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Introduction

These days it seems as if the Internet has been at our beck and call . . .

well . . . forever. The truth is, it�s been serving our needs, desires, and

impulses only since around 1995. Sure, the origins of the Internet date back

much further than that, but in the context of treasure hunting and fortune find-

ing, we�ve been able to log on and riffle through a sea of important, intrigu-

ing, and outright insane offerings only since Labor Day 1995�the day eBay

went live.

As an early adopter of the eBay site and its unique approach to mer-

chandising goods to the four corners of the earth, I�m in a select group that

embraced its approach in its infancy and worked within the online commu-

nity to make it a better place to buy and sell goods in the compelling auction

format. At the time, it was as much about the gamesmanship of the auction

as it was about the incredible items being offered for bid. Those who sought

rare items, long-lost nostalgia goods, and even a spare body part or two (yes,

someone actually tried to auction a perfectly functioning kidney) needed to

look no further than the Web site that was all the buzz at office break stations

and supermarket checkout lines.

Impassioned collectors found the site to be a treasure trove of all the

items they so desperately sought, for which they no longer had to scour clas-

sified ads, pore over trade papers, or crisscross the country to race through the

collector�s shows; most everything these people were looking for was typically

up for auction at eBay. More important, those who had the goods to satisfy

these enthusiastic shoppers quickly discovered the goldmine element of eBay.

As demand spiked, sellers responded, listing all manner of goods, and glee-

fully watched the high bids roll in. From coveted collectibles to shabby chic,

from high-end treasures to bottom-of-the-barrel baubles, from the practical

to the whimsical, from the unimaginable to the unmentionable, eBay has been

host to almost everything and anything, all on display, all for sale, and all

brought forth by its legions of sellers, traders, and hagglers who have found it
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to be the place to test their entrepreneurial prowess and create a business out-

let that suits their own unique needs. Now hosting over 80 million active reg-

istered users, amateurs and professionals alike, these savvy folk have found

their success�their fortune�on their own terms. Why not join them?

Back in the early days of eBay, the sellers who stepped in to carve out

their personal fortunes weren�t eBay experts�there was no such thing, since

all of them were learning the tricks of this new trade. Those pioneering sell-

ers, though, learned in one of the best ways available: through hard work,

experimentation, and perseverance. Sometimes by applying brick-and-mortar

principles, often by going the route of trial and error, these brave new mer-

chants learned to tame the realm of online auctioning and sales and have

rightly earned their �expert� status as a result. You, too, can become an expert

seller, but you shouldn�t have to take that long, hard road to riches.

Here�s an easier way.

If you�re new to eBay, first, don�t feel embarrassed if you still haven�t

begun working this online moneymaking machine; there are many, many

others just like you. And this is the book you�ve always wanted but perhaps

never thought to read. Many folks like you are overwhelmed at first encoun-

tering eBay (it�s big), while others are uncertain about dealing online with

total strangers (there are millions of them). Nevertheless, you know that reg-

ular people just like you�some professional, some semiskilled, some bona

fide novices�are making thousands upon thousands of dollars on eBay

every day, and that�s likely why you�ve finally decided to peek inside this book

to see just how daunting the task might be.

The good news: eBay is not really daunting if you know the steps

involved (which I spell out for you in this book), and it�s definitely feasible for

you to join in the online opportunity. We�ve been waiting for you, and we�re

glad you�ve finally arrived.

ABOUT THIS REVISED EDITION

With over 75,000 copies of the first edition of this book having been sold, it�s

rewarding to know that readers have been well served by its content and

intent. The mail I�ve received from readers has confirmed that the book

achieved what I intended: to show how anyone can become successful at eBay

and how practically anything can be sold to help build a fortune. That first

edition has done its job well, but now it�s time to give it a new coat of paint.

As is the nature of the Internet, change is constant online and eBay is a

site that has continually evolved to make online trading easier and safer. The

site has rolled out many new features and functions, some of which you
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should definitely take advantage of and others you might want to keep at

arm�s length. The purpose of this revised and expanded edition, then, is to

explain the eBay experience to you and identify the most beneficial aspects

the site has to offer. Since 1999, I�ve been writing about eBay to help others

get the most from it just as I have. But, rather than make you endure the

painstaking process of learning as you go, I�m able to give you the benefit of

my experiences�my many successes and few setbacks�to save you time,

trouble, and money.

As with any Internet site, eBay is constantly changing and evolving.

While the first edition of this book was able to lead tens of thousands of new-

comers through the site, enough change has occurred that it�s time to bring

this text up to date. Herein you�ll find new screen shots, updated specifica-

tions, and revised techniques that will ensure you can quickly interpret and

apply the best methods to forge your own success within the auction place.

Beyond revised screen layouts and a few rule changes, understand that

other adjustments made on the site are evidence that eBay is in the business to

make money�and why shouldn�t they be? While I continue to be a staunch

eBay supporter, know that my allegiance has always been to the users, not to

the site itself. I fully support eBay and its undeniable value to us all, but I�ve

recognized that some aspects of the site are intended to suit its needs over its

community.

To that end, this new edition continues where the previous one left off:

to show you how to harness the best the site has to offer, to get you in the

game and up to speed as quickly as possible, and to help you maximize your

own profits, even when those seem to run counter to what eBay might recom-

mend. I�m in it for you and your fortune, and, believe me, your fortune is just

a few keystrokes and mouse-clicks away.

FORTUNE OR FOLLY?

Webster defines fortune as �a prosperity attained,� �the turns and courses

accompanying one�s progress,� �riches,� and �wealth.� Each of us adds our

own flavor to those definitions, personalizing the concept and developing a

unique meaning that fits our individual wants, needs, and beliefs. But regard-

less of how we slice it, dice it, or quantify it, we tend to agree on this basic

underlying precept: fortune means success. Irrespective, then, of how you

define fortune for yourself, if fortune is your goal, eBay is your gateway. Even

though the online marketplace is maturing and the original luster of eBay�s

novelty has faded somewhat, it�s no longer a quirky little Web hangout; it�s a

serious endeavor and a reliable enterprise where you can set your own stake in
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the ground and open up shop for yourself, sell anything and everything that

suits your fancy, and earn a tidy profit or even an honest-to-goodness fortune.

Of course, there is still a bit of quirkiness to eBay; it never runs short of those

peculiar curiosities and odd artifacts that pique the interest and often tickle

the funny bone; these are the real-world testimonies that you can sell anything

at eBay and often for far more than you would ever have previously dared to

imagine.

And though eBay continues to host sellers who dabble in fun and some-

times frivolous goods that lend character and allure to the site, it�s equally

teeming with legions of sellers who recognize it as the best arena for breaking

into the world of small business, for enabling a global reach to established

brick-and-mortar proprietors, and for genuinely serving as a viable sales

channel to major manufacturers and retailers. Rarely will you find a business

model so adaptable to uniquely suit your needs�whoever you are, wherever

you are, whatever your goals.

YOUR PATH TO SUCCESS IN ONLINE SELLING

Your goals at eBay, then, are likely to include establishing your business iden-

tity or broadening the visibility of an existing identity, attaining and perhaps

surpassing your bottom-line aspirations, increasing your ever-important cus-

tomer base, and enabling yourself to function as a full-fledged enterprise

regardless of whether you work alone or are part of a greater team. Accord-

ingly, this book�s goal is to help you hit your targets head-on by revealing the

mindset and methodologies that can best support your personal view of suc-

cess, your definition of fortune.

The good news for you is that I�ve already seen or done just about every-

thing that either handsomely pays off or unceremoniously flops in the online

marketplace. Whether you�re curious about buying in bulk for resale, listing

sparingly for maximum sales price, going offline to salvage missed opportuni-

ties, or keeping ahead of the undesirable element that would rob you blind

and waste your time, I�ve been there, sold that, and closed the deal�and I

don�t mind sharing with you what I�ve learned.

As one of the original members of the eBay community, having first

navigated the fledgling site back in December 1995, I was initially struck by

the fun and fancy the online trading post offered, and I loaded up on the nos-

talgic knickknacks and doodads that greeted me at every click of the mouse.

Quickly, I realized the potential for selling off my own stockpile of trinkets

and memorabilia to the mere thousand-strong enclave of the day. And though

I reaped a modest profit from my initial sales at the site, the earliest fortune I
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gained, I now realize, was to have been fortunate enough to grow in pace with

eBay, evolving my business savvy and reinvesting what I had earned and

learned back into my auctioning efforts�the same approach eBay itself was

applying to its own growth. With my first fortune (�good fortune,� I like to

call it) in the bag, I saw my quantifiable fortunes clearly laid in front of me.

In the years since, eBay became the ready-when-I-need-it virtual store-

front that has given me the freedom to earn as much or as little as I want, to

work as often or infrequently as I choose, and to apply what I�ve learned how-

ever it best suits me as a recognized PowerSeller, shrewd buyer, and seasoned

professional (not to mention this ongoing stint of writing about eBay and

auctioning for the past seven years).

A PROMISE TO YOU

Before you begin reading this book, know this: I firmly believe that time is

money. My time is valuable; your time is valuable; our time equates to an

opportunity to make money and otherwise amass fortune. As it is a most pre-

cious commodity, I won�t waste your time, just as I wouldn�t have you waste

my money. This book will move ahead quickly, covering the critical informa-

tion you want and need to get your auctioning moving from the start.

If you�re new to eBay and online auctioning, don�t worry that you might

be left in the dust, but by the same token, recognize that I�ll refrain from

detouring heavily into the cutesy little details and potential distractions you�ll

sometimes encounter at eBay. The site has much to offer, but quite frankly I�m

most interested in your success and, therefore, steering you to the best features

of eBay while perhaps passing by some of the less-effective attractions. With

so many features to wrangle, if it�s key to making you successful, you�ll read

about it here. If it�s potentially beneficial and of possible interest, I�ll direct

you to where you can learn more about it on your own. But if it�s potentially

a time waster or not a great way to boost your income, you won�t be seeing it

in these pages. We�ve got a fortune to make, right? So why waste time? I assure

you we won�t.

THIS BOOK, AT YOUR SERVICE

Over the years of guiding people in the best ways to use eBay, I�ve learned that

most folks want specific direction and uncomplicated answers to their imme-

diate questions about buying and selling in the online auction format. With so

much to teach, though, I�ve also learned that folks need to be able to quickly

refer back to previously covered information without having to wade through
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a sea of text to find an elusive answer. To that end, I�ve arranged this book in

a very natural flow and one that follows the eBay experience, start to finish.

As a quick preview, here�s how the information has been conveniently broken

up into four sections for you.

Part I: Getting Started

This first section provides a quick history of eBay and then wastes no time in

taking you on a tour of the site and getting you registered and ready to go.

From here, it�s on to search the site, bid on an item or two, and win. Sure, sell-

ing is the focus of this book, but some of the best sellers, you�ll learn, are like-

wise some of the best buyers�those who know a great deal when they see it,

can skillfully ferret out a hidden treasure, and can equally assess the person

they�ll be dealing with to ensure the experience is beneficial in the end.

