Starting a Business
on eBay.co.uk

DUMMIES

by Dan Matthews and Marsha Collier

WILEY

John Wiley & Sons, Ltd






Starting a Business
on eBay.co.uk

FOR

DUMMIES







Starting a Business
on eBay.co.uk

DUMMIES

by Dan Matthews and Marsha Collier

WILEY

John Wiley & Sons, Ltd






File Attachment
C1.jpg


Starting a Business on eBay.co.uk For Dummies®
Published by

John Wiley & Sons, Ltd

The Atrium

Southern Gate

Chichester

West Sussex

P0O19 85Q

England

E-mail (for orders and customer service enquires): cs-books@wiley.co.uk
Visit our Home Page on www.wileyeurope.com

Copyright © 2006 John Wiley & Sons, Ltd, Chichester, West Sussex, England
Published by John Wiley & Sons, Ltd, Chichester, West Sussex

All Rights Reserved. No part of this publication may be reproduced, stored in a retrieval system or trans-
mitted in any form or by any means, electronic, mechanical, photocopying, recording, scanning or other-
wise, except under the terms of the Copyright, Designs and Patents Act 1988 or under the terms of a
licence issued by the Copyright Licensing Agency Ltd, 90 Tottenham Court Road, London, W1T 4LP, UK,
without the permission in writing of the Publisher. Requests to the Publisher for permission should be
addressed to the Legal Department, Wiley Publishing, Inc, 10475 Crosspoint Blvd, Indianapolis, Indiana
46256, United States, 317-572-4355, fax 317-572-4355, or online at http: //www.wiley.com/go/
permissions.

Trademarks: Wiley, the Wiley Publishing logo, For Dummies, the Dummies Man logo, A Reference for the
Rest of Us!, The Dummies Way, Dummies Daily, The Fun and Easy Way, Dummies.com and related trade
dress are trademarks or registered trademarks of John Wiley & Sons, Inc. and/or its affiliates in the United
States and other countries, and may not be used without written permission. All other trademarks are the
property of their respective owners. Wiley Publishing, Inc., is not associated with any product or vendor
mentioned in this book.

LIMIT OF LIABILITY/DISCLAIMER OF WARRANTY: THE PUBLISHER, THE AUTHOR, AND ANYONE ELSE
INVOLVED IN PREPARING THIS WORK MAKE NO REPRESENTATIONS OR WARRANTIES WITH RESPECT
TO THE ACCURACY OR COMPLETENESS OF THE CONTENTS OF THIS WORK AND SPECIFICALLY DIS-
CLAIM ALL WARRANTIES, INCLUDING WITHOUT LIMITATION WARRANTIES OF FITNESS FOR A PAR-
TICULAR PURPOSE. NO WARRANTY MAY BE CREATED OR EXTENDED BY SALES OR PROMOTIONAL
MATERIALS. THE ADVICE AND STRATEGIES CONTAINED HEREIN MAY NOT BE SUITABLE FOR EVERY
SITUATION. THIS WORK IS SOLD WITH THE UNDERSTANDING THAT THE PUBLISHER IS NOT
ENGAGED IN RENDERING LEGAL, ACCOUNTING, OR OTHER PROFESSIONAL SERVICES. IF PROFES-
SIONAL ASSISTANCE IS REQUIRED, THE SERVICES OF A COMPETENT PROFESSIONAL PERSON
SHOULD BE SOUGHT. NEITHER THE PUBLISHER NOR THE AUTHOR SHALL BE LIABLE FOR DAMAGES
ARISING HEREFROM. THE FACT THAT AN ORGANIZATION OR WEBSITE IS REFERRED TO IN THIS
WORK AS A CITATION AND/OR A POTENTIAL SOURCE OF FURTHER INFORMATION DOES NOT MEAN
THAT THE AUTHOR OR THE PUBLISHER ENDORSES THE INFORMATION THE ORGANIZATION OR
WEBSITE MAY PROVIDE OR RECOMMENDATIONS IT MAY MAKE. FURTHER, READERS SHOULD BE
AWARE THAT INTERNET WEBSITES LISTED IN THIS WORK MAY HAVE CHANGED OR DISAPPEARED
BETWEEN WHEN THIS WORK WAS WRITTEN AND WHEN IT IS READ.

Wiley also publishes its books in a variety of electronic formats. Some content that appears in print may
not be available in electronic books.

British Library Cataloguing in Publication Data: A catalogue record for this book is available from the
British Library.

ISBN-10: 0-470-02666-9 (PB)

ISBN-13: 978-0-470-02666-3 (PB)

Printed and bound in Great Britain by Bell and Bain Ltd, Glasgow
10987654321

WILEY


www.wileyeurope.com

About the Authors

Dan Matthews is online editor of Crimson Business Publishing, which spe-
cialises in magazines and websites supporting entrepreneurs and small busi-
nesses in the UK. Publications include startups.co.uk and mybusiness.
co.uk as well as Growing Business Magazine, of which Dan is contributing
editor. Dan is also founder of InfoZzoo.co.uk, a website dedicated to help-
ing small businesses and regional organisations spread their message.

Marsha Collier spends most of her time on eBay. She loves buying and
selling — she’s a PowerSeller — as well as meeting eBay users from around the
world. As a columnist, and author of four best-selling books on eBay, a televi-
sion and radio expert, and a lecturer, she shares her knowledge of eBay with
millions of online shoppers. Thousands of eBay fans also read her monthly
newsletter, Cool eBay Tools, to keep up with changes on the site.

Out of college, Marsha worked in fashion advertising for the Miami Herald
and then as special projects manager for the Los Angeles Daily News. She also
founded a home-based advertising and marketing business. Her successful
business, the Collier Company, Inc., was featured in Entrepreneur magazine in
1985, and in 1990, Marsha’s company received the Small Business of the Year
award from her California State Assemblyman and the Northridge Chamber of
Commerce.

