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				Introduction

				Welcome to Making Money on eBay For Dummies, Australian Edition! We can’t begin to tell you how thrilled we are that our enthusiasm and excitement for shoppingand selling on eBay has spread to all corners of the earth. eBay has more than 95 million users globally and around 6million in Australia — that’s quite a community. It’s a community of buyers who don’t see the need to pay retail prices for items they buy, and of sellers who forage out wholesale bargains to sell online and make a few dollars. eBay is a true international marketplace—and the best part is that eBay is available to anyone over 18 who wants to take the time to figure out how it works.

				Along with the emergence and growth of eBay, the web-based retail landscape has changed in Australia in other ways too, with many more individuals and sellers looking to go online each year. We show you why selling at eBay is a great way to getinvolved in this growing market!

				eBay isn’t hard to master, but just like with any tool, if you know the ins and outs, you’re ahead of the game. Getting the best advice on how, what and when you sell can help make you the most money.

				How much money you earn at eBay depends entirely on how often and how smart you are at conducting your eBay transactions, and we help with the smart part by sharing tips we’ve learned along the way. We offer a load of terrific selling strategies for the beginner through to the advanced seller. With this book and a little hard (but fun!) work, you can join the ranksof the millions of people who use their home computers tomake friends, become part of the eBay community, have a lot of fun and make a profit.

				About This Book

				You’ve come to the right place to find out all about selling at eBay. You get all the tools you need to get moving at eBay, turn your everyday household clutter into cold, hard cash and look for other items that you can sell at eBay. We even show you how to streamline your selling processes and become more business-like in your dealings with buyers.

				Remember those open-book tests that teachers sprang on you in high school? Well, sometimes you may feel that eBay springs the odd test on you while you’re online. Think of Making Money on eBay For Dummies, Australian Edition, as your open-book-test resource with all the answers. You don’t have to memorise anything; just keep this book handy to help you with the more advanced parts of eBay.

				With that in mind, in this book we show you how to:

				[image: check.png]Get online and register at eBay.

				[image: check.png]Navigate eBay to do just about anything you can think of— research items for sale, set up auctions, monitor your transactions and jump into the discussion forums.

				[image: check.png]Choose an item to sell, pick the right time for your auction, market it so that a tonne of bidders see it, and make a profit.

				[image: check.png]Communicate well to your buyers and close deals without problems.

				Foolish Assumptions

				You may have picked up this book because you heard that people are making money selling unwanted items at eBay and you want to find out what’s going on. Or you may want to run a small business from home to make extra cash, or even start a large business to provide for you and your family. If any of these assumptions are true, this is the right book for you.

				Here are some other foolish assumptions we’ve made about you:

				[image: check.png]You have, or would like to have, access to a computer and the internet so that you can do business at eBay.

				[image: check.png]You have an interest in online commerce (marketing and selling stuff) and you want to find out more about it.

				[image: check.png]You want great tips and strategies that can help you sell products and services on eBay and make more profit doingso.

				[image: check.png]You’re concerned about maintaining your privacy and staying away from people who try to ruin everyone’s good time with negligent (and sometimes illegal) activity.

				Conventions Used in This Book

				We use a couple of conventions in this book to make it easier for you to follow a set of specific instructions.

				Steps for navigating menus or categories may appear with arrows between each selection. For example, if you see something like CollectablesCultural and Religious, we’re suggesting that you choose the Collectables category and then click the Cultural and Religious option.

				Whenever we want to highlight a message, a special link or information on the screen, it looks like this:

				This is onscreen information.

				How This Book Is Organised

				This book has five parts. The parts stand on their own, which means that you can read chapters in Part II after you read chapters in Part IV or skip Chapter 3 in Part I altogether. It’s all up to you. We feel that to get started, however, you should at least dip into Chapters 1 and 2 in Part I to get an overview of what eBay is all about and find out how to become a registereduser.

				Part I: Forget the Mall: Getting a Feelfor eBay

				In this part, we tell you what eBay is and how you use it. We take you through the registration process, help you organise your eBay transactions and interactions using your My eBay pages, and get you comfortable navigating the site from the home page.

				Part II: Are You Selling What They’reBuying?

				This part gets you up to speed on how to sell your items at eBay. Think of it as an ‘eBay Marketing 101’ course. Here, you find important information on how to conduct your auctions, what to do after you sell an item, how to ship the item and how to keep track of all the money you make. Even the Australian Tax Office gets to chime in on their favourite topic: Taxes. Know the rules so your friendly tax officer doesn’t invite you over for a snack and a little audit.

				We also show you how to jazz up your auctions by adding pictures and how to use basic HTML to link your auctions to your own website’s home page. (If you don’t have a website, don’t freak out: Links are optional.) You can make your digital images look like high art with our tips, hints and strategies.

				Part III: So You Wanna Get Serious?

				This part is for those sellers looking to become more professional or sell higher volumes of product. Perhaps you wanteBay to be your main source of income, or you just want tolearn more about some of the advanced ways to improve youreBay sales.

				We cover tools to automate some of your processes and how to use commercial systems to save you time. We also look at advanced selling strategies you can use when listing items ateBay, as well as online marketing and how to attract (andkeep) more buyers.

				Part IV: Tips, References and More!

				Check out this part to discover how you can resolve selling (and buying) issues with the help of the Security Centre, eBay’s problem-solving clearing house. Also included are ways of having fun with the eBay community and accessing forums.

				Part V: The Part of Tens

				In keeping with a long For Dummies tradition, this part is a compendium of short chapters that give you ready references and useful facts. We share more terrific tips for selling, and provide a chapter on Australian eBay success stories, to help keep you motivated towards your personal goals.

				In addition to all these parts, you also get an appendix, which lists plenty of software programs, products and service providers to help lighten your eBay load.

				Icons Used in This Book

				Throughout this book, you come across icons. These are handy tools to alert you to certain kinds of information.

				[image: missing image file]When you see this icon, you know you’re in for the real deal. We created this icon especially for you so that we can give you war stories (and success stories) from eBay veterans (learn from their experiences is our motto). These stories can help you strategise, make money and spare you from the perils of a poorly written auction item description. You can skip over these icons if you want to, but do so at your own risk — they contain gems of useful information!

				[image: missing image file]Think of this icon as a sticky note for your brain. If you forget one of the pearls of wisdom revealed to you, you can go back and reread it. If you still can’t remember something here, go ahead, dog-ear the page — we won’t tell. Even better: Use a yellow highlighter.

				[image: missing image file]These indicate things that you just have to know! Time is money at eBay. When you see this shortcut or timesaver come your way, read the information and think about all the hard-earned cash you just saved.

				[image: missing image file]Don’t feel our pain. We’ve done things badly at eBay before and want to save you from our mistakes. We put these warnings out there bright and bold so that you don’t have a bad experience. Don’t skip these warnings unless you’re enthusiastic about masochism.

				Where to Go from Here

				A website as complex as eBay has many nooks and crannies that may confuse the first-time user. Think of this book as a detailed road map that can help you navigate eBay, getting just as much or as little as you want from it. Unlike an actual road map, you can’t get frustrated trying to fold it back to its original shape. Just close the book and come back anytime you need a question answered.

				Just like a road map, you get to decide where you go and how you get there — you can take the freeway directly to a topic or meander through some back streets first to get a handle on the basics. Want to work out what to sell? Go to Chapter 5. Know how to list items but want to work out how you can really start raking in the cash? Jump to Chapter 12. Where you go from here is completely up to you.

			

		

	
		
			
				Part I

				Forget the Mall: Getting a Feel foreBay

				Glenn Lumsden

				[image: missing image file]

				‘So tell me . . . how does it feel being married to the director of a high-techglobal car company that runs 24/7?’

				In this part . . .

				New technology can be intimidating for anyone. You’ve wanted to visit eBay, maybe have an idea of what you’d like to sell, but eBay feels kind of big and scary. What you need is someone to point out the most useful tools you need to get around, help you find out how eBay is set up, and start showing you how to do your own transactions. That’s what we do in Part I.

				In this part, we give you the information you want to know about how eBay works and what it offers its members. Find out how to become a registered user, manoeuvre around eBay using the home page, and customise your very own private My eBay pages. You can also find out about the all-important feedback profile that follows every eBay user around like a shadow and the Detailed Seller Ratings you start receiving once you have a few sales under your belt.