Part II: The Fundamentals of Selling on eBay

Now it�s your turn to offer the goods, and this part of the book gets you off

and running on the right foot. Besides learning the fundamentals of listing

items for auction, you�ll also learn the ins and outs of getting paid, getting

items shipped, and managing any customer problems that might arise.

Part III: Surefire Ways to Increase Your Sales

This is it, the fount of knowledge that is the product of years of mining the

online auction space. Here is where you learn how to easily create professional-

looking listings, how to use item images and other enhancements to boost your

profits, and how to wisely reinvest in more inventory when your closet, attic, or

basement runs dry.

Part IV: Taking Your eBay Business to the Next Level

By this point you have become an expert seller and accomplished auctioneer,

but why stop there? This final section guides you in ways of improving your

efficiency, increasing your output, and beefing up your bottom line. Here,

you�re ready to go beyond just auctions and will learn how to create a virtual

store of your own to the point where you can venture outside the confines of

eBay and become an online businessperson in your own right.
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YOUR CHANCE TO SOUND OFF

Whenever I share best practices with up-and-coming eBayers, I recognize that

each of us brings our unique nuances to the experience. The eBay business

model is adaptable and can become specific to each of us who utilizes it.

Chances are that you�ll take what I share here and you�ll morph it�maybe a

little, maybe a lot�to suit your individual needs or goals.

That�s the beauty of eBay, and it�s what I enjoy most about helping

others get proficient using it. I always invite folks to share their experiences

with me, then, whatever they may encounter. I welcome your thoughts, obser-

vations, and comments about your experiences at eBay, so feel free to drop me

a line at dlprince@bigfoot.com. I�ve always enjoyed and respected the com-

munity element of eBay and will continue to keep my virtual door open to

maintain ongoing discussions with others. After all, we�re all friends here,

right?

The bottom line is this: eBay is positioned to stay. It is a staple in our lives

and livelihoods and an immediately recognizable brand. Its potential is being

tapped every minute of every day by businesspersons from all professions,

from all levels of experience, and from all over the globe. For fun or profit,

eBay delivers. There�s a fortune waiting out there�let�s go get you some.
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1
eBay and Auctions: Then and Now

While there�s undeniable excitement about jumping right into eBay and

about the buying and selling opportunity, you can actually profit from

understanding the history of the site and its methods. There was a time, you

know, when ARPANET was the veritable Sputnik to what would become

cyberspace, when the Commodore PET was a breakthrough in minicomput-

ers, and when Atari�s Super Pong was all the rage with home video gamers.

We�ve come a long way.

Looking back on the evolution of technology is not only interesting but

also fun. By doing so, we gain perspective, insight, and an appreciation for

how much has changed in a very short time as well as how essential�perhaps

vital�technology and the Internet have become in our everyday lives. From

the perspective of online commerce and eBay in particular, a quick look back

is useful in understanding how trading and haggling have emerged from the

earliest days of recorded history and been transformed into the online realm

of new opportunity for anyone who has goods to sell. So in this chapter you�ll

get a high-speed tour of the tradition of auctioning, the creation of the Inter-

net, and the ultimate birth of eBay.

AUCTIONS 101

To acquire a truly instinctive feel for what auctions are, how they came to be,

and why they�re a staple of our longstanding bartering system, it�s worthwhile

to understand the origins of the bid-and-sell technique. Fear not�you�re not

2
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in danger of being tricked into a protracted historical lecture; this will be

brief. Yet if ever you�ve heard or wondered �How do auctions really work?�

here�s the quick answer.

Set the Wayback Machine to about 500 BC and you�ll encounter the

earliest known auctions: those held in Babylon, employed for the distribu-

tion of eligible maidens. Skip ahead to ancient Rome and you�ll find your-

self at the atrium auctionarium, the designated gathering place for the

toga-clad masses, where triumphant returning soldiers would auction land

and other spoils of their successful battles. Proven an efficient method to

garner the highest prices for wares offered (the market value of the day),

auctions found their way to Great Britain around 1595 and are most

notably documented during the seventeenth century with the emergence of

the historic Sotheby�s and Christie�s auction houses. Within short order, the

favored format crossed the big pond and was put to continual use within

America as well.

The point here is this: auctions have been an effective and time-proven

method of distributing goods in the dynamic market of supply and demand,

ages before eBay or the Internet were ever conceived. Who would have ever

thought?

ONLINE SELLING: THE EARLY YEARS

While 1979 is of future shock status when compared to the dusty days of 500

BC Babylon, it�s ancient history when considering the overall life and growth

of the Internet. Although the Internet began in the late 1960s (as the Depart-

ment of Defense�s ARPANET), the creation a few years later of the Unix

User Network, or Usenet, was what got people connected and ready to do

business. Termed a store-and-forward network where individuals could post

news, views, and other communications to be read by others, the Usenet was

quickly adopted as a high-tech classified advertising circular. Usenet cate-

gories (known as newsgroups) were established to help Usenet visitors quickly

home in on those areas where items were being posted for sale. While the

Usenet is still heavily active in this fashion of person-to-person trading, it was

in September of 1995 when a new sort of for-sale listing began popping up,

similar to this:

For Sale: Rare Art Deco piece�now taking bids for this great vintage

piece. See it at www.ebay.com/aw.

The rest, as they say, is history.

eBay and Auctions: Then and Now 3
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AUCTIONWEB AT eBAY

For many, eBay is a hobby. Fittingly, it started as precisely that�a hobby.

Launching the site on Labor Day 1995, its founder, 27-year-old Pierre Omid-

yar, introduced a simple trading post called Auction Web to online pioneers.

Omidyar�s motivation: he sought what he called the emergence of a �perfect

market� and a �level playing field� within which individuals, as buyers and

sellers, could connect directly with one another, as opposed to being relegated

to more controlling and often manipulative centralized sources.

Besides, as cyberlore has it, his fiancØe, Pam Wesley, an avid Pez collec-

tor, wanted to meet and trade with other collectors of similar passion. In

addition to bridging geographical boundaries (something that would help

Pam fill in her family of Pez), Omidyar�s notion of an open trading space

would truly enable buyers to make fully informed decisions, since everyone

would have the same access to prices and offerings, while sellers would all

have an equal opportunity to present their wares to the masses.

eBay TIP: Did you know that the whole legend of

how a passion for Pez launched the now multi-billion-dollar

eBay is a ruse? It�s true! That is, it�s true that it was a lie. In

the eBay-authorized book The Perfect Store: Inside eBay, author Adam

Cohen revealed that the tale is completely untrue, an imaginative

myth�practically urban legend�from eBay�s first public relations per-

petrator, Mary Lou Song.

Yes, Pam Wesley did want to connect with other Pez collectors, but

her motivation to do so was shared with Song, not hubby-to-be Pierre.

Immediately, Song realized she had a story with legs, one that was able

to capture the attention of the media (they thought AuctionWeb was

rather boring up to this point) and result in a new-age love story: a man

develops a breakthrough in commerce, driven by his desire to woo his

betrothed. It was a lie, but it worked!

Ultimately, Omidyar�s theory of the perfect market motivated him to

create a situation where supply would meet demand and where price would be

determined at the precise (and dynamic) point at which these longstanding

economic fundamentals intersect. About as stylish as a simple Usenet listing,

AuctionWeb was unveiled with its modest gray-screened, simple text design

(see Figure 1.1).
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Omidyar had developed and now hosted his creation on a personal

computer (PC) in his back bedroom. He poised his brainchild for success,

based largely upon the reliance on his fundamental belief in the goodness of

people (users or employees) and their limitless abilities to solve problems in a

self-governing environment. AuctionWeb�s community was founded on the

tenet of �power to the people� in a genuinely free and open market. While it�s

fun to snicker at the fact that the site�s inaugural auction consisted of an awk-

ward listing for a broken laser pointer, the useless gadget sold for $14 all the

same, and Auction Web was off and running.

Ultimately, the AuctionWeb moniker was dropped and the site became

known simply as eBay. Although Omidyar had no formal training in auctions

as a market mechanism, his instincts told him that people would naturally be

drawn to a destination that offered fair market value for goods, benefiting

buyers and sellers alike.

A FAST LESSON ON eBAY AUCTION FORMATS

As auctions have evolved through the centuries, so have auction methods. Most

folks envision the venerable auction dialogue that goes something like this: �I

have twenty, who�ll make it twenty-five? Twenty-five, who�ll give me thirty?
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Figure 1.1 These days, screen grabs of Pierre Omidyar�s original AuctionWeb

site are extremely scarce.



Going once, going twice, SOLD to the man in the brown tweed jacket!� Known

as the ascending-price auction, this is the most common format for auctioning.

There are a good many other formats that have been and still are being used in

different auction venues. Thankfully, at eBay there are just a few formats in use,

yet you�ll find they�ll suit your needs and aspirations quite handily. Here are the

methods you�ll encounter when you bid, buy, and sell at eBay.

The Ascending-Price Auction

Historically known as the English auction and the open-outcry auction, this is

the most widely used format at eBay. Items are offered at an opening bid value

and additional bids of incremental value are accepted, increasing the poten-

tial final sales price. Successive bids must satisfy at least the minimum bid

increment but can also represent a bidder�s maximum bid value (you�ll learn

more about these two terms in subsequent chapters of this book).

The Dutch Auction

A format new to many users is eBay�s Dutch auction. This likewise longstand-

ing auction format allows sellers to quickly dispense of multiple, identical

items. Here, bidders bid the price they�re willing to pay while also specifying

how many of the item they�re contesting for. Dutch auctions aren�t as tricky as

they might sound; however, the strategy for winning this type of auction is a

bit complex and will also be explained more fully later in this book.

Reserve-Price Auctions

This is a slight variation of the ascending-price auction whereby the seller

establishes a minimum price at which the item will be sold but which bidders

aren�t able to see. That is, if the competitive bidding fails to reach or eclipse

the seller�s reserve price, the seller is not required by eBay�s rules to sell the

item. This variation is especially useful to sellers who are uncertain whether

competitive bidding will return a price that either suits their needs or ensures

recovery of their original investment. Unfortunately, this format variation is

sometimes abused by greedy sellers, as you�ll later learn.

Fixed-Price Auction

If you have a price in mind for which you�ll sell an item outright, this format

(which eBay terms �Buy-It-Now�) allows the willing buyer to dispense of the
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competitive bidding and offer the seller�s asking price, thus ending the auction

immediately. There are several ways to manage this feature at eBay, and these

will also be discussed later.

Private Auctions

Got some erotica or other adult-themed items to sell? Want to prevent other

sellers from seeing who�s bidding on your stuff ? Whatever your motivation,

private auctions allow bidders� identities (user IDs) to remain concealed from

all except the seller.

Restricted-Access Auctions

A close cousin of the private auction, this format was designed to help users

easily locate or summarily avoid adult items. Bidders searching for restricted-

access items must provide credit card information for age verification. Items

of this sort, corralled in the �Mature Audiences� category, are not listed in

general search results and require adult verification logon to access, thus

shielding those of us who are easily embarrassed.