More than anything, Marsha loves a great deal. That’s what drew her to eBay
in 1996, and that’s what keeps her busy on the site now. She buys everything
from light bulbs to parts for her vintage Corvette to designer dresses. Marsha
knows how to apply her business acumen to eBay, and in this book, she
shares that knowledge with you. In Starting a Business on eBay.co.uk For
Dummies, Marsha and Dan combine their knowledge of business, marketing,
and eBay savvy to help you make a smooth and quick transition from part-
time seller to full-time moneymaker.






Author’s Acknowledgements

[ would like to thank everyone at John Wiley & Sons, Ltd, especially Martin
Tribe and Sam Clapp, for their help and guidance; David Lester at Crimson
Business for being supportive and Gemma Foy for her patience.



Publisher’s Acknowledgements

We’re proud of this book; please send us your comments through our Dummies online registration
form located at www.dummies.com/register/.

Some of the people who helped bring this book to market include the following:

Acaquisitions, Editorial, and Composition Services

Media Development Project Coordinator: Jennifer Theriot

Executive Project Editor: Martin Tribe Layout and Graphics: Carl Byers

Content Editor: Simon Bell Andrea Dahl, Barbara Moore,

Commissioning Editor: Samantha Clapp Lynsey Osborn, Stephanie D. Jumper

Proofreaders: David Faust, Susan Moritz,
Brian Walls

Indexer: Techbooks

Development Editor: Brian Kramer
Copy Editor: Kate O’Leary
Proofreader: Kim Vern

Technical Editor: Edmund Butler —
aerofish.com

Executive Editor: Jason Dunne
Cover Photo: Jupiter Images/IT Stock Free
Cartoons: Ed McLachlan

Publishing and Editorial for Consumer Dummies

Diane Graves Steele, Vice President and Publisher, Consumer Dummies

Joyce Pepple, Acquisitions Director, Consumer Dummies

Kristin A. Cocks, Product Development Director, Consumer Dummies

Michael Spring, Vice President and Publisher, Travel

Kelly Regan, Editorial Director, Travel
Publishing for Technology Dummies

Andy Cummings, Vice President and Publisher, Dummies Technology/General User
Composition Services

Gerry Fahey, Vice President of Production Services

Debbie Stailey, Director of Composition Services



Contents at a Glance

JHEPOAUCEION .......eeeeeeeeeeeeaaeeeeeeeeeennnnnnsseseeeessnnnnnnsssseeeeens ]

Part I: Getting Sevious About eBay.co.uk........................T

Chapter 1: Using eBay.co.uk to Launch Your Business .........c.ccccoecevvenininnencnenennene. 9
Chapter 2: eBay.co.uk Business BasiCS........cccccvecuieiiiecieciiciecieceeeee e 29
Chapter 3: Essential eBay.cO.UK TOOIS ........ccceeviriiriiinieniiientctcccese e 51
Chapter 4: Practising Safe Selling..........cccocuevirririiiiiieiecieciecteeeeee e 79
Chapter 5: Opening a Shop, Virtually ..........ccccooeiininininiiieeeeeeeeseee 103
Part 11: Setting Up SHOP.........ccccoueecaeeeiceeeiceeacaeneaae 119
Chapter 6: StoCKING YOUY SNOP ....cccviiiiiieiieiecteeeeteeteete sttt et 121
Chapter 7: Knowing Your Merchandise...........cccocevviirvienieniiinieneenecenieeieseeseeneens 137
Chapter 8: Establishing a Base: Your Web Site .........ccccoecevviinienienieniniinieeieeeenene 147

Part 111: Serious Business! ..............ccccueeeeueeeeeeeeeeennee 163

Chapter 9: Software Built for Online AUCtions............cocoeieciiiieneniniinineeeeceee 165
Chapter 10: Money and Sense: Budgeting and Marketing Your Auctions............... 181
Chapter 11: Jazzing Up YOUr AUCHIONS.......ccoiiviiriiiriirienienteseeseeeeeie st 195
Chapter 12: Providing Excellent Customer Service ...........cccocveveeneenienciensiensienceenenens 211
Chapter 13: MOneY Matters.........cceoirireriirieieieesese ettt sttt 219
Chapter 14: Delivering on YOUr PrOMISE ........ccccccieviievieeienieiieseeceeecie e 233
Part 1U: Your eBay.co.uk Admin .................ccceceueeee. 241
Chapter 15: GOING LEeGIt .....cceeieieieiireceeeeteteeee ettt a e s snens 243
Chapter 16: Practising Safe and Smart Record-Keeping..........ccceeceevuerviervierirencvennnns 249
Chapter 17: Building an eBay.co.uk Back Office.........ccceceeiiiiiinenininiiiiieeeneee 267
Part U: The Part of Tens .........ueeeeeeeeeeeeeeeececcceccceaeaaa 209
Chapter 18: Ten Successful (and Happy) eBay Sellers and Their Stories............... 277
Chapter 19: Ten Strategies to Sell Your Stuff Successfully.........cccceevervirviniencennnnn. 291
ADPPENAIX A: GIOSSATY ..uvvivieiieiieiieiieieeteeteet ettt seesaeestestestesaesseesssesbeesseessesnsesneas 299
Appendix B: The Hows and Whys of a Home Network...........cccceeveviieiiinciecciennienen. 303

TRACK «naaeeeeaaaeaaeeneeaeacecaanneeeeecacscacanneeeeeeeaee 3 13






Table of Contents

JOEPOAUCTION «..aeeaeeeeeeeeeeeeeeennaeeaeeennnaseeeennnaseeeennnsseeeenns ]