			

		

	
		
			
				Chapter 1

				Why eBay Is a Terrific Placeto Sell

				In This Chapter

				[image: arrow] Finding out about eBay

				[image: arrow] Discovering why eBay is the best place to sell your items

				[image: arrow] Getting the scoop on types of auctions and Buy It Now sales

				[image: arrow] Testing your market with eBay Classifieds

				[image: arrow] Putting on your salesperson hat and researching your market

				[image: arrow] Working out what part eBay plays in item sales

				[image: arrow] Using features and fun stuff

				eBay is one of the largest marketplaces in the 21st century. Way back in July 2003, Wired magazine predicted that because of eBay ‘retailing will become the national pastime’. And you know what? This prediction came true, and has extended all the way to Australia. eBay’s founders had a pretty great idea back in 1995, and the world has taken to shopping and selling online. In 2010, e-commerce grew at more than 8 per cent in Australia, and eBay played a huge role in that growth. The eBay marketplace is a safe and fun place to sell everything from collectables to clothing, all from the comfort of your home.

				eBay is now also a marketplace for new merchandise. eBay estimates that over 70 per cent of items sold on eBay Australia are new, and these products are often brand-name items too! eBay is no longer just the destination for second-hand goods and old china — the marketplace has changed, thanks to a growing user base and increased competition.

				Take a look around your house. Nice toaster. Great-looking clock. Spiffy microwave. Not to mention all the other cool stuff you own. All these household appliances and collectables are fabulous to own, but when was the last time your toaster turned a profit? When you connect to eBay, your computer (or mobile phone) magically turns into a money machine. Just visit eBay and marvel at all the items that are just a few mouse clicks away from being bought and sold.

				In this chapter, we tell you what eBay is and how it works. eBay is the perfect alternative to spending hours holding garage sales or sitting behind a stall at markets or swap meets. The site can also be the perfect marketplace for gifts and day-to-day items. Not only can you sell (and buy) stuff in the privacy of your home, but you can also meet people who share your interests. The people who use the eBay site are a friendly bunch, and soon you’ll be selling, swapping stories, trading advice (and no doubt buying) with the best of them.

				To get to eBay, you need to access the internet. To access the internet, you need a computer with an internet connection or an internet-enabled device such as a smartphone or smartpad. That’s all. If you’re not ready to take the high-tech plunge, this book shows you how to start operating on eBay (and earning money) without owning a single advanced cyber thing.

				What Is eBay, and How Does ItWork?

				The internet is spawning all kinds of new businesses (known as e-commerce to technology types), and eBay is one of its few superstars. The reason is simple: It’s the place where buyers and sellers can meet, do business, share stories and tips and have fun. It’s like one giant online potluck party — but instead ofbringing a dish, you sell it!

				eBay doesn’t sell a thing. Instead, the site does what all good hosts do: It creates a comfy environment that brings people with common interests together. eBay brings buyers and sellers together, acting like a massive online shopping centre. Buyers canbrowse stores and items, and sellers can create a store (and paysome very low rent! ). eBay lets buyers and sellers thenconduct their business safely within the rules that eBay hasestablished.

[image: missing image file]

					eBay’s humble beginnings

					The longstanding urban legend says that eBay all started with a Pez dispenser (a small lolly dispenser with a cute head on it). But as romantic as the story is (of the young man who designed the site for his fiancée to trade Pez dispensers), it sadly was public relations spin. The founder, Pierre Omidyar, had the right vision at the right time, and the first item he sold on the site was a broken laser pointer. Day by day, new people (including Nathan in 2004) were drawn to the site from internet chatter. The site eventually grew to the point where it began to put a strain on Pierre’s internet service provider (ISP). The ISP charged him more, so he started charging a small listing fee for sellers, just so he could break even. Legend has it that the day $10,000 in fees arrived in Pierre’s mailbox, he quit his day job. (We hope that’s not apocryphal too!)

					eBay was born in 1995. The name eBay is taken from Echo Bay, the name Pierre originally wanted for his company. Upon checking with the state of California, he found that the name was taken by another company, so he shortened the name to eBay — and the rest, as they say, is history.

				

				All you need to do to join eBay is fill out an online form. Congratulations — you’re a member with no big fees or secret handshakes. After you register, you can buy and sell anything that falls within the eBay rules and regulations. (Chapter 2 eases you through the registration process.)

				The eBay home page is your first step to finding all the cool stuff you can see and do at eBay. Buyers can search for products, browse categories and check out some of eBay’s latest Big Deals. As a seller, you can search for competitors selling similar products, find out what’s happening and get an instant link to your very own My eBay pages, which help you keep track of every item you have up for sale. You can read more about the eBay home page in Chapter 3 and find out more about My eBay in Chapter 4.

				[image: missing image file]You may find that the eBay home page changes from time to time. If that happens, don’t stress; eBay often changes its home page. The functions and links we discuss in this book, orsomething very similar, are likely to still exist.

				Why Is eBay a Great Place to Sell?

				So why is eBay so great? The answer is simple: eBay brings a massive audience to your door, for very little cost. Starting your own website can be expensive and time-consuming and, even when the initial work is completed, you still need to attract buyers. But eBay has done all of the hard work of creating a website and building a market for you! Now you just have to supply the items to sell.

				eBay does charge fees to list items, as well as taking a percentage of your final selling amount. For more on these fees, see Chapter 5.

				All About Auctions

				In an auction, the value of an item is determined by how much someone is willing to spend to buy it. That’s what makes auctions exciting. eBay offers several kinds of auctions, but for the most part, they all work the same way. An auction is a unique sales event where the exact value of the item for sale is not known. As a result, an element of surprise is involved — not only for the bidder (who may end up with a great deal) but also for the seller (who may end up making a killing). Here’s how an auction works from a seller’s and a bidder’s perspective:

				[image: check.png]Seller: A seller fills out an electronic form, pays a fee and sets up the auction, listing a starting bid he is willing to accept for the item. Think of an auctioneer at Sotheby’s saying, ‘The bidding for this diamond necklace begins at $5,000’. You might want to bid $4,000, but the bid won’t be accepted. Sellers can also set a reserve price on some vehicle auctions — sort of like a financial safety net that protects them from losing money on the deal — or also offer the item at a Buy It Now price. We explain how this stuff works later in this chapter.

				[image: check.png]Bidder: Bidders in auctions fight it out over a period of time (the minimum is one day, but most auctions last a week or even longer) until one comes out victorious. Usually, the highest bidder wins. The tricky thing about participating in an auction (and the most exciting aspect) isthat no-one knows the final price an item goes for until the last second of the auction.

				eBay auction basics

				Unlike ‘traditional’ live auctions that end with the familiar phrase ‘Going once, going twice, sold!’, eBay auctions are controlled by the clock. The seller pays a fee and lists the item on the site for a predetermined period of time; the highest bidder when the clock runs out takes home the prize.

				[image: missing image file]You can choose a starting bid (or minimum price) for your item when you list it. The first bidder needs to bid at least as much as the starting bid in order for bidding to start. You’re free to set the price for the starting bid at whatever amount you choose — high or low.

				If you want to offer bidders the chance of ending the auction and buying your item immediately, you can also set a Buy It Now price. Make sure your Buy It Now Price is higher than your starting bid price and an amount you’re happy to sell for.

				If you have multiple quantities of an item for sale, you can either create multiple auction listings, or create one Buy It Now listing with multiple items available for sale in the one listing (this can save you fees, and works well in an eBay Store — see Chapter 7 for more info on stores).

				Any seller on eBay can use the auction format. For more information on listing items, see Chapter 6.

				Private (shhh-it’s-a-secret) auctions

				Auctions can be set to ‘private’ to ensure that bidders’ User IDs and details aren’t shown in feedback history. Private auctions are often used by sellers of pharmaceutical products or items that they know some bidders may be embarrassed to be seen bidding on. Others may go the private avenue because they’re selling big-ticket items and don’t want to disclose their bidder’s financial status.

				Private auctions are just like the typical timed auctions except that each bidder’s identity is kept secret. At the end of the auction, eBay provides contact info to the seller and to the high bidder, and that’s it.

				[image: missing image file]You can send email questions to the seller in a private auction, but you can’t check out buyers because the auction item page shows the current bid price but not the high bidder’s User ID.

				Reserve-price auctions

				Unlike a starting bid, which is required in any eBay auction, a reserve price protects sellers in some vehicle categories from having to sell an item for less than the minimum amount they want for it. The reserve price allows the vehicle seller to set lower starting bids, and lower starting bids attract bidders. Unfortunately, if a seller makes the reserve price too high and itisn’t met by the end of the auction, no-one wins.

				eBay charges a fee for sellers to run these auctions. Nobody knows (except the seller and the eBay computer system) what the reserve price is until the auction is over, but you can tell from the auction page whether you’re dealing with a reserve-price auction. If bids have been made on the vehicle, a message also appears on the page saying whether the reserve price has been met.