GROWING, GROWING . . . AND STILL GROWING

With the formats established, the community values in place, and the lure of

online bargaining ready to peak, eBay grew exponentially, practically

overnight. Although Omidyar had intentions of providing AuctionWeb as a

free-of-charge service site, his mounting server bills pushed him into levying

fees. Upon initiating his final-value fees, he culled a meager $250 in his first

month. Still, this was enough to pay his monthly service provider bill. Just two

short months after that, he collected $2,500 in fees, and each month thereafter

earned still more as word of AuctionWeb quickly spread across the cybernetic

landscape. Of course, eBay has since become a billion-dollar venture.

Along the way, Omidyar turned over the CEO reins to former Hasbro

leader Meg Whitman. Under her watch, eBay successfully navigated the dot-

com bust of the 1990s and established it as one of the most prolific online des-

tinations to have survived the cyber maelstrom. The site now hosts over 80

million active registered users and has developed worldwide awareness and

even pop culture status.

Today, eBay operates country-specific sites in Canada, New Zealand,

the United Kingdom, and more (26 total international sites) and is frequently

referenced in film and television. It�s also well on its way to becoming a verb:

eBay and Auctions: Then and Now 7



how many times have you heard a disgruntled gift recipient proclaim, �Ah, I

guess I�ll eBay it?�

The company is here to stay just as is the Internet itself, and, for you,

this is reassurance that you�ll be working with an online platform that will

serve your needs and connect you with millions of people around the world,

24-7, as you step up to claim your own fortune.

WOULD YOU LIKE TO KNOW MORE?

Clearly, this was something of a short-and-sweet tour of how we got from

ARPANET to making fortunes on eBay. This is all some people really need to

know, since those untapped riches await them at the turning of the page. Yet

I suspect this will merely whet the appetite of others who are eager to immerse

themselves in the minutiae of exactly how we got here. Having been one of

those curious folk myself, here are a few books I recommend for spare-time

reading:

� Auction: The Social Construction of Value by Charles W. Smith (Uni-

versity of California Press, 1989). If you truly wish to be a student,

and master, of the auction, Smith�s book will fill your head with the

intricacies of the dynamic pricing. Beware: this one is about as dry as

a cold piece of toast, but it compensates for it in the good informa-

tion within.

� Fire in the Valley: The Making of the Personal Computer by Paul

Freiberger and Michael Swaine (McGraw-Hill, 1999). If thinking

back to 1974 only conjures up painful memories of Nixon, Water-

gate, and the energy crisis, look deeper and see what geeks like Steve

Jobs, Bill Gates, and Paul Allen were busying themselves with in their

cluttered garages.

� The Perfect Store: Inside eBay by Adam Cohen (Back Bay Books,

2002). Time magazine journalist Cohen convinced the powers that be

at eBay to grant him total access to the story behind the scenes of the

big dog of auction sites. Though Cohen�s style rarely breaks free of

the magazine article mold, his is an interesting documentation of the

activities both in front of and behind the home page we lovingly

know as eBay.com.

� Collectible Microcomputers by Michael Nadeau (Schiffer Publishing,

2002). Don�t toss that old Commodore 64 or Apple Lisa before

you�ve read Nadeau�s book. As many of us expected, technology has

become quite collectible (see Figure 1.2). Heavily illustrated and sim-
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ply fun to leaf through, this is a great pictorial jaunt through the hal-

lowed halls of computer history.

� F�d Companies: Spectacular Dot-Com Flameouts by Philip J.

Kaplan (Simon & Schuster, 2002). If irreverence is your bag and

you simply revel in listening in on the acidic attacks made on some

of the biggest flops of the dot-com era, Kaplan has the tabloid tales

sure to entertain. An extension of his wildly popular Web site

F****dCompany.com, this book chronicles the stories that broke

on his site as the bad news for Web businesses were unfolded daily,

often with those in the companies� employ learning of their immi-

nent demise on Kaplan�s site before the boss ever distributed pink

slips. A fun read but not to be taken too seriously.
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Pong? This sort of funky tech treasure is gold on eBay and often garners hun-

dreds of dollars in bids (really!).



2
Gearing Up: Hardware, 

Software, and Net Results

If you�re like most people, the task of updating your business tools�your

PC, software, and so on�is likely low on your priority list. Further, the

notion of being in continual change mode to keep up with the tech world

makes many cringe, especially considering the time and effort that would be

drained away from your bidding and selling activities. Yet, realistically speak-

ing, there comes a time when operating with inefficient tools is also detrimen-

tal to your well-deserved fortune.

With that in mind, you can be well served if you look to upgrade your

high-tech gear methodically and piecemeal: a new PC every three years or

so, new software applications as often as you deem useful, and upgraded

Internet access when it becomes financially prudent (especially as competi-

tion continues to be fierce in the realm of high-speed services). Making up-

grades one piece at a time will usually cause only minimal disruption to

your activity and avoids the potentially overwhelming prospect of gutting

the works.

You don�t have to be a hard-core gearhead to get the most from the

Internet and your eBay business, but you should make sure you�ve got the

tools to run a respectable shop. Although you might already feel secure in

your current hardware and software configurations, here�s a quick look at the

whizbang stuff that drives your online business efforts. This will be a brief

checkup of your goods and it won�t hurt a bit, I promise. In fact, you�ll prob-

ably be surprised to find that you are already in good shape.
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MAKING SURE YOUR COMPUTER IS UP TO SPEED

If you are interested in online auctions, you probably already have a PC or

two in your home. As research in computer ownership and use has become a

key statistic that helps online endeavors anticipate and respond to usage

trends, Jupiter Research recently published the backward- and forward-

looking statistics shown in Table 2.1.

Table 2.1 U.S. Household PC Growth and Penetration

Year Number (in Millions) Percent

2001 71.1 67

2002 74.1 69

2003 77.5 71

2004 80.8 73

2005 84.1 75

2006 86.7 77

2007 88.7 78

In addition to Jupiter�s research, a PC Magazine survey concluded that

one-third of American households have at least one personal computer,

another third of households have two or more, but a remaining 25 percent

have yet to purchase their first magic box (and are likely still fiddling with the

remote for their first-ever VCR). The good news is that if you�re in one of the

two former groups and if you�ve upgraded your PC within the past 18

months, feel confident that the hardware you now own is more than suitable

for an eBay venture. But what if your tech toys are older than that?

Should you be agonizing whether what you�ve got is good enough to cut

the mustard in an online buying and selling marketplace? You�ll be happy to

know that a desktop or laptop system purchased within the last several years,

even if it isn�t cutting edge, will probably work perfectly and offer you plenty

of power and features to make an eBay experience quite pleasant. Then again,

if perhaps you�ve yet to purchase a PC or maybe you�re still not sure the equip-

ment you have is up to par, here are some simple specifications you might 

follow:

� Processor/speed. In older PCs, if the brains of the operation is at least

a 450-megahertz Pentium II, you�ll be in decent, albeit slightly out-

dated, shape. Today, though, it�s easy to get into the fast lane with an
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Intel or AMD dual core processor, quickly becoming standard

equipment in current hardware configurations. In the PC world,

Microsoft Windows (XP or Vista) is the de facto standard, while the

Mac operating system (OS) continues to drive Apple Computer�s

offerings. Price pressures among the various computer manufactur-

ers spell savings to you, with incredibly impressive upgrades to be

had below the $500 price point. If it�s been a few years since you�ve

upgraded your computer, feel confident that today�s low-end offer-

ings will be a significant advance on what you may have been using

up to this point.

� Memory. Simply enough, try to ensure you�re working with at least

512 megabytes (MB) of random-access memory (RAM), but as with

the processor, it�s easy to surpass this lowest-point benchmark. The

upgrade to 1 gigabyte (GB) is cheap in comparison to the tremen-

dous boost in response time you�ll see.

� Storage. How big is big enough when it comes to your computer�s

storage space? Well, consider the number of images you might be

storing up for selling online wares. Models of several years ago

boasted about their delivery of the then-impressive 12 GB, but these

days you can slingshot into the realm of 60 or 80 GB of storage at an

opening price point offering.

� Additional drives. Do you still have a 3.5-inch floppy disk drive in

your current PC? If so, that�s practically becoming a nostalgic col-

lectible at eBay. (And who recalls 5.25-inch and 8-inch mega-

floppies?) These days, CD-ROM read/write drives as well as DVD

read/write drives are becoming base-model features. Storage to a

CD-ROM is cheap and easy and far more reliable than the magnetic

floppies of old.

� Internal modem. If you go this route, make sure the modem card is at

least 56-kilobit; however, keep in mind that in these days of cable

modems and DSL connections, internal 56-Kb modems are down-

right prehistoric by comparison.

� Monitor. A 15-inch CRT monitor is fine and a 17-inch model is better

yet (more on-screen real estate to work with), but this technology, too,

has become outdated, as computer owners are less inclined to wrestle

a big, fat monitor onto their desktops. Flat-panel LCD monitors have

become much cheaper and are usually thrown in as a free-upgrade

incentive. The image quality of these, along with their space-saving

design, makes them the better choice. Still, if you love your old CRT

and it�s performing well for you, there�s no need to run out and
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upgrade just for the sake of doing so. The bottom line is this: if you�re

satisfied with your online activity today and don�t find that your PC is

dragging you down, you�re probably in good shape and can spare the

immediate expense of shopping for a PC. Besides, when it comes to

making that fortune, money saved is as good as money earned.

MAKING YOUR WAY THROUGH 
THE SOFTWARE JUNGLE

The bundled PC solutions of the past several years have been rife with nifty

applications, some of which suit your auctioning needs perfectly and others

that are, well, generally expendable. The first step in determining whether you

need any more applications is to decide what it is you want to do with your

PC. Here�s a simple list of the basic applications that you�ll certainly need as

an online entrepreneur.

� Word processor. Usually a bundled application that came along with

the operating system on your computer system. Applications as old

as 1995 will work just fine for you, and some folks are still doing

great business using a relatively antiquated application.

� Web browser. Also embedded into bundled systems, Web browser

present you with a choice between Netscape or Internet Explorer.

Keep your browser updated (free downloads are available at the

Netscape or Microsoft home pages) to ensure you can display and

access current design features at eBay and around the Internet.

� E-mail application. You can get by with the e-mail tool that accom-

panies Web browsers, but you might want to upgrade anyway to gain

better features. I like both Eudora and MS Outlook.

� Image editor. Fear not, because you don�t need to master Photoshop

to get the images of your auction items into tip-top shape. MS Picture

It!, Paint Shop Pro, and even LView are great little packages that will

deliver enough features to help you easily manage images. Yes, there

are definitely some truly high-end graphics programs out there, but as

you�ll see later in this book, your eBay needs will be more than ade-

quately met by some of the simpler (and free!) image editing tools.

� Spreadsheet application. Don�t risk your sales and customer records

to scraps of paper that tend to hide when you need them most. Pick

a spreadsheet program you like best and get that vital business infor-

mation safely stored where it�ll be easy to retrieve whenever you need

it (see Chapter 25 for more details).
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� Antivirus application. If you�ve been online for any length of time,

you�re likely all too familiar with the Love Bug, the Klez worm, and

the Blackworm. Virtual viruses are nasty little demons that come to

you unexpectedly as you access the Net and communicate with your

customers. Protect your business by protecting your PC.