ADbOoUt This BOOK.......cooiiiiiiiiiiiieeetette et 1
What You're Not to Read..........cceeveeieiiiiiiieecececeeee e 2
FOOlisSh ASSUMPIONS ......cocviiiieiiiieeieeeeseetee ettt be e ae e 2
How This Book Is Organised..........ccccoecverieriienieeiieniienienieseeneesieesie e ene e 3
Part [: Getting Serious About eBay.co.UK........c.cceevveriencienienienenienee. 3
Part II: Setting Up ShOP......cooeiiiriiniiieictceeeeeeteeeee e 3
Part III: Serious BUSINESS! .......c.ccocveoieiiirieieieeceeeeeeee e 4
Part IV: Your eBay.co.uk Admin..........ccoeveeieiieeciiecieeieeiesieceeeeeieene 4
Part V: The Part of TENS.......ccccceeiieiiiiecieeeiececeee et 4
Icons Used in This BOOK.........ccccoeeieieviirieiieececeeeeteeeee e 5
Where to GO from HETe.........ccuveiieiieiececeeeeee e 5

Part I: Getting Sevious About eBay.co.uk ...............cccccc.. 7

Chapter 1: Using eBay.co.uk to Launch Your Business ............. 9
Getting DOwNn tO BUSINESS .....ccveiuiiieieiieieciececeeteteeeeee e 9
Choosing eBay.co.uk as a part-time money maker ...........cccccueenennn. 10
Jumping in with both feet: Making eBay.co.uk a full-time job ........ 12
Deciding What to Sell..........cocoviiriiniiiiiteeeeeceee et 13
Turning your hobby into a business..........cc.ccceeeviecieecieeccieeieee. 14
Including the whole family in the business..........ccccccoevververeecieennns 16
Bringing your business to eBay.co.uk........cc.cccceciinviiniiinniinniiennn. 18
Getting Ready t0 Sell.......ccoooiiiiiiiiiiiiiieeeeeteeeee et 19
Computer hardWare ...........ccceecviieiieeiie e e e 19
Connecting to the Internet ..........cooeeveeiiiniiniiiniiinicecececeeeeeee 20
Choosing your eBay.co.uk user ID.............cccccuveievienienieieeiecieene 22
Finding your eBay.co.uk feedbacK...........cccceeurrvieevienienieneenieeieeiens 24
Making Your Auctions Run More Smoothly ..........ccceceeeieviieviinviencienieeenne, 24
SOftWAre YOU CAN USE ......oocveverierieieeeieeetesteceeteeeeeeesessessesresveeseeseeneas 25
Collecting the cash........cocevieiiiiiiiceceeee e 26
Home base: Your Web Site.........ccccooieviininiiniiniinienieececeeieeiee 27
Setting UP YOUY SHOP....c.ccoiiiicieieceeceeece e 28
Chapter 2: eBay.co.uk Business Basics ......................... 29
Choosing Where to Position Your Stuff............ccccoovevieiiiiiicicieeeeeee, 29
Selling a car? Go eBay Motors UK ..........cocoveviniiniienieneneneneeceeees 31

Properties: Not quite an auction ..........ccceeeecieevieecenienienecseeieeiee 34



X'ii Starting a Business on eBay.co.uk For Dummies

Fixed-Price Sales on eBay.CO.UK ........cccccuveiiieciieieeiecieceeeee e 35
Types of eBay AUCHIONS .......ccoeoieriiriiriieieieeeereeeee e 36
Traditional aUCHIONS ........ccoeiiririiieee e 36
Dutch auCtionS.....co.couiiiiiiiieeee e 37
Reserve price auCtions ..........ccceeieiienienieiienieniesteseeeeeeie e 38
Private aucCtions.........ccccccevevenininiriiiccceeceeceee e 40
RUNNING YOUT AUCHION......ccuiiiiiiieieieeeeeeeeete et 41
Influencing the bidding.........cccceecieieiieiiiniieeeeeen 41
AUCtion tIMING ......ecveiiiiieieeee e 42
Marketing your auCtions ..........cccceeveevieriiieiienieneeceeseee e see e 44

A second ChaNCE ........ccooiiiiiiiee e 45
Listing VIOlationsS.........cooiiiiriiiniinientcitcteeeecte ettt 46
LisSting POLICIES .....ccccveieiieeiiecee ettt 46
Linking from your auCtions ............coccecveverineninieenieieieseseeceeeeeen 49
Linking from your About Me page.........ccccceeveeeeeeeeciecieeeceeeeeeeneenenn 50
Chapter 3: Essential eBay.co.ukTools ........................... 51
MY €BAY ...ttt sttt e be s aeereeaeennan 51
Al BUYING ...ttt ettt ve et s b e v sre s snens 54
AlLSEIING ..ottt ettt 58

All FAVOUTIEES ....oneniiiiiiicicicceececceccne ettt 61

MY ACCOUNL ..ottt a e ve et e et e eaesseesseessaeseessesaneens 63

The ADOut Me Page.......coeeiiieieieieeeeeeeeeeee e 65
€Bay.cO.UK Seller SErVICES........cceviiriirieiiieieeiectecte e 67
Bidder-management tOOIS .........c.ccocvevienieiiiniieeiecieceeceeeee e 67
Feedback: Your permanent record...........cccocervversienveneeneeneenennuenns 70