				[image: missing image file]On eBay, you can only set a reserve-price auction when using the auction listing format (not for fixed price or classified ads listings). If you want to set a minimum price for your auction, use the Buy It Now format, or set your auction starting price at an amount that is acceptable to you. See this link for more information: pages.ebay.com.au/help/sell/reserve.html.

				Buying It Now at eBay

				Buy It Now (BIN in eBay speak) sales now represent more than 70 per cent of all sales on eBay Australia. If you want to sell at a fixed price (like many sellers do these days), setting a Buy It Now price is your best method. Of course, using Buy It Now doesn’t present buyers with the thrill of an auction, but allowing buyers to purchase an item at a fraction of the retail price without leaving their chairs or waiting for an auction to end has its own warm and fuzzy kind of excitement.

				[image: missing image file]eBay Stores are a way for you as a seller to have a branded virtual shop for your items listed on eBay. You can add a logo, store pages with more information about your business, and even create tools like a mailing list to contact your customers about new products and sales. If you subscribe to an eBay Store, you can also list items at a Buy It Now price for longer than the standard three-, five-, seven- and ten-day periods usually available for auctions on eBay, and receive other benefits too. We cover stores in more detail in Chapter 7.

				[image: missing image file]If you list an item with a Buy It Now price, or as a Classified Ad, you can take advantage of eBay’s Best Offer functionality. Best Offer can be selected when creating your listing and does exactly what it suggests. It allows buyers to make an offer! But be warned: You might end up responding to quite a few silly offers . . .

				Gauging Interest with eBayClassifieds

				Instead of going straight to auction, you can list items on eBay using eBay Classifieds, which allow sellers to advertise a car, boat, motorcycle or property. eBay offers this listing format at a fixed cost of $19.95 to the seller. One key difference between the Classifieds format and the auction listing is that a transaction doesn’t take place. Instead, buyers can contact the seller to ask any questions and/or notify the seller of their interest to buy theitem.

				[image: missing image file]The Best Offer feature, which allows buyers to submit an offer price (which you can choose to accept or decline) is also available when listing Classified Ads.

				Stepping into Sell Mode

				As a seller, creating an auction on eBay is as simple as filling out a seller’s online form. You enter the name of your item and a short description, add a crisp digital picture, set your price and voila — it’s auction time. (Okay, it’s a tad more involved than that — but not much.) eBay charges a small fee for the privilege. When you list your item, millions of people (eBay has 96 million active users worldwide) can take a gander at it and place bids. With a little luck, a bidding war may break out and drive the bids up high enough for you to turn a nice profit. After the auction, you deal directly with the buyer, who sends you payment, then you ship the item. Or the buyer gives you the money when she picks up the item. Abracadabra — you just turned your item intocash.

				You can run as many auctions as you want, all at the same time. To get info on deciding what to sell, leaf through Chapter 5; to find out how to set up an auction, jump to Chapter 6; and to get the scoop on advanced selling, visit Chapters 11 and 12.

				Research for Insight and Profit

				eBay’s awesome search engine allows you to browse through countless categories of items up for sale. The search engine allows you to keep your eye on the competition and get an idea of how hot your item is. That way, you can set a competitive price. To find out more about using search options and categories, check out Chapter 5.

				The search engine also lets you find out what other people are bidding on, giving you some great insights on what, how and when to sell your own items.

				eBay’s Role in the Auction

				Throughout the auction process, eBay’s computers keep tabs on what’s going on. When the auction or sale is over, eBay takes a small percentage of the final selling price and instructs the seller and buyer to contact each other through email. At this point, eBay’s job is pretty much over, and eBay steps aside.

				Most of the time, everything works great, everybody’s happy, and eBay never has to step back into the picture. But if you happen to run into trouble in paradise, eBay can help you settle the problem.

				eBay regulates members with feedback ratings and the Detailed Seller Ratings system, which are described in Chapter 4. The grand plan is that the community polices itself. Don’t get this wrong — eBay does jump in when sketchy activity comes to light. But the people who keep eBay most safe are the community members — the buyers and sellers who have a common stake in conducting business honestly and fairly. Every time you sell something, eBay members have a chance to leave a comment about you. You should do the same for them. If they’re happy, the feedback is positive; otherwise, the feedback is neutral or negative. Whatever it is, your feedback sticks to you like glue.

				Building a great reputation with positive feedback ensures a long and profitable eBay career. Negative feedback, like multiple convictions for car theft, is a real turn-off to most people and can make it hard to do future business at eBay.

				[image: missing image file]If your feedback rating drops to –4 (negative 4), your account is suspended, and if your Detailed Seller Ratings fall below acceptable levels (usually an average score of 4.6), your listing privileges can be reduced. This may mean a restriction on how many items you can list for sale, and even a reduction in your search standing (meaning your items appear lower down in buyer search results). You can find out more about how eBay protects you as a buyer or a seller in Chapter 4.

				Features and Fun Stuff

				So eBay is all about making money, right? Not exactly. The staff at eBay aren’t kidding when they call it a community — a place where people with similar interests can compare notes, argue, buy and sell, and meet each other. Yes, people have gotten married after meeting at eBay. (Take a guess how friends bought them wedding gifts!)

				Getting to know your fellow sellers

				eBay has great online forums with topics that range from selling tools to trading coins and stamps. So if you have no idea what that old Mobil petrol station sign you found in your grandfather’s shed is worth, just post a message on a discussion board. Somewhere out there an expert has an answer for you. Your biggest problem is deciding whether to keep the sign or put it up for auction. Those are good problems to have!

				Visit the boards and get active. You can find help, and an ear or two if you have questions! For quick answers, check out the Ask a Member forum. For more info on the discussion boards, visit Chapter 14.

				Accessing the Security Centre

				The Security Centre is the catchall resource for information and services about making deals at eBay safer — and for information on what to do if deals go sour. We don’t like to think about it, butsometimes — despite your best efforts to be a good eBay user — buyers or sellers don’t keep their word. In a small percentage of cases, unscrupulous louts invade the site and try to pull scams. The winner of your auction may not send the payment. Sometimes even honest members get into disputes. The Security Centre is an excellent resource when you need questions answered or you need a professional to handle an out-of-hand situation. Chapter 13 tells you all about the SecurityCentre.

				Extra Stuff You’re Gonna Want

				At some point in your eBay career, you’re likely to become comfortable selling at eBay. At that time, you may be ready to invest in a few extra devices that can make your eBay experiences even better. More sophisticated digital cameras and scanners can help make your time at eBay a more lucrative and fun adventure. You find out how to use digital technology in your auctions in more detail in Chapter 10. And we cover advanced selling tools and products in Chapters 11 and 12.

			

		

	
		
			
				Chapter 2

				The Bucks Start Here: Signing Up at eBay

				In This Chapter

				[image: arrow] Becoming a registered eBay member

				[image: arrow] Using eBay’s easy forms (the shape of things to come)

				[image: arrow] Identifying with passwords and User IDs

				[image: arrow] Learning the ropes and setting up a seller account

				You’ve probably figured out that you sign up to eBay electronically, which means you don’t really sign on the proverbial dotted line as people did in days of old (before computers ran the world). Nowadays, the art of scribbling your signature has become as outdated as vinyl records (although you can still get vinyl records at eBay if you’re feeling nostalgic).

				Compared to finding a prime parking space at the shops during the holidays, signing up at eBay is a breeze. About the toughest thing you have to do is enter your email address correctly.

				In this chapter, you find out everything you need to know about registering at eBay. You get tips on what information you have to disclose and what you should keep to yourself. So let the funbegin!

				Registering at eBay

				You don’t have to wear one of those tacky ‘Hello, My Name Is’ stickers on your shirt after you sign in, but eBay needs to know some things about you before it grants you membership. You and several million other people may be roaming around eBay’s online treasure trove; eBay needs to know who’s who. So, keeping that in mind, sign in, please!

[image: missing image file]

					eBay internationale!

					eBay has websites in Argentina, Austria, Belgium, Brazil, Canada, China,France, Germany, Hong Kong, India, Ireland, Italy, Korea, Malaysia, Mexico, The Netherlands, New Zealand,Philippines, Poland, Singapore, Spain, Sweden, Switzerland, Taiwan, Thailand, Turkey, United Kingdom,theUnited States and (whew) Vietnam. Thevast majority of eBay usersthatyoutrade with are from Australia, but the international membership isgrowing — many buyers and sellers from overseas can now be found on eBay Australia.