There are additional auction-specific applications that you might also

want to use in your eBay exploits. Those will be discussed in greater detail in

Chapter 23. For now, however, those just listed are the basic software tools

you�ll want on board your computer.

YOUR INTERNET CONNECTION

A few years ago it took a concerted effort to catch a cyberwave, but today get-

ting connected to the Internet is practically unavoidable. Go to a library, visit

a cybercafØ, or just sit in the waiting room at your car dealer�s service bay and

you�ll find the Net up and running, 24-7. For your home, the options are get-

ting better and better every day. If you like choices, you�ve got choices. Just

look at how you can be connected:

� DSL. It�s fast, and how. Figure the monthly service bill to tally up to

about $50, but if you want to prioritize your business costs, put this

at the top of your list.

� Cable. Playing piggyback on your home cable TV service, this con-

nection uses the same coaxial connection to provide high-speed,

always-on Net access. Of course, if you don�t have cable TV, see the

entry for DSL. The cost is similar to that of DSL.

� Satellite. Broadband satellite is also quite fast but requires a dish to

gain access and a clear view of the southern sky.

� Dial-up. The regular old phone line is stubbornly hanging on, but it

appears that its days are numbered. The hassles involved with dial-up

services when compared to the high-speed methods already men-

tioned make dial-up an option only for the most infrequent online

surfer. If you�re ready to jump into the eBay fray with passion and

conviction, forget this cheap alternative outright.

Whatever your choice, getting connected to the Internet is easier than

ever. Better still, it�s super simple to change up these days, so don�t be afraid

to upgrade to a different service; if you don�t like it, change up again.
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ADDITIONAL EQUIPMENT

Of course, there are plenty of additional gadgets and pieces of equipment

that you�ll need to be thoroughly efficient and successful in your auctioning.

From printers to scanners, from digital cameras to all-in-one units, from tele-

phone headsets to office furniture, there�s much more needed to establish an

optimal auction headquarters. All of these and more will be covered fully in

Chapter 23. The intent here is to ensure you have the basics at hand so that

you can make your way into the wonderful world of online auctioning. Next

stop: eBay!
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3
Welcome to the World�s Largest 

Online Marketplace

Even if you�ve never sold anything on eBay, you�ve probably at least checked

out the site. You�ve heard the buzz about eBay: the great finds you can buy

there and the money to be made by regular folk like you and me. It�s rare that

I encounter a person who�s never logged on to the site. If you�re a complete

newcomer, though, terrific! Welcome to the place that will likely alter your life

from this point forward.

Though it may sound a bit sappy, eBay truly is a life-changing phenom-

enon, just as was television and the Internet itself. eBay is a bustling shopping

hub where you�ll rub virtual elbows with millions of users from all cultures,

from nearly every age category, from practically all points on the globe. Its

attraction goes beyond global, though, in terms of meeting the masses. The

most remarkable element of eBay is its arguably individual appeal, that is, its

ability to cater to and satisfy the unique wants, needs, and desires of just

about anyone who cares to visit.

Although it�s immediately appealing to some, it can likewise be daunt-

ing and overwhelming to others. How do people navigate all this? Whether

you�re new to the site and feel understandably intimidated or you�re a repeat

visitor who wants to make sure you�re hitting all the hot spots, this chapter is

your tour of the site, its key features, and its main points of interest that will

help you quickly find your fortune.
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HOME, SWEET HOME

Mention www.ebay.com, and some folks will bubble over with enthusiasm.

For many, this Web destination is like a home�everything they need at their

fingertips (literally) and all available any day, any hour, and from the comfort

of their own home. Take a look at Figure 3.1 and you�ll immediately see that

eBay is busy, busy, busy.

Where to begin? Well, before zipping off to hunt for great buys or find a

place to list your own merchandise, take a careful look at the home page itself.

Notice immediately the Main Toolbar situated across the top of the page

(also illustrated in Figure 3.2). The links from this toolbar are the main entry-

ways to the site. In fact, you�ll see this toolbar uniformly positioned on just

about every eBay screen you visit. You�ll also see it�s actually two toolbars in

one, with Buy, Sell, my eBay, Community, and Help links in the main bar and

�home,� �pay,� �register,� and �site map� in the smaller, topmost line of text
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Figure 3.1 The busy eBay home page puts you just a link or two away from

finding your fortune.
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links. I�ll take you deeper into each link in just a moment. Right now, recog-

nize the convenience of this ever-present toolbar and keep in mind that you�ll

be making regular use of it.

eBay TIP: Clicking on the eBay logo on any site page

will also take you directly back to the home page.

In Search of . . .

In addition to the link words just mentioned, you�ll see a white box to the

right on the toolbar, followed by a button labeled �Search� This is the quick

search box, which, along with the toolbar text links and buttons, is also to be

found on practically all eBay site pages. Use this box to immediately begin

combing the site for whatever it is you want or need. Keep in mind, though,

that this box searches only for matching words in item titles and not in the text

of item descriptions. (We�ll cover more complex searches that can be accessed

by the Advanced Search text link a little later.)

The secondary search field can be seen just below the home page header

area. Although largely redundant to the toolbar search field, here you can use

the pull-down selector to restrict your keyword search by a specific item cate-

gory (see Figure 3.3).

Categorically Speaking

On the left side, running nearly the length of the home page display, are links

to Specialty Sites and item Categories. The Specialty Sites are those addi-

tional branches of eBay that you might make use of (some more than others)
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and that consist of new spin-offs created by eBay (such as eBay Motors and

eBay Express).

The Categories links just below Specialty Sites are your paths into a

browsing excursion that is practically unrivaled anywhere else on the Net.

These are top-level links, each branching further into more specific groupings

of goods, ultimately taking you to the various individual listings of products

for sale. The sellers decide how their items will be categorized; they choose the

category placement that best represents their item and that they believe will be

the most likely category to attract the buyers.

Everything Else

The rest of what you see on the home page is really just splash and filler.

While there are plenty of useful links here, most of the pages can be accessed

from elsewhere within the site. To give the site a feeling of buzz, eBay has
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Figure 3.3 Click the Buy button to familiarize yourself with the incredible

amount of item categories and subcategories.



loaded up the home page with the expected offering of eye candy. There is so

much going on just inside, and the content changes every time you visit the

site. In addition, eBay works on having a fresh marketing appeal. You�ll also

see various other groupings of item links as well as thematic links (such as the

baby items or Cool Stuff & Trends auctions) on the home page. These are just

additional methods eBay employs to generate interest and to help users deter-

mine a starting point for their shopping adventure. As it�s just marketing,

there�s nothing to be missed if you skip over these transient links.

The Bottom Line

The bottom links are what fill up the final quarter of the eBay home page.

Here are the partner links and advertisements that eBay thinks might be of

interest to you (or by which they have a contractual agreement to put on dis-

play).

Finally, there are redundant text links that will take you to many of the

same site destinations�such as Site Map and Help�as the main toolbar

does. In the world of effective Web design, it�s a rule of thumb that a single

display page should provide visitors with multiple links to the same most-

popular or most-used site features. At the same time, eBay utilizes the screen

real estate �above the fold��that is, the content that appears prior to a visi-

tor having to scroll downward�as you should, too. The keys to your fortune-

making success are found within the eBay header area, well above the fold.

Already, you�ve learned how to save time by dismissing the balance of the

home page to focus where you really need to.

TAPPING INTO THE TOOLBARS

So what makes those home page toolbars so useful? Glad you asked, because

there�s more than meets the eye in those simple little labels. In fact, each acts
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eBay TIP: Remember, the eBay Search function will

also bring buyers directly to items from across categories.

Although categories are great for casual browsing, they

can be too time consuming to navigate if a specific item is being

sought out, so most eBay users go directly to the Search function

(refer to Figure 3.1).



as a useful portal to some key site functions and features. To start, let�s look

again at the most useful features (see Figure 3.2).

The Buy Button

As its name implies, this button is for those eager to stroll the site�s virtual

aisles. As with any brick-and-mortar store, shoppers are guided by signposts

that identify the different departments�or, in eBay terms, categories�such

as music or clothing and accessories. Although the home page lists many cat-

egory links, the Buy link on the toolbar will take you to the entire listing of

category headers on eBay (see Figure 3.3).
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ANTIQUES

Antiquities

Architectural & Garden

Asian Antiques

Books, Manuscripts

Decorative Arts

Ethnographic

Furniture

Maps, Atlases, Globes

Maritime

Musical Instruments

Primitives

Rugs, Carpets

Science & Medicine

Silver

Textiles, Linens

Other Antiques

ART

Digital Art

Drawings

Folk Art

Mixed Media

Paintings

Photographic Images

Posters

Prints

Sculpture, Carvings

Self-Representing Artists

Other Art

Wholesale Lots

BABY

Baby Gear

Baby Safety & Health

Bathing & Grooming

Car Safety Seats

Diapering

Feeding

Keepsakes & Baby 

Announcements

Nursery Bedding

Nursery DØcor

Nursery Furniture

Potty Training

Strollers

Toys

Other Baby Items

Baby Wholesale Lots

BOOKS

Accessories

Antiquarian & Collectible

Audiobooks

Catalogs

Children�s Books

Fiction Books

Magazine Back Issues

Magazine Subscriptions

Nonfiction Books

Textbooks, Education

Wholesale, Bulk Lots

Other
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BUSINESS & INDUSTRIAL

Agriculture & Forestry

Construction

Food Service & Retail

Healthcare, Lab & Life Science

Industrial Electrical & Test

Industrial Supply, MRO

Manufacturing & Metalworking

Office, Printing & Shipping

Other Industries

CAMERAS & PHOTO

Bags, Cases & Straps

Binoculars & Telescopes

Camcorder Accessories

Camcorders

Digital Camera Accessories

Digital Cameras

Film

Film Camera Accessories

Film Cameras

Film Processing & Darkroom

Flashes & Accessories

Lenses & Filters

Lighting & Studio Equipment

Manuals, Guides & Books

Photo Albums & Archive Items

Printers, Scanners & Supplies

Professional Video Equipment

Projection Equipment

Stock Photography & Footage

Tripods, Monopods

Vintage

Wholesale Lots

CELL PHONES

Accessories, Parts

Phones Only

Phones with New Plan Purchase

Prepaid Phones & Cards

Wholesale & Large Lots

CLOTHING, SHOES &
ACCESSORIES

Infants & Toddler

Boys

Girls

Men�s Accessories

Men�s Clothing

Men�s Shoes

Uniforms

Wedding Apparel

Women�s Accessories, Handbags

Women�s Clothing

Women�s Shoes

Vintage

Wholesale, Large & Small Lots

COINS & PAPER MONEY

Coins: US

Bullion

Coins: Ancient

Coins: World

Exonumia

Paper Money: US

Paper Money: World

Publications & Supplies

Scripophily

COLLECTIBLES

Advertising

Animals

Animation Art, Characters

Arcade, Jukeboxes & Pinball

Autographs

Banks, Registers & Vending

Barware

Bottles & Insulators

Breweriana, Beer

Casino

Clocks

Comics

Cultures, Ethnicities

Decorative Collectibles

Disneyana

Fantasy, Mythical & Magic

Furniture, Appliances & Fans

Historical Memorabilia

Holiday, Seasonal

Housewares & Kitchenware

Knives, Swords & Blades

Lamps, Lighting

Linens, Fabric & Textiles

Metalware

Militaria

Pens & Writing Instruments
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Pez, Keychains, Promo Glasses