The eBay.co.uk PowerSeller programme............ccccoeceeveeniinniernuennnenne 73
eBay.co.uk auction SOftware ...........cccoccvveeciieeciieccie e 75
eBay.co.uk fraud protection...........ccccecueverereninieeneeeeeeeen 75
eBay.cO.UK edUCAtION .....cccveeieeieeiecieceeeeeee e 76
eBay.co.uk Business Centre ..........c.cceevveveeciercienciencieneeneeneenieesieeneens 76
eBay.co.uk business registration service..........ccccoeceerveneeneenennnenns 77
Chapter 4: Practising Safe Selling .............................. 19
Is What You Want to Sell Legal?.........ccccoovrvirniencieniiinieneeeeieeieceesee e 80
Prohibited items .........cccocoviiiiinine e 81
QuEStIoNADIE ILEIMIS ......ccvvieieieeieieeeeee e 82
Potentially infringing it€ms ...........ccoccooevirininnieeeeeee 85
Trading VIOlationsS........ccceevuieiiieiieieeeeseesieeceetecte et sve e aeene s ees 86
When the competition doesn’t play fair.........cccceeeeevierceenceeneenennnen. 87
Baaad bidders ......c.ccooeeieieniinininiceeeeeeee e 90
Accessing contact details........ccocevierieniiniiniien 93
Taking Action: What to Do When Someone Breaks the Rules................... 95
SquareTrade to the reSCUE........c.oeeeieieriiriieeee e 97

eBay.co.uk’s Safety Centre.........ccccoevevieeeeciieciincieceeceeeeeee e 101



Table of Contents

Chapter 5: Opening a Shop, Virtually ........................... 103
Online ShOPS GAlOTE .......cceevuiiriiiiieiicieeieetectese ettt resaesaeens 104
Choosing Your eBay.co.uk Shop Name..........cccccovivninninninninniinienieene 105
Setting UP SHOP c..coviiiiiiiieeieeeteeeteteeeeete sttt 106
Improving Your Offering.........c.ccoccueevevieiieiieiecie et 110

Shop design and marketing............coccevererieieneneneneeeeeeresene 111
Managing your it€mMS..........ccceeeeerieereeiieeiieeieeieeeeseese e sreesaeeaeenees 115
PromotionS .....co.ooiiiiiiiiieeeeee e 116
Marketing YOUr WAr€s ........ccccoevieviirieneiiiienieeieeieste st esieete e e sne e 117
eBay.co.uk Shops versus AUCHIONS ........ccocevvieriieniienienecerieeeeeeeeeeene 118

Part I1: Setting Up SAOP .........ccccceeecceeccceeccceiecicnnenec 119

Chapter 6: Stocking YourShop ...................cccoiiainnt. 121
Sourcing on a Budget........c.cccvviirienieniiiicieciccece e 122
PoundstretCher .........cooiviiiiiiiiriieecccece s 122

The Trader....c.ccooiiviiiiiiieieeeeeete ettt 122

CaSh & CaITY .veeiieiicieeeeeeeceeeee ettt sae e 123

Car DOOt SAIES .....cc.eeeeiiieiieieeeeeee ettt 123

COSTCO .uiiutiiiieieete ettt ettt et e e sae e te et e e ae s e e se e be e beeseensaensesnsas 123

GArage SALES ....oouvieeiieiieeieeet ettt ae s 124
Going-Out-of-Business Sales.........ccccevvervierieniinienieeeieeeeieseeeens 125

DN 0 12 0 (o) o -SSR 125

FYEEDIES ... 127
Salvage: Liquidation Items, Unclaimed Freight, and Returns................. 128
[tems by the pallet..........ccveviieciiriiiiiieeeeeeee e 130

JOD LOtS i 132
Wholesale Merchandise by the Case........ccocevevviirriirviiniieniienececeeeeee, 133
Resale [tems on €Bay.CO.UK........cocueviiiiiiiiiieriecietetecceee e 133
Consignment SelliNg .........ccooveeieviieiiiiiieececesee et 134
Chapter 7: Knowing Your Merchandise ......................... 137
Benchmarking eBay.co.uk Rivals ..........ccccceiiiiiiiinciieieeeeee s 138
Advanced searching commands ...........cccceceevieeciencienieneeneeeeiene 139

Using eBay.co.uk Advanced Search ..........ccccccovvveeviercienieneeneeienen. 141

Useful PUDICAtIONS ......cceeiiiiiiiiieiectcecececece ettt 143
Online Sources of Information..........cocceeverviercieniienieneeneceeeeeeeeeene 144

WED SILES ..eoiiiiiiieteeeteee ettt sttt 144

Online appraisals........ccecveeieiieiieeeecie e 145
Authentication SErviCeS ........cccccievieeiirieiieceeececte e 145
Chapter 8: Establishing a Base: Your Web Site .................. 147

Free Web Space — a Good Place to Start..........ccoceeeveveninininnieiencneee 148

X



Xi(/ Starting a Business on eBay.co.uk For Dummies

Paying for Your Web SPacCe .........cceeieviieiiieiiecieceecee ettt 150
UKFaSENET ..ottt 153
DONhOSE.COUK....cuiiiiiiiriiieeieie et 153

What'’s in a Web Site Name: Naming Your Baby .......c.cccccoeevevevvevienrennne. 155

Registering Your Domain Name (Before Someone Else Takes It) .......... 156

Marketing Your Web Site (More Visitors = More Business).................... 158
Banner ad eXChanges..........ccoecveeieiienienecciecececeeeee e 158
Getting your URL into a search engine...........cccoccevererinceneenennnne. 160

