Australia, the most successful eBay sellers (and some of them do sell more than $1 million worth of items each year) are those with large warehouses, multiple staff members and various supply channels of stock, a lot of it from overseas. While not everyone will need to start that big, knowing eBay’s advanced selling techniques at the outset will help ensure you get the finer details right from the very beginning. Successful eBay businesses have displayed fantastic growth rates, but they require careful planning and a thorough knowledge of eBay’s systems and processes. Like anything, making a lot of profit doesn’t tend to happen easily—otherwise everyone would be selling on eBay and we’d all be millionaires.

This book is an advanced selling guide for people and businesses who want to use eBay to either establish an online channel to complement an existing business, expand their online presence, or for those wanting to start a business from scratch using eBay as their primary channel. Before you get into this book, it is advisable to read How to Use eBay/How to Use PayPal by Todd Alexander (Hachette Livre Australia, 2008)—it covers all of the basics of buying and selling on eBay Australia and using PayPal, the online payment mechanism widely used on eBay. There are also chapters on online safety, which are a must for anyone buying or selling online.

Each chapter of this book is designed, in the simplest way possible, to help ensure you are aware of, and are using, the multitude of selling tools available to streamline an eBay business. Making a profit is not only about securing the right products at the right price and being able to sell them successfully, it’s also about ensuring you have a great reputation and lots of repeat customers. More importantly, profit is also about minimising your other business costs, and when it comes to selling on eBay, one of the most ‘expensive’ is the time it can take to sell hundreds or thousands of items. Not every tool covered in these chapters will be necessary for your eBay sales. They are provided here as options, and after reading the book you should choose those that are most suitable to your skills, your products, and how much time and resources you have to invest in selling on eBay. Establishing the right business systems upfront is the only way to help optimise your performance on eBay, and beyond.

Each month, more than 5 million people visit eBay Australia (Nielsen//NetRatings Netview), and there isn’t a single business in the country that would turn down traffic like that! According to June 2006 AC Nielsen research, 52,700 Australians make their full- or part-time living on eBay, and for more than 17,500 it is their primary or only source of income. Why not add your name to the list? Like any way of making profit, nothing is guaranteed, but arming yourself with the right knowledge is key.

Before we begin, there are four basic rules to making money on eBay. Observe these, and you’ll be well on your way to realising maximum profit.

1  Source the right products for the right price.

2  Provide the kind of service that separates you from your competitors.

3  Market your products better than any of your competitors.

4  Continually look for ways to improve your business model.


Chapter 1

Safe trading tips for eBay sellers

Much has been written about the dangers of trading online. In actual fact, selling on eBay or your own website generates no greater security threat than starting your own retail or wholesale business. When selling online, remaining safe can be achieved by using simple commonsense.

Passwords

As your eBay sales grow, you may need more than one person to access your eBay and PayPal accounts. Remember that anyone with your eBay password has the ability to alter business-critical functions, and even has the ability to purchase items on the site. Keep a record of all employees/colleagues who know your eBay password, but never put the password in writing or circulate it via email. The password should be a combination of letters and numerals, and a mixture of upper and lower case. For added security, consider changing your passwords on the first of every month. This means that only those employees who need to gain access to eBay on a daily basis will know it, and past employees, or those who have changed roles, will not be able to maintain access.

In order to sell on eBay, all sellers must offer PayPal (the eBay-owned online-payment mechanism). Your PayPal password should be guarded more carefully. Only those who are empowered to make financial decisions for your company should be granted access to your PayPal account as, once logged in, they can transfer funds or pay for items bought online, and they may also be able to gain access to your bank account and credit card information.

Financial accounts

In order to limit the threat of loss, it is advisable to open a bank account and a PayPal account and have a credit card all of which are only used for business purposes. Limit the amount of funds available in each so that if their security should be breached, your loss is limited to a low amount. Some banks now offer mobile phone password protection when transferring money to new accounts, while your credit card’s TCV number (located on the back of the card) means a person must have the card in their possession in order to use it.

Stay on top of your financial records. Always double-check your financial statements and query any unfamiliar amounts with your bank immediately.

For PayPal, you can limit the type of access your employees can gain if you open a business account. In doing so, different passwords allow different employees access to the areas of the site you specify. Again, if you see any activity on your PayPal account that looks questionable, contact PayPal immediately.

Spoof mail

Spoof is an unfortunate reality of the online world. Spoof emails are created by criminals to try to trap you into entering sensitive or financial information online. Once gained, your information can then be used for fraudulent transactions. Recent developments have made it easier for law-enforcement professionals to track down online fraudsters, but the best way to avoid being the victim of online fraud is to use protection.