				

				You don’t have to be a rocket scientist to register at eBay (although you can buy a model rocket, or something bigger, after you do). The only hard-and-fast rule at eBay is that you have to be 18 years of age or older — and people at eBay have ways to discreetly ensure that you’re at least 18 years old. (Hint: Credit cards do more than satisfy account charges.) So, if you’re 18 or older, head to the eBay home page and click the big Register button. The entire process takes only a few minutes.

				Registering Is Free and Fun (andFast)

				Before you can sign up at eBay, you have to be connected to the internet. After you open your internet browser, you’re ready to sign up.

				Just type www.ebay.com.au in the address box of your browser and press Enter. Welcome to the eBay home page! Right there, where you can’t miss it, is the Register button. Click the link and let the sign-up process begin. You can also get to the Registration form by clicking eBay’s welcome mat links; see Chapter 3 for details.

				[image: missing image file]eBay’s home page changes regularly. If you don’t see a Join Free or Register button, look around the page — an obvious button will be displayed somewhere.

				When you reach the Registration form, you’re required to complete several stages. Here’s an overview:

				1. Enter the basic required info.

				2. Create your User ID and password.

				3. Read and accept the user agreement and privacy policy, and enter the verification code hidden in theimage.

				4. Check your confirmation email.

				The following sections fill you in on all the details.

				[image: missing image file]The Registration pages on eBay are secure because they use an SSL connection. SSL (Secure Sockets Layer) enables you to have an encrypted connection to eBay because a bunch of really smart techie types made it that way. You can tell when you’re using an SSL connection because the normal http at thebeginning of the web address (also called the URL) is now https. Depending on which web browser you use, you might also see other indicators that the page is secure, including green highlights in the URL bar, or a padlock somewhere. We could tell you how SSL works, but instead we just give you the bottom line: It does work, so trust us and use it. The more precautions eBay (and you) take, the harder it is for some hyper-caffeinated high-school kid to get into your files.

				So, what’s your sign? Filling in your required information

				After you click the Register link, you’re taken to the eBay Registration page. At the top of this page, you need to fill in some personal details about yourself.

				Here’s what eBay wants to know about you:

				[image: check.png]Your full name, address and primary telephone number.

				[image: check.png]Your email address (yourname@myISP.com.au).

				[image: missing image file]eBay keeps all this personal information about you on file in case the company (or a member who is a transaction partner) needs to contact you.

				Please allow me to introduce . . .

				After you input your personal information, you’re ready to create your eBay User ID. Here’s what to do when you’re asked to choose a User ID and password:

				1. Type in the name you’d like to be known as on eBay and press Enter.

				 eBay tells you there and then if the User ID you want is available. If it’s not available, eBay suggests some possible alternatives for your User ID, or you can enter another option of your own.

				 See ‘A Not-So-Quick Word about Choosing a User ID’ later in this chapter for more tips on selecting your User ID.

				2. Enter a password in the Create Your Password field and type the password a second time in the Re-enter Your Password field to confirm your password.

				 Your password needs to be at least six characters long and must be a combination of at least two of the following:

				•  Uppercase or lowercase letters

				•  Numbers

				• Special characters (?!_@)

				 For more information about choosing a password, see also ‘A Quick Word about Passwords’ later in this chapter.

				[image: missing image file]3. Pick a secret question and input the answer.

				 The secret question you select is used by eBay to identify you if you ever have problems signing in.

				4. Select a Day, Month and Year to tell eBay your date ofbirth.

				 eBay wants to confirm that you’re at least 18 years ofage.

				5. Make sure all the info you entered is correct.

				 Think back to your grade two teacher, who kept saying, ‘Class, check your work’. Remember that? It still holds true! Review your answers.

				[image: missing image file]If eBay finds a glitch in your registration, such as an incorrect postcode, you see a warning message. This is part of eBay’s security system to ward off fraudulent registrations. Use the Back button to correct the information — if you put in a wrong email address, for example, eBay has no way of contacting you, and you won’t hear a peep from eBay regarding your registration until you go through the entire process all over again.

				Do you solemnly swear to . . . ?

				After you complete the personal information and create your eBay User ID and password, scroll down the page to eBay’s User Agreement and Privacy Policy. At this point, you take an oath to keep eBay safe for democracy and commerce. You promise to play well with others, not to cheat and to follow the golden rules. No, you’re not auditioning for a superhero club, but don’t forget that eBay takes this stuff very seriously. You can be kicked off eBay or worse. (Can you say ‘police investigation’?)

				Be sure to read the User Agreement thoroughly when you register. So that you don’t have to put down this riveting book to read the legalese right this minute, we provide the nuts and bolts here:

				[image: check.png]You must be 18 years old and legally able to sign a contract.

				[image: check.png]You understand that every transaction is a legally binding contract. (Click the User Agreement link at the bottom of any eBay page for the current eBay Rules and Regulations.)

				[image: check.png]You agree that you can pay for the items you buy and when selling, the eBay fees that you incur. (Chapter 5 fills you in on how eBay takes its cut of the auction action.)

				[image: check.png]You understand that you’re responsible for paying any taxes.

				[image: check.png]You’re aware that if you sell prohibited items, eBay can suspend you or terminate your membership and refuse to provide services. (Chapter 5 also explains what you can and can’t sell at eBay — and what eBay does to sellers of prohibited items.)

				[image: check.png]eBay makes clear that it’s just a venue, which means it’s a place where people with similar interests can meet, greet and do business.

				
					Don’t tell anyone, but your info is safe at eBay

					eBay keeps most personal information secret. The basics (your name, phone number, city and state or territory) go out only to answer the specific request of another registered eBay user (if you’re involved in a transaction with that person), Australian authorities like the Tax Office (if requested lawfully), or members of the eBay Verified Rights Owner Program (eBay’s copyright-watchdog program). Other users may need your basic access info for several reasons— a seller may want to verify your location, get your phone number to call you regarding your auction, or double-check who you really are. If somebody does request your info, you get an email from eBay giving you the name, phone number, city and state or territory of the person making the request. You need to keep your information up to date. If you don’t, you risk being banished from the site.

				

				eBay has the right to indefinitely suspend you (so you’re not a registered user) and may be able to take legal action against you. But fair’s fair; if you click the appropriate box on the User Agreement, eBay keeps you posted by email of any updates to the Agreement.

				[image: missing image file]If you’re going to sell as a business, or are setting up an account for your business or company, choose the Want to Open an Account for Your Company? link at the top of the Registration form. After clicking on this link, a new form loads. This form has a few extra fields to fill out so you can give eBay your business information. Opening a business account lets you display a return policy, your contact information, and terms and conditions in your listings.

				[image: missing image file]If you register for an eBay business account under your name, eBay and other authorities may chase you rather than the business if something goes wrong!

				If you’re a stickler for fine print, head to these internet addresses for all the Ps and Qs of the latest policies:

				pages.ebay.com.au/help/policies/user-agreement.html

				pages.ebay.com.au/help/policies/privacy-policy.html

				Before you can proceed, you must click the three check boxes at the bottom of the Registration page, which indicates that you really, really understand what it means to be an eBay user, and enter the verification code hidden in the image, to prove that you really, really are a human being!

				Because we know that you, as a law-abiding eBay member, will have no problem following the rules, go ahead and click the Continue button at the bottom of the page, which takes you to the final stage of registration: The Check Your Email page. You’re almost done.

				It must be true if you have it inwriting

				After you click Continue (see preceding section), eBay takes less than a minute to email you a confirmation notice. When you receive the eBay registration confirmation email, print it out or save it. What’s most important is the confirmation code. If you lose that number, go to the login page, enter your account name and password and you’re prompted to enter your code, or you can request to get your code resent to you. You can also click the link in your email to get the confirmation code.

				With your confirmation number in hand, head back to the eBay Registration page by clicking the link supplied in your email. If your email doesn’t support links, go to this address:

				pages.ebay.com.au/register

				After you reconnect with eBay and it knows your email address is active, you’ll be heartily welcomed.

				[image: missing image file]If you don’t receive your eBay registration confirmation email within 24 hours, most likely an error occurred in your email address. At this point, the customer-support staff can help you complete the registration process. Go to the following address:

				help.ebay.com.au/Help

				[image: missing image file]If for some reason (brain overload is a perfectly acceptable excuse) you incorrectly enter the wrong email address, you have to start the registration process all over again with a different User ID (eBay holds the previous ID for 30 days). If you run into a snag, you can click the Live Help button that appears on many pages, or visit eBay’s Customer Support section. eBay has improved its support pages immensely and from the Customer Support section you can get all of your questions answered, often with Live Help.