Part 111: Serious Business! ............cceeeeeeeeeneeeeeeeeeeenens 163

Chapter 9: Software Built for Online Auctions . .................. 165
Considering Tasks for AUtOmMation .........cceceeceevieniineenennenieneeeeneeens 166
Setting up images for automatic FTP upload.............cccceecvvennennennee. 166
Setting up an auction photo gallery...........ccccoceveniniincnnenenenenene 168
Sorting auction e-mail.........ccccecueriiriinienieieceeeeee e 169
Automating end-of-auction e-mail ............cccceevirvieiieniiiniiiniereeee 170
Keeping INVENLOTY ......coccivviiiiirieriicteeeccesie ettt 170
Generating HTML .......cocoooiiiiiiiiiieeeteceeeee e 170
One-click re-listing and selling similar items ........ccccocceevueevieneennen. 171
Scheduling your listings for bulk upload ...........ccccoecvvirviniieieninnnn. 172
Researching your statistiCs.........cecceevceeriiiniiiniieniecieceeeeen 172
Photo hOSting.......coveeiiiiiiiiieiececcctecece e 174
Automating other tasks ......ccccecevveriieniiiniiinieieeeceeeee 174
Managing Your Business with Online Resources and Software.............. 175
Online auction management Sites..........ccccceevvierciencieeeciieeee e, 177
Auction management software — Turbo Lister ..........cccceccevveeennenee. 180

Chapter 10: Money and Sense: Budgeting

and Marketing Your Auctions ...................ciiiiiiiin.. 181
Listing YOUT ItE@IMIS .....ccceviiiiieeiieeee ettt 182
eBay.co.uk’s Optional Listing Features............ccoccecevenenenincnnenenenenene 183

Home-page featured auctions...........ccceeveeieeviiecieccieciesieseeeeeeenee, 184
Featured PIUS ........ccooiiiiiieieccceteeeee et 186
SUDEIEIE. ...ttt 186
Highlight Option......coociiiiiiiiiiiietee e 187
Listing DESIGNET .......cccciiieiieieeeiieeeeeeee et 187
Boldface OPtioN ........ccceviiiiirieiieee e 188
VIEW COUNEET ..ottt ettt ettt te e st saaesae e aeenee 188
The GallEIY ...oouvieieieieeeeeteeee ettt 189
BUY TEINOW .ttt sttt 191
eBay.co.uk’s Cut of the ACtion.......ccccoceiviiriiiiiiniiinieiecceeeeeee 192

Insertion (listing) fEeS......ceoverieriiniiiieeeee e 192



Table of Contents X(/

eBay.co.uk Final Value Fees.........cccoceecieeiiieciieieee e, 194

Chapter 11: Jazzing Up Your Auctions .......................... 195
Writing WINNINgG TEXL ......ccceoveiiriririeieiereeseeteee e eees 195
Setting Up Your eBay.co.uk Photo Studio .........ccccceeevevveceeciieciecieciee, 196
Digital CAMETA .....cccveerieiieiieieeieeie ettt re st sre e veesaeeaeeaeas 197

Other studio eqUIPMENt .........c.cccvevieevieeiieieeieeeeeeee e 198

PrOPS oottt 200

Taking GoOd PICtUIES.......cccocuiriirieiiteiececceeete e 204
USING @ SCANDNET ....c.veeiiieiieieieseeeteeteceee ettt et see s e e sesesaeeneas 205
Image-Editing SOftWare .........c.cceeieeieiieiieeeece e 206

A Home for YOUr IMAages........c.eccueeierienienienieiecie ettt 206

Free ISP SPACE ...c..eoveieiieieetectecteeteete sttt 207

Auction management SIt€S.........ccccevviervieniieiieninninieneee e 207
eBay.co.uk Picture Services ........cccevieveeviiniiiniienienieneeeeeeeeeen 207

HTML Made EaSy......cccteviriieriinieniertereeieesieeteete sttt ettt et sne e 210
Chapter 12: Providing Excellent Customer Service .............. 211
Providing a Homely Touch...........ccccovieiiiiiieceeeeeeer e 211
Communicating with Your CuStomers..........ccceceeeeeienieneneneneeiereeeeenns 213

The initial INQUITY ....cccoeiiiiiieieeiecececeeeee e 214

The winner’s notification letter ..........cccoceeeevvirviincienciiniereeeeieee, 215

The payment reminder ..........coccoecvevienieneenienienienieneeeeseesee e 216

The payment received and shipping notice .........cccccoeceevvrnuennennen. 217

The ‘Your item is on its way’ e-mail ..........ccccoeeevieeciiicieeieeeeee, 218
Chapter13: MoneyMatters ................ccvviiiiininnnnn.. 219
Big Deals Only: Banker’s Draft...........ccccocvevieiiieiieciicieceeeee e 219

Sign on the Line: Cheque and Postal Order...........ccccooevevenenieieceeneenene 220

Hold This for Me: ESCrOwW ServiCe........cccouevuievieeiienienieneeneeieeceeieeeeeens 221

[ Take Plastic: Credit Cards ........ccccoeveeveerieenieerieeieeiesieseeseeie e 223
Credit card payment SEIVICES.........ccecerviirieriierieeneenieenieesieenieeeennnes 223

An Easy Way to Pay: PayPal........ccccoconiiniiniiiniiecceceeeeeen 225

Your very own merchant account..........ccccceeeeveercieeeciieecieeceeeseeens 230

The VeriSign Payment Services .........cococeieeievienenenenceeeeseeee 232

Chapter 14: Delivering on Your Promise ........................ 233
Finding the Perfect Shipping Carrier ..........cccocceveviveneninenneeeesene 233
ROYAL Mall.....cccviieiiiieiieieceeeeeeeetest ettt 235

DHL Parcel2go.......ccocveviiiiieiieieeieeieseesieesreeie e ese e see e esaeeseeneas 237