Photographic Images

Pinbacks, Nodders, Lunchboxes

Postcards & Paper

Radio, Phonograph, TV, Phone

Religions, Spirituality

Rocks, Fossils, Minerals

Science Fiction

Science, Medical

Tobacciana

Tools, Hardware & Locks

Trading Cards

Transportation

Vanity, Perfume & Shaving

Vintage Sewing

Wholesale Lots

COMPUTERS & NETWORKING

Apple, Macintosh Computers

Desktop & Laptop Components

Desktop & Laptop Accessories

Desktop PCs

Drives, Controllers & Storage

Laptops, Notebooks

Monitors & Projectors

Networking

Printers

Printer Supplies & Accessories

Scanners

Software

Technology Books

Vintage Computing Products

Other Hardware & Services

CONSUMER ELECTRONICS

Car Electronics

DVD Players & Recorders

Digital Video Recorders, PVR 

Gadgets & Other Electronics

GPS Devices

Home Audio

Home Theater in a Box

Home Theater Projectors

MP3 Players & Accessories

PDAs/Handheld PCs

Portable Audio

Radios: CB, Ham & Shortwave

Satellite Radio

Satellite, Cable TV

Telephones & Pagers

Televisions

VCRs

Vintage Electronics

Wholesale Lots

CRAFTS

Basketry

Bead Art

Candle & Soap Making

Ceramics, Pottery

Crocheting

Cross Stitch

Decorative, Tole Painting

Drawing

Embroidery

Fabric

Fabric Embellishments

Floral Crafts

Framing & Matting

General Art & Craft Supplies

Glass Art Crafts

Handcrafted Items

Kids Crafts

Knitting

Lacemaking, Tatting

Latch Rug Hooking

Leathercraft

MacramØ

Metalworking

Mosaic

Needlepoint

Paper Crafts

Painting

Quilting

Ribbon

Rubber Stamping & Embossing

Scrapbooking

Sewing

Shellcraft

Spinning

Upholstery

Weaving

Woodworking

Yarn

Wall DØcor, Tatouage
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Other Arts & Crafts

Crafts Wholesale Lots

DOLLS & BEARS

Bear Making Supplies

Bears

Dolls

Dollhouse Miniatures

Paper Dolls

Wholesale Lots

DVDS & MOVIES

DVD, HD DVD & Blu-ray

Film

Laserdisc

UMD

VHS

VHS Non-US (PAL)

Other Formats

Wholesale Lots

EBAY MOTORS

Motorcycles

Parts & Accessories

Passenger Vehicles

Powersports

Other Vehicles

ENTERTAINMENT MEMORABILIA

Autographs-Original

Autographs-Reprints

Movie Memorabilia

Music Memorabilia

Television Memorabilia

Theater Memorabilia

Video Game Memorabilia

Other Memorabilia

GIFT CERTIFICATES

HEALTH & BEAUTY

Bath & Body

Coupons

Dietary Supplements, Nutrition

Fragrances

Hair Care

Hair Removal

Health Care

Makeup

Nail

Massage

Medical, Special Needs

Natural Therapies

Oral Care

Over-the-Counter Medicine

Skin Care

Tanning Beds, Lamps

Tattoos, Body Art

Vision Care

Weight Management

Wholesale Lots

Other Health & Beauty Items

HOME & GARDEN

Bath

Bedding

Building & Hardware

Dining & Bar

Electrical & Solar

Food & Wine

Furniture

Gardening & Plants

Heating, Cooling & Air

Home DØcor

Home Security

Kitchen

Lamps, Lighting, Ceiling Fans

Major Appliance

Outdoor Power Equipment

Patio & Grilling

Pet Supplies

Plumbing & Fixtures

Pools & Spas

Rugs & Carpets

Tools

Vacuum Cleaners & Housekeeping

Window Treatments

Wholesale Lots

JEWELRY & WATCHES

Body Jewelry

Bracelets

Charms & Charm Bracelets

Children�s Jewelry

Designer Brands

Earrings

Ethnic, Tribal Jewelry

Hair Jewelry
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Handcrafted, Artisan Jewelry

Jewelry Boxes & Supplies

Loose Beads

Loose Diamonds & Gemstones

Men�s Jewelry

Necklaces & Pendants

Pins, Brooches

Rings

Sets

Vintage, Antique

Watches

Other Items

Wholesale Lots

MUSIC

Accessories

Cassettes

CDs

Digital Music Downloads

DVD Audio

Records

Super Audio CDs

Other Formats

Wholesale Lots

MUSICAL INSTRUMENTS

Brass

DJ Gear & Lighting

Electronic

Equipment

Guitar

Harmonica

Instruction Books, CDs, Videos

Keyboard, Piano

Percussion

Pro Audio

Sheet Music, Song Books

String

Woodwind

Wholesale Lots

Other Instruments

POTTERY & GLASS

Glass

Pottery & China

REAL ESTATE

Commercial

Land

Manufactured Homes

Residential

Timeshares for Sale

Other Real Estate

SPECIALTY SERVICES

Advice & Instruction

Artistic Services

Custom Clothing & Jewelry

eBay Auction Services

Graphic & Logo Design

Media Editing & Duplication

Printing & Personalization

Restoration & Repair

Web & Computer Services

Other Services

SPORTING GOODS

Athletic Apparel

Athletic Footwear

Airsoft

Archery

Baseball & Softball

Basketball

Billiards

Bowling

Boxing

Camping, Hiking, Backpacking

Canoes, Kayaks, Rafts

Climbing

Cycling

Disc Golf

Equestrian

Exercise & Fitness

Fishing

Football

Go-Karts, Recreational

Golf

Gymnastics

Hunting

Ice, Roller Hockey

Ice Skating

Indoor Games

Inline, Roller Skating

Lacrosse

Martial Arts

Paintball

Racquetball & Squash
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Running

Scooters

Scuba, Snorkeling

Skateboarding

Skiing & Snowboarding

Snowmobiling

Soccer

Surfing, Wind Surfing

Swimming

Tennis

Triathlon

Wakeboarding, Waterskiing

Other Sports

Wholesale Lots

SPORTS MEM, CARDS & FAN

SHOP

Autographs-Original

Autographs-Reprints

Cards

Fan Apparel & Souvenirs

Game Used Memorabilia

Manufacturer Authenticated

Vintage Sports Memorabilia

Wholesale Lots

STAMPS

United States

Australia

Canada

Br. Comm. Other

UK (Great Britain)

Africa

Asia

Europe

Latin America

Middle East

Publications & Supplies

Topical & Specialty

Worldwide

TICKETS

Event Tickets

Experiences

Other Items

TOYS & HOBBIES

Action Figures

Beanbag Plush, Beanie Babies

Building Toys

Classic Toys

Diecast, Toy Vehicles

Educational

Electronic, Battery, Wind-Up

Fast Food, Cereal Premiums

Games

Model RR, Trains

Models, Kits

Outdoor Toys, Structures

Pretend Play, Preschool

Puzzles

Radio Control

Robots, Monsters, Space Toys

Slot Cars

Stuffed Animals

Toy Soldiers

Trading Card Games

TV, Movie, Character Toys

Vintage, Antique Toys

Wholesale Lots

TRAVEL

Airline

Cruises

Lodging

Luggage

Vacation Packages

Other Travel

VIDEO GAMES

Accessories

Games

Internet Games

Systems

Vintage Games

Other

Wholesale Lots

EVERYTHING ELSE

Advertising Opportunities

eBay User Tools

Education & Learning

Funeral & Cemetery

Genealogy

Gifts & Occasions

Information Products
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Mature Audiences

Memberships

Metaphysical

Mystery Auctions

Personal Security

Religious Products & Supplies

Reward Pts, Incentive Progs

Test Auctions

Weird Stuff

Other

The Sell Button

Since you�re here to make a fortune, the Sell button is your doorway to oppor-

tunity. Click this button for a direct path to the Sell Your Item forms, where

you�ll enter information to list the items you�ll be putting up on the auction

block. Figure 3.4 shows the initial page from where you�ll launch into actually

crafting your listing, with numerous other pages to follow, all of which will be

covered fully in Chapter 7.

eBay TIP: Don�t be alarmed if eBay asks you to sign in

before granting you access to the Sell Your Item pages. After

all, sellers are required to have an account in good standing

before an item can be listed. If you didn�t previously sign in to eBay

before clicking the Sell button, eBay requires you to do so at this point.

My eBay Is Your eBay

If you�ve surfed many Web sites of late, you�re probably familiar with the �my

site� feature, a method that allows regular users to assemble a personal port-

folio of their favorite site features, settings, and what have you. The intention

of �my site� is to provide each user with a self-configured, self-maintained

personal version of the site. This feature makes viewing your favorite spots on

the site faster and more straightforward, allowing you to avoid traversing the

multiple standard pages upon each visit.

eBay�s version (see Figure 3.5) is called My eBay. Here is where you

monitor your various activities at the site in a convenient, one-stop page. My

eBay helps you easily watch your recent buying and selling activity, set up

favorite search criteria to be easily reentered, monitor your account status,

follow your feedback rating (tracking comments about you entered by other

users), and more. When it comes time to pay for items you�ve won, collect



payment for and ship items you�ve sold, or keep up on feedback given or

received, the My eBay page is the control tower from which you can best man-

age your eBay experience.

The Community Button

Founder Pierre Omidyar envisioned that the underlying success of eBay

would be its community of users. Beyond that, he also recognized the oppor-

tunity not only to offer a way for users to interact with and help one another

but for the site itself to reach out in the spirit of philanthropy by providing

assistance to charitable organizations. If you�re curious to learn about the

various opportunities in the eBay community�both within and outside of

the site�set aside some time to explore the different community links you�ll

find on the eBay Community page (see Figure 3.6).
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Figure 3.4 The Sell toolbar button starts your selling adventure.



The Help Button

One of the biggest investments eBay has been undertaking is the addition of

more useful on-site instruction pages. Click on the Help button and you�ll

navigate to a vastly improved page (as shown in Figure 3.7), offering active

links to eBay pages that will provide an explanation answering any site usage

questions you might have. If you can�t seem to find the right link, just enter

some keywords in the appropriate field to search for links where you�ll find

answers to your most pressing questions.

WHAT ABOUT THE OTHER TOOLBAR SELECTIONS?

Yes, there are still a few more toolbar selections to consider. For starters, skip

past the Home link; it does just what it indicates and returns you to the home

page. Then, the Register link is for just that�to register to use eBay if you�re
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Figure 3.5 There are a number of eBay services at your fingertips when you

click on the My eBay toolbar button.



new to the site (a topic I�ll cover fully in Chapter 4) The two remaining links,

though, are more intriguing and require further discussion.