•   Make sure all the computers you use for your eBay sales are enabled with security software.

•   Never enter your personal or financial information into a website with which you are unfamiliar.

•   If an offer or reward sounds too good to be true, it probably is.

•   If you receive an email purporting to be from eBay, PayPal or your financial institution, and it asks you to enter your password via email, report it as spoof (forward it to spoof@ebay. com.au, spoof@paypal.com.au, or check your bank’s spoof mail forwarding address).

•   When making an online payment, make sure the site uses a verified security gateway.

•   To avoid receiving spoof altogether, create an email address that is difficult to guess. For example, if your eBay user ID is ‘abc123’, don’t make your email address abc123@hotmail.com or your contact email info@abc123.com.au. Online fraudsters have sophisticated software to help them guess your contact information, leaving you open to unsolicited email that can be a nuisance or a threat to running your business.

 

PayPal seller protection on eBay

PayPal offers sellers on eBay protection on qualifying transactions in the event that the sale should be the subject of a credit card chargeback, or when a buyer claim is made through PayPal’s online dispute process for items not received or significantly different to what was described by the seller. Seller protection is provided at no extra charge. In order to make a claim, a seller must:

•   sell an item on eBay and accept payment into their Australian PayPal account (the item must be a tangible good, not digital or a service, for example);

•   send the item via an approved postal service to the buyer’s address, as stipulated on the PayPal transaction page (approved postal services include those that can provide proof of shipment, an official acceptance by the shipper and documentation showing the recipient’s address).

 

Note that where a seller cannot provide the necessary documentation, and the buyer is able to prove their item was not received or was different to as described, the seller will have to finance the cost of providing the buyer with the refund. This is the same as usually occurs for retail stores.


[image: Image] TIP:  Check with your supplier in instances where a product is broken or faulty, as they may also provide you with a refund that you can pass on to your buyer.



The full list of eligibility criteria for PayPal’s seller protection on eBay can be found at: https://www.paypal.com/  au/cgi-bin/webscr?cmd=p/gen/ua/ua-outside#spp-policy.

Budgeting for loss

Operating any business successfully means preparing for some losses. Sensible business plans will calculate an anticipated percentage of loss and include this in their budget and performance targets.

For stock, this is commonly known as ‘shrinkage’. Shrinkage occurs when a product is damaged or lost in transit (from the supplier to you, or from you to your customer), from theft or from an accounting error (incorrect quantities received or sent). A sensible percentage to plan for is around 5–10 per cent, depending on the type and quantity of products you plan to sell. If your business cannot sustain ‘writing off’ that level of shrinkage, you should revisit your profit margins to decide whether there is an adequate market for your products.

Other losses than can commonly occur in business are unpaid items that may have inadvertently been sent to the buyer before payment was received, items that were paid for with a stolen credit card or via an account takeover (when a criminal gains access to a bank or financial account), or, in some circumstances, where a payment is reversed by the buyer via their financial provider.

While some banks and insurance agencies (and PayPal—see above) provide coverage and support for shrinkage, not budgeting for it at all will mean your projected profit margins are unlikely to be reached. See Chapter 10 for more information regarding insurance for your business.


Chapter 2

Becoming an eBay seller

Business registration

If you have not done so already, register as a business on eBay. This may not seem an important or obvious step but, increasingly, eBay is looking for ways to identify which of its sellers consider themselves businesses. In the future, businesses may be subject to special promotional offers and specific marketing support from eBay.

To register as a business:

•   Click the ‘Register’ text link at the very bottom of any eBay page.

•   Next, click the link at the top of the registration page that says: ‘Want to open an account for your company?’

•   Fill in the relevant information for your business, and accept the terms and conditions at the bottom of the page. Click ‘Continue’.

•   Choose your User ID. Remember to choose an ID that reflects your business name and/or the products you sell. Your user ID is how people will come to remember you, so choose carefully.

•   Create a password. Click ‘Continue’.

•   Now check your email and follow the steps to confirm your business registration.

 

If you are already registered on eBay and you would like to change your account to become a business account, here are the steps involved:

•   Click the ‘My eBay’ link at the top of any eBay page.

•   Sign in to the site (if not already signed in).

•   On the left-hand navigation of My eBay, under the ‘My account’ heading, click on ‘personal information’.

•   On the next page, on the ‘Account type’ line, click on the ‘Edit’ link on the right-hand side.

•   Sign in again to confirm your identity.

•   Next, type in your business name and select your business type.

•   Click the ‘Change to business account’ button.