Part IU: Your eBay.co.uk Admin..................cceeecueeeee. 241



X(/i Starting a Business on eBay.co.uk For Dummies

Chapter15: Going Legit ...............ccoiriiiiiiiiiiinntn 243
Types Of BUSINESSES.......c.cccuiiiiiiiiiiieeceeecteete sttt ae e 244
SOLE trAAET ..ottt 244
PartNership ....c.oocveeeeeieieceeeeeeeeeeee e 245
Limited COMPANY .....cccveiiiiiieiieiecieceeseere ettt reeaeere e 245
COTPOTAtION ...c..eiiiiiieteeteeee ettt ettt sbe e 246
Taking Care of Regulatory Details..........ccceoeeeueevienienienieecieeeevecieeene 247
Health & Safety .....ccooeeiiiiieieee e 247
PriVACY JaWS c.cciiiiiieiiciiceceeeeteet ettt 247
Product descriptions ..........ccoeeiieeiieecieeeeeee e 248
OnNliNe CONIACES ....cveviiiuirieicerecteterce ettt 248
Chapter 16: Practising Safe and Smart Record-Keeping .......... 249
Keeping the Books: Basics That Get You Started............ccccevveveevennnnen. 249
Records Her Majesty May Want t0 See........ccoocevieiiciinienieninineeieeeiene 251
Supporting information .............ccceeeeeeieeeieiececeseeeeeeeeee e 252

How long should you keep your records?..........cccceeceeruveneenueeuennen. 254
BOOKKEEDING SOftWATE ......ccveiiiiiieiieiieieieeeeeeeteee ettt 254
QuickBooks: Making Bookkeeping Simple...........cccccoeveivrcercvrrierienenenennns 255
QUICKBOOKS PYO ..o e 256
QuickBooks EasyStep Interview ..........cccoceeeievieienenencncnceeene, 257
QuickBooks chart of accounts..........cccoccveeeieeeiieecieeceeeeeeeee e, 259
Chapter 17: Building an eBay.co.uk Back Office ................. 267
The Warehouse: Organising Your SPace .........cccceecveeieneeneesieesieeseesceennens 267
Shelving your ProfitS......cccceceecercenieniieneecieieeieeeee e 268

Box ’em Or Bag "€M? ....cc.oiiiiiirienieienteeee et 268
Inventory: Keeping Track of What You Have and Where You Keep It...269
The Shipping Department: Packin’ It Up.......cccccceevivievieciecieeieeieeiene 270
Packaging Clean Up.........coceeveeieniiniiniieneee e 270
Packing materials .........cccoceevieevieniinienieeeieee e 271
Packaging — the heart of the matter..........c.ccccevvverviinciinenninneeienen, 273

The Post Room: Sendin’ It Out .........ccoceeverviiriiiniienienieeceeeeeeeeeeene 273

Part U: The Part of Tens .........cuuueeeeccccccccnnneecaaccccaacaas 205

Chapter 18: Ten Successful (and Happy) eBay

Sellers and Their Stories ...........cciiiiiiiiiiiiii i, 277
ROCKEIMN MUSIC ...ttt eeearaee e e s e e eesaraneees 277
ADBOVENEMALL.....ceviiiiiiiiiceec e 279
INCENEIVE ...ttt e et e e eate e s ceaaeeeenanees 280
BUDDBIEIAST ...t 281

TP OSTEYS ...t e e e n 283



Table of Contents X(/ii

McMedia DVD ..ottt 284
MELTOSE_SEAIMNP ....eveiiiieieierieeteette ettt ettt ettt sttt et esaesaesseens 285

A0 ) 1S3 071 o | USROS 286
PreservationPubliShing............ccoeceeiiiiiiiiniciececcceecceee e 288
VINYL TAP ettt sttt et ettt et e s s e saa e be e beebeensesnees 289
Chapter 19: Ten Strategies to Sell Your Stuff Successfully ........ 291
Take Great PICTUIeS........cccoeviiiririeecee ettt 291
Assessing Your Market — Will It Sell? .........cccovvvviniiiniiiniiiniiiceeeeeee, 293
Assessing Yourself (Can YOu Do It?) ....cccooeeivirinienienececeeeeeeeee 293
Setting Perfect Pricing ........ccccooeviviriiiieiei e 294
Describing YOUr IEEIMS ......c.cccuiviieierieiieieeieeteete ettt 294
ANYthing t0 Add?......ccueceieieeeeeeeeeeeeee ettt e 295
Making 'em Pay Up......cccocieviiriiiriinieneeeeeeieeieete st st sie e b ae s 296
Packaging Precious Products ...........cccovivveniiiniiniiniinicccieeeeieeeens 296
Keep COMMUNICATING......ccoieeiieiieieeieecteeteete ettt eve e e aeeneeeeens 297

Sell Everything for S1........oooiiiiieeee e 297
Appendix A:Glossary ..........ccoieiiiiiiiii i 299
Appendix B: The Hows and Whys of a Home Network ........... 303
Variations of a Home Network ...........cccccocevivinininnininncnneecreenenes 304
Powerline Network .........ccccooveeiiriiniiniieceeee e 305

Home phoneline ...........ccoooueeiieciiiiisieeeeee ettt 306

Hooking up with wireless ........c.ccccovievienieciniiniiceceeeeeeeee e, 309

Internet Security and Your Home Network.........c.ccoocvevvenernienninnienieennn. 311
Firewall SOftWare ........ccccoccoeririrenieninnecccceeeeeeeeetese e 312

Antivirus SOftWare .........ccoceverininecc e 312

JRACK «...ceeaeeaaaaaeeeeeeaacaeaaneeneeeeeceeaaaneneeeececsccanneeeeec 3 13



X(/[” Starting a Business on eBay.co.uk For Dummies




Introduction

Fank you for taking a look at Starting a Business on eBay.co.uk For
Dummies. We've written this book to serve as a manual to get you organ-
ised and get your eBay.co.uk business off the ground. From handling your
selling time on eBay.co.uk more efficiently to stocking your shop to the real
way to set up your books and daily operations, we give you all the details
about running a successful eBay business. From our own years of experience
and numerous interactions with hundreds of eBay sellers, we offer countless
time-saving and money-saving tips and secret eBay.co.uk hints along the way.