				A Quick Word about Passwords

				Picking a good password is not as easy (but is twice as important) as it may seem. Whoever has your password can (in effect) ‘be you’ at eBay — running auctions, bidding on auctions and leaving possibly litigious feedback for others. Basically, such an impostor can ruin your eBay career — and possibly cause you serious financial grief.

				[image: missing image file]As with any online password, you should follow these common-sense rules to protect your privacy:

				[image: check.png]Don’t pick anything too obvious, such as a combination that includes part of your birthday, your first name or your car registration. (Hint: If it’s too easy to remember, it’s probably too easy to crack.)

				[image: check.png]Make things tough on the bad guys and combine as many of eBay’s requirements as possible — combine numbers, symbols and letters (use upper AND lowercase), or create nonsensical words.

				[image: check.png]Don’t give out your password to anyone — it’s like giving away the keys to the front door of your house.

				[image: check.png]If you ever suspect someone has your password, immediately change it by clicking the My eBay link on the top of most eBay pages and signing in, selecting Account and then Personal Information, followed by Password and then Edit.

				[image: check.png]Change your password every few months just to be on the safe side.

				A Not-So-Quick Word about Choosing a User ID

				eBay gives you the option of picking your eBay User ID. If you’ve never liked your real name (or never had a nickname), here’s your chance to correct that situation. Have fun. Consider choosing an ID that tells a little about you. Of course, if your interests change, you may regret too narrow a User ID.

				You can call yourself just about anything; you can be silly or creative or boring. But remember, this ID is how other eBay users know you. So here are some common-sense rules:

				[image: check.png]Don’t use a name that would embarrass your mother.

				[image: check.png]Don’t use a name with a negative connotation, such as scam-guy.

				[image: check.png]Don’t use a name that’s too weird. If people don’t trust you, they won’t buy from you.

				[image: check.png]eBay doesn’t allow spaces in User IDs, so make sure that the ID makes sense when putting two or more words together.

				[image: missing image file]If you’re dying to have several short words as your User ID, you can use underscores or hyphens to separate them, as in super-shop-a-holic. If you permanently sign in to eBay on your computer, typing underscores or dashes won’t slow you down.

				[image: missing image file]You can change your User ID once every 30 days if you want to, but we don’t recommend it. People come to know you by your User ID. If you change your ID, your past does play tagalong and attaches itself to the new ID. But if you change your User ID too many times, people may think you’re trying to hide something.

				If you do decide to change your User ID, click the My eBay link at the top of most eBay pages. From your My eBay summary page, click the Account — Personal Information link. Then click on the Edit link on the same line as your User ID, fill in the boxes and click the Change User ID button. You now have a new eBayidentity.

				eBay also has some User ID rules to live by:

				[image: check.png]No offensive names (like &*# @ @ guy).

				[image: check.png]No names with eBay in them. (It makes you look like you work for eBay, and eBay takes a dim view of that.)

				[image: check.png]No names with & (even if you do have both looks&brains).

				[image: check.png]No names with @ (like @Aboy2).

				[image: check.png]No symbols such as the greater than or less than symbols (> <) or consecutive underscores _ _.

				[image: check.png]No IDs that begin with an e followed by numbers, an underscore, a dash or a dot (like e3456!).

				[image: check.png]No names of fewer than four characters (like Q).

				[image: missing image file]When you pick your User ID, make sure it isn’t a good clue for your password. For example, if you use Velma as your User ID, don’t pick Shaggy69 as your password. Even Scooby-Doo could figure that one out.

				[image: missing image file]Hey, if you use any kind of email spam filter software, this one’s for you: Make sure that your Mail Controls are set to receive emails from eBay. Many software security systems will automatically spam eBay emails (dump them in the deleted or spam mailbox), so please check your settings.

				Your Licence to Deal (Almost)

				You’re now officially a newbie, or eBay rookie. The only problem is that you’re still at the window-shopping level. If you’re ready to go from window-shopper to item seller, you need to boost the capabilities of your eBay account by registering as a ‘seller account’.

				To do this you need to submit some payment details to eBay, so they can charge you for listing and selling items.

				Go to your My eBay page and choose the Seller Account link under the Account tab. Then update your payment details at the bottom of the screen. After you choose a payment method (options such as PayPal, Bank Account or Credit Card are offered), you’re registered as an eBay Seller, and you have your License to Deal!

				[image: missing image file]Until you’ve been a member of eBay for 30 days, a picture of a beaming golden cartoon-like icon is next to your User ID wherever it appears on the site. This doesn’t mean that you have been converted into a golden robot; the icon merely indicates to other eBay users that you’re new to eBay.

			

		

	
		
			
				Chapter 3

				Getting to Know Your Marketplace

				In This Chapter

				[image: arrow] Getting the lay of the land and signing in

				[image: arrow] Using the eBay home page’s navigation bar and links

				[image: arrow] Getting the first word on searches

				[image: arrow] Taking advantage of eBay’s welcome mat

				[image: arrow] Checking out featured auctions and working through categories

				[image: arrow] Investigating global eBay sites and other fun stuff

				Month after month, millions of people land at eBay’s home page without wearing out the welcome mat. The eBay home page is the front door to the most popular auction site on the internet.

				Everything you need to know about navigating eBay begins right here. As a seller on eBay you need to know how the site works, where things are found, and how buyers browse and buy. In this chapter, we give you the grand tour of the areas you can reach right from the home page with the help of links.

				Acquainting Yourself with eBayasa Seller

				The eBay home page includes the following key areas:

				[image: check.png]A navigation bar at the top of the page with five eBay links that can zip you straight to any of the many eBay areas

				[image: check.png]A search box that helps you find items by title keywords, along with an Advanced Search link for making more detailed search queries

				[image: check.png]A list of featured category links to auction categories

				[image: check.png]Links to eBay’s specialty subsites, featured auctions, the Big Deal and other fun stuff like charity auctions, and information about what else is happening at eBay.

				[image: missing image file]Do not adjust your computer monitor. You’re not going crazy. You may notice that a link was on the eBay home page one day and is gone the next day. The links on the eBay home page change often to reflect what’s going on — not just on the site, but in the world as well.

				Sign In, Please

				By going to the Sign In page and signing in, you don’t have to continually enter your User ID when you bid or post items for sale. Signing in also allows you to change your sign-in or My eBay preferences. (See Chapter 4 for info on My eBay.)

				Here’s how to get to the eBay Sign In page and sign in:

				1. Click the Sign In link beside the navigation bar on any eBay page.

				 The Sign In page appears.

				2. Enter your User ID and password in the spaces provided.

				3. If your computer is private and you’re the only one who uses it, and you want to be signed in every time you return to eBay, select the Keep Me Signed In checkbox.

				 This little timesaver ensures you’re always signed in to eBay every time you go to the site. The Sign In process places a cookie (a techno-related thingy) on your computer that ensures you remain logged in to eBay on that browser until you click the eBay Sign Out button.

				 If you don’t check the box, you’re signed in only while you’re on the site. If you don’t do anything on the site for 40 minutes or if you close your browser, you may be prompted to sign in again.

				4. Click the Sign In button.

				 You’re now signed in to eBay and can travel the site with ease — in the rest of this chapter we show you how.

				This Bar Never Closes

				The navigation bar sits at the top of every eBay page you visit, and lists five eBay links that take you directly to different eBay areas. When you follow one of the five links, you’re taken to a page that brings together all the resources and goodies related to that subject.

				[image: missing image file]Think of links as expressways to specific destinations. Click a link just once and the next thing you know, you’re right where you want to be. You don’t even have to answer that annoying old question, ‘Are we there yet?’ from the kids in the back seat.

				Here, without further ado, is the grand tour of the destinations (eBay calls them hubs) you can reach from the eBay bar:

				[image: check.png]Buy: Hovering your mouse over the Buy menu shows four options: Browse Categories, Free Postage, Global Shopper and eBay Pulse. The Browse Categories page displays all the main eBay auction categories. From this page, you can find any one of the millions of items up for auction at eBay.

				[image: check.png] [image: missing image file]Each major category you select to browse on the Buy page provides its own set of search functions buyers can use to narrow the selection further. Buyers often start their search here, and drill down to the categories in which they are interested.

				[image: check.png]  The Free Shopping and Global Shopping links are promotional (and may change) and eBay Pulse is a great way to get some category insights as a seller. But more on that in Chapter 12.