PayPal tips for businesses

PayPal is the eBay-owned online payment system widely used by buyers on eBay, and online in general. As covered in Chapter 6, it is advisable to offer a choice of payment options to your buyers, and some eBay sites include a minimum requirement that you must accept PayPal, or process credit card payments through PayPal.

Before you sign up to PayPal, you should be aware of some of the key features that PayPal offers businesses. There are three account types to choose from when signing up to PayPal:

1  personal;

2  premier; or

3  business.

 

It might sound obvious, but businesses should sign up for a business account because it comes with the following advantages:

•   unlimited credit and debit card payment acceptance;

•   ability to accept subscriptions and recurring payments;

•   ability to accept mass payments (from multiple buyers at once);

•   multi-user access (see page 2); and

•   ability to brand your PayPal account with your business name.

 

PayPal charges a low fee per local transaction (currently 30 cents) and a percentage fee of the total payment (including postage). The percentage you pay depends on your PayPal account and the total amount of payments you have received into your PayPal account in the previous month. Additionally, you need to apply to have merchant rates assigned to your account—it is a one-time application, and you will automatically receive discounted rates as long as you meet the minimum criteria of payments received and have your account in good standing. These are the fees applied to your total monthly payments:

•   Under $5000 = 2.4 per cent

•   $5000.01 to $15,000 = 2.0 per cent

•   $15,000.01 to $150,000 = 1.5 per cent

•   Above $150,000 = 1.1 per cent

 

To apply for merchant rates you will only be able to see the application form within your account once you have achieved more than $5000 in payments.

PayPal also offers a special rate for accounts that sell a large volume of low-value items. You need to apply for micropayments and be aware that the rate will apply to all of the items you accept payment for, regardless of their value. The rate is 5 per cent plus 5 cents per transaction. To find out more information and to apply, go to: https://micropayments.pay  pallabs.com/.

Selling internationally

One of the most powerful advantages that eBay brings to sellers is the opportunity to list your item for sale globally. Few other marketplaces have the power, and the sheer buyer numbers, to match that proposition. The even better part is that you do not need to pay additional fees to have your item seen by buyers in any part of the world.

Before you decide whether to list your item for international sale, there are a few things you should consider:

•   If you speak another language, mention this in your listings or even have parts of your listings in the foreign language.

•   Think carefully about the currency you wish to list your item in. If you list on eBay.com.au and make your item available to another country, your product will generally appear in Australian dollars. However, if you go directly to the relevant site (a full list is available on the eBay. com.au homepage), your item will appear in the local currency of the site you have chosen.

•   Some sellers establish multiple user IDs, each one specialising in the sale of products to a particular eBay market.

•   Make sure you are fully aware of the importing laws and regulations in each market—do your research thoroughly as otherwise you may be inadvertently breaking the law.

•   Research what tariffs may be payable on receipt of the goods. Make sure your buyers are also aware of these charges and who will need to pay for these.

•   Refer to the Australian Government website to ensure you have all the relevant information, at: http://www.daff.gov.au/  aqis/export.

•   The Australian Trade Commission is an Australian Government body that assists small businesses with exporting. Find out if you qualify for assistance by visiting: http://www.austrade.gov.  au/.


Chapter 3

Sourcing products to sell

Here is the plain and simple truth—every tip and instruction in this book will not make you a success without you sourcing the right product to sell on eBay. Selling products with a proven market, at the right price, and the right amount of supply are among the key ingredients to ensuring your eBay success.

By success, the inference here is size of turnover and amount of profit. You could specialise in selling a small quantity of high-priced items, each with a good margin. Take refrigerators, for example. Selling five to ten each week at $2000 per item makes you a pretty sizable business, and if your profit margin is 10 per cent on each item you can see that you’re well on the way. But you can also sell 1000 CDs each week for $10 each. A turnover of $10,000 a week sounds like a lot, but by the time you subtract all your overheads… in actual fact your business may not be sustainable in the long term.


[image: Image] TIP:  When weighing up your business’s potential for success, you should get professional advice from an accountant or financial adviser.



Net profit is the amount remaining after all your expenses have been subtracted. Here are some of the business costs you need to consider, all of which eat away your gross profit to deliver your net profit:

•   cost of purchasing each item;

•   cost of having the item delivered to you by the supplier, unless it’s free;

•   phone calls, letters and travel to your actual and potential suppliers;

•   eBay fees;

•   PayPal fees;

•   bank and credit card fees;

•   postage and packaging costs not paid for by your buyers;

•   cost of printing flyers, invoices, thank-you notes, etc., and the cost of the paper they’re printed on;

•   other marketing costs (such as Google ads, letterbox drops, print advertising, etc.);

•   electricity costs of running a computer and printer, and the lights over your head;

•   cost of the petrol it takes to deliver your products to the post office, and the cost of maintaining your car to do so;

•   cost of your computer and printer, and any other equipment you use to make your business professional—the telephone, fax, filing cabinets, software, etc.;

•   the hourly rate you pay anyone to help you (you may have friends or family who help out for free, but the bigger your business gets the less you can rely on free labour);

•   cost of storage/warehousing (this includes space in your house—if you can’t use it to do anything other than run your business, it becomes an additional cost);

•   cost of items that are lost, stolen or damaged (although some may be covered by insurance—see Chapter 10); and

•   accounting, legal and other professional fees.