One thing that we can’t guarantee is how much money you can earn selling
on eBay. We've discovered — perhaps the hard way — that running a business
from home takes a good deal of discipline. Time and devotion dedicated to
your business will boost your success.

About This Book

Success awaits you! If you've read eBay.co.uk For Dummies, you know just
how profitable eBay can be. You’ve probably picked up this book because
you’ve heard lots of stories about people making big money online, and
you're interested in getting your slice of the action. If you have a retail busi-
ness, establishing an eBay.co.uk shop can be a profitable extension of it.

[s selling on eBay.co.uk something that you’d like to do more of? Do you have
a full-time job, but you’d like to sell on eBay part time? eBay can easily sup-
plement your income for the better things in life — such as holidays or even
private school for the kids. Perhaps you're looking to make a career change,
and jumping into an eBay.co.uk business with both feet is just what you have
in mind - if so, Starting a Business on eBay.co.uk For Dummies is the book for
you.

We've watched eBay change from a homey community of friendly collectors
to a behemoth Web site with tens of thousands of categories of items and
more than 100 million registered users. We bet you've been buying and sell-
ing with positive results, and you can see the benefits of taking this a bit
more seriously. What are you waiting for? Get started on your new career
right now. Thousands of people across the world are setting up businesses
online, and now is your time to take the leap of faith to begin a profitable
enterprise. eBay.co.uk gives you the tools, the customers, and the venue to
market your wares — all you need is a bit of direction.
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Starting a Business on eBay.co.uk For Dummies includes tips to give you the
opportunity to improve your eBay money-making ability and just might turn
you from an eBay novice into a professional running a booming eBay business.
We also show the experienced user the prudent way to turn haphazard sales
into an organised business. This book has all the information you need! We
combine the fine points of eBay.co.uk with real business and marketing tools
to help you complete the journey from part-time seller to online entrepreneur.

In this book, you can find the answers to some important questions as I take
you through the following points:

v Reviewing what you know and introducing some of the finer points of
eBay.co.uk auctions

v Sprucing up your auctions to attract more bidders

v Dealing with customers

v Setting up your business in a professional manner

v Deciding how to handle inventory (and where to find it)

v Looking at what you need to be in an eBay business . . . for real

What You're Not to Read

If you use Starting a Business on eBay.co.uk For Dummies like a cookery book,
jumping around from recipe to recipe (or chapter to chapter), you can find
the answers to your particular questions all at once. Or you can read the
book from beginning to end and keep it handy to look up future questions as
they come to you. You don’t have to memorise a thing; the information you
need is at arm’s length.

Foolish Assumptions

Because you’re reading this, we assume you’re serious about selling on eBay.
co.uk and want to find out the fine points of just how to do that. Or perhaps
you want to know how much is involved in an eBay business so that you can
make the decision whether to give it a go.

If we’ve worked you out and you’ve decided that it’s time to get serious, here
are some other foolish assumptions we’ve made about you:

» You have a computer and an Internet connection.

»* You've bought and sold on eBay and are fairly familiar with how it works.
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* You have an existing small business or you'd like to start one.
» You like the idea of not having to work set hours.

* You feel that working from home in jeans and a t-shirt is a great idea.

If you can say yes to my foolish assumptions, you're off and running! Take a
few moments to read the following section to get a feel for how we’ve put
together this book.

How This Book Is Organised

This book has five parts. The parts stand on their own, which means that you
can read Chapter 12 after reading Chapter 8 and maybe skip Chapter 13 alto-
gether (but we know you won’t because that’s where we discuss the money!).

Part I: Getting Serious About eBay.co.uk

Reviewing what you know is always a great place to start. Considering the
way eBay constantly changes, you’ll probably find a little review worthwhile.
So in this part, we delve into the finer points of eBay.co.uk. Perhaps you’ll dis-
cover a thing or two you didn’t know — or had forgotten.

Setting up your eBay shop is important, and in this part we show you step by
step the best way to do it — and give you tips to work out when the timing is
right for you to open your shop.

Part [I: Setting Up Shop

You need to decide what type of business you plan to run and what type of
inventory you’ll sell. In this part, we discuss how to find merchandise and the
best way to sell it. We also give you the low-down on eBay Motors UK, prop-
erty, and some of the unusual areas where you can sell.

In this part, you’ll also find out how to research items — before you buy them
to sell — so you'll know for how much (or whether) they’ll sell on eBay.co.uk.

We also discuss the importance of your own Web site for online shopping and
how to set one up quickly and economically.
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Part 111: Serious Business!

In Part IlI, we discuss exactly how to use available online and offline tools,
implement auction management software, jazz up your auctions, and handle
shipping efficiently and effectively. Because working with customers and col-
lecting payments is important too, you can find that information here as well.

Most importantly, you also find out how to obtain free shipping material for

your business delivered to your door, get your postal carrier to pick up your
boxes at no charge, and insure your packages without standing in line at the
post office.

Part JU: Your eBay.co.uk Admin

Setting up your business as a real business entity involves some nasty paper-
work and red tape. We try to fill in the blanks here, as well as show you how
to set up your bookkeeping. In this part you’ll find a checklist of the items
you need to run your online business.

You also need to know how to set up your home business space and how to
store your stuff and we cover that here.

Part U: The Part of Tens

You can’t write a For Dummies book without including the traditional Part of
Tens. So here are ten real-life stories of successful (and happy) people selling
on eBay.co.uk. We also include ten strategies that might help you sell your
stuff.