				[image: check.png]My eBay: Takes you to your personal My eBay pages, where you keep track of all your selling (and buying!) activities, account information and configuration, applications and more. (We dive into My eBay in Chapter4.)

				[image: check.png]Sell: This page is your launching pad to selling on eBay, linking you to resources such as Selling Activities, Selling Tools and eBay Live Help (an online instant messaging facility). Best of all, the Sell page is home to the Sell Your Item form — the form you need to fill out every time you want to start an auction on eBay. We explain how to navigate this form in Chapter 6.

				[image: check.png]Community: Here you can catch up on the latest news and announcements, converse with fellow traders in the eBay community, find charity auctions, and get more information about eBay. Chapter 14 tells you how to use these resources.

				[image: check.png]Customer Support: Opens the eBay Customer Support centre. The overview page consists of a search box, in which you can type your query, and a menu of topics to help out with buying and selling. The link to chat with friendly virtual Emma is there too!

				The Sign Out link also appears at the top of every eBay page (ifyou aren’t signed in, the Sign In link appears).

				[image: missing image file]If you get turned around, confused or just can’t find the answer to your question, you can find eBay’s Help Centre at pages.ebay.com.au/help/ (as at the time of writing). It may be of help in a pinch.

				Exploring eBay: Search andDiscover

				An old Chinese expression says, ‘Every journey begins with the first eBay search’. Okay, so we rephrased the quote slightly. Very wise words nonetheless. You can start a search from the eBay home page in one of two ways:

				[image: check.png]Use the search box. It’s right at the top of every page and it’s a fast way of finding item listings. Just enter a keyword or description and, zap, you’re there.

				[image: check.png]Use the Advanced Search link beside the search box, in the top right corner of nearly every eBay page. This link takes you to the Advanced Search page, where you can do all kinds of specialised searches.

				Both options give you the same results. The instructions we offer in the next two sections about using these search methods are just the tip of the eBay iceberg. For the inside track on how the eBay search engine affects the way you should list your items — to ensure they show up in the right searches, helping you to sell more — visit Chapter 6.

				Searching and browsing categories

				To launch an item search from the home page, follow these steps:

				1. In the search box, type no more than a few keywords that describe the item you’re looking for.

				2. Click the Search button or press Enter.

				 The results of your search appear on-screen in a matter of seconds.

				You can type just about anything in this box and get some information. Say you’re looking for Star Wars memorabilia. Ifso, you’re not alone. You can use the search box on the eBay home page to find all sorts of Star Wars stuff. We’re not kidding — Nathan just ran a search and found 17,716 items available at eBay with Star Wars in their titles or description in Australia alone (and 316,419 available worldwide!).

				[image: missing image file]If you want to sell something like Star Wars products, the eBay search function allows you to see what everyone else is selling in the category, how they advertise their products on eBay, what prices they set, and when they sell their items. Gold!

				[image: missing image file]When buyers search for popular items at eBay (and a classic example is Star Wars memorabilia), they may get inundated with thousands of auctions that match their search criteria — and the item you’re selling could get lost in the deluge. eBay has ways for buyers to filter a search so finding a specific item is easier. In the following section, we introduce you to the Advanced Search link under the Search box to show you the many ways buyers can slim down those searches and beef up those results.

				Advanced searches

				One of the most important links on any eBay page is the Advanced Search link. When you click on this link, you’re whisked away to the main Advanced Search page, Find Items, which also shows a menu of other search options on the left side of the screen. All of these search options enable buyers to find information in different ways.

				In a nutshell, here’s what these search options do:

				[image: check.png]Find Items: This page enables buyers to narrow their search for individual items on eBay using lots of interesting criteria. Buyers can narrow the field to find items within a price range, a region, only those listed on PayPal and much more. They can even determine how they’d like eBay to display the results of their search.

				[image: check.png]When buyers use keywords to search for an item (for example, Kylie Minogue poster or Don Bradman cricket card) they can also filter the search by selecting an option from the In This Category drop-down list — that is, if they know which category is likely to contain the item they’re looking for.

				[image: check.png] [image: missing image file]The category filter is a handy search function for figuring out which subcategories to list your item for sale in. It produces a regular search in a selected category, but also displays a column on the left side of the page to show you which subcategories an item is listed in and how many other items are listed in each category.

				[image: check.png]Items by Seller: Every person at eBay has a personal User ID (the name you use to conduct transactions). Buyers can use a By Seller search if they liked the merchandise from a seller’s auction and want to see what else the seller has for sale. Type the seller’s User ID, and you get a list of every auction that person is running.

				[image: check.png]Items by Bidder: For the sake of practicality and convenience, User IDs help eBay keep track of every move a user makes at eBay. If you want to see what a particular user (say, a previous buyer of your Star Wars product) is bidding on, use the By Bidder search. Type in the User ID inthe By Bidder search box, and you get a list of everything that user is currently bidding on, as well as the amounts bid.

				[image: check.png]Items by Item Number: Every listing on eBay has an item number, found in the top right of the listing in the Other Item Info box. Use a By Item Number search to quickly find items by their eBay item number.

				[image: check.png]Items in Stores: By searching in Stores for your item, you’ll see if any matching items are available in eBay stores as fixed-price listings (perhaps even at lower prices). Availableitems are displayed with gallery images. You can also search for an eBay Store by name using the Find Storesoption.

				[image: check.png]Find Members: eBay offers a group of search tools to help you find different kinds of members. These tools are very easy to use, but are governed by eBay’s strict Privacy Policy. The Find a Member option allows you to search for members by either email address or User ID, but the Find Contact Information option requires you to be engaged in an eBay transaction before you’re provided with the registered address and telephone number of a member. This function can be very useful if a sale starts going wrong (see Chapter 9 for more details). Finally, the Find a Trading Assistant option allows you to track down eBay members who sell on behalf of others.

				In Chapter 6, we cover how these search options affect the way you list your products, and how you can help your products show up in relevant searches on eBay and be seen by the buyers you’re targeting.

				Using eBay’s ‘Welcome Mat’

				eBay welcomes users to its home page with a range of promotions, banners and messages. Also displayed are buttons to join (if you’re new to eBay) or log in (if you’re a returning member). But don’t be surprised if the welcome mat changes. The creative types at eBay in Sydney are always tweaking the home page at eBay. You know the old saying: ‘A change is as good as a holiday!’

				After you log onto the eBay site several times and you’ve sold a thing or two and browsed the site, you may notice that more customised ads and items are shown to you. It’s not that eBay doesn’t welcome you anymore. It’s just that eBay wants to give you information that’s most relevant to you each time you come back to visit the site.

				Window Shopping, the NextGeneration

				eBay uses the rest of its home page to highlight sales, featured categories and products. It is the window shopping of the future and may include:

				[image: check.png]Motors and Real Estate: These links take you to dedicated sections on eBay that house the Motors (cars) and Real Estate listings.

				[image: check.png]The Big Deal: Clicking on this link allows eBay to highlight daily specials on offer from larger eBay sellers. Ifyou getyour items featured in this section, you can get a lot of traffic to your listings, and sales too. (See Chapter12 formore on the Big Deal and getting your items featured.)

				[image: check.png]Group Deals: This link takes you to a page that aggregates group deals from external sites, as well as offering group deals from eBay sellers. Sellers can offer a volume of product at a great price, but the deal only goes ahead once a certain number of buyers have committed to purchase.

				[image: check.png]From Our Sellers: This section has a dynamically updating selection of items, based on what your search habits have been. That’s right, eBay knows! For example, if you’ve searched previously for Star Wars products, you may see related items in this section when you return to eBay.

				[image: missing image file]You may notice that the graphic links on the home page change from day to day — even hour to hour. If you’re interested in the featured areas of the site, visit this page several times a day to see the entire array of special happenings at eBay.

				Manoeuvring through Categories

				So how does eBay keep track of the millions of items that you and other sellers are listing at any given moment? The brilliant minds at eBay decided to group items into a nice, neat little storage system called categories. The home page lists most of the main categories, but at the time of writing eBay lists thousands of subcategories, ranging from Antiques to Writing Instruments. And don’t ask how many sub-subcategories (categories within categories) eBay’s got; this grows and shrinks each month as eBay works to make the system better.

				
					Excuse me, do you have any painted greenfuneral urns?