The Straightaway to Pay

When you click on the Pay text link, you�ll jump immediately to that section of

the My eBay page where you�ll see what auctions you may have recently won

and the payment status of each (see Figure 3.8). If you�re an avid bidder�and

a frequent winner�clicking the Pay link within the Main Toolbar will allow to

you to leap ahead and begin settling your debts. Again, this is where the Main

Toolbar is most effective and efficient for your use�allowing you access to the

most relevant areas of the site as you manage your bidding (and selling) activity.

Time is money, so why waste it meandering through an extended trail of links?
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Figure 3.6 The Community button leads you to the site�s veritable Welcome

Wagon, where you can learn about and interact with the legions of eBay enthu-

siasts as well as discover how eBay is working to provide assistance to people in

need outside of the site.



What a Site to See

The other link to discuss is Site Map. As it implies, this is the link that trans-

ports you to the massive eBay site map and allows you to survey the virtual

geography of the site from an aerial perspective. Click on the Site Map link

and see all that eBay encompasses. Look at Figure 3.9 for a small sample of

the entire map.

This is probably the easiest page to navigate if you�re looking for a quick

link to functional or informational eBay pages. Whether you want tips on

buying, need to review policies about selling at the site, want to stay abreast of

latest site news and announcements, or are curious about joining the various

eBay forum discussions, the site map is the best launching pad to quickly get

anywhere and everywhere at eBay.
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Figure 3.7 The Help button provides a screen that gives you easy access to in-

formation, directly or via keyword search.



eBay TIP: Sometimes, I turn to the site map when I�m

managing the items I have up for sale. For example, should

I need to end an auction early, the site map is the best place

to connect to that otherwise elusive link. You�ll likely discover some site

functions that are difficult to find�perhaps intentionally�yet the site

map will typically get you where you need to go, fast.

EXACTLY WHAT IS eBAY EXPRESS?

One of the newer developments at eBay is the unveiling of eBay Express. Sim-

ply put, it�s a new sort of distillation of goods, all brand new and all made

available for immediate purchase (no bidding, just Buy-It-Now offerings),
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Figure 3.8 The Pay button immediately transports you to the My eBay area,

where you can review and pay for the auction items you�ve won.



that can be bought in a single shopping experience regardless of the number

of sellers actually involved.

Let�s say you�re shopping to upgrade your eBay office and you need a

new PC monitor, a telephone headset, and a wastebasket. At eBay Express,

you can push your virtual shopping cart through the online aisles, selectively

choosing from items offered by eBay�s millions of sellers, arriving at a final

checkout point, where you can complete your shopping with a single consoli-

dated purchase�regardless of how many different sellers you actually pur-

chased from. The sellers will be notified to ship the different goods to your

specified address, and you�re done. This new approach to buying was built

with shopper�s convenience in mind and doesn�t employ any of the traditional

auction methods; just find it, buy it, and enjoy it. (See Figure 3.10.)

Perhaps you didn�t think it possible, but you�ve just completed an intro-

ductory tour of eBay in less than 30 minutes. By understanding the most impor-
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Figure 3.9 If you want a bird�s-eye view of this massive site, the Site Map but-

ton allows you to see all and find all that makes up the eBay marketplace.



tant features of the eBay home page up front, you can begin your buying and

selling activities quickly and confidently without becoming overwhelmed by

everything else the site offers. As you continue through this book, the details

will be clarified and the skills and methods will be sharpened to develop your

expertise. For now, either take a break and spend a bit of time exploring more

of what I�ve shown to you, or move on to the next chapter and find out what�s

critical for getting registered and getting ready to harness the site.
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Figure 3.10 The eBay Express feature offers a fast and convenient way for buy-

ers to purchase multiple items from multiple sellers, all with a single checkout

transaction.
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4
Getting Registered, Getting Ready, 

and Getting Yourself Known

Before you can begin bidding or selling at eBay, you�ll need to register. Sure,

you�re free to visit the site and browse the various items up for bid or sale

without ever signing in or signing up. Soon, though, you are likely to find

something you simply must have. Or, better still, you will discover that you,

too, have items that are as good as if not better than those you see other bid-

ders clamoring over. When this happens, you�ll be getting registered quickly.

The good news is that registering for an eBay account is fast, simple,

and safe�and it�s necessary if you want to do business in the online auction

marketplace. Once registered, you�re free to browse, bid, buy, and�most

important�determine how you�ll use eBay to boost your personal earnings.

Some folks prefer to browse awhile and get more acclimated, while others

immediately leap in to buy, buy, buy. Whether you want to shop or you�re itch-

ing to sell, registration comes first and is key to your learning how the site

works and how you can make it work for you. In this chapter, you�ll learn the

steps to get registered, the methods to ensure some safety and security in your

account, and even how to introduce yourself to the rest of the community. In

just a few steps, you�ll see how easy it is to get started on the right foot.

eBAY REGISTRATION MADE EASY

Starting at eBay�s home page, look for the Register text links, found within the

trusty Main Toolbar (see Figure 4.1). Click a Register text link to jump to the

Copyright © 2007, 2004 by Dennis L. Prince. Click here for terms of use. 
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initial registration screen, pictured in Figure 4.2. In the first part of this regis-

tration screen, enter your name, address, phone number, and e-mail address.

This information will be stored by eBay and could be provided to other users

to help contact you. Don�t worry, eBay isn�t in the practice of loosely distrib-

uting this information, but in an effort to promote and enable safe trading

and sort out any issues related to transactions, it does make the information

available upon legitimate request.

eBay TIP: The valid e-mail address you provide here

is critical in completing the registration process, as eBay will

send a confirmation message to that address, providing

information you�ll need for the final step in registering.

Next, continue on to establish your user ID (click the Check Availabil-

ity of User ID button to see if your choice is already in use) and establish your

account password. Follow this with selecting a secret question and answer�

in case you ever forget your password�and specifying your date of birth. Yes,

you must be 18 years or older to acquire an eBay account.

eBay TIP: Although you may not have been aware of

this, when you registered to use eBay, you simultaneously

activated an account at the eBay-owned Half.com. The reg-

istration process automatically qualifies you to operate at both the well-

loved auction venue and the fixed-price site. You�ll learn more about

Half.com later in this book.

Figure 4.1 The link to registration can be found on the eBay home page Main

Toolbar.



Last, you�ll see the checkbox near the bottom of the registration screen,

where you�ll indicate that you�ve read and accepted eBay�s User Agreement

and Privacy Policy. Although many people will disregard this as the trivial

fine print, I advise you to read these agreements carefully so you understand

the terms under which you�ll be expected to operate and to what degree eBay

will bear any responsibility for your encounters.

While there�s nothing in the policies that will unjustly ensnare you,

understand that eBay stands by its assertion that it is a venue only and cannot

be held liable for your actions or the actions of others on the site. For many

years, this has been a bone of contention among many users who assert that

eBay should bear some of the burden for deals that have gone significantly

awry. Nevertheless, the text you�ll read here is the latest legalese that extricates

the venue from liability.
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Figure 4.2 Begin the registration process by providing your personal informa-

tion and determining your user ID.



eBay TIP: Your eBay user ID is more than just a

catchy screen name; it�s also a form of privacy protection.

Time was that eBay would use your e-mail address as a

userID�then along came the harvesters, individuals and customized

bots (automated programs) that would collect all the e-mail addresses

they could find, using them for addressing unsolicited e-mail messages,

annoying sales pitches, and other forms of spam. eBay responded by

implementing the user ID, which allows users to protect their e-mail

addresses from prying eyes.

Again, nothing here is dangerous, and by applying the safe and sensible

trading methods presented later in this book, you�ll find that trading on eBay

is perfectly safe and appropriately secure. So if you agree to the terms, indicate

as much by clicking the checkbox at the bottom of the page. With that, click

the Continue button at the bottom of the screen to proceed. Next up, you�ll see

another screen (as shown in Figure 4.3) instructing you to check your e-mail

for a special message that holds the final key to your eBay registration.
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Figure 4.3 The second step in eBay registration is to check your e-mail for a

registration key, as prompted by this screen.



Figure 4.4 The e-mail message you receive from eBay will provide you with an

active link and a secret code to complete your registration.

The e-mail message you�ll receive (as pictured in Figure 4.4) provides

an active link, labeled �Activate Your eBay Membership,� confirming suc-

cessful communication to the e-mail address you�ve provided. Click on the

link, and you�ll be taken to the eBay site, where you�ll be greeted by the

screen pictured in Figure 4.5. Armed with your active user ID, you�re ready

to set out on your quest for great finds and even greater fortunes at eBay. By

the way, you might have also seen the pop-up window, also pictured in Fig-

ure 4.5, where eBay is curious to learn a bit more about you. Answer only if

you want to; this information isn�t required to proceed into the site. For the

moment, though, congratulations; you�re a bona fide eBay community mem-

ber�it�s that easy!

GETTING ACCLIMATED TO THE MARKETPLACE

Before you jump headlong into the fray, I suggest that you take a bit of time

to survey the site, sample the wares, and look at what the other buyers and
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sellers are doing. Many new users, once their user ID is activated, dive into the

listings and embark on a veritable feeding frenzy; they are lured to bid on and

buy so many items they never knew were available. Unfortunately, their excite-

ment and ambition are often met with a hefty bill to be paid when all is said

and done.

When the dust settles, many first-time bidders and buyers discover

they�ve paid too much for an item or have purchased an item of lesser quality

than they would have wished, only to see a better example become available

shortly thereafter. The excitement is understandable, but at this early stage of

eBay use, try to temper your enthusiasm with a sage bit of knowledge: the

items you see on eBay tend to pop up time and time again. Even the rarest of

pieces generally show up multiple times�maybe within a week, a month, or a

year�s time, but rarely if ever does a piece surface only once.

Armed with that insight, take time to shop, compare the wares, compare

the prices, compare the sellers� sales policies, and get a feel for how the whole

business works. If you see an item that truly commands your bid, move ahead

to Chapter 5, where you�ll learn the best methods for finding and bidding on

the items you�ll encounter.

Figure 4.5 Click on the active link you�ll find in the eBay confirmation e-mail

to complete your registration.
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Figure 4.6 Click the Account Information text link from the home page to pro-

ceed with completing your eBay account.

SETTING UP YOUR SELLER�S ACCOUNT

Presuming you�re here to sell, now is the time to establish your seller�s

account. Upon your return to the eBay home page and after signing in with

your new user ID and password, you�ll see within the area labeled �My eBay

at a Glance� (see Figure 4.6) a text link to update your account information;

click it. The next page you�ll see will be the Personal Information section of

the My eBay page (see Figure 4.7). Note the part that is circled; this is where

you can access the Financial Information relevant to your account.

When you�re ready to begin selling at eBay, you�ll need to provide full

details regarding a valid checking account as well as a credit card account.

Why? The fact is, these two items serve as proof-positive identification of you

and every other seller actively trading at eBay. To stem fraud that would be

committed under alias accounts, every eBay seller is required to provide this

level of proof to ensure contact can be made if the need were ever to arise.