We include a random collection of terms in Appendix A. You’re probably
already familiar with many of these words, but others will be new to you.
Refer to this appendix often as you peruse other parts of the book. In
Appendix B, we briefly discuss home networking, a perk you’ll want to
have when your eBay business grows.
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Icons Used in This Book

A\

If there’s something I need to interject — okay, something we’re jumping up
and down to tell you but it doesn’t fit directly into the text — we indicate it by
placing this tip icon in front of the paragraph. You’ll know the tip to follow
will be right on target!

Do you really know people who tie string around their fingers to remember
something? Me neither; but this icon gives me the opportunity to give you a
brief reminder to note.

We like this picture of a petard — the round bomb device that Wile E. Coyote
slam-dunks in the cartoons. If you don’t heed the warning indicated by this
icon, you may be ‘hoisted by your own petard’, or made a victim of your own
foolishness.

Here we share some of the interesting thoughts we’ve picked up from eBay
sellers over the years. Because we believe that knowledge is enhanced
through making your own choices based on understanding the successes and
mistakes of others, we include these little auction factoids so you can gain
some insight from them. If someone else has learned from a unique trick, you
can benefit by taking heed.

Where to Go from Here

Time to hunker down and delve into the book. If you have time, just turn the
page and start from the beginning. If you're anxious and already have some
questions you want answered, check out the handy index at the end of the
book and research your query.

Take the information offered in this book and study it. Being a success on
eBay.co.uk awaits you.

Our goal is to help you reach your goals. Feel free to contact Marsha through
her Web site and sign up for the free newsletter. That way you can stay up to
date:

www .coolebaytools.com
Please e-mail with any suggestions, additions, and comments. We want to

hear from you and hope to update this book with your words of wisdom.
(Humorous stories are also gratefully accepted!)
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In this part . . .

B ecause eBay.co.uk continually makes improvements,
some of its features are like hidden gold nuggets. In
this first part, we delve into the finer points of eBay.co.uk
with you. Perhaps you’ll discover a thing or two you
didn’t know or had forgotten.




Chapter 1

Using eBay.co.uk to Launch
Your Business

In This Chapter

Getting serious about your business
Making decisions about what to sell
Having what it takes to make a living online

Running an efficient auction

ou've decided to get serious about your sales on eBay.co.uk, so now you

have to decide how much time you have to devote to your eBay busi-
ness. We talk about all kinds of eBay businesses in this book. Even though
you're not quitting your day job and selling on eBay full time (yet!), we still
think you’re serious. A large portion of sellers, even eBay PowerSellers (those
who gross more than §750 a month in sales), work on eBay only part time.

eBay sellers come from all walks of life. A good number of stay-at-home
mums are out there selling on eBay. And so many retirees are finding eBay a
great place to supplement their income that we wouldn’t be surprised if the
Pensions Service creates a special eBay arm for them. If you’re pulled out of
your normal work routine and faced with a new lifestyle, you can easily make
the transition to selling on eBay.

In this chapter, we talk about planning just how much time you can devote

to your eBay business — and how to budget that time. We also talk here about
working out what to sell. eBay businesses don’t grow overnight, but with ded-
ication and persistence, you may just form your own online empire.

Getting Down to Business

Before launching any business, including an eBay.co.uk business, you need to
set your priorities. And to be successful at that business, you must apply
some clear level of discipline.
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We won’t bore you with the now-legendary story of how Pierre Omidyar
started eBay to help fulfil his girlfriend’s Pez dispenser habit, blah, blah, blah.
We will tell you that he started AuctionWeb with a laptop, a regular Internet
Service Provider (ISP), and an old school desk. Omidyar and his friend Jeff
Skoll (a Stanford MBA) ran the 24-hours-a-day, 7-days-a-week AuctionWeb all
by themselves. When we began using the service, we had a lot of questions
and we always got prompt, friendly answers to our e-mails. When the site
started attracting more traffic, Pierre’s ISP began to complain about all the
traffic and raised his monthly fees. To cover the higher costs, Pierre and Jeff
began charging 25 cents to list an auction. Pierre was so busy running the site
that the envelopes full of cheques began to pile up — he didn’t even have time
to open the post.

When Pierre and Jeff incorporated eBay AuctionWeb in 1996, they were each
drawing a salary of $25,000. Their first office consisted of one room, and they
had one part-time employee to handle the payments. Pierre and Jeff started
small and grew.

Choosing eBay.co.uk as a
part-time money maker

A part-time eBay.co.uk business can be very profitable. We stress repeatedly
in this book that the more time and energy you spend on your eBay business,
the more money you can make, but for now we move on to the lowest possi-
ble level of time that you should devote to your business.

Maybe you enjoy finding miscellaneous items to sell on eBay. You can find
these items somehow in your day-to-day life. Suppose that you can spend at
least a few hours (maybe three) a day on eBay. Now you must include the
time you take to write up your auctions. If you're not selling only one type of
item, allow about 15 minutes to write your auction, take your picture or scan
your image, and, of course, upload it to eBay.co.uk or a photo-hosting site.

How much time it takes to perform these tasks varies from person to person
and improves according to your level of expertise. Every task in your eBay
auction business takes time, however, and you must budget for that time. See
the sidebar ‘Some handy eBay.co.uk time-saving tips’ for pointers.

Only you can decide how much time you want to spend researching going
rates for items on eBay.co.uk and deciding which day or time your item will
sell for the highest price. You can take great photos and write brilliant
descriptions, but cashmere cardigans don’t sell for as much in the heat of
summer as they do in winter. Doing your research can take up a good deal of
time when you're selling a varied group of items.