					As a matter of fact, yes! eBay adds new categories all the time to meet the needs of its users. For example, some specialised categories have popped up — with some interesting items:

					[image: check.png] Ancient Artefacts: Fancy some Roman Empire Syrian glass (from 1AD!), a Ten Commandments replica set, or how about 60-year-old dental floss? (We’ll stick with new stuff, thanks . . .) (Found under Antiques➪Ancient Artefacts)

					[image: check.png] Babushka Dolls: Thesesetsof nesting dolls are very popular, with young and older buyers! (Found under Dolls, Bears➪Babushka Dolls)

					[image: check.png] Mystery Boxes: Collections and samples make up the items for sale within the Mystery Boxes subcategory, and collections can range from fragrances and skin products to household goods and hardware. Buyers are usually given a general description of the contents and an estimate of the collection’s value, but aren’t told the specific make-up of the ‘box’. (Found under Lots More➪Mystery Boxes)

				

				Well, okay, we could list all the categories and subcategories available at eBay at the time of writing — if you wouldn’t mind squinting at a dozen pages of really small, eye-burning text. But it’s enough to say a category should be available on eBay for any and every type of item that you may want to sell. As a seller, you get to know the eBay categories you sell in quite well, including who else sells in those categories and what they’re selling.

				Here’s how to navigate the categories:

				1. On the home page, click the category that interestsyou.

				 You’re transported to the category’s page. You see categories and subcategories listed next to each heading. Here’s where buyers really start hunting.

				[image: missing image file]Buyers can narrow down the items that come up within categories by using the filters shown on the left of the category’s page. eBay calls these different attribute filters Item Specifics. When you list items (detailed in Chapter 6), you can add more information about your items in line with these filters to help the right buyers find them more easily.

				2. After the category page appears, find a subcategory underneath the main category title that interests you. Click the subcategory, and keep refining your searchby using the Item Specifics filters on the left ofthe page.

				 For example, if you want to see what is being sold in the Fishing subcategories, you can click on Sport then Fishing. This takes you to the Fishing subcategories. From here, you can refine your searches further using the subcategories (about 12 subcategories are listed, including Reels, Rods and Tackle) or use the Item Specifics filters. One useful filter is the Matching eBay Stores filter, which allows you to see who is listing items for sale in a category and subcategory. These sellers will be your neighbours, and your competition!

				3. When you find an item that interests you, click the item and the full auction page pops up on your screen.

				 Congratulations — you’ve just navigated through several million items to find that elusive fishing reel that caught your attention. (Wow! That Gold Telescopic Mini Fishing Reel and Rod is being offered cheaply!) You can instantly return to the home page by clicking its link at the top of the page, or return to the category listings by clicking the Back to Search Results link (or using the Back button at the top of your browser).

				[image: missing image file]Near the bottom of every subcategory page, you can see a list of numbers. These are the search result page numbers, and you can use them to fast-forward through all the items in that subcategory. So, if you feel like browsing around Page 8, without going through eight pages individually, just click number 8; you’re presented with the items on that page (their listings, actually). Happy browsing.

				Going Global

				Listed at the bottom of the home page are links to eBay’s international auction sites. You may enter eBay in countries as diverse as Argentina, Hong Kong, Mexico, Spain and the United States of America. (Check the home page for the full range of countries available.) Just click one of these links, and you jet off to the eBay site in that country. The international sites are in the countries’ native languages. (Hey, this might be a good place to practise your third-year French — or maybe not!)

				[image: missing image file]After you leave eBay Australia and enter the eBay site of another country, you’re subject to the contractual and privacy laws of the country you’re visiting.

				[image: missing image file]If you plan on listing your items on international eBay sites in other languages, you need to make sure your translated item titles and descriptions are correct. You can either employ an exchange student (if you can find one!) or find a professional translating service. Using a free online service such as Google Translate (translate.google.com) is fine if you’re just trying to work out what other sellers have listed, but the translation won’t be perfect.

				Bottoming Out

				At the bottom of the page, on either side of the links to eBay sites in other countries (see preceding section), are further valuable links. The Inside eBay and Companies groups of links include the following:

				[image: check.png]Security Centre: This link takes you to the Security section in the Help area, and has great information for sellers and buyers about all aspects of security on the eBay site.

				[image: check.png]Buyer Protection: This takes you to PayPal’s Buyer Protection page, to explain how buyers are protected whenthey transact on eBay. (Note: PayPal is good for sellers too!)

				[image: check.png]Education Centre: This link takes you to eBay’s Education area, with some great links to articles on Basic and Advanced Seller Education, the Business Centre, Buyer Tutorials and more. Well worth a look.

				[image: check.png]eBay Stores: This takes you to the eBay Stores page, where buyers can use the Search function to find Stores, and access a Stores Directory and Premium Stores section. (Anchor subscription stores, which we cover in Chapter 7, are promoted here).

				[image: check.png]eBay Toolbar: Here you go to a page that allows you to download a toolbar (which can be installed into your web browser) that gives you access to your eBay account, and eBay search, right from within your browser. Perfect for eBay addicts. (‘What? Me?’ Yes, you!)

				[image: check.png]eBay Pulse: This link takes you to one of our favourite sections. eBay Pulse is a little window into the top stores by category (selected according to number of items listed) and the top buyer searches in those categories. Great for when researching the categories you’re going to be selling into. (For more on eBay Pulse and how to use it effectively, see Chapter 12.)

				[image: check.png]Feedback Forum: Click this link to visit the Feedback Forum page, which gives you access to various feedback tools. From here, you can leave feedback and respond to buyers who have left feedback for you, and even request a feedback revision. Read the policies relating to eBay Feedback Forum from this page too.

				[image: check.png]Affiliates: This link takes you to the eBay Partner Network. If you run other websites, you can partner with eBay by referring buyers to eBay. eBay then pays you a commission if someone you send to the eBay site registers and opens an account and/or makes a purchase. Nice one!

				[image: check.png]PayPal: This link takes you to PayPal, an eBay-owned company that is a little like an online bank. We explain PayPal in more detail in Chapter 6 but, for now, we can say PayPal is a great way to pay and receive payment for items on eBay.

				[image: check.png]Shopping.com: This link takes you to the home page for Shopping.com, a price comparison website that eBay owns. The site contains thousands of items from many retailers, and is a great place for some product research!

				[image: check.png]Gumtree: Here you go to the home page for Gumtree, a free classifieds network. This site runs a ‘local noticeboard’ where you can find ads for anything from products to jobs, real estate and services. Gumtree has a presence in 76cities across 11 countries.

				In the footer area of the home page (right at the bottom of the page) is an unassuming group of more links, including the following:

				[image: check.png]About eBay: This link takes you to the eBay Media Centre, where you can access Press Releases and other related information.

				[image: check.png]Announcements: Click on this link to find news from eBay for sellers and buyers, as well as links to eBay Forums where you can discuss many aspects of trading on eBay.

				[image: check.png]Buy Hub: Another link to access eBay’s categories, and start your browsing and research.

				[image: check.png]Feedback Forum: This link also takes you to the Feedback Tools pages.

				[image: check.png]Site Map: Click on this link to go to a handy page with links to just about all of eBay’s main site sections, in one place. Ifyou can’t work out where that link went, try this page!

				[image: check.png]Policies: Here you go straight to all of eBay’s Policies in one place. An important page, and one that sellers (and buyers) should visit and explore.

				[image: check.png]Contact Us: This link takes you to eBay’s different contact options, including phone, email and Live Help. Also provided is information for contacting PayPal.

				[image: check.png]Advertise: Clicking this link gives you everything you need to know about advertising on eBay. If you operate as a corporate business and are looking to get your product or service in front of millions of eBay shoppers each month, this is the page for you.

				[image: missing image file]On other eBay pages, the bottom navigation bar may look a little different. It often includes even more links so that you can cruise the site quickly without necessarily having to use the navigationbar.
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Table 13-1

Consumer Protection Agencies, State by State

State Agency Contact
New South Wales  Department of Fair Trading 133220
Victoria Consumer Affairs Victoria 1300 558 181
Queensland Office of Fair Trading 137468
Western Australia  Consumer and Employment Protection 1300 30 40 54
South Australia Consumer and Business Services 131882
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Table 8-2 Australia Post Standard Padded Bag Sizes

Size Measurements Suggested ltems

Pb1 127mmi 178 mm Postcards, trading cards, jewellery,
computer disks, coins

Pb2 151 mm1 229 mm Jewel-cased CDs, DVDs and small toys

Pb3 215mm i 280 mm Clamshell video tapes, toys, clothing,

stuffed animals, small books and
paperbacks; also available in a three-
pack (size code Pb6)

Pb4 266 mmi 381 mm Hardcover books, clothing, soft boxed
items; also available in a three-pack
(size code Pb7)

Pb5 351 mm1 483 mm Much larger packaged items, framed

items and plaques

Pb8 245 mm1i 345 mm Recycled bag, for small- to medium-
sized books and tapes
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Table 5-2 Final Value Fees

Closing Bid To Find Your Final Value Fee
Item not sold No Final Value Fee
Any closing price on 99¢ 7.9 per cent (cap of $49.95*

auctions listed using the
free 99c listing insertion fee
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Table 4-1

Your My eBay Display Options

Click Here To See This on Your My eBay Page

Activity Tab

All Buying Every auction you're currently watching and bidding on,
and items you've won or didn't win

All Lists Every auction that you've placed in a particular list; for
example, you can place items on one of the lists preset
by eBay, such as the Watch List or Research, or you can
create a new list to place items on, such as Competitors.