 

… and this isn’t by any stretch of the imagination an exhaustive list of overheads.

All of a sudden your $10,000 turnover a week for selling CDs turns into $200 net profit, and for the 65 hours it takes you to sell and send up to 150 CDs every day, you’re paying yourself the grand amount of $3.08 per hour! Don’t forget to pay your taxes.

Being online, eBay is a transparent marketplace, which means everyone can always see what products you are selling and at what price. They can even see the ones you’re not selling. This means that every move you make can be scrutinised, and copied, by new and existing competitors. This is why an online business needs to continually evolve and always be on the lookout for new directions.

Completed-items search

It may sound obvious, but the best place to start your research for finding the right products to sell on eBay is by conducting a completed-items search on the site. Here, you will see a list of recently sold and unsold items, their price, the seller, the description, the postage costs … everything you need to gauge why an item was or was not successful. More importantly, you’ll also get to see how many iems were listed.

You should at least start with a rough idea of what type of product you would like to sell. If you’re completely new to this, start with a product that you’re a passionate user of—it will make your job of marketing easier, not to mention answering questions from your customers. You can browse an entire category’s past sales to try to find clues that will help identify inventory gaps on eBay. If you look hard enough, they certainly do exist.

To conduct a completed-items search, click ‘Advanced search’ at the top of any eBay page, type in your product keywords or choose a category from the drop-down list, check the ‘Completed listings’ box and then click the blue ‘Search’ box. Items that sold will show the amount in green, unsold items in red, and multiple-quantity items that did not sell out completely will be in black.

Here are some questions to ask when browsing through completed items. They will help you find whether there is a possible inventory gap that your items could fill.

•   What is the cheapest sale price? Do you have enough gross margin to compete on price?

•   Of all the products listed, how many sell? (Be sure to include all the items within a multiple-quantity listing.) If you source that product, how quickly do you need to sell it? How often does a product sell on eBay? (This is known as sales velocity—you don’t want hundreds or thousands of products sitting there not selling, because the longer they don’t sell the less cash from sales you will have to purchase more products.)

•   Who is the seller? Are they located in Australia or overseas? Is their feedback better than yours?

•   What is the item title and description like? Could you do a better job marketing the item to prospective buyers? Good enough to have them buy the item from you and nobody else?

•   How much postage does a successful seller charge, and can you compete?

 

Where you cannot find any history of the item you want to sell, this does not necessarily mean you’re going to make a fortune by flooding the site with thousands of products. Search for similar items, try alternative keywords and spellings, and perhaps even check an international eBay site or conduct a search on Google to see if someone has already cornered the market in that item.

Networking to find products to sell

When I tell people I work at eBay, I am still amazed by the number who say ‘I’ve always wanted to sell on eBay’, and of these, the high proportion that are business people who want to use eBay as an additional channel to their existing sales. If you are continually looking for new product opportunities, as all successful business minds should be, always carry your eBay business card with you. Take every opportunity to explain to people that you run a business selling other people’s products on eBay and are always on the lookout for new lines.

Meeting possible leads is only part of the equation, however. You should have on standby a presentation ready to email or print and send to potential suppliers that explains your business model, highlights some of your previous successes and outlines the opportunity for sales on eBay.

Communications with potential suppliers should always be professional. If your eBay business looks as though it is run out of a backyard garage, why would a supplier choose you to extend their sales when they could just as easily do it themselves?

Wholesalers and manufacturers

Once you’ve discovered what type of product you want to sell, make a target list of manufacturers and wholesalers you want to approach to provide you with products. This will be a long, slow process, so get ready to invest some hard yards.

A lot of companies you contact out of the blue will not even return your calls—you need to be intelligent about who you approach within the business. Start with a sales and/or marketing director. A quick internet search can often unearth the name and contact details of relevant personnel within most companies. Be realistic about where you start; if you have zero feedback and have never sold on eBay before, it’s unlikely you’ll get a multimillion-dollar company to sell directly to you. Aim for a business that has enough product, but not too many products, for you to manage as a re-seller.