The playing field is level�in regard to personal information�since all sellers

have had to provide these details in order to list, sell, and collect through eBay

transactions.

Click on the Edit text link within the Checking Account area to begin

establishing your Seller�s Account. The screen shown in Figure 4.8 is where

you�ll find the Create Seller�s Account button; click it to get started.
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Figure 4.8 Click the Create Seller�s Account button to enable your selling ven-

tures at eBay.

Figure 4.7 The Personal Information area of the My eBay page provides access

to financial information necessary for creating a Seller�s Account.
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Your first step in creating your Seller�s Account is to provide a credit or

debit card to keep on file in your active account. Figure 4.9 shows a sample

screen where you�ll enter the appropriate information. When complete, click

the Continue button.

Next, you�ll see a screen like that shown in Figure 4.10, where you�ll

enter your checking account information. When the information is complete,

click the Continue button.

eBay TIP: All of the information you�ll enter in this

form is protected by the SSL (Secure Sockets Layer) proto-

col, a secure method whereby sensitive information is trans-

mitted in encrypted format, being unreadable unless a specific decrypting

key is available. Practically all online transfers of this sort of data are

handled via SSL transmission.

Now that eBay has validated your credit card and checking account

information, you select which account you�d like to use for paying the fees

you�ll incur when selling at the site (see Figure 4.11).

eBay TIP: Now is the time that you can infuse added

security into the registration process. Before offering your

checking account information, ask your financial institution

how they protect you from identity theft and misuse of your account.

Consider creating a checking account solely for use with your eBay activ-

ity, maintaining a reasonably low balance as an added precaution.

When it comes to offering credit card information, ask the card

issuer what protections are provided in case of malfeasance. Also, con-

sider establishing a credit card account solely for use in conjunction

with your eBay activity and request that a low credit limit be estab-

lished, not to exceed $3,000.

In general, seek out the sort of protection that provides for

assisted dispute of charges and blocking of account activity, both of

which are necessary if you ever believe your information has been com-

promised. These are simple steps you can take to provide an added layer

of security on top of eBay�s secure data protections.
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Figure 4.10 Enter checking account information in this second step for creat-

ing a Seller�s Account.

Figure 4.9 Enter credit or debit card information in this first step for creating

a Seller�s Account.



Whenever you list an item for sale, a fee will be assessed. When you

select special selling features, additional fees may be assessed. When you sell

an item, a sales commission (known as the final value fee) will be assessed

(incidentally, all of these fees will be discussed in detail in Chapter 7). The fees

aren�t exorbitant by any means, but you will be charged to list and sell your

items in this worldwide marketplace. At the end of each month, you�ll need to

pay your outstanding balance for the month�s accumulated fees, and this last

part of the seller�s account form is where you indicate whether you wish eBay

to automatically deduct the fees from your checking account or if you�d pre-

fer to have your credit card charged instead.

Make your selection and click the Continue button once again.

eBay TIP: How you choose to manage payment is

really up to you, but remember that if you accumulate fees

on your credit card and fail to pay off that credit card bal-

ance at the end of the billing cycle, your card issuer will charge interest

on your unpaid balance. In respect to making your fortune, you�ll want

to be sure the assessment of interest charges doesn�t unnecessarily

increase your cost of using eBay, thereby reducing your ultimate profit.
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Figure 4.11 Last, select how you would like to pay your eBay fees.



You�re almost finished creating your Seller�s Account. In the screen

depicted in Figure 4.12, you simply agree to allow eBay to access the account

you specified for collection of regular site usage fees. After you�ve read and

agree with the Direct Pay Authorization stipulations, click the authorization

button at the bottom of the screen. When you do this, you�ll be taken imme-

diately to a new screen, where you can immediately begin listing your first

item for bid or sale (see Figure 4.13). Overall, it�s a quick process and quite

secure (made even more so if you apply the security tips I mentioned earlier in

this chapter). Congratulations, you�re an eBay seller.

ABOUT ME IS ALL ABOUT YOU

Your setup steps are nearly complete. At this point, you have a valid user ID

and you�ve established your seller�s account, so what could be left to do?

Though it�s not a requirement, consider creating an on-site home page of

your own where other users can learn more about you as they prepare to buy

from the newest seller to set up shop�you.

To make this easy, eBay offers a simple-to-use personal page creation

tool called About Me. About Me is an opportunity for you to tell other com-
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Figure 4.12 Review and accept the Direct Pay Authorization stipulations to

complete your Seller�s Account creation.



munity members about you, your likes, dislikes, and so on. As part of fur-

thering the concept of online community, the About Me page is where you

can provide that personal touch and give others a feeling of whom they�re

dealing with (a definite bonus if you�re a seller eager to instill confidence and

ease in the minds of your potential customers).

Don�t feel you have to create the ultimate About Me page immediately.

For starters, you can simply enter some basic information just to lay the foun-

dation. Upon more thought, you can go back and edit your page as you like.

To begin creating your About Me page, visit My eBay again and find the

About Me section in the Personal Information area (see Figure 4.14); click on

the Edit text link.

Clicking the link will take you to a preliminary page explaining the fea-

ture. On that page, find and click the �Create and edit your page� button. Fig-

ure 4.15 shows the initial page where you�ll choose the method by which you�ll

craft your page�using eBay�s simple step-by-step process or through the use
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Figure 4.13 Immediately, you�re ready to sell. Great work!
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Figure 4.14 Create your own About Me page by clicking the link within My

eBay.

Figure 4.15 Select the method you�d like to use to create your About Me page.



of some HTML coding of your own (for this example I�ll show you the sim-

plicity of the step-by-step option).

Click the Continue button to begin creating your page. Figure 4.16

shows the template in which you can enter your page title, paragraph of infor-

mation, images, and more. Get as creative as you like and when you�re ready

click on the Preview & Submit button.

Review the preview layout of your page, as shown in Figure 4.17. Make

adjustments as you see fit. When you are satisfied, click the Submit button at

the bottom of the screen. (Figure 4.18 shows the outcome of my quick cre-

ation.) Again, at this early stage of your eBay experience, a simple page will

suffice. Later in this book you�ll learn additional ways to utilize your About

Me page to maximize your sales.

And now you�re a member in good standing at the Net�s largest online

trading post. Along the way, you likely saw several links that would lead you

to different areas of the eBay site or likewise directed you to pages that con-
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Figure 4.16 Use the step-by-step form to enter text and images for your About

Me page.



tained more information. Feel free to explore those links at your leisure,

remembering that the site map can always lead you to the same destinations

whenever you choose. But if your goal is to start selling, what�s been covered

here has established your eBay presence and you can now move forward

quickly.
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Figure 4.17 Preview your About Me page before you publish it within the eBay

community.
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Figure 4.18 A simple About Me page like this can be created in just a few min-

utes.



5
Find It, Bid It, Win It

Now that you have an active user ID, it�s time to begin sifting through the

millions of items for sale and up for auction. Recognize that finding great

buys on eBay isn�t accidental (especially since your goal is to master all the site

has to offer). As you begin your journey up and down the virtual aisles, make

use of some expert searching methods and approaches that will help you find

exactly what you want and uncover some hidden treasures that may have gone

unnoticed.

Once you�ve found a great item (or two or more!), employ additional

research methods to ensure you�ll be placing your bid with complete confi-

dence, certain that your decision is the most sound and likely to yield the best

result (both in terms of quality and price). As you bid and buy, be sure to

employ the best bidding strategies around to increase your chances of win-

ning while still paying the best possible price. This is the sort of information

you�ll find in this chapter�key methods and strategies that will help you

quickly become an expert bidder, often enabling you to grab some great bar-

gains for yourself and possibly pave the way for a fast and profitable sale of

your own. Read on.

BROWSING THE CATEGORIES

Since it hosts millions of items every day, eBay survives by organizing every-

thing for sale or bid in a logical and intuitive manner. You�ve already seen

how eBay utilizes main categories and subcategories to collate the myriad
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goods being offered by the legions of sellers. But if you worry that finding a

specific item on the site is woefully akin to finding the proverbial needle in a

haystack, rest assured the task can be as simple as finding a number in the

Yellow Pages (or even simpler). Searching through the categories is a useful

activity if you�re inclined to simply browse a particular type of item. In fact,

browsing rarely goes unrewarded: you�re likely to stumble across something

you weren�t aware would be of interest to you or that you had completely for-

gotten about but, now that your memory�s been jarred, cannot live without.

eBay TIP: I try to make time to browse the categories

for two reasons: I, too, stumble across items I had forgotten

about and am glad to find them, but more important, as a

collector I often find items I was previously unaware existed and which

serve as valuable information about my areas of expertise. I recommend

that category browsing be added to your regular online regimen.

Browsing the categories is also a useful way to find misplaced gems.

Since sellers choose the category under which their items will be listed, it�s not

uncommon to find items that seem out of place. Of course, to browse the

entire site for such mislaid treasures would be an overwhelming task, but it�s

a useful exercise to do for those who wish to specialize in certain types of

goods (a topic to be explored more deeply when the strategies of selling are

discussed in Part II of this book). When you understand the sorts of goods

that are well suited to a category, you�ll understand how to best categorize

your own goods for sale as well as be able to effectively spot an out-of-place

bargain.

SEARCHES MADE SIMPLE

When you�re ready to look for a specific item, eBay has numerous search tools

available to help you in your quest. Some of the essentially same tools are

found at various places within eBay as a convenience. Other search tools are

highly customizable to help you narrow your focus and home in on exactly

what you�re looking for. Expect to make regular use of each tool to help you

slice and dice the millions of listings to find just what you want.
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THE MAIN SEARCH

The first way to search is quite basic and always at hand. Return to the eBay

home page and recall the search field in the Main Toolbar (see Figure 5.1).

This search field allows you to type in specific words that will be compared to

item titles, returning a list of matches for you to further explore.

When search results are returned�that is, the listing of items that

match your query�you�ll find this same search field will be available at the

top right-hand header of subsequent screens, so you can easily and immedi-

ately launch another query for goods.
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10 REASONS TO BUY BEFORE YOU SELL

1. To gain familiarity with eBay functions and features

2. To understand market trends, bidding tendencies, and potential

prices

3. To recognize different sales strategies in use

4. To learn how postauction payments work

5. To recognize shipping costs and lead times

6. To learn how to interact effectively with others

7. To determine which seller policies seem to be best

8. To uncover potential sources of goods for resale

9. To identify elements of exceptional customer service

10. To build a reputable feedback rating before selling

Figure 5.1 The quickest and most basic search tool is found right on eBay�s

home page in the familiar Main Toolbar.



eBay TIP: Be ready to use these handy basic search

tools at a moment�s notice. Often, search ideas will sud-

denly come to mind, only to vanish as quickly as they came.

The moment you consider, �Hey, I ought to see if I can find . . .� you�re

best served if you run that search immediately rather than later being

unable to recall just what it was you thought you might hunt. Such a

lapse isn�t a sign of old age; it�s the effect of millions of items vying for

your attention.

Just as handy as the main search are the Search Options that are dis-

played along the left-hand column of a search result listing (see Figure 5.2).