Al Selling Al items you're currently listing, as well as items that are
scheduled to launch in the future, have been sold, finished
their listing without selling or were deleted.

Messages Tab

Inbox: All All messages from eBay staff and members using the eBay

Messages message system; High Priority messages are shown with
a flag beside them, and also placed in the ‘I High Priority’
folder.

Sent A history of your sent emails.

Rubbish All messages you have deleted from other folders (saved for
12 months).

Folders Al messages folders. You can create new folders here to
help you organise your messages.

Account Tab

Personal Links that allow you to update your Account type (Individual

Information or Business), User ID, password, secret question, contact
information, registered address and automatic payment
method.

Addresses Links to update details for your three address options

(Registration, Primary Postage and Payment Address).

Communication
Preferences

Links to update all your communication via email options,
including delivery options, and communications from cBay
staff and from members.
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Table 4-2 eBay’s Automatic Payments

Billing Cycle Invoice Deducted from Credit Card
Bank Account  Charged
15th of month Between 16th 5th of the next 5-7 days after
and 20th month receipt of invoice
Last day of Between Istand 5th  20th of the next 5-7 days after

month of the next month month receipt of invoice
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Table 13-1

State Agency Contact

Tasmania Consumer Affairs and Fair Trading 1300 654 499
ACT Office of Fair Trading 02 6207 0400
Northern Territory Consumer Affairs 1800 019 319
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Click Here

To See This on Your My eBay Page

Site Preferences

Links to update important preferences like payment
methods and postage preferences. Many links on this page
are shortcuts to other My eBay pages.

Manage
Communications
with Buyers

Links to allow you to customise the standard emails eBay
sends during the sale process. Customised emails can be
used very effectively to help sales.

Feedback

Links to leave feedback or request feedback revisions, as
well as a summary of recent feedback received from others.

PayPal

Links that allow you to view your PayPal account history,
update your profile summary and attach your account to
your eBay account (so you can accept PayPal as a payment
method from your buyers).

Seller Account

Your prior and current invoices, as well as links to set up
or change an automatic payment method for your account
(which is where your seller fees are charged).

Subscriptions

Links to subscribe to some of the applications eBay offers.
Tools for loading and exporting information from your
account are available, as are eBay Stores, eBay Selling
Manager (to give you more selling control) and Sales
Reports tools.

Resolution Centre

Alink to open a new case to resolve a problem (such as not
receiving payment) amicably, as well as a summary of all
open cases.

Applications Tab

Manage
Applications

Links to access eBay's newest applications. Only one
application is on offer at the time of writing (the Listing
Analytics App) but other useful applications are likely to
appear.
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Table 8-1

Box-Filler Materials

Type Pros and Cons Suggestions
Bubble Pros: Lightweight, Don't go overboard taping the bubble
wrap clean, cushions well.  wrap. If the buyer has to battle to get the
Cons: Cost. tape off, the item may go flying and end
up damaged. And, for crying out loud,
don't pop all the little bubbles, okay?
Cut-up Pros: Handy, cheap. If you have some old boxes that aren't
cardboard  Cons: Transmits some  sturdy enough to pack i, this is a pretty
shocks to item, hard good use for them.
to cut up.
Newspaper  Pros: Cheap, Seal fairly well. Put your item in a plastic
cushions. bag to protect it from the ink. We like
Cons: Messy. to shred the newspaper first. It's more
manageable and doesn't seem to stain as
much as wadded-up paper. Most office-
supply stores sell shredders. (Or find one
at eBay for much less!)
Styrofoam Pros: Lightweight, Your item may shift if you don't put
peanuts absorb shock well, enough peanuts in the box, so make sure

clean.
Cons: Environmentally
unfriendly, annoying.

tofill the box. Also, don't buy these —
instead, recycle them from stuff that was
shipped to you (plastic garbage bags are
great for storing them). And never use
plastic peanuts when packing electronic
equipment, because they can create
static electricity. Even a little spark can
trash a computer chip.
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Table 7-1 eBay Store Listing Fees (30 Days)

Item Price Insertion Fee
AUS0.00 to AU$19.95 $0.40
AU$20.00 to AUS49.95 $0.30
AUS$50.00 and over $0.10
All Books, Music, TV Show, $0.05

Games category listings*

*Excludes listings in the Music memorabilia categories





OEBPS/images/c04f003_fmt.jpeg





OEBPS/images/c09f002_fmt.jpeg





OEBPS/images/geni005_fmt.jpeg






OEBPS/images/c06f001a_fmt.jpeg





OEBPS/images/p03uf001_fmt.jpeg





OEBPS/images/9781742169774-tb0503b.jpg
Table 5-3
Option Fee

Picture Pack (Up to 6 pictures) $1.50, free for cars, boats,
motorcycles and other vehicles

Picture Pack (7 to 12 pictures) 82, free for cars, boats,
motorcycles and other vehicles

The Gallery $0.59, free Gallery for vehicles in
Motors

Auction BIN (Buy It Now) fee $0.10

*No Listing Designer fee is charged for Selling Manager Pro subscribers (pages . ebay .
com.au/sel1ing_nanager_pro), when listing with Turbo Lister (help. ebay . com.
au/He1p/Sel1ing/Tools/Turbo_Lister). For more details on Turbo Lister, see
Chapter 11.






OEBPS/images/9781742169774-tb0501.jpg
Table 5-1 Non-Store and Basic Store Insertion
Fee Charges

If Your Starting Bid Is The Insertion Fee Is
$0.01 to $0.99 $0.30%

$1t0 $19.99 $0.50%

$20 to $49.99 $0.75%

$50 to $99.99 $1.50%

$100 to $399.99 $2.50%

$400 to gazillions $3.50%
Motorcycles $5.00 flat fee
Cars, boats and other vehicles $8.00 flat fee
Real estate $49.95 flat fee
Other Classified Ads

Ad with Best Offer Free**/$3.50
Service/Franchise Ads $19.99

*These insertion fees applicable to sellers not registered as a business with eBay,
PowerSellers or holding an eBay Store. Up to 30 listings per month can be free if you meet
these conditions and only list using the auction format.

**To qualify for Classified Ad with Best Offer members must be registered to ebay.com.au,
and must not be a PowerSeller, registered as a business or a Store subscriber.
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Table 5-3 eBay Optional Feature Fees

Option Fee

Valuepack (Gallery, Subtitle $0.99 ($0.49 for auctions

and Listing Designer) starting at $0.99)

Listing Designer $0.10

Scheduled Listings $0.20

Subtitle $0.49

Gallery $0.59 (Free for BIN Store package
and $0.99 auction listings*)

Boldface Title $2.00

Border $249

Highlight $300

Home Page Featured

$49.95, $99.95 for multiple items

Featured Plus! (formerly
Featured in Category)

$19.95 to $39.95, depending on
the category

Featured Gallery

$14.95

List in two categories

Double listing and upgrade fees

Picture Services

First picture free, each
additional $0.25

Picture Show

$0.50, free for cars, boats,
motorcycles and other vehicles

Supersize Picture

$1.25
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Table 5-2

Closing Bid To Find Your Final Value Fee
Any closing price on all other Multiply the final sale price by
auctions 7.9 per cent. If the final sale price

is $75, multiply 75 by 7.9 per cent.
You owe eBay $5.93.

Motorcycles $40 flat fee
Cars (85,000 and below) 835 flat fee
Cars ($5,001 and above) 840 flat fee
Aircraft, Caravans and $40 flat fee
Motorhomes, Trucks and

Commercials

* Available to private sellers only; not available to Store subscribers, accounts registered
outside of Australia, PowerSellers and business registered users. Any more than 15 items
listed per month and tiered fee structure applies.
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