Here are some basic concepts you should address in your pitch to a prospective supplier:

•   Who are you and what is your work history?

•   What is eBay? A lot of businesses have still not explored it fully, so think like a business and relay some of the more compelling propositions eBay has to offer, such as the number of members, quality of the search experience, the feedback system, etc.

•   Why is your eBay business a good choice for re-selling this type of product?

•   What is the potential size of the market for this type of product on eBay?

•   How can selling the product on eBay be considered complementary to the existing business—and not in conflict with their own sales channels, or their other re-sellers?

•   What terms and conditions would you expect under a proposed agreement? What would they charge at wholesale, and what would you sell for on eBay?

•   What are some examples of your eBay branding? Remember, you have to sell yourself!

Internet searches

If you are patient, the right combination of keywords in an internet search can reveal a host of local and international websites that feature wholesalers and their products. Some are open marketplaces, others give you the opportunity to advertise your own business with an outline of the services you offer. We could provide you with a list of ten great sites, but finding supply is one of the best-kept secrets on eBay and if every reader of this book flooded a particular site, well, there wouldn’t be any competitive advantage anymore, would there? Be patient and creative with your searches and you will find some opportunities.


[image: Image] TIP:  Remember to be safe online! If an offer looks too good to be true, it probably is. Merely having a website does not mean that a business is legitimate. Before you part with your money, consider using an escrow service that will hold your payment ‘in trust’ and only release it once you have indicated you have received, and are satisfied with, the products.



Importing

Over the years, I’ve spent a lot of time working with some of eBay’s most successful sellers. A considerable number of them import items from overseas. Importing brings with it a distinct set of opportunities and challenges. Start by referring to the Australian Government’s Customs website http://www.customs.gov.au for important information regarding your obligations as an importer. There are a number of documents, fees and rules you need to be aware of before beginning an import business. It is best to seek professional legal and accounting advice on the implications of importing items from overseas.

Your next step should be to search on international eBay sites. Chances are, other sellers have checked these sites to see what is available, and for how much. What you really need to do is look for a gap in the market—something that is not readily available on eBay anywhere in the world.

Throughout the year, a number of organisations hold importing conferences and exhibitions designed to help Australians establish contacts with international businesses. You can also make contact with various embassies that will refer you to trade organisations within their country.

The experience of most other sellers is the need to establish face-to-face communications and relationships with foreign businesses to help ensure a smooth working relationship. By working with foreign government agencies, you’re more likely to be assured quality leads than you are if you attempt to establish contacts once you arrive.

Become an eBay trading assistant

Trading assistants are people who sell products on eBay on behalf of other people or businesses. eBay has a directory of all trading assistants, and although the volumes can be relatively modest, it is a good way to find some extra products to sell. While most of the clients you provide this service to tend to be people with several unique items left after clearing out their houses, there is nothing to stop you from promoting yourself as an eBay trading assistant to businesses with high volumes of inventory.

Trading assistants enter into individual agreements with clients and can set their own terms of trade. Some take a percentage of the final price of the item, for example, while others charge a minimum fee per item, or a combination of the two.

To become a trading assistant, you must have:

•   sold at least four items in the past 30 days;

•   a feedback score of 50 or more;

•   a minimum feedback percentage of 97 per cent positive; and

•   an eBay account in good standing.

 

Once you qualify and register as a trading assistant, you will be featured in eBay’s directory. For more information and to view the directory, go to: http://tradingassistant.ebay.  com.au/ws1/eBayISAPI.dll?  TradingAssistant&page=main.

eBay file exchange

If you have an existing product catalogue and you wish to upload your products to eBay without having to familiarise yourself with eBay’s ‘Sell your item’ form or other listing tools, the eBay file exchange may be a suitable solution for your business.

Using the file exchange is free, but you must meet eBay’s minimum seller requirements: you need to have been registered as a seller on eBay for at least 90 days, and must have listed at least 50 items in any of the three previous calendar months. To continue using the tool you must maintain this minimum number of listings.

Features of eBay file exchange

The tool allows businesses to upload listings via a CSV (comma-separated values) or tab-delimited file. The exchange populates particular eBay listing information such as item specifics, but presumes a minimum knowledge of using spreadsheet programs such as Excel or Access and will require some familiarity with eBay’s selling fields, such as format, duration, etc.

For more information on eBay file exchange go to: http://pages.ebay.com.au/  file_exchange/. For more information regarding uploading products to eBay, refer to chapters 5 and 7, and the solutions directory featured in Chapter 9.




End of sample




    To search for additional titles please go to 
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