The Search Options allow you to immediately refine your current search

terms by enabling you to specify particular attributes of the matching items�
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Figure 5.2 The Search Options block allows you to easily refine the results of

any active search.



perhaps you only want to see items where the seller accepts PayPal payments

or maybe you�re only interested in items with Buy-It-Now terms. The list of

easy-to-apply options (they�re search result filters, really) allows you to home

in on precisely what you�re looking for without having to rekey your search

terms.

With a search result list in front of you, simply click on one or more of

the search option checkboxes, then click the Show Items button to apply your

selections. Beyond this, you can even customize the selections that appear in

the Search Options box by clicking the Customize text link at the bottom of

the box. From there, you can select which options you want to have fast access

to whenever you�re signed in to eBay (see Figure 5.3). It�s very much Your

eBay, isn�t it?

eBay TIP: Incidentally, the refinements offered in the

Search Options box can also be applied in the Advanced

Search screen, to be discussed in detail later in this chapter.
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Figure 5.3 Customize the Search Options selections using this customization

table.



The Refined Search

Notice that beneath each of the basic search tools there is a subtle colink that

reads �Smart Search,� �Refine Search,� or �Advanced Search.� These links, as

well as the more prevalent Search button on the main toolbar all lead to the

same place: eBay�s search screen.

The Advanced Search

In the eBay main search window, recall the text link labeled �Advanced

Search�; click on the link and you�ll navigate to eBay�s dedicated search

screen (see Figure 5.4); this is your window to more narrowly defined search

criteria. Here, you can precisely define how your search keywords will be used

by specifying which additional words to exclude (to restrict close but

unwanted title matches), which specific categories to search, which geo-
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Figure 5.4 The Advanced Search text link navigates you to the search screen,

where you can specify, narrow, and filter results to more precisely mine eBay�s

listings.



graphic locations to consider, and what price range is of interest to you. Addi-

tionally, you can sort the results of your search. With the objective of zeroing

in on a certain item or type of item, these additional search filters, many of

which were also available to you via the Search Options block, help you per-

form more efficient searches and avoid needlessly wading through �close but

no cigar� results.

The Keys Are in the Keywords

Now, perhaps more important than the sorts of filters you may apply to your

search results, understand the importance of the keywords you specify when

you perform an item search. Keywords are just that: keys to unlocking the

vault of treasures within eBay. They help you uncover exactly what it is you

want so you don�t have to laboriously sift through thousands of category

pages. Your success here comes from knowing the best keywords to use in

searching for items, which you can learn to do by observing how sellers seem

to be crafting their item descriptions for these goods. Here are some quick tips

for utilizing keywords in your searches:

� Use specific names and brands.

� Use common terms associated with the item you�re seeking.

� Use associative terms (i.e., genre, era, and so on).

� Use proper spelling.

As you sort through the listings that match your keyword search, take

special note of any additional terms that seem to be commonly used with

these goods and consider including those (or excluding them if they�re not

exactly what you�re looking for) in future searches. Remember the commonly

used words later when you are selling your own goods.

Harnessing Search Commands

Besides utilizing good keywords in your searches, recognize that there are sev-

eral character commands you can incorporate to further refine your search

results (it�s true). This is an aspect of eBay searching that many new users

overlook but which savvy shoppers have found can have a significant impact

on search results. Search commands allow you to apply additional operators

to the way in which eBay interprets your specified keywords, enabling you to

wrest exact items from the listings or uncover hidden treasures. Table 5.1 pro-

vides the search commands you can apply to your keywords to help you

become an expert eBay miner.
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Table 5.1 eBay Keyword Search Commands

Search Command Example Result

Space (keyboard space) lunch box Returns listings whose 

title includes the 

separate words �lunch�

and �box� (as opposed 

to �lunchbox,� which 

could be used as an

alternate form of this

search).

Quotation Marks (� �) �my mother the car� Returns listings whose 

title includes words in a 

specific order as 

opposed to listings

that may contain one or

more of the individual

keywords specified.

Minus sign (-) harry potter -movie Returns listings that 

include the keywords 

specified but excludes

those that also include the

additional word filtered 

out by the immediately 

preceding minus sign (the 

example would not return 

any Harry Potter listings 

whose title also included 

the word�movie�).

Minus sign with harry potter -(movie, Allows you to specify

parentheses -( ) toy) multiple words to exclude

when filtering search

results. The minus sign

immediately precedes the

open paren and the 

multiple words to be 

excluded are separated by 

a comma with no 

embedded spaces.

Find It, Bid It, Win It 59



Parentheses ( ) coffee (cup,mug) Returns listings where 

one or the other of the 

keywords within the 

parentheses is present in 

the title. The example 

would return listings 

including �coffee� and 

�cup� as well as listings

including �coffee� and

�mug.�

Asterisk (*) sac* kings Returns listings that 

contain the sequence of

letters prior to the 

asterisk and anything

else that might follow 

them (as in �Sac Kings,�

�Sacto Kings,� or 

�Sacramento Kings�)

eBay TIP: Beware expanding search terms. Often

when you search by a particular keyword, you will get

results that don�t even contain a word you specified. Why is

this? eBay has implemented what it terms Keyword Search Category

Expansions. In plain English, this means that eBay will provide listings

of other items in a particular product category that contain some list-

ings matching your keyword query. For example, if you search for

�action figure,� eBay will return all listings from the item category Toys

& Hobbies > Action Figures even if the item titles don�t contain the key-

words �action figures.� In eBay�s thinking, this is a method to deliver

listings that match the intent of your search. In my thinking, this is a

common practice called cross-selling, and it often forces buyers to fend

off items they don�t actually want.

Searching by Seller, Bidder, and within Stores

Look back to Figure 5.4 to see some additional search options available to

you from within eBay�s search window. Located in the left-hand box labeled
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simply �Search,� you�ll find text links that allow you different ways to uncover

items beyond searching by item title keywords. Notice the text link Items by

Seller; clicking this link will provide a new window of search conditions, as

shown in Figure 5.5. Searching by seller is the quickest way to see what your

favorite seller is selling.

When you find a seller who seems to offer the sorts of items that most

interest you, this is the easy way to keep up with what the person is offering.

A look at past auctions from the seller (check the Included completed listings

checkbox) also provides an indication of the volume of sales the seller has

been managing, the prices the seller has been getting for goods, and how

many of the seller�s auctions have been successful.

As Figure 5.5 shows, it�s easy to enter the seller�s ID, select whether

completed items (closed auctions) should be queried, and indicate how the

results should be sorted. Another savvy search technique is to search by bid-

der, achieved by clicking the Items by Bidder text link. When you do this,

you�ll navigate to a screen similar to that shown in Figure 5.6.
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Figure 5.5 Search by seller to find only those goods offered by a single user.



Why search by a bidder�s ID? Sometimes you�ll encounter other bidders

who seem to bid on the same items as you. Aren�t you curious about the other

items they may also be bidding on or have recently won? (Check the Include

completed listings checkbox to do so). More to the point, this is a useful way

to monitor the bidding practices of particular bidders who seem to have a

penchant for consistently outbidding you on items you�re hopeful to win

(more about a bidding strategy to thwart this later). And perhaps you�re sell-

ing and you�re curious what your high bidder is currently vying for within the

auction space; with this method, you can quickly and easily find out.

Finally, the last text link worth noting is that labeled Items in Stores (see

Figure 5.7). This search screen provides a way to restrict your search results to

those items listed for fixed-price sale in eBay. eBay Stores, recall, are direct-

sale outlets where sellers can offer items for immediate sale, at a designated

price, outside of the usual auction method. No bidding. No waiting. Just find

it, buy it, pay for it, and you�re done.
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Figure 5.6 Search by bidder to see what particular buyers have been hunting

down and bidding on.



Notice how the search fields for eBay Stores behave in a way that is sim-

ilar to those of the Find Items search options. Naturally, the search results for

this smaller division of eBay will be far fewer than if you searched the entire

site for both fixed-price and auction items.
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Figure 5.7 Searching by Items in Stores allows you another way to filter to

only fixed-price sale items.

eBay TIP: It�s often revealing to perform a bidder

search using a seller�s ID. To get a better feel for whom

you�re dealing with and what sorts of items these folks are

buying as well as selling, take a look at their activity on both sides of the

virtual sales counter.



Rooting Out the Hidden Treasures

Even with all the search tools just described, great items can still slip between

the cracks. Although you�ve tried mightily to extract all the goods possible

using the various tools, some will still elude you (and other shoppers) and, if

found, can often result in great finds at great prices. You can become a bona

fide treasure hunter by turning over the virtual stones on the site to find those

items that have been mislabeled or misfiled, and, if you�re not diligent, will be

incredible deals on which you�ll miss out.

To begin the treasure hunt, review the results of your usual searches care-

fully. Identify the categories where these items seem to be referenced and take

a bit of time to search through a large number of listings in that category to

determine whether there any other terms you�ve yet to consider. Look to see

what other goods appear in the category of listings and whether they�re the

sorts of things you�re seeking and have been titled or described in a way you

hadn�t considered or expected. More important to the treasure hunt, this is

also how you�ll determine whether there are any common misspellings used in

association with these items (as in �Beanie� versus �Beenie� versus �Beany�),

which you�ll likewise want to make note of in order to ferret out the mistitled,

and thereby passed-over, treasures.

Also, keep an eye open for completed auctions (in your various search-

ing and browsing activities) where the item perhaps didn�t sell. If the item

never received a bid and essentially slipped by you during its run, it�s still pos-

sible to query the seller about the item to see if a sale is still possible. Often-

times, sellers will elect to relist their item and give it another go�yet many are

highly motivated to make the quick sale upon receiving your inquiry.

Save Time by Saving Searches

You may have noticed that each search results page has a text link labeled Add

to Favorite Searches, located at the upper right-hand corner of a search result

screen. Upon clicking the link, you�ll capture the search criteria in your My

eBay settings under the My Favorite Searches heading (see Figure 5.8), and

your searches will be much more efficient.

Rather than try to recall what you�ve been searching for, the searches

you save are readily available for another query just by clicking the Search

Now link in the My eBay screen. Better yet is the checkbox labeled �Sign up

for Emails� where, when enabled, an e-mail message will be sent to you when-

ever a new item is listed at eBay that fits your search criteria. Essentially, eBay

is now doing the searching for you.
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THE ABCs OF BIDDING

Sometimes bidding at eBay is as much about gamesmanship as it is about
commerce. There are several auction formats in use at eBay, and there are cer-
tain tactics and strategies in each format that will yield the best results. Before
you can become an expert seller, striving to make your fortune, you•ll need to
become an expert bidder, understanding the methods used to win auctions
and applying that knowledge to your eventual sales strategy. Moreover, there
are some great items available on eBay that perhaps you•d simply like to own
for yourself. The following section shows you how to approach the exciting
world of eBay bidding.

Things to Do before Bidding

We•ve all been counseled to comparison shop before buying anything, and the
same advice is just as applicable„perhaps doubly so„at eBay. Unlike the
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Figure 5.8 Save your searches for easy reuse in the My eBay Favorite Searches
area.


